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GUATEMALA’S URBAN MICROENTERPRISE MULTIPLIER SYSTEM (SIMME):
PROGRAM APPRAISAL

Rae Lesser Blumberg
Jaime Reibel

MANAGEMENT SYSTEMS INTERNATIONAL
I. INTRODUCTION

The Urban Microenterprise Multiplier System (SIMME) was concelved in 1987
to assist the growth of established microenterprises (MEs) in Guatemala's
informal sector. Since the early 1980s, Guatemala’s urban microenterprise
sector has expanded rapidly, partly in response to the economic crisis that has
begun to ease only since 1986. The size of the urban ME sector is not known;
estimates of micro producers and services range from approximately 45,000' to
125,515% in the Guatemala City metropolitan area alone. What is known is that
this sector includes both some of the poorest and most dynamic segments of the

Guatemalan population.

The Vice Presidency of the Government of Guatemala (GOG) cre-.ted the
National Commission for the Development of Micro and Small Enterprise on
March 25, 1987. In turn, the National Commission established the Technical

Secretariat of the SIMME project on Septembur 29, 1987. The Technical

' Olivares, Mirtha, Estudio Exploratorio para el Desarrgllo de un
Programa_de Apoyo a la M..roempresa. Guatemala: Camera Empresarial de
Guatemala (no date), p.9. Olivares cites Blijdenstein, John W., La Pequena y
Mediana Jndustria en la Economia de Guatemala. Guatemala: Banco
Centroamericano de Inteqgracion Economica, 1986, p. 16 as the source of this
estimate,

¢ Escoto Marroquin, Jorge Rolando, et al., El Sector Informal: Estudio
Sobre el _Sector [nformal de Produccion y Servicios en el Area Urbana Central
de Guatemala. Guatemala: Fundacion FADES de Centroamerica, 1987, p. 49,
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Secretariat has contracted with six non-governmental organizations (NGOs) which
carry out the day-to-day operation of the program. These are: ADESCO, FAPE,
FUNDAGUATEMALA, FUNDEMIX, FUNDESEM and MICROS. SIMMc’s cbjectives are to:

. Strengthen the Guatemalan economy;

. Improve income and productivity of the microentrepreneur
and the welfare of his/her family; and

. Increase employment.

In order to do this, the program, as originally conceived, was to have
authorized loans to 40,000 MEs by December 31, 1990, It is cleor that this
ambitious goal is not fully realizable. Indeed, under the maximum possible
expansion of the program achievable by the end of 1990, no more than
approximately 25,000 MEs can be served, as will be further explained in II.
below. Nevertheless, the SIMME program has enormous potential because of a
unique combination of factors. Two of .nese stand out. First, it is a
government-backed program that has the possibility of reaching a much larger
numter of MEs than has been true of the small, NGO-administered ME programs
operating in latin America to date. Second, it has successfully integrated
public and pyivate entities in a manner tha! takes advantage of some of the
strengths of both sectors. Accordingly, 3IMME could serve as a model for
future large-scale public/private sector collaborative acsistance to the

microentrepreneurial sector throughout Latin America.

In order to assess the progress and area. of concern of the fledgling
SIMME program, the authors undertouk a study of the project from August 11-24,
1988. As will be detailed in Appendix A (Methodology), a Rapid Rural Appraisal
approach was used. "Triangulation" was employed as the basic corroborative

tool in an attempt to cross-validate all data from more than one source.
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Sources utilized 1include: (1) documents; (2) interviews with people
directly related to the project (ranging from top administrato* ' of constituent
organizations to all 60 of the "promoters" (or Asesores, as they will be
referred to in this repcrt; each KGO hdas 10) who are the direct link with the
microentreprencurs); (3) interviews with people in othor organizations offering
an "outside vision" of the SIMME project and (4) interviews with a purposive
sample of microentrepreneurs themselves.  The methodology appendix offers

further details.

This assessment revealed many inherent strengths and significant
achievements. But it also revealed problem areas that can - and should - be

corrected before they become institutionalized.

The report is organized under a series of headings that encompass the main

fssues that were identiried during the assessrent.
I1. QUALITY VS. QUANTITY: THE *GOAL OF 60"

SIMME has defined the MEs who are eligible for loans of up to Q6,000° as

follows:

. No more than six employces of which the ME is one;
. No more tnan Q12,000 in assets;

. In business for at least two years.®

SAs of Auqust 22, 1988, U.S. $1.00 = Q 2.70.

‘Adapted from Section 4.2, Identificacion de Microempresarios, "Programa
Nacional de Microempresas Urbanas SIMME," Secretaria Tecnica (mimeo), August,
1988, p. 13.
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When SIMME defined its original goal of extending loans to 40,000 MEs by
the end of 1990, it specified that only MEs in manufacturing and service
enterprises would be reached - the commercial sector was explicitiy excluded.
It then used the highest projection of manufacturing and service HEs in the
Guatemala City metropolitan area (approximately 125,000). In order to reach
this goal, a large corps of Asescres was to be contracted. Each of these

Asesores wo- to be responsible for 60 approved loans to MEs cach year.

There appears to be a strong consensus among the leadership of SIMME and
the ;ix NGOs that the goal of 40,000 loan clients is no longer ..chievable by
December 31, 1990. But the "goal of 60" continues to be one of the most
strongly stressed - and enforced - features of the program. Mireover, what
makes the "goal of 60" so anxiety-prcducing for both the NGOs and the Asesores
is that it is interpreted in the following manner: not only is it necessary
that every Asesor achieve 60 approved loans per year, but that this be

accomplished in the first six months of the year. This means that each Asecor

is under intense pressure to present 10 cases a month to the Credit Committee.
In parallel fashion, the Asesores’ HGO is under similar pressure to meet a
monthly goal of 100 cases (10 for each of its 10 Asecores). Furthermore,

implicit or actual sanctions are held over them to elicit compliance.

C-1277.002 .4 -



Enforcing the "goal of 60"

First, SIMME’s "Evaluatioun Criteria for the Efficiency and Efficacy of
the NGOs"® state that if by 1989 the NGOs do not achieve their monthly goals
[on loans prasented] their budget for the month will be proportionately lowered
to reflect the percentage of goal achievement. Sanctions for not meeting the
goals range frcm a letter from the MNational Commission to the NGO being
eliminated from the program. In private communications with directors of
several NGOs, we wern told that they already have been warned that if they do
not increase thcir number of cases precented, they are in danger of being

dropped from the program.

Second, the Asesores are under even stronger pressure. They are told that
they will be fired if they fail to meet the norms. And in fact, the following

examples illustrate that this is no idle threat:

. In FAPE, the only female Asesor was "reassigned" as a secretary,
"where she is happier," because she failed to meet the monthly norm.
(We were not told her new salary, but secretaries, in general, make

less than half the Q850 monthly salary of an Asesor.)

. In May, 1988, FUNDEMIX told the Asesores that they would be fired if
they failed to submit three loans per week to the Credit Committee.
Two Asesores were fired for only submitting two cases. (This was

done with regret, as the director told us that one of the fired

s"Reglamento para la Administracion por Resultados del Programa de
Microempresas Urbanas: Criterios de Evaluacion de la Eficiencia y Efficacia
de las Organizaciones Nogubernamentales - ONGs -" (mimeo, no date; see p. 6,
Article No. 9 on nonachievement of goals and Article No. 10 on sanctions for
nonachievement).
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Asesores had the best follow-up skills and human relatijons with his
MEs of anyone in the program. "He has the lowest achievement and is
the best Asesor.") The other eight FUNDEMIX Asesores then protested

to the Vice President himself and the two were reinstated.

60 cases in six_months precludes most 1:1 follcw-up

This pressure to come up with a year’s worth of loans in six months has
meant that the Asesores have not been able to give what they consider adequate
follow-up to their clients. This is one of the chief frustrations of all 60
Asesores. After a few months of working with the MEs, they have a very strong

identification with both them and their problems.

Thus, they feel great frustration with what they view, on the one hand,
as the program’s emphasis on "quantity over quality" and, on the other hand,
its neglect of social goals. As onc Asesor put it concerning his NGO, "Since
we are not peddlers of credit, we are a little low in the numbers.” They feel
that the program is social as well as financial and that the pressure to

achieve the "60" has led to the social dimension being ignored.

But more than social gqoals may suffer. First, the pressure to produce
high levels of loan ipplications forces the Asesores to work long, exhausting
hours. In every one of the six NGOs, the Ase.ores claimed to work six days a
week, often more than 12 hours a day, including a weekly marathon session the
night before loans have to be presented to the Credit Committee. They stated
that they work 60-85 hours/week (average = 73.7).%

®Ascsores estimated their hours in five of the six NGOs as follows:
ADESCO - 85 hours/week; FAPE - 60-65 hours/week; FUNDEMIX - 80 hours/week;
FUNDESEM - 70-80 hours/week; MICROS - 66 hours/week.
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In addition, because the Asesures universally complain that they do not
have time to provide neeced one-on-one follow-up to loan clients, they fear
that the ME’s success with the loan may be compromised. According to our data,
in FUNDAGUATEMALA, the foundation with the highest record of production and the
highest record of arrcarage, they have had absolutely ro time 1o do any one-
on-one follow up. Up until now, their only post-loan contact witl* the MEs has
been via the new "APA groups" (to be discussed below).7 This is a situation
they find unsatisfactory. Other Asesores (e.g., from FUNDESEM and FUNDEMIX)
have tola us that the follow-up visit in the first mondch after the disbursenent
of the loan is particularly important and that they attompt to du so. The
purpose is to make sure that the ME is following the "Plan of Action” that was
jointly formulated by the ME and the Asesor, and not making a "bad investment.”
But except for MICROS, none of the other HGOs’ Asesores make regular visits to
their clients past that first month contact, and it bothers them that they

cannot do so.?
ata he en 2

The social workers offer other corroboration. In a group meeting with

all six (one from each NGO), they described how they were pulled off the social

"However, now that two of the Asesores have reached their "goal of 60,"
they will be devoting their time to individual ME folluw up, according to the
director. According tu the Asesores, they have just received a memo stating
that they must now make two visits a month to each ME, o burden which they
claimed would be impossible to fulfill, as it would necessitate five or six
meetings a day with MEs, in addition to their continuing search for their
"60." But they felt that the pressure to get their "60" would continue to
take precedence.

PMICROS does not have a spectacular record on either prnduction or
arrearage, but they do have the best record on client visits., They average
2.75 individual follow-ups with MEs per month. It also should be noted that
ADESCO uses its supervisor to provide the first month follow-up visit to
check on how the ME is spending the loan funds.
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and family welfare aspects of their jobs to provide back up services for the
MEs, since the Asesores are too busy to do ,u  For example, they now teach the
obligatory predisbursement course required by tae Banco de Trabajadores
(BANTRAB, the ltoan disbursing entity). On request, :they also make individual
visits to MEs who have had special problens or very serious arrcarages, In
addition, they are charged with promiting ME particisation in the First Urban
Microentreprencur Fair which will be held as part ot the IX Nationai Fair from
November 25 to Decesber 12, 198C. They also help he A< ,ores who have had

Tittle experience in group dynanics to organize their APA groups of MEs,

The social workers like working with the MEs  especially on marketing,
because they feel that they are dealing with the causes of the problems and
not with the effects, Ay o oone social worker <tated, “Helping them with
marketing increases family ancose and this s woat they need, instoad of
saying, ‘Senora, you should fax up your hodss,” when you have to ask yourself,
'With what?'"  Hevertheless, they regret that there i presently no social
component to the project and that they had to <tup working on such activities

’

as sociocconomic/family studies and wives’ groups.

CONCLUSION:  The pressure to generate 60 loans per Asesor in the first

six months of every year {5 counterproductive,

RECOMMENDATION T1A”:  Given that a year has 12 months, we recommend that
the Ascsores simultancously follow-up wit' existing loan recipients while
generating new applications.  Thiv would ~ean a monthly qoal of five cases,
but would retain the yearly qosl of 60, Since this would drprove loan

] . ’
hote that there are no recomsmendations in 1, the Introduction,
Recommendatl ions are numbered conwecutively for ecch Section; thus, 11-1 s

the first recommendation of this report,
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servicing and reduce pressure on Asesores, this procedure should be continued

through the end of the project.

RECOMMENDATION 11B: For the remainder of 1988, those Asesores who have
reached their goal of 60 approved loans and, in addition, have a low rate of
arrears on their loans, should spend their time (1) providing technical
assistance and help in loan gencration and maintaining low arrearage to those
Asesores who have failed to achieve similar levels, while (2) following up with

their own ME clients.

RECOMMENDATION IIC: It is particularly important that the Asesor make
a follow-up visit to the ME within the first month after loan disbursement (1)
in order to make sure that no problems have arisen from delays in loan
disbursement, changed business conditions, etc. and (2) to ascertain that the

mutually agreed upon Plan of Action for spending the loin is being followed.
II11. ARREARS

As the preceding section has shown, the great potential of the SIMME
program has been negatively affected at the grass roots level by the current
vack of sufficient follow-up of MEs. It is too socn to tell whetheir this lack
of one-on-one contact with Asesores affects the repayment rate. At present,
the rate of arrears is not excessive but there are a number of areas of concern

to be considered.
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. BANTRAB. According to the Comision de Fideicomiso of BANTRAB, a loan
is considered in arrears on the first day of the month following the
month in which payment was due (i.e., September 1 for a loan payment

due in August).'

. SIMME. According to SIMME, a loan is not considered in arrear:z until
the first day of the second month following the month in which

payment is due (i.e., October 1 for a loan payment due in August).

The NGNs share this definition.

The reason for the "softer" definition employed by SIMME and the NGOs is
significant. As discussed below, BANTRAB has evidenced a strong preference to
lend money for purchase of machinery (vs. purchase of raw materials or
provision of working capital). Often, MEs are provided with new, high capacity
machines but insufficient raw materials or working capital to make adequate use
of them. In other words, loans for machinery alone do not generatie enough
immediate increase in gross profits to be able to cover their generally high
monthly payments.  Therefore, "because 80 percent of the loans are for
machinciy,” according to SIMME’s Technical Secretary, Lic. Fernando Rivera, and
its Representative from the Vice Presidency, Lic. Mario Carpio, the

organization does not consider a loan to be in arrears during the first month

%A1though BANTRAB begins to 1ist the loan as in arrears as per the
above definition, it is not until the 16th day of the following month that
penalty interest charges begin to accrue for the preceding 16 days and
thereafter.
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after a payment is due. MEs, in their opinion, need a grace period under such

circumstances.'’ BANTRAB does not share this point of view.

Cosiqners and the BANTRAB collection procedures

BANTRAB does, however, insist on a cosigner for ME loans, and it has a
strong preference for people with fixed regular incomes which can te garnished
in case of default. Typically, the cosigner is a close relative or friend of
the ME. Accordingly, BANTRAB’s notificaton procedures in cases of delinquency

can cause consternation and interpersonal problems.

Specifically, BANTRAB first sends a telegram to the ME on the second day
after the end of the month in which the payment was due (e.g., September 2 for
an August payment). At the same time, SIMME is notified by the loan’s
appearance on BANTRAB’s daily arrearage report. Then, on the 30th day a formal
notification of arrearage is sent to the ME. On the 45th day (e.g., October
15 for an August payment) another notice is sent to the ME - this time with a
copy to the cosigner. On the 60th day, both the ME and the cosigner receive
a further notice, with a personal note informing the cosigner that immediate
judicial action will be taken against his/her assets if payment is not made

within 15 days. This judicial process begins on the 75th day.

" Some of the early loans included a grace period of up to three
months. Due to BAMTRAB resistance, however, this practice has been virtually
ended, even in the case of large loans for machinery not expected to generate
immediate return. Had the number of loans with grace period not been greatly
curtailed, then one of the project’s accounting procedures would have been
cause for much greater concern. Specificaliv, there is no differentiation
between loans in arrears during the grace period - i.e., when not even the
interest charges are being paid - and loans in arrears which are not in a
grace period. A loan on which even grace poriod interest is not being paid
is a red flaa which should occasion an immediate investigation. This is
especially true given that not all the NGOs have required a first month post-
disbursement visit.

