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of a control group, given the time constraints under which this appraisal was 
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International for their confidence in us and for making our appraisal possible. 

Although many people remain who also merit singling out by name, space end 

time constraints prevent us form giving them their full - and appreciated - due. 
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I. INTRODUCTION
 

The Urban Microenterprise Multiplier System (SIMME) was conceived 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 inresponse 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 4b,O001 to
 

125,5152 in the Guatemal" City metropolitan area alone. What is known isthat
 

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) crested 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
 

1 Olivares, Mirtha, Estudio Exploratorlo garaL.De-.sarrolo de up
 

Procrama de Aoyo a la M,,roempreos. Guatemala: Camera Empresarial de
 
Guatemala (no date), p.9. Olivares cites Bljdenstein, John W., La Pegunau
 
Mediana__ndustria en la Economia de Guatemala. Guatemala: Banco
 
Centroamericano do Integracion Economica, 1986, p. 16 as the source of this
 
estimate.
 

2 Escoto Marroquin, Jorge Rolando, et al., El Sector InformalL..i
 

S..Q el-Sqtor Informal do Produion Y Servicios en el Area Urbana Central
 
de Guategm,.. Guatemala: Fundacion FADES de Centroamerlca, 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. SIMME's objectives 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 clear that th's
 

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
 

number 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 pvivate entities in a manner that takes advantage of some of the
 

strengths of both sectors. Accordingly, SIMME could serve as a model for
 

future large-scale public/private sector collaborative assistance to the
 

microentrepreneurial sector throughout Latin America.
 

In order to assess the progress and area!, of concern of the fledgling
 

SIMME program, the authors undertook a study of the project from August 11-24,
 

1988. As will be detailed InAppendix 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 Include: (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 repor't; each NGQ has 10) who are the direct link with the
 

microentrepreneurs); (3) interviews with people in other organizations offering 

an "outside vision" of the SIIIME project and (4) interviews with a purposive
 

sample of microentrepreneurs themselves. The methodology appendix offers 

further details.
 

This assessment reealed 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 orirnized under a series of headings that encompass the main 

issues that were identified during the assessrent.
 

I. QUALITY VS, QUANTITY: TIHE "GOAL OF 60"
 

SIMME has defined the MEs who are eligible for loans of up to Q6,0003 as
 

follows:
 

" No more than six employees of which the ME is one;
 

" No more than Q12,000 in assets;
 

" In business for at least two years.'
 

3As of August 22, 1988, U.S. $1.00 - Q 2.70. 

4Adapted from Section 4.2, Identificacion de Microempresarios, "Programa
 
Nacional de Microeinpresas Urbanas SIMME," Secretaria Tecnica (mimeo), August,
 
1988, p. 13.
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The goal of 40.000 vs. the "goal of 60"
 

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 explicitly excluded.
 

It then used the highest projection of manufacturing and service liEs In thl
 

Guatemala City metropolitan area (approximately 125,000). In order to reach
 

this goal, a larqe corps of Asesres was to be contracted. Each of these
 

Asesores w,' to be responsible for 60 approved loans to MEs each year.
 

There appears to be a strong consensus among the leadership of SIMME and 

the Aix 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. Mlreover, 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 Asesor 

isunder intense pressure to present 10 cases a month to the Credit Committee. 

In parallel fashion, the Asesores' NIGO is under similar pressure to meet a 

monthly goal of 100 cases (10 for each of its 10 Asesores). Furthermore, 

implicit or actual sanctions are held over them to elicit compliance. 
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Enforcing the "goal of 60"
 

First, SIMME's "Evaluation Criteria for the Efficiency and Efficacy of
 

the NGOs"5 state that ifby 1989 the NGOs do not achieve their monthly goals
 

(on loans presented] 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 National Commission to the NGO being
 

eliminated from the p-ogram. In private communications with directors of
 

several NGOs, we were told that they already have been warned that if they do
 

not Increase their number of cases presented, 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 Ascsor was "reassigned" as a secretary, 

"where she ishappier," 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.)
 

" 	 InMay, 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 iegret, as the director told us that one of the fired 

5"Reglamento para la Administracion por Resultados del Programa de 
Microempresas Urbanas: Criterios de Evaluacion de la Eficiencia y Eficacia 
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 relations with his
 

MEs of anyone in the program. "He has the lowest achievemenL and is
 

the best Asesor.") The other eight FUNDEMIX Asesores then protested
 

to the Vice President himself and the two were reinstated.
 

60 case5 in six months procludes most 1:1 follcw-uo
 

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 isone of the chief frustrations of all 60
 

Asesores. After a few months of working with the MEs, they have a very strong
 

identification ':th 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 one 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 goals 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).6
 

6Asesores estimated their hours infive 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 needed 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, 

inFUNDAGUATEMALA, the foundation with the highest record of production a the 

highest record of arrearage, they have had absolutely n~o time .o do ,Iny one­

on-one follow up. Up untli now, their only post-loan contact witl, the lEs 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 FUDEMIIX) 

have tolu us that the follow-up visit in the first monil after the disbursement 

of the loan is particularly important and that they att2mpt to do so. The 

purpose isto 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 11GOs' Asesores make regular visits to 

their clients past that first month contact, and it bothers them that they 

8
cannot do so.


Further data on the curient settlng aside of social goals
 

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

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

7However, now that two of the Asesores have redched their "goal of 60," 
they will be devoting their time to individual ME follow up, according to the 
director. According to the Asesores, they have just received a memo stating 
that they must now make two visits a month to each ME, , burden which they 
claimed would be impossible to fulfill, as it would necessitate five or six 
meetings a day with MrEs, in addition to their continuing search for their 
"60." But they felt that the presure to get their "60" would continue to 
take precedence. 

8MICROS does not have a spectacular record on either production 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 ju For example, they now teach the 

obligatory predisbursement course required by toii Banco de rrabajadores 

(BANTRAB, the loan disbursing entity). On request, hey also make individual 

visits to So who have had special problens or very serious arrearages. In 

addition, they are charged with pro:r)ting MFE particI)ation in the first Urban 

Microentrepreneur Fair which will be hel. as )art oi the IX Nationai Fair from 

November 5 to Dec.- ber 12, 198S. They also h,,Ip hP t.',ores who have had 

little experience in group dynaiics to organize their APA groups of MEs.
 

The social workers i Q working with the Ms especially on market Ing, 

because they feel thut they are dea i n with the rau'. of the probl ems and 

not with el i,,cr A. social ' ated, "llelping them withthe t;. one worker 

marketing increa'es fiamily incro' and this is: t thwy nrd, iWst ad of 

saying, ' Sonora, you should fix u;p your huis:.,' W.hnl you have to ask yourself, 

'With what?'" Hevertheless, they regret that there in presently no social 

component to the project and that they had to "tnp working on surh activities 

as socioeconomic/family studies and wives' group ,. 

CONCLUSION: The presure to genvrate 60 loans per Asesor In the first 

six months of every year is counterproductive. 

RECOMMENdDATIONI IAV: Givn that a year has 12 months, we recommend that 

the Asesor,, .isultanously fol low-up wlt vx istiug loan reciplento while 

generating now application'.. 1hi% would pan a monthly o(al of five .cases, 

but would ret n the yo.,rly i Iof 10. this would ir:prov loanni. ',in(e 

t. L', in I , the Int roduc t Ion. 
Recommvenda tion'. are numbered consecutively fur e..ch Section; thus, 11-I Is 
the first rorm:endlation of this rpor . 

eot,1thatt ther are no) reIc nie na1PLlravnd 
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servicing and reduce pressure on Asesores, this procedure should be continued
 

through the end of the project.
 

RECOMMENDATION IIB: 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 generation and maintaining lov4 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 lo;n isbeing followed.
 

Ill. 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
 

tack of sufficient follow-up of MEs. 
 Itis too soon to tell whethier this lack
 

of one-on-one contact with Asesores affects the repayment rate. At present,
 

the rate of arrears isnot excessive but there are a number of areas of concern
 

to be considered.
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Definition of arrears (morosidad):
 

" 	 BANTRAB. According to the Comision de Fideicomiso of BANTRAB, a loan 

isconsidered in arrears on the first day of the month following the 

month inwhich payment was due (i.e., September 1 for a loan payment 

due inAugust).10 

" 	 SIMME. According to SIMME, a loan isnot considered inarrear: 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 inAugust). 

The NGOs 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 generate enough
 

immediate increase ingross profits to be able to cover their generally high
 

nonthly payments. Therefore, "because 80 percent of the loans are for
 

machincry," 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
 

"°Although BANTRAB begins to list the lo3n as in arrears as per the
 
above definitijn, 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 isdue. MEs, intheir opinion, need a grace period under such
 

circumstances.11 BANTRAB does not share this point of view.
 

Cosigners 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 be garnished
 

in case of default. Typically, the cosigner is a close relative or friend of
 

the ME. Accordingly, BANTRAB's notificat-on procedures incases 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 inwhich 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 2 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. 

11 Some of the early loans included a grace period of up to three
 
months. Due to BANTRAB resistance, however, this practice has been virtually
 
ended, even inthe 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 grice 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 period interest is not being paid
 
is a red flan which should occasion an immediate investigation. This is
 
especially true given that not all the NGOs have required a first month post­
disbursement visit.
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SIMME, the NGOs and the Asesores are not inagreement with what they feel
 

isBANTRAB'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, isalso premature. This, we have been 

told, leads to resentment on the part of all concerned - the ME, the Asesor and 

the cosigner - especially ifthis occurs inthe 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 
12
 

percent of loans inarrears.
 

Number of loans inarrears
 

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

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

T 0 T A L ......279
 
Out of 1,658 loans
 
disbursed to date = 16.8%
 

Itshould be noted that only 20 loans are more than 60 days overdue. This
 

represents only 1.2 percent oF the overall loan portfolio as of August 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
 

12 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 corsider 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 thaL 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 at least
 

one year will provide a true assessment of this issue.
 

