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Executive Summary

According to the plan of operations of the 3rd phase MSE Development Program Result 3, the capacity of public, private and commercial service providers to deliver services that are demanded and paid for by clients must be strengthened. To this effect, GTZ-MSE Development Program employed a consultant to carry out needs assessment of commercial training centers in order to prepare a background to the international consultant’s mission.

It was planned to assess 24 commercial training centers in the three Regions. The consultant visited 8 centers each in Addis Ababa and Tigray Region, in the Amhara region only 7 were available for visit. All together 23 centers (6 public organizations, 2 NGOs and 15 private) were visited.

The methodology applied to assess the needs of the training centers was interview, collection and review of relevant documents, and observation of work places, training rooms, workshops etc. The data collection was conducted from January 28-February 15, 2004.

 Findings of the need assessment of each center is presented under five sub-headings; (a) background information of the center, (b) services offered, (c) SWOT Analysis, (d) activity plan of new and improvement of current services and (e) proposals of the consult ant.

The findings indicated that the major problems of the private training centers visited are shortage of capital (finance), lack of technical skill, managerial incapability, low level of demand, poor marketing skill and absence of business orientation. 

Relatively speaking the public institutions have better material facility and well experienced as well as qualified staff in most cases. However, due to uncompetitive salary, they have problem of retaining and attracting staff. Budget constraint is another limitation of the institutions. The shortage of fund has significant influence on the quality of the training offered.

It was also observed that centers established by groups of individuals have more administrative/managerial problem than one-person firms.

To cope up with the ever-changing economic environment and remain as competitive undertakings the firms need to be creative and innovative to add value to their services. Their products/trainings need to be demand-driven. The support from the partner must, therefore, focus on Business Development Services (BDS) and skill upgrading training to build self-sustaining centers.   

1.  Introduction and Approach

1.1   Background

The Ethio-German Micro and Small Enterprise Development Program is among the many program interventions of the German government to positively contribute to the growth of the Ethiopian Economy. The overall long-run objective of the program is to increase employment while the short-run objective aims at improving the performance of existing and new MSEs by providing the required support to MSE promoting public and private institutions.

The program was started in April 1996 and had two phases until September 2001. The third phase has been operational since October 2001 and is implementing its 3rd program phase focusing on BDS delivery through facilitators of its partner institutions. In the program’s effort to gradually develop a BDS market that offers services to micro and small business operators, organizational development and networking initiatives are also under way.

Partner institutions, which are providing BDS, are bearing all costs. If this continues, it will have negative impact on the outreach and the sustainability of BDS delivery. BDS providers should devise a mechanism with which costs of BDS delivery are shared between them and the users. A viable strategy of cost sharing and later on cost coverage has to be designed by all partner institutions. Accordingly, the Plan of Operations of the MSE Development program contains:

· Result 3 ‘capacity of public, private and commercial service providers to deliver services that are demanded and paid for by clients is strengthened’ and

· Indicator 3 “in each of 3 Regional States 15 public, private and commercial service providers are functional at project’s ending to deliver services that are demanded and paid for by MSE operators.”

To this effect, the Consultant was employed by GTZ-MSE Development Program to carry out needs assessment of commercial training centers in order to prepare a background to the international consultant who would be deployed to assist the institutions whose needs are assessed in this study.

1.2   Objectives

The objective of the assignment is to identify strengths, weaknesses, opportunities and threats of the training centers in order to carry out a needs assessment on how to improve the internal organization and the management of the offered services which will be paid by the MSE business owners.

1.3   Methodology

As indicated in the Terms of Reference the Consultant had to visit 8 commercial training centers in each of the three project regions of Addis Ababa, Tigray and Amhara (24 in total).

In order to assess the need of the training centers, the following methods were used.

· Make interview using the structured questionnaire with the concerned individuals (see the questionnaire in Annex 1);

· Collection of relevant documents where available; and

· Observations at the systems and procedures, applied work place, training rooms, workshops etc.

The data collection process was conducted from January 29- February 15, 2004. In Addis Ababa and Tigray Region 8 centers were visited from each. In Amhara Region data was collected from 7 centers only. Out of the list of BDS provider institutions given to the Consultant, the address of one of the centers (Alpha Home Management Training Center) was not traced and the owner of Put Computer Training Center was not in town. In consultation with GTZ-MSE development Program, the Amhara Regional Micro and Small Enterprise and Industry Development Bureau  selected another center (Abay Gulf Pre-School Teacher’s Education Institute), for data collection. Total number of the institutions assessed is 23. Composition of the institutions by ownership is 26 % public, 9% NGOs and 65% private and by sub-sector they are 13 (see Annexes 2 and 3). Full address of the institutions is presented in Annex 4).
2. Findings

The report of each center is presented under 5 sub headings namely background, services, SWOT analysis, activity planning and proposal.

The background explains the establishment, number, qualification and experience of staff and management of the centers. The training programs or services offered by the centers, service fee, how cost is calculated, promotion and advertising measures are discussed under the sub-heading Services. The SWOT Analysis identifies the strengths, weaknesses, opportunities and threats of the centers. Activity planning shows services planned to be improved and new services to be introduced, the role of the centers and partners to improve the services. Based on the findings, particularly the SWOT Analysis and activity planning, the Consultant forwarded his opinion on the support that should be given to the centers under the sub-heading proposal. 
The centers from Addis Ababa are presented first, followed by Tigray and Amhara Regions. 

2.1 Addis Ababa

2.1.1 Enteto Middle Level Technical and Vocational Training Institute

A. Background

Enteto Middle Level Technical and Vocational Training Institute, previously known as Teferi Mekonen School (TMS), was established in 1925. It started its operations with 50 regular, 30 boarding students and 11 teachers (7 Ethiopians and 4 foreigners). Until 1963 the students of TMS were boys. In 1963 it started to admit girl students as well.
In the year 2002/3, 977 students (674 Female and 303 male) students were graduated. Starting from 2003/4 the institute has been promoted to collage level. Currently the Collage has got 144 staff; out of these 135 are teaching staff. Female staff consists of 35% of the total staff.

    Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	MA degree
	5
	2
	3
	The experience of 

the staff varies from 

2-35 years

	2
	BSC, BA degree
	58
	54
	4
	

	3
	12+4
	5
	5
	
	

	4
	12+3
	18
	12
	6
	

	5
	12+2
	58
	21
	37
	

	Total
	144
	94
	50
	


Number of trainees in one session is 40-50, 20-30 and 20, for business students, technical students and short-term students respectively.

B. Services

The trainings offered by the center include: accounting, information technology, marketing and salesmanship, purchasing and supplies management, banking and insurance, law, cook, bakery and confectionary making, hotel services, house management, hair dressing and beautification, tailoring (men's garment), dress making, textile and garment, auto-mechanics, electricity, general mechanics, machine technology, electronics, building construction, surveying, drafting, road construction and wood technology.

The only document available, as noticed by the consultant was, Middle level TVET Curriculum Guides prepared by the TVET Curriculum Department of the Ministry of Education in June 2003. It was not convenient to collect the curriculum guides, because of the big size and quantity of the material.

Major source of income of the center is government budget. In the current year it has started cost sharing scheme (13% of the cost from regular students). Other sources of income include: school fee from evening students and sales of products. In calculating cost of short term training full cost (duration of course, No. of trainees, material requirement plus 25% margin) is assumed. Extension students are charged about 50% of the full cost.

The center has one director and two deputy directors. Since it is well known by the public no promotion is done. 

C. SWOT Analysis

Strengths

· Rich experience, well organized curriculum and trainers;

· Convenient location for transportation;

· Owns latest and sophisticated machinery for skill training.

Weaknesses

· No compiled information on what the center is doing;

· All collage teachers are supposed to have first degree, currently only 44% of the staff members have the required qualification  (see table above);

· Lack of skill in maintaining machines;

· The center lacks  meeting hall and generator ( as a stand-by when electric power fails);

· Shortage of reference materials.

Opportunities

· Good name by the public;

· Transformation into a collage shall further strengthen the institute (new buildings are under construction);

Threats

· The current salary is not sufficient to attract and retain qualified and experienced staff. For example, the center was not able to retain instructors particularly for the law and IT departments.

D. Service Planning

To improve the services: instructors in textile, hair dressing, auto mechanics, information technology and electronics technology will be given training. Organized and continuous training on maintenance of the new machines and equipment should be given.

The center shall provide training workshops, logistics and administrative support. The partner can give skill upgrading trainings to the mentioned workshops.

E. Proposal

The institute has rich experience in giving technical and vocational training to thousands of young boys and girls. With all the facility and experience it has, the institute could design demand-oriented new short term courses that may bring benefit to the institute (to generate income) and the trainees get skill training from experienced and qualified instructors. The courses to be introduced should also be advertised and promoted using different measures.

Provision of the business management support would help the center to improve its services. 

2.1.2 Jethro Management Consultancy Services (Jethro)

A. Background

Jethro is a private management consultancy firm established in 2002, to provide services to existing and potential micro, small and medium business enterprises throughout Ethiopia. The services of Jethro are mostly in the areas of business management, cooperative management, farm entrepreneurship, training of enterprise trainers and gender training.

