	Business Development Services to Entrepreneurs

500 BDS-Facilitators of Regional Development Agencies, of the Addis Ababa City Administration, of Chambers and NGOs supporting business owners to solve their problems in two 6-month BDS cycles per year.
· 3,000 businesses can be supported in 
2 cycles per year with 100 BDS facilitators 
(2x100 facilitators x 15 enterprises)
· In the last year we supported more than 9,000 business owners with 500 BDS facilitators in two 6-month cycles.

	Approach:

Each of the BDS facilitators visits 10-15 business operators and undertakes talks about their situation and main problems. The data will be documented in a situation analysis overview (see annex). 

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

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

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

For more information on our BDS approach see :

www.bds-ethiopia.net/documents.html and
www.bds-ethiopia.net/approach.html .
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	Situation analysis of selected enterprises in Bahir Dar (7/2002)

	Name / Activity

Place / Equipment
	Products and services
	Supply / Sales /

Clients / Marketing
	Staff /

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

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

Room dimension 220 m2 (both for production and sales)

Equipment:

Electrical dough machine (40,000 B), 

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

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

Sometimes shortage of raw materials.

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

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

All workers without formal training
Management:

No business plan
No accounting system

No records of cash payments
	Cost

Rent: 105 B

Elect. 204

Water 40

Tel 90

Material 11,340

Salaries 600

Taxes 420

Maintenance 100
	Problems identified by the owner himself:

1.
Over taxation

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

4.
Insufficient work premises

Proposals by the owner himself:

1.
Negotiate with tax authorities for reduced rate

2.
Get training in management and accounting.

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

4.1
Lease more space for shop extension.

4.2
Modernise the baking machines (electrical).



	2. Getachew G/Mariam

Shoe maker 

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

Tel. 200498
Equipment:

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

Local and traditional shoes and sandals for men and women, 

Selling of imported shoes, 

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

Households in Bahir Dar and some visitors
Marketing: 

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

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

Management:

No bookkeeping.
	Costs:

Rent: 6 B/month (municipality)

Electr. 5 B

Water 5 B

Material 520 B

Total income 655B
	Problems:

1.
Lack of appropriate working premises

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

3.
Lack of training for new models

Proposals:

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

3.
Technical training for models and new techniques.

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

Location: Along Mobil road near Ethio Star Hotel

Equipment:

Has Shelves, product displaying departments (boxes)
	Products:

Leather products: 

(Headgear, belts, shoes), 

Wood products: 

(statuettes, sculptures, music instrument) 

Silver products

(rings, necklace, ornaments)

Textile products

 (silk, cotton) 

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

Owner (12th grade complete) 

2 family members (grade 3 and 10), 

No payment for family members for their work
Management:

No planning,

No accounting and record keeping
	Costs:

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

Income is not clear, no real records
	Problems:

1.
High house rent and small shop.

2.
High participating costs at exhibitions and trade fairs.

3.
Lack of training in management and bookkeeping.

Proposals of the owner himself:

1.
Increasing selling price to cover the high costs.

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

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

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

	4. Emebet, Almaz and Aleme, 

(3 women working   together)

Men hair dressing 

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

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

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

Men's hair cutting with varieties of  styles, 

Shaving services.

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


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

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

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

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

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

No accounting,

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

Rent 6.5 B

Electr. 60 B

Water 5 B

Maintenance 8 B

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

1.
Shop is old and lets in flood and rain

2.
Bad location

3.
High monthly payment to  the municipality for the signboard

4.
Cannot afford maintenance cost of some Items.

5.
Lack of sufficient working capital.

6.
Insufficient skill  training in hair dressing

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

1.
Change the location. Getting credit.

2.
Upgrading skill training.

	5. Tigist Tefera
Production of energy saving stove 

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

Firewood conserving stove made of cement blocks. 

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

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

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

Rent 100 B

Water 30-40 B

Tel 80-90 B

Personal 2 B per piece

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

1.
Work place, production and stock at home.

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

1.
Intervention to municipality to get land.

2.
Credit on convenient term.



	6. Berhanu Jembere

Electric stoves and metal works

Tel 201004, Kebele 4
	Products:

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

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

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

Owner with technical school education, 14 years of experience

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

Management:Bookkeeping exists
	Costs/ month:

Rent 20 B

Electr. 200 B

Tel. 175 B

Munic. tax 50 B

Income tax 90 B

Personnel 700 B

Net profit 1200B
	Problems:

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

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

	7. Gettu Andarge

Bicycle maintenance and sales

Location: 270m2 compound, main road, Tel 201064

Set of bicycle maintenance tools


	Service:

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

Sales: Individuals and institutions found locally and in Tigray region 

(Shire, Axum)

no specific marketing practice.
	Staff:

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

no planning, no cash book
	Cost/month:

no rent

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

1.
Lack of working premise.

2.
Insufficient working capital

3.
Market competition.
Proposals: 

1.
Obtain premise from municipality with the assistance of ReMSEDA 

2.
Secure Loan from commercial bank.

3.
----

	8. Getahun Abebe, 

Curtain and mat works

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

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

Sales: Institutions, hotels, households on cash basis

Marketing: Samples provided to institutions and hotels. 