C-1277.002 - 11 -
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SIMME, the NGOs and the Asesores are not in agreement with what they feel
is BANTRAB’s overly rapid notification of the ME with the "second day past due"
telegram. Likewise, they feel that the notification to the cosigner, on what
they consider the 15th day of arrearage, is also premature. This, we have been
told, leads to resentment on the part of all concerned - the ME, the Asesor and
the cosigner - especially if this occurs in the first stages of a large loan
for machinery. Moreover, SIMME and the NGOs’ administrators feel that
BANTRAB’s notification procedures damage the project’s image by inflating the

percent of loans in arrears. '2

umber of loans in arrears

As of August 18, 1988, the following is a breakdown of loans in arreais:

Up to 30 days 197
31-60 days 62
61-90 days 12
Over 90 days 8

TOTAL .. ... 279

Out of 1,658 loans
disbursed to date = 16.8%

It should be noted that only 20 1nans are more than 60 days overdue. This
represents only 1.2 percent of the overall loan portfolio as of Aucust 18. In
short, given that the program has been disbursing loans only since February,
1988, it might be too soon to expect many non-performing loans. Interviews

with the MEs were biased toward the project’s "success stories," as further

2 Since BANTRAB doesn’t charge penalty interest for payments made in
the first 15 days of the month following a payment due date, both SIMME and
BANTRAB cor sider this a de facto grace period. Thus, SIMME’s resentment is
heightened by the fact that, nevertheless, BANTRAB classifies such loans as
in arrears on its daily report and begins the notification procedure.
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discussed below. Nevertheless, these successful MEs indicated that they were
not finding it difficult to make their payments out of current income. We
encountered no cases of MEs who admitted thai they were using loan proceeds to
make monthly payments. But, as also will be discussed below, only a scientific
sample survey launched after the program has been disbursing loans for ét least

one year will provide a true assessment of this issue.

Arrearage by size of loan

FUNDAGUATEMALA has the distinction of having (1) the greatest number of
loans disbursed, and (2) the highest rate of errears. For much of the
program’s short history, it also has disbursed the largest average loans. This
led us to request data from BANTRAB’s Comision de Fideicomiso on arrearage by
size of loan for each NGO. The results show that the loans in arrears are
slightly higher, on average, than the mean for the total loan portfolio.
Specifically, the average size of loans in arrears as of August 20, 1988 is
Q3,606.39. This contrasts with a mean loan size for the whole portfolio, as
of the same date, of (3,437.37 (based on 1,659 loans disbursed amounting to
Q5,702,595).

Interestingly enough, the average loan size of women MEs in arrears is no
different from the portfolio grand mean: (Q3,473.08 vs. Q3,437.37. This
observation, however, raises the issue of loan repayment differentials by
gender. In credit projects in other countries which grant loans to very poor
informal sector entrepreneurs, women have shown loan repayment records as good
as or better than their male counterparts. This is true, for example, in the
Grameen Development Bank project in Bangladesh and the ADEMI project in the

Dominican Republic. In fact, in the ADEMI project, women formed about half the
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MEs in the clothing and textile sector, the project’s biggest. Women’s
clothing/textile MEs not only had a rate of employment generation twice as high
as their male counterparts (1.4 vs. .64 new joLs< created), their businesses
grew faster on five of six computerized monitoring indicators - sales, profits,

savings, salaries, employees and fixed assets.®

This leads to the question of how men vs. women fare as ME loan clients

of SIMME.

Arrearage by gender

Overall, women are 17.68 percent of the MEs who have obtained loans
through the SIMME program through August 17, 1988. They account, however, for
only 10.48 percent of the loans in arrears as of August 20. The breakdown by
NGO for both percentage of women loan clients and percentage of women in

arrears is as follows:

13 Blumberg, Rae Lesser, "A Walk on the 'WID’ Side: Summary of Field
Research on ‘Women in Development’ in the Dominican Republic and Guatemala."”
Washington, D.C.: Agency for International Development (draft), 1985, see
especially Table 2, p. 13.
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TABLE 1:
PROPORTION OF WOMEN AS LOAN CLIENTS AND IN ARREARS

NGO % Women/Total Loans % Women/Loans in Arrears

- ADESCO 37/299 (12.37%) 6/42 (14.28%)

FAPE 42/187 (22.46%) 0/18 (0%)

FUNDAGUAT. 53/338 (15.68%) 11/83 (13.25%)

FUNDEMIX 49/274 (17.88%) 4/41 (9.76%)

FUNDESEM , 58/284 (20.42) 0/17 (0%)

MICROS 48/241 (19.92%) 5/47 (10.64)

Mean 287/1623 (17.68%) 26/248 (10.48%)

(as of 8/17/88) (as of 8/20/88)

SUMMARY:  Women=17.68% of total loan clients but only
10.48% of clients with loans in arrears - and
15.28% of loans were in arrears on these dates.

These findings are significant - and not only in the statistical sense -
especially in light of the previous finding of little difference in loan
performance by size. Otherwise, a plausible counter hypothesis would be that
since women receive somewhat smaller loans on average, it is the lower loan
size, not gender, that is determinant. Other factors correlated with gender
may, indeed, be at work in accounting for the sharp difference in male/female
loan performance seen in Table 1. And these should be the subject of future
analysis. Meanwhile, however, these findings should inform the actions of the
Asesores in searching for loan clients and the Credit Committee in considering

loan applications.
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The analysis of indicators and correlates of arrearage are very important
for any loan project. Lack of timely and in-depth attention to loan
performance can, indeed, spell ruin for a credit project. The above has only
scratched the surface of the sorts of indicators that stould be considered in
relation to arrearage (see below, in Indicators section for further details).
The fact that many of our analyses were "firsts" for the SIMME program (e.g.,
the analyses separating out delinquent loars still in the grace period - when
only interest payments are due - from other loans, the disaggregation of loan
arrearage by gender and size of loan) signals that more attention needs to be
paid to the use of performance indicators. Now is the time tc plan for an
appropriate serie; of follow-up indicators relating to arrears, while problems

may still be detected at an early stage.

CONCLUSION: SIMME’s current rate of arrearage is not high enough to be
a strong source of concern, although it is still too early to draw firm
conclusions about loan performance. But the conflicting definitions of arrears
and the resulting resentments of BANTRAB procedures do indicate an area of
concern. Similarly, the facts that gender proved to be a very significant
predictor of arrearage - women MEs’ delinquency being much lower than male MEs’
- while size of loan showed no strong relationship provide not only valuable
data for guiding loan recruitment and approval, but also reveal that the SIMME

project needs to delineate and track other correlates of loan repayment.

RECOMMENDATION IITA: A common definition of what constitutes loan
arrearage and the appropriate notification procedures need to be Jjointly

developed by BANTRAB, SIMME and the IiGOs.
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RECOMMENDATION IIIB: SIMME needs to decide which indicators it will
collect and which ones it will ask BANTRAB to cullect in order to better track
and predict loan performance (e.g., such "performance indicators" as gender,

size of loan, branch of activity (rama de actividad) of the ME, etc.).

RECOMMENDATION IIIC: In light of the significantly better record on loan
arrears by women MEs, SIMME, BANTRAB and the NGOs need to consider facilitating

recruitment and granting of credit to women loan clients.

SPECIAL ANNEX TO CHAPTER III - OBSERVATIONS ON THE SIMME LOAN PORTFOLIO

by James Berezin

The six NGOs within the SIMME system disbursed Q4.6 million to 1,300
clients in the first six months of calendar year 1988; subsequently, by mid-
August, up to Q7.2 million was authorized to 2,107 clients, averaging Q3,437
per loan.' Although the NGOs’ relative inexperience in loan packaging is a
factor in the variance, a major cause is SIMME and BANTRAB’s strict adherence
to an individual Toan ceiling of 35% of both the borrower and the guarantor’s

debt service capacity. This is a more conservative lending policy than many

"1t should be noted that the previous discussion in 111 (by Blumberg
and Reibel) has focused on loans already disbursed. The figures in this
Special Annex (by Berezin) fccus on loans authorized. SIMME’s two major cash
flow crises to date (discussed in IV, below) have resulted in many hundreis
of loans remaining "stuck in the pipeline" - authorized, but not disbursed.
This is one important factor in accounting for the magnitude of the
discrepancy between Berezin’s 2,107 loan authorizations and the lower figures
of loans actually paid out (1,623 as of August 17 and 1,658 as of August 18)
cited by Blumberg and Reibel above. Two other reasons for the gap between
loan authorizations and actual disbursements are discussed by Berezin in this
Special Annex.
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similar lending institutions, and is only an effective hedge against losses if
there is consistent client follow-up and willingness to strictly enforce legal

alternatives on non-performing loans.

As of July 31, 1988, there was a Q114,421 in debt service reflow, or 67%
of the projected repayment reflow of Q170,071, and non-performing loans 30 days
or more overdue totaling Q16,049, or 9.4%, of outstanding payments due on 82
credits. This figure of 9.4% was up from 6.9% on June 30. Consequently, all
the borrowers have been notified and visited by the NGOs and the Bank,
stimulating a number of repayments. Currently, a maximum of 20 loans are 60
or more days overdue, and have been served legal notice of judicial

proceedings.

According to SIMME and the Bank, the principal reason for repayment
delinquencies is inadequate management of sales and receivables, underlining

the need for appropriate and effective managerial training.

SIMME underabsorbs operating and interest expenses, and hasn’t made a
provision for loan losses; therefore, its management agrees that income is
overstated and all applicable expenses are being reexamined for inclusion in

the next financial reports.
Three recommendations can be derived from the above observations:

1. SIMME should calculate and reflect full consolidated interest
expenses (even if shadow costs) and operating expenses as soon as

possible;
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2. Greater focus should be placed on the formation of APA organizations
that will provide basic managerial skills in sales and receivable

collection techniques, and;

3. A first year evaluation should be made to determine if the system’s

credit policies are appropriate for reaching the target group.

IV. INTEREST RATES, DECAPITALIZATION AND ADMINISTRATIVE COSTS

Along with the problem of loan non-performance, the most serious challenge
to the long-term survival of any credit project is that of setting an interest

rate fully sufficient to cover operating costs.

Currently, the SIMME program charges 14 percent interest - soon scheduled
to go up to 16 percent - i.e., on a par with the commercial bank rate. It is
not known by how much this figure is insufficient to cover administrative costs
(indeed, the problem of calculating such costs is treated below), but it is
interesting to trace the decision to 1ink SIMME’s interest rate with commercial

bank rates.

Historical background of the 14% interest rate

Several confidential sources told us that the Vice President originally
contemplated that an interest rate of approximately 24 percent would be needed
for the program’s overall well-being. The recommendation to charge the
commercial bank rate was made by a team of UNDP consultants in their report of

May 4, 1987." In turn, they seem to have been influenced by UNDP’s social

15 Barrera, Yesid, Fernando Martino & Marco Antonio Rocca, Proposicion
de Programa Nacional de Microempresas Area Urbana. Guatemala: United
Nations Development Program (UNDP 81/008), May 4, 1987.
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goals and its reluctance to see the microentrepreneurial sector put at a

disadvantage vis-a-vis small, medium and large-scale enterprise.

The change 1in interest rate may also have had several political
dimensions, ranging from the SIMME program’s need for immediate administrative
funding, to tke existence of competing, internationally-funded informal sector
credit projects (e.g., Christian Children’s Fund), to the undeniably greater
electoral attractiveness of a large-scale government loan program at a

relatively low interest rate.

In contrast, the best-known and most successful Third World credit
projects aimed at poor MEs have shared two common characteristics: (1) they
have originated in the private sector, and (2) they soon began to charge an
interest rate consonant with their full operating costs (if, in fact, they

didn’t from the very beginning).

What this implies is that those projects that are successful know what

their administrative costs are and set their interest rates accordingly.

Uncertainties in the administrative costs of the SIMME proqram

This brings us to the present problem encountered at SIMME: due to
insufficiently revealing or complete accounting procedures, they do not have
an accurate idea of what their administrative costs really are. For example,
fixed assets (such as furniturc and typewriters which will serve for the life
of the project) are not being depreciated over that time span. Rather, they
are being charged off in a very short time period, thereby skewing the apparent
administrative costs per loan in an upward manner. Likewise, other accounting
procedures currently in use may be skewing apparent administrative costs too

low while overstating income (e.g., there is no provision for loan losses).
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SIMME recognizes this deficiency in its accounting procedures and is
presently attempti.g to correct it. Because of this situation, we have been
unable to estimate the true operating costs of the SIMME program. MNonetheless,
there have been studies performed based on SIMME’s published figures on the
number of MEs it intends to .erve. Taking SIMME’s stated goal of extending
loans to 40,000 microentreprencurs by December 31, 1990, the Banco de Guatemala
calculated its own projection of the true administrative costs of the SIMME

program as Q287.55 per loan.'®

Decapitalization and dependency; SIMME’s dilemma

Decapitalization and/or perpetual dependency on outside donore (Jre
fnevitable until and unless a loan program raises its interest rate to cover
its administrative expenses. The SIMML program appears to have built
decapitalization into its financial structure. It already has decapitalized
twice, once around March and the second time beginning July 17 through the
present. This decapitalization will continue to occui periodically, whencver

donor credits and grants "get caught in the pipeline.™ In turn, such instances

6 Banco de Guatemala,"Adendum al Documento Flujos de Caja Operativos -
Programa Hacional de Fomento de la Microempresa, Opcion H." Guatemala
(mimeo), December, 1987. Administrative costs of the NGOs were fiqured at
Q11,414,000; payment to INTECAP for training courses was estimated at
Q30,000; a study by SIMML of the identification of MEs (which apparently has
not been performed) was budgeted at Q65,000; advertising/promoticn was
projected at Q100,000; and BANTRAB’s purchase of computers and work materials
was figured at Q123,000. This gives the total of Q11,732,000 alluded to
above. Divided by 40,800 loans, the maximum achievable under completely
idealized conditions, the administrative cost per loan comes out to be the
Q287.55 figure alluded te in the text above. In contrast, Lic. Fernando
Rivera, in personal communications, told us that SIMMY believes that thefr
administrative costs are Q0.16 per Q1.00 loaned. (They are not, however,
really sure about this.) Translated to the average loan size of
approximately (3,500, SIMME’s estimate works out to (560 per loan. Clearly
more work is necded.
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of decapitalization have and will continue *o cause a lack of confidence by ME
loan applicants, frust-ation by Asesores and their administrators alike, and

bottlenecks in BANIRAE and the Credit Committee.

In the short run, SIMME’s full administrative costs potentially will be
paid out of the plethora of loans and grants from a wide array of international
donors for which SIMHME has applied. In the long run, however, as noted above,
the potential self-sufficiency and survivability of the project is linked to
two factor<: (1) determining SIMME's true operating costs; and (2) raising the

interest rate charged to & point sufficient to ensure cost recovery.

At the same  time, ft is  dmportant to point oul that the
microentreprencurial scctor does not have access to loans from conmercial
banks. The actual competition faced by SIPME i either loans from relatives or
friends for which little or no interest 1o charged, or loant from the
professional . oney lenders.  The latter, according to variovs anformants, are
currently charging between 15 and 25 percent per month for loans of 20 to 55

days in lenqth.

CONCLUSIOH: The present interest rate charged by SIMMLC (14 percent, soon
rising to 16), i4 currently pegged to the commercial bank rate and seens to be
fnsufficient to cover fall adnrrstrative costsa. ol data are not presently
available to aveertain eather gperating cowty or how much inceme may  be
expected from Toan recuperation, aned the STEME S twdy noa Loy Tauncned may not

reflect appropriate accountng procedures without guoode help,

RECOMMENDATION IVA: et up an appropriate accounting procedure within
SIMML to be able to detwamine Uroe administrative costs. Out<ide technical

assistance would Leem to be highly desirable in this matter,
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RECOMMENDATION IVB: If the preceding study reveals that SIMME’s interest
rate is now insufficient to cover its current and projected administrative
expenses, then the rate should be raised in a gradual series of steps until it
reaches equilibrium level. (Raising the rate in a series of steps should help
minimize resentment on the part of the MEs and limit the political damane

caused hy thic action.)
V. INDICATORS: THE URGENT NEED FOR MONITORING, EVALUATION AND TRAINING

When it is taken into account that less than one vear ago, few of those
involved in SIMME or the six HGOs had prior experience in or knowledge of
microenterprise credit projects, the »rogress of the program is remarkable.
Pressured by the way the "goal of 60" has been forced into the first six months
of the year, Asesores have presented some 2,000 cases to the Credit Committee.
And ailthough problems of integration remain (as will be discussed in the
section on Inteqration bLelow), the SIMME prograii 2lready has achieved more
coordination and inter-institutional cooperation than is the case at the end

of project for many so0-called "Integrated Rural Development” efforts.

In one sphere, however, they appear to be "reinventing the wheel" - and
too slowly. This is occurring in the urgently nceded area of indicators,

monitoring and evaluation.

