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The central task of this interim evaluation was to assess the progress made by the 
Program for Small and Microenterprises (PROPEMI) toward fulfillment of the following 
stated goal, purpose, and objectives: 

Goal: Improve access and availability of c 

Purpose: Increase pr.fitabilly and promote eXpansion of target group of 
small scale and microenterprises; 

Objectives: Create jobs; ".Uaxaa" entrepreneurs to established financial 
system; achieve seIf icie= as an institution. 

The PROPEMI project (No. 519-0304) was launched in August, 1985. The Project 
Activity Completion Date (PACD) is June 30, 1992. This evaluation, carried out during 
the fall of 1991, focuses on how the project activities (training, technical assistance, and 
credit) have contributed to the project goal and purpose. In addition to the customary 
steps of reading background documents and interviewing relevant individuals, a survey 
was conducted of 244 project beneficiaries to determine the impact of training, technical 
advice, and credit on employment and earnings. 

There were three project design elements: program development (operating expenses); a 
$4.5 million revolving credit fund intended to supply the initial credit needs of projec* 
beneficiaries; and technical assistance (inclusive of training activities). The $1.3 million 
made available by A..D. to help pay PROPEMI's operating expenses had been fully 
disbursed as of May 1991. The agreement between A.I.D. and PROPEMI with respect 
to the revolving fund, which has been amended twice, describes several expected outputs 
and beneficiary characteristics, including: 

the fund would have colones (e) 57.5 million by June 1992; 

a total of 5,750 individuals would receive loans; 

an average of one new job would be created per loan recipient; 

beneficiary earnings would increase by an average of 10%; 

at least 10% of beneficiaries would be "graduated" to the established financial 
system after having their initial credit needs supplied through the fund; 

* 40% of the beneficiaries would be women. 
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Following is a comparison of actual outputs to date with these expected output targets.
 

Summary of Main Outputs to Date (Nov. 10, 1991) 

1. 	 Amount of the Fund (in millions of colones) 36.0 57.5 

2. 	 No. of individuals that received 
loans (2,670 total loans) 2,021 5,750 

3. 	 Percentage increase in earnings 

of beneficiaries 	 32% 10% 

4. 	 No. of new jobs generated 2,790 5,750 

5. 	 No. of people "graduated" to the 
established financial system 52 575 

6. 	 % of women beneficiaries 42% 40% 

The expectation that one new job would be created per loan recipient has been 
surpassed by 35% (2,021 beneficiaries vs. 2,790 new jobs). Earnings have also increased 
at a rate much higher than anticipated; of the 244 people interviewed in the survey, 82% 
reported that their earnings had increased and 68% attributed this increase entirely to 
the loans. New employment generation was cited by 63% of the respondents, who 
reported an average of 3.5 new workers per establishment. In addition, 46% of those 
interviewed attributed an average of three new workers exclusively to the loans. 

The minimum loan size of most of the established financial system in El Salvador is 
g5,000, while PROPEMI's minimum loan is €1,000. This parameter, plus several loan 
eligibility requirements (such as the former mandatory training requirement) and the 
operational niche given to PROPEMI that was based on the findings of a 1985 survey, 
explain why the impact of the lending has not been greater. PROPEMI's current 
portfolio according to loan size is as follows: 
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Size of Loins
 

(colones) 

1 - 5,000 927 46.0% 
5,001 - 10,000 464 23.0% 

10,001- 15,000 197 9.5% 
15,001- 20,000 154 7.5% 
20,001- 30,000 143 7.0% 
30,001- 40,000 45 2.0% 
40,001- 50,000 67 3.0% 
50,001- 75,000 13 
75,001 - 100,000 10 

100,001- 125,000 

Total 2,021 100.0% 

less than 1% 

As can be seen, 69% of the beneficiaries have received loans of less than o10,000. These 
small loans take as long to formulate as larger ones, especially as PROPEMI's staff often 
has to take physical inventories of current assets to determine the size of the business. 
The survey revealed that 39% of those interviewed had received credit from the 
established financial system (27% from banks) prior to receiving a PROPEMI loan, and 
that the net percentage of "graduate" beneficiaries who received first loans from banks 
after initially borrowing through PROPEMI was only 2.6%. 

Technical assistance activities as defined by PROPEMI relate basically to training, 
assistance in preparing credit applications, and to credit follow-up or supervision. Very 
few of the survey respondents stated that technical advice had contributed to increases in 
their earnings (4 respondents) or employment (10 respondents). A closer look at this 
last statistic showed that the increase in employment came about when it was pointed 
out to the beneficiaries that they should hire people to do administrative tasks so that 
they could occupy themselves with more important work. 

The Carbajal Foundation was a major influence in the early implementation stages of 
PROPEMI. The principal focus of the Foundation was on training rather than on credit 
(since they viewed their role as educators, not bankers), and this focus was also adopted 
by PROPEMI despite its three-part integrated approach to enterprise development. 
Since June of 1990, however, training has no longer been mandatory in order to receive 
a loan, and the new director and credit manager of PROPEMI have more than doubled 
the historical monthly credit placement averages. It is estimated that PROPEMI has a 
credit market share similar to FIGAPE (a public sector counterpart institution). 
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PROPEMI's training program has reached approximately 5,000 individuals. No other 
private sector program in El Salvador is as extensive as PROPEMI's administrative 
training program for small and microenterprises, which offers five core courses in 
accounting, costs, administration, marketing &sales and investment projects. Several 
questions in the evaluation survey were designed to ascertain whether or not the 
information given in the training courses had been retained by the participants. The test 
results, measured on an absolute (pass/fail) basis, ranged from 49/100 in the case of 
administration to 66/100 in the case of costs. 

The survey respondents were also asked to cite specific benefits derived from having
participated in the training courses. Among the benefits mentioned were improved
administration (51%); better control/management (41%); higher level of knowledge
(21%); ability to apply accounting concepts (17%); ability to calculate costs (11%); and 
ability to obtain loans (10%). 

Training is not critical to assure success of the credit component, and neither is training
critical for the loans to have a direct impact on employment or on increased earnings.
Currently one course a week is offered with an average enrollment of 10 people. In 
order for the training component to break even, an average of 4.5 courses per week 
would have to be given with an average enrollment of 15 individuals. 

During the past two years, PROPEMI's total income has grown faster than its total costs. 
About 66% of total costs are related to salaries and fringe benefits. The credit 
component is the only activity that can lead PROPEMI to true self-sustainability. 
However, in order to reach self-sustainability, PROPEMI needs to have a loan portfolio
of approximately 75 million, given the current budgeted level of expenses of 3.1 
million and taking into consideration inflation and bad debt reserves. This leaves a 
contribution margin (to cover expenses) of 4 percentage points of the 20% that is 
currently cl~irged for loans. At present, PROPEMI has 36 million available for lending,
and about 915 million of these represent its current outstanding portfolio. Delinquency 
is presently 12.4% of the outstanding portfolio. 

PROPEMI prepares five-year plans in which goals and objectives are cited. Annual 
plans are derived from the five-year plans and identify goals, objectives, strategies, and a 
budget for the year. The process is supervised by the three committees: PROPEMI's 
Commission composed of FUSADES members (including a member of the FUSADES 
Board of Directors) which meets twice a month; the FUSADES Executive Committee of 
the Board of Directors that carries out monthly evaluations of outputs; and the 
Operations Committee comprised of the FUSADES program directors which meets 
every Monday morning with the executive director of FUSADES. 
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All credit activities are carried out in accordance with the accounting rules followed by
the national financial system. The accounting system is cash based and applies
established norms for El Salvador. A budget control manual exists that includes A.I.D. 
rules and norms. There is also an internal rotating auditing system, and external audits 
are carried out in accordance with the financial system rules. 

The evaluation team recommends that A.I.D. continue to support PROPEMI; however, 
it is first necessary for the directors of FUSADES and PROPEMI's Commission to 
reconsider PROPEMI's priorities taking into account the conceptual and operational
changes recommended in this report. It is recommended that future efforts be 
concentrated on lending activities focusing on small enterprises instead of micro
businesses, and that training and post-credit technical assistance be de-emphasized. 

There are 22 "action" recommendations presented in various chapters of the report, of 
which the following are most important: 

Small 	enterprises should be the main target of the credit program;
* 	 Enterprises having up to e1 million in assets should be eligible to receive loans; 
* 	 The maximum loan size should be raised to 2% of total available loan funds; 
• 	 Lending should target certain activities that are linked to other FUSADES
 

programs (e.g. agricultural diversification);
 
New financial intermediation systems (e.g. factoring) should be introduced in El
 
Salvador;
 
Passive promotion such as billboards and mobile public address channels should
 
be utilized instead of door-to-door promotion;
 

* 	 Geographic coverage should be expanded through use of commissioned agents; 
* 	 Most current eligibility rules should be eliminated (jobs are being created and
 

earnings are going up even though most rules have not been followed);
 
* 	 Loans under 10,000 should not be processed like larger loans; 
* 	 An internal cost study should be undertaken to find ways to streamline operations; 
* 	 A 1% commission for loan processing should be charged; 
* 	 Training fees should be increased by 50%; 
* 	 A computer based management information system should be installed; 
* 	 A new research and development unit should be supported to carry out sectoral 

studies, introduce new financial intermediation instruments in El Salvador, and 
establish a permanent process for monitoring the impact of project activities. 

There 	are six important "lessons learned" cited in the report, as follows: 

1. 	 A credit demand survey (not a demographic study) should be carried out at t!Ae 
project design stage. 

2. 	 The surveyors and/or designers of the credit demand survey should be senior 
credit specialists. 
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3. 	 The selected credit institution should "match" the characteristics of the target 
group. 

4. 	 The type of human resources needed to conduct the credit program should be 
identified during the design stage, along with the external technical assistance 
required to upgrade their skills. 

5. 	 If the project involves a new credit institution, it is best not to impose too many
eligibility rules on loan applicants before the institution has developed its portflio; 

6. 	 The permanent monitoring of the impact of the project activities should be 
instituted at the beginning of the implementation stage. 
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I. INTRODU ON
 

A. EVALUATION PURPOSE AND SCOPE 

There are three important documents that play a major role in an A.I.D. evaluation: the 
project paper, the project agreement (including amendments), and the evaluation scope 
of work. In most development projects, all three documents indicate what will be done, 
where, why, by whom, how, when, for how much, and what are the expected results. 

The functional relationship among the three documents can be viewed as follows: (1) 
the project paper is the master plan for a particular development project; (2) the project 
agreement is the contract that defines the responsibilities of the donor (to provide funds)
and the recipient (to carry out the master plan); and (3) the evaluation scope of work 
produces a report (contracted by the donor) that measures how well the recipient has 
been able to carry out the master plan. In order to take measurements, the evaluator 
needs a conceptual framework that provide the "pillars" or foundation that will serve as 
the central point against which all of a project's activities and outcomes must be related 
and measured. 

In the case of an A.I.D. project, an evaluation's conceptual framework is commonly built 
around the following three "pillars": the project goal, purpose, and objective(s). In other 
words, a project's activities (through its components) are the means or tools used to 
accomplish the stated objectives. Therefore, to the extent that the objectives are 
accomplished, the purpose is being achieved, and thus the goal is reached. 

The scope of work for this evaluation is contained in Annex 1 of this report. The project 
goal is described in the following terms: "... to assist PROPEMI to improve access to, 
and availability of credit for small and micro-entrepreneurs". The project purpose is "...to 
provide support to FUSADES, for the development of the Program for Small and 
Microenterprises, which provides credit and technical assistance to small businessmen 
and micro-entrepreneurs in El Salvador and to increase the profitability of, and promote 
the expansion of small and microenterprises, thereby generating employment and 
fostering economic growth". 

The objective of the evaluation is "...to assess PROPEMI's progress toward fulfillment of 
the project purpose and goal at this point in the project, with an emphasis on (1)
appropriateness of project activities to attainment of the project goal and purpose; (2)
financial self-sustainability of PROPEMI as an institution beyond the Life-of-Project".
The assessment of the fulfillment of the project's purpose and goal can be carried out 
from two different perspectives; one applying to the roe played by A.I.D. and the other 
applying to the FUSADES program. 
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The A.I.D.-FUSADES Agreement (Annex 2) does not mention a project goal, nor does
 
FUSADES' original proposal which, due to its thoroughness, is assumed to have served
 
in lieu of a project paper. The original proposal even includes a logical frame matrix
 
(presented in Annex 3) which lists all the verifiable indicators that were subsequently
 
cited in the project agreement.
 

The project purpose stated in the agreement differs from the one found in the evaluation 
document in the sense that it is reduced to the following: "..to increase the profitability
of, and promote the expansion of small and micro-enterprises in EL Salvador, thereby 
generating employment and fostering economic growth". Therefore, if the evaluation 
objective of assessing progress toward fulfillment of the project goal and purposa is 
viewed from the perspective of the role played by A.I.D., it can be stated that the 
project's goal has been successfully reached because A.I.D. funding has made it possible 
for PROPEMI to improve credit access of small and micro-enterprises through three 
credit 	windows established by PROPEMI in San Salvador, San Miguel, and Santa Ana. 
In addition, the $4.5 millan provided by A.I.D. for the credit fund has improved the 
availability of credit to these types of enterprises. The first part of the project purpose 
mentioned in the evaluation document (...to provide support to FUSADES for the 
development of the program...) has also beeni achieved because all available A.I.D. 
project 	funds have been disbursed (one year ahead of schedule) to PROPEMI. 

The perspective used in this evaluation to assess progress toward the fulfillment of the 
goal and purpose of the project is one that focuses on PROPEMI's activities. This 
perspective takes into account that PROPEMI is a FUSADES program, and not a 
semi-autonomous institution beyond the direct influence of the foundation. 

As noted above, the evaluation objective puts emphasis on (1) assessing appropriateness 
of project activities, and (2) financial self-sustainability. The scope of the project's 
activities is summarized in Annex 2 of the projea agreement under the headings of 
Technical Assistance and Revolving Credit Fund, respectively. These activities (referred 
to as project components in the evaluation document) are linked to the first two 
objectives stated in the project agreement which are: 

1. 	 To create income producing jobs. 

2. 	 To bring small mid micro-enterprises within the established financial system. 

The financial self-sustainability issue is linked to the third objective stated in the 
agreement: 

3. 	 To develop a permanent program of technical assistance and credit for small and 
micro-enterprises. 
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B. 	 EVALUATION METHODOLOGY 

The customary steps were followed by the evaluation team members (listed in Annex 7) 
in order to become familiar with the project. These steps included reading the A.I.D. 
project files and conducting multiple interviews with individuals and groups that have 
been involved in the project. Annex 4 lists the individuals that were interviewed and the 
institutions that were visited during the evaluation. 

A less customary step taken in this evaluation was te conduct a formal survey of 244 
project beneficiar-s. The main objective of the survey was to learn about the impact of 
project activities (training, technical assistance, and credit) on project beneficiaries, 
particularly with respect to employment generation and earnings. The survey findings 
are summarized in Annex 5. A copy of the survey questionnaire is presented in Annex 6. 

A comparison was also made between the project's expected PACD outputs and the 
actual outputs realized to date. In analyzing the extent to which some of the project 
objectives and expected quantitative outputs have not yet been fully met, the evaluation 
attempts to factor in the external and internal factors that have constrained their 
realization. External factors include: 

1, 	 The technical "soundness" of some of the assumptions that influenced the design 
of the project. Many of these assumptions appear to have been derived from the 
1985 survey used tc identify the characteristics and needs of the target group 
which served as a basis for the design of some of the project elements. 

2. 	 Changes in the economic environment that have directly affected the project since 
its early implementation stage (e.g., the new credit lines, credit programs, and 
credit institutions that provide funds to the same target group served by 
PROPEMI). 

Internal factors include: 

1. 	 The predictable low activity levels that most new institutions and/or programs 
experience during the "birth-pains" stage. 

2. 	 The conflict between the needs to: (a) use obligated funds before their expiration 
dates on the one hand, and (b) achieve project objectives on the other hand, often 
resulting in a de-emphasis on project objectives. 

3. 	 Internal procedures and policies that act as constraints to the expedient supply of 
credit. 

4. 	 Inconsistent (and sometime contradictory) component activities that impede 
progress toward fulfillmen' of the project's goal and purpose. 
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Taking into consideration these internal and external factors, this report attempts to 
evaluate net outputs 	and project activities within the context of their relationship and/or
contribution to the three evaluation "pillars" mentioned in Section A,which may be 
summarized as follows: 

Goal: 	 Improve access and availability of credit. 

Purpose: 	 Increase .prfiabilit and promote eapansion of target group. 

Objectives: 	 Create jobs; ".graW"entrepreneurs to established financial
 
system; achieve sIf fficie= of PROPEMI as an institution.
 

C. SUMMARY OF PROJECT ACTIVITIES 

According to the project agreement, there are three categories of PROPEMI project 
activities: program development, technical assistance, and the revolving credit fund. The 
program development category includes program implementation activities such as 
meeting initial staffing requirements but, most importantly, it concerns budgetary support 
to finance equipment and operating expenses. The technical assistance (T.A.) category
includes: (1) outside T.A. needed to train PROPEMI's staff and budgetary support from 
USAID to finance it; and (2) the T.A that PROPEMI was to provide to project 
beneficiaries. The revolving credit fund concerns the lending activities of PROPEMI. 
There are several projected quantitative outputs as well as expected characteristics of 
beneficiaries cited for this activity. 

In conventional A.I.D. (and other donor agency) programming, the term technical 
assistance (T.A.) does not have the broad scope that it has had in the PROPEMI project. 
The use of the term T.A. is ordinarily understood to describe an interaction, on a 
one-to-one basis, between an expert or technician ind another individual that benefits 
from the former's knowledge. In development programs that promote the growth of 
enterprises, T.A. is typically provided at the beneficiary's place of business. Generally, 
this type of interaction only reaches or benefits an individual entrepreneur and/or a 
limited number of employees. Given all these general characteristics, it is often an 
expensive service. 

T.A. is usually categorized under administrative assistance and production assistance 
(when industry and capital intensive services are target activities). The former has wider 
applications; it is easier to deliver, and is generally less expensive to provide. 
Conventional wisdom has shown that production assistance has a more important 
contribution to make than does administrative assistance; however, it is more specialized 
and difficult to deliver (technicians are harder to find), and is also more expensive. 
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Training differs from T.A. in several important ways. Since it is imparted to groups of 
people (often in a classroom situation), it does not have the strength of T.A., as far as 
tailoring the delivery of know-how to the specific needs and/or absorptive capacity of the 
individuals that receive it. If group homogeneity (e.g., individuals that work in similar 
activities, and/or that possess compatible aptitudes) is not purposely sought or possible, 
then training makes more sense when the subject matters taught are either very general, 
or at their most elementary levels. When homogeneity is not present within a group, 
general subjects and/or courses at elementary levels may not convey significant 
knowledge to a few participants (either because they are already familiar with the 
material, or it is not relevant to them) while the materials may be beyond the grasp of 
some others. In classroom training, the instructor does not need to have a high level of 
expertise in the subject matter being taught as long as: (1) the published teaching 
materials are adequate and complete; and (2) there is not much interaction between the 
instructor and the trainees. A clear advantage of training over T.A. is its lower cost. 

The purpose of the past two paragraphs is to highlight the differences between T.A. vs 
training. Both activities can play important roles in development programs, but they 
have distinctly different characteristics which the original FUSADES proposal for 
PROPEMI failed to take into account in the following description of the project's 
technical assistance component (roughly translated into English): 

We [FUSADES] have defined technical assistance as the fundamental component 
of the PROPEMI program, due its educational participation in the formation and 
preparation of the PEME (small and micro-entrepreneurs). Since it was 
determined in the survey (conducted in 1985) that 56% of the interviewed 
entrepreneurs have an educational level of primary education or less; this 
characteristic justifies that education, conceived as technical assistance, is 
necessary to achieve successful results in the execution of the PROPEMI program. 

This definition was reflected in early reports on PROPEMI activities which, during the 
first two years of project implementation, did not clearly distinguish between outputs 
related to training and outputs related to true technical assistance. It was not until 
October 1990 that training and T.A. were listed in project reports as separate outputs. 
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11. PROJECT DESIGN ELEMENTS
 

A. DEFINITION OF TARGET GROUP 

In order to assess whether the project as currently designed is appropriate, relevant, and 
actually producing the desired results, a brief review must be made of the main 
background features that influenced the specific design elements. A good starting point
is to note that the project exists due to the compatible interests of two institutions: (1)
FUSADES, which wanted to participate directly in the development of small and 
microenterprises and, by so doing, to further contribute to the economic and social 
development of El Salvador; and (2) A.I.D., which wanted to promote the development
of the same target group through various channels, including private sector initiatives. 
Both institutions viewed employment generation, increased earnings, and the resulting 
general economic growth as the desired outcomes of their efforts. 

The findings of the 1985 survey of small and micro-enterprises, and the interpretation by 
FUSADES staff of such findings, served as the basis for the design of the project
activities. The survey appears to have been well thought out and methodologically 
sound. In selecting the survey sample, an effort was made to include not only businesses 
with a physical location, but also self-employed ambulatory individuals. Of 938 p'oaple
interviewed, 61% worked alone (5%ambulatory), and only 6%had 4 or more 
employees. The sample's average schooling level was such that the original FUSADES 
proposal listed literacy courses among the training activities to be carried out by
PROPEMI. 

The project design addresses the main constraints to economic growth faced by the 
survey sample. Design features such as low average loan size, "graduating" borrowers to 
institutional credit sources, and high proportion of women beneficiaries were drawn from 
the survey findings which had a large input from self-employed people. In both the 1985 
survey and the FUSADES proposal, these persons are perceived as entrepreneurs. 

Some development observers maintain that self-employed individuals should not be 
categorized as entrepreneurs. They argue that entrepreneurs are special cases of 
individuals who through their hard work, ambition, and good fortune, have developed 
skills and initial capital on their own. Once they have saved or acquired this initial 
capital, they are willing to take risks to make their investments grow. The growth 
potential of their capital is largely determined by their own abilities and drive, but is also 
related to the economic environment within which they operate (e.g., one more food 
store or carpenter shop in a urban setting normally does not have much growth
potential). In short, entrepreneurs are a product of their own initiative; they are not 
created. 
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This is not to say that programs to assist self-emplbyed individuals and very small
 
businesses (one or two unskilled employees) are not worthwhile. However, the same
 
school of thinking would contend that what most self-employed individuals need are
 
permanent jobs, not credit or technical assistance, since most people at every

socio-economic level do not possess the drive that seems to characterize the classic
 
entrepreneur. They would state that:
 

Most micro-enterprises have very limited potential for growth and for contributing 
to national income because their activities involve little or no value added and 
little or no technology. They fit into the description of the "perfect competition" 
economic model which is characterized by easy entry, no influence on prices, and 
high turnover of business units. 

The people involved is these activities are frequently under-employed, and often 
earn less than minimum wage with few or no fringe benefits. 

In developing countries, this target group is so large that no single program or 
institution can make a significant impact. 

Past experience has shown that programs to provide credit and/or technical 
assistance to these individuals are expensive since there are no economies of scale 
(i.e. any small loans cost the same to administer as large ones), and that they 
would be more effectively carried out by volunteer groups that are neighborhood 
based and have little or no fixed costs. 

To be sure, FUSADES' original proposal was clear in pointing out that PROPEMI could 
not become self-sufficient until it had a loan portfolio that was at least 85% larger than 
he initial revolving credit fund of $2.1 million. As discussed in the financial 

self-sufficiency analysis in Chapter VI, this initial figure of 85% was greatly 
underestimated. 

B. PROGRAM DEVELOPMENT COMPONENT 

This project component is no longer active since all funds allocated for institutional 
support and technical assistance have already been spent. The initial allocation included 
$1.3 million for operating expenses and $110,014 for technical assistance to PROPEMI. 
This latter amount was reduced to $81,214 in September 1988 and the $28,800 balance 
was transferred to operating expenses. 

Both the Carbajal Foundation and the Panamerican Foundation were contracted to 
provide PROPEMI with technical assistance. The Carbajal Foundation assisted with the 
design and development of a training program and instructional materials that are now 
being used (in booklet form) in PROPEMI courses. The Panamerican Foundation was 
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engaged to provide technical assistance in the design and implementation of internal 
procedures and management information systems for PROPEMI. Both the former 
coordinator of the PROPEMI Commission and the previous director of PROPEMI 
stated to the evaluators that the Panamerican consultancy failed to meet PROPEMI's 
needs and expectations; in particular, it did not equip PROPEMI to produce expedient 
and up-to-date portfolio statistics. 

C. REVOLVING CREDIT FUND 

In the original (August 1985) project agreement, $2,123,948 was allocated to the 
revolving credit fund. This allocation was increased by $340,000 in May of 1989 and by 
an additional $2,100,000 in July of the same year. By June of 1991, the entire amount of 
$4,543,352 had been disbursed to the fund by A.LD. 

The 1985 agreement stated that at the end of three years (July 1988) the fund would 
total 9.5 million, which at the rate of 4.5 per dollar would be equivalent to the 
allocated dollar amount. The agreement also stated that the average loan amount would 
be 0,000, or approximately $888. This average loan size was taken from the original 
FUSADES proposal, as were the following expected outputs that are cited in the 
agreement: 

Estimated number of beneficiaries 
(9,500,000/4,000): 2,375 

Number of beneficiaries becoming clients 
of the established financial system (10%): 237 

New job opportunities to be created 
(one per beneficiary): 2,375 

The agreement stated that PROPEMI promoters "are responsible to see that, to the 
degree it is possible, the beneficiaries open deposit accounts at financial institutions, and 
that they manage their accounts properly and become acquainted with banking proce
dures, with the purpose of enabling them to submit their loan applications to commercial 
banks and other financial institutions after a short period of time." The following 
guidelines for selection of activities under the program were provided: 

he assistance provided will lead to generation of income-producing employment. 
Special justification shall be required in the files of loans that do not generate 
employment; 

Applicants will have had little or no prior relations with the established financial 
system; and 
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Loan applications should provide a reasonable degree of certainty that the 
financing will be effectively used by beneficiaries for a purpose consistent with the 
project's objectives." 

A.I.D. project documents state that 40% of the beneficiaries (owners of businesses) will 
be women. FUSADES' original proposal had estimated this figure at 65% based on the 
results of the 1985 survey. 

Other project impact figures pertain 1:o the numbers of direct and indirect beneficiaries. 
The original proposal multiplies the number of individuals that would receive loans by
four to derive the number of direct beneficiaries. This is supposed to represent the 
average number of individuals employed by businesses that would receive loans. 
However, according to the 1985 survey, the average number of employees of all 
businesses surveyed is 2.2 workers and would fall to 1.6 workers or less if self-employed
individuals were excluded from the calculation. The number of indirect beneficiaries are 
estimated in the proposal by multiplying the number of direct beneficiaries by a factor a 
five, which presumably is based on census data for the average household size in El 
Salvador. 

PROPEMI has followed the same system for calculating the number of direct and 
indirect beneficiaries, but bases its calculation on the number of loans granted rather 
than on the number of individuals that have received the loans. This results in an 
overestimate of beneficiary impact since at least 30% of the loans that have been 
granted are to repeat clients. In addition, it is not clear why the actual number of 
employees stated in credit applications is not used in calculating the number of direct 
beneficiaries for each loan. 

The credit component as described in the agreement has been amended twice: 

In December 1987 (Amendment No. 3), the project purpose was changed to 
expand the coverage of the credit program from the city of San Salvador to the 
entire country. 

In July 1989 (Amendment No. 8), the first paragraph of the revolving credit fund 
description was changed to read as follows: "The average loan amount under the 
program is estimated at e10,000 ($2,000). The credit fund with reflows, which will 
amount to approximately e57.5 million ($11.5 million) by the end of the project,
will thus benefit an estimated 24,500 persons durir g the life of the project. All 
financial assistance activities will be accompanied by technical assistance." 

It can be interpreted from Amendment No. 8 that all interest earned would be 
reinvested in the fund. It is clear that in 1989 the devaluation of the colon was not 
predicted. The e57.5 million colones when divided by e10,000 (average loan size) is 
sufficient for 5,750 loans to individual borrowers, compared with the 2,375 loans 

9
 



anticipated in the original project agreement. The estimated number of beneficiaries 
(24,500) is derived by multiplying this revised number of loans by a factor of 4.2. 

Amendment No. 8 did not change any of the other expected outputs for the credit 
component including the opening statement that the fund" ...will provide the 
beneficiaries of the program with the initial financial resources they need to =and 
opgra12ns and increase their pD.fitahility." 

Following is a comparison of actual outputs to date with these expected output targets. 

Summary of Main Outputs to Date (Nov. 10, 1991) 

1. 	 Amount of the Fund (in millions of colones) 36.0 57.5 

2. 	 No. of individuals that received 
loans (2,670 total loans) 2,021 5,750 

3. 	 Percentage increase in earnings 
of beneficiaries 32% 10% 

4. 	 No. of new jobs generated 2,790 5,750 

5. 	 No. of people "graduated" to the 
established financial system 52 575 

6. 	 % of women beneficiaries 42% 40% 

In dollar terms, the size of the revolving credit fund has not grown to the expected level 
of $11.5 million due to devaluations of the colon. The current amount of available funds 
is approximately the same as the original amount allocated for the fund by USAID. The 
individual 2,021 borrowers have received a total 2,670 loans that, when divided by 36 
million, gives an average loan size of 13,487 ($1,685). It is clear that Amendment No. 8 
overestimated the eventual size of the fund as well as the size of the average loan. 
Nowever, it must be pointed out that the outstanding loan portfolio has never been 
larger that its current size of 15 million, whereas past estimates had assumed that the 
total amount of available funds would be loaned out. If this had in fact been the case at 
all times, then the resulting outputs would have been more significant. 

