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EXECUTIVE SUMMARY

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 credit;.

Purpose: Increase profitability and promote expansion of target group of
small scale and microenterprises;

Objectives: Create jobs; "graduate” entrepreneurs to established financial
system; achieve self-sufficiency 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 project
beneficiaries; and technical assistance (inclusive of training activities). The $1.3 million
made available by A.LD. to help pay PROPEMI’s operating expenses had been fully
disbursed as of May 1991. The agreement between A.LD. 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 (¢) 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;
o 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.



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

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

Achieved Target

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 2% 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
¢5,000, 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 Locns

(colones)
1- 5000 . 927 46.0%
5,001 - 10,000 464 23.0%
10,001 - 15,000 197 9.5%
15,001 - 20,000 154 1.5%
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 i | -2
Total 2,021 100.0%

* less than 1%

As can be seen, 69% of the beneficiaries have received loans of less than ¢10,000. 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 cortributed 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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PROPEMT'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, PROPEMT’s total income has grown faster than its total costs.
Abhout 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.arged for loans. At present, PROPEMI has ¢36 million available for lending,
and about ¢15 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.LD.
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.LD. continue to support PROPEMI; however,
it is first necessary for the directors of FUSADES and PROPEMI’s Commission to
reconsider PROPEMT'’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 chaptzrs 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 ¢1 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
prograns (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 the
project design stage.

2. The surveyors and/or designers of the credit demand survey should be senior
credit specialists.



The selected credit institution should "match” the characteristics of the target
group.

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.

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;

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



L. INTRODUCTION

A, EVALUATION PURPOSE AND SCOPE

There are three important documents that play a major role in an A.LD. 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.LD. 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 rc'e played by A.LD. and the other
applying to the FUSADES program.



The A.LD.-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 purpose is
viewed from the perspective of the role played by A.LD,, it can be stated that the
project’s goal has been successfully reached because A.LD. 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 millon provided by A.LD. 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 alsc been achieved because all available A.LD.
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 project 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:

L To create income producing jobs.
2. To bring small and 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.



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.LD.
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 t. conduct a formal survey of 244
project beneficiarizs. The main objective of the survey was to learn about the impact of
project activities (training, technical assistance, and credit) on project bereficiaries,
particularly with respect to employment generation and earnings. The survey findings
are summarized in Annex S. 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
198S 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 faziors 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.

3



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 gredit.
‘Purpose: Increase profitability and promote expansion of target group.
Objectives: Create jobs; "graduate” entrepreneurs to established financial

system; achieve self-sufficiency 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 sich 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 7'A. needed to train PROPEMTI'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.LD. (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 and 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 reackes 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.



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 impiementation, 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.



Il. 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
imicroenterprises and, by so doing, to further contribute to the economic and social
development of El Salvador; and (2) A.LD., 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 psople
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
PROPEML.

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.



This is not to say that programs to assist self-employed 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. mnany 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
she 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 PROPEMIL.
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 agrecment 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 ¢4,000, 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:

. "The 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



- 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.LD. 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 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. §), 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 ¢10,000 ($2,000). The credit fund with reflows, which will
amount to approximately ¢57.5 million ($11.5 million) by the end of the project,
will thus benefit an estimated 24,500 persons durirg 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 ¢57.5 million colones when divided by ¢10,000 (average loan size) is
sufficient for 5,750 loans to individual borrowers, compared with the 2,375 loans
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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 ¢xpand

operations and jncrease their profitability.”
Following is a comparison of actual outputs to date with these expected output targets.

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

Achieved Projected

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
S. 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.
I{owever, 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 S, 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 applicaticns, and the advice that reportedly is given to loan
recipients during follow-up visits. The survey findings (Annex S, 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 PROPEMTI'’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
is a listed as a major expected output in the annual action plans and over one hundred
such interventions are being reported every month to A.LD.

Conclusion No. 2a: From the evaluator’s assessment of the project design elements, it
can be concluded that the revolving credit fund is appropriate, 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,

Concluslon 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 ¢36 million) to a single beneficiary.
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IIL 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 Cali,
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 PROPEMT’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 PROPEMTI'’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.LD. 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 Cepiral 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 ¢2.8 million per credit
window versus PROPEMY’s window average of ¢2.2 million.