Rudimentary attempts_at _monitoring without computers

The urgency of the need for the [GM PC-type computer Just received by
SIMME (with UNDP funding and <till minus its monitor, at this moment, however)
may be gauged from the fact that currently all of the roughly 2,000 loan cases

presented to the Credit Committee are at present sitting on shelves in a SIMME
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closet. There, files repose in the chronologizai order of the week in which

they were presented to the Credit Committee, with some separation by NGO.

But computerization cannot be undertaken without a firm understanding of
just what indicators are needcd to provide timely and appropriately analyzed
data for the successfu. operation of the program. And, at present, this
understanding is in quite a rudimentary state. To be sure, SIMME has several
internal documen:cs specifying procedures for monitoring and evaluation, and it
does attempt to track a small and disparate group of indicators. Yet, as one
informant remarked, "we are all children here" [when it comes to learning about

the proper workings of an ME credit project].

The ucqent need for comptterization

At this point, only one of the six NGOs has a computer: FAPE. It, too,
is of the IBM PC type. This enables it to track more of its internal
operations than is the case in other NGOs. The other NGOs have been waiting
for funds from ID3. At this moment, substantial amounts are "in the pipeline"
for both FAP: ($470,000, of which $70,000 is for technical support) and ADESCO
($358,000, of which $58,000 is for technical support). But the "pipeline" is
exceedingly long. rne most optimistic IDB estimates, per Lic. Hugo Rios, put
the arrival of the funds in late October. A more likely date is eariy 1989,
perhaps January. The other four NGOs also have funding requests pending (a
grant of $500,000 to be divided among them, plus $100,000 apiece in technical
assistance). These, however, are in such an early stage o the IDB funding
process that it is not even possible to calculate a realistic date for the

receipt of these monies.
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Meanwhile, the number of loan cases each NGO is processing is rising
dramatically, while their capacity to process - and analyze - their "paper

trail" becomes ever more problematic.

Yet, the urgent needs of the NGOs pale beside the problem of BANTRAB’s
Comisiun de Fideicomiso. Currently, they have to queuc up for the Bank’s
mainfra.c computer every time they need a run. They have highly skilled and
motivated managers - especially in the persons of Haydee de Cano, chief of
collections, and Lic. Adrian Cifuentes, the head of the Fideicomiso unit. With
them, every one of our requests was attended to with speed, accuracy and good
will: no one was able to provide as much information on as short a notice as
they. But in order to do so, they had to supplement already-generated computer

data with hand processing - and typing - of reports.

There is no question that they urgentiy need their own IBM PC-iype
computer,’” but would make best immediate and beneficial use of it only if they
were also given technical assistance on the types of indicators and software

that are best suited to a microentrepreneurial credit project.

This is the crux of the issue: all parties urgently need IBM PC-type
computers now (vs. sometime next year). But none of them have a clear idea of
what sorts of indicators or programs/software packages they need. Without

outside assistance, they will eventually stumble forward, "reinventing the

17 BANTRAB is one of the intended beneficiaries of another IDB project
currently "in the pipeline," according to Hugo Rios. He expects preliminary
approvals, pernaps as early as late September, 1988, for $1.1 million to be
divided among SIMME, INTECAP and BANTRAB. BANTRAB is to receive $400,000,
which clearly would cover the costs of computers, and is also intended to
hire an international expert in bank credit and several local experts. It is
not possible, however, to estimate how soon these funds would be forthcoming.
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wheel." But the process could be greatly smoothed for them if they had access

to already-expert guidance in these areas.

The need for specialized outside technical assistance

Fortunately, thanks to the proliferation of microenterprise credit
projects around the Third World since the early 1980s, standardized
methodologies, computerized indicators and specially tailored monitoring and
evaluations systems already have been deveioped. Efforts such as the ARIES
program are one exarple. In Latin America, however, the most experienced and
widespread model is that of Accion International/AITEC. Even more to the
point, it recently has begun operations in Guatemala and already operates
credit projects in both Guatemala City and Quetzaltenango, with plans to expand

throughout the country.

Accion International/AITEC deals with all sectors of the
microentrepreneurial group - not only producers and providers of services, but
also those engaged in commerce. Indeed, its operations are heavily weighted
toward the commercial sector, and its programs reach .11 the way down to
ambulatory vendors and petty market sellers (these, rather than receiving
individual loans, are organized into "Solidarity Groups," whose members provide
a mutual guarantee of each other’s loans).'® In short, the organization’s
programs overlap those of SIMME, but are more complementary than competitive.
Even on these grounds alone, Accion International/AITEC would be o natural
choice for the sort of immediate technical assistance so urgently needed by the

institutions participating in the SIMME program.

® The "Solidarity Group" mechanism of a joint guarantee, it should be
mentioned, is somethiny that might prove useful to the SIMME projoct. Severe
difficulties have already been encountered in obtaining cosigners, especially
for poorer MEs who may not have intimates with permanent, fixed-income jobs.
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Accion International/AITEC enjoys still other advantages, which make it
even more relevant as a possible source of technical assistance. First, it is
completely computerized, and has developed a series of indicators and a
methodology of analysis specifically designed for the microentrepreneurial
sector. Second, it has experience in the design and implementation of
integrated monitoring and evaluation systems. Third, in the person of its
dynamic Representative for Guatemala, Lic. Mirtha Olivares, Accion
International/AITEC has a key resource who already has been called upon by the
SIMME project to provide orientation and training. Thus, cooperative working

r2lationships already exist.

Morecver, Accion International/AITEC’s loan procedures - aver and abhove
its expertise in indicators and in monitoring and evaluation - may offer
beneficial ideas for the SIMME program. The possibility of adapting Solidarity
Groups already has been noted. Of equal or greater importance, Accion
International/AITEC’s standard operating procedures (1) recycle its portfolio
much more rapidly than is the case with SIMME (in most of its projects,
approximately 3.5 times a year), (2) stay "right on iup" of arrearage,
calculating it from the very first dav past the payment due date, and (3)

provide various forms of insurance on its loans.

In addition, as a privately funded organization that does not have access
to as wide and generous an assortment of international donors as has been the
case with the SIMME program, it must cover its full operating costs. This is
done on the basis of smoothly functioning accounting procedures that determine
a realistic interest rate. Currently, it is charging 2.5 percent per month,

30 percent per year, without any difficulty in attracting ME loan applicants
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for its Genesis Empresarial project. And, to reiterate, Accion
International/AITEC’s final advantage is that it is located right here in
Guatemala City, is experienced in providing outside technical assistance to

emergent ME credit projects, and could be available immediately as it has

operations already established in Guatemala.

Despite its wvarious advantages <cited above, however, Accion
International/AITEC is not the only possible entity that could provide
technical assistance. The advantages of timely intervention, appropriate
software, etc. must be assessed by SIMME and the various donor organizations
against other possible criteria they may wish to stress. Thus, the dbove

discussion is not meant to be a unilateral endorsement that precludes

consideration of other providers of technical assistance.

Indicators: Who Needs What?

It should be noted that although SIMME sees itself as completely dependent
on BANTRAB for many kinds of needed information (e.g., the data on arrearage,
number of loans disbursed, rate of recuperation), BANTRAB sees its role vis-a-
vis SIMME in an entirely different light. As Lic. Cifuentes told us, BANTRAB
is happy to generate those data specifically requested by SIMME but does not
decide which data should be collected or which indicators should be utilized.
This, to them, is SIMME’s role. And so the circle is complete. BANTRAB looks
to SIMME and SIMME looks to BANTRAB. Neither is happy with the current
arrangement. Morecover, SIMME admittedly does not have a clear idea of the

specialized indicators that are most useful for an ME credit project.

C-1277.002 - 28 -



tions for indicator

It is

not our role to provide a blueprint by which SIMME will collect and

analyze data. The provision of an appropriate set of indicators should be the

result of

a joint, participative process involving an outside technical

assistance entity and all institutions involved in the SIMME program.

Nevertheless, a few indicators are self-evident enough to serve as examples.

C-1277.002

Arrearaqe _indicators and predictors: these include the appropriate

definition of arrearage, and such predictors as sex, size of loan,
sector of economic activity of the ME (rama de actividad), seasonal
nature of the business, degree of market saturation, proportion of
loan granted for machinery, raw materials and working capital,
technical assistance and follow-up granted, timing of loan in relation
to business cycle of the enterprise, etc. (At some future point,
these and/or other appropriate indicators of arrearage should be
further explored via a multiple regression anzlysis, a simple program
included on most statistical analysis software packages such as SPSS,
SAS, and so on.) There are two reasons why these indicators are
especially important: (1) to better monitor and minimize arrearage,
and (2) based on this information, to be able tv determine at which
points an ME can make best use of technical assistance and funding
so that arrearage need not arise or can be promptly corrected. A

vignette illustrates the current lack:
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One ME, who has been nicknamed "Topollillo," sells
flavored ice creams from an ice chest mounted on a
bicycle cart. He received a loan for Q3,100 (he had
rcgucsted only Q3,000) back in February. But because
he was turned down for a six-month grace period, he
fell into difficulties. He claims he found that the
loan didn’t cover the full original Plan of Action
because raw material prices had risen. (He was to have
bought bicycles, a large freezer and raw materials,
and hired two assistants.) So he decided to use the
money to raise chickens. Had he been given the grace
period, this would have carried him through the time
wher they began laying, he said. Unfortunately, with
no grace period, and supposedly, "no money for the
down payment on the chickens," he didn’t get them
until late May. They are still three months short of
laying and he is already one month behind on the loan.
His first Asesor never visited him directly after the
Toan was disbursed to get wind of all the changes -
their two subsequent contacts were accidental. The
first Asesor was transferred some months after
disbursal; the second has not visited him. To us, his
multitudinous money-making plans lock like a house of
cards all predicated on a whole series of events
working out in a smooth and tightly timed sequence.
The analysis of his business and assets, as revealed
in his file, was superficial (the forms do not promote
deep analysis, as further discussed below). The
Asesor, who had known him for years as an ice cream
vendor in the Terminal Market, may have slanted the
paperwork to facilitate the loan, but we were
surprised that it passed several levels of review.

Still, "Topollillio" 1is an engaging and highly
enterprising fellow. Had he received immediate and
continuing follow-up, his loan might have "worked."
As it is, he is one month behind (we suspect that he
made previous payments from the loan itself), and
expects to have a hard time making any more payments
for the next three months until the hens t2gin laying.
Yet, as he states: "I am a fighter ...one way or
another, [ am going to make it. Since 1 am
uneducated, 1 cannot take any other path than fight.
But I am a man and want to progress.”

The need for a monitoring and evaluation system

A1l of the above suggestions on indicators should be combined into an

integrated monitoring and evaluation system. There have been two valuable
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internal evaluations of the SIMME program (even though most of the
recommendations have not been closely followed). But these are not enough.
The program needs a system that would integrate indicators, a pianned series

of studies, and managerial actions to operationalize "lessons learned."

For one thing, a mid-term evaluation should be undertaken during the
period between January and September, 1989. This should cover the first data
on impact of loans and should involve a scientific sample survey of MEs,
stratified by such dimensions as size of business, sector of eccnomic activity,
and gender. It also should include a more detailed study of arrearage, the
effects of technical assistance, and the extent to which SIMME and the
participating NGOs are overcoming the problems outlined in this and the
previous internal evaluations. By this time, enough data will have been
collected to provide fer a study that should be useful from both the scientific

and the project planning standpoints.

Finally, the system of monitoring and evaluation should make provision
for a final evaluation, in which the program would be evaluated in terms of

its objectives.

CONCLUSION: Considering the recent genesis of the SIMME program, its
progress has been impressive. But the need is urgent for IBM PC-type
computers, and immediate technical assistance to design an integrated system
that would encompass computerized indicators, training of users, and a
systematic monitoring and evaluation program that would endure for the life of
the project. If this is not done in a timely fashion, there is a great
fotential for the institutionaiization of an inefficient, 1nadequate and

perhaps erroncous system of indicators, monitoring and evaluation. Moreover,
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the lack of timely technical assistance will result in the spending of scarce
time and resources as SIMME "reinvents the wheel" to develop its own system of
indicators, monitoring and evaluation suitable for a microentrepreneurial
credit project. To wait for IDB funds could further hinder program
improvements and defeat plans for "massification” (i.e., granting of loans to

large numbers of MEs).

RECOMMENDATION V-A: Funds should be allocated for the immediate purchase
of IBM PC-type computers, a full set of appropriate software programs
(including spreadsheet-type, database and statistical analysis packages), and
training in their use for SIMME and all NGOs not now having these, along with

the Comision de Fideicomiso of BANTRAB.

RECOMMENDATION V-B: Funds should be allocated for the immediate
contracting of appropriate technical assistance to aid SIMME, the NGOs and
BANTRAB arrive at the most suitable package of computerized indicators, and an

integrated monitoiing and evaluation system.

RECOMMENDATION V-C: Because of prior experience, the possession of a
proprietary system of computerized monitoring and evaluation indicators
specifically designed for microentrepreneur credit projects, and immediate
propinquity and availability, it is recommended that funds be made available
to immediately contract Accion International/AITEC, via its Representative,

Lic. Mirtha Olivares, to undertake this technical assistance.

RECOMMENDATION V-D: In order to help the SIMME program with "mid-course
corrections," and to extract "lessons learned" for future project planning,
the following sludies are recommended: (1) a mid-term evaluation, to take

place sometime during the period January-September, 1989; and (2) an end-of-
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first phase and impact evaluation, in terms of the project’s overall
objectives, to take place after the completion of the initial three year scope

of the present program (scheduled to end December 31, 1990).
VI. TECHNICAL ASSISTANCE AND TRAINING

When the SIMME project began, only ADESCO and FAPE were already in
existence and had any direct contact with urban microentrepreneurs. For most
of the NGO directors, and virtuzlly all of their newly hired Asesores and
supervisors, the SIMME program was their first exposure to the microenterprise
sector. Thus, the program was faced with an immediate dilemma: how were these

people to be trained?

INTECAP’s efforts at training

INTECAP is an academically-oriented vocational training institution that
has had previous involvement with small and medium-scale enterprises in
Guatemala. Prior to SIMME, however, it had had no experience whatsoever with
the informal/microenterprise sector. In fact, its expertise has been almost

wholly confined to formal sector firms, primarily in the manufacturing sector.
raining the Asesores

According to INTECAP officials, when it was asked to provide training for
the first-hired group of Asesores, it turned to HODE - Hogar y Desarrollc - a
foundation that was providing a modest credit program to MEs. HODE was
requested to help INTECAP develop and run a training course for the Asesores,
but the two institutions were unable to agree on financial arrangements. To the
officials’ dismay, INTECAP was left, at the last minute, with a training

assignment in a field about which it had no prior knowledge.
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Somehow, an 88-hour training course was carried off. But except for two
half-days on Saturday, all of it was theory - mainly a recap of business
administration, accounting, etc. aimed at small and medium-scale firms. Since
the Asesores were mostly university students of business administration,
auditing and economics, with some industrial engineers, they already were
familiar with this material. Asesores’ evaluations of the first INTECAP course
were uniform: all viewed it as essentially irrelevant to what they soon
discovered they needed to know about MEs. One Asesor summed up INTECAP’s

approach by saying: "They had no idea what a microentrepreneur even was."

The second INTECAP training course, a 100-hour effort to orient the
second-hired group of Asesores, had one major advantage: the first group of
Asesores gave practical, on-the-job field training to the second. The second
group of Asesores spent a half day learning theory, and the other half day in
the field with the first group. They were uniformly appreciative of their
field training, but felt that the academic/theoretical content of the course
was (once again) largely irrelevant to their needs. It should be noted that
INTECAP officials ruefully agree with the above assessments of their lack of

knowledge of the microentrepreneurial sector and their training shortfalls.

Occupationally specialized ME training

In an attempt to get closer, direct contact with the MEs, a "grass roots"
training approach has just been initiated by INTECAP. These are the
"productive Saturdays" (sabados productives) in which occupational groups of
MEs are given specific technical training in their specialties. Time pressures
precluded our attending'the preram for carpenters that was held during our

field research. This was the second "productive Saturday;" the first, in which
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shoemakers were given instruction in gluing on innersoles, was held at the
beginning of August. If successful, such a training effort would represent a

departure from INTECAP’s hitherto top-down approach to training.'