It appears that the revolving credit fund has achieved favorable results with respect to 
two of the key expected outputs: increased earnings (200% higher than expected), and 
employment generation (35% higher than expected). In the survey conducted for this 
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evaluation, beneficiaries were asked if their earnings had increased after the received the 
loans (see Annex 5,Table 28) and 82% responded affirmatively. The average increase 
estimated by these respondents was 32.4%, and 27% reported earnings increases of 50% 
or higher. Admittedly, these estimates reflect the borrowers' perceptions of their 
increased incomes, since most do not have the formal accounting skills they would need 
to maintain written records of their earnings over time. 

Of the beneficiaries reporting earnings increases, 68% attributed the increase entirely to 
the loans (Annex 5,Table 28a). For this latter group, the overall average increase is 
34.2%, ranging from 32% in the case of microenterprises to 42.6% for small industries. 
Service industries reported an average increase of 41.4%, manufacturing industries 32%, 
and commerce 33%. 

The employment impact of the credit component has also been significant. Nearly 
twothirds (63%) of the survey respondents stated that their employment had increased, 
compared with 28% who had experienced no change in employment and 9% who had 
reduced the size of their work force (Annex 5,Tables 35 and 35a). Of those reporting 
employment increases, the average increase was 3.5 new workers per establishment. 
Moreover, 46% of all respondents interviewed attributed an average of three new 
workers exclusively to the loans. The estimated number of new jobs generated by the 
credit component is extrapolated from these statistics (2,021 individual loans x 46% x 3 
workers = 2,790 new jobs). 

It is important to note the significant difference shown in the survey findings (Table 35a)
in the responses of small enterprises (average increase of 6.5 people attributable to 
credit) and micro-enterprises (average increase of 2.3 people). In terms of economic 
activity, manufacturing industries reported an average increase of 4.3 people, services 4.1, 
and commerce 2.1. 

D. TECHNICAL ASSISTANCE 

Technical assistance activities are centered around the training courses, assistance in the 
preparation of credit applications, and the advice that reportedly is given to loan 
recipients during follow-up visits. The survey findings (Annex 5, Table 32) show that 
55% of borrowers have received post-credit technical assistance from PROPEMI. The 
post-credit visits consist mainly of credit follow-up activities and attempts to see if clients 
are applying what they have learned in the training courses. 

Very few of the survey respondents stated that technical advice had contributed to 
increases in their earnings (4 respondents) or employment (10 respondents). A closer 
look at these last statistics showed that the increase in employment came about when it 
was pointed out to the beneficiaries that they should hire people to handle administrative 
tasks so that they could occupy themselves with more important work. 
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Eleven staff members of PROPEMI's credit department (nine credit advisors and two 
credit analysts) are instructors in the training program. All credit advisors and analysts 
are university graduates and, therefore, are capable of understanding the elementary 
contents of the administrative courses. However, eight advisors that teach the courses 
stated that they would like to receive training in adult education methods in order to 
improve their capabilities as instructors. None of the staff members of the credit 
department have received external training on credit matters, apart from routine 
on-the-job-training. 

E. PROPEMI COMMISSION 

FUSADES manages its various programs very much along the lines of a corporate
conglomerate. Each program has a Commission that serves as that program's Board of 
Directors. The PROPEMI Commission is comprised of six FUSADES members and a 
member of the FUSADES Board of Directors acts as the Commission coordinator. The 
PROPEMI Commission oversees the activities of the program and is responsible for 
ensuring that the yearly action plans are properly executed by the executive body of 
PROPEMI and that the program is carried out as designed. The Commission meets 
every two weeks with PROPEMI's director. 

The Commission made an important implementation.change in the project in June of 
1990, when it decided that training would no longer mandatory be in order for 
prospective borrowers to receive a loan. When the evaluation team met with members 
of this body, there was general satisfaction expressed with the project activities as 
designed. The Commission members were also pleased with the new levels of credit 
placement that have come about since the second semester of last year. 

In the evaluation scope of work, reference is made by A.LD. to an advisory committee of 
PROPEMI that is composed of representatives of the SSE sub-sector. Such a committee 
does not exist and is not mentioned in the original FUSADES proposal. While a 
committee of this type would have been useful during the initial implementation stages 
of the project, it is no longer necessary after 5.5 years of accumulated experience. 

F. CONCLUSIONS AND RECOMMENDATIONS 

Conclusion No. 1: After reviewing the activities of each project component and 
analyzing the evaluation survey findings, it is concluded that self-sufficiency (project
objective no. 3) and the technical assistance component are mutually exclusive. The 
details supporting this conclusion are presented in Chapter VI. 

There are two types of pre-credit "technical assistance" interventions that are carried out 
by PROPEMI that have merit on their own, even though they do not directly contribute 
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to the project's goal and purpose: (1) training, and (2)assistance with the preparation of 
credit applications. In conventional terminology, these interventions are better 
characterized as socially oriented activities, since they are not financially self-sufficient. 
To what extent these activities should be expanded, eliminated, or reduced are matters 
that concern USAID and FUSADES. This evaluation recommends ways to make these 
activities more practical and less costly, but does not address how to make them 
financially self-sufficient. 

Recommendation No. 1: If the expansion of these activities is desirable to USAID as a 
supplemental means of assisting the target group, then it is recommended that funding
for training and pre.credit assistance be channeled through the operating expenses 
component. It would not be difficult for PROPEMI to estimate the amount of funds 
needed to support these activities for the next two to three years, since there is now a 
new cost center system that can provide accurate information. 

Conclusion No. 2: On the basis of the survey findings, it can be concluded that, in 
contrast to the revolving loan fund, the type of post-credit technical advice that is being
provided to current project beneficiaries has had little or no impact on employment
generation and earnings. However, in both the technical assistance component and 
revolving credit fund sections of the project agreement, this activity is cited as a project
requirement. PROPEMI clearly is fulfilling this design requirement to the extent that it 
isa listed as a major expected output in the annual action plans and over one hundred 
such interventions are being reported every month to A.I.D. 

Conclusion No. 2a: From the evaluator's assessment of the project design elements, it 
can be concluded that the revolving credit fund isappropriate, relevant, and actually
producing the desired results, while the technical assistance is not. 

Recommendation No. 2: In light of the fact that the technical assistance activities do not 
appear to be contributing much toward the achievement of the project goal and purpose, 
it is recommended that the technical assistance requirement be deleted under the 
current agreement. 

Conclusion No. 3: Based on the evaluation survey findings, it is concluded that the 
contributions of the revolving credit fund to employment generation are greater in the 
case of small enterprises than of microenterprises, particularly in the industry and 
services sectors. 

Conclusion No. 3a: Due in part to its reduced number of credit windows, PROPEMI 
has had real difficulties in accessing the "potential credit demand" that was identified in 
the 1985 survey. In the past, its orientation has been toward micro-enterprises (67% of 
loans) as opposed to small-scale firms (33%), which means that the average loans have 
been smaller than expected. It is concluded that, PROPEMI does not have the capacity 
to process the number of additional loans that it would need to achieve financial 
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selfsustainability based on the existing ratio of loans to micro-enterprises and small-scale 
firms. This conclusion is supported by the financial self-sustainabililty analysis in 
Chapter VI. 

Recommendation No. 3: In light of the developmental and financial considerations 
mentioned above, and in order to make the credit fund element of the project even more 
appropriate, relevant, and better able to obtain the desired results, It is recommended 
that PROPEMI be permitted to focus its main lending activities on small Industrial and 
service enterprises for the next three years. The objective would be to reverse the 
current ratio of micro-enterprise to small-scale borrowers so that the latter receive about 
two-thirds of the loans which will typically be larger than the loans being made to 
microenterprises. 

Recommendation No. 3a: It is recommended that the second paragraph of the 
description in the project agreement that deals with the revolving credit fund 
component, where it Is stated that "..priority shall be given to enterprises within the 
micro category...', be eliminated. 

Note: This recommendation does not mean that PROPEMI should stop lending to 
micro-enterprises, but it does mean that the parameters of the credit component should 
be changed so that larger loans can be serviced by the fund. In conjunction with this 
change, the following parameters are recommended: 

Recommendation No. 4: A new eligibility limit should be established that would permit 
enterprises with up to €1,000,000 in total assets to borrow from the fund. 

Recommendation No. 5: The fund should be permitted to lend up to 2% of the total 
amount of available funds (which Include bank deposits (investments) and the current 
outstanding portfolio currently totally f36 million) to a single beneficiary. 
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I1. INSTITUTIONAL EFFECTIVENESS AND ROLE OF PROPEMI 

A. DISCUSSION 

A brief review of PROPEMI's origin is necessary to understand its effectiveness as and 
institution and the role it plays in El Salvador. In 1983, FUSADES made contact with 
several of its counterpart institutions in various Latin American countries in order to 
become familiar with their efforts to assist the small business and microenterprise sector. 
The Panamerican Development Foundation (PADF) was a primary contact made during 
that period. Additional institutions consulted by FUSADES included Asesoria Dinamica 
a Microempresea (ADMIC), in Monterrey, Mexico; Fundacion Carbajal in Cal, 
Colombia; and Fundacion Dominicana in Santo Domingo. Of the institutions visited, 
only ADMIC provided both training and credit to the sector. The others, who were not 
dire .:t lenders, limited their role to training in the area of administrative topics. 

It is important to note that the Carbajal Foundation, which was among those entities that 
viewed themselves as educational institutions not lending institutions, had a strong 
influence on the development of PROPEMI during the early operational stages. 
Carbajal's central task was to provide training and identify credit needs. Financing for 
enterprises with Carbajal's recommendation was arranged through the private banking. 
It is evident that the Carbajal focus on education was transferred to PROPEMI and that 
this focus is not necessarily compatible with PROPEMI's credit activities. Perhaps as a 
consequence of the Carbajal educational focus, the only technical assistance that 
PROPEMI promoters, now referred to as advisors, ever received was training program 
related, and was provided by Carbajal. Although PROPEMI's credit fund is its major 
asset and only real income "center", the advisors never received external training as 
credit agents. This is peculiar since the stated goal of this A.I.D. funded project is to 
improve access to, and availability of credit for small businesses and microenterprises. 

Since beginning operations, PROPEMI has used an integrated approach in assisting its 
client community. There are three key elements to the approach: training, advice to 
enterprises, and credit. So that PROPEMI would not become just another credit 
program in El Salvador, FUSADES devised the integrated approach; however, it is 
evident that training soon became the primary focus. The PROPEMI Commission,
which is responsible for the direction of the project and proper execution of the stated 
goal and purpose, was likely influenced by the Carbajal Foundation. The Carbajal
method and approach in assisting the target sector works well for that institution because 
it has a large endowment so that it does not have to worry about self-sufficiency, but this 
is not the case with PROPEMI. In 1990, the Commission became concerned with the 
self-sufficiency issue and decided that training would no longer be a mandatory
requirement for the receipt of a PROPEMI loan. Some key personnel changes took 
place in that time period as well. In July of 1990, the departing PROPEMI director was 
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replaced with an experienced banker that has managed to more than double the 
historical monthly average placement of credit. In addition, the credit manager was 
replaced with another banker in 1991 and the PROPEMI promoters were moved from 
the technical division to the credit division and their title was changed to that of advisor. 
This brings them one step closer to becoming functioning credit officers, which is a 
necessary step in the self-sufficiency process. 

In December, 1989, the geographic area encompassed by the project was expanded 
beyond San Salvador reaching out to other cities. PROPEMI now has regional offices in 
Santa Ana and in San Miguel, but also has clients in Sonsonate, La Libertad, La Paz, 
and Cuscatlan. With the credit component becoming a focal point, the current regional 
organizational structure is likely to promote unclear lines of authority. Presently, the 
Santa Ana and San Miguel offices fall under the immediate control of the of the 
director. The regional offices are headed by a coordinator supported by an analyst who 
supervises the advisors. In the San Salvador office, the analysts do not have direct 
authority over the advisors. The former report to a chief that is under the credit 
manager. 

At first glance, PROPEMI does not appear to have a significant share of the credit 
market. A Central Bank Junta Monetaria decree has obligated financial institutions 
under the Bank's supervision to lend 15% of their portfolio to small businesses and 2.5% 
to microenterprises. Between March and July of 1991, the FEDECREDITO network of 
seven banks and FIGAPE reported making 40,092 loans for 287 million colones to small 
and micro-businesses. In the same five month period, PROPEMI made 336 loans for 6.7 
million colones. However, these financial institutions have well over a hundred individual 
credit windows throughout El Salvador, and PROPEMI only has three. If only 100 credit 
windows per institution are assumed, they place an average of e2.8 million per credit 
window versus PROPEMI's window average of e2.2 million. 

The commercial banks grant minimum loans in the amount of e5,000, while PROPEMI's 
minimum loan limit is €1,000. In addition, 2/3 of PROPEMI's clients have never 
received credits from the established financial system. Therefore, it is difficult to make a 
comparison between the established financial system and PROPEMI. PROPEMI can 
more properly be compared to FIGAPE which reported 702 loans for 10.5 million. 
However, FIGAPE grants several transportation sector loans, and surely this accounts for 
an important portion of the c10.5 million. If this latter type of loan is taken into 
consideration, it can be estimated that PROPEMI has a credit placement record similar 
to that of FIGAPE'%, which has been operating in El Salvador for about twenty years. 

B. CONCLUSIONS AND RECOMMENDATIONS 

On July 22, 1991, the Central Bank eliminated The Junta Monetaria and replaced it with 
the Consejo Directivo. The decrees passed by the Junta will remain valid for a 
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maximum of two more years. Before that time, however, the Consejo can invalidate such 
decrees when it so chooses. It has been predicted that, given the new push toward 
privatizing the commercial banks, the old Junta decree of allocating 15% and 2.5% of 
loan portfolios to small and microenterprises will not be renewed. This will mean that 
the commercial banks are likely to diminish the amount of credit provided to their 
current small and micro clients. 

Conclusion No. 1: In the near future, the demand for PROPEMI credits may increase 
suddenly as long as its financial services are properly promoted ahead of the puential 
demand that would probably be created if the above mentioned changes were to take 
place in the banking industry. 

Recommendation No. 1: Promotion Via Agents. A plan for a low cost geographic 
expansion of the promotion of PROPEMI services via credit agents should be enacted as 
soon as possible. A simplified procedural manual will be necessary, and the selected 
agents should be brought to San Salvador for a few days of institutional familiarization 
and training. The agents could be paid on a commission plus base pay basis and 
selected jointly with the FORTAS program of FUSADES. 

Recommendation No. 2: Door-to-Door Promotion. Door-to-Door promotion should be 
discontinued. Instead, selected visits to potential clients that have been previously
identified or referred should be made. These potential clients should have businesses 
that support more than 10 employees or demonstrate a need for loans of over 50,000 
colones. 

Recommendation No. 3: Passive Promotion. Low cost mass media (passive methods) 
should be used. These include, radio spots, posters, billboards, and heavy use of mobile 
public address channels. 

Conclusion No. 2: PROPEMI's past focus on training has diminished and attention is 
now centered on the credit component. In order to play a more significant role in El 
Salvador, it is not enough that PROPEMI become a self-sufficient competitor of 
institutions like FIGAPE. In addition, PROPEMI could target its credit activities toward 
supporting other FUSADES programs and attempt to take the lead in introducing
innovate financial intermediation methods or systems, such as factoring, leasing, or the 
Mexican Entrepreneurial Card (a pre-approved line of credit). Specific 
recommendations concerning these new intermediation methods are presented in 
Chapter IX of the report. 

Recommendation No. 4: Sub-Contracting. The Asociacion Salvadorena de Industrias 
(ASI) should be contacted at the board of directors level and informed of PROPEMI's 
interest and ability to finance small enterprises willing to act as sub-contractors to the 
organizations large industrial members. 
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Recommendation No. 5: Free Zones. PROPEMI should work closely with the 
FUSADES Zonas Francas promotion program and identify potential loan recipients in 
the small enterprises sector who wish to provide goods and services to the industries 
located in the zones. 

Recommendation No. 6: DIVAGRO. The small agriculture diversification projects that 
will come about as a result of DIVAGRO research should become eligible to receive 
loans from PROPEMI. It has been concluded by FUSADES that several vegetable 
products that are being researched by DIVAGRO will have to be produced by sm,-dl 
farmers. 

Recommendation No. 7: New Small Industries. PROPEMI should begin financing the 
development of new small industrial enterprises, since at present it only provides loans to 
firms that have already been established for at least one year. 
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IV. LENDING PROCEDURES
 

A. Discussion 

Currently several factors that hinder the effectiveness of PROPEMI's lending operation. 
PROPEMI's loan portfolio has never exceeded the approximate current level of 15 
million colones. In addition, the relatively small number of credit windows reduces 
PROPEMI's access to a greater client base. The original door-to-door method of 
obtaining clients, which continues to a lesser extent today, is time consuming and overly 
expensive.through door-to-door promotional methods, is not as prevalent today as it was 
in the past, but it is still used. This system takes too much time and is quite expensive. 

The banking system has a floor limit for small loans of 5,000 colones, while PROPEMI's 
floor limit is 1,000 colones. It was stated in a previous Development Alternatives 
evaluation that PROPEMI concentrates its lending activities among the large micro and 
the smallest of the small enterprises. Much can be learned about the portfolio from an 
observation of the distribution of PROPEMI loans by size. 

Size of Loans 

gBeneflciaries frcna 

1- 5,000 927 46% 
5,001- 10,000 464 23% 

10,001- 15,000 197 9.5% 
15,001- 20,000 154 7.5% 
20,001- 30,000 143 7.0% 
30,001- 40,000 45 2.0% 
40,001- 50,000 67 3.0% 
50,001- 75,000 13 
75,001 - 100,000 10 

100,001- 125,000 1 

Tota 2,021 

Of the loans to individual borrowers (first loans), 69% are less than 10,000 colones, and 
46% are smaller than 5,000 colones. Since PROPEMI does not have many credit 
windows, its absorptive capacity is in direct relationship to the number of advisors on 
staff. This table shows that most of their time is being spent processing very small loans. 
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Admittedly, the microenterprise was assigned the highest credit priority in the PROPEMI 
credit fund according to the original project design. It was originaly assumed that each 
advisor would process 8 to 9 loans per month, an average which has never been 
surpassed. The current average is 4. Current lending procedure require the advisor to 
visit the client 2 or 3 times before a loan is formulated. Once a loan has been granted, 
the client is visited another 3 or 4 times. 

Post credit visits are considered by PROPEMI to be a necessary part of the original 
concept of the "supervised credit". Perhaps the only true benefit of the frequent (pre and 
post-credit) visits is the more or less favorable opinion that the clients form of 
PROPEMI's credit program. In Table No. 17 of Annex No. 5,an average rating of 3.6 
on a scale of 5was recorded in response to asking for an opinion of PROPEMI's credit 
program. The training program was given an average rating of 4.2 which is in the good 
to very good range. 

The new director and credit manager have cut the number of loan processing steps, but 
waiting periods of 3 or 4 weeks is still not uncommon. Since most of the loans (3 out of 
4) are for working capital, it can be assumed that extended waiting periods have 
contributed to the difficulty in attracting clients. Usually, working capital needs are 
relatively urgent in nature. While only 1out of 3 current clients thinks that the waiting 
period was unacceptable (Table No. 15 Annex No. 5), it is not known how many 
potential clients look for working capital sources elsewhere. In addition, a review of 
credit procedures reveals both very small loans and larger ones are treated 
administratively in the same manner. Thus, complicated and costly procedures such as 
the preparation of pro forma balance sheets, inventories and income statements are 
often performed with both types of loans. 

Certain lending regulations stipulated in the original PROPEMI agreement to provide 
credit assistance have proven difficult to follow. Because of the small initial client base, 
some rules, such as the inferred one loan per client rule, were overlooked to facilitate 
the lending process. The door-to-door method was necessary in the early stages, but it 
was time consuming and the results were poor. Project documents state that after 
investing a great deal of time, only 1out of 8 persons qualified and received a loan. 
(This was during the period when training was required for all loan recipients). The net 
effect of all the eligibility requirements imposed in the PROPEMI lending process is that 
access to potential demand is made more difficult. The existence of several other 
financial institutions that also provide credit to the same sector surely makes it even 
more difficult to develop a large client base. 

In addition, the common pressure of using allocated funds by a determined date very 
often contributes to the less than rigorous observance of eligibility rules. In the 
evaluation survey, the interviewee were questioned about the financial sources used for 
business purposes before and after receiving the PROPEMI loan. Table No. 20 in 
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Annex 5 shows that before the PROPEMI loan, 27% had received bank credits, and 10% 
received credits from savings and loans cooperatives. Both of these sources are 
considered part of the established financial sector. On the other hand, when asked what 
sources they had used after the PROPEMI loan (Table No. 21), only 6% stated that they 
had received bank loans (a stated project objective). This 6% was later matched to 
those that had received bank financing before the PROPEMI loan. A low 2.6% was the 
net "graduate rate" to the banking system. 

B. 	 CONCLUSIONS AND RECOMMENDATIONS 

Conclusion No. 1: As demonstrated in Chapter II, the PROPEMrs lendlng activities do 
support the project purpose of increased earnings of the clients and employment 
generation. Also mentioned, and revealed by the survey, was that the employment 
impact appears to be greater in small businesses more than microenterprises. In this 
chapter, it was determined that it was often difficult to follow established lending 
eligibility requirements and that these regulations actually impede PROPEMI's growth as 
in a niche suited for a program with few credit windows and relatively high level of fixed 
expenses. Lending larger amounts to larger enterprises might be better suited to 
PROPEMI's situation. 

Recommendation No. 1: Current Eligibility Rules. During the remainder of the project 
and possible future extensions, the following rules and expected outputs should be 
eliminated from the project agreement: 

1. 	 PROPEMI staff should ensure that beneficiaries open up deposit accounts in a 
bank; 

2. 
A minimum of 10% of the beneficiaries should "graduate" to the established 
banking system; 

3. 	 At least 1 new job will be generated per technical and financial assistance (more 
than that average is already being generated by most of the enterprises that have 
received loans); 

4. 	 The first two selection criteria listed in Chapter VII of the agreement (special 
justification for loans that do not generate immediate employment, and applicants 
will have little or no prior relations with banks). 

Recommendation No. 2: Small Loans Analysis. Loans under 10,000 colones should be 
processed in the fashion that personal loans are processed in most commercial banking 
systems (least possible paper work). The entire file should not have more than three to 
four pages. The main requirement should be two salaried co-signers. Once the co
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signers have been authenticated, it should not take more than 48 hours to approve and 
grant a loan. The loan document should state that if it is determined that the proceeds
from the loan are spent for other than production or business related purposes, the 
entire loan amount will be called in and paid on demand. This type of borrower should 
be visited once before the loan, and once after the loan and the visits should be made by 
someone other than an advisor. A low level administrative staff member is the ideal 
type of individual to make the confirmation visits. 

Recommendation No. 3: Advisory Services. Multiple post-credit advisory visits must not 
continue, only one visit to verify investments should made. Advisory services could be 
provided but they should take place in the PROPEMI office and only if requested. The 
credit analysts can help in providing these functions as well. Advisory services and 
analysis should be carried out when it concerns delinquent loans that are over 90 days 
past due, and the outstanding loan amounts are larger than 25,000 colones. 

Recommendation No. 4: Training to Advisors. In a written interview, 13 of the 17 
PROPEMI advisors stated that they would like to be trained in project evaluation topics. 
Given the increased emphasis on credit and the possible granting of larger size loans, the 
following professional development activities are recommended: 

1) 	 Contract at least 12 man/months of senior (external) credit specialists to work 
closely with the advisors. 

2) 	 Provide the requested project evaluation training through a local university; 

3) 	 Send senior advisors, credit supervisors and managers to other countries to 
observe the operation of similar lending institutions in those countries. 
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V. EFFECTIVENESS AND RELEVANCE OF TRAINING 

A. GENERAL BACKGROUND 

There are 10 training related issues listed in section D of the scope of work for the 
evaluation which have played a dual role during the life of the project. The first role has 
to do with the profound influence that training has exerted, as a project component, over 
the conceptual, as well as, the operational strategy of PROPEMI. To be sure, its role as 
a -omponent changed considerably since June, 1990, when it stopped being a mandatory 
requirement for loan recipients. 

The second role that training has played has to do with its function as a development 
tool as prescribed in the project design. The field survey conducted during phase I of 
this evaluation provided important insights about this component and answered many 
questions as to the effectiveness and relevance of the training activities. It is pertinent to 
review the main background features of the training program in order to have a correct 
perspective of its magnitude. 

The first training session began during the last week of April, 1986. Five and a half 
years have passed since that date and nearly 5,000 people have taken the PROPEMI 
courses. Approximately 4,800 individuals have taken at least 3 of the 5core subjects in 
Basic Administration: Costs, Administration, Basic records (simplified accounting). At 
present, the 2 other subjects are referred to as complementary courses: Marketing & 
Sales, and Investment Projects. It is likely that as many as 4,000 persons have taken all 
five subjects. 

The original policy that made it mandatory to take all 5courses in order to qualify for a 
loan, was discontinued in June, 1990. Between that date and December of the same 
year, the 5core subjects continued to be offered as a group, and according to the 
traditional course schedule were taught one subject per week, two hours per day, over a 
five week period. In January, 1991, the policy officially dividing the courses into two 
separate groups, the Basic Administration courses and the 2 complementary ones, was 
established. At that time, PROPEMI also began offering wbat is called differentiated 
courses. Three have been offered thus far: Social Market Economic Systems; Quality 
Control; and Production Management. The three had a combined attendance of 
approximately 200 persons. 

The basic tools used in the courses are five booklets that contain the training material 
relevant to each subject matter. The original contents were provided by the Carbajal 
Foundation, but some of the booklets have been modified in past years. The Carbajal 
advisors modified the accounting booklet three times and the PROPEMI staff has made 
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changes in two additional instances. The PROPEMI staff has also introduced 
modifications to the projects, and the marketing booklets. 

Of the 4,800 people that have attended the training program, 880 (1 of 5) have received 
loans. This group of 880 is 44% of the 2021 people that have received credits. It must 
be noted that not all the 4,800 persons that attended the training courses were 
entrepreneurs. People with very low education levels often take close relatives to help 
them understand the course and others send secretaries or some other representative of 
their business. 

B. 	 SURVEY FINDINGS 

During phase I of the evaluation a ninety-six question impact survey was taken of 244 
PROPEMI loan recpients to determine the effect of training, technical advice, and 
credit on employment and earnings. Thirty of the ninety-six survey questions concerned 
training activities and twenty of these were test questions with regard to basic concepts 
and terms that are taught in the 5 courses. The purpose of these questions was to 
determine if the trainees remembered some of the most elementary features of each 
course. Data was also collected to ascertain whether or not they remembered taking a 
particular course or if they knew the name of the subject. 

To the question, "What were the benefits that you derived from having attended the 
courses?", Table No. 5 in Annex 5 shows the responses (some stated more than one 
benefit). The three most frequently mentioned benefits were improved administration 
51%; more control/management 41%; and higher level of knowledge 21%. The cited 
benefits are general and do not directly relate to specific outputs of any individual course 
content. There is an indirect relationship between the first two benefits, and the Costs 
and Administration courses. The third answer appears to be more of a gesture of 
goodwill towards PROPEMI, or education in general, than a direct output of the training 
courses. On the other hand, the benefits that ranked 4th, 5th, application of accounting 
concepts 17% and learned to calculate costs 11%, are indeed directly related to course 
outputs. 10% of the respondents cited the possibility of obtaining credit as a benefit. 
This is not surprising given the past requirement to enroll in order to receive a 
PROPEMI loan. 

Below 	is a list of factors that could have influenced test results in the evaluation. 

1. 	 The period of time that transpired between the date of the course and the date of 
the test. 

2. 	 The intrinsic ability of an individual to retain information. 

3. 	 The effectiveness of an instructor as a communicator of information. 
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4. 	 The relevance of the information to the common activities of the individual. This 

includes quality of information, as well as, its applicability. 

5. 	 The degree of difficulty of the questions. 

6. 	 Some may think that the level of formal schooling is important, but the Carbajal 
Foundation purposely designed and packaged the information to serve audiences 
that are very much like the groups of people that PROPEMI trains. 

7. 	 The period of instruction (10 hrs. before, 6 hrs. now) may not be enough to cover 
all the material. 

8. 	 Individuals took the courses just to qualify for a loan, and may not really have 
been paying attention to the instruction. 

The purpose of the test was to learn if the material that was presented in the courses 
was retained by the students. The extent to which the student still remembered the 
materials is one valid way to assess the effectiveness of PROPEMI's training program. 
The object was to assess the training program though, not the student. 