Arrearae by size of loan
 

FUNDAGUATEMALA has the distinction of having (1)the greatest number of
 

loans disbursed, and (2) the highest rate of 2rrears. For much of the
 

program's short history, italso 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 Q3,437.37 (based on 1,659 loans disbursed amounting to
 

Q5,702,595).
 

Interestingly enough, the average loan size of women MEs inarrears 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. Incredit prijects 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. Infact, inthe 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 joLq 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, "AWalk on the 'WID' Side: Summary of Field
 

Research on 'Women inDevelopment' 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
 

pprformance 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 inmale/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 inconsidering
 

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 slould 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 inthe grace period - when 

only interest payments are due - from other loans, the disaggrcgation 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 series 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 ILIA: A common definition of what constitutes loan
 

arrearage and the appropriate notification procedures need to be jointly
 

developed by BANTRAB, SIMME and the NU3Os.
 

C-1277.002 - 16 ­



RECOMMENDATION IIIB: SIMME needs to decide which indicators it will
 

collect and which ones itwill ask BANTRAB to collect inorder 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: Inlight 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.1' 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 loan ceiling of 35% of both the borrower and the guarantor's
 

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

141t should be noted that the previous discussion in III (by Blumberg
 
and Reibel) has focused on loans already disbursed. The figures in this
 
Special Annex (by Berezin) focus on loans authorized. SIMME's two major cash
 
flow crises to date (discussed in IV, below) have resulted inmany hundrels
 
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 isonly an effective hedge against losses if
 

there isconsistent 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 mlanagerial 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 isinsufficient to cover administrative costs
 

(indeed, the problem of calculating such costs is treated below), but it is
 

interesting to trace the decision to link SIMME's interest rate with commercial
 

bank rates.
 

Historical backQround 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 UNOP consultants in their report of
 

May 4, 1987.15 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 in interest rate may also have had several political
 

dimensions, ranging from the SIMME program's need for immediate administrative
 

funding, to the 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 program
 

This brings us to the present problem encountored at SIMME: due to
 

insufficiently revealing or complete accounting procedures, they do not have
 

an accurate idea of what their administrdtive costs really are. For example,
 

fixed assets (such as furniture 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 inan upward manner. Likewise, other accounting
 

procedures currently in use may be skewing apparent administrative costs too
 

low while overstating income (e.g., there isno 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. Nonetheless, 

there have been studies performed based on SIMME's published figures on the 

number of MEs it intends to lerve. Taking SIMME's stated goal of extending 

loans to 40,000 microentrepreneurs 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. 16
 

Decapitalization and dppendency: SIMME's dilmma 

Decapitalization and/or perpetual dependency on outside donorc ,'re 

inevitable until and unless a loan program raises its interest rate to cover 

its administrative expenses. The SIMM[ program appears to have built 

decapitalization into its financial structure. It already has ('ecapitalized 

twice, once around March and the second time beginning July !7 through the 

present. This decapitalization will continue to occur periodically, whenever
 

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

16 Banco de Guatemala,"Adendum al Documento Flujos de Caja Operativos -

Programa flacional de Fomento de 1a Microempresa, Opcion If." Guatemala 
(mimeo), December, 1987. Administrative costs of the lGOs were figured at 
Q11,414,000; payment to INTECAP for training courses was estiimated at 
Q30,000; a study by SIMM[ of the identificdtion of MIs (which apparently has 
noL been performed) was budgeted at Q65,000; advertising/promotion was 
projected at QO0,000; and BANIRAIs purchase of computers and work materials 
was figured at Q123,000. 1his gives the total of QII,732,000 alluded to 
above. Divided by 40,800 loans, the maximum achiovable under completely 
Idealized conditions, the administrative cost per loan comes out to be the 
Q287.55 figure alluded tr in the text above. In contrast , 1ic. fernando 
Rivera, in personal communications, told us that SIMIU bel lves that their 
administrative costs are QO.16 per QI.00 loaned. (They are not, however, 
really sure about this.) Translated to the average loan size of 
approximately Q3,500, SIMME's estimate works out to Q560 per loan. Clearly 
more work isneeded. 
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of decapitalization have and will continue to cause a lack of confidence by ME 

loan applicants, frust-ation by Asesores and their administrators alike, and 

bottlenecks inBANIRAf' 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 SI.MME has applied. In tie long run, however, as noted above, 

the potential %elf--ufficiency arnd survivability of the project is linked to 

two factors: (1)determinirnj SIMbL's true operating co'ts; and (2) raising the 

interest rate charged to a point sufficient to tnmure coot recovery. 

At the sami, time, it is import ant to po int out that the 

microentreptenewrial sector does not have access. to loans from cornsmercial 

banks. The actual compot it ion faced by S IM[ i' ,either loans frc:r relatives or 

friends for which little or no int,'u',.,1 in (Ibarijid. or lo.,nr. from the 

professional onvy lnider. R he latter, according to various infoumants, are 

currently charqn; n between 15 and 25 percent per ronth for loans ,f 20 to 55 

days in length. 

CONCLUSION: lhe present intere'.t rate charged by SIMME (14 percent, soon 

rising to 16), in currently pegged to the co):,:,rciaI bank rate and see(ms to be 

Insufficivnt to cover full ,adiirnit.t.t (o!.t%. But data ar, rot pre'.ently 

avail able to a%. ir t a i ''it hir oppra i ; I W % ri(h may. r Il~( be 

.IIJIOexpectend fro:i loan i- upirat irn, ar!I th,. ,IhWR -AuIy nv,a i 1, d may not 

i' 00.Ie
refl1ec t appI.I 4II v ttoun!I( i pBI -Jeurv% witolW H e1P. 

RECOMrIMENDAI IO IVA: ,W,'ul an aprl)riate ount in; pi ocedure within 

SIMM[ to b h 1 ,bITI,, -I , t =, a -i'kl. atriv . M . Out'.ide te',chnical 

assistahru, would .,l0i Ini he h i ghly t irah in th o m.atter. 
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RECOMMENDATION IVB: Ifthe 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 I'Es and limit the political damaje
 

caused by this act'o,,.)
 

V. INDICATORS: THE URGENT NEED FOR MONITORING, EVALUATION .MDTRAINING
 

When it is taken into account that less than one ,ear ago, few of those
 

involved in SIAME or the six NGOs had prior e.xperience in or knowledge of 

microenterprise credit projects, the progress 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 aithough problems of integuition remain (as will be discussed in the 

section on Intempation below), the SIME progra., already has achieved more 

coordination and inter-institutional cooperation than is the case at the e 

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

In one sphere, however, they appear to be "reinvwnting the wheel" - and 

too slowly. This is occurring in the urgently needed area of indicators, 

monitoring and evaluation. 

Rudim-(,ntaythp troi r wittot__ oputerd 

The urgency of the need f(or the II,h PC -type computer just received by 

SIMME (with UN!JD fund inq ,nd J ill rlinusr it,monitor, at this moment, however) 

may be gauged froin the faict that current, ly aI11 of the roughly 2,000 loan cases 

presented to the Credit Comm itt.e ,ire at present sitting on shelves in a SIMME 
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closet. There, files repose in the chronologicai 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 understandinq of
 

just what indicators arp 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 documenzs specifying procedures for monitoring and evaluation, and it
 

does attempt to track a small and disparate group of indicators. Yet, as one
 

informauit remarked, "we are all children here" [when itcomes to learning about
 

the proper workings of an ME credit project].
 

The u.rqent need for computerization
 

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 "inthe pipeline"
 

for both FAPE ($470,000, of which $70,000 isfor technical support) and ADESCO
 

($358,000, of which $58,000 is for technical support). But the "pipeline" is
 

exceedingly long. (he most optimistic IDB estimates, per Lic. Hugo Rios, put
 

the arrival of the funds in late October. A more likely date is early 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 intechnical
 

assistance). These, however, are in such an early stage of 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 queue 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 inorder to do so, they had to supplement already-generated comPuter 

data with hand processing - and typing - of reports. 

There is no question that they urgently need their own IBM PC-type
 

computer,17 but would make best immediate and beneficial use of itonly 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 "inthe pipeline," according to Hugo Rios. He expects preliminary
 
approvals, perhaps 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 ifthey 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 developed. Efforts such as the ARIES
 

program are one example. 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 inboth 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).1a 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 i natural 

choice for the sort of immediate technical assistance so urgently needed by the 

institutions participating in the SIMME program. 

1a The "Solidarity Group" mechanism of a joint guarantee, it should be
 

mentioned, issomethiny that might prove useful to the SIMME project. Severe
 
difficulties have already been encountered inobtaining 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, itis
 

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
 

r.lationships already exist.
 

Moreover, Accion International/AITEC's loan procedures - ovr and above 

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 Lup" of arrearage, 

calculating it from the very first day, past the payment due date, and (3) 

provide various forms of insurance on its loans. 

Inaddition, 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, itmust 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 outsi technical assistance to
 

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

operations already established inGuatemala.
 

Despite its various 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?
 

Itshould 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. Moreover, SIMME admittedly does not have a clear idea of the
 

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

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.
 

Arrearage 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 inrelation
 

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 analysis, 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 Lu 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
 
rcquested only Q3,000) back inFebruary. 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 bcen given the grace
 
period, this would have carried him through the time
 
when 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 isalready one month behind on the loan.
 
His first Asesor never visited him directly after the
 
loan 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 look 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
 
inhis 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" is an engaging and highly
 
enterprising fellow. Had he received immediate and
 
continuing follow-up, his loan might have "worked."
 
As it is, he isone 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 bLgin laying.
 
Yet, as he states: "I am a fighter ...one way or
 
another, I am going to make it. Since I am
 
uneducated, I cannot take any other path than fight.
 
But I am a man and want to progress."
 