It also could represent the first step toward the formation of
occupationally-based trade groups of MEs. Thus, MEs from different zones of
the city who have come together to roceive "productive Saturday" training could
potentially be encouraged ‘o form wholesale buying groups, cooperative
marketing/promotional associations, or - ultimately - full-fledged trade
associalions in the major "branches of activity" - «clothing manufacture,
shoemaking, etc. (An alternative to a top-down tiraining approach is discussed

in the Recommendations, below.)

In light of the above, INTECAP’s ultimate potential as a training
organization is uncertain. Therefore, we have no comment about the fact th:*
INTECAP and SIMME still, as of August 24, 1988, have not yet formalized their
relationship or developed a specific work plan (i.e., that INTECAP should
direct training efforts involviny Asesores and Mts alike). We feel, however,
that INIECAP should not be Lhe sole agency providing training for the nroject.
SIMME shares this opinion, since it has used various other organizations for
specialized training (e.qg., the Hans Seidel Foundation for a 40-hour course for
20 selected MEs, INCAE for a group dynamics exercise known as "organizational
mirrors”). Additionally, SIMHME’s management seems rather uncertain as to what

INTECAP’s role should be.

' One Asesor stated that an Asesor had to be used as a "translator” for
the INTECAP trainer, because his lanquage was too technical for the MEs to
understand. We had no time to verify this claim, but it is not incongruent
with the previous assessments on INTECAP. Part of the difficulty seems to
involve the great gap in social class - and credentials - between INTECAP's
academically-oriented trainers and the MEs.
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The APA (Apoyo en Accion) Groups for MEs

Presently, SIMME is ambivalent about INTECAP and has not yet begun any
system.tic «ffort to insure that Asesorces do onc-on-one follow-up with MEs,
Instead, its big pu.k has been to establish a different Kind of training entity
for MEs, the APA group. Cach Asesor is supposed to form several of these
groups, composcd of 15-20 Hbs cach - all of them Toan clients or aspiring loan
clients of the Ascsor in question. Toese groups are supposed to meet every 15
days (unlews the group decides on a different trequency - see below), noorder
to discuss common prevlesys and receive sare quidance from the Acocwor, (Some
of the Asesores have received training in o oup dynamics, and the soctal workers
are attempting to help orient others. but thus far, Avesor preparation for this

additional role has been spotty, at best.)

The Asesores at the six NGOy vary greatly in the'r enthusiasm about APA
groups. One NGO has embraced them enthusiastically - ADESCO - while another
- FAPE - is highly skeptical after poor initial results. Avesores at two other
NGOs (FUNDESEM and MICROS) are closer to FAPE than ADLSCO in their Current view
of APA groups. "It’s too soon to say,” summarizes the reacticn of Asesores at
FUNDAGUATEMALA and FUNDEMIX, which have bequn to form their qroups only in

recent weeks.

At a special group meeting with 12 Asesores (two chosen by ~ach NGO),
there was conuensus that Asecores and M hat different conceptions  9out the
purpose and nature of the AP groups.  According to these Aseqores, most Hbs
seem to be expecling conc ete Uraining aid actual clasees about husiness
procedures.  But the Acewores’ view (mparted Lo them by STEME) 14 that the

APA group is a vehicle for Mis to resolve indiv dual business problems through
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group process. Indeed, SIMME’'s idea is that within 3-4 months, these groups
will have "taken off" to the point where they will no longer need an Asesor to
guide their interactions. But the Asesores wonder what will happen to the MEs
if their Asesores are too pressured to provide individualized follow-up, if
their APA groups are supposed to become self-sustaining in such a short period,
and if therc are nu other vehicles for continued technical assistance and

oversight through the life of their loans.

A< previously mentioned, we conducted group meetings with all the Asesores
in each NGO, over and above the group meeting with the 12 Asesores notied cbove.
None of the 60 Asesores views the APA groups as a complete substitute for
individualized, direct contact with the MFs, but given the pressure on them to
"wa¥e their 60," they sece their potential to become a de facto replacement for
one-on-one contact. This they find worrisome, since they feel that few MEs are
used to participating in group processes and they see a rapid attrition. (In
fact, many Asesorcs stated that their groups had shrunk by perhaps 50 percent
after the first couple of meetings. One ML, a FAPE client, told uc that her
Asesor had invitud 20 MEs to an APA group meeting, but only three people showed

up - and the Asesor wasn’t one of them.)

In contrast, the administrators of their HGOs are much more sanguine about
the use of APA groups to provide training, guidance and follow-up services to
MEs. They also see the APA groups as giving orientatica to potential loan
applicants, who, in theory, would be receiving training even before their

papervwork was submitted to the Credit Conmittee,

Given that the overall Asesor opinion of APA groups was so much less

positive than that of their superiors, we were pleased to attend the meeting
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of an ADESCO group, at the invitation of one of its "informal leaders" (a
shoemaker who was one of eight MEs selected by the six NGOs to meet with us in
a round table discussion of the SIMME program as seen from the loan recipients’

perspective).

Don Jgse Manuel’s APA group. The APA group met on the Monday of a
three-day holiday week-end, in the neat, well-1it and spacious
workshop of its shoemaker-leader. A total of 13 people were in
attendance. Later, we learned that three of the 13 were not yet loan
clients but had come at the suggestion of friends who already had
received loans. The meeting began with a spirited discussion about
the group’s need to increase the frequency of their meetings from
once a week to twice a week. This idea was adopted, with great
enthusiasm. The group also discussed plans to participate in various
fairs in the Guatemalan interior, as well as the upcoming national
ME Fair. They also moved forward on plans for a group bus trip to
Honduras to sell their products; they would have to pay Q40 each for
the ADESCO-arranged bus. This led into a discussion of various
ingenious devices to increase group members’ sales. One member
proudly displayed two copies of the mcckups for a planned monthly
promotional bulletin. They have named their APA group - Artesanos
en Accion (Artisans in Action) - and the name is prominently
featured. (Both mockups are included as Appendix B.) The Asesor
offered nothing more than logistical support: all nrlans - as well
as infectious enthusiasm and good humor - came from the MEs
themselves. Clearly, this is a still-atypical, but ideal, APFA group.
This sort of group demonsiraies the potential for a different kind
of "multiplier effect" from that envisioned by the SIMME program:
a bottom-up grass roots effort by the MEs themselves to develop their
businesses and group ties while expanding the program.

One unanticipated benefit of the APA groups is that they may help the
Asesores to further deepen their understanding of the world of the MEs. Little
by little, the Asesores have come to know - and deeply identify with - their
ME clients. They are increasingly aware of the social as well as economic
constraints that affect their lives. Slowly, the Asesores are acquiring a
preliminary idea of the bewildering array of specific technical, business
cycle, credit and sociooconomic  details that characterize each
microentreprencurial occupation. They admit, however, thuat it is impossible

for them to become equally expert in the _pecifics of clothing manufacture,
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carpentry, shoemaking, beauty salons, metalworking, furniture-making, etc.

And yet they have clients in each of these activities.

Even more troubling to them, the Asesores are called upon to make detailed
analyses of each of these types of businesses in preparing a potential client’s

loan application and Action Plan.

The BANTRAB Analysts’ Urgent Need to Learn About MEs

But if the Asesores have problems with the intricate details of the
various businesses engaged in by their ME clients, consider the case of the
BANTRAB analysts. They have to review the paperwork submitted by the Asesor,
and then have to make their recommendations about granting - with or without
modifications - the requested loan. Although the BANTRAB analyst is only one
of the three members of the Credit Committee (a SIMME representative and a
representative of the NGO in question complete the group), he/she has the

dominant voice in decisions about 1oan approval/denial and specific terms.

Yet the six BANTRAB analysts work in a windowless room without provision
for any training whatsoever in the world of the MEs. "“They don’t know the MEs

on the streets," we were frequently told. We were also told by an NGO director
that "BANTRAB doesn’t see the social aspects [of the MEs] that we see, only the
numbers." In addition, many Asesores made comments to the effect that “'the
Bank analysts don’t identify with the program, only with the numbers." The
numbers they go by, however, are based on criteria that they learned for
servicing small and medium-scale businesses - criteria that may be irrelevant
for microenterprises. HNo guidebooks or manuals have been developed which lay

out the business parameters that affect each one of the major "branches of

activity" in which the MEs are engaged.
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Initially, this made for some bizarre decisions by the analysts.
Especially in the first months of the program (recall that the first loans were
disbursed February 9, 1988), analysts made decisions that were deemed
incomprehensible by virtually all Asesores. Analysts were Tlikely to:
disapprove what seemed to be an especially strong loan application; grant
another one in full (or even increase it), despite apparent deficiencies in
the ME's capital base; cut out the raw materials component of a third; disallow
one of two machines requested in a fourth (and often, the key machine,
according to the Asesores); cut or reject a grace period needed by a business
which would not be able to realize immediate returns on new machinery; reduce
or increase the number of months constituting the term of the loan - and hence
the amount of the monthly payments, etc. NGOs and Asesores were often
frustrated or infuriated by the seemingly arbitrary changing of terms by

BANTRAB personnel.

Defensively, the Asesores soon learned to "psych out" the analysts’
apparent criteria. They discovered that the analysts vastly preferred
machinery and construction to raw materials and working capital. They
discovered that the analysts liked businesses that were established for a
number of years. They discovered that the analysts preferred cosigners with
fixed-wage jobs whose salaries could be quickly garnished in case of default.
Soon, the Asesores were presenting paperwork that played to their perception

of the analysts’ preferences and personal idiosyncracies. After all, the
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Asesores were under continual pressure to "get their 60," and they needed

approved loans.?

As the result of a wage dispute, all the BANTRAB analysts resigned en
masse in June. They were replaced by a new cohort, which has been promised a
raise (soon) to a salary more than double what their predecessors made but
little more than half of what the Asesores get for approximately equal
educational backgrounds. The Asesores have had more success in slanting their
loan documents to the new group of analysts, based on their exasperating

learning experiences with the first group.

But a basic problem remains: the analysts have no "street knowledge" of
the MEs. They have no specifically ME-based theoretical or empirical grounds

for the loan approval criteria they apply to microentrepreneurs.

One last topic remains before this section can be brought to a close: one-
on-one training and technical assistance that the Asesores strongly feel they
should be giving to the MEs. And this problem also proves to have a
relationship to the Asesores’ need for further detailed knowledge about their

ciients’ diverse business operations.

Lost in the Race for the 60: Technical Assistance to MEs

Actually, this issue has been mentioned above, in our discussion of the
Asesores’ complaints about “quantity over quality." They believe

wholeheartedly that they should be making follow-up visits to individual

20 Ipn a few rare instances, BANTRAB analysts may make a field visit to
resolve ambiguities about the paperwork concerning a particular loan
applicant.
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clients. But they wish to do so on an "as needed" basis. Thus, neither the
present situation - where virtually all post-loan contact with the ME is on a
"catch as catch can" basis - nor SIMME’s proposed new standard of twice monthly
individual visits with each client - meets with the Asesores’ approval. They
feel that the mechanical application of a twice a month requirement would not
take into account their professional expertise in deciding which ME need: at
most one and which needs four or more visits a month at particular stages in
the 1ife of the loan. They also feel that they should be able to provide more
specific orientation and technical assistance in both the common business
problems of their MEs and the specific difficulties encountered by individuals
or those engaged in a particular trade. They are prevented from fully
fulfilling this role not only by their-current lack of time, but also by their
present lack of training in the details of the main ME "branches of activity"

(ramas de actividad).

CONCLUSIONS: At the beginning of the SIMME program, almost none of the
principals had any "real world" knowledge about the microentrepreneurial sector

in general or its component trades in particular.

INTECAP is still struggling to find a training modality that can teach
both Asesores and MEs in realistic terms. Their latest effort, "productive
Saturdays," is the first SIMME program venture to unite MEs practicing the
same trade. In addition to providing training, such efforts could potentially
lead to: (1) MEs taking advantage of ecconomies of scale via wholesale
purchasing and collective marketing, (2) the formation of trade associations

in the MEs’ mcijor "branches of activity," which should enhance both their image
and influence, and (3) the strengthening of democratic pluralism in Guatemalan

sociely.
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Little by 1ittle, the Asesores and their supervisors have acquired first-
hand practical knowledge about, and deep emotional identification with, the
MEs. Still, they admit that they are deficient in their knowledge of the many
businesses in which their clients are engaged. The BANTRAB analysts have had
little opportunity to get any "real world" knowledge about the MEs or the basic
parameters of their businesses; for the most part, their contact with the MEs
is through the numbers on their loan applications. Incomplete knowledge
prevents the Asesores and their supervisors from giving the best technical
assistance and service to the MEs. And insufficient knowledge prevents the

BANTRAB analysts from making the best decisions on loan applicitions and terms.

What clearly is needed is a training device that uses the MEs themselves
as resources to teach the Asesores, their supervisors and the BANTRAB analysts

about their lives, business cycles, and primary constraints.

RECOMMENDATION VI-A: [INTECAP’s role should not be formalized or expanded
until it demonstrates that it has acquired both the expertise and the
methodology to facilitate bottom-up training thut deals with the "real world”"

needs of both the MEs and the Asesores.

RECOMMENDATION VI-B: The possibility of fomenting trade associations for
the MEs’ major "branches of activity"” should be explored. Whether this should
be done using INRTLCAP's occupationally-specialized "productive Saturdays" or

some other vehicle should be a specific focu, of such exploration.

RECOMHMENDATION VI-C: For APA groups to succeed, (1) Asesores need more
training in group processes and facilitation, (2) there can be no arbitrary

cut-off date for the groups to become self-directing; rather, this should be
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based on each group’s individual characteristics and performance; and (3) the

APA groups cannot be used as a substitute for Asesores’ individualized follow-

up to ME loan clients.

RECOMMENDATION VI-D: More time, and careful monitoring, are needed before

it can be determined whether APA groups are viable and effective.

RECOMMENDATION VI-E: The "learning curve" of the Asesores, their
supervisors, and - especially - the BANTRAB analysts can be greatly accelerated

by using the ME’s themselves as trainers. Workshops should be organized for

each of the major "branches of activity" (ramas de actividad) in which the MEs
are engaged, using selected MEs as facilitators/instructors. The specific
content to be covered (for each branch of activity) should enccmpass: the
business cycle and seasonality for the activity in question, prevailing patterns
in the use of cash vs. credit, the proportion of microenterprise assets
typically embodied in machinery vs. raw materials vs. working capital, the
traditional marketing channels - and their degree of saturation, labor

characteristics, etc.

RECOMMENDATION VI-F: Out of each of these ME-instructed workshops, a
guidebook or manual should emerge. This manual will have several functions
for Asesores, supervisors and analysts: (1) it will better refine the loan
application process, 50 that the specific amounts requested for machinery, raw
materials and working capital, d4s well as the detailed Plan of Action reflect
the realities of the particular business involved; (2) it will permit a better
and more exact determination of the optimal time of vear that loans should be
disbursed for specific economic activities to maximize the business-enhancing
value of the funds, and (3) 1t will enable Asesores to provide better-tailored

technical assistance and follow-up to loan clients.
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VII. ORGANIZATIONAL INTEGRATION AND COMMUNICATION

This section deals with the progressing, but still imperfect, state of
affairs in which the six NGOs, SIMME, BANTRAB and INTECAP find themselves with

respect to internal and external integration and communications.

First, all participants are to be congratulated for having achieved a
workable degree of integration that is permitting the project to move forward
wi'hout major organizational logjams. The desire to integrate activities is
evident. And already, in a project only a few months old, a higher degree of
integration has been established among the nine major participants than is
found in a number of "Integrated Rural Development" projects involving fewer

organizational actors at the end of their project life.

Having said this, we would like to point out the "areas of concern" where

further work is needed: 1In outline these areas are:

External Inteqration

1. Each institution feels disconnected from each other and insufficiently
appreciated. Institutional actors have insufficient understanding of each
other’s roles and how these must be coordinated for the program to make the

best use of its resources in order to reac: its goals.

. SIMME feels pressured by its budget constraints - i.e., periodic
decapitalization and the constant need to generate donations; it also
feels pressured by the need to meet the numerical demands of a project

bent on "massification."
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The NGOs feel pressured by their limited budgets. They did not
receive enough funds to adequately equip their offices, and are making
do as best they can. (In one NGO, the office manager told us that
she makes the Asesores request permission both to obtain paper and
to make a phone call. She is aware that the Asesores actively resent
this but feels that they otherwise "would go through a whole stack
of paper in two days" and that her budget is so tight she has no

alternative.)

The NGOs also feel insecure about relying solely on SIMME as their
source of funding and are trying tc expand their donor and resource

base in order to insure their long term survival.