If the reason for a training program's existence is to transfer information that will assist 
the individuals in becoming better business persons, then it follows that as a minimum, 
the training should have the following characteristics: 

1. 	 The training should have a lasting effect. 

2. 	 The materials taught should be useful to the participant. 

3. 	 The recipient should use the information in a beneficial manner. 

A conventional method of grading a test is the pass/fail method. This method requires a 
pass or fail borderline where the number 60 is commonly used as a minimum borderline 
when the maximum is 100. This method is used in grading the answers to the questions 
found in Tables No. 6 to No. 11 in Annex 5. A correct answer earned a 10, a partially 
correct one earned 5, and an incorrect answer earned 0. 
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The summary table on the next page is a composite of several training related results. 
The first two lines show the relationship between spontaneous and aided recall by 
subject. The following line gives the average test scores when graded on a pass/fail 
basis. Costs and Investment Projects have scores above the borderline (60). It is of 
particular interest that accounting, whose booklet has been revised at least 5 times, has a 
score of 50. A close look at Table No. 6 in Annex No. 5 shows that the two lowest 
scores concern the topics Basic Records or Accounting which are the major focus of the 
overall course. In addition, this is also the topic on which, according to several project 
reports, PROPEMI advisors concentrate most of their advisory efforts. The lending arm 
of PROPEMI should note that half of the individuals (borrowers) that took accounting 
(94% of the total sample population) either did not know what a liability was, or gave an 
incorrect answer. 

The single question that received the highest grade in the whole test is the last question 
on Table No. 8, "What is profit?" This question is really very easy and it almost surely 
moved Costs to the No. 1 spot. On the other hand, 33 individuals (15%) out of 224 did 
not give a correct answer to this question. 

Table No. 7 in Annex 5 shows the relatively high percentage of individuals using 
simplified accounts that are studied in the courses. However, when asked questions 
about these accounts in the test, a high percentage of people did not give coiTect 
answers. Similarly, the course that had the lowest unaided recall ratio in the.- summary 
table was Investmeni Projects. Only 1 of 5 people who took this course, remembered 
taking it. However, a review of Table No. 11 shows that 64% of these samre people gave 
a correct definition of the very same term. A partially correct answer was provided by
18%, that when added to the 64%, equals 82%. Thus, 4 out of 5 people either knew or 
were familiar with what an investment project was, while only 1 out of 5 (of the same 
individuals) could remember spontaneously having taking a course with that title. In a 
way, this argues in favor of the theory that some individuals can not reiterate what they 
learn in the classroom, but that does not mean that they do not unders and concepts 
learned, or do not know how to apply them. 

The scoring method used in the tables serves to determine "academic excellence"; 
whether a student passed or failed, and to measure how well they did compared to one 
another. A second method or perspective of grading the test results focuses on whether 
information is being retained or remembered. In some ways, the second method is more 
appropriate to the case at hand since the purpose of the test was to learn if information 
was being retained. The test results under the second method are the following: 
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SUMMARY TABLE OF TRAINING RESULTS
 

ACCOUNTING COSTS ADMIN. MKTING./SALES INVEST. PROJECTS 
Enrollment (%) 94 92 88 84 68 

Unaided recal (%) 79 50 55 51 22 

Test score (100 pts.) 50 66 49 53 61 

IMPACT (%)
 

Proven benefits 33 14 22 11 
 3 
Unproven ben(iflts 12 8 9 8 3 

Least benefit 2 5 1 6 24 

BASE 229 224 215 
 204 165
 

TEST SCORES BY GEOGRAPHICAL ZONE. SECTOR. AND SIZE OF BUSINESS 

San Salvador Santa Ana San Miguel INDUSTRY 09ERCE SERVICES SMALL MICRO 
ACOUNTNG 54 43 45 53 49 46 56 49 

cO=ns 68 60 68 68 65 80 66 66 

ADMINISTRATION 53 46 38 53 45 54 50 49 

MKTINGJSALES 54 49 53 56 54 44 59 51 
INEST.PROJECTS 61 59 63 63 61 56 62 60 



Partially %That Retain 

Coures Incorrect correct CoIQInoer Umti 

Administration 39% 23% 38% 61% 

Marketing & Sales 38% 19% 43% 62% 

Accounting 35% 29% 36% 65% 

Costs 30% 9% 61% 70% 

Investment Projects 29% 21% 50% 71% 

The above figures demonstrate that various results, for example, those that took the 
administration course gave answers that by an average of 61% were at least partially 
correct. The people that took Costs answered correctly 61% on the average. The 
conclusion is that a significant amount of at least partially correct information was 
retained by most of those that were interviewed. 

The 4th and 5th of the Summary Table of Training Results are related. When people 
were asked which course was of most benefit to them, of the people that had taken 
accounting, 45% cited that course as most beneficial; but when asked to specifically cite 
how or why it was the most beneficial, only 33% of the people were able to substantiate 
their answer. The two most beneficial courses cited were Accounting and 
Administration. The least beneficial was Investment Projects. 

The persons being interviewed were asked to give their opinion about the courses. The 
answers could be excellent, good, neither good or bad, bad, and very bad. Table No. 12 
in Annex 5 gives the results to the opinion question. The overall score was 4.2 of a 
maximum of 5. This rating falls between good and excellent. It is higher than the score 
of 3.6 for the same question about the credit program. 

There is no system in place to measure the impact of training in terms of the stated 
project purpose; however, at the end of a course, a four page questionnaire is filled out 
by the participants. It asks the students for their opinions about the courses and 
instructors. This is an internal evaluation tool, but the results are not tabulated in an 
aggregate form. 

In the survey, only 20 individuals had unfavorable opinions about the training program. 
It can be observed in Table No. 12b that the most prevalent unfavorable response 
faulted the courses for being too short and incomplete. 
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The Development Associates 1988 PROPEMI evaluation states that possibly the single
largest benefit of training is that it increases the level of self-confidence of the individual 
that receives the training. It is likely, that this is the case with some individuals. The 
third largest benefit cited in Table No. 5 (higher level of knowledge) is probably a case 
of self-confidence. However, as mentioned before, the same table indicates other real 
benefits from training (Costs and Accounting). Of the five courses, the one that is most 
directly related to making contributions to the stated project purpose is the Costs course, 
because it may help in increasing earnings. 

The PROPEMI training program is not critically needed to assure success of the credit 
component, and neither is training critical in order to have a direct impact on 
employment or earnings. These are outputs more closely related to technical assistance. 
Training could have a small direct relationship to loan delinquency which is touched 
upon in the Investments Project course. 

The training programs of FEPADE, the Chamber of Commerce, and AMPES were 
reviewed during the evaluation's field work. Unlike PROPEMI, FEPADE does not have 
administrative courses that are oriented to small and microenterprises. Their courses are 
technical in nature, and only in few cases do they include administration topics. AMPES 
does have a training course in basic accounting, costs, and human relations. The courses, 
however, are only for their members (1,100 of which 600 are microenterprises), and are 
free of charge. AMPES receives funds from Germany (850,000 colones) to finance the 
training. The Chamber of Commerce sponsors some courses but depends on PROPEMI 
for administrative courses to microenterprises which are subsidized by the Chamber. 

There are no demographic statistics available about the individuals that have received 
training, but is fairly certain that these statistics are very similar to the ones that 
characterize the loan portfolio. PROPEMI's is the largest private sector training 
program of administrative subjects to the small and microenterprises in El Salvador. 
The costs of training in colones can be analyzed by looking at the costs of the Basic 
Administration course which is made up of three subjects and applying that information 
to the annual training budget. 

Basic Administration Course 

15 students, fee of 120 Colones 1,800 
Instructor's salary (450) 
Books, supplies, diplomas (315) 

Total contribution to overhead 1,035 colones 
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The 1991 budgeted training expenses were 237,550 colones and the number of courses 
needed to cover that expense is (237,500/1,035) 229. Assuming 50 work weeks per year
and 15 students per course, there would be a need for 4.5 courses per week training a 
total of 3,775 students per year. During the last 5.5 years, approximately 5,000 persons
have been trained. 

C. 	 CONCLUSIONS AND RECOMMENDATIONS 

Conclusion No. 1: It is concluded that the training program has at least three positive 
features: 

1. 	 According to the survey findings, a significant percentage (over 60% on the 
average) of at least partially correct information is retained by those interviewed. 

2. 	 The costing principles and the simplified accounting concepts are two training 
outputs that are applied by many of the people that take the courses. 

3. 	 Approximately 5,000 individuals have taken the courses. 

Conclusion No. 2: In a way, the training program is an intangible asset in the sense that 
it has the added feature of serving as a "calling card" for PROPEMI as a program, and 
to FUSADES as an institution. On the other hand, it is concluded that training is not 
cost self-sufficient, and it does not directly contribute to the project goal or purpose, nor 
is it critical to employment generation or increased earnings. 

Assuming that the training activities will continue at least until the end of the life of the 
project, the following is recommended: 

Recommendation No. 1: Regional Expansion. The most important tool of the program
is concentrated in the contents of the instruction booklets. The information isvery
elementary and easy to use as a teaching tool for most people with at least some 
university training in business administration, accounting or economics. PROPEMI 
should work closely with the FORTAS program and individuals associated with 
FORTAS, asking them to teach the training courses in their communities. In other 
words, PROPEMI can train new trainers, and provide the booklets at cost. 

Recommendation No. 2: Training Sites. To increase enrollment, which has tended to 
drop since training became voluntary, PROPEMI should take the courses to 
neighborhood schools and "casas comunales." 

Recommendation No. 3: Topics. The core subjects should be packaged as one unit and 
not as three different courses. The course should concentrate 80% of the time on 
Accounting and Costs and 20% on Administration. 
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Recommendation No. 4: Size of Groups. Courses being offered in PROPEMI's facilities 
should have a minimum of 10 individuals enrolled. 

Recommendation No. 5: Training Program Development. If the training program is 
continued beyond the life of the project, then the courses should be strengthened and 
expanded. At least three man/months of external specialized technical assistance will be 
needed by informal education technicians, in order to develop training manuals and to 
train PROPEMI's staff. Twelve of the advisors interviewed requested this type of 
training. In addition, some 12 man/months of national expertise will be required to 
expand the contents of the training courses, and to develop new topics. 
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VI. FINANCIAL SELF-SUFFICIENCY
 

A. Discussion 

Results of a financial study of PROPEMI, demonstrated in Tables 1-3 at the end of the 
chapter, offer some insight into the progress the institution has made toward a primary 
focus for the project, self-sufficiency. Columns 7 to 10 (Table 2), show the income 
generated by the various PROPEMI components. Columns 1 to 5 (Table 1), show the 
costs associated with the program allocated by component and according to the level of 
effort dedicated to each one. As can be observed, total income has grown at a faster 
rate than total costs during the life of the project, especially during the last two years. In 
terms of cash flow, by September 30, 1991, total costs were 51.8% of total income, as 
seen in column 12 (Table 3). 
It is important to note that salaries and fringe benefits constitute 66% of total costs 
(column 13, Table 3). Technical personnel are the main asset of the institution; 
therefore, to what they dedicate their time is of great importance. 

With regard to the training component, in columns 5 and 7 (Tables 1 and 2), it can be 
observed that the income generated by the activities does not cover the costs incurred, 
and the operating ratio for the component in column 14 (Table 3), shows that the 
situation is not improving. Prior to the previous two years, the technical assistance 
component has been the most expensive component of the program, from which 
PROPEMI does not perceive any direct income (column 3, Table 1). Yet, the advisors 
dedicate 50% of their time to this activity. 

The credit component of the program is the only activity that has the potential to give it 
financial self-sustainability, but to focus mainly on this component would require a major 
change in the manner in which the project is conducted. As can be observed in Tables 2 
and 3, the income generated by the portfolio has increased dramatically during the last 
two years (column 9, Table 2). The ratio of the total cost/loan portfolio and credit 
component cost/loan portfolio (columns 15 and 16, Table 3) has improved steadily 
during the life of the project, and the cost per loan granted has decreased accordingly 
(columns 19, 20, Table 3). 

From the standpoint of the credit component, the costs/income ratios generated by the 
portfolio (columns 17, 18, Table 3) are more significant because they show the portion of 
revenue that goes toward capitalizing the institution after expenses are paid. If inflation 
is not taken into consideration, the income is enough to cover the cost of the credit 
component (column 18, Table 3) but not the total cost (column 17,Table 3). 
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Table 3 (columns 19 and 20) shows in thousands of colones the cost to PROPEMI for 
placing a loan. Another factor, which is perhaps even more important, is that small 
loans (less than 10,000 colones) take more time to process because the client needs more 
assistance from the advisors than with larger loans. Hence, these loans are more 
expensive for PROPEMI and produce less revenue. 

According to the survey conducted, the impact of the loans granted was greater in the 
small enterprise sector than in the microenterprise sector, generating more employment
and higher salaries for those employed. Of the 2,021 clients that PROPEMI has had, 
927 received loans of less than 5,000 colones and 464 received loans of less than 10,000 
colones, constituting 68.8% of its clientele (Table 4). By concentrating on the small 
business rather than the microenterprise, PROPEMI should be able to increase its 
portfolio at a faster rate, increase the efficiency of its personnel and achieve a greater
degree of financial self-sustainability while fostering increased employment and income. 
This would require a fundamental change in the project which would have to be 
analyzed using other criteria as well, not just against the goal of financial self
sustainability. 

All indicators show that PROPEMI has been moving steadily toward self-sufficiency, 
especially during the last two years, but there are two problems that could be a major
obstacle: loan losses and inflation. With regard to loan losses, if the operating ratio 
(column 12) is technically adjusted to include reserve for loan losses which amount to 
1,641.9 thousand colones as of September 30, 1991, it becomes (2228+ 1641.9)/4295.2 
90.1%. This means that 90.1 cents of every colon go toward paying expenses and only
9.9 cents can be reinvested in PROPEMI. As of October 25, 1991, the payments
overdue amounted to 1,876.4 thousand colones, equivalent to 12.4% of the outstanding 
portfolio. Of the total amount, 1,487.8 thousand colones are more than 180 days
overdue and are considered difficult to collect (technically in default). Approximately 
60% (900,000 colones) of these correspond to loans granted during the first three years 
of the program, before December 31, 1988. 

Given that the revenues from loans are the only possibility for reaching self-sufficiency, it 
is very important that the rate of delinquency be kept to a minimum. The credit 
(default) risk or failure to meet the terms of a loan contract which result in delinquent 
accounts varies among the different economic sectors. The 12.4% figure is too high for 
PROPEMI given its financial weakness and that its other components do not generate
income. On the other hand, it may be average or standard given its clientele (the micro 
and small entrepreneur) as evidenced by the rate of loan delinquency of other 
institutions that give credit to these sectors. Aware of this situation, PROPEMI began a 
delinquent loans collection program in October, 1990, and has collected 1,065 thousand 
colones at a cost of less than 7%. 
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B. INFLATION 

Given that the equity capital of the institution is held in monetary assets, in order to 
maintain its value it has to grow at least in proportion to the rate of inflation. This 
means that PROPEMI's operating income has to be equal to at least the operating costs 
plus the rate of inflation to achieve the break-even point and be financially 
self-sufficient. If we assume that the Central Reserve Bank will continue with a policy of 
keeping positive interest rates (higher than the rate of inflation) by allowing lending 
rates to remain approximately 5%above inflation rates; and that PROPEMI will be able 
to keep its loan losses at 1%of the outstanding portfolio, PROPEMI wil have 4% to 
cover its operating expenses. This means that for 1991, given that its expenses have been 
budgeted at approximately 3 million colones, it would require a loan portfolio of 75 
million colones (4% of 75 = 3) to achieve its break-even point. As can be seen in Table 
2 (columns 7 to 10), most of PROPEMI's income comes from time deposits and if we do 
not take inflation into consideration it is profitable. But the rate of interest that those 
time deposits are earning is lower than the inflation rate (currently slightly above 15% 
according to the Central Bank) which means that PROPEMI's real capital value is slowly 
decreasing. 

Analysis shows that if PROPEMI wants to reach self- sufficiency, it will have to reduce 
its training and technical assistance components. It will have to focus most of its efforts 
on the credit component, because this is the only activity that has enough income 
generation potential to achieve the objective. This could imply a fundamental change in 
the design of the project, in the sense that PROPEMI should be allowed to operate as if 
it were a private sector financial institution. 

C. CONCLUSIONS AND RECOMMENDATIONS 

Conclusion No. 1: If is determined that the project should continue giving priority to 
training, technical advice, and microenterprises, it-would be contradictory to seek 
financial self-sufficiency. 

Conclusion No. 2: The ratios used in this analysis are those that are commonly applied 
to financial institutions. PROPEMI is not a financial institution, it is a program of a 
non-profit organization. The recommendations of this report are oriented to view 
PROPEMI as a financial institution in the near future; however, this matter is something 
that needs to be reviewed by FUSADES and A.I.D. by taking into consideration other 
criteria, in addition to the financial self-sufficiency issues. 

Conclusion No. 3: To reach financial self-sufficiency means to perform as a financial 
institution. However, even if this takes place, financial solvency is difficult to achieve 
due to the characteristics of the target group which receives small, high risk loans that 
are expensive to administer. Other institutions that assist the small and microenterprise 
sectors are often in financial difficulty despite the governmental and international 
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support they receive (e.g., BFA, FEDECREDITO, and FIGAPE). 

Recommendation No. 1: PROPEMI should review its costs, particularly regarding 
personnel, and streamline them to standards of private financial institutions, thus making 
itself more efficient from a cost/benefit standpoint. 

Recommendation No. 2: The credit department's technical staff is PROPEMI's most 
valuable and expensive asset. Their technical assistance activities take up 50% of their 
time. This activity should be reduced to a minimum. TA should be provided as a tool 
to reduce risk in the case of larger loans that are delinquent. 

Recommendation No. 3: Since PROPEMI's capital is concentrated in monetary assets, it 
is very important that inflation is included in all financial and economic analyses. 

Recommendation No. 4: PROPEMI should charge a fee of at least 1%for formalizing 
loans. 

Recommendation No. 5: The training fees should be raised by 50%, in order to make 
this component a little less expensive. 
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TABLE No. 	I
 

COST OF PROPEMI
 

1. TOTAL 
YEAR COST 

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


1986 1,161.0 
1987 1,729.0 
1988 1,316.0 
1989 1,802.0 
1990 2,446.0 

SEPT 3011991 2,228.0 

TABLE No. 2 

2. SALARIES 3. TEGINIGAL 4. CREDIT 
AND FRINGE ASSISTANCE OST 

BENEFITS COST 

T S ~ ~ K ~ N ~ 

721.0 609.7 .90.0 
1,031.0 847.0 519.0 
1,010.0 553.0 526.0 
1,205.0 820.0 631.0 
1,722.0 942.0 1,101.0 
1,468.0 780.0 1,114.0 

INCOME OF PROPEMI
 

7. INCOME 9. INCOME 9. INCOME 10. TOTAL 
YEAR FROM FROM FIRM FTDM INCOME 


TRAINING IDFPOSITS PORTFOLIO
 

I-. .................. .
 

1986 5.8 17.2 70.0 
1987 104.6 44.4 160.0 309.0 
1988 151.8 202.4 629.0 983.2 
1989 119.5 792.3 803.0 1,71 4.8 
1990 193.4 2,160.0 1,058.0 3,411.4 

SEPT 30/1991 115.0 2,499.2 1,681.0 4,295.2 

5. TRAINING 6. NUMBER OF 
COST 	 LOANS 

MADE 

. . . . . 
261.3 130 
363.0 308 
237.0 493 
351.0 315 
403.0 774 
334.0 650 

11. AVERAGE 
POrTrlFOLIO 

.....
:::::::::
 

636.0
 
1,321.0
 
4,828.0
 
6,042.0
 
7,354.0
 

12,814.0
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TABLE No.3
 

FINANCIAL RATIOS OF PROPEMI 

a iI12- S1- 1 . 16-- Ila- - 127 -

EE O.14. O16 COS C I CREDIT COST TO'TL cosr I ,1 TOTAL COST TcoST 

YEAR RATIO (11100) PERATING COS RNING PROGRAAVG. PORTFOUI AVG. PORTFOLIO aOTFOUO, INCOUSKtORTFOUO INCOMI No. OF LOANS! No. OF LOANSIf_ _ _ _ I _ ___(4)_•__9)_(Atli)(5 7) _ __(1 _,_1) (___) 

1986 1,658.0 62.0 494.0 182.0 46.0 6750 1686 8.90 220 

1987 559.0 59.6 347.0 130.0 39.0 1080 324 5.60 1.70 

1988 133.0 76.7 156.0 27.0 11.0 209 83.6 2.67 1.07 1 
1989 105.0 66.9 293.0 30.0 10.0 224 59.6 5.70 2.00 

i 1990 71.7 70.4 208.0 33.0 15.0 231 104 13.6 1.42 
66 3.43 1 1.71EPT 3011991 51.8 65.9 290.0 17.0 9.0 132 

____j 



TABLE No. 4
 

GENERAL CHARACTERISTICS OF LOAN PORTFOLIO
 

Am 
RANGE 

0001-5-000 
15.001-10,000 
110,001-15,000 

'15,001-20,000 
120.001-30,000 
30,001-40,000 
I40,001-50,000 

150.001-75.000 
05,001-1 00,00c 


00,001-125,00, 


TOT_AL_ _ 

S]
No. OF IECONOMIC No. OF 
BENEF. SECTOR BENEF. 

TEFS No OF 
BENEF. 

TYPE OF 
BUSINESS 

No.OF 
BENEF.. 

SEX No. OF 
BENEF-

No. OF 
LOANS 

TOTAL No. OF 
LOANS 

927 
464 
197 

INDUSTRY 
SERVICES 
COMERCE 

907 1-6 MONTHS 
281 1-12 MONTHS 
833 1-2 YEARS 

45 
557 
972 

MICRO 
SMALL 
OTHER 

1341 
680 

MALE 
FEMALE 
GROUPS 

1134 
866 j

21 

1 
2 
3 

1886 
616 
133 

154 2-3 YEARS 292 4 32 
143 

45 
67 

3-4 YEARS 
4-5 YEARS 
> 5 YEARS 

140 
15 

5 
6 
7 

3 

13
10 8

9 
1 _ I2021 ____2021 j2021 _______ 1_ ____021___ _ _ _ _ 

10 
_ _ _26701 



VII. MANAGERIAL AND ADMINISTRATIVE CAPABILITIE
 

A. Discussion 

This chapter reviews the managerial systems and procedures in place to implement the 
project and monitor progress. The planning methodology implemented by PROPEMI is 
the following: 

A five year master plan is prepared (currently the 1991-95 plan) in which the 
general objectives and goals for the period are outlined, as well as the strategy 
and the proforma budget which will be used as general guidelines during the 
period. 

Based upon the five year master plan, an annual operational plan is prepared for 
each year (currently the 1991 plan). Given the performance during the previous 
year, management establishes specific objectives for the coming year, strategies to 
achieve them, timetables and a proforma budget for each administrative unit or 
cost center. 

The monitoring of progress made is supervised by three different committees: 

The PROPEMI Commission, which is appointed for a two year period and is 
presided over by a member of the board of directors of FUSADES. The 
committee meets every two weeks and is responsible for setting policy, 
establishing a work plan and goals. The monitoring of progress is evaluated 
quarterly by this Commission. 

The FUSADES executive committee is comprised of members of its board of 
directors and is in charge of monitoring the activities of all FUSADES programs 
including PROPEMI. 

The Operations Committee, which is made up of the FUSADES program 
directors and presided over by the executive director of FUSADES, meets every
Monday morning. It reviews th:. weekly activities, identifying potential problems 
that may arise in the coming week and planning how to cope with them. 

(The PROPEMI Commission and the FUSADES executive committee make separate 
monthly reviews of the progress made by the program.) 
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B. CONCLUSIONS AND RECOMMENDATIONS 

Conclusion No. 1: A primary weakness of PROPEMI is the lack of an adequate 
management information system. A system, independent of the FUSADES central 
information system, is needed in order to handle data promptly and efficiently, especially 
regarding loan portfolios and clientele. 

Conclusion No. 2: The action plans are used by the institution as a working tool and the 
higher authorities can evaluate the efficiency of the institution by comparing actual 
progress against the action plan. According to the survey conducted though, the results 
achieved differ widely from the target goals established and the reporting of those results 
appears to be inflated to show fulfillment of goals identified in the action plan. 

Recommendation No. 1: It is recommended that action plan goals be planned more 
realistically. 
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VIII. FINANCIAL AND MANAGEMENT PROCEDUS
 

A. Discussion
 

Currently, Price Waterhouse is conducting a comprehensive financial audit of all 
FUSADES programs. The questions asked under this evaluation's scope of work 
regarding financial and management procedures of the project will be more thoroughly 
addressed by the Price Waterhouse audit. However, the information required has been 
reviewed and according to PROPEMI's management the following procedures have been 
implemented: 

Lending operations are documented in full compliance with the accounting 

-

standards of the national banking system. 

A centralized formal accounting system on a cash basis has been implemented for 

all FUSADES' programs in compliance with the local accounting standards. 

- A budget control manual exists which includes all pertinent A.I.D. regulations. 

- A system of internal financial auditing is conducted on a continual basis. 

- A yearly external audit is carried out according to the standards of the national 
banking system. 

- A.I.D. has conducted two financial audits, one covers their period from 
PROPEMI's inception through December 31, 1988, and the one presently being 
conducted by Price Waterhouse. 

B. CONCLUSIONS AND RECOMMENDATIONS 

Conclusion No. 1: The financial management procedures cited by PROPEMI to the 
evaluation team seem to be correct and adequate. 

Recommendation No. 1: It is recommended that the upcoming Price Waterhouse audit 
be used to confirm whether or not the financial and management procedures listed 
above are indeed adequate and according to international standards. 
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IX. GENERAL CONCLUSIONS AND RECOMMENDATIONS
 

The PROPEMI project is undertaking one of the most difficult and laborious activities of 
development assistance. It is rare to find a single institution that can provide technical 
assistance and credit to small and micro-enterprises in a cost efficient manner, while 
reaching a significant number of individuals in the process. 

It became evident to the evaluation team that FUSADES and PROPEMI officials do not 
really differentiate the FUSADES program from the A.I.D. project. Perhaps this is 
because the A.I.D. project, in addition to providing operating resources for the credit 
fund, has also supplied funds for operating expenses to the FUSADES program. These 
program development funds were intended to serve as an temporary endowment of the 
program for a fiv--vear period. Unfortunately, PROPEMI has neither the permanent 
resources nor the freedom to act as a bridge institution (regardless of cost) between the 
smallest of enterprises and the established financial sector, as the original FUSADES 
proposal had intended. An important conclusion of this evaluation is that the PROPEMI 
program can not become financially self-sufficient given its current level of fixed 
expenses if it must provile the level of education and technical assistance interventions 
envisioned in the project design. 

The original proposal for PROPEMI estimated that the credit fund would have to grow
85% larger than the initial $2.1 million in order to achieve self-sufficiency. This 
evaluation concludes that the total amount currently available for lending (36 million) 
will need to double in size to reach this self-sufficiency objective. To avoid gradual 
decapitalization, PROPEMI needs to increase its outstanding loans portfolio as soon as 
possible. This can only be achieved by granting more and larger loans than has been the 
case in the past. 

Small enterprises typically demand larger loans than micro-enterprises and, according to 
the survey findings, generate more employment through their borrowing. These findings 
support the recommendation that PROPEMI should focus its lending activities primarily 
on small enterprises. 

To be sure, grant funds have zero cost, but in order to maintain their value such funds 
need to be invested in activities that will yield returns higher than inflation rates. 
Assuming an inflation rate of 15%, idle funds invested in the money market will at best 
only break even since the average short term passive rate is also around 15%. Funds 
invested in 20% interest loans accordingly yield a net rate of 4% points taking into 
account a 1%point set aside for bad debts. This means a W15 million loan portfolio 
contributes 0600,000 to pay for expenses, which is only 20% of the 03 million that it costs 
to operate PROPEMI for one year. Under this scenario and without any further A.I.D. 
operating expense subsidies, the FUSADES program would stand to lose "purchasing 
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power" (decapitalization) at a rate of e2.4 million, or about 7% of its capital base, each 
year unless it can increase the size of its portfolio and/or reduce its operating expenses 
by granting larger loans. 

Another disadvantage of lending primarily to micro-enterprises is that these enterprises
commonly require shorter-term loans than do small businesses. PROPEMI's current 
portfolio is being repaid at an annual rate of 45% to 50% and some 70% of the loans 
have terms of less than two years. This means that for every net annual increase of €1 in 
the balance of the outstanding loans, e2 has to be lent during that same period of time. 

Each of PROPEMI's 18 credit advisors are processing an average of 4 loans per month. 
About 	1,300 loans have been granted in the past 20 months, with an average loan size 
has been e13,500. If in the same time period the average loan size had been e50,000,
and assuming PROPEMI had about 075 million available for lending, financial 
self-sufficiency would have been achievable. If the average loan processing rate were 
increased to six or seven loans per month per advisor, then an average loan size of 
e35,000 to 40,000 would suffice to achieve these same results. In this case, the advisors 
would have to dedicate most, if not all, of their time to credit processing activities. 

In interviews with members of the PROPEMI Commission and with high-level
FUSADES officials, satisfaction was expressed with the way the program is now 
functioning. It is hoped that some of the findings and conclusions of this evaluation will 
provoke a reassessment of PROPEMI's priorities. 

Conclusion No. 1: The revolving credit fund is making important contributions to the 
stated project goal and purpose in terms of employment generation and increased 
earnings. If these two project outcomes continue to be objectives of A.I.D.'s 
development assistance strategy for El Salvador, then the following is recommended: 

Recommendation No. 1: Additional support should be provided to PROPEMI by A.I.D. 
Assuming that FUSADES' top officials and the PROPEMI Commission concur that 
lending should be the main focus of the program's activities, the continued A.I.D. 
support makes sense for several reasons: 

1. 	 PROPEMI is already an established program with over five years of institutional 
experience in dealing with the target group. During this period, it has paid its 
"dues" and has attained recognition in the communities where it operates. 