The need for a monitoring and evaluation system
 

All 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 planned 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 economic 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 for 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, inwhich 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
 

lotential for the institutionalization of an incfficient, inadequate and
 

perhaps erroneous 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 monitoring 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: Inorder to help the SIMME program with "mid-course
 

corrections," and to extract "lessons learned" for future project planning,
 

the following studies 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 virtually 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/riicroetterprise sector. In fact, its expertise has been almost
 

wholly confined to formal sector firms, primarily inthe manufacturing sector.
 

Training the Asesores
 

According to INTECAP officials, when itwas asked to provide training for
 

the first-hired group of Asesores, itturned to HODE - Hogar y Desarrol1c - 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
 

Inan 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 productivos) in which occupational groups of
 

MEs are given specific technical training intheir specialties. Time pressures
 

precluded our attending the program for carpenters that was held during our
 

field research. This was the second "productive Saturday;" the first, inwhich
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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.19
 

It also could represent the first step toward the formation of 

occupationally-based .rade groups of MEs. Thus, MEs from different zones of 

the city who have come together to r2ceive "productive Saturday" training could 

potentially be encouraged to form wholesale buying groups, cooperative 

marketing/promotional associations, or - ultimately full-fledged trade 

associaLions in the major "branches of activity" - (lothing manufacture, 

shoemaking, etc. (An alternative Lo a top-down training approach isdiscussed 

inthe 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 involvingi Asesores and MEs alike). We feel, however,
 

that INiECAP should not be The sole agency providing training for the project.
 

SIMME shares this opinion, sin,-e it has used various other organizations for
 

specialized training (e.g., the Hans Seidel Foundation for a 40-hour course for
 

20 selected MEs, INCAE for a group dynamics exercise known as "organizational
 

mirrors"). Additionally, SIMME's management seems rather uncertain as to what
 

INTECAP's role should be.
 

19 One Asesor stated that an Asesor had to be used as a "translator" for
 

the INTECAP trainer, because his language was too technical for the tiEs 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 (ADovo en Accion) Groups for MEs
 

Presently, SIMME is ambivalent about INTECAP and has not yet begun any
 

systemitic (ffort to insure that Asesores do one-on-one follow-up with MEs. 

Instead, its big pu.,A, has been to establih a different kind of training entity 

for MEs, the APA group. Each A eor is supposed to fourm several of these 

groups, composed of 15-20 M s v,ach -all of then lan client%, or a;spiring loan 

clients of the A-esor in que'.tiou . grouops -uppoed to reet every 15eLe are 

days (unless the group decide, on a difiererit fwrveoency - seto below), inorder 

to discuss comm:on pr'Colv% ',niruceivp =- quo dncI frbm the Wyqnr. (SoT! 

of the Asesores have received traininq in( oup dyr ic', WirtAruoc al workers 

are attempting to help orient other%. but thus. far, A'e.or preparation for this 

additional role has been spotty, at best.) 

The Asesores at the six UGOs vary greatly in their enthusiasm about APA 

groups. One IGO has embraced the enthusiastically - ADESCO - while another 

- FAPE - is highly skepticail after poor initial rem] tS. Ase.sores at t() other 

NGOs (FUNDESFI and MICIO ) are closer to FAPE than A)LJO in their cUrrent viVw 

of APA groups. "It's too noun to oay," sunmar i/, th n,',ction of Asesores at 

FUNDAGUATEMALA and FUND[MIX, which have beun to form their group's only in 

recent weeks. 

At a special group meeting with 12 A,,,ors (two chosen by 'bach NGO) 

there was consensus that As,,ore, and W41'hat diffe'rent (uit ptions Wt the 

purpose and natur', of the APA qroiups,. Ancordirq ti thee As,,ori's , rMost HEs 

seem to he, 'xp l ilirj t r , 'e tr.iin . a t t , s,l aout buiness 

procedures. Hut the A.,,ores,' view ( ripart,,ut to Ih 1% that thehem by SIMMI ) 

APA group is a vehicle for M!%to resolvv irdiv dual buI ,es 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 insuch a short period, 

and if there are nu other vehicles for continued technical assistance and 

oversight through the life of their loans.
 

As previously mentioned, we conducted group meetings with all the Asesores 

in each NGO, over and above the group meeting with the 12 Asesorps noted ,bove. 

None of the 60 Asesores views the APA groups as a complete substitute for 

individualized, direct contact with the U s, but given the pressure on them to 

"make their 60," they see 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 ingroup processes and they see a rapid attrition. (In
 

fact, many Asesores stated that their groups had shrunk by perhaps 50 percent 

after the first cou;dle of meetings. One EI,a FAPE client, told us that her 

Asesor had invitud 20 MEs to an APA group meeting, but only three people showed 

up • and th( Asesor wasn't one of them.) 

In contrast, the administrators of their NGOs are much more sanguine about 

thp use of APA groups to provide trainirj, guidance and follow-up services to 

MEs. They alno see the AI1A groups as giving orientation to potential loan 

applicants, who, in theory, would be receiving training even before their 

paperwork was submitted to the Credit Ciurni ttee. 

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 Jose Manuel's APA group. The APA group met on the Monday of a
 
three-day holiday week-end, in the neat, well-lit 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 invarious
 
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 mockups 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 plans - as well 
as infectious enthusiasm and good humor - came from the MEs 
themselves. Clearly, this is a still-atypical, but ideal, APA group. 
This sort of group demonsLrdLes the potential for a different kind 
of "multiplier effect" from that envisioned by the SIMME program: 
a bottom-tip 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 socioeconomic details that characterize each
 

microentrepreneurial occupation. They admit, however, that 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 inpreparing 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 indecisions about loan 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. No guidebooks or manuals have been developed which lay
 

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

activity" inwhich the MEs are engaged.
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Initially, this made for some bizarre decisions by the analysts.
 

Especially inthe 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 likely 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 thdt the analysts preferred cosigners with
 

fixed-wage jobs whose salaries could be quickly garnished incase 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.20
 

As the result of a wage dispute, all the BANTRAB analysts resigned en
 

masse inJune. 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 mrre success inslanting 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
 

clients' diverse business operations.
 

Lost inthe 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 In 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 ison 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 needf at 

most one and which needs four or more visits a month at particular stages in 

the life 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 inthe 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
 

ingeneral or its component trades inparticular.
 

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 11[s practicing the 

same trade. Inaddition to providing training, such efforts could potentially 

lead to: (1) MEs taking advantage of economies of scale via wholesale 

purchasing and collective marketing, (2) the formation of trade associations 

In the MEs' m,ior "branches of activity," which should enhance both their image 

and influence, and (3) the strengthening of democratic pluralism in Guatemalan 

society. 

C-1277.002 42
 



Little by little, 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 intheir 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 bust technical 

assistance and service to the MEs. And insufficient knowledge prevents the 

BANTRAB analysts from making the best decisions on loan applictions 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 that 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 I'JITCAP's occupationally-specialized "productive Saturdays" or 

some other vehicle should be a %pecific foco., of such exploration. 

RECOMMENDATION VI-C: For APA groups to Aucceed, (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 

4.1
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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
 

itcan 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) inwhich the MEs 

are engaged, using selected MEs as facilitators/instructors. The specific 

content to be covered (for each branch of activity) should encompass: the 

business cycle and seasonality for the activity inquestion, 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) itwill better refine the loan 

application process, so that the specific amounts requested for machinery, raw 

materials and working capital, ds well as the detailed Plan of Action reflect 

the realities of the particular busines involved; (2) it will permit a better 

and more exact determination of the optimal time of year that loans should be 

disbursed for specific economic activities to maximize the business-enhancing 

value of the funds, and (3) it will enable Asesores to provide better-tailored 

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

This section deals with the progressing, but still imperfect, state of
 

affairs inwhich the six NGOs, SIMME, BANTRAB and INTECAP find themselves with
 

respect to internal and external intcgration 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
 

without 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: In outline these areas are:
 

External Integration
 

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 i its goals.
 

SIMME feels pressured by its budget constraints - i.e., periodic 

decapitalization and the constant need to generate donations; italso 

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. (Inone NGO, the office manager told us that
 

she makes the Asesores request permission both to obtain paper and
 

to make a phone call. She isaware 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 to expand their donor and resource 

base inorder 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 isas unsure of its role as it is of its current ability to
 

provide comprehensive training vis-a-vis MEs. (Inall 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
 

organizations involved.
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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 inthe
 

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 felt; 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 comunication among the 

various levels. In only one of the NGO - "ICROS - was communication 

characterized as "excellent" by all hierarch'c' -i 
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2. Specifically, although most NGOs hold periodic staff meetings inwhich
 

most ranks are represented, those in lower ranks feel that their expressed
 

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

3. Inthree 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 is73.7
 

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 ispressed 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 equipment:
 

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. 

Inmost 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.21 Infive 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.)
 

21 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 NGO has one social worker. Recently, their salary was raised
 

from Q500 to Q750. They, too, state that they average Q32 par month in field 

travel costs on public transnortation, and they, too, receive no reimbursement. 

They feel that they should be paid at too same rate as the As,'"oreo on the 

following two grounds: (1) their educational levels are identical to those of 

the Asesores, and (2) their job content haq been Ahifted, so that they work 

directly with the Mis on loan-related follow-up (v;. with their families on 

social welfare issues). 

2. The EANTIi'AH salary scales are extremely low. The analysts, for 

example, have about the Uqauivalcnt le.yl of educaticin (and in many of the tame 

majors) as the Asevores , yet they till are beWiq paid only Q)200 per ronth. 

The effective d.ote of their ;,romis(id r,, to (4KC wi, n-ver (lerly de'inod 

to us. Just few ..ri u% a mor.a le prob I thir ,alry love! au '' can be 

inferred from the fict that (i) the ,livdof th, W i:ns ion d, l idioikio quit 

his post in May (and becme the -upvrvior wh ItIhNDIIIX, which ;ui:kly Lleared 

up its backloq of unapprovid loin%); and (2) all ,. analyt, resigned in 

protest in June aind wore riplaced by Lnew cohort. who wore promi-',ed the still­

undelivere(d rak.. 