The Comision de Fideicomiso of BANTRAB feels isolated and doesn’t
seem to understand the social goals of the program; there is no

evidence that these were ever communicated effectively.

INTECAP is as unsure of its role as it is of its current ability to
provide comprehensive training vis-a-vis MEs. (In all fairness, its
director, Arq. Mario Hugo Rosal, states that Lhey are now learning
fast after having to start with no concrete knowledge base about

MEs.)

2. Despite the existence of coordinating groups, external communication

has not yet matured to the point of effective coordination of all the

organizati
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3. The recommendations of the coordinating groups have not yet been fully
implemented. For example, it has been recommended that each NGO should be
represented at coordinating meetings by its director for most meetings. Yet
there are foundations that frequently send personnel of lower organizational

rank.

4. Recommendations concerning organizational integration contained in the

two previous internal evaluations have not been fully implemented.

5. Although much progress has been made on the loan application forms,
they still repeat questions from one form to another, place too much reliance
on closed-end questions, and insufficiently differentiate between types of
businesses. Moreover, each NGO has developed its own internal forms which it
feels facilitate a more in-depth analysis of loan applications than do the four
standard forms developed by SIMME [these are (a) identification, (b) diagnosis,
(c) Plan of Action, and (d) cash flow]. Consequently, the SIMME forms tend to

be filled out in a mechanistic or formulaic manner.

6. The lack of common social and economic criteria in loan applications
and approvals is a problem all relt; filling this need would help promote

interorganizational integration as well as the program’s objectives.

Internal Communication

1. Most of the NGOs tend to autocratic, hierarchical administrative
systems that do not facilitate fluent and effective communication among the
various levels. In only one of the NGOs - ™“ICROS - was communication

characterized as "excellent” by all hierarch'ci! lesels,
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2. Specifically, although most NGOs hold periodic staff meetings in which
most ranks are represented, those in lower ranks feel that their expressed

opinions and suggestions rarely are taken into account in subsequent actions.

3. In three out of the six NGOs, Asesores specifically mentioned problems
of competition that inhibited group cohesion, horizontal communication and

morale. These were uniformly ascribed to the pressures of "getting one’s 60."

4. Internal communication deficiencies are such that, on the one hand,
NGO administrations do not feel that their Asesores "grasp the overall picture
and the organization’s administrative and budgetary constraints;" on the other
hand, the Asesores feel that the NGO administrators overstress the quantity

goals and do not sufficiently identify with the social goals of the program.

Asesores’ Working Conditions and Organizational Morale

1. The Asesores in all six NGOs stated that they work six days a week,
with average work weeks ranging from 65 to 80 hours per week. The mean is 73.7
hours. They universally attributed their exhausting, self-imposed, schedules
to the pressure of "getting their 60" - at the rate of 10 cases presented to

the Credit Committee per month.

2. The Asesores in all six NGOs uniformly resent that they are not
compensated for work-related travel expenses. For those using public
transportation (colectivos, etc.), this averages Q32 per month. For the rare
Asesor using his/her own car, this averages Q90 per month - partly because the

vehicle-using Asesor is pressed into "taxi service" on behalf of colleagues.
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3. The Asesores also voluntarily pay out of their own pockets for such
expenses as photocopying of documents while in the field, in an attempt to

expedite the loan application process.

4. NGO headquarters do not have sufficient office supplies and equipmeat:
specifically, there are not enough typewriters, calculators (most Asesores use
their own), staplers, forms, papers, and in one case, desks and chairs, to

accommodate all the Asesores.

5. The second group of Asesores to be hired were initially paid Q50 per
month less - for a probation period that was not imposed on the first group.

In most NGOs, this period of lower pay lasted two months and caused resentment.

6. The Asesores feel that, at Q850 per month, they are not being paid
enough.?' In five of the NGO<, all Asesores who were present at the time signed
a group letter to SIMME requesting a raise of Q400 per month. In the sixth
NGO, Asesores said that they agreed with the aims of the letter but preferred
to have their own director forward their request. (The letter was sent to Lic.
Fernando Rivera at SIMME on July 28, 1983; as of August 24, no reply had yet

been received.)

2! We were told, however, that as university students who had not yet
received their degrees (licenciado or ingeniero, depending on curriculum),
they would not have an easy time finding another job that paid more. Very,
very few Asesores, it should be noted, already have received their formal
university degree.
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Salary and Morale among NGO Social Workers and BANTRAB Analysts

1. Each KGO has one social worker. Recently, their salary was raised
from Q500 to Q750. They, too, state that they average Q32 per month in field
travel costs on public transnortation, and theyv, too, receive no reimbursement.
They feel that they should be paid at tee same rate as the Asesores on the
following two grounds: (1) their educational levels are adentical to those of
the Asesores, and (2) their job content has been Shifted, <o that they work
directly with the MLs on loan-related follow-up (vs. with theyr families on

social welfare issues).

2. The BANTRAR salary scales are extremely low.  The analysts, for
example, have about the equivalent le. 2l of educaticn (and in many of the :ame
majors) as the Asesores, yet they <till are besag paid only Q200 per ronth.
The effective date of theyr promesed rarse to 450 was nover clearly defined
to us. Just how serious a morale probles their waltary level causer can be
inferred from the fact that (1) the head of the Conson de Pideiconiso quit
his post in May (and became the supervisor with FUNDEMTX, which quickly ¢leared
up its backlog of unapproved loans), and {7) all sve analysts resigned in
protest in June and were replaced by o onew cobhort who were promised the still-
undelivered raive.

A_final Problem of fxternal Inteqration:  the Lack of

Graduation Proced, ey

1. Our interavews with infivideal MEs were heavily welghted toward the
"success storven, " an desoribed an VITE, below.  Accordingly, we obuerved the
problem of Mb- having used their teans ta vepand ther, businesses to the point
where they were potsed for turther dynanic growth, but now needed a level of

resources above STEMAL S maximun loan si2e,
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2. We also discovered that mechanisms did not yet exist to help these

successful
a higher m

funding fu

to a commercial bank if they opted to join the formal sector.

illustrate
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MEs "graduate." Some would need help from an ME program that has
aximum loan (e.q., HOGE); others needed creative financing advice on

ture expansion if they remained in the informal sector, and/or access

s the problem:

For Mary Vasquez, a ceramicist, the SIMME loan led to a
large increase in her scale of operation. With the money,
she was able to buy the "like new" kiln of an acquaintance
who was retiring; she also was able to buy in sufficient
quantity to obtain raw materials wholesale for the first
tim:. Oemand had never been a problem, even before the
loan when she sold exclusively out of the small showroom-
shop she had created at the front of the family home.
(They live on the main street of their zone.) But with the
higher production from her new kiln, she soon was dealing
with five clients who sold her inexpensive ceramic pieces
throughout the country. She hired more labor and now has
one man full-time, two boys who work nearly full-time
(except when they’re in school), and another youth who
paints ceramics half-time. In addition, she and her mother
work long hours in the business, which now fills every room
not essential for family living space. Ms. Vasquez is a
local Tlecader and family planning representative with a
bookkeeping background who previously worked in the public
sector. She turnecu a hobby into a business because working
out of her parents’ home enabled her to spend more time
with her 22-month old sen; she is now pregnant with her
second child. 1In fact, we were amazed, given her toddler,
that the living space was decorated with scores of her
delicate ceramic figurines - until the enterprising Ms,
Vasquez pointed out that cach had been glued down.

Ms. Vasquez has taker advantage of every opportunity
offered by the project. For example, she was one of 20 MEs
selected for the special Hans Seidel Foundation course in
administration - and one of five who finished (this was
because the 5-9PH nightly schedule proved impossible for
many MEs). She has qone from "buying my materials five
gallons at a time to buying by the ton, and enamel by the
quintal.” Bul sihe is at the limits of her current capacity
- she and her mother often stay up until 1:30 AM to fill
orders with her now too-tiny, too-slow kiln (which takes
five hours to fire and five hours to cool). What she needs
now is an ample commercial kiln that sells for 8,000 new.

- 5] -
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(A used kiln of this size goes for Q3,000-4,000 but it is
rare to find one in good condition - and with the kiln
operating to all hours in a house filled with sleeping
adults and children, the danger of fire necessitates that
any new kiln be as good as the one she has now.) SIMME
cannot help her with another loan and what she needs is
beyond the program’s upper limit of (6,000 in any event.
With the larger kiln and associated working capital, her
business could take off. She does not yet have much
likelihood of getting money from commercial banks but
thinks there are programs like SIMME at a somewhat larger
scale. What she urgently needs is "graduation help."

CONCLUSIONS: In general, the SIMME program is off to a good start despite
its large number of organizational players. Nevertheless, improved
coordination among and within all organizational actors should improve the
efficiency of the program, lower its administrative costs, and, probably,
reduce the proportion of loans in arrears. In addition, establishing
integration procedures to facilitate "graduation" of successful ME clients

could expand the effectiveness and scope of the program.

RECOMMENDATION VII-A:  More emphasis must be given to the existing
coordination mechanisms, especially the coordinating committees, and both their
recommendations and those of the previous - and present - evaluations wmust be

implemented within an agreed upon time period.

RECOMMENDATION VII-B: To speed the process of integration, the
coordinating committces should delincate time frames for implementation of
mutually agreed upon future decisions and heretofore unimplemented prior

recommendations.

RECOMMENDATION VII-C: After the conclusion of the special ME-facilitated
workshops for Asesores, supervisors and BANTRAB analysts and the production of

the resulting manuals or specific types of ME businesses, new meetings should
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be held. Their aim will be to explore and reach agreement within an agreed
upon time frame concerning the common criteria tha! will be used for loan
applicatiuns and approvals. Although participants will be more heavily drawn
from the upper administrative levels of concerned organizations, adequate

representation of Asesores and BANTRAB analysts must be assured.

RECOMMENDATION VII-D: An outside Guatemalan consulting group should be
hired to conduct a series of "organizational mirrors"-type workshops within
and among the constituent organizations of the SIMME program. The goals of
these group processes are to: (1) facilitate mutual understanding and
coordination of each others’ roles; (2) improve internal communication and
morale of each institution, and (3) promote participants’ recognition that both
integration and improvement of inter- and intraorganizational communication are

ongoing processes that must be consciously and continuously worked at.

RECOMMENDATION VII-E: Also following the special ME-facilitated
workshops, meetings should be held to further analyze the NGOs’ internal forms,
and refine SIMME’s standardized forms. The goals would be to reduce
unnecessary paperwork while promoting a more in-depth and better specified
analysis of each ME’s business and loan needs. Adequate representation of
Asesores and BANTRAB analysts, as well as upper management, must be assured.

SIMME should specify a time frame for this activity.

RECOMMENDATION VII-F. Concerning Asesores’ working conditions, our
previous recommendation on spreading out the achievement of the "goal of 60"
throughout the year should reduce the long hours they now work. Here, we also
recommend that they - and the social workers - be reimbursed for neceded work-
related travel and out-of-pocket expenses (we have specified average

expenditures for transport as a possible guideline for reimbursement.)
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RECOMMENDATION VII-G: Before thought can be given to hiring more Asesores
to process more loans, thought must be given to providing current Asesores with

sufficient office equipment and work materials to carry out their job.

RECOMMENDATION VII-H: Especially in light of the additional training that
BANTRAB analysts would receive if the foregoing recommendations were
implemented, the SIMME program would seem to have a vested interest in seeing

that the current analysts receive their promised pay increase.

RECOMMENDATION VII-I: Explore mechanisms and institutional linkages that
can be used to facilitate the "graduation" of successful MEs, and set a time

frame for accomplishing same.
VIII. [IMPRESSIONS OF THE MICROENTREPRENEURS

By mutual agreement between Laura Lindskog, the SIMME project officer in
USAID/Guatemala’s Private Sector Office, and ourselves, a stratified raﬁdom
sample was not drawn due to time constraints. Instead, (1) site visit follow-
Jps were made to five loan clients who previously had been interviewed by a
joint A.I.D.-SIMME team in June, (2) two ME group meetings were held, the first
with eight MEs chosen by the six NGOs and the second with 12 women MEs invited
by FUNDEMIX, (3) an APA group meeting involving 10 ME clients was observed, (4)
a group meeting was held with a small "control group" - five women MEs who were
friends of a project loan client, but who had not applied for their own loans;
and (5) additional site visits were made to nine MEs who were clients of all
but one of the foundations. Thus, in total, we spoke with 44 MEs who had
completed the SIMME loan application process and a tiny "control group" of five

MEs who had not.
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Needless to say, the 44 MEs were a highly selected - and presumablyv
unrepresentative - group. They were heavily skewed toward (1) success stories,

and (2) people whose businesses were in more accessible locations.

Some Impressionistic Descriptions of Successful MEs’ Patterns

1. Successful microenterprises created jobs, mostly occupied by non-
family members. Numbers of non-family workers hired ranged from one to six.
These MEs also were using more family labor, often on an informal, part-time

basis.

2. In all instances, the success stories stated that their families had
benefitted - by eating better. Eating more meat was specifically mentioned in

several such cases.

3. Clearly, then, the businesses of these success stories were growing.
Few of the MEs, however, could give an exact idea of at what rate (a frequent
answer was "about 25 percent" - the BANTRAB guideline that the Asesores had
"psyched out" and begun to use in their loan applications). The ME with the
most spectacular growth was a shoemaker who went from 30 to 450 pairs per month
while adding six non-family employees - and his wife’s labor in both sales and

production.

4. Several said that they had begun to save, but we had no way of

verifying this statement.

The above is all that can be safely concluded from our small and biased
sample. We have recommended that a mid-term evaluation be conducted
(preferably in summer of 1989) that would include a stratified random sample

of MEs. Only then can numbers be crcated that have any validity.
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In addition to the above impressions, we were able to identify additional

issues.

Additional Constraints Faced by MEs

1. The strongly seasonal nature of a number of the MEs’ ventures emerged
clearly. This relates critically to the timing of loan disbursement. If an
ME i< counting on a loan just before his/her peak season, but bureaucratic
delays (including the periodic decapitalization crises that have hit the SIMME
program) preclude timely disbursement, a serious dilemma is created. For most
MEs, this loan represents an unprecedented opportunity. Should they turn it
down just because it came too late? Or should they accept it and hope that
somehow they can make the payments? (This was one of the many problems
besetting the ice cream vender/poultry raiser described in the vignette above.)
Either way, the loan arrives out of synch with the production cycle and cannot
be utilized in accordance with the Plan of Action. The door is thus opened to

potential misuse of funds and/or arrearage.

2. New marketing patterns seem to be emerging in the most saturated ME
sectors, such as shoes and clothing manufacture. Whereas previously, MEs in
these activities were able tc count on the arrival of buyers from the interior,
they now had to take the initiative. They themselves had to leave the capital
and sell their wares. In some instances, they themselves smuggled their
merchandise across neighboring borders - or so0ld to intermediaries who did so.
Generalizing, the necessily for new marketing channels for certain groups of
MEs is a clear need that can only grow as production capacity - and the number

of loan clients - increase.
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3. One possible response to both seasonality and saturated markets is
product diversification. This can smooth out the business cycle and take
advantage of new trends. But product diversification requires one-on-one
technical assistance by an Asesor who has been trained to promote it, and/or
group training offered to MEs in the same "branch of activity." Given the
present scope of the program, it is undlikely that Asesores could be adequately
trained to provide this kind of guidance. But the "productive Saturdays" may

of fer an appropriate vehicle.

Given the nature of the sample, conclusions and recommendations based on
these "findings" would be inappropriate. Instead, we can only reiteratz our
recommendation for a mid-term evaluation sample survey. By that time, the
number of loan clients will have increased considerably, and the loans will
have "aged" sufficiently to make it fruitful to begin gathering impact data on
loan performance and consequences for the MEs’ businesses and family well-
being. If the computers have been obtained and technical assistance has been
rendered, so that a working monitoring and evaluation system is fully

operational, this mid-term evaluation can be built on a firm base of data.

Instead, to conclude, we <hall put forth our most time-urgent

recommendations for allocation of A.1.D. resources.
IX. CONCLUDING RECOMMENDATIONS

1. A census of the microentrepreneurial sector {s urgently needed.
Auditional information on the number of microenterprises by “"branch of
activity™ is necessary to plan appropriate interventions. Both SIMME and

A.1.0. need such information to maximize and assess impact. As stated in our
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briefings, we recommend immediate funding of the ACCION International/AITEC

"piggyback” census that was already in the field as of August 25.