2. 	 In the past 18 months, PROPEMI has demonstrated the ability to increase its 
credit placement record. 

3. 	 The "critical mass" of human resources needed to make PROPEMI an important
lender to small and micro-enterprises in El Salvador is available (the director and 
the credit manager). 
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4. 	 PROPEMI has been an A.I.D. project for most of its existence and it is presently 
at a critical crossroad of its development. Additional funding would allow it to 
expand in new directions that can produce a higher level of development impact
that had been possible in the past. If no additional funding is made available,
PROPEMI will have to begin scaling down its operations within the next two 
years. 

5. 	 Additional funding is particularly important at this time to put PROPEMI on the 
road to financial self-sufficiency. 

This last point needs to be expanded. It was stated that a credit fund of about $9.5 
million (75 million) was needed for PROPEMI to reach self-sufficiency, although $10 
million might be a more realistic figure because fixed costs are likely to increase over the 
next two to three years due to inflation, pay raises, etc. It is not being suggested here 
that A.I.D. should provide the entire $5.5 million that will be needed to bring the size of 
the fund up to this amount. However, an A.I.D. grant of $2 million to $2.5 million 
would raise PROPEMI's equity base to a level that would make it highly "bankable" or 
eligible for concessionary loans from the I.D.B., the World Bank, or similar institutions. 

PROPEMI is not part of the public sector, and therefore can not leverage itself at the 
same levels possible for a public sector entity with a central government behind it acting 
as guarantor. Any potential source of concessionary funds will look closely at the 
balance sheet. Normally, a private sector development finance institution should not 
initially leverage itself by more than 30% to 35% of its total asset base, because of the 
higher risks associated with development lending. With an equity base of $6.5 to $7 
million, PROPEMI could comfortably leverage itself by $3.5 to $4 million, which will put
it withip the funding level of $10 to $11 million needed to reach self-sufficiency.
Concessicnary loans have the added advantage of being offered at below market rates,
which would increase the interest rate spread or margin that is available to cover fixed 
expenses. 

Conclusion No. 2: PROPEMI's lack of an adequate management information system
(MIS) is a serious managerial and operational handicap. At present, important financial 
and portfolio information is either not available, or is very difficult to obtain. 
Information concerning activity levels and characteristics of credit, T.A., and training
functions also needs to be more accessible. 

Recommendation No. 2: A suitable management information system should be designed 
and established on an urgent basis. At least six person-months of services from 
information systems specialists will be required over a two year period to design the 
system, to write the needed software, and provide associated training. 
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Conclusion No. 3: PROPEMI has been authorized by its Commission to establish a 
new operating unit for Research and Development. This evaluation concludes that there 
are at least three important functions for this new unit: 

Recommendation No. 3a - Sector Studies: A feature that makes lending to micro and 
small enterprises a very difficult and risky task is that there is no published information 
available about the financial characteristics of these enterprises that can serve as lending 
guidelines. The beneficiaries provide the financial data, but it is difficult to ascertain its 
authenticity or whether it is representative of the sector and size of the enterprise. 
Often the advisors have to develop the information themselves and this takes valuable 
time that should be spent processing additional loans. The new Research and 
Development unit should be charged with contracting for sectoral studies to produce the 
relevant financial information. These studies should cover about 20 different sub-sectors 
or activities most commonly engaged in by small or micro-enterprises. The 
information should be kept current by the new unit and would be a valuable resource for 
other financial institutions in El Salvador. In addition to a research budget, this unit will 
need three person-months of external T.A. to assist with the design of the conceptual 
framework and the supervision of the initial studies. 

Recommendation No. 3b: Impact Monitoring. Another recommended function of the 
Research and Development unit is to monitor, on a permanent basis, the impact on 
employment and earnings that will come about as a result of PROPEMI's activities. 
These statistics will provide a valuable tool for orienting lending activities to those 
sectors that are found to have the highest levels of impact. 

Recommendation No. 3c: New Intermediation Instruments. The third important 
function of the Research and Development unit should be to carry out the studies 
needed to determine the viability of introducing new financial intermediation instruments 
in El Salvador, such as factoring, leasing, and the Mexican entrepreneurial card. To the 
extent that PROPEMI can be successful in introducing new types of financial 
intermediation, other credit institutions can be expected to follow PROPEMI's lead. If 
this happens, then the impact on small and micro-enterprises will be much more 
significant. 

These recommended studies call for the development of primary, micro-economic data 
that does not really fall within the scope of the economic studies department (DEES) of 
FUSADES, which characteristically rely on secondary macro-economic data. The 
Research and Development unit will need at least 18 parson-months of man/months of 
technical assistance over a two-year period, to help establish the impact monitoring 
system and investigate proposed intermediation activities. 
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X. LESSONS LEARNED
 

1. Credit Demand Surveys 

If the project being designed has a substantial credit component, a detailed credit 
demand analysis must be carried out, and not a demographic study. The potential target 
group must be surveyed to identify its particular credit needs so that the design of the 
new credit program addresses those needs through adequate loan parameters. The 
survey must be carried out by experienced credit specialists that understand credit 
processing procedures and are knowledgeable of how various types of credit institutions 
function. 

2. Matching the Credit Institution to the Target Group 

Once the target group has been properly defined and their credit needs have been 
identified (e.g., loan amounts, use of credit funds, possible collateral constraints, 
economic activities, etc.), the type of financial institution that can best supply the credits 
must be found or created. As a general rule, with smaller target enterprises it is better 
to identify lower fixed cost institutions that have a large number of credit windows. The 
large number of credit windows is even more important than the lower fixed costs 
feature. 

3. Assessment of Human Resources to Carry Out Program 

It is also important to define with some precision the type of background experience that 
the operators of the credit program should have. If experienced individuals are not 
readily available, then the training needed to develop them must be determined. 
Usually, T.A. by external experts is preferable to formal classroom training, because it 
will be difficult to identify local sources of training for credit related activities. 

4. Access to Credit 

If the project involves a new institution, it is best not to impose too many eligibility rules 
on loan applicants before the institution has developed a sound portfolio and is in a 
position to focus on developmental objectives. 

S. Program Monitoring 

A permanent monitoring and evaluation unit should be established very early in the 
implementation stage to assess the impact of the various lending activities and the 
adequacy of the project design. 
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ANNEX NO. 1
 

EVALUATION SCOPE OF WORK 



Annex 1 

P0 MRM FOR OWL AN) Is 

(519-03D4) 

The goal of this Project is to assist PRIPM to iqove access to,
and availability of credit for mall and aicroenterprenures. The 
purpose is to provide support to FUSZS, fox the developet of 
the Program for al1 and icroenterprise, which provides credit 
and technical assistance to SL1 Businessmen and 

icroentrqpreneur in El Salvador and to increase the profitability 
of, and promote the expansion of S=al and Microenterpriss,
thereby generating mployent and fostering econoic growth. 

Through the program, PRPD4Z has /increased the profitability of 
selected SS's (Sall Scale Entreprises), enabling thm to attain 
and mintain a stable I Which meets the individual and 
family/dependent needs and, has stimilated the growth of these SM 
enterprises to the point where they can and will generate new 
eploymnt for persons beyond their imediate family grouing. 

This $6.0 million dollar Agreement provided equipment and 
facilities to the PIOPU program nationwide. The Project 
ooasisted of three omponents, as follows i 

1- Remlving Credit Fund 
2- Tecncal Assistance 
3- qerating lqmse 

- The three areas of develnt assistance in which the project
focused wre$ 
I) FM M - Institutional develcpmint. 
II) CUM CM4IMr - simall and microentreprensurs.
11) TM AME PRKVATE S M - informtion dissnination andmx . 



III The Private Sector at Large 

- Increase in FUSUES membership (members specifically 
supportive of the PROPD4 Project) 

- Increase in private sector donations for PR'ff. 

- Publication, of information, data and essays underscoring 
key problms of the SS Subeector and proposing solutions. 

This Project started cr August 29, 1985, and it will reach its HkCD on 
June 30, 1992. 

AMICaE 1.TWE= 

Projects PRMIM FOR SMPIL AND MMO MM RISES Nmwbers 519-0304 

The objective of this task is to asses PRPE4I s'progress toard 
fulfillment of the Project pupose and goal at this point in the 
Project, with an emphasis on (1) appropriateness of Project 
activities to attainment of the Project 9=1 and purposes (2) 
financial self-sustainability of PaMMsm an institutin beyond 
the Life-of-Project. The evaluation repost will be used as a tool 
by USkID/E1 Salvador and PROPEMI to review progress to date and 
make any modification, if necessary to enhance Project 
implementation. Therefore, the report will include both an 
assessant of impact and recomandations for future activities. 

AMIQE 1I - inOrn1 

In carrying out the interim evaluation, the contractor will, at a 
ainlwm, complete the following tasks: 

a. Review Basic Project Design Elemnts: Rieview the basic Project 
design, .. three solentr.(Ravolving Credit Fund# Technical 
Assistance, and operating Expenses) and key factors ( PKM4 
staff, private sector advisors that are part of the Credit 

issic, trainers, etc.) and assess wheter the Project, as 
currently designed is appropriate, relevant, and actually producing 
the desired results. For example, is PMI s lending program 
meeting the stated Project purpos? 

The contractor will make reo eaticnu for isprovetmn, if deemed 
necessary, in the basic Project design to meet the Project purpose. 



b. Financial Self-Sufficiecys Of great interest and impartaince to
AID and El Salvadr in general io the degree to %ich P9ipi isfinancially viable and able to continue lendirq/training

activities besYtv the Life-of-Project, since it is only in this
fashion that the Project will have the zaximm iact. 
 he 
contractor will assess PRCp4II'a cost structure, cost sharing
mcbanim, and the costs of implementing the Project as designed

to determine progres mde tard self-sufficiency.
 

C. Institutional Effectiveness and Fle of Ppap a The contractor
will assess PICPDQ 'a instituticnal capability to serve as a lender 
to mill and microentrepreoneurs and its needs for trained
personnel, and the other requirements described under oonent Oneand Two of the 0304 Project Agreoient. Specific examples will bediscussed, and roccomiedations will be made on bow this role can be
enhanced, if apprcpriate. 

In addition, the contractor will review PROPDI 'a organizational
philoepy according to the design of the project, which proposas arole to P 4I as a lending institution. *tat p~PFlc should and
shold not be doing and what ahould be the direction of the Projectin this regard? Included in this section should be an analysis of
the role of "unaci6n Salvadorefia para el Desa rollo FA=&ico
(Fus)* in meeting the PKS'u Project purpose. 

How does training cnent affect credit delivery ? 

Would credit delivery be enhanced if Training (rzent was reduced 
to minized level or eliminated ? 

In the Program operating in all the cities specified in the 
Cooperative Agrement? 

Wat percentage of the credit mrket does PRIP posem? 

What d4plication of effort exists within the wirket place? 

Is the Program having a positive effect on employmnt generation,
increased family inomes, increased profitability, etc.? 



d. Effectivenes and Pelevance of Training. With respect to the 
ProjEc plrpeoe of -o nent Two, te oontractor will assess 
whether P 'Pu activitites are providing the rescurces neede by
Salvadoran 6511 and icrcentreprenurs to increase their knawledge
in aoconting, marketing, projects, bookeeping and administraticn 
in their business, e.g. has individual and overall business 
administration actually improved, and to what degree? Other 
questian to be considered include: 

1) 	 Is there a system in place to masure the iqot of Pa2Pu 
training/tecdnical assistance in term of the stated Project
purpoee? If yes, is it aidequate? If a formal syutem does not 
exist, formal reox atins will be made for determining the 
effectiveness of PFUMMU's training/tchnambl assistance on an 
ongoing basis. 

2) 	 Is the training upgrading human resources, as plarmed in the 
Project? If the above upgrading is not happening, what must 
be done to ensure it does happen? If it is happenng, are 
there methods for improving and expanding it? If pgrading is 
taking place, in what uanmer is it benefiting emplayers and 
eloyees? 

3) 	 Is training critically needed to assure success of credit
amqpcant?
 

4) 	 *at type of training is critical to increase imact of credit 
program income, and productive jobs ? 

5) 	 Does the training lead to greater impact? i.e. jobs? 
increased profits? 

6) 	 0uld training be delivered mre effectively thraogh another 
inntitution? FEPAEE (X MU IR C4t O, etc.? 

7) 	 lVf are the primary recipients of P PDU's %Vort 
(indivihmls and organizations)? For individmals include 
details such as gwder, rural or urban,*excuic level, etc. 
Are there nizatins needing PROPM qpsort which are not 
receiving it? Wtfo are they? 

8) 	 Oas PM 4U established an effective landing/trainiq/tedinical 
assistance mystes for resolving the mengment, administrative 
training needs of the private sector and other requiremat
under Component One and Two of their grant from UUID? 



9) 	 Has PFICPH effectively respnded to the lending/training
 
needs of the sector involved?
 

10) 	 Ho does PCP ledling/training a e with similar
 
services provided by other or nizatios in-country and in
 
other countries in terms of zot effectiveness?
 

e) Analysis of Nmgeial and Administrative Cs ilititas and-- The cotaco will reviqw the mnagerial and 
ative system and 1rocuar P43PSdhich 	 has put in 

place to ipleent the 0304 Project to determine the effectiveness 
thereof. This will include a review of P PM 6 planning
capabilititem to assess, for example whether annual action plans 
are realistic and relevant, and what monitoring system are in 
place to eneable PROPE4 to masure progres throughout the year
and cr the Life-of-Project. 

f) 1di!g frogra. Eks PFCPM established an effective system 
for providing loans to sml and icroentrepeneurs that sgport
the Project purpose and other requirements listed under Qgent
One of their grant from USAID7 

g) swa ticml CeditTechnioal Assistance Programs. The 
contractor will review the procedures used by PP to ipleent 
these activities and will assess current PFCS policies for 
educational credit/technical assistance. FA will also evaluate 
Whether the program are appropriate and a~etitive with 
alternative educatioml loan sources to mtivate smll and 
microentroprenurs and the use of this mns to enroll in technical 
studies.
 

In addition, the otractor will evaluate the pilot pbase to 
determine the feasibility of making this training available to 
small and miOwoentrepreneurs, i.e., do they want this type of 
training?. Is there other training they feel they need?. The 
following quest icm s)ould be omsidereds 

1) 	 In there a need to expand these types of courses, previous to 
receive the loans, do they really help the program
 
beneficiaries?
 

2) 	 Is there a dmand for the type of training in place? 



h) .neview inwziaL a_ Ibra t Procedur s. The contractor win 
r ,w a nement pOMdres to ensure that they are
beingc rried out in with Project agreemets and in 
acoo c with prent management and financial a ootability
procedures. The contracto will assess Whether appcpriate and
 
accurate acoountability and mnagemt procedures are being

utilized to 
 m4 	 rt Project ip mt ion in cowlance with AID 
requirements. The cotr-ractor will describe the procedures and

evaluate bow they compare with international accounting standards.
 

?The 	 evaluation methodology should include, but not belimited to : 

PIkM I - Impact Survey to provide data to P4*Krt recumeat ions 

A. 	 The Oontractor will review the originml propoal from 	PR'B4U 
for AID funding the 519-0304 project Agreement and Amnents 
thereto, P41M's annual action plans, the most recent 
Semi-Annual Ports on the Project, and the Developmt
Associates report evaluation on FUSJES - PCiPM. 

B. 	 Interviews with PROPM and AID personnel involved in the
 
Project in order to develop data to 
mke the questionaire used 
for the survey. 

C. 	 Team leader designs survey and organizes survey teams. 

D. 	 Survey team will interview PPD's beneficiaries in San 
Salvador, Santa Ana, and San Mliguel. 

1. 	 A random sampling of not less than 5%of all PC 
graduates will be conducted to obtain commts on their 
training couram. 

2. 	 A rando sampling of not less than 5%of all PROEMD loan 
users will be interviewed on a random basis to obtain 
their oments on the credit system of P D4I. 

E. 	 Oonsultant must present the survey final results to AID when 

the 	Phase II starts. 

ROM II Project Evaluation 

A. 	 Guided interviews with PROPE. persornl involved in the 
Project and clients of the Program for Small aM
 
Microenterprise. 
 EBsed on survey results consultant should
visit selected clients of PR0E and ascertain their views on 
the services provided by PFICPE. 



Ommltant sol interview (group interview, focus groups, 
sort cam studies on beneficiary eapeiancs, epiyee
experiene, managmet terin) PXMU's designated
repr'entatives and obtain their input for the subject
evaluation. This will include representatives from the 
FUSRMS's Board of Directors, the PFCIDU Credit 0oamiseion, 
the Excut ive Director, individual program directors. 

B. 	 The contractor will met with rpresentatives of the following
Mission offices to gain their perspectives and insights on the 
Project: Associate Mission Director for Program and Project
Devieloqmnt, the Associate Mission Director for Cperations,
the Program Office, the Projects Office, the Private Sector 
Office, and the Oontroller's Office. 

PRCEDUIRS The contractor's time will be divided into two phases: 

I. - SJRVE (up to 20 wrking days): During Phase I, the 
contractor wi1- evelop/organize the appropriate 5~port necessary 
to carry out a survey among the PRlPEUI's beneficiaries. This will 
include developing data gathering instrumnts and hiring local 
(salvadoran) administrative and research personnel to formulate a 
questionnaire that will be used for the survey, and provide it to 
the Mission for review/aproval before'initiating the process.
This local firm will have no sore than 20 working days for 
omplete this job. They also will have to present a methodlogy to 
the Mission will include a work plan which includes detail on 
steps, the private and public sector individuals to be contacted 
during the survey process, etc. USKID, based on the contractors 
onients, my revise or add questions to the scope of work. 
&*mver, suh changes may not result in an increased level of 
effort from that stated in the IOC work order. 

Pffi I. - EVAI.TION PRCESS. Phase I will begin not more than 
5 trking day. after the omplation of Phase I. During Phase II 
the actual evaluation will be accxnlisbed and an acceptable draft 
report submitted to UID prior to any team mmber departing El 
Salv . Phase II activitites will be a lished within 25 
woddng days. The entire evaluation process, from Phase I to 
attaission of the draft report, will not take more than 100 
calendar days. 



AM'IEZ IV - MO 

It ctractor shall: 

1. Within 3 days of arrival for Phase I the contractor will deliver 
a cplete workplan for completing the entire e of work. 

2. Within 3 days of arrival fer Phase II, the team will sibit for 
USID approval a working outline of the evaluation, including 
results of interview questionaire used for the Phase I. 

3. Participate in entrance and exit briefing for Mission wnagemnt 
and the Mission Evaluation CO ttee. 

4. The contractor will meet weekly to brief Mission and PRFCP on 
the progress of the evaluation. The briefing will include 
discussion of unusual findings and any problem areas. 

5. The Team will provide USPLID and clear with security a list of 
proposed site visits at least 48 hours in advance of making a trip. 

6. At least 7 working days before leaving El Salvador, the Chief of 
Party will provide the USID with eight copies of the draft report
in English and eight opies in Spanish which shall contain the same 
sections outlined at the beginning of the oonmtancy. This draft 
will be reviewed by the SIUD and PKRW and returned to the chief 
of party with corresponding comments/recomendations. 

7. The contractor siall incorporate the coments and 
reooendations suggested by the tSI D into the text of the final 
report. Sixteen (16) final copies of the report will be delivered 
in English and Spanish (eigth of each), to the USID imediately
befoe departure. This final draft rE%2t shall contain the same 
sections to be inMLIded in the MI e~aluation repoIt A otns
below. 

8. Within thre weeks after leaving the country, the cotracto 
shall send to the UKID 25 copies of the final report: 15 in 
English and 10 in Spanish. The evaluation repot will include the 
folloing sections: 

(a) A paginated Table of Oontents. 

() A Emeative , including parpose of the evluation, 
aet1x lo, uedfindings, conclusions and re,- -dations.It 
will also include ooments on impact and lesson learned. It 
shuld be omplete enoghj so that the reer ca understand the 
evaluation without having to read the entire dcument. This will
be a ustand alone" piece, i.e., enabling readers to understand it 
witbout having to read the entire document. 



(c = of the ! M of wk under which the evaluation was 
carried out. The ,. used will be explicitly outlined and
each sops wil i in the requiremnt to assess how (and how
successful) the project or program being evaluated fits into the 
Mission's overall strategy. Any deviation from the e will be 
explained. 

(d) A listng of the evaluation team (Including the local team 
involved in PtIase I) their field of expertise and the role they
played an the team. 

(e) Evaluatin Firdings, Cite specific exa les. 

(f) A clear presentation of the evaluation reopedatins, in a 
separate section of the report if convenient, so that the reader 
can easily locate them. As an annex a prioritized listing of 
reodc atione. 

(g) Previous Evaluations should be discussed. This will include a
brief description of co clusions and recommedations made in the 
earlier report. The evaluator will discuss briefly wbat use was 
made of the previous evaluation in their review of the project. 

(b) The set's lessons learned abould be clearly presented.
These causa relationship factors that proved
critical to project success or failure, including mcessary
political, policy, ecoomic, social and bureaucratic preconditions
within the host country and MD. These should also include a
discussion of the techniques or aproaches which proved most 
effective or had to be changed and why.

Lessons relating to replicability and sustainability will be
 
discused.
 

(i)Annotated bibliograghy of all project related documents.
 

A.I.D. Vtqaluation §9!X The evaluation team will ooalete the
evaluation abstract ( H) and detailed sumary portion of the
A.I.D. Evaluation Sumry Part II. The Mission will provide form 
and -6i. This draft will be submitted with the final 
evaluation. 

AMIA V - M'! B AM N Mrf 

The team will work under the technical directions of the Private 
Sector Officer or his designee at the USID Mission in El 
Salvador. All coordination with the PF43PE of El Salva , will 
be coordinated through the AID Office of Private Enterprise.
The Oxisultants will be expected to abide by Roegional Security
Office regulations for their personal safety. 



AICIA VI - I ZWGEM Z MEID
 

It is envisicned that the sce of work herein contained my be
acompaihed as follo s: Phu* I in a Four (4) weeks period by a seven (7) person team. Phase II in a Five (5) week period by a 
7W (2) person team. While -workof the team has boe broken
dote into suogested specific scopes of wwk fr the individual
mmbers, the general intent i to bring together a te= of 
tecical specialists which, in the aggregate, has the balance of
acdmc background, specific work epieriemce and tcihnical
eqertise needed to understand the work and to pcoduce a quality
do mmnt. In this connection, it is peawunt that the individual 
consultants work as a team so that the en product is a natural,
well coordinated evaluation. 

IMICAz VII - MH OUS OEM 

POSITON WORK LAYS 

Phase I 

Business Administrator /Team

Leader 10
 
-" ssistant 20 
Sa, --.._.n tReearch 
Assistants (5) x 10 days 50 

Phase II
 
iiizi Adini strator/Team
 
ead .
 30

rCrdtt/ inanial Analyst 25
 



A. Um1% poor 

USUD El Salvador. 

B. LAN3.V M=iRiD AND OJnIER EIr OLWIOLTICU_ 

The oontracto shall provide a two persons tam with qualifications
described be'ow or those acceptable to UI3D/l Salvadr
1. Team Tmde - Master's Degree in Business Administration or 
equwta at least 5 yrs. experience in Latin America, also
e~erien e in evaluating, designing, or ipleenting
educticn/private sector projects. Eqeriene in the design and
impleentation of surveys is muidatory. Fluent in English and
Spenish (S-3, R-3). The Team Lader will be resqpsible for
designing and iplementing the survey and coordinating the
evaluation. Specifically, for evaluating Project achievemnts in
training, education, research, policy and program planning, and 
mangment and preparaticn of the draft/final evaluation report.
He/She is also responsible for ooordinating/editing the written 
inputs of the other team rbes. 

2.Credit/Firlncial Analyst: Master's Degree in Finances or
equivalent with extensive eperience in Latin America, in designing,
evaluating, and implmenting euation projects.

Fluent in English and Spanish CFS-3). 
 This amnltant will be
responsible for evaluating progress in the PPE Program and 
installations. 

C. ACCESS TO CASSIFIED iAWO TrIN 

"Q(ntractor shall not have acces to any A.I.D. classified material" 

D. LWI STIC SULoRr 

A.I.D. is not going to provide any logistic m rt. Oitractor 
will provids/a-anges Office spece, Office equipment, Survey team,
Interpreter/Secretarial support, Travel arrangments/Tickets. 

WPPR55
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ANNEX No. 2 

Mjtmto 11 Attadwent II
 
DECRIPCICH DE PRDGA 
 PF )MJd4 D IprICg 
I. Titulo del Cbrivenot Programa Para I. Title of Agremit Program for SmallPeiiagm y t'i-cromresas. and rFioo-- it"Iie 

11. Prcp~sito:- II. P m 
El jrop6ito de este Proyecto es el de
aluintar la rentabilidad de, 

The purpose of this Project is to
y prcwver increase the profitability of, andla expansidn de pauefis y icronpesas roote the expansion of smallen el Area de San Salvador, andgenerando asi micrc-enterprises in the area of Sanempleo y rcamoviendo el creciiento Salvador, thereby generating employmentecxrc,6co. and fosterkig eaccmic growth. 
III. CbJetiivs III. Cbjectives
 
Los objetivos del Proyecto son los 
 The following are the Project's

siguientes: "bjectivesz
 

1. Crear empleos reinerads. 1. To create inoome producing jobsi 
2. Llevar rpequefias y inicroempresas al
sisten 2. To bringr small and micro-enterprisesfinanciero estableciio; and within the established financial system 

and 
3. Desarrollar ,n progrAma p-rnanente de 3. Tb develop a permanent program ofasistencia t-cuca y vx cito para las technical assistance and credit for Smallpequeras y miroempresas, and icro-enterprises. 
IV. DefLnicin del Grup, Cbjeto IV. Definition of the Target Grow 
El grupo objeto estA ccwpuesto de The target group is composed of small and.equefias y microempresas en el Area de m=o-enterprises in the area of SanSan Salvador, a las cuales les ha sido Salvador,denegado, o no han tenido, acceso al -kot had 

hih have been denied or have 
access to the establishedsistema firnwciero establecido, fi-ncial "ysten, as determined by L49determinradas Mr las siguier.tes fDl!=wing asset categories:

v-stegcrf as de tiv: 

Catecpria ActivOG (0) Category Assets (9) 
Micro 0-74,999 Mio 0-74,999
 
P-qaeia 75,000-150,000 
 Snal 75,000-150,000 



V. Actividades del Ovvenio, V. Jreenent Activities 
Ice subsectores de la pmqumia y

m'croexeesa de la 
econcu.a salvadorefia 
est&i siendo recorcidois awl vez mis, 

Mcriticos para la recuperacin 
eau oica del peds. fttos negocios
Pequim, a mnudo no registrados, son
respclsabies pcr una gran prte de la 

generaci6n de espleos, principl _tnte 
dentro de los estratos de la poblaci6n de 
menores ingre0ceo 

Estas enpresas a un alto grao no han 
cerrado, han atravesacd las condicicnes 
eccnmicas adversas que loe enfrentan, y
ban contimado empleando gente y
mantLeidendo la ecomi.a en mrcha. Este 
programa proveerg a Ice pequerbs y

microewxsarios con asisteria t4cnica 
los recur.-s financieros necesarios para 

y 

aumntar su rentabilidad y expendir sus 
cperacicnes, famentando asf el creciLdeto 
eocn6mico y la generacion de empleos. 

A. Desarrollo del Proqrama 


A f'n de lievar a cabo e implentar el 

Proyecto, FJD ES expandir4 
 su Oficina de
Pequefas y Mcrosr. esas, que fu4

establecida 
con apayo del Convenio 
Cooperativo de A-I.D. 

bb./519-0l77-A-0-5215-O0, de fedia 20 de 

mra de 1985. Durante el primer aio, de 

operacicnes el 
pers'a1 inluir-, por lo 

rnos: zi Director Zjeoutivo, um Gerente 

T4umco,,. :er--te 
FL-inciero, elOontralr, :-n ,%sistenteal Contralcr, ,-n
Analista de Cr~ditos, doe Supervisores y
6 Przortores, -ApoW Secretarial y de 
OficLna. Fspecio de oficina para la

central ,del Proyecto serc rentaed,
preferibleente en ,n tugar c~ntricr,, o 
un !ugar de icil para el GAr.acceso 
MIjeto. 
 .os ctos de instalaci6n, de 
euipo de procesamiento de datos y de 
equipo -le oficL-ta y de cotmicaci6r. serAr. 
firanciados con .cr'xs del Proaecto. 

The small and nicro-business subsectors 
of the &Llvadoran ecooy are 
increasingly being recognised as critical 
to the oont y's eacmlic recovery.
These smnll, often unregistered 
businesses, aount for a great deal of
the eqployuwit generated, primarily amorg 
the lowr irmcme strata. 

These businesses to a large degree have 
not shut down, they have weathered the
adver,e ecmc crmdeitiorm facing them 
and have continued to employ people and 
keep the econmy going. This Program

will provide small and micro enterprises

with the technical assistance and
 
financial resources needed to increase
 
their profitability and expand 
 their 
operations, thereby fostering exoic
 
growth and eploymnt generation.
 

A. ProgrM Develcm;; 

Ln order to carry I imple it the
 
Project, 2USALS 
 - and its Small 
and Microentervri, " :ce, hbich was

established with s9. from A.I.D.
 