IJnar,,bl .... Fx er,, iL nt _tLrof ,I 
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2. We also discovered that mechanisms did not yet exist to help these
 

successful MEs "graduate." Some would need help from an ME program that has
 

a higher maximum loan (e.g., HOUE); others needed creative financing advice on
 

funding future expansion ifthey remained inthe informal sector, and/or access
 

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

illustrates the problem:
 

For Mary Vasquez, a ceramicist, the SIMME loan led to a 
large increase inher 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 
tim2. Demand 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 leader and family planning representative with a 
bookkeeping background who previously worked in the public 
sector. She turneu a hobby into a business because working 
out of her parents' home enabled her to spend more time 
with her 22-month old son; she is now pregriant with her 
second child. In fact, we were amazed, given her toddler, 
that the living space was decorated with scores of her 
delicate ceramic f igurines - until the enterprising Ms. 
Vasquez pointed out that (ach had been glued down. 

Ms. Vasquez has taken 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 - an(J one of five who finished (this was 
because the 5-9Prl nightly s;chedule proved impossible for 
many M[s). She has g.one from "buying my materials five 
gallons at a time to Hying by the ton, and enamel by the 
99:intal." I,'t se i% at the limits of her ci.rrent capacity 
. she and her mother of ten stay up until 1:30 AN, to fill 
orders with her now too-tiny, too-slow kiln (which ta',es 
five hours to fire and five hours to cool). What she needs 
now is an ample conmercial kiln that sells for QB,000 new. 
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(Aused 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 Q6,0OO 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: Ingeneral, the SIMME program isoff 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 must be 

implemented within an agreed upon time period. 

RECOMMENDATION VII-B: To speed the process of integration, the
 

coordinating committees should delineate 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 op 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 that will be used for loan
 

applicatiuhis 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 uiiderstanding 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 needed 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 inlight 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 random
 

sample was not drawn due to time constraints. Instead, (1)site visit follow­

ips were made to five loan clients who previously had been interviewed by a
 

joint A.I.D.-SIMME team inJune, (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 presumably 

unrepresentative - group. They were heavily skewed toward (1)success stories, 

and (2)people whose businesses were inmore 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. Inall 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 created that have any validity.
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Inaddition 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 is counting on a loan just before his/her peak season, but bureaucratic
 

delays (including Lhe periodic decapitalization crises that have hit the SIMME
 

program) preclude timely disbursement, a serious dilemma iscreated. 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 inthe vignette above.)
 

Either way, the loan arrives out of synch with the production cycle and cannot
 

be utilized inaccordance with the Plan of Action. The door isthus 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 tG 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 bordiers - or sold to intermediaries who did so. 

Generalizing, the necessity 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 unlikely that Asesores could be adequately
 

trained to provide this kind of guidance. But the "productive Saturdays" may
 

offer an appropriate vehicle.
 

Given the nature of the sample, conclusions and recommendations based on
 

these "findings" would be inappropriate. Instead, we can only reiteratc 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 shall put forth our most time-urgent
 

recommendations for allocation of A.I.D. resources.
 

IX. CONCLUDING RECOMMENDATIONS
 

1. A census of the microentrepreneurlal sector is urgently needed.
 

Aiditional information on the number of microenterprises by "branch of
 

activity" is necessary to plan appropriate interventions. Both SIMME and
 

A.I.D. need such information to maximize ad assess Impact. As stated inour
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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 ai;d 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 BANITRAB 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 isthat
 

of the evolving methodology known as Rapid Rural Appraisal (RRA). First named
 

at a conference at the University of Sussex inOctober 1978, this methodology
 

isaimed at assessing Third World social and economic development. Itattempts
 

to combine qualitative and quantitative information about a specific, focused
 

area of inquiry based on a relatively brief time inthe field. The researchers
 

strive for data that are of a high standard of vdlidity 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 isknown
 

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 ismade 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 inThird World economic development ingeneral and in the specific
 

areas at issue.
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The current RRA involved awork 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 intprnal 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, itwas 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 inorder 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 loans
 

(Comisi6n 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 entity that has provided the
 

bulk of the SIMME program training to date.
 

C. "External Vision" 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 one from the Inter-American Development Bank (IDB).
 

2. We conferred with various A.I.D. personnel and exchanged views with
 

other A.I.D. officials during briefings.
 

3. We interviewed four informants from the Accion International/AITEC
 

program in Guatemala: the Resident RFpresentative, two officials of
 

organizations ithas 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 very
 

enthusiastic and successful SIMME loan client.
 

Insummary, the RRA meth3dology is a processual one. The picture of the
 

SIMME program that gradually eerged from our SPA encormpissed both issues 

Included in tho scope of work and others that f loi, d out of the research process 

itself. In this way, for vxan:pl , our focun on the "l.'u, of 60" emergcd 

empirically from our intervie. lhe s:uco,of work akvd u'. to lisok at the 

issue of quantity vrou, quality, hut the f' u ,.t the probl2 %hyorated by 

pressurinq A~e~orev. tio 4 irev't ten lodn LaO a Fith Until) they reached a 

yearly goal of sixty w.% an i,.m n t. :nt i(.ii.it d it the .tart, 

rup)ort. ,t% aAs a conc l i n riot ', thi, rr, rei,, ful consensus of both 

researchers. We tepatuJ diO/u ouuon and naly;e", of interviewield di our 

findings and document ,ecearch until full agreement was reached.
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NTbm~r Ccnp.eto 
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Direccibn_____________________________ 
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FUMO IYE ChJA PIE)YEL-MM A UN Alb (Cifras en Ojetzalea) 

CCNCEM H3?M HEUM MUM 
PRIMI =M Warco SEMESTM I + 2 SEHESTFM 

Sa de Caja InicW 

INGREMS: 

Ventas
 

Ot=s ingresoo 

Salarios
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MMTAimrin y Equipo 
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Materiales 
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Papeleria
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OtruG F4resos
 

SALDO DE CAJA
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___________________CX A CJEt 
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________________at rres. Ccntando 

to Enttdo Patrlinonial: 

Cixtulantet 


CN.JA Y IWVflS 0. 


PMLTERIA PRIMA Q._______ 


PFCCEED3Li
 

SLAb-Tbtal .SbTtlQ_______ 

Fijo 

HERRA141F qA-S 0. 

MODlIIARIO Q.______
 

CASAS 0 TJR"4)5 0.______ 

Sujb-7htal Q. 

Mrt~v Q. 

Vpa n. Ion LXK quo cr rv flyb s e r wq ml Al 
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Sun ventas mmaaes asciermck a la can­

y sam iugresoe netos rai d: 
adiuMs haste el die do hvy con el,aiguien­
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WEIITA IUR PJV.AR Q_______ 

Fi jo 

orixCy .______ 

Sub-Total ._______ 
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ante el 3wicjio do Ica Trit ji).wkurrxtiowl" y f irmm 14 pir-Ncilte vi IA CILI1,ed de 
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FUNDACICJ DESARROLLO 
FUNDESEM 

PROYECTO 

MICROEMPRESARIO __o. 

EMPRESARIAL 

PRODUCTO 

C 0 S T 

Cant. 

0 i U N 

*ldtUrla 
SII 

I T A 

I',r o 
., ,ii'1"Ir 

R 1O 

C o.. to 
oYlu c 

S 

Precio 
Vell ta 

Ganar 
Blrut.: 

TAL: 

Rofurencia3i: 

.......... __ - ____ 

COSTO PPOU13JCCI G ACTUAL 

TCfTPAL (MIENSUAL 

Ro f crrI c ia 

CO..''() P1ODU(JCCIO(N) FIYFI!U PA 

T(TrAL ( E:itI 

Roft r ncia:i 

IA1,L 
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_ _ 

_ _ _ _ _ 

EI1VO DE DOCU4EN(ACICZ4 

MOC~MPJMSAR1O I_______________________ 

1 Solicibri de Crdito ____
 

2 Identificacibn de microxxpresario
 

3 __________o 

4 Plzm do Acci'n e lnversi~r_____
 

5 Flujo dcCajci y I uterk do Pi±xidas y Ganancias 


6 Dabra de-l Qxkixk:)r______
 

7 Estado Patrimonial de codeudor ____
 

a Fbtoxopia de ctdui~as
 

Deuior _ _Codeuicr 

9 Cetificacitm do ingresos____ 

10 EttOCcpi- do CCT-xes_____ 

11 Fbtocxapia de __ 

12 Profonmri _____ 

13 Otras Drx~nctas____________________________ 

"echo____ VO. 00B._ 

Fftibilo __ _ _ _ _Fecl a _ _ 

Prtryectads____ 

_ _ 
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__________________________ 

____ 

_________ 

MZVIO rJ6 DOa1IENrAClcN 

?UCHOEMPJMSAMRO I 

1 Solicitud de Credito ____ 

2 LIdetificaizi de inicromp~resario____ 

3 Dia~bstico_____ 

4 Plan de Aclern e Inve-ri~i____ 

5 Flujo deaja y Estakdo Pi&xddas 

6 Datrxi del Coclacik ____ 

7 Estado Patrknonial de codieiior ___ 

8 Ebtocapias de cbiulas 

Deudar _ _Codeudar
 

9 Certificaci6n de ujgresm ___ 

10 Fbtocopia de ctxxpies 
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REOUISITOS DEL SOLICIT.ATE 


Sr. 

Le roga=os preparar los docu-entos que 

se sef.alan y eentregarlcs al Asesor que 
le visit.- el 

La agilizacicn de su trE5.ite depende de 
estos dot-en-cs: 

1. ScLICI7D ...................
 
I - DO.... . .
DIET'-O 


3.-FCCOI CZDI 171 TCITANT7E.
 