2. We recommend the immediate provision of (a) IBM PC-type computers to
the six NGOs and BANTRAB’s Comision de Fideicomiso, (b) technical assistance
to SIMME on the appropriate indicators that should be computerized, (c)
software packages to all NGOs, SIMME and BANTRAB to track those indicators, and
(d) technical assistance to integrate the above into a comprehensive monitoring
and evaluation system. Waiting for IDB funds would put the project at an
impossible disadvantage and jeopardize its chances for sustainability and
expansion. Therefore, we recommend that A.I.D. look into alternate ways of

facilitating funding.
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METHODOLOGY

The basic approach utilized to conduct the SIMME program appraisal is that
of the evolving methodology known as Rapid Rural Appraisal (RRA). First named
at a conference at the University of Sussex in October 1978, this methodology
is aimed at assessing Third World social and economic development. It attempts
to combine qualitative and quantitative information about a specific, focused
area of inquiry based on a relatively brief time in the field. The researchers
strive for data that are of a high standard of validity and reliability, despite
the time pressure of a typical RRA. This is because these data typically are
put to immediate use in ways that affect people’s lives. Benefits may be
extended or withdrawn, and projects renewed, modified or discontinued on the

basis of RRA findings.

The basic cross-validation technique of a rapid rural appraisal is known
as "triangulation.” On the one hand, multiple methods are used -- everything
from participant observation to document analysis to mini-surveys. On the other
hand, an attempt is made to cross validate information not only via multiple
methods but also via multiple points of view. Thus, ideally, more than one
researcher is involved, people are contacted at all hierarchical levels of a
project, and knowledgeable outsiders are actively sought to provide an "external
vision" as well. The method is predicated on using researchers who are highly
experienced in Third World economic development in general and in the specific

areas at issue.
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The current RRA involved a work plan jointly elaborated by the researchers
and Laura Lindskog of the USAID/Guatemala Private Sector Office. Sources
utilized were of three major types: documents, people involved with the program,

and outsiders who provided needed "external vision."
A. Content analysis of documents

1. Internal documents were analyzed from SIMME, all six NGOs, and BANTRAB.
These ranged from project descriptions to loan applications forms and previous

internal evaluations.

2. External documents also were analyzed, including studies of the
Guatemalan microenterprise sector and other studies of the microenterprise and
informal sector elsewhere in Latin America. Some of the material provided was
quantitative (e.g., BANTRAB’s analysis of arrearages); other material was
qualitative (e.g., the recommendations of the two previous internal evaluations
of the program).

B. Individual and group interviews and participant observation
of people connected with the SIMME program
1. An initial group meeting was held with the SIMME managerial,

professional, and technical personnel; this was followed up by individual

interviews with SIMME’s top administration and selected staff members.

2. An initial group meeting was held with the heads of all six NGOs; this
was followed up with participant observation of each of the six NGOs, and both

individual and group interviews with selected personnel.
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3. The Asesores: an initial group meeting was held with twelve Asesores
selected by the NGOs (two per organization). This meeting revealed urgent
problems and highlighted the primacy of the role of the Asesores in program

success.

4. Accordingly, it was decided that group meetings must be held with the
entire "universe" of Asesores - i.e., all sixty (ten NGOs). This was
accomplished on the day we visited their organization for participant

observation and interviews.

5. Microentrepreneurs (MEs): Time constraints made it impossible to
undertake a scientific sample survey of MEs. Therefore, a purposive sample

evolved which ultimately enabled us to contact forty-four MEs as follows:

We had a group meeting with eight MEs selected by the six NGOs. This

revealed a range of common problems.

. Next, we made unannounced visits to follow up five cases which had
been interviewed three months previously by a team from SIMME and
USAID; here we were accompanied by an Asesor from another organization

providing credit to MEs in order to better "triangulate" our data.

. We then held a group meeting with twelve female microentrepreneurs

of FUNDEMIX.

. Furthermore, we visited nine other MEs, accompanied by their

respective Asesor.
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. Finally, we did a participant observation of an APA group meeting
involving ten ME loan clients as well as three loan aspirants and an

Asesor.

6. At each NGO, w: individually interviewed its director, most

supervisors, and selected accounting and office management personnel.

7. A group meeting was held with all six social workers (one from each

NGO).

8. We interviewed th. head of the BANTRAB unit disbursing the Tloans
(Comisién de Fideicomiso) and the head of the subunit in charge of loan

repayments; we also held a brief group meeting with the six loan analysts.

9. We interviewed the head of INTECAP, the entiiy that has provided the

bulk of the SIMME program training to date.
C. “External Visinn® Interviews

1. We interviewed three key persons dealing with SIMME from its two major
multi-lateral donors: two from the United Nations Development Programme (UNDP)

and oase from the Inter-American Development Bank (10B).

2. MWe conferred with various A.1.D. personnel and exchanged views with

other A.1.D. officials during briefings.

3. We interviewed four informants from the Accion International/AITEC
program in Guatemala: the Resident Representative, two offficfals of

organizations it has created to provide credit to MEs, and one Asesor.
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4. We conducted a group interview with a "mini-control group” of five
women MEs. They had not applied for loans despite being acquainted with a vary

enthusiastic and successful SIMME loan client.

In summary, the RRA methodology is a processual one. The picture of the
SIMME program that gradually cmerged from our IRA encompsssed both issues
included in the scope of work and others that ftlowed out of the research process
ftself. In thiy way, for exarple, cur focus on the "lvsue of 60" emerqged
empirically from our interviews. The scope of wark ashed us to ook at the
issue of quantity versus quality, but the focus of the probless geaerated by

pressuring Asesores lto present ten loan cases a4 ranth until they reached a

earl oal of <ixty was an issue hot anticipated at the start,
9 j

As a concluding note, this report represents a full consensus of both
researchers. ke held repeated discussions and analyses of our inlerview

findings and document socearch until full agreement was raached.
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PRESTAMOS A MICCEMPRESARIOS

“uasea.csfm.‘::squelanm

Gagifn ckriena a traves de las dJ.ve_;

sas Inst-otucicnes, Entidades Financie
ras, etc., se dispene de lineas de
=&dicss para :m.c:oe'za Sa.I""S que

! plazo para equipo y ma
gunarta, indispensable para el desa
r=clle de la muicroarpresa.

Existe w1 Sequimients con la fi
ralidad ée verificar la inversifn, lo
c=2l es realizaco por perscnal ée la

Pncacifn y carantizar el mejcr desen

welvimuento de la emresa.

>

OTROS SERVICIOS

La Fundacién tiene diversidad de
servicios para microerpresarics que
desean prearesar, cantando ccn un plan
de extensicén.

INTEGRADO POR:

* Asistenc:ia para el Desarrollo So

cial;

= Asesorfa Permanente;

* Ccnformacién de Brpresas Asocia
tivas;

* Creacién ce F:ondcs de Garantfa
para Asccizcicnes Gremiales;

* Otros Servicics en matarias de
Desarrollo Sccial.

Ccn esto la Fundacién trata de -
curplir con los mreodsites de sus Es
tatutcs e incorporar al desarrollo a
los artesancs y microemnresarios.

FUNDACION mis_tos

FUNDACTON PARA EL DESARROLLO DE LA
MICROEMPRESA

PROGRAMA FARA EL DESARECLIO
DEL MICRORMPRESSRIO

20a. Calle 6-37, Zcnz

Colonia Mariscal
Tel.: 766361

Guatemala, Guateral
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Fabriczeidn de Alimentos (  Envasa
éos y/o en bolsa );
Pinatas;

Confeccicnes de Ropa;
Carpirterfa y derivados;
Panacder{as;

Tapicerfas;

Tejidos;

Taller de Mecinica;
Enderezado y Pintura; -
Fundici¢n de Metales, etc.

CAPACITACION Y ASESORIA

El Programa cuenta con Pramotores,
Asescres y Trabajadcra Social, personzl
gque cuenta con preparacién para brindar
atencifn integral 2 t-avés de la capaci
tacictn, asescrfa y servicics que brins:
la Iodacién.

La Capacita:ié.j se Qgene.::.f. £r per
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ccn les interesades los preblemas  qus
sus arcresas puedan presantar, en lco
aspectos que generalmente scn:

* Acministraciéng;

* Planificacién;

" Cecstos;

* Contabilidad;

* Ventas - Mercadeo;
* Ingrescs ~ Egresos;
* Cantrel de Calidad;
*  Relacicnes Humanas.

No descuidando el aspecto social y
familiar del microenpresario.

La Asescria se deriva de los andl.
sis realizados conju.tamente, siquienc
el microenpresario una serie de curscs
simples que le permitirdn mejorar conc_
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NOMBRE DEL MICRUEMPRESARIO:

NOMBRE DEL ASESUR:

CODIGU:

ESTADO DE PERDIDAS

Y GANNANCIAS

CONCEPTO ACTUNL PROYECTADO A UN ARD
VENTAS
(=) GASTOUS DE PRODUCCION
Materias Primas Q. Q.
Mano de Obra Q. < > 6; o < >
(~) GASTOS T
Sucldosg a. Q.
Alquileres Q. r
Servicios (agua, luz, etc.) |Q. “U.
Mantenimiento a. a.
Triansporte a. Q.
FPapeleria Q. a.
LGastos Personaloes a. (-).
Intereases a. ] a.
Depreciacion a. .
Otros Gastos a. O.
(}. < > i). < >
T unewan o e I 0.

UUSERVACTUNES 1




FLUJO DE CnJn PRUYECTADO A UN AND

1EN. SEMESIRE 2do. SEMESTRE

INGRES(OGYG a. a.

Vantas a. Q.
Otros Ingresos - Préstamo (. a.
Saldo de Caja al inicio l] {1.
ELGRESOS {1. Q.

Sueldog Q. (.
Salarios a. Q.
Haquinaria y Equipo B a. a.
*ﬁatl:‘-rln Prima Q. .
H.’xtnr:nler; i, Q.
Servicios (m“)un, luz, etc.) (}. i},
Nlquileres i]. (.
lransporte . Q.

| Papeleria (';._ a.
*(;dﬂt()!l Personaloen a. a.
Hantenimiento (;. ().
Intereseys 1. Q.

| Cuota Crédito a. 1.
Otros Cgrauna 1. 1.
CGALDU I Cadn 0. 0.

FUNUDNCIUN "MICROS®
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FUNDACION DESARROLLO EMPRESARIAL

FUNDESEM
DATOS DEL (UDEUDOR
Narbre Campleto
Direccién Zona
Mmicipio Departanento Teléfano
Cédula Orden Na. Registro Extendida en
Nacional idad Estado Civil dad
lugar donde Trabaja Teltfeno
Direccidn Zona
Profesién u Oficio Sueldo Q.
Cargo que ocupa Otros ingresos
Especifique
REFERENCIAS PERINALES DIRECCION Y TELEFOND PARENTESCD
REFEREMCIAS OCMERCIALES DIREOCION Y TELEFOND PARENTESQD

Declaro que los datos proporcioniados son ciertos y exactos y autorizimmoa al Banco

dé los Trabajodores para que verifiquen la informacién prucreionada camo lo consi-
dere oconveniente, los cunles serdn utilizados para el trémite de cridito que tiene
en esa lnstitucidm el Seror

Flma Cadeudor



FUNDACION DESARIDLIO EMPRESARIAL - FUNDESEM

NOMBRE DEL, MICROEMPRESARIO: (a8 2} {esH]

NOMBRE DEL ASESOR:

FULO DE CAJA PIOYECTADO A UN ARD (Cifras en Quetzalen)

CONCEPTO MONTO MONTO MONTO
PRIMER SIMESTIE SIGETO SEMESTRE 1 + 2 SEMESTRES

Saldo de Caja Inicial

INGRESCS

Ventas
Otros lngresos
BE06:

Salarics

Sueldcs
Maquinaria y Equipo
Materia Prima
Materiales
Servicios (agn,hrz)
Alquileres
Transporte
Papelerin

Gastoas Persanales
Impuestos
Intereses

Cuota Criédito
Otros Egrescs

SALDO DE CAJA

ESTADO DE PERDIDAS Y GANANCIAS (Cifras en Quetzales)
PRUYECTADO A UN AND

GASTUG

. Alrpuileren

. Servicios (agua,luz)
,» Mmtenimimto
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. Popeleria

. Gastoa Pecoonalen

. Interesen

« Imporston
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tidad de

Y SuS ingresoe netos son de:

al mes, Contando ademas hasta el dia de hoy con el siguien-

te Estado Patrimonial:

ACT

Circulante:

CAJA Y BANDS

CQUENTAS FOR COBRAR

MATERIA PRIMA
PRODUCTOS BN
PROCED

Sub~Total

Fijo

MAQUINARIA Y
BUIR0

HERRAM! ENT2S
MOB]1IARIO
VEMIQULOS

CASAS U TERRFINOS
OTRS

Sub-Total

ACTIVO

¥ pars loa usos
ante el Banco de
Guatamila a

I v O PAS1 VO

Circulante

Q. CUENTAS IOR PMNGAR Q.

Q. PROVEIDOIES Q.

Q. arios Q.

Q.

Q. Sub-Total Q.
Fijo
PRESTAMOS Q.

Q. H1FOTECAS Q.

Q. OTHRS Q.

Q.

Q.

Q.

Q.

Q. Sub-Total Q.

Q. PASIVO Q.
PATRIM IO Q.
PASITVO« PATRIMNIO Q.

Qe axvayjm al sefor

loa Trabajadores extiodde y fimma la presente en la Cludad de

el men de

de mil novecieaitos octemta y

ASTIDR

NOTA:  Adjuntar
foxlicpen,

OICIAIO QI s
BIITOY AV VT HED

IMPRESARIAL
fotgrpia da ay clatala de veclindx) y da los doammtos que s le

DATUS PIOTOICTORNT Y T APITAX G ISTRICTNGNTE A LA VERWD Y (UE
OFTAS DAY (XHTIHIDAS I 1L ARTICULO 459 O, QDI PITAL,

FEIATIVAS A BALLITGD Y PLIUURLO, -



FUNDACICH DESARROLLO EMPRESARIAL

FUNDESEM
PROYECTO
MICROEMPRESARIO MHo.
cC O s T 0 & u NN [ T A R 1 O S§
- ]
PRODUCTO Cant. Hdateryla I*aro Costo Precio Ganar
Prima Lora Produc Venta DBrute
! 1}
|
TOTAL:
S SO

Roferenclag:

I _—

TOTAL (MENSUAL

Roafercenclaa:

COLTO PRCDUCCION FUTURA
1 -

P B e R pR—

TUTAL(MENSUAL)

Referencian:




MICROEMPRESARIO #

D N OV AW N e

10
11
12
13

ENVIO DE DOCUMENTACION

Guatemala,

Solicitud de Crédito
Identificacién de microampresario
Diagnést ico

Plan de Acci’m e inversién

Flujo deCaja y Latado de Pérdidas y Ganancias Proyectadas

Datos del Codeudor

Estado Patrimonial de codeudor

Fotocopinas de cixdhilas

e t——

Deudor Codeudor
Certificacién de ingresos
Fotocopia de cheques
Fotocopia de
Proformas
Otroe Doanentos

Hecho Vo.Bo.,




MICROEMPRESARIO #

W N e

(- - TN~ I Y 5

10
11
12
13

ENV1O DE DOCLMENTACION

Guatemala,

Solicitud de Crédito

Identificacitn de microempresario

Diagnbst ico

Plan de Accitn e Inversién

Flujo deCaja y Estado de Pérdidas y Ganancias Proyectadas
Datos del Codeudor '
Bstado Patrimonial de codeudor

Fotocopias de cédulas

Deudar Codeudor
Certificacion de ingresos
Potocopia de cheques
Fotooopia de
Profommas
Otros Documentos

Hecho Vo.Bo,

Recibido Fecha




FUNDACION DE ASISTENCIA PARA
LA PEQUENA EMPRESA

FAPE
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Sr.

REQUISITOS DEL SOLICITANTE

Le rogazos preparar los docuzz2ntos que
se sefialan y entregarlcs al Asesor que

le visit

ra el

[oTRLV, I AR VS I AN I
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18.

19.
20.

21.
22.