The firm has two staff (see table), when additional manpower is required it uses freelancers.  The owner and General Manager, Ato Habteweld Zergaw is responsible for the overall management of the firm as well as for giving training.

   Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	BA degree in Accounting
	1
	1
	
	18 years

	2
	12 grade complete (facilitator)
	1
	
	1
	2 years 

	Total
	2
	1
	1
	


B. Services

Training Packages of Jethro include:

· Improve Your Business (IYB);

· Start Your Business (SYB);

· Competence based Economics through Formation of Enterprises (CEFE);

· Basic Business Skills (BBS);

· Grass root management;

· Saving and credit concept;

· Community leadership management;

· Training of enterprise trainers; 

· Farm enterprise training.

Jethro earns its income from the services it offers. In calculating the cost; type of training, duration of training, and type of expertise are considered. Variables for cost calculation include market price, administrative cost, government tax and profit margin. The training fee per person is as follows:

· CEFE - Birr 250-300, one week training;

· Saving and credit concept - Birr 200-250, three days training; and

· Business management, farm entrepreneurship - Birr 250-300, six days training.

The promotion and advertising measures of Jethro are brochures, business card, sign board and personal contact.

C. SWOT Analysis

Strengths

· Rich experience in different packages of training;

· Strategic office location for running business.

Weakness

· The owner feels lack of skill in project study as the  only weakness of his center.

Opportunity

· Good experience of  the MSE sector

Threat

· Major threat of the firm is unfair competition, according to Ato Zergaw, public organizations are subsidized by government budget, usually they offer small fee, and this creates unfair competition in the business.

D. Service Planning

Jethro plans to simplify the bookkeeping, credit and saving trainings, and start monitoring and evaluation service. The support by partners should be providing training in BDS approach.

E. Proposal

Jethro has rich experience in training business owners, and the owner of the firm has shown interest towards working with the GTZ-MSE development program. Strengthening the capacity of the center by providing training in BDS would contribute in addressing more MSE operators.

2.1.3 BCaD Consulting Management

A. Background

BCaD was established in 1998. It is an institution for training in entrepreneurship development and business management. The clients of BCaD include: GOs, NGOs, Self Help Associations and international organizations.

BCaD is managed by the owner Ato Afework Yohanes. As indicated in the table below, BCaD has two staff, the owner and secretary/cashier. When additional instructors are required the firm uses part timers and outsourcing.

   Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	BA degree in Management (studying for his MBA)
	1
	1
	
	Total18 years

Consulting 6 years

	2
	12 grade complete (secretary/cashier)
	1
	
	1
	1 year 

	Total
	2
	1
	1
	


B. Services

Major services of BCaD include:

· Micro and small enterprise development studies;

· Training in gender and  advocacy;

· Project proposal preparation;

· Entrepreneurial training – CEFE methodology;

· Community empowerment training, etc.

Income of BCaD is generated from service fee. The fee depends on planned man-days, administrative cost plus 10 % tax. Profit margin is embodied. The fee for training is as follows:
1. Direct training enterprise operators (30 hours)

· Birr 235 per participant for 25 trainees/class;

· Birr 288.75 per participant for 20 trainees/class;

· Birr 378.35 per participant for 25 trainees/class.

2. Training of trainers on CEFE (120 hours)
· Birr 1,448 per trainee for 25 trainees/class;

· Birr 1,820 per trainee for 20 trainees/class;

· Birr 2,360 per trainee for 15 trainees/class.

3. Grass root management training (10 days or 60 hours)
· Birr 478 per trainee for 25 trainees/class;

· Birr 585 per trainee for 20 trainees/class;

· Birr 478 per trainee for 15 trainees/class.

The firm has graduated several trainees, but no compiled data was available.

BCaD's Promotional measures are through the web site of the Ethiopian Business Development Services Network (EBDSN), word of mouth, brochure, newspaper, business card and personal contact.

C. SWOT Analysis

Strengths

· Technical competence of the owner;

· Good customer base (pioneer in business and entrepreneurship development).

Weakness

· Understaffed, as a result, sometimes misses good business opportunities. .

Opportunities

· As part of poverty reduction program, the products of BCaD have high demand;

· Good relationship with NGOs and their interest in BDS training; 

· IT such as e-mail is opportunity to easy communication.

Threats

· Government tender evaluation procedure is not fair, requirement of bid bond ties up capital;

· Business community is not aware of paid training (donor-driven).

D. Service Planning

Services to be improved include assessment of the impact on what has been done so far, training to be supported by counseling and providing sector-based training. New services to be implemented in the long term are training in export marketing, international trade practice and procedures and total quality management.

Measures to be taken to improve the services are to generate new ideas. The firm will prepare technical proposals and find a reliable partner. Expected support from partners is technical assistance and sponsorship to the program. 

E. Proposal

BCaD has technical competence to give business training. The services of the center are demand-oriented and are saleable. 

The requested support by the center is technical assistance and sponsorship to his program. 
2.1.4 Hope Hotel Consultancy and Training Center (HHCTC)

A. Background

As its name indicates, HHCTC is an institution for training of the hotel profession. It was founded in 1994. The mission of the institution is to provide basic and intensive training to aspiring students in various streams of the hotel profession. It also aims at securing employment opportunity for its graduates. 

The center has 24 regular staff, out of these 23 are instructors (see table). It is accredited by the Education Bureau and licensed by the Trade and Tourism Bureau of Addis Ababa. The center has three branches in Addis Ababa.

In the year 2002, 334 trainees (298 females and 36 males) had graduated, 224 in food preparation, 100 in food and beverage service and sales and 30 on the job training to SPA Hotels Enterprise staff. Current enrolment excluding on the job training is 200 trainees. 
Ato Getachew Teshome, the general manger of the firm, is responsible for the overall administration of the Center.

Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	MA degree (English)
	1
	1
	
	5 years 

	2
	BA degree (English and French)
	2
	2
	
	25 years

	3
	Collage Diploma (Hotel)
	9
	6
	3
	3-23 years

	4
	Certificate (Hotel )
	11
	10
	1
	3-5 years

	Total
	23
	19
	4
	


B. Services

The types of training offered by HHCTC are:

· Food and beverage service and sales;

· Food preparation;

· Food and beverage control;

· Front office operations;

· House keeping and laundry;

· Supervisory management;;

· Banqueting; 

· On the job training.

Secretarial services and language training are also given to the trainees. 

Fee charged per person varies according to the type and duration of training:

· Food and beverage service & sales 4 day/week, 2 hours/day – Birr 100/month,  one year program;

· Food preparation - Birr 250/month (including food staff expense);

· House keeping and laundry -  Birr 100/month, 10 months program;

· Food and beverage control - Birr 150/month, 1 year program;

· On the job training – Birr 300/month, 3 months program;

· Consultancy – fee varies on the standard and capacity of the hotels.

Basis for cost calculation is staff salary, administrative costs, material cost plus 25% profit margin. The center gives free scholarship to 25 students annually.

Advertising and promotion measures of Hope include: TV, newspapers, brochures, leaflets, radio programs and graduation magazines. 

C. SWOT Analysis

Strengths

· has sufficient professionally qualified staff;

· Practical experience (on the job training);

· has full set of training materials.

Weaknesses

· Compound not convenient for training;

· Shortage of transport facility and some specific equipments.

Opportunities

· Good relationship with hotels and hospitals;

· Growing trend in the number of hotels is a good opportunity for getting wide market.

Threats

· Low paying capability of trainees compared to the cost of supplies needed for training;

· Recognition and value given to the profession is minimal;

· There is no any supervision on the quality of the training offered by similar centers.

D. Service Planning

Hotel management, supervisory management and hotel accounting are new services to be implemented. All services would be improved from time to time. The center is committed to give quality services and cover its costs. The support by partners should be training especially by experts and supply of modern books on the profession, which are not available in the market and are expensive to import individually.

E. Proposal

The management of the center looks well organized and committed to giving quality services. It has basic training materials including good collection of books. The situation analysis shows, HHCTC is strong institution. To introduce new services and improve the existing once, which HHCTC is willing to do it by itself. 

The consultant considers the firm could be reliable partner and has good potential to offer training services to the MSE operators. The requested skill upgrading training and business management trainings are essential for strengthening the capacity of the center.

2.1.5 Opportunities Industrialization Center-Ethiopia   

A. Background

Opportunities Industrialization Center-Ethiopia (OICE) is a non governmental, non-for-profit organization (NGO). OICE was established in 1969 with a constitution and was registered by the government in July 1973.

The objective of OICE is manpower training program designed to provide vocational training to the unemployed, underemployed and unskilled individuals in the country. The center is run by an Executive Director and has a Board of Directors which is responsible for making decisions on plan and policy maters. The composition of the Board represents private businesses, professionals, community members as well as government organizations.
OICE has 13 instructors. Qualification and number of the instructors is described in table below. In the last 28 years OICE has graduated 5262 trainees (1077 female and 4185 male). Enrolment in 2004 is 498 (48 female and 450 male). 

Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	Collage diploma
	9
	8
	1
	5-16 years

	2
	Vocational skill
	4
	4
	
	5 and above 

	Total
	13
	12
	1
	


B. Services

The center offers day, evening class and short term training in the area of building trades: carpentry, masonry, electrical house wiring and plumbing. 

Beneficiaries of the special short term training program are adult and young women and men who are unemployed and need training to enter the labor market. These programmes are conducted on request by Regional Administrations and NGOs at their place or at OICE’s training center.

Sources of income of OICE are training fee and funds obtained from sponsors.  10% of the students get free education. Normal cost to train one student is Birr 2810, but the center charges Birr 960 per annum (registration Birr 120 and monthly fee Birr 80).  The difference is covered from donations. Initially OICE was giving training free of charge.

The center doesn’t promote itself regularly, but uses leaflets and brochures sometimes.

SWOT Analysis

Strengths

· Success of the center is measured by the number of its graduates employed. Above 80% of the graduates get job;

· Strong Board who work freely;

· Have up-to-date training equipment.

Weaknesses

· Financial position is weak;

· Number of staff is small, most staff do multiple jobs.

Opportunities

· Good will and smooth relation with the government;

· The center has obtained 12,000 M2 land free of charge to construct own building.
Threats

· The center has no any threat

D. Service Planning

OICE plans to start short term sources in small enterprise development and other specialized subjects. To improve its services, OICE will start from what the client needs, and give training. The support from partners should be capacity building including skill training and financial support. The center is an NGO and depends on donations from internal and external donors.

E. Proposal

OICE has got well organized management system. Its major problem is weak financial position. The center relies on donations to cover part of its costs. To reduce the donor dependency in the short run and to attain financial sustainability in the long run, OICE should introduce need-based short term courses and try to cover its costs from service fee. 

The support to be provided by GTZ-MSE should focus on building the capacity of the center (particularly in technical skill upgrading of trainers). 
2.1.6 Productivity Improvement Center 

A. Background

The Productivity Improvement Center (PIC) formerly known as National Productivity Center was established in 1970 to provide vocational and technical skills upgrading training for trainees, supervisors, workers of different government and private organizations and conduct technical skill test. PIC has 9 workshops.

Since its establishment the supervisory body of the center has been changed several times (Ministry of Labor and Social Affairs, Ministry of Trade and Industry, Ethiopian Management Institute, Addis Ababa City Government Bureau of Education, Managing Board and currently the Addis Ababa City Administration Bureau of Capacity Building).

Mission of the center is to provide technical upgrading training for manpower with semi and advanced skill who can contribute to the overall National Economic Development by improving productivity. The General Manager is responsible for the overall administration of the organization. The technical coordinator is responsible for the administration of the nine workshops. The center has 19 Ethiopian instructors and 5 foreign volunteers (see table below).

    Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	MSc degree
	1
	
	1
	

	2
	BSC, BA degree
	4
	4
	4
	13-28 years of 

	3
	Collage diploma
	11
	10
	1
	experience

	4
	Vocational and technical diploma
	3
	3
	
	

	Total
	19
	17
	2
	


B. Services

The center offers;

· Technical training in - automotive, spare parts reproduction, general mechanics, electrical and electronics, woodworks, leather processing, leather goods and foot wear, spare parts reclamation, and building construction.

· Skill test (trade test for promotion or employment);

· Technical consultancy for organizations who want to start new business;

· Modern maintenance for factories and vehicles;

· Applied research in relation to productivity, innovation, modernization of machinery and tools.

The center is public organization; therefore, its income comes from government budget. The income from service fee is deposited to government account. Fee charged varies from Birr 600-2400 depending on the type and duration of training (detail training fee is described in attached training program of the center). Training fee calculation assumes trainers’ salary and overhead cost. No profit margin is included. To advertise and promote the services radio, TV, press release, calendars and brochures are used.

Number of trainees in one training varies from 20-25. Starting from 1998 to date, 2268 people (2159 male and 109 female) have graduated. Current enrolment is 65 trainees (64 male and 1 female).

C SWOT Analysis

Strengths
· Able to produce practical skilled people;

· Skilled and well experienced staff;

· Give need-based training.

Weaknesses

· Unstable management – accountability to institutions change from time to time (Since its establishment the supervising authority of the center has been changed 6 times);

· Problem to retain and attract staff.

Opportunities

· The capacity building motive by the government, especially for MSE training, encourages for mass training;

· The applied research by the institution is an opportunity to get attention from the public.

Threats

· Budget constraint;

· Bureaucracy in handling purchases and implementing program;

· Misunderstanding by the Capacity Building Bureau (it is very difficult to get experienced and skilled technical staff in the market, but the attention given to the technical staff by the Bureau is not encouraging).

D. Service Planning

The center has planned to up-date some of the machinery, to give entrepreneurship and Auto CAD training. To improve the services, the organizational structure needs to be revised (The five service of PIC (Training, Maintenance, Skill test, Research and Consultancy are under the technical department). Human resources development, including skill-upgrading training is also essential for proposed changes. 
Support by partner organization should be skill upgrading of technical staff, material support particularly updating the outdated machines and sponsorship to create forums with clients. 

E. Proposal

PIC has great potential (different workshops, convenient compound for training and skilled technical staff) to give short term skill training. However it seems it has several problems such as weak relationship with the supervisory authority, budget constraints, some of the machines look old, and the staff do not get skill upgrading training. 

The support by the partner, particularly the training in skill upgrading, is essential and appropriate. But the major solution for the sustainability of the center would be to give it more authority and allow it to cover its costs from the service fee. 

2.1.7 Zewditu Sewing and Embroidery Training Center

A. Background

Zewditu Sewing and Embroidery Training Center was established in 1977. The center started its operations in a small room with 5 sewing machines and 2 instructors. After 26 years the center is now giving services in two branches, with 14 instructors and several modern machines. 
The cumulative number of trainees graduated from the center is estimated to be 10,000. Most of the trainees have either started their own businesses or have been employed in different organizations. Targets of Zewditu training center are – house wives (for their own family service), new business starters, and preparation for employment in the factories.
The owner, W/o Zewditu Kebede, is General Manager and the support service task is managed by the administrator, Ato Girma Desta.  Qualification and number of trainers of the center is described in table below.

    Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	Collage diploma
	2
	
	2
	19 years

	2
	10+2
	12
	1
	11
	

	Total
	14
	1
	13
	


B. Services

The center gives two types of services (trainings) namely tailoring and embroidery. Depending on the type of training the number of participants in one-training session varies. The average number is 25. The center has a capacity to train 150 trainees at a time. The training fee for long term training is:

· Tailoring – Birr 2700 per head (150 per month for 18 months plus registration and graduation  fee Birr 160;

· Embroidery Birr 1260 per head (105 per month for 12 months) plus 160 for registration and graduation.

For special program, the total fee is the same but the number of training hours in a day is doubled and the completion time is reduced by half.

The center generates its income from trainees’ fee. In calculating cost, duration of training, labor and material cost, admin cost and 12% margin are taken into consideration. Advertising and promotion measures include brochures, signboards, exhibitions, TV and newspapers. 

C. SWOT Analysis

Strengths

· Pioneers in the profession; 

· Offer quality services;

· Graduates are employed  by different organizations or start their own businesses

· Revise and update designs regularly.

Weaknesses

· No reported weaknesses.

Opportunities

· The center has ordered new machinery. This would help to attract more trainees;

· Good-will;

Threats

· Location of office inconvenient for further expansion;

· New government training policy may place the center in high competition.

D. Activity Planning

The newly imported machines would help trainers to familiarize themselves and get opportunity to be employed in factories. Training is being given to trainers. This would help to improve the over all service of the center.

The support by partner should be training by expertise regarding new technology on the textile and tailoring industry.

E. Proposal

The center has no reported weaknesses. It has helped thousands of unemployed people to get job and still is struggling to introduce new technology and modernize its services. A new building for the ordered machines from abroad is finalized. The owner herself is taking training. Business management training support by the partner would contribute to reinforce the center to give better management  and sustainable services.

2.1.8 FeMSEDA Garment Training Center

A. Background

FeMSEDA is a government institution. Provision of training on technical, handicrafts, basic management and training of trainers for MSEs are FeMSEDA’s major activities. The garment Training center is one of the technological training areas of FeMSEDA. Targets of the center include: 

· Those who have technical background;

· Those who are interested in the field; 

· Those who want to upgrade their skills;

· Those who want to produce both in quality and quantity.

The center has three instructors (see table). Methodology of training is 15% theory and 85% practical work. For the long term trainings the center has two-round training programme in a year of 5 months each (1st round Oct – Feb and 2nd round Mar – July). Short term training is given for one month. The center has 3 Ethiopian trainers and 5 Chinese instructors.
Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	Collage diploma
	1
	
	1
	

	2
	12th grade complete + skill training
	1
	1
	
	25 years

	3
	8th grade + skill training
	1
	
	1
	25 years

	Total
	3
	1
	2
	


B. Services

Tailoring and pattern making training is the major service of the center. Training topics include:

· Types of tailoring machines and how to operate and maintain them;

· Types of tailoring;

· Basic skills of design;

· Patterns of dress making;

· Basic skills of preparing male and female garments;

· Other models and systems.