4. FO-:CCPA C-,LrLCFIADOR(ES).4 
5. 	 LA, DDE - -.................
 
6. F.C=7JRA%(S) PROV.OR-tk (S).... 

•., D -	 Ti jIVL S iON)! 
C CI:- TO .........
8 . ? -, 	- r - .­

7. ?A7~,l= BE -qO"-!:-_AI)Z ....... 4----
8. PAT' 
9. RE0iST?,O S.NITARIO .......... 4--­

10. 	 REGS-O CE PROPIEDAD ........4 7E-

.' .AESCRI7u-A .........
ii. 	 .. ' ~ .. .sA 

12. 	 No. REGI-TF.O !:%J = ­

(RNA7TA) 
13. 	 SC' T1 , N',CARIA........... --

14. 	 CONVE;IO DE PASIVO........
 
14. 	 LSTA DE CLI-ES ..........
 

(NO.tREY DIRECCI0ON)
 

15. LS A E HOVE.,oRES ......... 

(NC BR DIRECCION)
.. 


16. 	 CARTA DE COBERTRuTA .......... 

17. 	 CARTA DE ?,ECOMEaNDACION ......
 

(PERSONCL) 


18. 	 CONSTA.NCIA DE TRABAJO ....... 

(FIAkXkR)
 

19. 	 AUTORI7-CION DE SOCIOS .......T---.
 
20. 	 ESTADOS il .........
INANCIEROS 

21. 	 CIJADERNO DE CONTROL ......... 

22. 	 FACPAS 0 RECIBOS.......... 


23. 

_W__ __4_P__24. 	 _ _D_ 

'resentarse el dia: 

:n horas de: 

irma: 

U 

CE_____Y,_____%_ 
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__ __ __ __ __ 

_________________________ 

Solicitud No.
 
Fecha:
 

INFORFMACI ON FTODUCT IVO-F IANQ I ERA 

SITUACION ACTUAL-

HODUCTO 0 SERVICIO PRODUCTOS VENDIDOS 
 PIECIO DE INGRESOS
OR
F-- ,Es- VENIA _ "ULE
 
3. -0. 


__._......
 

-. 

Q.
 

0. 0n...
 

J1 JACrON pFOyECITABflL
 

FRODUCTO 0 SErVICIO 
 FRODUCTOS VCN)IDO FRECIO DE 
 INfGRESOS
1.-VI _ 1 LT_ _)_ 

VENTA MF
 

2.0. . . .
2.b 
 . . . _ __ 1 . 0... .. I03.
__ ____ 
Q__ __ __ __ . C.
4." 

__ 

. 0. _ ­

0. n 

CO;I I II[ L)F PrI/o')uION 
Produc t o :_P r cclucto : _ _ _ _ _ _ _ _ _ _ _ 

6 .- t-- .. . . .
 . . .O --
 ii) t t l ... .... . I I 
SubAL total ............i . ~ o;r0_ !;urtota i j~ "'i 

____to___p____UC_____.. .
 ______tt__l . . . . . 
I{:(STC ]
I) 
 C)STJ D Pfl I)U CII
 



Sueldos do Ventas 

AIquileres 

Luz y Aqua 

Iolhfono y Ccrreo 

Papeleria y utiles 

Mantenimtiento 

Publ icidad 

Trantportu 


Depruciacionu 


Prrotacioner. Social1
Otrout 


-0(. 


Sub-total. 

Sualdo Admlni 
tracidui 

Gastou pvruanalu -


Interunua. 

TOTAL DE GASTOS 


DETALLE DE CAST,
 

aaltas ACt L, Iastosa s 

0. 

0. 
0. 
0. 
0. 
0. 
0. 
0. 
0. 
0.0. ___ _ 

0]. __ _ 

___ 

__ _ 

__ _ _ _]__ _ 

..... 
U. 
0.(a..... 

_. 

0. 
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Provectados
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0.-------­
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0. 
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_____ 

tINAL ISIS D)E PPOYECIO
 

MICROEIVPRESARIO _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ __CbDIG Q___ 

ASESOR __________________FECHA____________ 

1.- CAPACIDA!) DE PfMwCCIcOJ:
 

Descrijci6n -'Ca.1tidad Actual Cant idadI proyecto
 

2.- OOSTOM:wI)xcc~ 
Actual ryca
 

Materia prinia: ()_______ 


Mano do obra: _ _ _ _ _ _ _ _ _ _ _ _ _ _____
 

Gastos Grale;. ________________
 

Totaics . 

3.- CAPImI)A i)i: m)Pix): 

Acti" Pn'ctI
 

Ingreso Eifto:
 

Utilidad Lfquiida:
 

4.- CAPACIDA) IJf1!7IALADA: 
1 It ) 0 C C I U 

Maq~uinaria actual_____ ______ ___ 

Mquinari a proyeccta_____ ______ _______ 

OI3SE W I Q~IF-; _ _ _ __ _ _ _ _ __ _ _ _ _ __ _ _ _ 



DOMALE D)E [A IWVI6-ICTI 1:17IMMWA 

CODOO1:14ICr()EIPRESJO:__________________ 

CODO:____ASESOR:________________________ 

IONRII No*. UMfllio VALORN.Dun-li IPCct 



_____ 

_____ 

_____ 

__ __ 

____ 

solicitud No0.____ 

QcgTLpp Dii[Ff-F-FlSMY 
NI~thICQjK
 

tIENSUALs_ 
 0TGO: 
 FROuEDIo ACTUAL FROYECTADO CON~
 
FINACIAIJENTO 

I-- VENTAS 
 .____ ..
 

* IjfDt.1 ip rarni 0. ______U 

S Ml.no de Obr~a0. 
____a. 

I Suuldo dia VuC1JIt0a_____ 0r_____ 
11 Luz ­ 0. ____ ___ 0._ 

_ _ _ * ailboo y Corrao 0. _____ .____ 
_ 

Pa pa I ur ia y 6.t i Iitr 0. _ _ .__ _ _ _ _ _ _ 

f~)Pu* C Idad U._ ____*Tr~Ansporte 
0. ______0

* upCr acidn of______0 
I Frgaticaolla S 0 _ __ __ 0,__ __ _
I Otru ._ _ _ _ _ _0 _ _ _ _ _ 

I Su it1 d a ca d m iI tt~ci 

I Inturtit0._______ 
0 
 _ _ 

P!!~ Ul~ U12! 1IilL~i- 0. _____0 

CUOTA' DlL CF- I I AL Q. _ _ _ _ _0 

CFYi -T M. J:~ILI N"I 

'iLiiLAi [uI,.....NO;
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NOHBRE DEL HICROEMPRESARIO_______________
 
NOIIBRE, DEL ASESOR___________________ No._______
 

FLUJO IVE CAJA PROYEC-I'AIO A UN AflO 
(Cifras en Quatzales)
 

CONCEPTO ler. MF'S icr. SENESTRE, 2dn- SPNFSTRF 

INGRESOS__________ 

Ventas _________ _______ _________ 

Otros Ingrescs3__________ _________ 

Saldo do Cain do Inicto_____ _________ 

DIS UN IBILIDAD 

EGRFE90S: ________ ______ 

Salarion__________ 

Matqunnirin y Equipo 
Dep. ttiquirinrin I Equipo____________________ 

linterin 1Prir:__________ __________ _________ 

Alquilereni__________ 

Trnniporte 

Pappei n 

_________ 

_________ 

Cuotn Cr -lto___________ 

Otroli Egre3onJ__________ 

SAIAK) D)FCANA- i____ ____ 

VF.NTAS 

L';rAIX) r)F. III oi)1!1,1 YIC;AN 
PPIUJI:AI)) A ON ANO 

_______ 

:A,; 

- GASTO:; bri VROI~COM_________________ 

-Mnno de (Thin 

.AllTO'-­
stle I (Io-I 

-AIqiaI rc_________ 
-Servirloi1 (Aiu", 1uz, 

-linnti nir ntn 

etc)________ 

____________ _________ 
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-YnprI.rIn -

- I ntI r r I ____ ____ 
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e :i 1 	 a s 

Otrzz 	Castczz
 

7CTkLs
 

C'tse.-.a=lc=es:'
 



A) YLIII 

VNLC-10 1:11u5f. hau:,L UL 11; 
VAI 1)1411 V l 0I.L: ilLair) 1-flUt-n 00 L:VhLL 1. 

-AA.1 LLI -1-LIMA.- _flhtlin. TV. -AUDU ;L;10 
IjIlAILDuu-,:21L I.LIILu l Tc, 

C.P- Q. 

JULLLO!, 

I.IlLkiik LLLCJ*. 
AL(-IViLLmL5. 

Wowi ALL fj 

(JI1.01 

COGTA C111"biro
 

III it Mob
 



FUNDACION GUATEMALA
 

FUNDAGUAT
 

0 1I8 I i ... .. ... . ..
 



Fecha
 

Nombre Asesor: Ng
 

C6digo Micro 
 Nombre:
 

Direoci n:
 

Activined: Tiempo do oetablecido:
 

Activo: Activo Circulante: Poalvo: 4
 

* EspecIFicar:
 

Capital do Trobojo requerldo mensuolmonte (matu,-ioloe + mano de
 

obre)
 

Capacidad Inatoloda:
 

Estado de ls m6quineo:
 

qua produce:
 

Ng Empleados: Relacl6n Sueldo/Empleo: 

Incluyo al propletarlo: Si LII No LI 
Actual Proyactado Incremento 

Vantoo moo Wx) 

Mono do Obro moo 

Motorlolco moo 

Gostoo Goneralea mes 

Utilidod meO 

UtIlidnd/Ventas 

Monto Sollcitodo: I. Plazo: 
 Cuotat
 

Deotino: (EopeciFicor)
 

Fiodor: 
 Sueldo FIjoED PropIatarIoi3 



Capacldad do Pago
 

Actual Proyectado
 

Utilidad Q. Utilided q.
 