24,
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Solicitud Na.
Fecha:

INFOEMACION FRODUCTIVO-F1 ANCIERA

SITUACIOQN ACTUAL ;

RODUCTO 0 SERVICIO FRODUCTOS VENDIDOS FRECIO DE| INGRESOS
FOR MES VENTA MENSU&LES
l-.‘ Q. . uu
2.4 Q. Q.
3.' ‘Qn Qo
4. - Q. Q.
e Q, Q.
SITUACION PROYEGCTADAL
FRODUCTO O SERVICIQ FHRODUCTOS VENDIDOS FRECIO DE INGRESQOS
FOk_ HES VENTA newqgghgg
ln.' uo Qo
20—' O- Qo
R T a. Q.
4.” Q. Q.—
9. Q. a.
bn” u- Qt
1= Q. Q,
COSTO UNITARIO_DE_PROGUGE [ON
Productaos Froductao;
GDHI;____mﬁlEBlﬂ_HﬁJMG“~0WCQSIQM~_CBU1M_gmﬂlﬂﬁlﬂ_tﬁlﬁﬁmm__Cﬂﬂlﬂ
] _ 2
] p|
] bl —
)} )
] N
) p]
_n Pl
Sub total............... b s Getan T
HANO DE UBbkA ' MAND DE UBKAN
) )
) R )
] N )
Sub tatal...............DH _pub total,.... PN
COSTO DE FRODUCCION ) _] COST0 DE PRODUCCIUN 1l




BETALLE DE CASTOS

Sueldos de Ventas
Alquileres

Luz y Aqua
Telefona y Correa
Fapeleria v utiles
Hantenimi enta
Publicidad
Transporta
Depreciaciaonas
FPrastacionos Soclales
Otrau: ’

Gastos Actuales

S

CODDDDDO

o

Sub-tatal.

Suel da Administracién
Gastou persanales
Intercsag

I0TAL DE GASTOS

E

O0DDD

DODDOoOODODDOD

Skt et iem—t. ie b e o s et

CCcCCcococoocCcD

o

FAFE

Faf cu\procnna\lormatos\lIn-02.lmt




MANALISIS DE PROYECTO

MICROEMPRESARIO Cop16o.

ASESOR FECHA

1.~ CAPACIDAD DE PRODUCCION:

Descripeion Cantidad  Actual  Cantidad Proyecto

2.- 00STO DE PRODUCCICRI:

Actual Proyectado $

Materia prima: (

Mano de obra: {

Gastos Grales, (

— v

Gastos Person. (

Totaley

J.- CAPACIDND DE PMO:

Actwal 1 Provectado

Ingreso Bruto:

Utilidad Lfquida:

4.,- CAPACIDAD INSIALADA:

PRHODUCCTON

Actual rroycct ada '

Maquinaria actual

Maquinaria proyectada

OBSERVACIMMIES:




DETALLE DIE LA INVERGIQM LESTIMADA

CACIURAS PROFORMAS

MICROEMPRESARIO: CoDICO:

ASESOR: CODIGRO:

0. DESCRIPCION OIS NO. DOQAMINIO VALOR
v




Solicitud Na,

C2TADD OF FELRIDAS Y GANANGIAS

MENSUALI_____  OTRO: FROMEDIO ACTUAL FROYECTADO CON
FINANCIAMIENTQ
l.- \'ENTAS 0'.._——-——.._.— Q‘—-—————‘-—
t=) CDSID.DE_EBQDUCCLQNL a. 0.
$ Nataria rrimae o, - Ue oo o .
$ Hano de Obra a. q.
2.~ GANANCIA LRUTA EN YTAS, a. Q. )
Se= =) BLSIOS GLNERALES: 0. a.
' ¥ Suelda du Vuntas a. Q
¥ Alquilurus a. Q.
¢ Lur v AQua Q. Qe
¢ Teldfona y Correa Q. 0.__________
¢ Fapaluria v Gtilaes a. Q,
§} MHintanimientos a. ‘ Q.
¢ Fublicidad Q. Qe e
¢ Tranapartae Q. Q.__________-
¢ Oupraciacian Q. Qe oo
¥ Fresticiones Sacialaa a. Qe
§ Otraws a. * D
(=) GS)0S ADH|NISIRATIVOS 0. (
8 Sunlua da Adminiatracion
0 bubtow Fersonaluws a. Q.
q.- "BANANCTIA L GFERACTON Q. - Q.
(=)  QpSIOS FINCHEIRRQS a. Q.
¥ Inturonus a. Q.
¥ lapucuton Q. a.
.- ULILIDAD_L10u]ph; 0. Qo
CuUaQTA DE CArtrAac . Q. -

ELnTO _DE LCUTC I Q
YEHTES BININGS A CUBRIR; (. Q.

LLEYA Canrnouccs 9 | NO

C:\FRDCEsn\FDanTOS\FLG-Oﬂl.lmt



'NOMBRE DEL MICROEMPRESARIO

NOMBRE DEL ASESOR

FLUJO CE CAJA PROYECTADD A UN ARO

CONCEPTQ

(Cifrag en Quetzales)

ler, HES ler, SEMESTRE

No.

2da. SEMESTRE

INGRESOS
Ventas

Otros Ingrescs

Saldo de Caja de Inicin

DISPONIBILIDAD

EGRESOS -

Salarion

Maquinarin y Equipo

Dep. Maquinnria y Equipo

Haterin Poima

Mantenintento

Materfalen

Serv.. (ngua, luz, etc)

Alquileresn

Tranaporte

Papelerin

Cnatos Personnles

Impueatos
Interesen

Cuotn Crédito
Otron Egresos

SALDO DE CAJA

beswedora...

VENTAS
=  GASTOS DE PRODUCCION
~Haterinn Friman

~Hana de Obra

= GASTOS
~Sueldoa
“Aquileres
~Servicion (agua, luz,
“Hantenimiento
~Teannpnrte
~PFapelerin
~Gantoa Pernonalen
~interen
~Impuenataon

~(trne Ganton

UTILIDD PERDIDA

ESTADO DE PERDIDAS Y CANAKCIAS

PROYLCTADO A UN AKO

etc)
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No. Microercyresario
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FUNDACION GUATEMALA

FUNDAGUAT
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Fecha

Nombre Asesor: NQ

Cédigo Micro Nombre:

Direcclon:

Activicad: Tiemno do estoblecldo:

Activo: Activo Clrculante: . Paslivo: %

* EspecifFicar:

Capital de Trabe]o requerido mensuolmente (mote~iales + mano de

obra)

Capacidad Instalada:

Estado de las maquinas:

que produca:

N? Empleados: Relacidn Sueldo/Empleo:

Incluyo ol proplietarlo: Si [::] No [::]

Actual Proyectadao Incremento

(%)

Ventao meg

Mono do Obre mes
Metorialec mos
Gastoos Ganeraleo mea
Utillidod mes
Utilidaod/Ventas

Monto Sollicitedo: Q. ' Plazo: Cuota:

Destino: (Ecpecificaor)

Flodor: Sumnldo FlJoD Pr‘oplntar‘lnD




Capacidad de Pago

Actusl Proyectado
Utilidad Q. . Utilided Q.
Sualdo Q. Sueldo Q.
Ingresos Totales Q. Ingresos Totales Q.

Relacidn Cuota/Ingresos

Utilided Proyecteda-Cuota =

Justificaclén del Crédito

{Tiene qus ser mayor que
utilidad ectusl)

la

Aesolucli odon

Aprobado Fecha:

Oenegado

Monto Q. Plazo

Cuota Q. Oeatino:




FUNDACION GUATEMALA
PROGRAMA NZ MICRGEMPRESAS

Documentos de expediente de Microempresario

Solicitud de Crédito

Identi{fiocaci6n de Microempresario

Diagnéstico

Proyeccién Financiera y Flujuo de Fondos

Plan de Acclén e Inversién

3 Fotocoplas de Cedula del Deudor

3 Fotocoplas de Cédula del Codeudor

Constanciea de Ingresos del Codeudor, Original y 2 copias

Facture Proforma, original Yy 2 coplas

Otros documentos

Nombre: Cé4digo

Asesor: NQ




FUNDACICN GUATEMALA - Ch TECL I ITZZEAC
PECGRAMA 2 MICRCZMPRESAS

Procrama de trabajo de la semana comorendida

cel al de de 1888

Asesor &

o7

M AN A N A , T AR D E
OIAS

O F I CINA C A MPO 0 FI C C A MPO

-
Z
>

(-I
fy
h

‘VIEHMES




* e b 4 me e —

INFORME CE ACTIVIDADES OE CAMPO &

Dia de de 1S88.

Asescr ®

Nombre

Direccidn H

Actividad

AT NSRRI, SRR AR AT Al

Firma



FUNDACION GUATEMALA
PROGRAMA DE MICRCEMPRESAS
Cr IO e TE RSO

IDENTIFICACION Y SELECTION OE MICROEMPPESARIDS
IMNFCAME SEMANAL O ASZEDR

Ncmore Asescr: Cocigo N@
Semana cel al Ce ce 1S25
Informacién cr lcs Micrcercresarics:
m e A os = . L. R - B
N= Crcen NCTMBARE Cireccidn 1 2 3!~!: [ 7 CSS=RVACIONGS

e s s ae malur s

Nl £ s [ S

. m— v -1 W&

PRSPy SO S

Repannt [t G F—
I S

é s '*ia & Siervis.on

A ai istico S Comiil wc Trédito

= agnosti 6 Presentados Conité
7 Aprobades Comite



NOMERE (EL M1O004 RESANLO

NOMDFE OCL AsSESN

FLUJO OE CAJA PROYECTADO A UM AT

(Cifras en Quatzulesn)

Mmoo
COHCERTO PAIMER SEMESTIE
INGRES03
Ventas

Otroas Ingresow
Saldo da Caja al Inlclo

ECIESOS

Salrmrloa

Gumldos

Macquinerin v Equipo
HMatrr it Prima
Gerviclos (ague, luz, ato,) -
Alquilerec
Trancporte
Popeler-in

Goaton Personalen
Irpueston

Intereues

Cuota Orédito
Otrus Eqreson

MONTO
SEGUNDC SEJESTRE

SALDO CE CAJA
ESTADO UE PEMOIDAS Y GANACIAS
PIOYECTADO A LM AD
(Cifras en Quetzales)
TAS

- GASIUS 0OC PRODLVCCION

. Moterley Primen
. Mano da Otro

- GASIU3

. Sueldoa

. Mlaulleren

. Servicloe (ngun, Luz, eto.)
. Mantealmiento

., Trancporte

« Popelerin

. Gnotoa Perconnlea

. Interecen

o Impuestoa

. Otron Gortos

UTILIOAO PtinloA

OBTIWACION LS,




ASOCIACION PARA EL
DESARROLLC COMUNITARIO

ADESCO

i R AR O e T 2

01B\WPB\VEN



Supervisiln

C6digos No.

B ASUCIACIES PAMA LL DLSAPEOLLO COMUNTIARIO  -ADLSCO-
o \
</ \ =
;\ AEESC"J> _'c Nombre del Microempresario:
SAAN )
e\ y
Sine Direccidn:

Actividad:

DESCRIPCION

Pecurscs

Necesarios Q.

fechas de
Cumolimiento

Mcnto Aprobados Q.

LIPRAS Cuota Nivelada |Saleo Cuenta Pagcs tfectuacos
Ccrriente No
Q. Q.
CROSUCCION: Empleos Generados:
JENTAS

SPLIACTOSS, INFRASSTRUCTURA:

AUMENTO DE PRODUCCION:

[ 1]

AUMENTD DE INGRESOS:

ITROS

Coservacicnes;:

¥o.Zo0.

SUPERVISOE:

FECHA:




NOMLIRL DLL MICRGEMPRLSARIO:

NOMORE DIIL ASESOR:

FLUJO DE CAJA_PROYLCIADO_A_UN_ATIQ

(Ctlras_en Quetzales)

CONCEPTO MONTO " MONTO
PRIMER SIMMESTRE SEGUNDO SEMESTRE
INGRESOS
Ventas 9. L —_— ]

Otros Ingresos

Saldo do Caja al Inicio . __,__..l___

EGRESQOS

Salarios
Sueldos
Maquinaria y Equipo

Materia Prima

Materiales
Servicios (.gua, luz, ete.)

~ Alquileres ' |
Transparte - '
Papelerla . '

Gastos Personales

Impuestos

Intereses
Cuota Creédito _—
Otros Egresos : —

SALDO DE CAUA 0. Q. J

ESTADO OE PERDIDAS Y GANANCIAS
PROYECTALO A _UN_ARO
(Cifras en Quetzales)

VENTAS
GASTOS DE PRODUCCION 1.
+Materlas primas 0-.

«Mano de Otrp Q

GASTOS
Sueldos
JAlquileres

Servicios(aguauz,ete,)

SMantenimiento

Jransporte

Papeleria

Gastes Personales

Jdnterenes U SRR P
Jmpuestos
'.Olrm Gastos Q. 0. (.
UTILIDAD FCRUIDA . "
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SOLICITUD DE CREDITO
! PROGRAMA NACIONAL DE [ ACROEMPRESAS URBANAS “SIMME"’

No. de la O. N. C. Cédigo de Miciotnipresario t dc Aunv Ha. de Pidsiamo

DATOS DEL SOUCHANITE

Nombie (Ib:;;)iélo

Direccitn - _’“ | /unnl::'_]
Municipiu l)rpmldmrnm l(‘l”unu

Cédula Orden No. "(‘hlsllo Fllcndi(la -
Nacionalidud . Estado rwll L duJ |M“_|

Profesitén u ()ﬁcio

REFERENCIAS PLRSONALLS Direccibn y Telelono Farent 1o

REFERENCIAS L()Ml RCIMI )

DATOS DEL CODEUDOR

Nombire Completo

Direccién Zonal___ ]
Mum‘;;plo l.)('palimmfnidmmr T Teléfono )
btfé—iﬁi; ij;d;}ﬁ;.‘—_’wnw Hepinteo Extendidaen
N"mnnh(]ml Estado (‘ml hlud [
" Lugar donde trabaja Teltfono
Direcci6n /A nalw::w|
~ Profesion u oficio T Sueldo .
Cargo que ocupn o Otcos ;r—l_(';;s()s
Eapcc}f’i(.i;;r -
TROFERCHCIAS PERSONALES | Durcidny Teltlonn | Paretercn

REFEHENCIAS COMERCIALLS

CRHERIOS DE EVALUACION

No. de lmlm)mlorn ~ Activo total U
" Actividad pmduthvn Mnnh) e crbdite Q
llcmpo de contratac ion l!m ino de crtdito

DI\IOS D(_l PR[S!AMO

Monto Q. l n lrlrnn

Plazo P nlmlu dr- rac in I)rnlmu

Denc [Ili(‘l()" llf‘ ln ['rnnnlln

Monetario (). Almno ')

' (.nnlunnln S e e e e

Declaro que luadatos propotcivnados son cictton y exacton y antorizamon nl tnnco de loa Trubaja.

(I("Cl lllll IIIIO Vf‘ll'l’l!lf‘,ll Iﬂ infutmacion ,)l(ll’(ll(l()lll\(lﬂ comno l() (()llﬂllll‘lﬂ conveniente,

RSP — RN —————

’lvnl ( olqvnd-t

Uun ol |l0n!l

Orlginal « Crédite Ban:s




4) Opinitn del avenor eupresarial:

Debo concedrine el credity? S NO
A) Monto propuesto Plaro propuerts_ __

Forwa de papo —_— Pettodo de pracia

Tipode garantta — -

1) Especilicacién del destino del ctédito y la fecha de inversién da los recursos solicitados.

Peatino Mento a fnverts.

Frcha ea que ec hara lafnvension

¢

2) Flujo de caja proyrctalo a un afo, tomando en consideracion e, 1ecurso crediticio segun formu-
lario que se adjunta.

3) Estadodepérdidasy panancian proyectado v un atto tomsndo enconsideracion el recurso crediticio,
segin lotwulario que an adjunta.

Capcidad de papo mensual ).

Forma de ratregn de los dear-inbolsos

Flems Aseror

PARA USO EYCLUSIVO DEL COMITE

0 I —
Aprobado | ‘ l Aplazado I I , Denegado I ‘ '
. - Landiciones
Monto Q. Plazo Pettodo de gracia
Formade pago

Forma de rutrepn de loa desembalaos

Garantla

Fleme Peproventsate Bearn do toe Toahojederen

Viems Bepeessmisere (; H T

Viewms Poproesmtnnst Serew ity Phemiey

Codipn de plora
Forma de papo
Fecha de inicio

Tann dda intrgta

PARA USO EXCLUSIVO OFL dpAKCO

Forma e entiep

B o e S S O

Fanan ole colia
"t/rv'[}"'l Crtaer e0n

Codigo cancelatitin
Fechiade ven vanento

Otros descn atoa

2 g e

anm de nrnlun

s LY G T e




PROGRANA NACIOHAL DE MICROEMPRESAS URBANAS ‘‘SIMME"

Nombre de la ONG... . . . Codigo

Nombre ascaor: .. . . Codigo

Lugnr y fecha . . . o R S
. Mes ARe

FORMULARIO DE IDENTIFICACION DE MICRUEMPRESARIOS No.