The Chinese government has supplied several machines, equipments, computers and technical assistance to the center and Chinese experts are assisting by giving skill training and training of trainers. One of the newly introduced training is computer design. Currently the center has 29 short term trainees and 13 long term trainees. 

Training fee is Birr 156 per person per month. Long term training is given for 5 months and the fee is Birr 780.

C. SWOT Analysis

Strengths

· Equipped with modern equipment;

Weaknesses

· Salary is low and doesn’t attract employee;

· Workshops are getting old, training rooms are not convenient for training and demonstration.

Opportunities

· Good name, especially in training;

· The demand for the training is high.

Threats

· Trained staff leave the organization. This is a threat, because they can’t be replaced.

D. Activity Planning

To improve the existing services, continuous training should be given to the trainers. Salary scale must be improved. But the center has no any capacity to solve the mentioned problems. Support requested from the partner could be give training to trainers.

E. Proposal

The FeMSEDA garment training center has recently been fully equipped with modern machinery by the Chinese government. Their experts are also giving training of trainers. Several trainees from government institutions, private businesses and individuals are benefiting form the skill training of the center.

The short-term training workshop is convenient for giving training as well as for demonstration but the long-term training room is very narrow and is in poor condition.

Though the staff turnover is relatively better in the Garment Training Center compared with other sectors of FeMSEDA, low salary is mentioned as a critical problem. If the trained staff leave now and then, the sustainability of the center could be threatened. 

Therefore the support by government and partners should focus on solving the problems mentioned above.
2.2 Tigray

2.2.1 Net Consult PLC

A. Background

Net Consult PLC was established in 1999. It is a multidisciplinary firm of consultants providing professional services in a wide range of civil engineering woks, rural and urban infrastructure development. The firm’s head office is in Mekelle and has a branch in Addis Ababa.
Major clients of the firm are governmental, non-governmental organizations, private developers, consulting engineers and contractors. Excluding the support staff, Net Consult has 10 professionals (see table). The administrative task and the overall activity of Net is supervised by the General manger and his supporting staff.

Number of professional staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	MSc (hydrology)
	2
	2
	
	10-12 years

	2
	BSc (civil engineering)
	6
	6
	
	3-8 years

	3
	Collage diploma
	2
	2
	
	2 years

	Total
	10
	10
	
	


B. Services 

Net provides the services of expertise in the areas of:

· Foundation, investigation for buildings, bridges, hydraulic structures such as dams, diversion weirs, surface and ground water explorations;

· Detail design of roads and bridges, retaining walls, training works, earth and rock slope stabilization; 

· Traffic and transportation studies;

· Environmental studies;

· Urban studies including urban development planning, building design, water supply and storm water drainage network design urban renewal and upgrading scheme studies.

Net earns its income from service fee. The amount of the fee charged to clients depends on the type of service given. For building supervision the fee is 2-3%, road design 8-10% of the cost. Cost calculation variables are direct labor, admin cost plus 25% margin and VAT 15%.
Advertising and promotion measures are brochures, radio, and contact with organizations.

C. SWOT Analysis

Strengths

· Net is owned by professionals/engineers. When the need arises it can mobilize strong work teams;

· It has smooth relationship with its clients;

· It finalizes and hands over jobs to clients on time. This has created confidence on its clients.

Weaknesses

· The only weakness the firm admits is all shareholders are engineers. They don’t have complementary professionals like accounting, management, economics etc.

Opportunities

· The firm has good name. This would help to get more jobs.

Threats

· When there is no sufficient job idle staff is a challenge;

· Net has the opinion that consultants, clients and contractors should be independent of each other. Some times the government becomes client and supervisor. In the absence of checks and balances it is difficult to settle issues when problem arises. This is regarded as a threat by Net.

D. Activity Planning

So far Net doesn’t give any training, but it is planning to open a technical training collage. It has also the prospect of expanding the horizon of its consultancy services to a broader and comprehensive feasibility study and appraisal of investment projects in the near future. 
To improve its services Net is ready to procure the necessary materials (computers, tools, books etc.), to hire new employee and rent an office. To cover the cost it has planned to raise funds by selling additional shares.

The support required by partners is sharing of experience with international consultancy firms. Net also wants to form joint venture with foreign firms.

E. Proposal

Net has well organized and good-looking office. It has no management problem and, is doing well so far and is planning to expand its services. To improve its services the only support requested by Net is experience- sharing with consulting firms of advanced countries.

2.2.2 Solomon Barnabas and Co.

A. Background

Solomon Barnabas and Co. is a legal firm established 10 years ago in Mekelle. The firm is managed by the owner Solomon Barnabas. Ato Solomon has got LLB degree from Addis Ababa University and 18 years of relevant work experience. He also teaches as part timer in Mekelle University. Qualification and number of staff of the firm is indicated in table below.
   Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	LLB degree
	1
	1
	
	18 years

	2
	Collage diploma in Law
	1
	1
	
	1 year

	3
	Secretary 12th grade complete
	1
	
	1
	3 years

	Total
	3
	2
	1
	


B. Services

Solomon Barnabas and Co. gives two major services to its clients namely legal advice and attorney ship. The firm generates its revenue from the service fee. In determining the fee two factors are considered. The first one is the requirement by the government that fee shouldn’t exceed 10% of the case and the second factor is the seriousness of the issue and the agreement with the client.

C. SWOT Analysis

Strengths
· The firm is known for its professional ethics and gives value to its clients. It gets most of its jobs by client proposals.

Weaknesses

· The firm has not computerized its information system. This has created inefficiency and work load according to Ato Solomon.

Opportunities

· Goodwill.

Threats

· The courts are not well organized and Justice is not fast. Whenever justice stays for a period beyond the expectation, it can cause unexpected loss.

D. Activity Planning

If improvement is to come in the profession, the three interrelated bodies; attorney ship, prosecutor ship and judiciary services should go side by side. The contribution of the firm towards improving the system is practically insignificant. Support by partners should focus on giving training and sharing of experiences of advanced countries on the relationship and practice of attorneys, prosecutors and the judges.

E. Proposal
The firm has not any market problem, its products are saleable. The challenge/threat the firm faces is beyond the limit GTZ-MSE could solve. What the relationship of attorneys, prosecutors and the judges look like and how it should be handled seems a national issue.
2.2.3 DANAET Broker Agency 

A. Background

DANAET was established as a broker firm by an entrepreneur Ato Destaalem Abraha with initial capital of Birr 10,000. Ato Destalem, the owner and manager of the firm is a physics graduate and has been working in the Bureau of Labor and Social Affairs of Tigray Region. As indicated in table below, DANAET has 3 staff.

Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	BA degree in physics
	1
	1
	
	15 years, 1 year in current job

	2
	12th grade complete
	1
	
	1
	2 year

	3
	Messenger 10th grade complete
	1
	
	1
	1.5 years

	Total
	3
	1
	2
	


B. Services

Major services of DANAET are:

· House, car and furniture brokerage for sales and rent;

· Employment exchange;

· Consultancy.

The fee for services offered is as follows:

· Employment exchange Birr 20 (Birr 10 from each party);

· Sales of land, vehicles 2% of the sales from each party (seller and buyer);

· Rent of building and car 8% of the amount.

The basis for fee determination is current market. Destalem has proposed to revise the employment exchange fee to 10% of the salary of the employee. According to his observation, most people who are employed through him earn more than Birr 100/month.

DANAET’s means of promotion is business card, sign board and letters written to organizations regarding its services.

C. SWOT Analysis

Strengths

· Good communication system with good services;

· When disagreement is created between employee and employer, the firm tries to settle the problem. This practice is valued by the community.

Weaknesses

· Working place/office is so small.
Opportunities

· Good market potential;

· The only legal broker firm in the town.

Threats

· Unlicensed or illegal people doing the same business are threat to DANAET.

D. Activity Planning

Destalem’s plan is to diversify and expand the business. He has started contacting international brokers through the Internet. He has also established good relationship with a broker firm in Addis Ababa. His immediate plan is to give different services especially to foreign guests.
To improve his services the owner has planned to automate his services. He would also like to get skill training to update his skills in the business.
Some of DANAET’s clients are ladies that come form the rural areas who don’t have exposure to the city life. To get employment as house servants, they are required to have knowledge on house keeping like operating washing machines, refrigerators, iron, stove etc. To solve such a problem, Ato Destalem has decided to give training on house keeping skills before his clients are employed as house servants. He would like to get support by partners in this regard.

E. Proposal

Destalem is an innovative and creative entrepreneur. He is doing all he can to bring his vision into reality. Since the services given by DANAET and received by Clients have got mutual benefit, there wouldn’t be market problem. The fee is also reasonable.

As per his request, skill and business training would enable him to give better and competitive services. 

2.2.4 Yaine Hair Dressing Training Center

A. Background

Yaine Hair Dressing Training Center was established by a young lady named Yaine Abeba Abate. While Yaine was a high school student she had a vision, that she would be successful either in her education or in business. Unfortunately she didn’t score a grade that would enable her to join the higher institutions, so she went for her second option of starting a business. The center has a branch in Addi Grat town.