The commercial banks grant minimum loans in the amount of ¢5,000, while PROPEMTI'’s
minimum loan limit is ¢1,000. In addition, 2/3 of PROPEMT’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 ¢10.5 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’s, 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 pu.ential
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. 22 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 PROPEMTI'’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. S: 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 small
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.
PROPEMT’s loan portfolio has never exceeded the approximate current level of 15
million colones. In addition, the relatively small number of credit windows reduces
PROPEMT’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

Range Beneficiaries  Percentage

1- 5,000 927 46%
5,001 - 10,000 464 23%
10,001 - 15,000 197 9.5%
15,001 - 20,000 154 1.5%
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

Total 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 originaliy 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
PROPEMT'’s credit program. In Table No. 17 of Annex No. 5, an average rating of 3.6
on a scale of 5 was recorded in response to asking for an opinion of PROPEMTI’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 1 out 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 1 out 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

20



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 PROPEMLD’s lending 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 PROPEMTI'’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
PROPEMTI’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;

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
iustification 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
PRGPEMI 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 component 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 S core 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 5 courses in order to qualify for a
loan, was discontinued in June, 1990. Between that date and December of the same
year, the 5 core 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 what 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 recipients 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 PROPEM], or education in genéral, 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 shouvld 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.



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 S 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 coirect
answers. Similarly, the course that had the lowest unaided recall ratio in the summary
table was Investmenit Projects. Only 1 of 5 people who took this course, reinembered
taking it. However, a review of Table No. 11 shows that 64% of these sam.e 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 S people either knew or
were familiar with what an investment project was, while only 1 out of S (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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yd
ACCOUNTING COSTS ADMIN. MKTING./SALES iNVEST. PROJECTS
Enroliment (%) 94 92 88 84 68
Unaided recall (%) 79 50 55 51 22
Test score (100 pts.) 50 66 49 53 61
IMPACT (%)
Proven benefits 33 14 22 11 3
Unproven bencfits 12 9 8 3
Least benefit 2 5 1 6 24
BASE 229 224 215 204 168§
San Salvador | Santa Ana San Miguel INDUSTRY COMMERCE SERVICES SMALL MICRO
ACCOUNTING 54 43 45 53 49 46 56 49
68 60 68 68 €5 80 66 66
ADMINISTRATION 53 4% 38 53 45 54 50 49
MKTING /SALES 54 49 53 56 54 44 59 51
INVEST. PROJECTS 61 59 63 63 61 56 62 60




Partially %That Retain

Course: Incorrect Correct Correct Information
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% 1%

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 Sth 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. S (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. PROPEMTI'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 is very
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 PROPEMTI'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 PROPEMT’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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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 S (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 S 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
nverdue 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 will 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 PROPEMTI'’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 PROPEMTI’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.LD. 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. T.A. 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. §: The training fees should be raised by 50%, in order to make
this component a little less expensive.
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TABLE No. 1

COST OF PROPEMI

1.TOTAL |2. SALARIES (3. TEGHNICAL| 4. GREDIT | 5. TRAINING |6. NUMBER OF
YEAR COST  |AND FRINGE| ASSISTANGE |  GOST COST LOANS
BENEFITS COST MADE
L THOUSANDS OF COLONES ) o
1986 1,161.0 721.0 609.7 290.0 261.3 130
1987 1,729.0 1,021.0 847.0 519.0 363.0 308
1988 1,316.0 1,010.0 553.0 526.0 237.0 493
1989 1,802.0 1,205.0 820.0 631.0 351.0 315
1990 2,446.0 1,722.0 942.0 1,101.0 403.0 774
SEPT 3011991|  2,228.0 1,468.0 780.0 1,114.0 334.0 650
TABLE No. 2

INCOME OF PROPEMI

7.INGOME | 8.INCOME | 9.INCOME | 10. TOTAL | 11. AVERAGE
YEAR FROM |[FROM FIRM FROM INCOME PORTFOLIO
TRAINING | DEFOSITS | PORTFOLIO
mpnn e THOUSANDS OF COLONES:) i
1986 652.8 17.2 70.0 636.0
1987 104.6 444 160.0 309.0 1,321.0
19688 151.8 202.4 629.0 983.2 4,828.0
1989 1195 792.3 803.0 1,7148 6,042.0
1990 193.4 2,160.0 1,058.0 34114 7,354.0
SEPT 30/1991 115.0 2,499.2 1,681.0 4,295.2 12,6814.0
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TABLE No. 3

FINANCIAL RATIOS OF PROPEMI

12. i13. l 14. 15. 16. 17. T1a. 19. {20. K

OPERATING lsu.mv OPERATING RATIO| TOTAL COST | CREDITCOST | TOTAL COST l CREDIT COST | TOTAL COST | CREDIT COST |

YEAR RATIO (1/100) (OPERATING COSTIRAINING PROGRAMVVG. PORTFOLI(JAVG . PORTFOLIOPORTFOLIO INC TFOLIO INCOME No. OF LCANS!NQ. OF LoANS]|

% (2n) (57) (1111) (411) {19) | (49) (18) | (46} |

% " " % " " F{ THOUSANDS OF COL ONE!