Cooperative Agreement k*
 
519-0177-A-00-5215-00, dated March 20,
 
1985. During the first year of
 
operations the staff shall at least 
include: 
 an Executive Director, a
 
Technical Manager, a Firancial .Manager,
the Ciontroller, one Assistant to the 
Controller, one Credit Analyst, two 
Suervisors and six Field Etension 
Officers, secretarial and clerical

sijxxyrt. Office spaoe for the 
headquarters of the Project will be 
v-ontracto.d, preferably in a ownton 
location or a place to which the target 
grcxp will have easy access. 
IstaLlation costs and equipment which 
shall include data processing and office 
and crxumzication equilpat will be 
fi.anced with Project fund. 

2
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B. Asistencia Ncnica B. Tecbnical Assistance 
La asistencia t&cnica es ui ingrediente
fundamental para el 4xito del Programa.
tha encesta del Grupo Objeto ha sido 
lievada a cabo, identificando la 

nacesidad de las pequefias 
 y microempresas 
de un entren ento adecuado en
cxmtabilidad, adinistraci6n general,


producci6n, etc. 
 A fin de poder proveer 
esta asistencia a los beneficiarios del 
program, asistencia t~mica exterra ser4
Cantratada para al personal deentrenar 
EUSIE, especialmente a los curomotores,
estas personas a su vez, proveerAn a los
pequjfs y .icroempresarios cn 
asistencia t'cnica. El Proyecto, sin

embargo, no incluirh alfabetizacin,. 


FUSADES presentar a !a A.I.D. un Plan de
Trabajo de las actividades de asistencia 
t-9cica y entrenamiento de acuerdo am la
Estipulaci6n Especial G.2.A de este 
OCnvenio. 

C. .Ptzdo de Cr&dito btativo 

E1 Fondo de Crdto Rbtativo el Prayecto
PrcveerA a los beneficiarics del Programa

aI los recursos financieros irniciales 
que necesitan para expndir qperaciones y
aumentar su rentabilidad, segn se 

determine por elios y -m colaboraci6n con

los prMW tores. El monto S.:'cmedio de los 

=rrstamos bajo el programa, se estimza e-.
4,000.00. MI Frbndo de Cr&ito que

texidri L- mnrto de aproximacdamente
09,5OO,000 al final del ter:er ab, se
estima que bteeficiarA entonces a 2,375 
oersonas durarte el t&mino del 
Proyecto. da actividad de asistencia 
finaniclera serg acompafada de asistencia 
t&mica. 

Set'S la responsabilidad de los pcomotores 
quen la medida P-n aue sea posible los
beneficiarios abrln cuentas de 'l6sitos 
en instituciones fi-ancieras, y qje _=stos 

Technical assistance is a fundamental 
ingredient to the Progcam's sUccess. A 
survey of the target poxlation has been
carried out, .,;-ntiftin the need of
small and micruenterprises for adequate
training in acoxmtlrg, general
administration, marketing, production, 
etc. In Order to be able to provide this 
assistance to the Program's 
beneficiaries, outside technical 
assistance will be contracted, to train
FEADES personnel, particularly the Field
Extension Officers (FFO'). These 
people, in turn, will provide the small
and micro entrepreneurs with techndcal 
advice. The Project, 1-pever, shall rot 
include literacy training. 

S- %1ES shall present to A.I.D. a 
detailed workplan of technical assistance 
and training activities, pursuant to
Special Provision G.2.A. of this 
Areent. 

C. Revolvig Credit Fund 

The RvoYving-Credit Fund of the Project

will provide the beneficiaries of the
 
program with the initial financial
 
resources they need to expand operations
and increase tfheir profitability, as 
determined by the applicant in 
collaboration with the FM11's. The 
average loan ounta Inder the program is
est;ated at 04,000. The Credit Fund,
which will amoont to acqroximtely
09,500,000 by t1he -nd of the third 
year, will thus benefit an estim:ed 
2,375 persons during the life of the 
Project. All financial assistance 
activities will be acccuanied by
techm.i-al assistance. 

_he FPXs are responsible to see that, to
the degree is possible, the be-neficiaries n deposit acconts at financial 
institutio.s, and that they '.a-their 
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la mnejen apropiadamete y se 

familiaricm 
 ci los pr Iinientos 

bencarios, cm el prop~sito de 

capecitarlos pera preeentar ma 

solicitiles de cr~dito a Ica bancos 

cOMerciales y otras instituciaes 

finimcieras des de in 
 corto perloc
de tie Po. Uh minim, de un 10%de lo
beneficiarice se p oyecta que se 
cunviertan en clientes del siste 
finnciero establecido, o sea 237 para el 
final del tercer arso. Se dar&pricridad 
a las emesas dentro de la categoria 
"micro". 

Un uanual detalado de criterio 
crediticios y procedimientos Para iuo del
Ebndo de Cr&Iito Roativo sar&presentado 
a la ILI.D., de acuerco wr.' la Ccndici6n 
Especial G.2.b. del NIjunto ND. 1,
"Calendario". Cambios a fete manual 
referentes a las tasas de interns, monroe 
de cr4dItos, categorias de activcs de Io
beneficiarios, destino de log cr6ditoe, y
criterio para la seleccin de 

actividades, deberin ser aprobados 

previamete por A.I.D. mediante 
cartas de 
izplementaci n del Proyc5to. 

De acuerdo am el objetivo del Proyecto 
dle generar erplee, se estabieco tm meta
de crear un empleo renunerado par
actividad de asistencia t4mrca y
financiamiento, lo cual sum 2,375 
oportunidades de trabajo creadas durante 
el Proyecto. 

VI. Evaluaci6n 

El Proyecto seri evaluado 18 mes 
despuas de la fedha de este Clonvenio por 
tu consultor externo experimentado en 
sistsm- de asistencia tcmica y
otcrgamiento de cr~ditos a la paeia 
empresa. 

acounts proprly and 1bus a-quainted
with bking r.ocejuvs, with the prlp,.e
of enabling then to s0&tit their loan 
applications to cmercajL banks and
 
other financial institutions after 
a
shot period of time. A u of 10% 
of the Program's beneficiaries are 
projected to beams clients of the
established financial system, i.e. 237 by
the end of the third year. Priority
shall be given to enterprises within the 
"micro" category. 

A manual of detailed lending criteria and 
procedures for toe of the Revolving
Credit Fnd shall be submitted to A.I.D. 
Pursuant to Special Condition G.2.b. of 
Attachment Nb. 1, =Sdiedule. changes to
this mnual, referent to interest rates,
loan amounts, asset category of 
beneficiaries, use of funds, and 
selection criteria for activities, nut
 
be previously aproved by A.I.D. 
by means 
of Project iplementation letters. 

In accxrdance with the Project objective

of employment generation, a goal of

creating at least one 
inome generating

job per technical and financial activity

is established, which amounts to 2,375

job c portunities created by the end of 
Project. 

VI. EValuatLion 

The Project will be evaluated 18 months 
after the date of this Agreement by an 
outside consultant experienced in amll 
business credit and tedmical assistance 
Sys . 



la evalucl&, analimrA e infomar sorbe The evaluation will analym and rep0it onlos siguientes trms relaconados ao el the following Project related issues:Proyecto: progresos cowarakm am progress against planed outpits, theresultados planifica o, la capcidad de capability of F!U,1JM to msuervise andRUAI= de supervisar y asistir a loe assist loan beneficiaries through thebeneficiario a travs de los promtores, FED's, the rate at whidh loan are beingla forma n que los pr~tamm esthn repaid, the financial viability of the
sieldo pagadcos, y la necesidad para program, and the need for future donorfuturas actividades suministradas por el provided institutional stzengthdigdontario de fortaleciaiento activities as well as infusions of
institucional y de infusiones adlcionales capital.
de capital. 

VII. Criterios para la Selecci6r 
de VII. Criteria for Selection ofActividades bajo el Prcgramg. 
 Activities under the Program
 
Los siguientes criterios generales ser-An 
 The following general criteria will beutii cwdos,entre otros, por RS AM o utilized, inter alia, by PUS ES asnorms para seleccionar y aprober guidelines for screening and approvingsolicitudes de asistencia presentadas por assistance requests from mall andpequeias y microeqresas: microenterprises. 

- La asistencia provista IlevarA a la - The assistance provided will lead togeneracitm de emleou rem-merados. the generation of inoome producingSeri requerida uma justificaci6n 
 m-plc ewmt. Special justificationespecial en los expedientes de los shall be required in the files of
crAditos que no ge v:en empleos loans that do not generate eloymt;j
reniemradoo;
 

- Los solicitantes habrfn tenido poca o - Alicants will have had little or noninguna experiencia am el sistema prior relations with the established
financiero establecido; and 
 financial systemi and 
- Las solicitudes de cr~dito debrun - Loan applications should provide aproveer un grado raaxiable de certem reasonable degree of certainty thatde que el financianiento ser the financing will be effectively
utilizado efectivamente por Ios 
 utilied by the beneficiaries for a
beneficiarios para 'n prcpxsito .irpose consistent with the Project's
aonsistente am los objetivoas del objectives.


Program. 
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PROJECT LOGICAL FRAMEWORK 



DEER1PION LIJGIa DEL P~ffWM 

aiwuIo Wt TIVO 	 lMDltOMO VWRIICfIB RMICS DE V9UFICPCIG4 SLIPSCzIs IMrWii 

A-I WTA A-2 M1IMS PW ALM~M WTAS A-3 h-4- SLFICES.PAR AMC1A 
IPca para el Deaffgllo NMIcira PNub s taisticas. %a aawftn el nItero GIS (IU(1-NL*-8CR. etc.). METAS 
!EiWam*a pwates files cle oao. do spem arukccid e hine. IER. 1*. MO. datas etad1tica y -La sitacli polftica y sx~iase
prutrcIi e inmo rsfu m'ules do la AMD. 	 estailiza y elpieza la reageidn 

1,n ka. 
Yet lflstituicnb31 do FLGS Dats estaistiws dertvd de 1ws irxicdwe kpmniA Auial de R5UC5 -AID y atra agexias cfrwras can-
Vientar y estipular el bieetar e~6 de privsLto y rudlmisito. ydeos principales ti'.ados apoyo al sector p.
mica. scilal. intelectia Y la sojuidal at ral en~lar . opleo, d n delIn i aearins 

fTiadelsslvdup obet iquscto,. pl ricPC Ma e in -RSPM ha foralecido la ejeicLein
eitades e=*dD-as eiclaivi-dirrwtde eton gn e 	 de sus dfersts pgrsus, ese- : 

a.-I 1~TO B-2 CMIICICKS CLE IMICN (i.E EL PFI1DOI B-3 B-4 SLFOSICICNES PAPA ALPQP LOS 
Del prvyect: Incrauffmr la rwst~ili- IJA SIDO ALCMt EN LOS 3 ARO Papotes aniale y trizmetrles de PA8'U LOS P)~FUMM 
dad de las peqgias y E1crmp"-sa se inruto irswo de las beneiciariase un 0 D a ad acu-8~ -AID y atras flmtes caitiftia firwi-OMiwciginales de 115 
leccicmdas Para uii w enfle ue*Gamwidcjn die rwww oplesgan 3 afb 270t tulftas ciando PIRPE
satisfaga las raeidis ielaes y' pesom, p"M4 sstrw : Revisl~n MiPrvgn y visitis reaizadas -Irgesus sm sauinistracs atiW~
de sas dwuxiss; estlunsar el, creci- -COmis1ifl Ccrd~n~bra 6 Wim de poqMdb y OIM( ef icietere
miefto do 6stas al puto dme gws Ee i 3aedds-lnt 	 elbecwelapmaamamvwEqlao y foralw-z OPM 	 -De Citiiam2 Weaade mxa slea wrab vao y ad il aeptan li a apa ba 

-Caitralor y Asistenta 6 s Ydx eto eade 1ws prtst r g cidnadesov iopleta
-Asaistas de Criditos 3 recwudociane -h&aas. 
-Cb aso 12 -Clerits del Pgm ham' pagas

Amodo r 04 arcp (vrudo(32.) 81.5 al dli en 1w pr~starvs y su firw
-Cwtra dit Pistw 910,817,775.00 ci auliM de prtstao so notlen 

al inims. 

sas peru wtacef n~ews per
nwuluyfInl1uymsp51Cnd 

uwuas o ngpclw ecistentes. ast 
cor las epleo3. 

http:910,817,775.00


DEMUlK1U LOGICA DEL FR~ft uPPO8lu 

SLWIO WAIW~ ItICDM VRIF1CBLES 1631(3 DE VMRFICPNIG4 .PsmiCIG IpfaunTP4 

c-i WIENHOf~ DEL PXW C-2 lPGI1ID OE IPCUIENF(3 

InstituiciaaI: (totales PAculjativas) 
Persciai mltwak par PONl: AND) I ARD I AFA) III 

-Canisi~n Ccx~irkwra 6 6 6 
-Ejecutiwo 3 3 3 
-CtralrFinatiero y Asistentes 4 6 6 
-Cpwariaxes 9 16 23 

-Deaw121212Reisidii 
344 0caqn 

Eswiejiito de sistem gas iales. 
cotb Iiddyfiw .plt de 

prtsmm yproedinento doqvxin. 
Datos principales, iniciales y actuali-

za~s. 

fond de Pr~star Pbatho (0sbI-C1.444.567 95Iff £10,817,776 

C-3 

Pam-e aisles y trlinstles det 
Kam. 

Datos originales de la xwpgtwra 
actzializados. 

wrey eitbsdealcam 
del ftoau y visitas de 

rmalizadas pr R&W 

C-4 9JMIlCIME PAPA ALHA US3 IIN(I 

Rf1i2eW cm la asistuiia y gufa de FLPAD escaz 
de a=pletar la irestigacidn inicial de datos,
aiizarlos y realizar las f~zincam MV&lzativas 

nesias (inclvwxb el reclutanioUt y sirwa
mierito del pum l). 
i.e. La pinw fast del prqmen seis 0 
Ps 

La lait do F1SNO y atzos individjos y f iris 
del sod=r Privadb azifi apoyrxb aKOPHI. 
linivickz3 ciaves puedw Ser reclutados. 

RS prviwt a tlezW Ia asistsumla tknica y
ibuiv mto nrearto al puscm1 de PPIN'. 

FuS did el sistom dcapac4itacidn y
aiestranmlto, para 105 pWAY-mJ y iUcrmwusarios 
boxficiaios del Prormi. 

C1 ite s8uu yicwi sio m 
ClietesW~iiaras 

PEK1 Culsados en los 3 afb 661 
Nfoonr de pVts It -s (aamiuits) 361 
tfWm de it rsts awale pr Ram~r 8 
Bmefciarias irwtos 1,444 
Snuficiariw Iniiirct 7.22 
IKjjoe bsuficiarias dire=n 939 
Amento en ig pa b@Wtcib 1(
CMenuts Prumido a la Baua auria1 15 
-Cowacid de ramms plem (a) 361 
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Annex No. 4 - List of Individuals and Institutions Contacted 

USAID/EL Salvador 

Evaluation Committee (Individuals from the Program and Projects Office, Private Sector 

Office, and Controller's Office). 

FUSADES 

Board of Directors
 
Eduardo Nunez - Executive Director
 
Guillermo de la Guardia - Administrative Director
 
Raul Montenegro - Planning Manager
 

PROPEMI 

PROPEMI Commission 
Roberto Ortiz Avalos - PROPEMI Commission Coordinator 
Heriberto Reyes - Commission Member 
Alvaro Guatemala - PROPEMI Director 
Janina Tovar - Credit Manager 
Martha C. de Peralta - Operations Manager 
Jose Luis Avalos - Past PROPEMI Coordinator 

Banco Central de Reserva 

German Navas - Manager, Financial Division 
Antonio Leyva - Manager, Small and Microenterprise Program 
Maritza de Castro - Manager, Information Division 

FEPADE 

Adalberto Diaz - Director, Training Program, FEPADE 

Camera de Comercio 

Vilma de Echeverria - Manager, Training Program 

AMPES 

Rufo Bondanza - Executive Director 

Empresarios Juveniles 

Enrique Suarez - President 
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Table i
 

Introduction to Annex no.5- Collateral Survey Findings 

The tables contained in this annex summarize the answers to the 96 questions of the survey's 
questionnaire (Annex No.6). The survey interviews lasted between 45 minutes to 1 hours. 
The average interview lasted 1 hour. The graphs in the next two pages give the details of 
the sampling frame, and the sample distribution. The main objective of the survey was to 
measure the impact on employment generation and increased earnings of the three project 
activities: training, technical advice, and credit. 

The impact of the above mentioned activities was presented in the appropriate chapters of 
the report. However, the survey also collected additional information that concerns the 
project and the target group. The first 3 tables show the answers to questions that were 
designed to learn about the level of institutional awareness on the part of the beneficiaries. 
For example, 91% of those interview--d correctly identified FUSADES in terms of its 
contribution to the development of small and microenterprises (Table No.1). In addition, 
81% cited economic sectors that benefit by FUSADES's programs, and 77% have correct 
perceptions of PROPEMI as a development program. 

Table No. 17 shows general characteristics of the credits received by those interviewed (e.g., 
43% have received more than one loan; and 31% considered the amount of time they 
waited to receive their loans to be unacceptable). Table No. 19 shows that 1 out of every 
5 people interviewed had a poor or very poor opinion of PROPEMI's credit program. Of 
the 66% that had a good opinion, 57% cited PROPEMI's specialized development lending 
nature (Table No. 20) as the reason for having a favorable opinion: "... PROPEMI identifies, 
and supplies the economic needs of the sector." The people that had neither good nor bad, 
and poor opinions (33%) cited three main reasons for not having a favorable opinion (Table 
No. 21): credit terms too strict; process time too slow; amounts granted did not satisfy 
needs. Only 43% of the beneficiaries interviewed that received equipment loans still had 
the equipment (Table No. 30). 

Table No.32 shows that 55% of the people interviewed stated that they had received 
technical advice from PROPEMI. On the average, the beneficiaries cited 7.2 visits, of 
which, 3.4 were for technical assistance purposes (Table No.31). The average duration cited 
of technical assistance visits was 21.1 minutes. 

The average number of employees was 5.0; small enterprises have an average of 11.5 
workers, and microenterprises 3.4 (Table No. 38). Industry has an average of 7.2 workers, 
services 5.4, and commerce only 2.8 employees. Weekly wages is the most common form 
of payment (38%), followed by monthly payments (23%), and bi-weekly (14%). Tables No. 
39 and No. 40 include 8 different pages that cite wages and other benefits segregated into: 
full and part-time non-family workers; and full and part-time family employees. Small 
enterprises cited a higher level of wages and fringe benefits (88% vs. 68%) than 
microenterprises. Table No. 40 shows that family employees are paid 10% to 20% more 
than none-family workers. On the average only 40% provide social security benefits (small 
firms 51% vs 26% micro firms). 



When asked, "What would have to happen in order to hire more people?", 41% said 
"increase in demand", and 24% cited more working capital, and 24% stated "expand locale" 
(Table No. 41). 

Table No. 42 shows that friends, employees, and relatives are the most common sources 
used to find or hire workers. In addition, 55% hire people that are acquainted with the 
owners. About 70% of the workers that were hired were unskilled. Table No. 43 shows 
that the most common problems associated with employing unskilled workers are: time 
waste, increased costs, decrease in output, and poor service. 

Nearly 43% of those interviewed have additional sources of income (Table No. 44), and 
55% have family members that contribute to family income. The average number of 
dependents is 3, and 21% of the owners of microenterprises stated that were willing to leave 
the business for a permanent job. This latter group cited a salary of approximately ¢3,000 
as a requirement to leave the business, which is about 3 times what an average worker 
earns. 

/
 



SURVEY SAMPLING FRAME
 

BENFIIARIES THAT 

SAN SLVADO Sample of 244683Stratified 
Small and Micro Enterprises 

Confidence Level 95% 
Maximum Margen of Error ± 5.3% 



SAMPLE DISTRIBUTION 

% % % 

•••%• 
%% %% 

COMMERCE AND TRADE: 44% 

% %% 

%%•SERVICES 
% % % 

% 
% %% 

SAMPLE 
COMMERCE AND TRADE 

INDUSTRY 

No. of Interviews 
107 

96 

41 

INDUSTRY: 39%../ 

% 

s Z%11 

SAN SALVADOR 

SANTA ANA 

SAN MIGUEL 

MICROENTERPRISE 

SMALL BUSINESS 

152 

61 

31 

196 

48 

TOTAL 244 

GEOGRAPHICAL ZONES 
SMALL BUSINESS: 20/ .MICROENTERPRISE: 80% 

SAN MIGUEL: 13% SAN SALVADOR: 62% 

SANTA ANA: 25% 



Entity that supports Vi. development of small and 
microenterprises 44 38 51 58 43 43 49 44 42 

Entit that provides credit support to the 
small and acroenterp.ises 13 14 3 26 11 18 S 12 17 

Entity Oal supports the developmenat of the private 21 24 20 10 22 22 17 22 19 
sector in general 

Entity that provides credit, training, and tehnical 
assistaue support 12 14 10 6 18 7 12 11 15 

Entity that provides technical training and advice 2 4 0 0 3 3 0 3 2 

Not aware 8 6 16 3 S 8 15 9 8 

Unanswered 1 1 2 0 1 1 2 2 0 

BAS 244 152 61 31 96 107 41 196 48 
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Industry 44 45 44 35 48 42 39 41 54 

Commerce 43 41 49 45 38 53 32 41 52 

Agriculture and Livestock 29 32 25 23 29 30 27 28 33 

Microenterprise 28 31 13 45 28 27 32 29 25 

Small 20 20 11 39 16 23 22 19 23 

Services 10 10 11 10 8 10 15 9 15 

Exports 7 8 8 3 9 6 7 7 10 

Agroindustry 2 3 0 0 4 1 0 2 4 

Education 2 3 0 0 1 2 2 2 2 

Others " 1 0 0 1 0 0 1 0 

Unardswred 17 16 26 3 22 11 22 18 15 

BASE 244 152 61 31 96 107 41 196 48 

DANIEL CARR a ASSOCIATES 



Private sector program that provides assistance 
to the sd and microonlerprise 77 76 82 68 75 77 80 74 88 

Public financial Institulon that 
the small and mcienmrprise 

provides assistance to 
14 14 11 16 18 10 15 15 8 

International organization 
financial assistance 

that provides 
5 5 3 6 4 7 0 5 2 

Public sector social program 4 3 2 10 2 6 2 4 2 

Did not know 1 1 2 0 1 1 2 2 0 

BASE 244 152 11 31 96 107 41 IS 48 
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SUNA DED RECALL (SPONTANEOUS) 
Accounting 74 76 70 71 77 69 78 72 79 

Costs 46 47 49 35 44 45 54 44 54 

Administration 48 47 48 58 52 45 49 46 58 

Marketing and Sales 43 49 39 19 44 41 46 42 46 

Investment Projects 15 19 11 0 17 9 24 15 15 

Others 3 5 0 0 6 2 0 3 4 

-TOTAL RECALL (AIDED AND UNAIDED) 
Accounting 94 93 93 100 96 91 98 94 94 

Costs 92 91 92 97 94 88 98 91 94 

Administration 88 88 87 90 92 83 93 88 88 

Marketing and Sales 84 87 82 71 84 81 88 84 81 

Investment Projects 68 76 61 42 74 60 73 68 67 

Others 3 5 0 0 6 2 0 3 4 

Paid, but did not receive courses 3 4 2 0 2 5 0 3 4 

Paid, but othier peron received courses 2 2 2 0 2 2 2 0 

Dld not pay. nor receive anycous 1 1 2 0 1 2 0 1 2 

BASE 244 152 61 31 96 107 41 196 48 
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Boner organization/administration 51 56 36 55 50 53 45 50 54 

Better control/management 41 37 41 58 38 45 38 41 39 

Increase/strengthening of level of knowledge 2i 17 24 32 15 25 25 20 26 

Application of accounting principles 17 17 14 19 18 14 20 19 9 

Learned to calculate costs 11 12 7 13 11 13 5 11 9 

Was able to obtincis from PROPEMI 10 13 3 10 13 9 5 9 13 

Unable to specify benefits 3 3 2 0 4 1 3 2 4 

No benefit 2 2 3 0 2 1 5 2 2 

Others 1 2 0 0 1 2 0 2 0 

BASE ( People who took courses) 233 143 59 31 92 101 40 187 46 
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_ _ _ 

9 
26 
6.9 

65 
11 
23 
7.1 

57 
5 
38 
5.9 

85 

0 
is 
8.S 

66 
6 
28 
6.9 

63 
16 
22 
7.0 

67 
3 

30 
6.8 

64 

9 
27 
6.8 

69 

9 
22 
7.3 

-TYPES OF INVESTMENTSI 
OFieCT 
PARTIALLYCORRECT 
I4CORRECT 

WEIGIfT: AVERAGE 

21 
14 
65 
2.8 

21 
15 
64 
2.8 

27 
5 
68 
3.0 

0 
31 
69 
1.5 

30 
11 
59 
3.5 

13 
20 
67 
2.3 

17 
7 
77 
2.0 

18 
15 
67 
2.6 

31 
9 
59 
3.6 

-ESULTS OF RADEOUATE HANDUNG OF CREDIT 
111=EC 

PARTIALLY CORRECT
ICRET6 WEIGHTAVEtAGE 

52 
42 
7.3 

52 
43
47.4 

46 
46 
a-6.9 

62 
23 
157.3 

4g 
45 
67.2 

55 
39
67.4 

50 
43
77.2 

S2 

43
57.3 

so 

41
97.0 

BASE (IVESTMENT PROJECTS) 
OVERALLAVERAGE 

165 
8.1 

115 
6.1 

37 
5.9 

13 
6.3 

71 
6.3 

64 
6.1 

30 
5.6 

133 
6.0 

32 
6.2 
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Excellent 30 28 32 32 34 29 23 32 20 

Good 62 63 58 65 59 62 67 59 73 

Neither good, nor poor 7 8 9 3 8 7 8 7 7 

Poor 1 1 2 0 0 2 3 2 0 

Very poor 0 0 0 0 0 0 0 0 0 

WEIGHTEDAVERAGE 
BASE 

4.2 
232 

4.2 
144 

4.2 
57 

4.3 
31 

4.3 
92 

4.2 
101 

4.1 
39 

4.2 
187 

4.1 
45 
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Helped to have convol Aanegmeni oto business 30 31 22 40 29 29 31 25 50 

A higher level o general understanling was obtained 25 22 31 30 26 27 20 26 21 

They amre . sinie, and easy to understand 11 8 20 10 11 13 9 12 10 

Helped to manage Ih cash of the buines 11 13 14 0 12 11 11 13 5 

They amfomedan the realty o a bulnes 4 3 6 7 4 4 6 5 2 

Helpd to Imi l bulnes " 1 0 0 1 0 0 1 0 

Others 2 1 6 0 4 1 0 2 2 

Could not aer 18 24 6 17 21 18 11 19 17 

BASE 212 131 51 30 85 92 35 170 42 
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Too hoJ ncoUipiIs 55 62 50 0 57 44 75 53 67 

Incony wschidue (Hours) 5 6 0 0 0 11 0 6 0 

Need bestl k*Vucbm 5 0 17 0 0 0 25 6 0 

Ony good ooblin Ia *m PROPEMI 5 a 0 0 14 0 0 6 0 
Did not db a sc rmson 30 23 33 100 29 44 0 29 33 

BASE 20 13 6 7 9 4 17 3 
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ACCQUKnNM 
Demonstrated benefit 
Undemonsrated benefit 
Course of least benefit 
Not menlonedas ux 
Old not take cours 

t benefical 

31 
11 
2 
49 
6 

32 
14 
3 
45 
7 

30 
7 
2 
58 
7 

32 
10 
0 
58 
0 

33 
7 
3 
52 
4 

29 
16 
0 
46 
9 

32 
10 
5 
51 
2 

31 
12 
2 
50 
6 

33 
10 
4 
46 
6 

. COST 
Dernonsraled benefit 
Undemonstrated benefit 
Course of les benent 
Not mentloned as motleast beneficli 
Did not take cowee 

13 
7 
5 
67 
8 

13 
a 
S 
66 
9 

15 
5 
a 
64 
a 

13 
6 
0 
77 
3 

17 
7 
2 
66 
6 

8 
7 
a 
64 
12 

17 
7 
2 
71 
2 

14 
6 
6 
65 
9 

8 
10 
2 
73 
6 

- ADMINISTRATION 
Demonstrated beneoft 
Unde onsaled benefit 
Course of least benef 
Not mentioned as noUk"s 
Old not tourse 

benemial 

19 
8 
1 
60 
12 

14 
11 
1 
63 
12 

23 
2 
0 
62 
13 

35 
6 
3 
45 
10 

19 
6 
1 
66 

21 
6 
1 
53 
117 

15 
10 
2 
66 
7 

16 
7 
1 
62 
12 

23 
10 
2 
52 
13 

- MRKIf AND SALES
Demonstrated benefit 
Uidemonstrated benefit 
Course of least benefit 
Not mentioned as mostileast beneicial 
Old not take course 

9 
7 
S 
63 
16 

11 
6 
5 
63 
13 

3 
7 
S 
67 
16 

10 
6 
0 
55 
29 

9 
5 
a 
61 
16 

8 
9 
0 
64 
19 

7 
7 
7 
66 
12 

8 
6 
5 
64 
16 

13 
6 
4 
58 
19 

- INVESTMENT PROJECTS
Denntrated benefit 
Undemonated benefit 
Courme of Me benefit 
Not mentioned as mtlleast benelcla 
Did not te course 