Yaine started the hair dressing job by employing a lady. She realized to manage the job efficiently and effectively, she had to take training herself. She went to Addis Ababa studied hair dressing and decoration for 8 months. Soon after graduation she opened the center in 1999 in Mekelle.

The center can train 40-50 trainees in one shift.  Currently it has 100 trainees (96 female and 4 Male), 4 instructors, 4 assistants and one office administrator (see table below). Yaine, the owner is responsible for the technical aspects of the business. The administrative and financial part is managed by the administrator.

   Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	12th grade + Skill training
	4
	2
	2
	4-6 years

	2
	Assistants
	4
	
	4
	2 year

	Total
	8
	2
	6
	


B. Services

The major services of Yaine Training Center include:

· Hair dressing training;

· Hair dressing service;

· Supply of cosmetics;

· Decoration service.
Hair dressing training takes 8 months (5 days in a week, 4 hours a day). The fee for training is Birr 200 per head. Hair dressing service Birr 7-12. Decoration of wedding varies from Birr 1000-2500 depending on the type of the service quality.
The center generates its revenue from sales of service. In calculating its cost, the center considers material cost, labor cost plus profit margin. To promote the business, Yaine uses radio, business card and brochure (during my visit no brochure was available). 

C. SWOT Analysis

Strengths
· All graduates get job or start their own business;

· Well organized financial management system (produce financial statements, have part time internal auditor);

· Committed to giving quality services.

Weaknesses

· Yaine says, as such she doesn’t believe she has a weakness, what she has not done is due to the limit of financial capacity.

Opportunities

· There is high potential for the business. Awareness of the community towards the business is growing;

Threats

· Currently there is no threat. The threat was when the job was started then, there was a fear/risk of not getting sufficient market.

D. Activity Planning

The firm has a plan to open related businesses like steam bath and constantly by improving staff's skill through training. The necessary materials for the service will be purchased by the firm. When answering the question “In order to improve your services, what should be the support by partners?” Yaine stressed training is her priority. Unlike most business owners she didn’t ask for material support, her answer was, “If I get training and new skill, money will come later on.” 

E. Proposal

Yaine is dynamic, innovative and hard working lady.  She is one of the successful entrepreneurs in the town. She believes training is the key to successes. Yaine Hair Dressing Training Centers is helping several unemployed youngsters get paid skill. 

The requested training support would help the center to be more effective and sustainable.

2.2.5 Mekelle Skill Development Center

A. Background

Mekelle Skill Development Center (MSDC) is a government institution. It has been giving training for the last five years for grades 12 in 12+1 program. Starting 2001/2 the center started the new TVET program with equipped facility and trainers in 11 departments for grade 10 complete students in 10+1 and 10+2 level in the regular program and evening program. The center also provides short term training based on skill gap.

Currently, the center has a total of 522 students (373 male and 149female). Expected graduates for 2004 are 199 (164 male and 35 female). In one training session 20-25 students participate.  MSDC has 42 (39 male and 3 female) Ethiopian and 5 foreign instructors (see table below).

Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	MSc
	2
	2
	
	7-15 years

	2
	BA, BSc
	3
	3
	
	1-3 years

	3
	Advanced diploma
	18
	16
	2
	3-12 years

	4
	Diploma 12+2
	16
	16
	2
	5-10

	5
	11+2
	3
	2
	1
	Above 8

	6 
	MSc (foreigners)
	5
	5
	
	Above 5

	Total
	42
	39
	3
	


B. Services

The center applies the Curriculum of the Ministry of Education and provides the following trainings:

· General Mechanics;

· Electricity Technology;

· Automotive Technology;

· Drafting Technology;

· Electronics Technology;

· Road Construction;

· Building construction;

· Surveying Technology;

· Wood Work;

· Machine Technology;

· Information Technology.

For regular students training is given free of charge. The center generates its income from government budget, fee from evening classes, short term training and sales of products. When calculating cost, material cost, machine depreciation, administration cost and certain margin are considered. 

The Director is responsible for the overall management of all activities of the center. To promote its services MSDC uses brochures, radio and TV during graduation.

C. SWOT Analysis

Strengths
· Fills the middle level skill gap;

· Produces items which have high demand by farmers (bee hive, tridel pump, for irrigation);

· Gives regular upgrading skill to staff.

Weaknesses

· Shortage of computers;

· Lack practical and technical skill in some aspects of training.

Opportunity

· The trend of growth of cottage industry is encouraging to train qualified technicians; 

· Smooth cooperation with other similar institutions and Engineering companies.

Threats

· Budget constraint, which would seriously affect the quality of training.

D. Activity Planning

The skill of staff must be improved. The center has no capacity to raise the skill of its staff to the desired 100% level. The support from partners is essential in giving skill training to staff and supply of computers and electronics equipment the center is lacking.

E. Proposal

The center is appropriate place to develop practical skill. It has started to produce essential products and has good relationship with manufacturing/engineering companies in the town. This has several advantages (1) trainees can get practical experience when participating in actual production, (2) the institute can get income from the sales of products (3) short-term training can be offered at reasonable fee. 

Business development training could help the institution to improve the quality and quantity of the short-term paid training and to introduce new demand-oriented courses.

2.2.6 Don Bosco Technical School

Background

Don Bosco Technical School is a non governmental and non profit making organization which was established in 1979 by the Ethiopian Catholic Church. The general objective of the school is to prepare young men and women to enter to the labor force as qualified technicians who are competent in their chosen field of work and who are able to appreciate the allied discipline in the overall field. Admission requirement is based on the directives of Ministry of Education (TVET office) and Zonal education. The school has 15 instructors (see table below).

Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	BSc
	2
	2
	
	Above 2

	2
	Collage diploma
	10
	8
	2
	6-10 years

	3
	12th complete + technical training
	3
	3
	
	Above 10 years

	Total
	15
	13
	2
	


B. Services

Two types of training programs are offered by the school, namely machine technology and automotive technology. Students who have completed 12th grade are admitted after taking entry exam. They stay in the school for 3 years. Each department admits 20 students in a year. From 1st year to 3rd year, there are 3 batches and 120 students. During the visit the technical director was not in the town. It was not possible to obtain brochures, training programs, but the consultant noticed the teaching curriculum. Training fee is Birr 18 per month. The fee charged to the students is not material amount. Major cost is covered by the Catholic Church.

C. SWOT Analysis

Director was not available and it was not possible to get him over the telephone. The points forwarded here not reflect the whole image of the school.

Strengths

· Well organized workshop and machinery;

· Graduates skilled and well oriented students

Weaknesses NA, Opportunities NA

Threats

· The school is confined to small area, no extra space for expansion.

D. Activity Planning 

The school has conducted study to open electricity and electronics technology departments and new library of metallurgy.No idea was forwarded regarding the support by partners.

E. Proposal

Currently the school is not giving any short–term training. No weakness or need of support was mentioned. It may be advisable to encourage the School to start need-based and paid short – term training.

2.2.7 Mega Poll Computer Systems

A. Background

Mega Poll Computer Systems (MPCS) was established in 2003 by 5 individuals. Major objective of the center was to give computer maintenance, data base development and give training. Ato Fantahun Tekalign, shareholder and D/General manager of MPCS gives training and computer maintenance. 
Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	Diploma in electronics
	1
	1
	
	12 years

	2
	Management diploma
	1
	1
	
	1year

	Total
	2
	2
	
	


B. Services

Major services of MPCS include:

· Hardware and software maintenances service;

· Training of Hardware and software maintenance;

· Sales of computers and accessories.

So far 14 students (13 male and 1 female) have graduated from the center, in two batches. In one training session 7-10 trainees can participate. The firm generates its income from service fee. Maintenance training fee is Birr 2000. Duration of the training is two months. Currently the center has stopped the training service. According to Fantahun, there is disagreement between the owners regarding the financial management (raising the capital of the firm). Already the five computers, which were used for training, are sold. MPCS is not applying any promotion measure. No document was available to collect.

C. SWOT Analysis

Strengths
· Had good customer confidence.

Weaknesses

· No promotion service was done;

· Shortage of capital (Disagreement among the owners regarding capital-raising).
Opportunity

· Developed good will in a short period of time;

· High demand for computer maintenance.

Threat

· Currently MPCS is limited to sales of computers, photocopy and desk top publishing services. Practically there was no any computer in stock for sale. The center is in critical situation.

D. Activity Planning No plan to improve the current services or to introduce new ones.  

E. Proposal
The training of hardware and software maintenance is terminated. As indicated in the SWOT analysis the product of the center is saleable. The disagreement between the owners seems to be the basic reason for the failure of the training center. It looks very difficult to solve the problem by partner support only.  

2.2.8 National Videography and Photography Training Institute 

A. Background

National Videography and Photography Training Institute was established in February 2003. It is a family business and is managed by Helen W/Gebriel. Helen was not available for interview. All information mentioned here was given by the secretary and the head instructor. The center has 3 instructors, all diploma holders in the profession, and with work experience of only 1-2 years.