Sueldo Q. Sueldo q.
 

Ingreoea Totolos Q. Ingresoe Totnlea q.
 

Relec16n Cuota/Ingresos 

Utilidad Proyectedo-Cuoto = (Tiane qua ser mayor qua In 
utilidad actual) 

Juatificaci6n del Cr6dito 

R a o l uc i 6n 

Aprobedo Fache: Oenegado 

Monto Q. 

Cuota q._Deatino: 

Plazo 
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FUNOACION GUATEMALA
 
PROGRAMA nfl MICROEMPRESAS
 

Documentoe do expediento do Microempreeerio
 

Solicitud do Cr6dlto
 

IIdentiFioeci6n do Microempremerio
 

- Olegn6atico
 

1Proyecoi6n Financier. y Fluju do Fondoe 

L-l Plan do Acci6n a Inversi6n 

m 3 Fotocoplee do Coadule del Deudor
 

W 3 Fotocoples de C~dule del Codeudor
 

Conetancia do 
Ingreeoe del Codeudor, Original y 2 copies
 

1Facture ProForma, original 
y 2 copies
 

jOtroe documentoe
 

Nombre: 
 C6digo
 
Asesor: 
 NQ
 



FLI,.TAc-"cN GUATEMALA e4,'~''P~(c 
PFCSRAMA E MIMO-F--- ESAS 

Pr-oc.-ama de tr--bajo de la semama comprendida 

del al de de 1988 

Asesor _ 

M A K A N A T A R O E 

QIAS ,,_,, 

0 F I C i N A C A M P 0 O F I C I N A C A M P 0 

VIEVES
 

F Ir m a 



ItFM:LkE OE ACTIVIOAIES E CAMPO 9 

Die de de 1SB. 

Asescr V 

mi-o N o m b r e 
 0 i r e cc i 6 n A c I v id a d 

Firma 



___ __ _ __ ___ __ __ __ ___ __ _ __ ___ __ __ ___ 

____________ 

_ _ _ __ _ _ _ _ __ _ _ _ _ __ _ _ _ _ __ _ _ _ _ _ 

__ 

FLN3AC:CN GUATEMALA 
P~iOGFRAA CE MICYC), WSAS 

MENT IFU.C-.[NAY S--'CCt EMC,)cPE-kII 

Nc::-e,-e Asescr: ________________________________ C~diga Ng 

Infr-acibr Cr. l5 yi=-7resarics:
 

NNN42MSf R Oiecjrr ej c 
 7 ScA 

_ 

2__________ioI.~~~~~~~~~ 

__ __ ~iI4 

_ _ _ _ __ ___ __ ____ __ _ _ _ _ __ _ _ _ res.,___ __ _ _ _ _ ___ 

_ _ ___~~~ _o____ ~ ApIba_ o ___ ___ 



N4MOM MXL MIQUUE W-AIO ______ ___________ 

NOHYE DEL ASI.U________________ 

WCCPTO 

F1.UJO DE CAJA FVL0YECTADO A tkJ 

(Clrras en Quftzulcs) 

W1410 

PPIlUi kI't5TIC 

AF~ 

tXJTO 

SEGUNDO ME9Er 

Vant as 

Ott-an Itryraa 

Smido do, Cain 41 Inicio 

Suen I doe 
Mnc~jintrin y Eqrulpo 

Seifcviclon (Cuua, 
Alquil .r-r-

Trnrn s rgt"f 

pnlpelef In 
Gin toll P'ra~onlE, I 

Ir7pue ?1taq 

I ntretie 
Cuota O-t6ditu 
Ott-un Eq-esas 

1jz, eto.) 

SALDO ECX CAJA____________ _________ 

ESIALOUEC nM-IIUA Y GAVI4wCIAS 
PI10YECTAMf A ONl AJi) 

(Cirfrus anrQuatzelos) 

VENrAS 

- CAslvIU, uc rPf*XJUIlx~4 

*Mateiln-w rimna 

* Mra dn (Airn 

- GASUS3 

*PAqrilIrrrn 
Servidn'r (uu-n, 

*Mwit.,.uilenot 

PnprnnI rrI 

*Gnitnq i'rr.onnas 

Luz, etc.) 

*Ott-on Gnrtoo 

UTILIUAu rutfEIA 
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A'SU~f~lIN IYA L bId4Af'1*,sI0 COM *IIJs'*RItR10 

~\ A-u)~Nombre del MjCroempresario: _________________Cbdigos 	 No._______ 

ir c 	 vidad:________S 7.,Mi~:Acti 


zeas:.
 IPecursost ehsd1 	 c oAp ba Q
 
ES C R IP C IO0N Iehsd ct ooao Q 

Necesarios Q. iCumolimiento 

Cuota fivelaca 	 Saldo Cuenta eag;-s t:,EczuazcS 
Corriente No. 

Q. 	 Q.
 

R=CcO:,:Ermpleos 	 GeneradoS: 

.ETAS
 

UAt5,INFRAESTRUCTJRAZ AUriENTO Or- PRODUCCIO:____________ 

I TRO0S 
C~servaciones:
 

Yo~o____________________SUPERVISOR:______________ FECHA:_________________ 



________ _____________ 

__ 

___ 

_________ 

___ 

___ 

___ ___ 

__ __ 

______ 

NUMLUHL ULL M~4LIILAH:_________________ 

NOMBIAE (JEL ASESOR: 

FLUJO DE CAJA P1I,(YLCIAt)O A ON! AfND 

(Ci Iras cll Clutm~ic!-') 

C0O4CEPTO F.4rJJ() 

PRuIMER I;r 1us r 1C 

INGRESOS______ 

Ventas-
___ -

Otros Ingrcmos 

Saldo do Caja al InIclo ___ 

EG rE SOS 

Salarios 
Sueldsos 

___ 

___ -

Maquinarla y Equipo_______ 

Materla PrIma 
Mater ians____
 

Serviclos (-qgua, Iuz, etc.) 


Alquiler es 


Papolerla 

Gastos Personalcs ____L 
I mpuestos 

___ ___ 

In tcr e-ig 
___ 

Cuota Crdto 
ODtros Egrceos 

SALDO DE CAJA 0 

ESTADO OE PERDIOA3 Y GAIJANCIAS 

PROYEGIADO A ONt AN'O 

VENTAS 

GASTOS DE PRODUCCIo'J4 

.Materlas primas____ 

.Mano de 

GASTOS 

.A Iqu Iic ____ 

.Sf!rvicio-.(aqju.I,ljl,CtC.) 
- ___ 

*Mailt enl III ivilnto 

*r.arpor to ____ 

.GWastcr I'ersn-iales ­

.Otrom (';I-lns0.______ 

U1ILIDAo r*(HDIIDA 

Mornlo 

SEGUNDO SEm.IunE 

_ 

1 
___1­
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SOLICITUD DE CREDITo 
PROGRAM NACIONAL DE 1.ICROEMPRESAS URBANAS "SIMME" 

No. do Is 0. N. G. I c~dilto de, hislkormpif-os, i,q t J A steor NO, do l,01eiano 

ZJATOS DEL SOUICITANTE 

Difecci 6t______7oraI) ___ 

Cfdula Ooie No. ltrgistro fEztetidida eni 

tNacionalidaid ______ 10do civil d] I____ 
PrO(eai6zl U-o-ficio-

REIERENIJCAS lLRSOtJALLS D.,cw6O y I ,Illui,o NInt Ito 

PIEFURMiCIAS COMERCIAI.I ' 

DATOS DEL CODEUDOR 

Nolnlnifcoipct
 

[)irecci~n_________ Zonaft
 

Milnicipio De'pamnintco to 'Jr kfo
 

C&du Ia Ordeli No. flegiitz o Lx trlnl iuli en
 

N-i~inalidnd ________ JAnIC civil F:(18,1211
 

Lugar donde trnhjnj.a '1eItfoln
 

IDif cci6n __ 74t Ila i__
 

IProfcmi6n tu of ii) Surldo Q.
 

Cargo (fie ociupn tOttos irlgrcima
 

Empecif itji
 

REFCRE14(IAS PF:R ONALUS tu~ ItI.
 

A[iFLIWNCAS (:ONPC(IAI q 

CRIIERIOS DE EVALUACION 

No. de trnlhnjnl!orci Actjvo totl Q. 

licip dencolntrattnci6l I1cmtiito (In cl(dito 

DAMOS DEL PRESiAtO 

Monto Q. 1-:n I4'Inn 

I'Inrollofir', (I rncin IDeatilio 

lOrmcri1 icitm fir In 1rurnittn 

Gointeminln -

DrCIHrO (111r, 11111110- iitn on y nitiiniiiol nI lf 1Tiboe.ullipup o cif-itipm Exnfloq( y Itntic e 

doffs pain -11Mfr, if2jl11 In iniiliiiici~ta 1uij,(oiindni comfi) Ifo rmnidrit, couirrnjeumte. 



l 

I1)Especificaci6g dcl desimno del ct~itu y In fecla tic itiverei6n de, Ion recis solicitudos. 

__________________ Mtmts iifii'ttt, Frh aqet hari la fnvrrsi~n 

2) lip sir caja piyrYs i a m afiss. tomtidsu rim r-snmaillinti~ f i rcmiso ciesiilisio segtin latm. 

titljme litijiltuI. 

3) Esla~o ir phh~ v ruintis lMR pisyectati t till allo klrmaor encomusiterstc6n siec CUMCedidiO. 
segdil f itooumiuis'plens s.Adj~mtftn. 

4) ()pili~im sIfel~~s rmpreumiis 

Cap Wcilla'1 
de. o iiislipneimai Q, ____________­

el sit' ils?,iiDeiso cliir'!s-r fi Si __________________ NO___________________ 

p___________iiiA) Mon[()loitto -- Plu osutlserit ________________ 

Fo r i a dsrirsiitri gstidr Io)a d r v tniboieaoa -________ 

PARA USO IEYCLUSIVO DEL COAITE
 

Alisrsiao J Aplazasiu I lrmegasl t j)jj
 

C'4-rl sIIic io er -. 