Nombre propietario(a)

Nireccion pereonal o e .. Telllono

Profesi6n u oficio . . o . _Edad .. . Sexo: (1) Masc. (2) Fem.

Nivel educativo: (1) Primaria (2) Sccuudaria (3) Universitaria (4) Otros estudios

Estado civil: (1) Soltero(a) (2) Casado(a) (3) Viudo(a)

Nombre de la microcwpresa L P T .
... Joma

Colonia Teléfono ... ... .

Local que ocupa: (1) Propio  (2) Alquilado (3) Otro Henta Q.. ... ...

Direcci6n

Fecha en que inicio operaciones R /...

Periodo de cierre o interrupcion de actividades

Propicdad del negocio: (1) total (2) Parcial Cofinto Q.

Activo total microempresa: (1} Q. 1a 5000 (2) Q. 5001 a 10,000 (3) mnds de 10,000.

Tiene crédito (1) Institucional (2) Particular (3) Ninguno Moato Q. . .

Actividad:  (3) Manufacturers o Arteaania  (9) De Servicios

Detalle 1a Actividad Tipo de Producto/Servicio Cadigo
|
Y
Ucupacion de Peraonal: Culintos familinren Cutntos permancates
Total de trabujadores Cutintos no familinres Cubntos no permunentes
Aclaraciones:
Especicificar tipo Je magninaria que nsa: Modeto y marcea:

(1) Automatica  (2) Semiantontfitien (1) Menunl

Le interean el programa (5i)  (No) ;Por qué?
Fecha de proxima vinita CGédula No. o Reg. o=

Observaclones:

time Aseear Peme Mitraemprasarie

ESPACIO PANA USO INTERNO

Codipo de actividal: Fecha de aprobacion
Vo. Ho. Sopervinor:

Ohartvncionen:

Orlgtaul - teldite Bamie



MI-03-98
PROC . /.tiA NACIONAL DE MICROEMIRESAS URBANAS “SIMME"

CODIGO MICROEMPRESARIO

Cédigo ONG ' Cédigo Asasor

No. Identificacién [ Cudigo Microempresario ‘ Cédigo del Banco

L COUMPRAS:

1) GQué MAteriales UTHZAT oo eesree s e eseessesss e e oo

2) ¢En qué lugares compra?

3) ¢Por qué Ud. compra allt y no en otro lugar? .
4) {Se le dificulta conseguir sus materinles? (SI) (NO)

5) Cémo papga sus compras: Contado ... Crédito_.................

Porcentaje ... . Garantias exigidas ...,

6) Cufinto ceinpra Semanal Q... Quincenal Q...

(promedio) Mensual Q... Diario Q.

Il PRODUCCION:

amvnsoo.

1) ;Qué maquioaria y herramientas usa? ... .. ..

2) ¢Esttin buenaos las méquinas y herramientas? (sI) (NO)

3) (Sabe cufinto tiene que producir? (sI) (NO)
4) (El lugar e trabajo es adecuado? (SI) (NO)

5) (Tiene prolilemnas con la calidad de los productos o servicioa? (S1) (1H0)

ExPlquo ot qUE et oot et st oo

IIl. VENTAS:

1) ¢Qué productos vende/qué servicios preatn? . ......ois e

2) (Quiébnes snn sus clientes? e

3) ¢Busca nuevon clientes? (S1)  (NO)  sPor qué y c6mo?..

4) Vende al contado . Crédito........... Plazo. ... Garantia.

5) (Conoce quienen lincen su mismo producto o servicio? (sl (NO)

Explique: o : e L ettt 1 e s e e

Orlginal « Cridire Donce




1IV. PERSONAL:

1) ¢Cudntos empleados hay?

....................

menores

hombres...............

Femiliares
mujeres

No familiares

De tiempo completo

De medio tiempo

Por horas ... ... ..
Por trato ... ..
2) 2C6nio consigue el personal? ...
3) ¢Cémo contrata y despide al trabajador?
4) ¢Explica y/o ensena algo a los empleados? (S (NO)
EXPlGUES e e
5) ¢Con qué frecuencia cambia a sus trabajadores?
V. CONTABILIDAD:
1) Registia lo que compra y/o lo que vende? (SI) (NO)
Expliques ... ...
2) iQué dificultades tiene? ...
3) éC6mo calcula 108 COBLOBY ... oo
Blan o sorvicle Centidad @ Costes Jarter Dasgoste de Tetal racle de erencia
Shvivir” | s | matispiva | Qoo | moniwie, | docotuny | Vidode | olonnde
TOTALES




VENTAS, COSTOS Y UTILIDADES

I. COSTEO POR TOTAL PRODUCCION

Producio 3

107AL

Nombre Producto: Producto | Produclo 2
(1) Precio Venta
(¢)) Cantidad Vendida
+ dlo + semana + mes
i} + (2) (3) | Ventas Totales
menos (4) Costo Mano Obra
Cosio Moteciales
o)
b)
3]
menos (5) | Total Materlales
14) 4 (5) | (6) |SUB-TOTAL Costos
{3) — {6} (7) | CONTRIBUCION
(7A) | CONIRIBUCICN TOTAL POR MES (dio 4 25, 6 sem, + 4)
1. COSIEQ UNITARIO (1 unidad)
(8} Preclo Vanta _
menos | (9) |Costa mano obrg — _
Costo Muterlales
o)
b)
L
menos | (10] | Total Materiales -
(9)400) | (1) | Sub-total Costos
CONTRIBUCION por
{8)-(n |_(12) |uniDap oE PRODUCIO
(13) | Cantidad vendida
—dia + samana + maes
{(iz)+(13)[ (14) | CUNIRIBUCION
(184} | CONTRIBUCION TOTAL POR MES |dla +125, 6 sem. + 4]
1. GASTOS GENERALES
I ~ [ mensvAL
(15) | Alquilar Local
mdst {16) | transporte
(t7) | tuz
(18] | Teléfono
{19) Mantenimiento
{20} | Lasgaste Mdquina
{211 _[ Otros Gastos:
_l221_}sus-to¥AL
{23) [finterés Préstamos
{24) | Gastos Parsonales o
— | Sueldo Fmprasorio
123} [ SUB-TOTAL
(22) +¢25)| (26) | 1O1AL GASTOS
(27) TOTAL GASTOS POR MES

IV. UTILIDADES

{14A}-(27)

ra)-(27) | (200 ' UTILIDAD POR MES

(Contribucidn total por mas menos gastos total por mes




ACTIVO .

CIRCULANTE:

Caja y Bancos
Cuentas por Cobrar
Materia Priina
Productos en Proceso

Productos Terminados

SUB-TOTAL

FLO:
Magquinaria y Equipo

Herramicnotas
Mobiliario
Vehiculoa

Casas o Terrenos

Otroa

SUB.TOTAL

ACTIVO

ANOTACIONES:

BALANCE GENERAL

Al
PASIVO
Q. — Cuentas por Pagar
Q. Proveedores
Qe Otros
Q. I
S S —
SUB-TOTAL
Q— Préstamos Hipotecarios
Q. Otros
L6 S —
Q.
Q. .
Q.
Q.
SUB-TOTAL
PASIVO
PATRIMONIO

PASIVO 4+ PATRIMONIO

Qo ..

Qe
Qe o

)

Qe




REFERENCIAS:

CLIENTES
Nombre Direccién y teléfono Cantidsdes Plszo
Vendidas Mes pars pego
Q.
Anolaciones:
PROVEEDORES
Nombre Direccién y teléfono Cant. comprads/  Contado/
promedio Mes Crédito
Q.
Anotaciones: -
Firman:
Aresor Microempresario

ANALISIS DEL DIAGNOSTICO E INFURME:




PROGRAMA NACIONAL DE MICROEMPRESAS URBANAS “Simme”

GUIA PARA PLAN DE ACCION E INVERSION

CODIGO DE ASESOR

CODIGO DE MICROEMPRESARIO

Nombre de la ONG

- - . OBJETIVOS Y METAS RECURSOS NECESARIOS FECHAS DECUMPLIMIENTO
S 1
DIAGNOSTICO POR AREAS SOLUCION A PROBLEMAS A ALCANZAR AVALADOS EN Q. DE (_)BJETIVOS
Compras
Produccién
Ventas

Original - Banco de las Trabajadores



PROGRAMA NACIONAL DE MICRDEMPRESAS URBANAS “Simme” hom 2
GUIA PARA PLAN DE ACCION E INVERSIOM
CENOSTIE _ 1 rNAG OBJETIVOS Y METAS RECURSOS NECESARIUS FECHAS DECUMPLIMIENTO

DIAGNOSTICO POR AREAS SOLUCION A PROZLLMAS A ALCANZAR AVALADOS EN Q. DE UBJETIVOS RESPONSABLES:

Personal

e MICROEMPRESARIO
ASESQOR

Contabilidad

—_— Vo. Bo.
Supervisor
TOTAL DERECURSOS
NECESARIOS

Otros
Q.

TOTAL de tiempo
asigoado para su
realizacioo

Meases: Dias:
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APPENDIX E
NGO ORGANIZATIONAL HEALTH CHART

Questions concerning
organizational health

of each NGO FUNDA-
(— means no answer or ADESCO FAPE GUATEMALA FUNDEMIX FUNDESEM MICROS
question not asked)

Does the administration feel 10 POSSIBLE TOO HIGH POSSIBLE PCSSIBLE TOO HIGH TOO HIGH
microenterprises/asesor/month is
too high? POSSIBLE?
Do asesores feel 10 TOO HIGH TOO HIGH TOO HIGH TOO HIGH TOO HIGH TOO HIGH
microenterprises/asesotr,;month
is too high? POSSIBLE?
Have asesores been threatened - YES YES YES YES NO
with being fired if they don't (1 was changed (2 were
improve thair number of from asesor fired)
approved microenterprise loans? to secretary)
How does administration GOOD GOOD GOQ0D GOOD POOR EXCELLENT
characterize communication
between it and asesores?
How do asesores characterize POOR COR WAS POOR; POOR POOR EXCELLENT
communication between them GETTING
and administration? BETTER
Do asesores feel their suggestions . NO NO NO NO NO YES
are listened to and acted on by
the administration?
How does administration act BENEVOLENT AUTQOCRATIC BENEVOLENT AUTOCRATIC | AUTOCRATIC DEMOCRATIC
towards its asesores (our opinion)? AUTOCRATIC AUTOCRATIC




APPENDIX E

NGO ORGANIZATIONAL HEALTH CHART

Questions concerning
organizational heaith

of each NGO FUNDA-
(— means no answer or ADESCO FAPE GUATEMALA FUI.DEMIX FUNDESEM MICROS
questicn not asked)
Is there competition among NO YES YES YES YES NO
asesores within each NGO? (Because they are
(according to them) all close to thair 60
microenterprises)
Is there a good fesling among YES NO YES YES NO YES
asesores? Does the group work
together? (our opinicn)
Is there competition with other - ADESCO - ADESCO - -
other NGOs for microenterprises (Zone 7); FAPE
in the same zone many NGOs HOGARY
(Zone 19) DESARROLLO
(Zone 5)
Will saturation be a problem YES YES - YES YES YES
in their zones in the future? (it is now) (it is now)
How many hours do asesores 85 60-65 - 80 70-80 66
work/week on the average?
(their estimate)
How many days/week do 6 6 6 6 6 6
asesores work? (the'r estimate)
Are work-related transpuort NO NO NO NO NO NO

expenses paid by the NGO to
the asesores?




APPENDIX E
NGO ORGANIZATIONAL HEALTH CHART

Questions concerning
organizational health
ot each NGO FUNDA-
{— means no answer or ADESCO FAPE GUATEMALA F' NDEMIX FUNDESEM MICROS
question not asked)
Out of pocket asesor CAR CAR - CAR CAR CAR
transport expenses/month Q%0 Q5075 Q120 Q125 Q9o
MOTORCYCLE BUS 3US BUS BUS
Q40 Q375 Q40 Q3750 Qa2
BuUS
Q25375
Typewriters provided by NGO? NO 2 NO NO NO 6
(3 work)
Calculators provided by NGO? 1 for each YES, for NO - NO NO
' 2 asescres all asesores
SIMME forms run out periodically? YES YES YES YES YES YES
Periodic problems with shortage YES YES YES YES YES YES
of other work materials
(mentioned to us by asesaores)
Fcllow-up within 1 month of loan YES NO NO YES YES YES
disbursement to ensure spending (supervisor)
of funds according to werk plan?




APPENDIX E

NGO ORGANIZATIONAL HEALTH CHART

|
Questions concerning
organizational health
of each NGO FUNDA-
(- means no answer or ADESCO FAPE GUATEMALA FUNDEMIX FUNDESEM MICROS
question not asked)
Folicw-up by asesores aker first NO ND NO NO NO YES
visit 1O micreenterprise ahter (average
ican c.sbursemant 1o cifer 3 visits/
tecrnical assistance? month)
Ate APA groups successiul? YES POOR MIXED MIXED NO NO
(accorcing to asascres) RESULTS RESULTS RESULTS
Were 12 INTEZCAP training NO NO NO NC NO NO
courses heigiul?
(acceroingto asescres)
0o asascres want a secler YES YES YES YES - YES
UGy Ly Cusiness activity

of m.zroantargrises?
0o asaescres fes underpaxd? YES YES YES YES YES YES
Asescrinal pericd Q 800 Q7:=0 - - - -
szlanes menmin?
Do sccal werkers feel underpaid? YES YES YES YES YES YES
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Page 1
LIST OF MEETINGS

In order to accomplish a thorough assessment of the SIMME project,
interviews and meetings were held with project participants, outside funding
agencies and other institutions working with the microentreprenecurial sector, as
follows:

Lic.  Roberto Carpio Nicolle, Vice President of the Republic ol Guatemala

Lic.  Mario Carpio Nicolle, U.N. Consultant and Representative of the Vice
Presidency for the SIMME project

Lic. Fernando River, Technical Secretary of SIMME

Lic.  Osmundo Garcia-Araujo, Exccutive Coordinator of ADESCO

Lic.  Felix Rene Guerra, Director of ADESCO for the SIMME project

Lic.  Mauricio Gorzalez, Executive Directur of MICROS

Lic.  Enrique Hillermann, Executive director of FUNDESEM

Licda. Herla del Carmen Santos Boirayo, Executive Director of FUNDEMIX

Licda. Luisa Mana Molina, Exccutive Directo, ¢f FUNDAGUATEMALA

Lic. Jorge Salguero, Assistant Director of FUNDAGUATEMALA

Lic. Marco Antonio Flores, Acting Interim Director of FAPE

Lic.  Augusto Maltez, UNDP Consultant and Chicf of the SETMME Program
Comittee

Licda. Ana Ligia de Sandoval, Chief of the SIMME Financial mediation Committee

Lic. Edpar Lafuente, monber of the SIMME Financial Mediation Commitwee

Licda. Rosa Maria Messen, SIMME Program Liaison

Licda. Ruth de Flores, chief of the SIMME Communication Committee

All 6 NGO Supervisors

All 60 NGO Asesores

All 6 NGO Social Workers

Licda. Laura Lindskog de Duisberg, Microenterprise Specialist, Private Sector
Office, USAID/Guatemala

Lic.  Arnulfo Coto, private Sector Office, USAIS/Guatemala

Arq. Mario Hugo Rosal, Direstor of INTIECAP



Lic.  Adrian Cifuentes, Acting Director of the SIMME Funding Commission

(Fideicomiso), Banco de los Trabajadores de Guatemala (BANTRAB)

Licda. Haydee de Cano, Director of Accounts Receivable, Banco de los Trabajadores

de Guatemala

Lic.  Hugc Rios, Sectoral Specialist, InterAmerican Development Bank

Licda. Katica Cekalovir, Adjunct Resident Representative, United Nations
Development Program (UNDP)

Licda. Mircha Olivares, Representative for Guatemala, Accion

International/AITEC

Lic. Edgar Ramiro Bucaro, Director, Genesis Empresarial
Lic. Jorge Bolancs, director, Empresarios Juveniles de Guatemala
Lic. Guillermo Higueiros, Asesor, Genesis Empresarial

44 microentrepreneur SIMME loan recipients
5 women MEs, non-SIMME loan recipients, used as a control group
1 APA group comprised of 10 SIMME loan recipients and 3 non-SIMME affiliated

microentrepreneurs