B. Services

The institution has three training courses: videography, photography and computerized editing.  It generates revenue from fee paid by the participants.  The duration to complete the three training courses is 1 year. Training fee is Birr 150 per month. For individuals interested to take only one module, the fee if Birr 200/month and it takes 4 months to complete it. Even though, the consultant was informed that center calculates the cost, the how part was not answered. Currently the center has 2 batches. The first batch, with 45 students (16 female and 29 male) will graduate after a month. New entrants will be accepted after the 1st group has graduated. Promotion and advertising measures taken by the center are radio and leaflets. No document was presented regarding training program, course outline, etc.

C. SWOT Analysis

Strengths

· Compared with the other two similar centers in the town, National Videography is equipped with better training equipment.

Weaknesses

· Lack of sufficient reference materials (books). Books on the subject are not available in the local market.

Opportunity

· The demand for documentary and feature films is growing. In the future, there could be high demand.

Threats

· Currently the level of community awareness concerning videography and photography training is low. In the short run it may not be easy for the center to cover operational costs.

D. Service Planning

The center has a plan to start photo-editing service. This would require employing an expert in the field. To improve the services of the center, capacity building will be get attention (upgrading skill of staff and purchasing the essential software and computers). The support of the partners could be supply of modern books on videography, photography, editing and training to upgrading technical skill of the staff.

E. Proposal

The situation analysis indicates that there is a demand for the services, but the center doesn’t advertise its products aggressively. From the information obtained during our discussion it seems that the center has also weakness in organizational strength. Support by the partner should focus on business training like CEFE that could be helpful to improve the competencies of the institute. 

2.3 Amhara Region
2.3.1 ZMT Management Training and Consultancy Service

A. Background

ZMT Management Training and Consultancy Service was established in September 2003 by four individuals. The objectives of the firm are to give management training and consultancy services to MSE owners. The center has not started operations officially.

Two of the staff (who are also shareholders) are government employees and are expected to give part time service. Only the General Manager, who is responsible for the overall operation, is full time employee.
Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	BA degree in management
	2
	2
	
	10 years, training 6 years

	2
	MSc (agro-economics)
	1
	1
	
	10 years

	Total
	3
	3
	
	


B. Services

Major services of ZMT include:

· CEFE training;

· Improve your business;

· Start your business;

· Generate business ideas;

· Basic business skills;

· Training of trainers;

· Accounting service, etc.

Source of income of ZMT will be fee from trainees and consultancy services.  So far the fee for services is not set, but it is planned to calculate it based on the labor and material cost, administration cost and certain percentage of profit margin.


Advertising and promotion measures are brochures, and contact with people. In the future the firm plans to use signboard and radio program.

C. SWOT Analysis

Strengths

· The staff have skill and experience of giving training.

Weaknesses

· Shortage of working capital. Two of the shareholders have not contributed their share. The firm has not purchased even basic equipment and furniture (such as computer, chairs and tables) required for starting operation. The manager is sharing office of a friend.

Opportunity

· High attention by the government for the MSE sector.

·  There are no competitors in the town.

Threat

· The income of the public is low, willingness to cover training cost by owners is not encouraging;

· In the long run competitors could come.

D. Activity Planning

To give training services the firm is going to have its own office, purchase furniture and equipment. The support by partners could be skill upgrading training and supply of computer and printer.

E. Proposal

The General Manger is professional and is committed to the objectives of the firm. Since ZMT is the only firm for such business in the town, it could give demand-based training to the MSE owners. The support by GTZ-MSE development program, particularly the skill upgrading training, is recommendable. 

2.3.2 Union Technical Training Center 

A. Background

Union Technical Training Center (UTTC) was established in 1997 under the name 'Union Complex Academy', to contribute to the regional and national development through education endeavors, by playing a vital role in training and research works.  UTTC has opened a branch in Gondar in the year 2000.The center is managed by the owner-engineer, Aderajew Sahilu, who is also an instructor. Eng. Aderajew has worked in different positions and responsibilities in the Ministry of Education. UTTC has 10 instructors; qualification of the staff is described in table below.

Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	MSc Degree (in Mechanical and Agro-Engineering
	1
	1
	
	23 years

	2
	Collage Diploma
	4
	4
	
	8-28 years

	3
	Certificate
	5
	5
	
	3-6 years

	Total
	10
	10
	
	


B. Services

Services of the center include training in:

· Automotive technology for 10+2 and 10+1 students;

· Short term training for driver mechanics for 3 months;

· Drivers training for 5 day

Curriculum guide of the Ministry of Education is applied by UTTC. The number of trainees in one class is 30-35. The monthly training fees for those who study for 2 years, 1 year and 3 months are Birr 75, 80 and 90 per person respectively. Drivers’ 5 days training is Birr 50. 

No information was provided regarding the number of graduates in the long term and 3 months training. For the 5 day training in Bahir Dar, 330 drivers (314 males and 16 females), and in Gondar 535 have graduated (data was desegregated by gender).

Source of income is fee from trainees. Paying capability of the trainees is taken into consideration when fee is calculated. Major cost variables are staff salary, administrative cost, material cost government tax and 10-15% profit margin.

Promotion is through TV, radio, brochures, business card and signboard. 

C. SWOT Analysis

Strengths

· Skill to give quality services.

Weaknesses

· The center lacks teaching materials.

Opportunity

· High demand for short term training.

Threats

· Before starting training, drivers are required to bring medical certificate from the hospital. The hospital doesn’t give them certificate on time. The delay sometimes creates problem/ interruption of class.

D. Activity Planning

The center has planned to introduce new courses like electricity and electronics and surveying for grades 10+1, 10+2 and10+3. Short term training in welding and automotive electrical system will also be given special attention. To implement these services the required teaching materials, equipments, qualified trainers and workshop must be fulfilled.

The center can supply material and building facilities. The support by partners should be training for trainers, supply of teaching aids (like models), laboratory equipment and reference books.

E. Proposal

The objective of the center is to give short and long term training. As mentioned in the SWOT analysis major problems of UTTC are shortage of teaching aids. The classrooms and the automotive workshops of the center were visited. The facilities of the center are not sufficient to give long-term training. Except the owner, who has got MSc degree, the other instructors are diploma and certificate holders. The plan to introduce new courses for grades 10+1, 10+2 and 10+3 doesn’t seem practical. 

It would be advisable for the center to limit its operations to short-term training. The support by the partner should be on business training that would help the center to focus on demand-based training, taking  into consideration its competitive advantage.

2.3.3 Abay Gulf Pre-School Teachers Education Institute

A. Background

Abay Gulf Pre-School Teachers Education Institute was established in October 2003 and is under the process of getting the required permission from the Education Bureau of the Region. The institute has already rented training rooms and offices. The center is the first of its kind in the town. It will have technical manager. The coordination and supply of materials will be managed by the owner himself.

The qualification of the staff is described in the table below. The three 12th grade employees are secretary, librarian and cleaner.
Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	BA, BSc degree in pedagogy
	3
	3
	
	1-8 years

	2
	Collage Diploma
	2
	2
	
	4 years

	3
	12th grade complete
	3
	
	3
	no experience

	Total
	8
	5
	3
	


B. Services

Training service of the center is to train pre-school teachers in short and long-term. It admits 10th and 12th grade complete trainees. The short term and long-term training take 3 and 10 months respectively. 

In one training session, 100 students (2 classes) can be trained. The proposed fee is Birr 150/month. To arrive at the mentioned figure, salary of staff, office rent, depreciation of furniture and equipment and 20% margin were assumed.

Promotion or advertisement is not allowed before obtaining the certificate of registration; therefore, no measure is taken in this respect.

C. SWOT Analysis

Strengths

· The owner of the center has got Primary School Teachers Training Institute in AWI Zone of the Amhara Region. The experience is an input to run Abay Gulf.

Weaknesses

· To give “Montessori” – a specialized course – the institute has neither a set of materials nor skilled teachers.
Opportunities 

· According to the statistics issued by the Ministry of Education, there is shortage of pre-school teachers. This is an indication for the high demand of pre-school teachers.

Threats

· The owner of the center sees no threat.

D. Activity Planning

To give quality services, all required materials must be in place. Establishment of good relations with Kindergarten schools is also essential. When asked to identify “what should be done by the center and by the partner” the owner said he would supply the furniture; but would like to get the following: 

· Photocopy and duplicator machines, workshop equipment;

· Books;

· Training of trainers.

E. Proposal

The service of Abay Gulf is salable, and is demand-driven. The SWOT analysis indicated that the institute is the only of its kind. It would not have problem in giving paid services to users. The only reported weakness was lack of skill and shortage of materials for a course on Montessori, which would be supplied by the owner. The support by the partner should be training on business skills.  