2 
2 
16 
47 
33 

3 
3 
16 
52 
25 

3 
0 
20 
38 
39 

0 
0 
0 
39 
61 

3 
2 
17 
51 
27 

2 
2 
14 
41 
41 

2 
0 
20 
51 
27 

3 
2 
17 
45 
33 

0 
2 
10 
52 
35 

BASE 244 152 61 
 31 96 107 41 196 48
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More adequa Mnepesadod(he"Igh) 

Follow-up courses are-deiued 

Un)
Nos IFOwes e as Iaeyare 

Make Ie courses mre underandble 

Beler scheduling of hours 

Increase number of subjects 

MaM courses mom specialzed to specific nare of busness 

Improve instructors' vels of skills 

Mdai courses mwdeioy 

Provide betler clamsroonm 

Evalualion of courses Is needed 

Did not offer any suggellon 

Oters 

Unamwered 

24 

18 

13 

11 

7 

6 

5 

5 

2 

1 

1 

1 

9 

10 

244 

22 

18 

13 

14 

8 

7 

5 

6 

3 

1 

1 

2 

10 

7 

152 

30 

15 

18 

5 

5 

2 

7 

3 

2 

0 

2 

0 

5 

18 

11 

23 

19 

6 

3 

6 

10 

3 

0 

0 

3 

3 

0 

16 

13 

31 

19 

16 

13 

14 

7 

7 

7 

2 

4 

1 

1 

0 

14 

9 

96 

26 

20 

11 

9 

6 

5 

3 

6 

1 

1 

2 

2 

8 


11 

107 

29 

17 

20 

7 

10 

5 

7 

7 

0 

2 

0 

2 

2 

10 

41 

23 25 

19 13 

15 4 

11 10 

8 4 

5 a 

6 4 

5 2 

2 4 

2 0 

2 0 

1 2 

8 15 

9 15 

196 48 
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-WA OF LOANS -

cm 
Two 
Three or Moe 

AVERAGE NO.OF LOAN 

S7 
26 
17 
1.6 

42 
33 
25 
1.9 

82 
13 
S 

1.2 

a1 
19 
0 

1.2 

55 
22 
23 
1.8 

53 
34 
13 
1.6 

71 
17 
12 
1.S 

57 
28 
15 
1.6 

58 
19 
23 
1.7 

BASE (N OF BENERORIES) 244 152 61 31 96 107 41 196 46 

-YEAR LOAN WAS GRANTED 
1986 
1987 

4 
8 

S 
11 

0 
0 

0 
0 

6 
13 

1 
3 

S 
12 

3 
8 

4 
10 

1986 13 17 0 3 16 9 15 12 16 
1969 21 26 8 11 22 20 22 21 22 
1990 31 24 53 37 24 38 30 32 28 
1991 
Did not know 

23 
1 

1s 
1 

39 
0 

s0 
0 

19 
1 

29 
0 

13 
3 

23 
1 

22 
0 

BASE (TOTAL N. OF LOANS) 400 257 7S 38 167 173 6o 317 63 

AMOUNT 

Lie Il= e 5,000 20 22 23 0 22 14 30 25 2 

swmn 6 S.000 and 9,999 26 29 29 0 34 20 22 32 4 

Bewmen a 10.000 ad 14,999 13 13 12 11 12 13 13 13 11 

ae me 15.000 idM 19,999 10 9 12 13 10 10 10 10 8 

* 20.000 or moe 32 28 24 76 23 43 25 21 75 

AVERAGE(e) 15,437.59 14,237.06 11,860.13 31.565.53 12,299.40 19,674.57 11.955.56 11,836.03 29,192.9S 
ASE (OTAL No.OF LOANS) 400 287 75 38 167 173 60 317 83 

DANIEL CARR &ASSOCIATES 



• TOTAL TME OP LOAN PROCESS 
7 Days or less 
Conidrd Accod 

4 
3 

3 
28 

3 6 2 
2 

3 
3 

8 
S 

3 
3 

6 
4 

Considered Uracceptele 1 1 0 0 0 0 a 0 2 

BotweIeI an 14 Days 
Cw*ieW Accepilft 
Conamdsred LUnocpimt 

5 
s 
0 

3 
3 
0 

9 
9 
0 

8 
8 
0 

4 
4 
0 

6 
6 
0 

5 
S 
0 

S 
5 
0 

4 
4 
0 

Beawee 15 mod21 Dies 
Comidered AcospaMs 
Conddared Unccesmbis 

23 
21 
2 

24 
21 
3 

25 
24 
1 

11 
11 
0 

23 
20 
3 

24 
24 
1 

18 
13 
5 

19 
16 
2 

40 
37 
2 

Mwe me 21 Day 
Considered Acapate 
Considered Unms"*Wft 

68 
39 
28 

68 
38 
30 

61 
39 
23 

74 
47 
26 

69 
40 
29 

66 
45 
22 

65 
22 
43 

72 
43 
29 

51 
25 
25 

Did not a I 1 1 0 1 1 3 2 0 

Consdeed 
Considered 

AVERAGE(DAYS) 
AccspWae 
UnncapIle 

38.6 
68 
31 

39.8 
65 
33 

34.8 
75 
24 

37.6 
74 
2S 

40.0 
66 
32 

36.9 
77 
23 

39.8 
45 
52 

40.0 
67 
31 

33.4 
70 
30 

*A (RIVAL OFLOANS) 400 287 75 38 167 173 s0 317 83 

UE OF LOAN FUNDS 

wormm capital 77 76 76 89 71 92 52 79 70 

Fxd l 31 32 35 11 44 13 45 30 34 

Reflikw g 4 4 1 3 S 2 2 4 0 

Personal credit 5 6 1 5 4 2 15 4 10 

BASE (MALWOFLOANS) 400 287 75 38 167 173 60 317 63 
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Need of-additional wordng capil 33 31 30 56 33 32 36 29 48 

Not many mq eruneviswrmded(me 9 a 10 11 5 10 18 10 5 

•Soft loans (low inarestl"ongr homs) 7 7 0 11 2 12 0 6 10 

Need to rince exing lon(s) 7 7 10 0 10 6 0 9 0 

To purchmenmtwry and equipma 7 7 0 11 14 0 9 S 14 

Because of I mvice and advic provlied by "mows 6 5 20 0 2 10 0 6 5 

Crle ace tit and Umely 5 6 0 0 0 10 0 4 10 

Deak to hicgne opera sqa 4 5 0 0 2 4 9 S 0 

To expaid locale 3 2 10 0 2 2 9 2 5 

Osths 11 30 11 12 10 9 11 10 

Did not - 9 11 0 0 12 6 9 9 10 

Could not specify 11 11 10 11 12 10 9 12 5 

BASE (SENERiCUdM$ OhE TIAN1LOAN) 103 84 10 9 42 s0 11 82 21 
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Vey good 

Good 

Neijar good nor poor 

Poor 

very poo 

19 

47 

13 

16 

2 

24 

45 

13 

17 

1 

11 

43 

18 

25 

3 

10 

68 

6 

13 

3 

20 

44 

16 

19 

2 

20 

51 

12 

16 

1 

17 

44 

10 

24 

5 

19 

47 

13 

18 

2 

19 

48 

13 

19 

2 

SAE 
WEIGHTWAVERAGE 

244 
3.6 

152 
3.7 

61 
3.3 

31 
3.7 

96 
3.6 

107 
3.7 

41 
3.4 

196 
3.6 

48 
3.6 

(Scab: S pokm. whm 5 - Very Good and 1. Very poor) 

3, DANIEL CARR & ASSOCIATES 



They are idenified wMthe secor 39 26 73 50 41 39 32 35 56 

They provde good adice is 19 9 2S 1 17 20 Is 16 

They supplIyhe conoineed odIegcr 16 22 15 4 25 12 20 18 16 

Fast and timely (Credil) 14 e 21 29 7 17 24 13 19 

Not mny requkeme awe needed (asked) 11 11 6 17 10 13 8 12 6 

Sofr ans (lw W estflongef Wm) a 9 6 a 7 a 12 8 9 

Personnel is frendly ad efcient 6 7 3 4 2 9 4 6 3 

Others 2 1 9 0 2 4 0 3 0 

Did not cil specific mason 23 24 30 a 26 20 24 22 25 

mASK 162 105 33 24 61 76 25 130 32 
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Crod wms o shrki 38 42 29 33 33 53 23 35 40 

Proce*nsUo Wosow 30 28 24 100 33 16 46 27 40 

Amum do not aiy noeds 30 22 47 33 33 32 23 31 20 

Too rny requkemeft 13 14 12 0 6 11 23 10 20 

BAE 82 47 28 7 35 31 16 66 16 
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Suppliers 59 58 52 77 49 72 49 55 75 

Bank 27 22 30 45 24 33 17 28 23 

Reladves/Friends 21 24 16 16 15 23 32 20 27 

Moneylefnder 17 Is 21 16 15 22 7 16 19 

SavingsW ad Cmit Unions 10 7 13 19 10 13 2 9 15 

Savings ard LoUiS Abocilloe 2 3 2 3 3 2 2 2 4 

Nor* 20 24 18 3 -- 13 22 22 13 

244 15 61 31 96 107 41 196 48 
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Suppm 42 40 38 61 35 50 39 37 65 

Baks 6 5 8 10 5 7 5 5 13 

ReladvelFrlends 6 7 3 6 3 7 10 4 13 

Savkin a Cawit Unbomn 5 4 7 10 4 7 2 5 6 

Monslykmd 2 3 3 0 1 5 0 3 0 

SavkW md Loam Amdulamn " 1 0 0 1 0 0 1 0 

Nom 49 51 56 26 56 41 54 56 23 

BASE 244 152 61 31 96 107 41 196 48 
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Increase In invenioules 31 30 28 39 22 43 20 32 25 

Increase In pro=uVve capacity 23 22 34 6 28 9 49 23 23 

Increase in sales i5 9 15 42 6 22 15 14 19 

Decrease incost 11 9 7 26 11 14 0 10 15 

Increase in profits/earnings 10 11 5 13 6 13 10 9 13 

Increase in output/production 8 11 3 6 17 3 2 7 13 

Created working capital 8 7 11 3 8 8 5 9 4 

Prevented business from closing 5 5 7 3 7 3 7 6 4 

Crealed job employment 5 5 3 6 6 5 0 3 10 

Improved servicetimage 4 3 7 6 2 1 17 4 6 

Provide1 lIquidity 3 4 0 3 5 2 0 2 6 

Enabled payment of personal expenes 1 1 3 0 0 2 2 2 0 

Provided a source for crdi/ommercal references 1 1 0 0 0 2 0 1 0 

Provided training 1 1 0 0 0 2 0 1 0 

Others 3 4 0 3 5 2 0 3 4 

Could not cite specific benefit 9 10 7 10 9 10 5 10 6 

Did not oblain any benefit 3 3 S 0 3 2 7 4 0 

BASE 244 152 51 31 96 107 41 196 41 
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Increased 84 84 77 100 85 84 80 82 94 

Decreased 5 8 2 0 7 5 2 7 0 

or ld - -11. 9 21 0 7 11 17 12 6 

BAN 244 152 11 31 96 107 41 196 48 
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Lou Umn 25% 38 42 0 0 29 60 0 38 0 

BeWen 25 and 50% 31 33 0 0 29 20 100 31 0 

Behroon 51 and 75% 15 a 100 0 29 0 0 15 0 

Did not specify 15 17 0 0 14 20 0 15 0 

BASE 13 12 1 0 7 5 1 13 0 
AVA(%) 35.4 31.1 75.0 0.0 42.5 22.8 40.0 35.1 0.0 
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PrIncii)* due 1o lhe PROPEMI cret 84 80 87 94 80 91 73 6 78 

• OHERS REASONS: 
Peronal efforts/motvauon 

Good cash management 

Bettr cuslomer service 

Pracical use ofraInkWcourses recelved 

New niaretslcients 

Increase In demand for poductal/eevice 

Impovement in product quality 

Diversiflcaltion 

Others 

Could not cite specific factor 

3 

2 

2 

2 

2 

1 

1 

" 

1 

" 

5 

4 

2 

2 

3 

2 

2 

0 

1 

1 

0 

0 

2 

2 

0 

2 

2 

2 

2 

0 

3 

0 

3 

0 

0 

0 

0 

0 

0 

0 

4 

1 

4 

5 

2 

1 

4 

0 

1 

0 

3 

1 

0 

0 

1 

2 

0 

0 

0 

1 

3 

9 

6 

0 

3 

0 

0 

3 

3 

0 

4 

3 

2 

1 

2 

1 

0 

1 

1 

1 

2 

2 

4 

4 

2 

2 

7 

0 

0 

0 

BASE (Businesses w~linese In pmflts) 205 127 47 31 52 90 33 160 45 
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LM.fm11n10% 5 3 13 3 7 4 3 6 2 

Bween 10 MKd 19% 23 24 23 19 27 23 15 25 16 

BOWM 20 and 29% 21 24 17 13 16 21 27 23 13 

Bsemen 30 nd 39% 11 10 6 19 10 12 9 9 18 

Dews.. 40 an 49% 7 6 9 13 7 6 12 6 11 

50% or moe 27 25 30 32 26 28 30 26 33 

Dlid no epedfy 5 7 2 0 5 6 3 5 4 

BASE (Buml e W&ncrs in profit) 205 127 47 31 82 90 33 160 45 
AVERA(%) 32.4 32.2 31.6 33.5 30.9 32.4 35.4 30.2 39.4 
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* ATTRIUTABLE PRINCIPALLY TO CREDIT 
'Low Imn 10% 5 5 9 0 8 4 0 5 3 
Between 10 and 10% 
Betseen 20 and 29% 
Beaween 30 and 39% 
Betiween 40 and 49% 
50% or mre 
Did not specij 

17 
23 
16 
7 
30 
2 

19 
28 
14 
5 
27 
2 

18 
18 
9 
12 
32 
3 

12 
12 
32 
8 

36 
0 

18 
25 
18 
6 
25 
0 

21 
20 
15 
6 

30 
4 

0 
28 
11 
17 
44 
0 

21 
23 
12 
8 
28 
3 

3 
21 
31 
3 

38 
0 

BASE 140 81 34 25 51 71 18 111 29 
AVERAGE 34.2 33.7 34.0 35.9 32.6 33.5 41.4 32.0 42.6 

- ATTNMUTABLE PRINCIPALLY TO TECHNICAL ASSiSTANCE 
Lees IhPn 10% 
Between 10 and 10% 
Between 20 and 29% 
Between 30 and 39% 
Between 40 and 4 % 
50% t mre 
Did not specify 

0 
75 
0 
0 
0 
0 
25 

0 
75 
0 
0 
0 
0 

25 

0 
0 
0 
0 
0 
0 
0 

0 
0 
0 
0 
0 
0 
0 

0 
75 
0 
0 
0 
0 

25 

0 
0 
0 
0 
0 
0 
0 

0 
0 
0 
0 
0 
0 
0 

0 
100 
0 
0 
0 
0 
0 

0 
50 
0 
0 
0 
0 
50 

BASE 
AVERAGE (%) 

4 
11.7 

4 
11.7 

0 
0.0 

0 
0.0 

4 
11.7 

0 
0.0 

0 
0.0 

2 
10.0 

2 
1S.0 

* ATTrUTABLE TO CREDIT AND TECHNICAL ASSISTANCE 
Lens Ilm 10% 
Betven 10 and 19% 
Between 20 and 29% 

9 
34 
19 

0 
33 
29 

29 
29 
0 

25 
50 
0 

13 
40 
13 

9 
36 
27 

0 
17 
17 

12 
38 
19 

0 
17 
17 

Between 30 and 39% 
Between 40 and 49% 
50% or more 

3 
3 
31 

5 
5 
29 

0 
0 
43 

0 
0 
25 

0 
7 
27 

0 
0 
27 

17 
0 

50 

0 
0 
31 

17 
17 
33 

BASE 32 21 7 4 15 11 6 26 6 
AVRE(%) 32.6 33.3 35.1 24.5 31.4 31.6 37.5 30.5 41.7 

- ATIRUTABLE PRINCIPALLY TO OTHER FACTORS 
Lees ohen 10% 
Between 10 and 10% 
BeeMen 20 and 29% 

3 
34 
22 

0 
38 
24 

14 
43 
29 

0 
0 
0 

0 
33 
7 

0 
36 
18 

17 
33 
67 

4 
27 
27 

0 
67 
0 

Beteen 30 and 39% 
Beween 40 and 4% 
50% or mor 

9 
13 
9 

14 
10 
14 

0 
0 
0 

0 
s0 
0 

13 
13 
13 

9 
9 
0 

0 
17 
17 

12 
4 
8 

0 
50 
17 

BAE 
AVFRAGE(%) 

29 
23.4 

21 
27.2 

6 
14.2 

2 
28.8 

12 
27.3 

8 
21.7 

9 
22.8 

21 
22.2 

8 
28.8 
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Incraoad 86 84 84 96 79 91 87 86 86
 

Decreamd 7 11 0 4 13 S. 0 8 6
 

Rns iw sami 7 5 16 0 9 4 13 7 6
 

BASE 204 128 49 27 s0 101 23 168 36
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PERCNAGE OFACTUAL POESION 43 47 46 16 61 20 61 43 44 

- LEVEL OF SATISFACTION WITH MACHIERY AND EQUIMENT 
Very good 29 33 18 20 31 33 20 26 38 

Good 63 63 64 60 66 62 56 62 67 

NaIimr good nor pow 9 6 14 20 S 10 16 10 5 

Por 3 3 4 0 3 0 4 4 0 

Very poor 1 1 0 0 0 0 4 1 0 

Did not specfy 1 1 0 0 2 0 0 1 0 

ASE 106 72 23 5 59 21 25 84 21 
WE~IGTED AVERGE 4.3 4.4 4.0 4.0 4.4 4.4 3.8 4.2 4.7 

• RESLTS OBTAIMNED 
Increase inproduction 
Improved cusimr service 
Mprvem inproductio 
Expecmd pslrme was not obtaied 
Product diveriflcation 
Othenr 
Did not rspon 
Could not specify 

32 
17 
14 
4 
1 
3 
2 

36 

39 
14 
17 
1 
1 
3 
3 

35 

16 
21 
7 
11 
0 
0 
0 

43 

20 
40 
20 
0 
0 
20 
0-

20 

46 
S 
15 
0 
2 
2 
3 

37 

19 
33 
14 
S 
0 
5 
0 
38 

12 
32 
12 
12 
0 
4 
0 
32 

29 
17 
13 
5 
1 
2 
1 

40 

48 
19 
19 
0 
0 
S 
5 
19 

BASE 105 72 28 5 59 21 25 34 21 

*WeAghwd Average (Scale :5 points, where 5. Very Good and I. Very Poor 
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• IE OF VW INGE[NERAL 

AVERAGE (TOTALSAMPI.E)
RAG (MINIMUM - MAXMt ) 

NUMBER OF TECHNICAL ASSITANCE VISrTS 
AVERE(AMONGOUSINESSESVISFTED) 


AVERAGE (OTALSAPLE) 

RANGE(MIUNUM-MAXwU") 

• RMATION OF TECHWICAL ASSISTANCE VISITS (MINTES)
 
AVERAGE (.MONG LESSE VIOTED) 


AVERAGE (TOTAL SAMPLE) 

RANGE(MNMUM-MAaMLIM) 


72 
(1 -45) 

3.6 
3.4 

(0-20) 

22.1 
21.1 

(0-120) 

8.0 
(1- 45) 

3.7 
3.6 

(0 - 20) 

21.4 
20.6 

(0-90) 

5.3 
1 -20) 

3.0 
2.7 


( 0 - 20) 


17.9 

16.5 


(0- 90) 


6.8 

(1 -20) 

3.9 
3.9 

(0-20) 

32.7 
32.7 

(0-120) 

7.2 
(1 -25) 

3.7 
3.6 

(0-20) 

23.9 
23.4 

(0-60) 

7.4 
( 1-*45) 

3.8 
3.6 

(0-20) 

23.1 
22.1 

(0-120) 

6.4 
1 -35) 

2.6 
2.4 

(0-15) 

14.6 
13.2 

(0-60) 

7.0 7.8 
(1- 45) (1 -30) 

3.5 3.9 
3.3 3.6 

(0-20) (0-20) 

21.4 24.9 
20.S 23.3 

(0-120) (0-60) 
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Pcma tgeBusmnses Visiled InGeneral 95 96 92 100 98 9S 90 96 94 

Percentge of Buunom with Technical Assistance Visis SS S3 S 77 60 59 34 S5 56 

aS 244 152 61 31 96 107 41 196 48 

Specific Bmefit Obtained 
Better adminisutrad@.orgenizadon/control 
Imnprovement inaccounng aspcts 
knprovernent in sales force ccveragelagesalvenees 
Good ue of lnancia/cMdtrrce 
Self-projectionlawareneha of capabilities 
Personal effolsmtlvallon 
Improveimet in productim 
Better image 
Advertising/Publicity 
Oters 
Did not 
Could ilt specify 

42 
12 
11 
6 
4 
4 
4 
3 
1 
1 
1 

20 

31 
16 
14 
6 
6 
4 
6 
4 
1 
3 
1 
19 

45 
3 
3 
3 
0 
10 
0 
0 
0 
0 
0 
39 

75 
4 
13 
a 
4 
0 
0 
4 
4 
0 
0 
0 

36 
21 
14 
5 
7 
S 
7 
2 
2 
2 
0 
16 

46 
6 
11 
6 
2 
5 
0 
S 
2 
0 
2 

24 

s0 
0 
0 
7 
7 
0 
7 
0 
0 
7 
0 

21 

37 
10 
13 
7 
3 
6 
4 
3 
2 
2 
1 

24 

61 
18 
4 
4 
11 
0 
4 
4 
0 
0 
0 
4 

BASE (BUSINESSES WITH TIA VISITS) 135 s0 31 24 58 63 14 107 26 

General Reeulta Obtained 

Imprvement in Work i General 47 47 43 55 55 47 27 46 48 

Increase inProfils 16 16 21 23 19 20 15 19 15 

Decrease in coms is 16 23 19 22 19 10 19 17 

No benelt • 1 0 0 1 0 0 1 0 

Did not receive techical assistance 45 47 49 23 40 41 66 45 42 

BASE (TOTAL SAMPLE) 244 152 61 31 96 107 41 196 48 
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Meaon d 901@8 2i 

Accounting 13 

Administration 12 

On si. teainng 7 

Morn Irequent vsibl 5 

Investment projecl. 3 

Legal9ation advice 2 

Costs 2 

Production 2 

Owers 15 

Nomaicaliatance is quIrmd 18 

Could not specify 9 

BAE (TOTAL $A1PLE) 244 

24 


16 


10 

7 

2 

2 

3 

2 

3 

14 


14 


11 


152 


10 


11 

15 

8 

7 

5 

2 

0 

0 

16 


30 


7 

91 


29 


3 

16 

6 

16 

3 

0 

6 

0 

13 


16 


3 

31 


24 


15 

10 

7 

2 

3 

1 

2 

4 

16 


17 


8 

96 


20 


10 


4.3 

7 

7 

3 

5 

3 

1 

13 


21 


7 

107 


17 


17 


12 


7 

7 

2 

0 

0 

0 

17 


15 

15 

41 


20 25 

14 a 

10 21 

7 10 

5 4 

3 2 

3 2 

2 2 

1 6 

15 15 

17 21 

10 4 

196 48 
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°ACTUAL I O EMPLOYEES 
PSENTAVVE 5.0 5.6 3.5 4.8 7.2 2.9 5.4 3.4 11.5 

RANGE(MINU -MAMaMUM) 
AVERAGEBEFOREITE" 

(0-32) 
3.1 

(0-32) 
3.2 

(0-16) 
2.8 

(0-19) 
2.8 

(0-32) 
4.7 

(0-16) 
1.7 

(1-26) 
2.9 

(0-14) 
2.4 

(2-32) 
5.8 

RANGE (UMINUM - MA)OMUW) (0-18) (0-17) (0-18) (0-15) (0-18) (0-16) (1-11) (0-15) (1-18) 

IPACTON EMPLOYMENT 

Inemm aldlbutahhWtcdlt 46 48 38 55 s0 42 49 42 6S 

Increm andbuW to odwhfacism 16 16 16 10 22 12 15 14 25 

Deaeaue 9 11 8 3 18 4 5 11 4 

Rsmlrh-d Uh - 28 23 38 32 10 42 32 33 6 

BASE(TOTALSAMPLE) 244 152 61 31 96 107 41 196 48 
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* BUJSINESSES WITH INCREASE N EMPLOYMENT 
PRESlrAVRAE 6.5 7.3 4.2 6.2 8.5 3.9 6.7 4.4 11.8 

RANGE (MINIUM- MAXIMUM) (1-32) (1-32) (1-14) (2-19) (2-32) (1-16) (1-26) (1-14) (2-32) 
AAG BEFECREDIT 3.0 3.3 2.1 3.1 4.3 1.7 2.5 2.2 5.1 

RANGE (MINUM- MAXMUM) (0-17) (0-17) (0-10) (1-15) (0-17) (0-7) (0-9) (0-9) (1-17) 
BASE 153 100 33 20 69 s 26 110 43 

- DCMEASE ATTRIBUABLE TO CREDIT 
P ETAVERAGE 5.4 6.8 3.5 5.8 7.9 3.8 6.3 4.4 10.2 

RANGE (MNIM-MAXIMM) (1-27) (1-27) (1-10) (2-14) (2-27) (1-16) (1-12) (1-11) (2-27) 
AVERG BE CRET 2.4 2.9 1.7 2.5 3.6 1.7 2.2 2.1 3.7 

RANGE(MINIULM- MAXLNU) (0-17) (0-17) (0-8) (1-7) (1 -17) (0-6) (0-6) (0-8) (1 -17) 
BASE 113 73 23 17 48 45 20 82 31 

ICREASE ATTRIUTABLE TO OTHER FACTORS 
PRESENAVERAGE 7.9 8.7 5.6 8.7 10.0 4.3 8.2 4.4 16.0 

RANGE (INIMUM -MAXMUM) (1-32) (1-32) (1-14) (3-19) (2-32) (1-15) (2-26) (1-14) (3-32) 
AVERMGE FRE IT 4.4 4.6 3.1 6.0 6.0 2.0 3.5 2.5 8.8 

RANGE(MHNUM-MAXWdUM) (0-17) (0-17) (0-10) (1-15) (1-17) (0-7) (0-9) (0-9) (1-17) 
BASE 40 27 10 3 21 13 6 28 12 

N CREASE ATTRIBUTABLE TO TECHNICAL ASSISTANCE 
PRSBIAVERGE 5.0 12.9 2.0 0.0 13.0 4.0 26.0 3.5 24.3 

RANGE(MHIdUM-UMAXM) (0-32) (2-32) (1-3) (0-0) (2-32) (1-7) (26-26) (1-7) (1S-32) 
AVERAG BEFORECREIT 1.6 4.4 0.5 0.0 4.3 1.5 9.1 1.3 8.0 

RANE (MNUM- MAXNUM) (0-9) (1-9) (0-1) (0-0) (1-9) (0-3) (9-9) (0-3) (6-9) 
BASE 10 7 3 0 4 4 2 7 3 
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Damese indemandiPales 

Decmme !n eamingsWpoflt 

Lack of Idls/lumover 

Increase In compeUton (afhed aIsles) 

Improper conduct/thel/irresponsabilty 

Oilwr reuor 

39 

22 

13 

9 

9 

17 

41 

24 

18 

12 

6 

12 

40 

20 

0 

0 

0 

40 

0 

0 

0 

0 

100 

0 

29 

24 

18 

12 

6 

24 

50 

25 

0 

0 

25 

0 

100 

0 

0 

0 

0 

0 

38 

19 

14 

10 

10 

19 

50 

s0 

0 

0 

0 

0 

BASE (Buiineses wd )crese 23 17 5 1 17 4 2 21 2 
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Exdwuiey due to fe loan 77 77 73 8S 72 79 85 79 72 

Inifma In demand for buin'W producuftlaaces 6 8 12 0 10 7 4 7 

Opumlem and pesonal effom 4 5 3 0 6 3 0 3 7 

Greao coverage/new martmt/clent 3 2 3 S 3 2 4 2 5 

Benr orgmwzaUm and managemen6 3 4 0 0 1 3 4 4 0 

Due bW ml demaldW( am- in Impowy help) 3 0 6 10 4 2 0 3 2 

Imlrovement in toducU/Nrvce quality 2 3 0 0 3 0 4 2 2 

Additond sources of financing 1 2 0 0 0 2 4 0 5 

Oter faclor 2 1 6 0 1 3 0 2 2 

Could not specify 1 1 0 0 1 0 0 1 0 

EASE 153 100 33 20 69 s 26 110 43 
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CHARACTERISTICS RELATED TO EMPLOYMENT PRACTICES 

TOTAL EMPLOYMENT AVERAGE EMPLOYMENT BY GEOGRAPHICAL ZONE 

TOTAL AVERAGE % San Salvador Santa Ana San MIuel 
EMPLOYMENT 1,214 5.0 100 EMPLOYMENT 5.6 3.5 4.7 

FULL-TIME 1,079 4.4 89 FULL-TIME 5.1 2.8 4.5 
RELATED 198 0.8 -lie] RELATED 1.0 0.3 0.9 
UNRELATED 881 3.6 [821 UNNFA TED 4.1 2.5 3.6 