Niomilo 1'ayIrilostsi sie grascis
 

(a ' in ti mm - .- _ __ _ _-(- -

Fominsi sdt smtregrt i iti soirmbsinm 

... ... ps... * . sbt..s 5. p.....s.... 06U 

PARA tJSO txclUiv() wt!I flAfCO 

(:?oiir,,v sie Id ?, I ss,1tm ,,Il(tms.i Ic s 5jul'Is I sssst 

I*r Ila drs ilts(its I t . 1s 1 is. Is 1is , rstlssp
 

TONS sie mttlritssIims ims
 

Voltasfr vsitils
 



PROGRAMA NACIONAL DE MICROEMPRESAS URBANAS "SIMM1E"
 
Nonlire de la (IN( .... Cdigo 

No,,bre na,,ur: ... Codigo 

Lugnr y fecha 
0 

. . .... ........... . ... 
Met AR* 

FOIMULAIIO DE' IDENTlIFICACIUN IE MICIIUEMPIIESAIIOS No. 

Nombre propictario(a)
 

Ilirecci6n per.oiial .... . . Teli ono
 

Profesi6n u olicio . .... ....... Ed . ..Sexo: (1) Masc. (2) Fern.
 

tNivel educativo: (!)Primnria 12) Sccuolaria (3) Uiversitaria (4) Otros estudios
 

Estado civil: (I) Sollero(a) (2) Cnaaio(m) (3) Viotlo(a)
 

Nombre de In microcmpIes. 

Direcci6n ...... ...... Zon
 

Colonia Telfono ............
 

Local iue oclia: (1) PropiO (2) A lquilado (3) Otro Itenta Q ........................
 

Fechn en yie iiiici6i op-racior... ..... / / ...
 

Periodo de cierre o interiutici6fi ti ctivilddna.
 

Propiednd dei iigociu: (1) I 1nI (2) l'arcial C(;fito Q................
. 

Activo totol microempresn: (1) Q. 1 a 5,000 (2) 0. 5,001 a 10,000 (3) irils de I0,0]0. 

Tienecr6dito (1) hIotituciorial (2) Nrtlicular (3) Ningiiuo Monto 9......... 

Act iv idad: (3) Atlanulfncturera o Aticaniln 19) ie Servicios 

DIetalle la Actividnd lilio de PIroitucto/Servicio C6digo 

Ocupaci6i e I'tPerioti: (:i.fiito- Iimilintre C1a(iitzs iersrn sra 

Total de trluijatorra ('iiitos io fna ilitnr CIIAiitom rio rir ilulenles 

Aclaracion c.: 

Eeporcicificar tipoo oI. ,;iiiiinrin qie u-i: MoIilo y ialcm: 

(1) Atto r n (2)St-,inwo,,tirn (3)Mnmird
 

Le irirremn ri loiogrnuiin (SO) (No) ilior qtit-?
 

Fecha fir Ir6irm viaitn (Colia No. Reg.
 

Observaclone":a.:... ....
 

ih,.. A...., *kil. ,,.n*e~glei.l 

ESI'ACII IAIIA USJO INIEIINO 

C6ttigo ie' nrliviI.I . I r-lIonfie .- ,rotIncitPra 

Vo.I!o. Si o1.'rvitim: 



_____ 

L 

MI-03-48
 

F 

11. 


Ill. 


PRO(7;, 'MANACIONAL DE MICROEMPRESAS URBANAS "SIMME" 

CODIGO MICROEMPRESARIO
 

Cdgo ONO Cdl~o Asomor
 

No................
Fechat .................. 


N. 'dentiflcacl6n Cudlgo Microemprosario Cddlgo del Banco 

COMPRAS: 

1) 	 ZQ u6 materiales utiliza?..............................................................................................................................
 

1...... ..
 
2) jEn qu6 lugares compra? . .... ...............


.......... ..............................
)..................... -o-p ............. ....................................................... 


~.................
 

3) gPor quA Ud. coilprs mlli y no en otro lugar? .............................................................................. 

4) ASo Je dificulta conseguir sum materialec? (SI) (NO) 

Explique:...............................................................................................................................................................
 

5) 	 C6mo paga sue collpras: Contado ..................
Cr6dito................
 

P orcen taje ................G aran tlas exigi das
. ..........................................................................................
 

6) Cuhnto c,-.p)ra Segiisnal Q ....................
Quacenal Q.........
 
(prornedio) Mensual Q....................Diaro Q.. ....
 

PIODUCCION: 

1) 	jQu6 maquinaria y herranientas USa? ................................................................................................
 

2) 	 4Esthn buenas las infquinas y herrainientas? (SI) (NO) 

Expliquc:E.~...................................................................................................................................
................................
 

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

3) 	 .Sabe culinto tiene que producir? (Si) (NO) 

...............
j Po r q uV? ......................................................................................................................................
 

4) ;EI lugar ilo trabajo rc adecuado? (S) (NO) 

Expliq e: .......................... ................................................................. ...................... 

5) 	 jTiene problens con Ia calidad de lon productos o servicios? (Sl) (rio) 

E xp li1u o i l ...... ...............................................................................................................r u ............. 	 ....... .. 

.......................
............................................... .....................................nta a ...
..... 	 . e. %.............................
 

VENIAS:
 

I) j.Qu1 l)roduclon vende/f;i6 servicios presti? .......................................................................................
 

.............. . ... ... ... ........................................
..... 	 .......................................
......... ...................
....... ,.. 


2) 	 .Qui ,ics ,,n sum clientes? ............................................................................................
 

I.................................... . .. . .. .
 . ... . . .. . ....... .... ..... . . . . ............. ....... .......................... , 0.... 


3) 	 jillusca nuevom clientes? (SI) (NO) APor qu6 y c6mo? ......................................................
 

.......... ... .... I . .. I........... . . ..	 ......
...... .... 	 .
........I I.... ... ...................................... 


................... . . . ... .. . .... .. ....... ... ...... 1..... ..... ..... ,.......
.... . . . .............. .... -...... .. .. ..... . °....... ..
. .. 	 ,.. ,..
 

4) Vend|e al containdo Crdiito..... .. Plczo......... ca .. .......................... 

5) AConocc 'ejiiice licen $u liisino producto o sevicio? (SI) (NO) 

. ................
Ex I,IIl,,: 	 .. .I . ..........................................
 



IV. PERSONAL:
 

hombres .................... Fam iliares 
 ..............
 
1) ACu~nLoom pleados hay? .................... mnujeres ................... No famillares ..........
 

menores ................. De tlempo completo ...............
 

De medio tiempo .............
 

Por horas .............
 

P o trato ..................
2) 	 IC~nio consigue el personal? ................................................................................ 
 ..................................... 
 ..... 

3) 	 jC6m o contrata y despide al trabajador? .............................................................................................
 

................................................................................................... 
..............
 
4) .Explica y/o ensefla algo a los empleados? (SI) (NO)
 

Expliq ue : ...................................................................................................................................................................
 

............ 
....................... ............................. 
 ...............................................
 
5) ACon qul frecuencia cambia a sus trabajadores?................................
 

V. 	 CONTABILIDAD: 

1) Registia lo que compra y/o lo quavende? (SI) (NO) 

Exp liq u e : ........ ................................................................................................................................................... 

............ I............I.................................................................
...................... ..
 
2) jQu6dificultade3 tiene?...................................................
 

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

3) jC6zno calcula los costos?..................................................
 

glon . CoreIOConfided a Cellos Oalo l Dglloso do Total
 
pE a prladcr n. ptma 0Snoroles y maqulnol, do cellos y p,€lo do
man@ do shbo portohales mushlos slit vents + 	 -

TOTALES 



VENTAS, COSTOS Y UTILIDADES
 
I. COSTEO POR TOTAL PRODUCCION 

Nombre Producto? 

(ll + (2) 

(1) 

(2) 

(3) 

Preclo Vento 
Cantldad Vendida 
+ dla + semana 4- muo 
Ventas Totales 

menos (4) Costo Mano Obra 

Colo Materiales 

a) 
b) 
C) 

menos 

14) - (51 

(31-61 

(5) 

(6) 

(7) 

total Materlales 

SUB-TOTAL Costos 

CONTRInUCION 

Producto I Producto 2 Producto 3 TOTAL 

(7A) CONTRIBUCION TOTAL POR MES (dia + 25, 6 tam. + 4) 

II. COSTEO UNITARIO (I unidad) 

(01- PrecIo Venta ___" _ 

menal (9) Casio mona obta 

Costa Miterlale$ 
a) 
b)

C)
 

menos (101 Total Materlalos 

(9)+(101 (11) Sub-total Costos 

CONFRIBUCION par 
(M1- (I1 (12) UNIDAD DE PRODUCIO 

(13) Canlidad vendida 
- dla 4.-somana + met 

114) CUNIRIUCION 

(14AJ CONTRIBUCION 

III. GASTOS GENERALES 

...... 
(15) AlquiIjr Local 

m6 (16) Transport* 

(17) tuz 

(181 TflIfono 
(11 !vantenlmleneto 

_ 

TOTAL POR MES (di 4-25, 6 sern. +41 

_ _ _MENSUAL 

(20) Jbuguste M6quina
1211 Oros Goso_: 

(221 SUB-TOIAL 

(231 ner6s Prdilamos 
124) Goilos Personales a 

Sueldo Fnpresorlo 

(25) SUB-TOTAL 

122)+(251 (26) TOTAL GASIOS 

(271 TOTAL GASOS POR MES 

IV. UTILIDADES 

14AI- )Conlbuciln total par mas monos golos total par met 



ACTIVO 

CIRCULAN TE: 

Caja y Bancos 

Cuentas por Cobrar 

Materia Prims 

Productos en Proceso 

Producto. Terminados 

SUB-TOTAL 

FUO: 

Maquinaria y Equipo 

HerramL'ntas 

Mobiliario 

Vehiculos 

Casas o Terrenos 

Otros 

SUB.TOTAL 

ACTIVO 

ANOTACIONES: 

Al 

Q. 
Q. 

Q 

Q. 