2.3.4 Kobel Industrial Share Company

A. Background

Kobel Industrial Share Company has been established in 1999 with the concerted effort of the Amhara Development Association and the Regional Government, with objective of rehabilitating the war -disabled people during the struggle for peace and democracy. The company is mainly involved in furniture/ leather craft, metal work and sweater production. Initially, the number of shareholders was 140. Currently, there are 80 (71 male and 9 female) and all participate in production. The company is governed by a Board. The General Manager is responsible for the administrative and operational activities. The company has 15 administrative and support staff.  Different types of short term trainings have been given to the war-disabled people. According to Ato Abebe Beyene, acting General Manager, the training was not sufficient. To assist in the production process 4 staff with advanced diploma in textile technology, metal work and wood work were employed. Two of the experts have left, one passed away and currently only the wood work expert is at work.
B. Services

Kobel produces office, household, and school furniture and leather products. The textile workshop is closed for the time being. In the future it is planned to give upgrading skill training to the staff and will be reopened. The company was supposed to generate its revenue from the sales of products. But the income from sales can’t cover the cost; therefore it is subsidized by the Regional Government. The selling price is said to be high compared to the quality of the products. One of the reasons for the high cost is excessive manpower. Products are not advertised, except through company's participation on exhibitions in the Region.

C. SWOT Analysis

Strengths 

· Products are durable.

Weaknesses

· Kobel doesn’t promote its products;

· Unskilled labor, excess manpower compared to the size of the firm;

· Decisions are not based on plan.

Opportunities

· No opportunity

Threats

· If the trend of loss continues, the organization would become bankrupt.

D. Service Planning

The textile production could be improved provided that skill training is given. The support by partners could be skill training to the technical staff s and management.

E. Proposal

The company doesn’t give any paid services. It was established to rehabilitate people affected by the war.  Because of the above mentioned reasons Kobel is in critical problem. Its products are not profit-making. There is inefficiency and lack of skill. Skill upgrading support and business management training may solve parts of its problems.

2.3.5 TS Hair Dressing Training Center

A. Background

The center was established in 2001, to give hairdressing and beauty training. The objectives of the training center are to generate revenue from its services and to create employment opportunity for the trainees. The technical aspect of the center is managed by W/o Tenagne Shibeshi. Administrative task is done by her husband, Ato Abraham Tadesse.  All information regarding the center was obtained from Ato Abraham, as the General Manager was not available for interview. Qualification of the staff is explained in table below.

 Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	12+ 6 months skill training
	1
	
	1
	5 years

	2
	10+6 months skill training
	1
	
	1
	1 year

	Total
	2
	
	2
	


B. Services

Services offered by TS are hair dressing, offered for 6 months for half a day and/or 3 months for full day.  Training fee is Birr 200 per head per month. The center doesn’t cover full cost. The cost determination method is unique. Each trainee has to make hair of one person per day, and is made to pay Birr 7, that should have been collected from the particular client. Currently the center has 7 trainees only. Since its establishment 20 students have graduated from the center. The main reason for such small output, according Abraham, is the low paying capability of the community. To promote the center leaflets are used.

C. SWOT Analysis

Strengths

· All trainees get employment.

Weaknesses

· NA

Opportunities

· There is market for graduates.

Threat

· Low paying capability of the community.

Service Planning

No improvement is so far planned. The center is not able to cover cost. The owner is planning to shift the business to Addis Ababa and Gondar. The response of the owner to the question, “what should be the support by the partner?” was if the center gets land free of charge, he could have his own building and make discount to the current fee.

E. Proposal

The challenge of the center is lack of market. The proposed solution by the owner is to move to other areas. The support expected from partner seems unrealistic, because it may not be easy to get land free of charge. Perhaps training on BDS could help the owner to think of other options.
2.3.6 Bahir Dar Technical and Vocational Training Institute

A. Background 

Bahir Dar Technical and Vocational Training Institute was established in 1999 with the objective to give technical training to the 12th grade complete unemployed young boys and girls. During the period 1999 to 2001 seven subjects namely: building construction, woodwork, auto mechanics, metal work, electricity and electronics and welding technology were given. Duration of training was 10-12 months. Since its establishment up to the year 2001, the institute provided training to 535 trainees (245 males and 290 females). 

A new technical training program was started in the year 2001/2. The curriculum prepared by the Ministry of Education is in use. The average number of participants in technical training is 25 and that of vocational training is 50.
The institution has 55 instructors. Out of the 55 instructors 3 are expatriates (see table). The Director is responsible for the management. He has the right to hire, fire, and promote any staff.
   Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	BA degree
	4
	3
	1
	5-15

	2
	Collage diploma
	3
	3
	
	5-15

	3
	Diploma 12+2
	45
	34
	11
	8-21

	4
	BA (expatriates)
	3
	2
	1
	3 years in Ethiopia

	Total
	55
	42
	13
	


B. Services

The new training program includes 4 categories and 21 subjects as described below.

· Industrial technology – auto-mechanics, electricity, electronics, general mechanics and machine technology.

· Construction – building construction, road construction, design, surveying and woodwork.

· Home science - hair dressing, baking, textile and tailoring and dress making.

· Business education –accounting, secretarial science, purchasing, marketing, bank and insurance, and information technology.

Duration of training for the 10+1 program is 1 year, and for 10+2 program 2 years. The institution also gives evening and short term training. Current enrolment of students has reached 1574 (991 male and 583female) out of these 646 are regular, 641 evening and 237 short term trainees.

Source of income is government budget (95%), sales of products, short term training and consultancy service. 

Advertising and promotional measures are through brochures and contacts with different organizations.

C. SWOT Analysis

Strengths

· The institution has the required machinery.

Weaknesses

· Problem in machinery maintenance. Shortage of spare parts. Newly assigned teachers could not operate the new machines.

Opportunities

· There is high market for the trainees.

Threats

· Government budget not sufficient for smooth operation;

· Curriculum is not revised frequently  (there is repetition of courses in 10+1 and 10+2 programs); 

· Limited capacity of the institution to respond to the  students' high demand for the training.

Service Planning

The institution has a plan to introduce new short term services like hotel management, tourism, and drivers’ training. It has also made preparation to raise the production of wood work (furniture) and hollow block for own construction and for market to generate additional revenue. To implement the services, the institution shall provide the required equipment. Due to lack of spare parts some machines remain idle. The support from a partner should be training in machine maintenance and supply of some spare parts for the imported machines, which were purchased without spare parts.

E. Proposals

Bahir Dar Technical and Vocational Training Institute is a young training center, but relatively speaking, its achievement is significant. To compensate its budget constraint, the institution has tried to expand the paid evening class and short-term demand-oriented courses. 

Workshop hollow block production is under construction with the income generated from short term training and consultancy services. It is not only the institution that benefits from the income generated, but also the instructors get 50% of it This effort would contribute towards the financial sustainability of the institution.

The center is also selected by the Regional government and that of Germany as a Model Teaching Training Center in the Region.
The consultant suggests the support by the partner could focus on business skill training that would help the institution increase its efficiency and effectiveness.

2.3.7 Link-Net Media Promotion and Advertising PLC

A. Background

Link-Net Media Promotion and Advertising PLC was established by two individuals in December 2003 and started its operations a month ago. Major objectives of the firm are to give media promotion and advertising services to government, non-government and private business, and to establish information center for the Amhara Region. Link-Net’s long term plan is to give training in the field.

Number, qualification and experience of the staff is indicated in the table below. When the need arises, Link-Net plans to use part time experts and consultants.

The General Manager is responsible for the administration of the overall activities of the center.

Number of staff, sex, field of qualification and experience 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	1
	BA degree
	1
	1
	
	18 years

	2
	Collage diploma skill training
	1
	1
	
	12 years

	3
	12+short term training (journalist)
	1
	1
	
	6 years

	4
	12+short term training (secretary, Internet service)
	3
	
	3
	4 years

	Total
	6
	3
	3
	


C. Services

Proposed services of Link-Net include the following:

· Media promotion;

· Publication, printing, graphics and editing;

· Promotion (exhibition, initiative programs, etc.);

· Advertising;

· Documentation and public relation services;

· Information communication (Internet, website, telephone center, films, etc.).

Amount of fee Link-Net charges for its services was not presented. However, the General Manger informed the consultant how he plan to set the costs: radio advertisement by air time, telephone and Internet services by time used, promotion in newspapers and directory by size and number of columns.

To advertise its services the center uses its own newspaper and letters written to different organizations.

SWOT Analysis

Strengths

· All activities and services are well planned and this would help for successful implementation.

Weaknesses

· Capital is not sufficient to run all operations proposed (All required materials such as cameras are not purchased).

Opportunities

· There is no any organization working in the same business in the Amhara Region;

· There is potential market;

· Good attitude and promise from several government organizations to use the services of Link-Net.

Threats 

· No threat.

D. Activity Planning

All the services are new. Major task of the firm is to implement as per the plan. Support from partners could be training in project design in promotion and web design.

E. Proposal

Though it is a new firm, Link-Net seems committed to realize its objectives. Most of its services are demand-oriented. The General Manager has experience of media and promotion work in government organizations. 