PART-TIME 135 0.6 11 !PART-TIME 0.5 0.7 0.2 
RELATED 14 0.1 [iol RELATED 0.1 0.1 0.0 
UNRELATED 121 0.5 [901 UNRELATED 0.4 0.6 0.2 

RELATED 212 0.9 17 g RELATED 1.1 0.4 0.9 
UNRELATED 1,002 4.1 83 UNRELATED 4.5 3.1 3.8 

AVERAGE EMPLOYMENT BY SECTOR AVERAGE EMPLOYMENT BY SIZE OF BUSINESS 

INDUSTRY COMMERCE SERVICES _ SMALL BUSINESS MICROENTERPRISE 
EMPLOYMENT 7.2 2.8 5.4 EMPLOYMENT 11.5 3.4 

FULL-TIME 6.5 2.5 4.6 FULL-TIME 10.8 2.9 
RELATED 1.0 0.5 1.1 RELATED 1.5 0.6 
UNiREATED 5.5 2.0 3.5 UNRELATED 9.3 2.3 

PART-TIME 0.7 0.3 0.8 PART-TIME 0.7 0.5 
REIATED * 0.1 " RELAtED & 0.1 
UNRELATED 0.7 0.2 0.8 UNRELATED 0.7 0.4 

RELATED 1.0 0.6 1.1 RELATED 1.5 0.7 
UNRELATED 6.2 2.2 4.3 UNRELATED 10.0 2.7 



TO"A. LOYEIVF 
AVERAGE 

1,214 
5.0 

51 
5.6 

216 
3.5 

147 
4.7 

690 
7.2 

302 
2.8 

222 
5.4 

664 
3.4 

550 
11.5 

FULL-TIME 
AVERMAE 

1,079 
4.4 

765 
5.1 

170 
2.8 

141 
4.5 

621 
6.5 

269 
2.s 

189 
4.6 

563 
2.9 

516 
10.8 

FAMLY ptOYEES 198 149 20 29 94 60 44 126 72 
AVERAGE 0.8 1.0 0.3 0.9 1.0 0.6 1.1 0.6 1.5 

NON FAMLYEMPLOYEES 
AVERAGE 

661 
3.6 

619 
4.1 

150 
2.5 

112 
3.6 

527 
5.5 

209 
2.0 

145 
3.5 

437 
2.2 

444 
9.3 

PART- lM 
AVERAGE 

135 
0.6 

03 
0.5 

46 
0.0 

6 
0.2 

69 
0.7 

33 
0.3 

33 
0.0 

101 
0.5 

34 
0.7 

FAMLYEIPLOYIES 
AVERAGE 

14 
0.1 

10 
0.1 

4 
0.1 

0 
0.0 

4 
0.0 

9 
0.1 

1 
0.0 

14 
0.1 

0 
0.0 

NONF.LYEMPLOYEES 
AVERAGE 

121 
0.5 

73 
0.5 

42 
0.7 

6 
0.2 

65 
0.7 

24 
0.2 

32 
0.8 

87 
0.4 

34 
0.7 

W-TOTAL FAL.Y EWLOYEES 
AVERAGE 

212 
0.9 

150 
1.0 

24 
0.4 

29 
0.9 

90 
1.0 

69 
0.6 

45 
1.1 

140 
0.7 

72 
1.5 

SU-TOALNONFAMLYEMPLOYEIS 
AVWRAGE 

1,002 
4.1 

692 
4.6 

192 
3.1 

110 
3.0 

592 
6.2 

233 
2.2 

177 
4.3 

524 
2.7 

478 
10.0 

AW 244 1S2 61 31 96 107 41 196 45 
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* FAMLY EMPLOYEESFULL-TIME 
Daily 
Weekly 
91-weekly 

5 
38 
14 

6 
40 
14 

0 
55 
20 

0 
17 
10 

10 
49 
10 

0 
18 
20 

0 
43 
16 

5 
38 
12 

4 
39 
18 

Monthly 23 19 25 41 6 42 32 20 28 
CommIeion 
Piecework 
Non-salauled 

1 
a 
12 

1 
11 
9 

0 
0 
0 

0 
0 
31 

1 
17 
7 

0 
0 

20 

0 
0 
9 

1 
a 
17 

0 
8 
3 

BASE (FULL-TIMEFAMILY BPLOYEES) 198 149 20 29 94 60 44 126 72 

- FAMILY EMPLOVEESIPART-TIM. 
Daily 
Weekly 
Si-weekly 
MonUlly 

7 
14 
7 
7 

0 
10 
10 
0 

25 
25 
0 

25 

0 
0 
0 
0 

0 
0 
0 
0 

11 
22 
11 
11 

0 
0 
0 
0 

7 
14 
7 
7 

0 
0 
0 
0 

Commision 
Piecework 

0 
36 

0 
40 

0 
25 

0 
0 

0 
100 

0 
0 

0 
100 

0 
36 

0 
0 

Non-saaded 29 40 0 0 0 44 0 29 0 
MSE(PART-IME FAMILY EMPLOYEES) 14 10 4 0 4 9 1 14 0 

*NON FAMLY EMPLOYEESJFULL-TIME 
Daily 3 3 3 4 4 2 1 5 1 
Weekly 
91-weekly 
Monthly 

36 
31 
13 

32 
33 
9 

41 
25 
20 

47 
23 
24 

42 
24 
2 

16 
55 
26 

41 
22 
32 

33 
28 
16 

39 
33 
9 

Commieion 
Piecework 

0 
18 

0 
22 

0 
11 

0 
2 

1 
28 

0 
1 

0 
5 

1 
17 

0 
18 

Non-salaed 0 0 0 0 0 0 0 0 0 
BASE (L-TIME NON FAMILY EMPLOYEES) 881 619 1S0 112 527 209 145 437 444 

*NON FAMLY EMPLOEES4PART-TIME 
Daily 
Weekly 

10 
28 

12 
18 

2 
45 

33 
33 

8 
40 

25 
25 

3 
6 

10 
37 

9 
6 

mi-weekly 
Monthly 

30 
12 

29 
16 

36 
2 

0 
33 

26 
3 

21 
25 

44 
22 

24 
7 

44 
26 

Commision 0 0 0 0 0 0 0 0 0 
Piecework 20 25 14 0 23 4 25 22 15 
Non-salaried 0 0 0 0 0 0 0 0 0 

BASE(PART-TIMENON FAMLY EMPLOYEES) 121 73 42 6 65 24 32 87 34 
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. .. . . : 

* FAMLY EWILIOTEES
Daily 
Weekly
81-weekly 
Monthly 
Commision 
Piecework 
Non-salaried 

BASE (FAMILY EMPLOYEES) 

5 
37 
14 
22 
0 
10 
13 

212 

6 
38 
14 
18 
1 

13 
11 

159 

4 
s0 
17 
2S 
0 
4 
0 

24 

0 
17 
10 
41 
0 
0 

31 
29 

9 
47 
9 
6 
1 

20 
7 

98 

1 
19 
19 
38 
0 
0 

23 
69 

0 
42 
16 
31 
0 
2 
9 
45 

5 
36 
11 
19 
1 
11 
18 

140 

4 
39 
18 
28 
0 
8 
3 

72 
• NON FAMLY ELOYEE.S
Daily 
Weekly 
Bi-weekly 
Monthly 
Commision 
Piecework 
Non-salarIed 

4 
35 
31 
13 
0 
18 
0 

4 
31 
33 
10 
0 
22 
0 

3 
42 
27 
16 
0 
11 
0 

5 
47 
22 
25 
0 
2 
0 

4 
42 
24 
2 
1 

27 
0 

4 
17 
51 
26 
0 
1 
0 

1 
34 
26 
30 
0 
8 
0 

6 
33 
27 
15 
1 
18 
0 

2 
36 
34 
10 
0 
1 
0 

BASE(NONFAMLY EMLOYEES) 1.002 692 192 118 592 233 177 524 478 
- FULL-TlIME EMPLOYEhS
Daily 
Weekly 
6i-weekly 
Monthly 
Commsion 
Plecewbrk 
Non-salaried 

BASE (FULL-TIME EMPLOYEES) 

3 
36 
28 
15 
0 
16 
2 

1.079 

3 
34 
30 
11 
1 

20 
2 

768 

3 
43 
24 
21 
0 
9 
0 

170 

3 
41 
21 
28 
0 
1 
6 

141 

5 
43 
21 
3 
1 

26 
1 

621 

1 
17 
47 
30 
0 
1 
4 

269 

1 
41 
21 
32 
0 
4 
2 

189 

5 
34 
25 
17 
1 

1s 
4 

563 

2 
39 
31 
12 
0 
16 
0 

S16 
* PART-TIM EMPLOYEES
Daily 
Weekly 
Bi-weekly 
Monthly 
Convnislon 
Ple- ework 
Non-salarIed 

BASE (PART-TIME EMPLOYEES) 

10 
27 
27 
12 
0 
21 
3 
135 

11 
17 
27 
14 
0 
27 
5 
83 

4 
43 
33 
4 
0 
15 
0 
46 

33 
33 
0 
33 
0 
0 
0 
6 

7 
38 
25 
3 
0 
28 
0 
69 

21 
24 
18 
21 
0 
3 
12 
33 

3 
6 

42 
21 
0 
27 
0 
33 

10 
34 
22 
7 
0 

24 
4 

101 

9 
6 

44 
26 
0 
15 
0 
34 

TOTAL EMPLV
Daily
Weekly 
8l-weekly 
MonUlly 
Comiion 
Piecework 
Non-salarid 

s 

ASE(TOTAL EMPLOYEES) 

4 
35 
28 
14 
0 
16 
2 

1.214 

4 
32 
29 
11 
0 
21 
2 

851 

3 
43 
26 
17 
0 
11 
0 

216 

4 
41 
20 
28 
0 
1 
6 
147 

5 
43 
22 
3 
1 
26 
1 

690 

4 
18 
44 
29 
0 
1 
5 
302 

1 
36 
24 
30 
0 
7 
2 
222 

6 
34 
24 
16 
1 
17 
4 

664 

2 
37 
32 
13 
0 
16 
0 

550 
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AVERAGE INCOME BY TYPE OF EMPLOYfE
 
(FULL-TIME VS. PART-TIME EMPLOYEES)
 

TOTAL SAN SAL STA. ANA S. MIGUEL INDUSTRY COMMERCE SERVICES SMALL MICRO 

TOTAL0 

e 28.67 33.46 23.72 16.02 35.35 23.78 26.40 34.65 25.70 

binmy c 703.48 730.16 735.65 484.87 901.03 559.94 720.76 793.68 582.91 

Fringe banes 77% 78% 70% 81% 76% 73% 84% 88% 68% 

O,,ywor hl. 6.8 6.8 8.0 5.6 7.6 7.0 6.3 5.7 7.0 

wri de1eMwi. 5.1 5.0 5.9 4.5 5.6 5.2 4.9 4.4 5.3 

FULl-T10E 

25.96 29.81 25.80 22.28 32.63 24.23 22.19 35.22 23.02 
M.tfy a 810.03 860.41 793.12 660.82 926.15 732.57 676.01 1,044.59 656.12 

Fringe keals 80% 81% 78% 81% 79% 75% 85% 87% 72% 

Dyw k hv. 7.6 7.5 7.8 7.5 7.6 7.7 7.1 7.6 7.5 
W" daymp. 5.8 5.7 5.9 6.0 5.7 5.8 5.8 5.8 5.8 

PART-TIM_ 

coy. 31.37 37.11 21.65 9.77 38.07 23.32 30.62 34.07 28.38 

ma MAP6 528.99 599.90 678.17 308.92 875.91 387.31 765.51 542.78 509.71 

Fringe balrs 50% 53% 41% 83% 49% 58% 76% 94% 46% 

Oilywa* . 6.0 6.0 8.2 3.7 7.7 6.4 5.5 3.7 6.6 

Wor dmIWAK. 4.4 4.4 5.9 3.0 5.5 4.6 3.9 4.8 2.9 



AVERAGE INCOME BY TYPE OF EMPLOYEE
 
(RELATED VS. UNRELATED EMPLOYEES)
 

TOTAL SAN SAL STA. ANA S. MIGUEL INDUSTRY COMMERCE SERVICES SMALL MICRO 

TOTAL n 

owy a 28.67 33.46 23.72 16.02 35.35 23.78 26.40 34.65 25.70 
mo- 703.48 730.16 735.65 484.87 901.03 559.94 720.76 793.68 582.91 

FftpbneflbS 77% 78% 70% 81% 76% 73% 84% 88% 68% 
00yush hm. 6.8 6.8 8.0 5.6 7.6 7.0 6.3 5.7 7.0 
Wor domymI 5.1 5.0 5.9 4.5 5.6 5.2 4.9 4.4 5.3 

AELAlED 

o0mp. 31.37 37.11 21.65 9.77 38.07 23.32 27.65 38.38 29.07 
Mmaly 1 635.51 599.90 678.17 308.92 875.91 387.31 765.51 763.56 509.71 
Flnhlge bawls 59% 58% 67% 62% 64% 68% 73% 81% 56% 
0wv wmh. 6.0 6.0 8.2 3.7 7.7 6.4 5.5 3.7 6.6 
WOk dm"IL 4.4 4.4 5.9 3.0 5.5 4.6 3.9 2.9 4.8 

N@U4EATE0 

onl 0 25.96 29.81 25.80 22.28 32.63 24.23 22.19 35.22 23.02 
Mmmvi,. 771.45 860.41 793.12 660.82 926.15 732.57 676.01 1,044.59 656.12 
Ffnee baisra 81% 83% 70% 86% 78% 78% 86% 89% 71% 
o WV w* .. 7.6 7.5 7.8 7.5 7.6 7.7 7.1 7.6 7.5 
Wk do-v 5.8 5.7 5.9 6.0 5.7 5.8 5.8 5.8 5.8 



Average Daly Wage (6) 
Vacallmon Pay 
Chdeanm Bonus 
Social Security 
Oter Befat 
No Beneft 

25.36 
31 
46 
20 
36 
38 

27.65 
30 
49 
19 
36 
40 

26.89 
30 
40 
10 
40 
25 

19.53 
34 
38 
31 
34 
38 

34.06 
32 
s0 
21 
37 
35 

18.30 
33 
32 
22 
43 
38 

21.91 
32 
68 
20 
32 
2S 

20.77 
23 
37 
9 

40 
42 

36.76 
49 
68 
43 
35 
19 

Averag Dely Work Housm 
Average Days WoediWeek 
Average Monitly Ewnge 

7.5 
5.8 

849.27 

7.3 
5.7 

787.41 

7.8 
5.9 

911.12 

7.4 
6.1 

617.84 

7.3 
5.7 

959.43 

7.6 
5.8 

566.95 

7.0 
5.9 

665.01 

7.2 
5.7 

597.65 

7.5 
s.8 

1.085.56 
% of niployeee whmmh Job 
AMeg No. of Dspedna 

MAN (FULL-TMEFAMILY EMPLOYEES) 

9 
1.2 
198 

11 
1.1 
149 

0 
1.s 
20 

0 
0.9 
29 

a 
1.4 
94 

a 
1.1 
60 

14 
0.7 
44 

9 
1.1 
126 

8 
1.2 
72 

Average Daly Wage (s) 37.38 46.57 14.41 0.00 42.08 28.33 39.33 37.38 0.00 
vaca pay 
Christmme Sonis 
socia secur ty 
Outer sweft 
NO Secefe 

14 
29 
7 
14 
64 

0 
10 
0 
10 
80 

0 
0 
0 

25 
75 

0 
0 
0 
0 
0 

25 
so 
0 
25 
so 

11 
22 
11 
11 
67 

0 
0 
0 
0 

100 

14 
29 
7 
14 
64 

0 
0 
0 
0 
0 

Average Dely Work Hon 
Average Days WoskeSWek 
Average Mony Ernge 
% of Eplsyeem eItl I Jab 
Average No.of Daep 

IASE (PART-TME FAMLY EMPLOYEES) 

5.9 
3.9 

421.76 
43 
1.8 
14 

4.8 
3.1 

412.38 
40 
1.8 
10 

8.6 
5.9 
45.22 
50 
1.8 
4 

0.0 
0.0 
0.00 

0 
0.0 
0 

8.0 
5.3 

792.39 
100 
3.0 
4 

5.2 
3.4 

207.68 
11 
0.9 
9 

4.0 
2.0 

866.00 
100 
4.0 
1 

5.9 
3.9 

421.76 
43 
1.8 
14 

0.0 
0.0 
0.00 

0 
0.0 
0 

-DANIEL 
 CARR& ASSOCIATES 



Aua, wags (e) 26.57 31.96 22.71 25.03 31.20 30.17 22.46 25.28 33.69Vacanti. Pay 57 58 51 62 SS 65 
 46 52 60ChIdslnme Bonus 71 75 59 63 68 67 76 60 78
Social Secudly 40 43 27 43 37 54 26 26 51
Oew knells 40 42 33 35 41 32 40 36 41
No Benef 16 15 22 14 18 21 12 24 11 

Average Daly Wart Naomi 
 7.7 7.6 7.7 7.5 7.9 7.8 7.1 7.7 7.8Average Days WadrieWe 5.8 5.7 5.e 5.9 5.8 5.9 5.7 S.8 5.8
Average m Eanbigs 
 770.79 933.42 675.13 703.81 892.87 898.20 687.02 714.58 1,003.62% of Flyeas fm IlI Jab 
 9 8 15 8 9 8 11 12 7
Average No.of D"rfw 
 1.2 1.3 1.2 1.2 1.3 
 1.4 1.0 1.1 1.4


BASE(IJLL-TWE NON FAMILY MPLOYEES) 681 619 1SO 112 
 527 209 145 437 444
 

Average Dlly Wap (0) 25.36 27.65 28.89 19.53 34.06 18.30 21.91 20.77 36.76
Vacation Pay 
 16 14 17 33 17 38 
 28 24 24
Chrlemaum Bonus 
 39 45 29 33 34 38 
 75 31 82

Social Security 12 1s 7 0 
 9 17 44 9 47

Oilier Benef.i 
 22 26 17 17 28 29 25 23 38

No Bellst 
 46 42 57 17 51 33 22 
 53 6
 

Avea aly Work Hu 
 7.5 7.3 7.8 7.4 7.3 7.6 7.0 7.2 
 7.5
Averag Da WOitdWWeM 
 5.9 5.7 5.9 6.1 5.7 5.8 5.9 5.7 5.8
Averags Heoly Embigs 772.12 787.41 911.12 617.84 959.43 566.95 665.01 597.65 1,085.56% ofE loyees f o 1 Job 31 
 38 19 17 22 42 41 29 35

Aveage No.of DeperWe 1.0 1.6 0.7 0.3 1.2 
 0.9 1.2 1.1 1.2 

iASE (PART-TENON FAMLYBPLYEES 121 73 42 6 65 24 32 87 34
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Average Daly Wage (a) 31.37 37.11 21.65 9.77 38.07 23.32 27.65 29.07 38.38
Vocalisn Pay 29 28 25 34 32 30 31 22 49Chrisnm some 44 47 33 38 50 30 67 36 66Socia Security 1918 6 31 20 20 20 9 43Oite Btlefnit 34 34 38 34 37 39 31 37 35No BmellSB 41 42 33 38 36 42 27 44 19 

Average Dafi Work Howe 6.7 6.0 8.2 3.7 7.7 6.4 5.5 6.6 3.7
Average 02- WorlkedWee. 4.6 4.4 5.9 3.0 5.5 4.6 3.9 4.8 2.9Average MoSMy Earng. 635.51 599.90 678.17 308.92 875.91 387.31 765.51 509.71 763.56% of EnIployes whnorm n1Job 11 13 6 0 10 9 16 12 a
Average No. of Depmd.M 1.47 1.45 1.60 0.47 2.18 0.99 2.33 1.42 0.61

BASE (TOTALFAMILY IPLOYEES) 212 159 24 29 98 69 45 140 72 

Average Daily Wage (a) 25.96 29.81 25.80 22.28 32.63 24.23 22.19 23.02 35.22Vacaiko Pay 52 53 44 60 51 62 42 47 57
Chris8uim Seus 67 72 53 62 65 64 76 56 78Social Security 37 40 23 41 34 50 29 23 51OUter naleea 38 40 30 34 39 32 37 34 41No Seeff 
 19 17 30 14 22 22 14 29 11 

Average DaY Work Hom 7.6 7.5 7.8 7.5 7.6 7.7 7.1 7.5 7.6Average Days WokdjViek 5.8 5.7 5.9 6.0 5.7 5.3 5.8 5.8 5.8Average Monly F.rning. 771.45 660.41 793.12 660.82 926.15 732.57 676.01 656.12 1,044.59
% of Enpyeewmr m I Job 12 11 16 8 11 12 16 15 9
Avrage No. of Depeeflb 1.1 1.4 0.9 0.8 1.2 1.1 1.1 1.1 1.3

ASS (TTlALNON FAMILY SEPLOYEE.) 1,002 692 192 116 592 233 177 524 476 

DANIL CARR &ASSOCATES 
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Average Daily Wage (a)
Vacadton Pay 

25.96 
53 

29.81 
53 

25.80 
49 

22.28 
56 

32.63 
52 

24.23 
58 

22.19 
42 

23.02 
45 

35.22 
58 

Christmas onus 67 70 57 58 66 59 74 55 77 
Social Security 37 39 25 40 34 46 24 22 50 
Other Benefits 39 41 34 35 40 35 38 37 40 
No Benelits 20 19 22 19 21 25 15 28 13 

Average Daily Work Haurs 
Aveage Days WodiwdWeek 

7.6 
5.8 

7.5 
5.7 

7.8 
5.9 

7.5 
6.0 

7.6 
5.7 

7.7 
5.8 

7.1 
5.8 

7.5 
5.8 

7.6 
5.8 

Average Monty Earnings 
% of EnF eee" wmore Ian1 Job 

810.03 
9 

860.41 
9 

793.12 
14 

660.82 
6 

926.15 
9 

732.57 
8 

676.01 
12 

656.12 
11 

1,044.59 
7 

Average No. of Depemldans 1.2 1.2 1.3 1.1 1.3 1.2 0.8 1.1 1.3 
BASE (TOTAL FULL-TME SPLOYEES) 1,079 768 170 141 621 269 189 563 516 

-.................................................. ... 
P

Average Daily Wage (a) 
., .. ......M. M*.RA 

31.37 *.
37.11 21.65 ~ 9.77 38.07 23.32 30.62 28.38 34.07 

Vacation Pay 14 12 15 33 17 30 27 23 24 
Christem Bonus 
Social Security 
Other Benefits 

36 
10 
21 

41 
13 
24 

26 
7 
17 

33 
0 
17 

35 
9 
28 

33 
15 
24 

73 
42 
24 

31 
9 
22 

82 
47 
38 

No Benefits so 47 59 17 51 42 24 54 6 
Aver Daily Work Hours 
Average Days WoarkdlWeek 

6.7 
4.9 

6.0 
4.4 

8.2 
5.9 

3.7 
3.0 

7.7 
5.5 

6.4 
4.6 

5.5 
3.9 

6.6 
4.8 

3.7 
2.9 

Average Montly Earnings 
% of Epyees w/mne Stan 1 Job 

528.99 
32 

599.90 
39 

678.17 
22 

308.92 
17 

875.91 
26 

387.31 
33 

765.51 
42 

509.71 
31 

542.78 
35 

Average No. of Dependunts 1.4 1.7 1.2 0.2 2.1 0.9 2.6 1.4 0.6 
BASE (TOTAL PART-THAE SPLOYEES) 135 83 46 6 69 33 33 101 34 

Averag Daily Wage (0) 28.67 33.46 23.72 16.02 35.35 23.78 26.40 25.70 34.65 
Vacation Pay 48 49 42 55 48 55 40 42 56 
Chrismias Bonus 
Social Security 

63 
34 

67 
36 

50 
21 

57 
39 

62 
32 

57 
43 

74 
27 

5-, 
20 

77 
50 

Othr Benefts 37 39 31 34 39 33 36 35 40 
No Benefits 23 22 30 19 24 27 16 32 12 
Average Daily Work Hours 7.1 6.8 8.0 5.6 7.6 7.0 6.3 7.0 5.7 
Average Days Worked/Week 5.3 5.0 5.9 4.5 5.6 5.2 4.9 5.3 4.4 
Average Monthly Earnings 650.22 730.16 735.65 484.87 901.03 559.94 720.76 582.91 793.68 
% of Enpoyees wmoe Ihan1 Job 12 12 15 7 11 11 16 14 9 
Average No. of Dependants 1.3 1.4 1.3 0.6 1.7 1.1 1.7 1.3 1.0 

BASE (TOTAL EMPLOYEES) 1,214 851 216 147 690 302 222 664 550 
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Incre se In dmulipo'dukw ur 6me 41 47 26 45 ;6 36 20 40 46 

Creivwordng oapltl 24 26 18 29 26 22 24 21 35 

Expend/renoi locas 24 20 33 23 10 37 20 24 21 

More m ecaey/equipnwnt 7 7 7 3 11 2 7 7 4 

Now marIewlclents 7 5 11 3 7 3 15 7 6 

DlvewlflcationVnew product MIs 4 6 0 3 3 7 0 4 4 

Access to skiled Ior 3 3 5 0 4 3 2 4 0 

Increase invenldres 3 2 5 3 3 3 2 4 0 

Business plsnnnglporojeclon sib 1 1 2 0 0 1 2 1 0 

Addilond Mw not requted 2 1 2 3 2 1 2 2 0 

OfIer fa s 3 4 2 0 1 3 7 3 2 

Could not speciy 1 1 2 0 1 1 o 1 2 

BS 244 152 61 31 96 107 41 196 48 
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Friends 59 55 59 74 52 67 51 61 50 

56mploye56 53 52 77 60 53 54 54 67 

Relatives 48 46 41 68 43 53 44 49 40 

Newspap 17 27 0 3 23 10 22 16 21 

Personal contact 6 6 3 10 4 6 10 6 6 

Help waied 1l"n 5 4 5 13 6 5 S 5 6 

Pemrsl requess 2 2 3 3 3 1 5 3 2 

Otaes S 3 10 0 7 1 7 5 2 

Could not Sanw5 3 10 0 2 8 0 5 2 

Are not accustomed to h"ng employes 9 7 16 3 1 20 0 11 0 

% OF lWsE88h THAT 
HImE ACUAITANCES 5 49 59 74 48 57 63 56 48 

%OF IJUKEE THAT RICEIVE 

IQUIi FR JOS VACANCIES 68 66 S7 90 71 65 71 66 79 

" Acqualnanoe. 32 37 20 29 31 39 17 33 29 

em- neilburhood 27 28 23 29 29 29 17 26 32 

BAS 244 152 61 31 96 107 41 196 48 
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*POOWAOR OF JNMSSESWIIVHn .LEDLA O 30 33 23 29 35 23 34 30 29 

Wmafmd iTM 45 46 31 62 37 56 37 42 55Ince in Coes 18 18 22 10 23 7 30 17 21Decres in oupuVpedone 16 19 17 5 30 3 15 18 12Poor @-oce 16 13 19 24 a 24 19 19 9No efect 12 10 19 5 13 12 7 11 1sLoww quaity 7 7 11 0 12 2 7 7 6OlIw pbmis 1 1 0 0 0 2 0 1 0Did not m!,on 1 2 0 0 2 2 0 2 0Could not sped, I 1 0 0 2 0 0 1SASE(SU1NE8a1TATHIEUNSKLLED LA8OR) 146 89 36 21 60 59 
0 

27 113 33 

.OT11 PROBMEMRAIWTOPERSONPOEL 
Nom 58 57 54 71 57 56 66 60 50MoUvaUon 11 13 5 13 10 11 10 10 13
Theft 9 a 13 3 7 11 5 9 6Oters 
 8 10 5 6 13 6 5 6 19
Do nt hie 
 7 7 10 0 1 13 2 8 0Bad hjl 
 5 5 5 3 5 4 7 5 6Abseenteism 
 5 3 10 3 7 2 5 4 6Punctuality 1 1 2 0 1 1 2 1 2 

BSE 244 152 61 31 96 107 41 196 48 
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Assign fixed salary 69 70 57 87 70 72 61 66 83 

PERCENTAGE wmnH ADIrToWALIcom 
Other bush 
Personal services 
Employee 
Others 
Did not respond 

43 
14 
7 
4 
18 

45 
14 
7 
3 
20 
1 

36 
13 
7 
7 
11 
0 

42 
19 
3 
3 

16 
0 

41 
16 
6 
2 
15 
1 

43 
11 
6 
5 

21 
0 

46 
20 
5 
7 
15 
0 

44 
13 
5 
5 

21 
0 

33 
19 
13 
2 
4 
2 

AVERAGEN OFDEPEDINTS 3.0 3. 1 2.6 3.0 3.3 2.7 3.1 2.9 3.5 

With other family 9nome 55 52 67 45 45 58 71 56 50 

WiAng iogive up business Ior fixed employrent 18 20 20 6 22 13 22 21 4 

Oeeked Monthly SaI (e) 3,252.27 3.403.33 2,750.00 4,000.00 3.266.67 3,557.14 2,744.44 3,073.81 7,000.00 

- D-eRhD BENEFITS 
Legally Required Benf Is 70 73 75 0 62 71 89 71 50 
Social Security 
Ufa Imurance 
Transportalon/Per Dien Expenses 
Medlcal/Hoepltal Insurance 
Could Not Specify 
pai Vacations 
Incentives/Commisslons 
Others 

11 
11 
9 
7 
7 
5 
2 
2 

13 
13 
10 
7 
7 
3 
0 
0 

0 
0 
0 
6 
8 
0 
a 
a 

s0 
50 
50 
0 
0 
50 
0 
0 

14 
10 
10 
5 
10 
5 
0 
5 

7 
7 
14 
7 
7 
7 
7 
0 

11 
22 
0 
11 
0 
0 
0 
0 

12 
12 
5 
7 
7 
2 
2 
2 

0 
0 

100 
0 
0 
50 
0 
0 

RAS(OWNERSWILUNGTOGIVEUPBUSINESS) 44 30 12 2 21 14 9 42 2 

DANIEL CARR & ASSOCIATES 



Mhvemmof inftle amition 59 58 63 55 64 53 66 60 57 

iNJ" -economFic rewards 24 25 6 52 12 34 22 23 28 

Stability/.conomic security is 11 22 21 17 12 19 13 22 

Persial remasons 10 11 10 3 8 13 6 10 9 

Prefer present activity a a a 3 11 6 3 6 11 

Moral obligatlonlemployees/Instudon 5 7 2 3 8 2 6 5 7 

Omer rmaons 3 2 6 0 3 2 3 3 0 

Did not speify 1 1 2 0 0 2 0 1 2 

BASE 200 122 49 29 75 93 32 154 46 
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.a 50.000 or ki 41 42 52 10 48 34 41 50 2 

Betwen $50.001 and o100,000 21 22 23 13 16 25 22 26 2 

Between 0100,001 and c150,000 13 13 13 13 11 15 12 14 10 

Between 150,001 ald .250.000 14 14 a 26 15 14 15 a 42 

Between 6250.001 and OSO0.000 9 7 2 35 8 10 7 2 40 

Be en .00001 aid *750.000 1 1 2 3 0 2 2 1 4 

More ftn 0750.000 1 1 0 0 2 0 0 1 0 

BASE 

AVERAGE() 
244 

117,187.77 
152 61 

100,379.83 89,294.75 
31 

226.667.86 
96 

102.133.43 
107 

124,851.84 
41 

128,583.33 
196 

76,975.74 
48 

282.503.89 
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ANNEX NO. 6
 

FIELD SURVEY QUESTIONNAIRE 



ANNEX No.6 


PRO-1091 CUESTIONARIO No. 
USO DE OFICINA 

ZONA: TAMANO: SECTOR: SEXO: ENCUESTADOR 

FECHA / I 
1 	 1 1AMSS...1 MICRO......INDUSTRIA .........MASC .... SUPERVISOR
 

S.A.......2 	 COMERCIO ..........
2

SM 3 PEQUEFJ O.. 2 SEVCO..~FEM..2 	 CODIFICADOR________ 

31 	 3IS.M ...... 	 SERVICIO............ ITAO
 
DIGITADOR_________ 

DATOS GENERALES 

NOMBRE DE LA EMPRESA 

DIRECCION 	 TEL. 