Q. 

Q.. 

Q. 

Q.. 

Q. 

Q. 

Q. 
Q. 

BALACICE GENERAL
 

PASIVO 

. 

Cuentas por Pagar 

Provecdores 

Otros 

Q. 

SUB-TOTAL 

Priatazoos Ilipotecarios 

Otros Q. 

SUB.'OTAL 

PASIVO 

PATIIIMUNIO 

PASIVO + PATIMONIO 

Q. 

Q. 

Q. 



REFERENCIAS:-

Nomnbre 

CLIENIES 

Direcci6n y tal6fono Cantidade,
Vendida. Me& 

Q. 

Pleto 
part Pao 

Anotaciones: 

Nombre 

PIWVEEDUIIES 

Dirccci6n y te!6fono Cant. comproida/ 
pronwdlo Mes 

Contado/
Ciddito 

Anotaciones: _____ ______________________________ 

Firman:________________________ 
Aitoor mccroomprumarlo 

ANALISIS DEL DIAGNOSTICO E INFORIIE: 



PROGRAMA NACIONAL DE MICROEMPRESAS URBANAS "Simme" 

GUIA PAPA PLAN DE ACCION E INVERSION CODIGO DE ASESOI 

Nombre de I&ONG 

DIAGNOSTICO POR AREAS SOLUCION A PROBLEMAS OBJET!VOS Y METAS RECURSOS NECESARIOS 
A ALCANZAR AVALADOS EN Q. 

Cornpras 

CODIGO DE MICROEMPRESARIO 

FECFASDECUMPLIMIENTO 
DE OBJETIVOS 

Produccidu 

Ve-a&I 

Original - Banco do las Trabajadores 



MOM, 2 

PROGRAMA NACIONAL DE MICROEMPRESAS URBANAS "Simme" 

GUIA PARA PLAN DE ACCION E INVERSOEN 

Personal 

OBJETIVOS Y METAS 
A ALCANZAR 

RECURSOS NECESARIOS 
AVALADOS EN Q. 

FECHAS DECUMPLIMIENTO 
DE UBJETIVOS 

Contabilidad 

__ _ _ _ 

RESPONSABLES: 

MICROEMPRESAR1O 

ASESOR 

Vo. Bo. 

Supervisor 

TOTAL DE RECURSOS 

NECESARIOS 

Q. 
TOTAL de tiempo 

asigoado para su 
realizacion 

Meses: Diam 
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APPENDIX E 

NGO ORGANIZATIONAL HEALTH CHART 

Questions concerning 
organizational health 

of each NGO 
(- means no answer or 

question not asked)__ 
, ADESCO FAPE 

FUNDA-
GUATEMALA FUNDEMIX FUNDESEM MICROS 

Does the administration feel 10 
microenterprisesiasesor/month is 
too high? POSSIBLE? 

POSSIBLE TOO HIGH POSSIBLE POSSIBLE TOO HIGH TOO HIGH 

Do asesores feel 10 
microenterprises/asesor/month 
is too high? POSSIBLE? 

TOO HIGH TOO HIGH TOO HIGH TOO HIGH TOO HIGH TOO HIGH 

Have asesores been threatened 
with being fired if they don't 
improve their number of 
approved microenterprise loans? 

YES 
(1was changed 
from asesor 
to secretary) 

YES YES 
(2were 
fired) 

YES NO 

How does administration 
characterize communication 
between it and asesores? 

GOOD GOOD GOOD GOOD POOR EXCELLENT 

How do asesores characterize 
communication between them 
and administration? 

POOR POOR WAS POOR; 
GETING 
BETTER 

POOR POOR EXCELLENT 

Do asesores feel their suggestions 
are listened to and acted on by 
the administration? 

NO NO NO NO NO YES 

How does administration act 
towards its asesores (our opinion)? 

BENEVOLENT 
AUTOCRATIC 

AUTOCRATIC BENEVOLENT 
AUTOCRATIC 

AUTOCRATIC AUTOCRATIC DEMOCRATIC 

- 1­



APPENDIX E 

NGO ORGANIZATIONAL HEALTH CHART 

Questions concerning 
organizational health 

of each NGO 
(- means no answer or 

questicn not asked) 
ADESCO FAPE 

FUNDA-
GUATEMALA FU.'.IDEMIX FUNDESEM MICROS 

Is there competition among 
asesores within each NGO? 
(according to them) 

NO 
(Because they are 
all close to their 60 
microenterprises) 

YES YES YES YES NO 

Is there a good feeling among 
asesores? Does the group work 
together? (our opinicn) 

YES NO YES YES NO YES 

Is there competition with other 
other NGOs for microenterprises 
in the same zone 

ADESCO 
(Zone 7); 
many NGOs 
(Zone 19) 

ADESCO 
FAPE 
HOGARY 
DESARROLLO 

(Zone 5) 

Will saturation be a problem 
in their zones in the future? 

YES YES YES 
(Itis now) 

YES 
(It is now) 

YES 

How many hours do asesores 
work/week on the average? 
(their estimate) 

85 60-65 - 80 70-80 66 

How many days/week do 
asesores work? (their estimate) 

6 6 6 6 6 6 

Are work-related transport 
expenses paid by the NGO to 
the asesores? 

NO NO NO NO NO NO 

-2­



APPENDIX E
 

NGO ORGANIZATIONAL HEALTH CHART
 

Questions concerning 
organizational health 

of each NGO 
(- means no answer or 

question not asked) 

Out of pocket asesor 
transport expensesimonth 

Typewriters provided by NGO? 

Calculators provided by NGO? 

SIMME forms run out periodically? 

Periodic problems with shortage 
of other work materials 
(mentioned to us by asesores) 

Follow-up within 1month of loan 
disbursement to ensure spending 
of funds according to work plan? 

ADESCO 

CAR 
0 90 
MOTORCYCLE 

040 

0 25-37.5 

NO 

1 for each 
2 asebcres 

YES 

YES 

YES 
(supervisor) 

FAPE 

CAR 
0 50-75 

aaa 
037.5 

2 

YES, for 
all asesores 

YES 

YES 

NO 

-3-

FUNDA-
GUATEMALA 

NO 


NO 


YES 


YES 


NO 

F!.RDEMIX 

CAR 
0120 

040 

NO 

YES 

YES 

YES 

FUNDESEM MICROS 

CAaR 
0125 090 

037.50 032 

NO 6 

(3 work) 

NO NO 

YES YES 

YES YES 

YES YES 



APPENDIX E 

NGO ORGANIZATIONAL HEALTH CHART 

Questions concerning 
organizational heafth 

of e3ch NGO 
(- means no answer or 

question not asked) 

1 

ADESCO FAPE 
FUNDA-

GUATEMALA FUNDEMIX FUNDESEM MICROS 

F.;.c-,,-up by asesores after first 
,.is;t to mcenterprise after 
! -an c-sursement to cffer 
tecrnmc.I ass;stance? 

NO NO NO NO NO YES 
(average 
3 visits/ 
month) 

Are ARA grcups successful? 
(acocrc:-g to asesores) 

YES POOR 
RESULTS 

MIXED 
RESULTS 

MIXED 
RESULTS 

NO NO 

vv . 
cc:ur ses hi. 

(ac-c.ng to asescres) 

NO NO NO NC NO NO 

Do asesores "art a sector 
stuzcy 'y'Du;ress actr,,ity 

YES YES YES YES YES 

Do as2scres feel Underpax? YES YES YES YES YES YES 

Asescr ,-zl. pe -,o a 800 0 750 

DO s.cz ',.%crk ers, fee4 underpad? YES YES YES YES YES YES 

-4­
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APPENDEI F
 
Page 1 

LIST OF MEETINGS 

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

Lic. Roberto Carpio Nicolle, Vice President of the Republic o,^ Guatemala 
Lie. Mario Carpio Nicolle, U.N. Consultant and Representative of the Vice 

Presidency for the SIMME project 
Lie. Fernando liver, Technical Secretary of SIMME 
Lie. Osmundo Garcia-Araujo, Ex:cutive Coordinator of ADESCO 
Lic. Felix Rene Guerra, Director of ADESCO for the SIMME project 
Lic. Mauricio Gonzalez, Executive I)irector of MICROS 
Lic. Enrique Hillermann, Excutive director of FUNDESEM 
Licda. Ierla del Carnen Santos Boirayo, Executive Director of FUNDEMIC 
Licda. Luia Maria Molina, Executive Directo, ef FUNDAGUATEMALA 
Lic. Jorge Salguero, Assistant Director of FUNI)AGUATIMALA 
Lic. Marco Antonio Flores, Acting Interim Director of FAPE 
Lic. Augusto Maltez, UNI)P Consultant and Chief of the SIMME Program 

Comittee 
Licda. Ana Ligia de Sandoval, Chief of the SIMME Financial mediation Committee 
Lie. Edgar Lafiente, n, 'ab,..r of the SIMME Financial Mediation Commitwe 
Licda. Rosa Maria Messen, SJ.iME 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 IAnlsko: de l)uislherg, Microenterprise Specialist, Private Sector 

Office, USAII)/(Guatemala 
Lic. Arnulfo Coto, priawte Sector Office, USAIS/Guatemala 
Arq. Mario Hugo Rosal, l)ire,'tor of IN'I ECAP 



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/A ITEC 

Lic. Edgar Ramiro Bucaro, Director, Genesis Empresarial 
Lic. Jorge Bolanes, 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-SIiME affiliated 

microentrepreneurs 