Business management and skill training could help the firm to become sustainable in short period of time and provide its services to the community at large.
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Ethio-German MSE Development Programme

Need Assessment of Commercial Training Centers

Questionnaire

Name________________________________________________________________________________

Adress_______________________________________________________________________________


Contact person 
_______________________________________________________________________ 

Tel.____________________ Fax ________________ E-mail____________________________________

1. What kind of services, activities and trainings does the training center offer (detailed description of the programme). ____________________________________________________________________________________

2. Available documents of the center (training programs, leaflets, brochures) – to be collected.

3. What are the fees for services/trainings? ____________________________________________________________________________________

4. How many people participate in one training? ______________________________________________

How many clients do you have per training period? (male/female)?  No. of graduates per month/year?  ______________________________________________________________________________

What kind of qualification does your staff have? (No. of staff, sex, field of qualification, experience)? 

	S. No.
	Field of Qualification
	Number
	Sex
	Experience

	
	
	
	M
	F
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	


5. How do you generate your income (fee of participants, sponsors, others)? ____________________________________________________________________________________

6. Who is responsible for the management? Hoe do you manage the center? How do you calculate cost? ____________________________________________________________________________________

7. What are your advertising and promotion measures? ____________________________________________________________________________________

8. SWOT Analysis

Strengths_______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

Weaknesses________________________________________________________________________________________________________________________________________________________________

Opportunities_______________________________________________________________________________________________________________________________________________________________

Threats____________________________________________________________________________________________________________________________________________________________________

9. What services can be improved and how? ________________________________________________________________________________________________________________________________________________________________________

10. What kind of new services may be implemented and paid by business owners? ________________________________________________________________________________________________________________________________________________________________________

11. What measures have to be taken in order to improve your services? ________________________________________________________________________________________________________________________________________________________________________

12. What can be done by you? ________________________________________________________________________________________________________________________________________________________________________

13. What should be the support by partners? ________________________________________________________________________________________________________________________________________________________________________

14. Other remarks ____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
	
	
	

	
	Composition of Centers by Region and Ownership
	

	
	
	
	
	
	
	

	S No.
	Particular
	Addis 
	Tigray
	Amhara
	Total
	%

	
	
	Ababa
	
	
	
	

	1
	Gov. Puiblic organization
	3
	1
	2
	6
	26

	2
	NGOs
	1
	1
	-
	2
	9

	3
	Private
	4
	6
	5
	15
	65

	 
	Total
	8
	8
	7
	23
	100

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	

	
	Composition of Centers by Region and Sub-Sector
	

	S No.
	 
	Addis 
	Tigray
	Amhara
	Total
	

	
	Particular
	Ababa
	
	
	
	

	1
	Beauty and hair dressing training
	 
	1
	1
	2
	

	2
	Broker
	 
	1
	 
	1
	

	3
	Computer maintenance Training
	 
	1
	 
	1
	

	4
	Engineering Consultancy
	 
	1
	 
	1
	

	5
	Hotel/Food preparation
	1
	 
	 
	1
	

	6
	Industrial Share Company
	 
	1
	 
	1
	

	7
	Legal Service/consulting
	 
	1
	 
	1
	

	8
	Management Consulting
	2
	 
	1
	3
	

	9
	Pre-school teachers training institute
	 
	 
	1
	1
	

	10
	Publication and advertisement
	 
	 
	1
	1
	

	11
	Tailoring/Garment
	2
	 
	 
	2
	

	12
	Technical and Vocational Training
	3
	2
	2
	7
	

	13
	Videao-graphy and photography Training 
	 
	1
	 
	1
	

	 
	Total
	8
	9
	6
	23
	

	
	
	
	
	
	
	


Address of Commercial Training Centers

Addis Ababa Region

1.
Name:  FeMSEDA Garment Training Center


Contact person: Ato Melesse Gonderie Admasu (Head, Training Department)

Address: W 21 K 04
Tel: 51 11 22
 Fax: 51 84 35


 P.O.Box: 1463, Addis Ababa, Ethiopia

2.
Name: Productivity Improvement Center

Contact person: Ato G/Kidan W/Simon (Manager)


Address: W 22 K 06
Tel.: 51 76 77  
Fax: 51 03 61

 E-mail pic@telecom.net.et
P.O.Box: 5538, Addis Ababa, Ethiopia

3.
Name: Zewditu Tailoring and Embroidery Training Center


Contact person: W/O Zewditu Kebede (General Manager)


Address: W 13 K 03

Tel: 57 23 63 



P.O.Box: 8245, Addis Ababa, Ethiopia
4.
Name: Jethro Management Consultancy Service


Contact person: Ato Habtewold Zergaw (General Manager)
 
Address: Sub-City Lideta, K 17
 
Tel:  53 37 78 



 E-mail: Jethro@telecom.net.et 

 P.O.Box: 42985, Addis Ababa, Ethiopia

5. 
Name: BCaD Consulting Management


Contact Person: Ato Afework Yohanes (Managing Director)


Address: Sub-City Kirkos K 05

Tel: 65 56 87
Fax: 66 19 97


E-mail: bcad@telecom.net.et

P.O.Box: 1194, Addis Ababa, Ethiopia

6.
Name: Enteto Middle Level Technical and Vocational Training Institute


Contact Person: Ato Dejene Dana or Ato Betene Teklie (Deputy Directors)


Address: Sub-City Gulelie K 02
Tel: 564392/564629




P.O. Box: 1033, Addis Ababa, Ethiopia

7. 
Name: Hope Hotel Consultancy and Training Center


Contact Person: Ato Getachew Teshome (Managing Director))


Address: W 15 K 33, 

Tel: 15 21 17




P.O.Box: 62677, Addis Ababa, Ethiopia

8 
Name: Opportunities Industrialization Center


Contact Person: Ato Melesse Yalew (Executive Director)


Tel: 75 01 51
   P.O.Box: 2486, Addis Ababa, Ethiopia

Tigray Region

9. 
Name: Net Consult Consulting Engineers and Architects PLC 


Contact Person: Ato Dawit Assefa (General Manager)


Address: Debub Woreda K 16, Mekelle

Tel: 04- 62 82 27



E-mail: netcon@telecom.net.et

   


10. 
Name: Solomon Barnabas and Co.


Contact Person: Ato Solomon Barnabas (Owner)


Address: Debub Woreda K 16, Mekelle

Tel: 40 66 99


E-mail: Solbar@telcom.net.et



11.
Name: DANAET Broker Agency


Contact Person: Ato Desta Alem Abraha (General Manager)


Address: Aynalem Woreda

Tel: 04-40 43 80



P.O.Box: 934 Mekelle, Ethiopia

12. 
Name: YAINE Hair Dressing Training Center


Contact Person: Yaine Abeba Abate (General Manager)


Address: Mekelle

Tel: 04- 40 77 64


13.
 Name: Mekelle Skill Development Center

 
Contact Person: Ato Mekonen K/Giorgis (Director)


Address: Mekelle
Tel: 04-40 59 20, 40 64 92


E-mail: msde@freemail..et  

14.
Name: Mega Poll Computer System


Contact Person: Ato Fantahun Tekalign (D/General manager)


Address: Semien W, Kebele 14

Tel: 04-41 06 43



P.O.Box: 196, Mekelle, Ethiopia

15.
Name: National Videography and Photography Training Center


Contact Person: Helen W/Gebriel


Address: Mekkele

Tel: 04-41 07 07


E-mail: national@freemail.et
16.
Name: Don Bosco Technical School


Contact Person: Brother Joseph Rezo (Technical Director)


Address: Mekelle

Tel: 04- 41 07 61

Fax: 04-40 93 35


E-mail: sdbmakalle@telecom.net.et
Amhara Region
17.
Name: Link-Net Media Promotion and Advertising PLC 


Contact Person: Ato Getnet Melese Tesema  (General Manager)


Tel: 08-2078 79

Fax: 08-20 89 47
E-mail: linknet@telecom.net.et

P.O.Box: 540, Bahir Dar, Ethiopia

18.
Name: ZMT Management Training and Consultancy Services


Contact Person: Ato Tekalign Bayleyegn Takele (Manager)


Address: K 5

Tel: 08-20 36 30
Fax: 08-20 21 42 


P.O.Box: 920, Bahir Dar, Ethiopia

19.
Name: Union Technical Training Center


Contact Person: Eng. Aderajew Sahilu (Director)


Address: K 16

Tel: 08-20 17 90
P.O.Box: 566, Bahir Dar, Ethiopia

20.
Name: Abay Gulf Pre-School Teachers Education Institute


Contact Person: Ato Mulat Zewdie (owner)


Address: K 13, Bahir Dar

Tel: 08-20 86 85

21.
Name: Kobel Industrial Share Company


Contact Person: Ato Debebe Beyene (Acting General Manager)


Address: K 11

Tel: 09-20 00 55
P.O.Box: 1234, Bahir Dar, Ethiopia

22.
Name: TS Hair Dressing Training Center


Contact Person: Tenagne Shibeshi (Technical Mnager)


Address: K 06, Bahir Dar
Tel: 08-20 79 66

23.
Name: Bahir Dar Technical Vocational Training Institute


Contact Person: Ato Fenta Belete (Director)


Address: K 11

Tel: 08-20 10 82  
 P.O.Box: 189, Bahir Dar, Ethiopia  
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