NOMBRE ENTREVISTADO 

BUENOS DIASIBUENAS TARDES 
MI nombre es y trabajo para una empresa quo so dedica al desarrollo do estudios 
econ6micos y evaluaci6n do programas y proyectos onfocados a la capacltaci6n do los micro y pequeflos
empresarios. Actualmente estamos desarrollando una oncuesta, para conocer su sincere oplnl6n acerca do 
Ins cursos tomados en PROPEMI, con el objeto do mejorar la atenci6n y serviclo do este programa. 

ASPECTOS GENERALES 
1. 	Para comenzar, me puede docir, ,qu6 es FUSADES? (SI NO SABE 0 NO RESPONDIO PASE AP.3) 

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

2. 	 lConoce usted aque sectores ayuda FUSADES? 

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

3. 	De las sigulentes respuestas quo aparecen es esta tarjeta, ,cul es la quo describe mejor lo quo es 
PROPEMI? (ENTREGUE TARJETA) 

ORGANISMO INTERNACIONAL DE AYUDA FINANCIERA ................................................
I 
PROGRAMA SOCIAL DEL SECTOR PUBLICO................................................................2 

PROGRAMA DEL SECTOR PRIVADO DE AYUDA ALA MICRO Y PEQUEAA EMPRESA, ...........3 

INSTITUCION PUBLICA DE CREDITOS DE AYUDA ALA PEQUE1A YMICRO EMPRESA .........4
 
. .... °...... ...... ..................................................................................
 

4. 	 lRecuerda usted la fecha cuando paricip6 en los cursos do entrenamlento do PROPEMI? 

_-"1
Mes Aflo 	 NO RECUEFDA 



2 

5. /,Cudles fueron las materias que se impartieron en el curso en quo usted particlp6? 
Y adem&s do las quo mencion6 ,Tom6 el curso de ........... ? 

MATERIAS ESPJC .MEA00NA1UDA 
Contabilidad 1 1 ENCUESTADOR: 
Cosios 2 2 Para cada materla seflalada 
Administracl6n 3 3 marque en las sigulentos ho-
Mercadeo y Ventas 4 4 Jas las secciones correspon-
Proyectos de Inversi6n 5 .5 dientes, y luego continde en 
Otros (Especificar) P.6 
NINGUI' [: PASE A P. 35 

6. En general, ,cuciles fueron los beneficlos que obtuvo por haber asistido a los cursos? 

I A.CONTABILIDAD I1 
7. 	 Usted mencion6 que tom6 ol curso do contabilidad. En sus proplas palabras, me puede decir, ,qud es un 

balance general? 

C......... 2 PC 	 I...... 0
 

8. 	 &Ou6 es un activo? 

C......... 2 PC ....... 	 0
 
. ... ... .... ..... .......................... 
 .... 	 ....... .... ......................................
 

9. 	 4,Qu6 es Ufn pasivo? 

C ......... 2 PC .....1 I......... 0
 
- --- --..............-....-......-
 -..........-......................................................
 

10. 	1,Qu es un sislema simple do cuentas? 

C......... 2 PC ....... 0
 
.. ........ . ............... 
 ............................................
 

11. 	 LIMe podrla dar el nombre de algunas cuentas quo forman parte do un sistema simple do cuentas? NO LEER 
12. 	Y do las cuentas que aparecen en esta tarjeta, ,cui1es Ileva usted en su negocio? (ENTREGUE TARJETA) 

TIPOS DE CUENTAS P.1 P.12 
Cuenta de cala oofectivo 1 1 
Cuenta do aniclpo do cllentes 2 2 
Cuenta de aasos 3 3 
Cuenta de ventas (ContadoCrddito) 4 4 
Cuenta do compra de materias primas 5 5 
Cuentas Dor Daaar 6 6 
NORESPONDIONINGUNO 7 7 

/
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13. jPodrIa decirme qu6 es un estado de p6rdidas ygananclas? 

C......... 2 PC ....... I I......... 0 
...° .................... ................. .... .......... .... ...... ............ .... ........ ..... 

ENCUESTADOR :SI TIENE MARCADA OTRA MATERIA, CONTINUE. CASO CONTRARIO PASE AP.30 

.cosTOSDF-1
 
14. Hablando ahora del tema do costos, me podria decir, ,qu6 es costo fijo? 

C......... 2 PC 	 I...... 0
 

15. j.Qu6 es costo variable? 

C......... 2 PC 	 I...... 0
 
.......................................... 	 ..... .........................................-.....------.
 

16. ,Qu6es costo unitarlo? 

C ......... 2 PC 	 I...... 0
 

17. ,Qu6 es utlildad? 

C ......... 2 	 PC. 1 I...... 0
 
..................................................................................... 

ENCUESTADOR :SI TIENE MARCADA OTRA MATERIA, CONTINUE. CASO CONTRARIO PASE A P.30 

I

IC. ADMINISTRACION I 

18. Pasando al tema de administraci6n, para usted, 1,por qu6 es Importante la administraci6n? 

C ......... 2 PC ....... I I......... 0
 
............. ...................................................................
 
19. 	Producci6n forma parte de las Areas b~sicas do administraci6n, lpodria mencionarme las otras Areas? 

Financlera ...........1 Personal.....................No respondi6 ..........3 5 

Mercadeo ...........2 Otros (Especificar) .....4
 

C......... 2 	 PC. 1 I...... 0
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20. /Qu4 es un organigrama? 

C ......... 2 PC ....... 0
 
.... . . . . . . ................ - .. ..... ................................................
 
21. 	 4,Con cuil de las siguientes actividades tione que ver el lderazgo? (ENTREGUE TARJETA)
 

5
Contabilidad ........ 1 Direcci6n ............... 3 No respondl6 ............... 


Produccl6n ......... 2 Ventas ............... 4
 

C ......... 2 	 PC. 1 I...... 0
 
.°.. .... 	 ....... ...... ............. ...................... ....... .......... ..........................
 

respuestas quo aparecon on esta tarjeta? (ENTREGUE TARJETA) 

22. j La planificacl6n, organizacl6n, ejecuci6n y control, son herramlentas quo slirven para cuil do las tres 

A. Sirven para conseguir un crddito............................................... 1
 

B. Sirven para administrar blen una empresa, o ........................... 2
 

C. Sirven para satisfacer las necesidades do los cllentes ............. 3
 

D.	 Ninguno ................................................................................. 4
 

C ......... 2 PC I...... 0
 
. .......... ............................ .......... .. o.... ...... ......... ..............................
 

ENCUESTADOR :SI TIENE MARCADA OTRA MATERIA, CONTINUE. CASO CONTRARIO PASE AP.30 

ID. MERCADEO Y VENTAS 

23. Ahora vamos a hablar del curso do mercadeo y ventas, me podria decir, Iqud es la segmentac16n de 
mercado? 

C ......... 2 	 PC. 1 I...... 0
 

24. ,Qu6 aspectos 	so deben considerar para fijar el preclo? NO LEER 

A. Coslos de produccl6n y ventas ................................................... 1
 

B. La oferla y la demanda ............................................................ 2
 

C. El preclo quo la 	competoncla cobra ......................................... 3
 

D. El tipo do clientela y las necesidades que van a salisfacer........ 4
 

E. Olros (Especificar) 	 . 5
 
F. No 	respond16 ........................................................................... 6
 

C ......... 2 	 PC ....... I I......... 0
 
. ..... 	 ...... °.. ........... ................................ ..... ....................................
 

25. jQu6 es un canal do distribuci6n? 

C ......... 2 	 PC. 1 ......0
 



------ 
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ENCUESTADOR :SI TIENE MARCADA OTRA MATERIA, CONTINUE. CASO CONTRARIO PASE AP.30
 

I E. PROYECTOS DE INVERSION 1li 

26. Pensando ahora on el curso do Inversiones, podrla decirme, jqu4 es un proyocto do inversl6n? 

C......... 2 	 PC. 1 I...... 0
 

27. ,Qu6 es la rentabilidad do un proyocto? 

C ......... 2 	 PC .....1 I......... 0
 
IO OI el ol'Ol el O 	IONO0
 . .................................................................................................
 

28. jCu:les son los tres tipos do inversl6n quo so mencionan on el curso? NO LEER 

A. Inversi6n on capital do trabajo.......................... 1
 

B. Inversi6n on activo fijo .................................. 2
 

C. Inversl6n on combinados ................................ 3
 

D. 	No respondi6 ................................................. 4
 

C......... 2 PC. 1 I...... 0
 
.........................----------------------------------------------------------............... 


29. ,Cules son algunas do las causas do un manejo inadecuado do un cr6dito? NO LEER 

A. Falta do dalos 	contables confiables .............................................................................. I
 

B. El optimismo exagerado an las proyecciones ................................................................ 2
 

C. No inverlir los fondos prestados do acuerdo at proyocto prosentado ............................. 3
 

D. Mal manojo do 	la empresa ......................................................................................... 4
 

E. Las ventas futuras no cubren los costos nuevos do interhs y amortizaciones ................ 5
 

F. No existe control sobre la cartera ............................................................................. 6
 

7
G. Otros (especificar) 

H. No respondi6 ............................................................................................................... 8
 

C......... 2 	 PC. 1 I...... 0
 
------	 ------ ------ ------...........................................................--------

30. Ahora quo hemos hablado acerca do to quo usted recuorda do los cursos do capacitacl6n quo tom6 an 

PROPEMI, ,podrla darnos su opini6n sobre estos cursos? 

. l un....................................................................
 

31. Do los cursos 	quo ustod '4=6, Icudl to sirvio mis on su ~negoclo? 
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32. ,Especlicamente, qud cosas do las que usted aprendl6, ha podido usar on su negocio? 

....... .. ..... ........................
......
. ..........*........ ....... ...... ....................... 


33. ,Culles do los cursos quo tom6 en PROPEMI fueron do menor beneficio para su negocio? 

...... .................... !..................
 ............ .............................
. ............ 


34. ,Qu6 recomlenda usted para mejorar los cursos do PROPEMI? 

...................................................................................................
 
APOYO CREDITIClO 

35. Ahora, cambiando de tema ,cu:ntos crdditos ha recibido usted de PROPEMI? (NINGUNO PASE A P.58) E 
......................................................................-.-----------------------


ENCUESTADOR: SI OBTUVO MAS DE UN CREDITO HAGA PREGUNTE 36, CASO CONTRARIO PASE AP.37 

36. ,Cu~l fue la raz6n principal por la quo usted regres6 a PROPEMI a solicitar crdditos adicionales? 

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

37. ;,Y cuinto fuo la cantidad del crdlito? 
38. 4Y en qu6 aflo recibi6 cada cr6dito? 
39. En general, Icuhnto tiempo pas6 desde quo usted solicit6 el crddito (s), hasta que recibi6 el dinero? 
40. 4,Considera esto perlodo de tiempo adecuado? 
41. ,Qu6 uso especlfico le dio al dinero del crddito? 

P.35 	 P.37 P.38 P.39 P.40 P.41
 
NO. MONTO ARO TIEMPO SI NO DESTINO
 

1 	 1 2 

2 	 1 2 

3 	 1 2 

4 	 1 2 

5 	 1 2 

6 	 1 2 

...........................--......................................................................
 
42. i,CuAl es su opini6n acerca del programa do crddilos de PROPEMI? 

174
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43. Antes de recibir el crddito do PROPEMI, Ids cuiles do las siguientes fuentes quo aparecon on esta tareta 
reclbl6 usted un crddlto para su negoclo? (ENTREGUE TARJETA) 

44. Y despu6s del cr6dito do PROPEMI, ,de cudles do las siguientes fuentes quo aparecen on esa tareta recibl6 
usted un cr~dito para su negocio? 

FUENTE P.43 P.44 
P1OEEDORES I 1 
PARIENTESOAMIGOS 2 2 

PRESTAMISTAS 	 3 3 
13*10OS 4 4 

ASOC.DEN-ORROYCREDITO 5 5 

COOP. DE AHORRO YCREDITO 6 6 
NW.GUNO 	 7 7 

l.......................................o. .Q.......... ..... .... ..... .............. o............ .
 

45. 	IConsidera usted quo se beneficl6 o no con el crddito(s) recibido(s) do PROPEMI? 

SI ........ 1 (PASE A P.46) NO...... 2 (PASE A P.47) 
. ......... ....... ..... I .. .............. ... .o ........... ... .i ...l ....i.ei e ....... O ... .. .... m
....... 	 .e .e .
 

46. 	 ,Qu6 benoficios obtuvo? 

(PASE A P.48) 

47. 4,Por qud 	 no so baneflc16? 

48. 4,Considera usted que las gananclas actuales de su negoclo son mayores o menores comparadas con sue 
ganancias antes de recibir el crddito(s) de PROPEMI? (Lea instruccl6n 

MENOS ......... I 	 (PASE A P.49) MAS ......... 2 (PASE A P.51) IGUAL........ 3 Iinmedlata P.52)
 
.... . ............ ............. ...................................... . ''''''''----'--''''''''''''''''
 

49. jPor qu6 	 bajaron sus ganancias? 

....... ........... ..... ................ .. -------------------------------------------------------.
 

50. LY en qu6 	porcentaje estima usted que bajaron sus ganancias despuds del crddito? 
ENCUESTADOR: LEA INSTRUCCION INMEDIATA A P.52 

. . ....... ........ ..... ........ ................. .... .......................................... -

51. Se puede decir quo el aumento on gananclas netas se debe principalmento al hecho de habor recibido el 
crddilo do PROPEMI, o principalmento a otras razones?
 

PRINCIPALMENTE AL PRESTAMO ........ I (PASE AP.52) OTRAS RAZONES ........ 2 (ESPECFICAR)
 

. ..................................................................
 
52. IY en qud porcentaje estima usted quo subiron sus ganancias despuds del cr~dlto? 
...................................................................
 

INSTRUCCION : VERIFIQUE EN CUADRO DESTINO DE CREDITOS 

CAPITAL DE TRABAJO f (PASE a P.53 y P.54) 

MAQUINARIA Y EOUIPO 0 (PASF a P.55 a P.57) 

NINGUNO 5 (PASE a P.58) 
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91 reclbl6 cr6dlto pars capital de trabaJo, MUESTRE EJERCICIO. 
-_ 53. iEstima usted quo la canlidad de capital de trabajo quo usted tione hoy os mayor o manor quo cuando 

recibi6 ol cr6dlto? 
MAYOR ............ 1 MENOR ......... 2 (PASE A P.54) IGUAL .......... 3 

54. 	jPor qu6 se ha reducido? 

...................................................................................................
 
SI 	 reclbl6 cr6dlto pare adqulrlr miqulnas ylo equlpos 
55. Las miqulnas y/o equipos qua compr6 con los fondos del cr6dito, itodavla cuenta con ellos? 

SI ............... 1 	 NO ............. 2
 
................................................................................
 

56. 	 iC6mo to han resultado'_ 

....................................................................................
 
57. 	 ,Le ha sacado ot provecho quo esperaba? 

.........................................................................................
 
ASESORIA TECNICA 

58. Ahora vamos a hablar acerca de las visitas qtua usted recibe por parts do los reprosentantes de PROPEMI. 

Aproximadamente, 	 ,cucintas visitas ha recibido por part. del representante do PROPEMI? 

(NINGUNA, PASE A P.65) 

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

59. Y del total de estas visitas, Ion cuintas do ellas ha recibido consojos o asesorla para mejorar su negoclo ? 

(NINGUNA, PASE A P.65) 
....................................................................
 

60. Normalmente, Icufnto duran las visitas de consojos o asesorla? 
...........................................
........ .
......................... 


61. 	 Concretamente, Ido qu6 manera considera usted quo su negoclo se ha beneficlado debido a los consojos o 

aserorlas recibidas? 

................... --------...... ....... ......................................................
 

62. IConsidera usted quo los consojos to han ayudado a ganar mis dinero, o a reduclr costos, o tal vez 

simplemento a trabajar mojor? 
... ....................................................................
 

63. La asesorla quo ha recibido,lha contribuido o no a quo usted haya contratado mAs empleados? 

HA CONTRIBUIDO .......... 1 (PASE A P.64) NO HA CONTRIBUIDO ......... 2 	 (PASE A P.65)
 
....................................................................
 

64. 	,C6mo ha contribuldo? 

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

65. 	ju6 lipos do asesorla necesita para mejorar su negocio? 

/ 
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IMPACTO EN EL EMPLEO 
66. Cambiando de tema, me gustarla quo hablAramos acerca del personal do su empresa. Ademds do usted, 

LcuAntas personas trabajan actualmente on su negocio? 
.... ............ 	 ....................................
. ...................... 	 .... .. .. ........... ..... 


67. Y antes do recibir el primer crddito do PROPEMI, Lcuintas personas trabajaban con usted? 

DISMINUYO [- PASE AP.68 IGUAL 1111 PASE AP.70 

AUMENTO [1 PASE AP.69 	 SOLO PROPIETARIO [1PASE A P.79 
...... ....... ............ ... o.... ....... ....... ....... .......... ... .... .............................
 

68. ,A qu6 se debe quo haya reducido el nimero de las personas ( o persona ) que antes trabajaban con usted? 

(PASE A P.70) 
.	 ............... ....... ........... ........... .... ............................................ ... 

69. 	,Se puede decir quo el aumento do la(s) persona (s) quo ahora trabajan con usted se debe Onlcamente al 
hecho de haber recibido el crddito(s) de PROPEMI, o principalmente a otras razones? 

UNICAMENTE AL PRESTAMO ............... 1 (PASE A P.70) OTRAS RAZONES ..... 2 (ESPECIFICAR)
 

-	 - .......-... .........................................--------......... .......-.....-..-....... 


70. Do las personas quo trabajan con usted, icuintas son temporales (1) y cu~ntas son permanentes (2)? 
71. 	De las personas que trabajan con Ud., Lqui6nes do ellas son famillares (1), y quidnes no son familiares (2)? 
72. 	,C6mo ganan las personas a las quo les paga? 

Dario...... I Semanal ..... 2 Quincenal ..... 3 Mensual ..... 4 Por comisl6n.. 5 Por obra... 6 
73. LY cucinto les paga? 

(POR COMISION 0 POR OBRA PIDALE AL ENTREVISTADO QUE CALCULE EL PROMEDIO QUE GANA POR DIA) 
74. ICuintas horas al dia trabajan en promedio sus empleados? 
75. /,CuAntos dias a Iasemana trabajan? 
76. 	 ,Qu6 tipo do prestaciones les da a las personas que trabajan con usted? 

Vacaciones.. 1 Aguinaldo... 2 ISSS... 3 Otros.... 4 (Especificar) Ninguno... 6 
77. 	 ,Sabe usted si adem~s do este emploo su empleado, tiene otro trabajo adiclonal? SI ....... I NO ....... 2
 
78. ICuAntas personas dependen econ6micamente de lo que ganan sus empleados, es decir, a cubntas personas 

mantienen ellos o ayudan a mantener? 

P.70 P.71 P.72 P.73 P.74 P.75 P.76 P.77 P.78 

NOMBRE T P F NF 
__12112 

FORMA € HRS. DIAS PREST. _I

1 
NO 

2 
U PERS. 

1 2 12 12 

1 2 112 - 2 

1 2 1 2 1 2 

1 2 1 2 1 2 

1 2 1 2 1 2 

1 2 1 12 1 2 

1 2 1 12 1 2 

1 2 1 12 1 2 

_ 

1 2 1 
1__12 12 

2 
_ 

,_ 
12 _ 

1 2 
21 __j 
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79. /Ou6 tiene quo suceder para quo sea necesario quo usted pueda emplear una o mas personas? 

.. o............ .... ............................ .... .... .... .... .... ...................... -------...
 

80. Cufndo usted nocesita emplear una persona, 4c6mo la consigue? 

.. .. ........ ...... .... ....................... ........ ....... ............ .°.... .....................
 

81. 	 Y por lo general, estas personas, 4son conocidas do usted? SI ........... 1 NO ......... 2
 
..... .... .... . . .... °.... . . .........-------.---------------------------------------------------

82. 	4,Y es comzn quo le vengan a pedir trabajo? SI........... 1 (PASE A P.83) NO ............ 2 (PASE A P.85)
 

83. 	4,Principalmente son conocidos o extrafios? CONOCIDOS .......... 1 EXTRA'lOS ........... 2
 
. .	 . . . . .... ........ ...... ........ .... ............. .................................. - -........ 	 

84. 	4Sabe usted si viven cerca de su negoclo o de su casa? SI ........... 1 NO ........ 2
 
........................-........-.................................................................
 

85. En general, 4la mayorla do las personas quo usted ha empleado estaban suficlentemente capacitadas o no 
cuando usted las contrat6? SI........... 1 (PASE A P.87) NO ............ 2 (PASE A P.86) 

...................................................................................................
 
86. 	4C6mo to afecta el hecho de quo no vienen capacitados? 

...-............-............. -............-.............................................----------

87. 	Indepndientemente quo su personal est4 o no capacitado,Lexiste algin tipo de problemas con la gente quo 
usted emplea o ha empleado? 

...........................-.......................---------------------------------- ''''.......
 

88. 	LSe asigna usted un salado fijo, como si fuera un empleado normal do su proplo negocio? 

SI ........... 1 NO ......... 2
 

89. Ademcis do su negoclo jTione usted oroes Ingresos adicionales? 
SI........... 1 (PASE A P.AO) NO ............ 2 (PASE AP.91) 

.........-........-......................... ......................................................
 

90. LDe donde provienen esos Ingresos? NO LEER 
Otro Negoclo.... 1 Trabajos o servicios personales....2 Empleado en otro negoclo....3 

Otros ....4 (Especificar) 
-- -- -- -- -- -- --.................................................................-----.--.........-


91.,&Cukntas personas en su casa dependen de sus ingresos? 
'-'--'''''''''''''''''''''''' - -..-........-.--..... - - - - - - - - - - - - - - - ------------------------- -------


92. 4Hay otras personas en su casa quo ayuden con dinero en el mantenimiento ylo con los gastos del hogar?
 
SI........... 1 NO......... 2
 



93. 	 ,Estarla usted dispuesto a dejar su negocio, y trabajar para alguien ms, si Is ofrecleran trabajo 
permanento y bion pagado? 

SI............. 1 (PASE A P.94) NO............ 2 (PASE A P.95)
 
o...o--....... ..... ...................---..........................................................
 

94. Cu-nto lo tendrIan que pagar para dejar su negocio, y qud beneficlos o prestaciones adicionales I gustarla 
recibir y quo ahora no tiene? Salario Mensual c 

Prestaclones (PASE A P.96) 
°. °o........ ................. ..... ........ .... ... ..oo........ °. .. ...... ........................... 

95. 4,Por qu6 no? 

.° 	 ° ..... ... ......... .. . .... .
...... ° °.... . .....................................................
 

96. 	Antes de terminar podria decirme, jcuAl es la actividad principal de su negoclo? 

. .	 . ....... ................... . . ... o........ .. ....... ........................................
 

97. 	 Finalmente me gustarla que estimAramos el valor total do los activos do su negoclo. Esta informaci6n la 
utilizaremos en forma confidencial y servir. 6nicamente para una clasificaci6n estadistica. Recordemos quo 
el activo incluye : 

lo que su negocio tione en cajas y bancos ................................................... 0
 

cuentas por cobrar ................................................................................... €
 

inventarios (materlas primas, producto torminado, mercaderla) ................. 0
 

activo fio (terrenos y construcciones del negocio si son proplos) ............... 0
 

m aqulnaria y equipos .................................................................................. €
 

vehIculos do la empresa............................................................................. €
 

,En cufnto estima usted el valor total del activo do su negocio? 

VALOR DEL ACTIVO o 

ENCUESTADOR: SI NO QUISO RESPONDER 0 NO PUDO ESTIMAR 
Entonces, Len cudl de los slguientes rangos dirla usted quo so estima ol valor total del activo de su 
empresa? 

050,000 o Menos ................................ 1
 

050,001 0100,000....................... 2
 

o100,001 0150,000..................... 3
 

0150,001 0250,000..................... 4
 

0250.001 0500,000..................... 5
 

c500,001 0750,000..................... 6
 

Mas de 0750,000 ............................ 7
 

No respondl6 ................................... 8
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1. Propuesta de Apoyo Finandero, Programa de Promocion 
Microempresa, PROPEMI, July 2,1985, FUSADES. 

a la Pequena y 

Original FUSADES proposal to A.I.D. requesting support to implement PROPEMI. It 
includes the survey (1985) findings that provided the basis for the design of PROPEMI. It 
also includes objectives, strategy, budgets, and procedures to follow, as well as, expected 
outputs. It served as the project paper for the grant. The projected number of human 
resources needed, and the operating budget (in dollars) of this original proposal was strictly
followed by PROPEMI. It was very useful in understanding today's PROPEMI because it 
outlines very clearly the roots of the original conceptualization and relevant development 
issues that were to be addressed by the project. 

2. 	 Cooperative Agreement (and seven ammendments) - A.I.D. Grant No. 519-0304 
A-00-5506-00, August 29, 1985. 

Key documents for conducting the evaluation. They contain all the details pertinent to the 
design of the project, and the expected outputs. The amendments modified project elements 
such as: budget amounts, expanded geographic coverage, and the increase of expected 
outputs as the grant amounts became larger. 

3. 	 Evaluation of FUSADES, June, 1988, Development Associates, Inc., Arlington, 
Virginia. 

The report recommends that PROPEMI should concentrate its activities in support of 
microenterprises as opposed to small enterprises. It is also stated that one of the main 
benefits of training is the feeling of self-confidence that the beneficiaries develop as a result 
of having taken the PROPEMI courses. In addition it recommends that the number of 
promoters (now called advisors) should be reduced. Another important recommendation 
was that PROPEMI should open credit windows in the barrios. However, there is no 
evidence that PROPEMI implemented any of the recommendations cited on this important 
document. 

4. 	 Survey of Microenterprises in El Salvador, June, 1990, International Science and 
Technology Institute, Inc. 

Very 	 comprehensive survey that revealed several important characteristics of 
microenterprises in El Salvador. It is based on 520 interviews, and includes information 
about the financial features of the target sector. Many of the quantitative figures that were 
derived in the report match the figures that were produced during the survey of this 
evaluation (e.g. average number of employees). 



5. 	 Sondeo Basico Sobre la Situacion del Sector Informal de El Salvador, September, 
1987, INCAE. 

This publication contains a complete list of international and national institutions that give 
support to the informal sector. In addition, it provides several different definitions of the 
informal sector, which include quantitative parameters of small and microenterprises. It was 
used in this evaluation to select institutions that were visited by the evaluation team 
members. 