Business cards are in use.
	Staff:

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

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

Rent 400 B

Salaries 450 B

Electr. 150 B

Transport 420 B

Maintenance 60 B
	Problems:

1.
Small shop with high rent

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

1.
Applies for premises for shop

2.
----

3.
----

	9. Damtie Gebeyehu, 

Household and Office Furniture

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

Equipment/tools:

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

3 grinders.
	Products:

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

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

Marketing: 5 show rooms on the main road


	Staff:

Owner has  8 years experience 

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

Management:

no accounting system
	Cost/month:

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

1.
No accounting system is applied.

2.
Workers and apprentices are not properly trained.

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

Proposals:

1.
Hire bookkeeper

2.
Technical training for workers and apprentices. 

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

	10. Alemtsehay G/Medihin

Decoration work

Location: Kebele 06

Equipment:

1 Sales counting machine and 4 shelves
	Products/Service

· Sale of flowers and cosmetics 

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


	Cost/month: 

Rent: 200B

Electricity: 150B
	Problems:

1.
Lack of work premises

2.
High and accumulated tax rate 

3.
Market problem

Proposals:

1.
Look for space to rent

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


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

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

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

	1. Haje Adgoi  

Baker

	1.
Over taxation

2.
Lack of management and accounting

3.
Marketing problem

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

2.
Participate in training of management and accounting.

3.1
Open new sales shops.

3.2
Improve product variety and quality.

3.3 Look for skilled manpower.

3.4
Buy electrical stove.

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

2.1
Assist to implement simple accounting         system.

2.2
CEFE training according to his market plan.

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

4.
Assist the owner to negotiate with the administration

	2. Getachew G/Mariam

Shoe maker 
	1.
Lack of appropriate working premises

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

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

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

2.1
Save money and open savings account

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

2.3
Buy most necessary tools according to the set priority

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

2.1
Encourage him to save money

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

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

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

	3. Axum souvenir and handicraft shop

	1.
High house rent and small shop

2.
High participating costs at exhibitions  and trade fairs

3.
Lack of training in management and bookkeeping.


	1.
Change location with affordable rent and  place

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

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

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

2.4
Get own tourist guides to bring  tourists to the shop

2.5
Sell through street vendors

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

1.2
Provide information on printing of posters and brochures 

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

Provide information about advertising on TV, radio or local newspapers

3.
Organise business management training.



	4. Emebet, Almaz and Aleme 

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

2.
Bad location

3.
High monthly payment to the municipality for  the signboard

4.
Cannot afford maintenance cost of some Items

5.
Lack of sufficient working capital.

6.
 Insufficient skill training in hair dressing

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

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

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

4.
----

5.
----

6.
Look for training opportunities in men and women hairdressing

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

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

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

4.
----

5.
----

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

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

	5. Tigist Tefera

Production of energy 
saving stoves 


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

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


	1.1
Apply to the local municipality for better   location

1.2
Set up a shelter for product exhibition.

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

1.4
Advertising her products outside Bahir Dar through photo documentation

1.5
Contact individuals through telephone and person 

1.6
Participate in bazaars and exhibitions

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

1.2
----

1.3
Help the operator to produce leaflets 

1.4
Help the operator to make Photo documentation

1.5
----

1.6
----

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

	6. Berhanu Jembere

Electric stoves 
and metal works


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


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

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

2.1
Write a business plan

2.2
Open savings account

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

2.4 
Improve workshop presentation.


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

1.2
Assist in negotiations with tax authorities for reasonable charge

2.1
Assist operators in writing business plan

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

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

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

2.5
Advice on workshop organisation.

	7. Gettu Andarge

Bicycle maintenance 
and sales


	1.
Lack of working premise

2.
Insufficient working capital

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

2.1
Improve savings

2.2
Make contacts with bank for extension of credit.

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

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

2.1
Encourage more savings

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

2.3
Assist in implementing standardised record keeping system.

	8. Getahun Abebe, 

Curtain and mat works


	1.
Small shop with high rent

2.
Lack of promotional support from line ministries

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

2.1
Establish good personal contact with influential officials

2.2
Invite promotional institutions to visit work premises 

3.1
Solicit information on bid procedures

3.2
Try to meet  the necessary bid requirements

3.3
Inform Chamber of Commerce to assist in the bidding process

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

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

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

3.1
Assist in establishing photo documentation and leaflet.

3.2
Provide information on tender procedures 

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

	9. Damtie Gebeyehu, 

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

2.
Workers and apprentices are not  properly trained

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

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

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

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

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

	10. Alemtsehay G/Medihin

Decoration work


	1.
Lack of work premises

2.
High and accumulated tax rate 

3.
Market problem


	1.
Look for rented house with affordable price

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

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

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

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