1986 1,658.0 620 494.0 182.0 46.0 6750 168€ 8.9¢C 2.20 |

1987 559.0 59.6 347.0 130.0 39.0 1080 229 5.60 1.70 !
1988 123.0 76.7 156.0 27.0 11.0 209 a3.6 267 1.07
1989 105.0 66.9 293.0 30.0 100 2924 59.6 5.70 2.00

1990 71.7 704 208.0 33.0 15.0 231 104 3.16 1.42 !

bEPT 30/1991 51.8 65.9 290.0 17.0 9.0 132 66 3.43 1.71 ;
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TABLE No. 4

GENERAL CHARACTERISTICS OF LOAN PORTFOLIO

| AMOUNTS
¢ RANGE No.OF |ECONOMIC No.OF TERMS No.OF | TYPEOF No.OF SEX No.OF | No.OF TOTAL No.OF
BENEF.| SECTOR BENEF. BENEF. | BUSINESS BENEF. BENEF_: LOANS LOANS

! 0001-5.000 927 | INDUSTRY 907 {1-6 MONTHS 45 MIGRO 1241 MALE 1134 1 1886
5.001-10,000 464 | SERVIGES 281 [1-12 MONTHS 557 SMALL 680 | FEMALE 866 2 616

10,001-15,000 197 | COMERCE 833 | 1-2 YEARS 972 | OTHER GROUPS 21 3 133

15,001-20,000 154 2-3 YEARS 292 q 32

2C¢.001-30,000 143 3-4 YEARS 140 ! 5 3

130,001-30,000 45 4-5 YEARS 15 X 6

190,001-50,000 67 > 5 YEARS 7

[50,001-75,000 12 8

¥5,001-100,00C 10 9

{00,001-125,00 1 10

TOTAL 2021 2021 2021 2021 2021 2670




A.

VII. MANAGERIAL AND ADMINISTRATIVE CAPABILITIES

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 corhprised 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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VIIL. FINANCIAL AND MANAGEMENT PROCEDURES

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 systemn 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.LD. 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.LD. has conducted two financial audits, one covers their period from
PROPEMT’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.LD. project. Perhaps this is
because the A.LD. 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 provide 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 ¢15 million loan portfolio
contributes ¢600,000 to pay for expenses, which is only 20% of the ¢3 million that it costs
to operate PROPEMI for one year. Under this scenario and without any further A.LD.
operating expense subsidies, the FUSADES program would stand to lose "purchasing
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power" (decapitalization) at a rate of ¢2.4 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. PROPEMTI’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, ¢2 has to be lent during that same period of time.

Each of PROPEMT’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 ¢13,500. If in the same time period the average loan size had been ¢50,000,
and assuming PROPEMI had about ¢75 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
¢35,000 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.LD.’s
development assistance strategy for El Salvador, then the following is recommended:

Recommendation No. 1: Additional support should be provided to PROPEMI by A.LD.
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.LD.
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 communitics 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.LD. 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.LD. 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.LD. grant of $2 million to $2.5 million
would raise PROPEMTI's equity base to a level that would make it highly "bankable" or
eligible for concessionary loans from the 1.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 within che funding level of $10 to $11 million needed to reach self-sufficiency.
Concessionary 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: PROPEMT’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.



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 PROPEMTI’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 PROPEMT’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 pzrson-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 LFARNED

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

Oiice the target group has been properly defined and their credit needs have been
identified (e.g., loan amounts, use of credit funds, possible collatcral 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 inipact of the various lending activities and the
adequacy of the project design.
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Annex 1

PROGRAM FOR SMALL AND MICRCENTERPRISES
(519-0304

BACRGROGND

The goal of this Project is to assist PROPEMI to improve access to,
and availability of credit for small and microenterprenures. The
parpose is to provide support to PUSADES, for the development of
the Progras for Small and Microenterprise, which provides credit
and technical assistance to Small Businessmen and
Microentrepreneurs in El Salvador and to increase the profitability
of, and pramote the expansion of Smll and Microenterprises,
thereby generating esmployment and fostering economic growth.

Through the program, PROPEMI has/increased the profitability of
selected SSE‘s (Smmll Scale Entreprises), enabling theam to attain
and mintain a stable income which msets the individual and
family/dependent needs and, has stimulated the growth of these SSE
enterprises to the point where they can and will generate new
esployment. for persons beyond their immediate family grouping.

This $6.0 million dollar Agreement provided equipment and
facilities to the PROPEMI program nationwide. The Project
consisted of three components, as follows

1- Revolving Credit Pund
2- Technical Assistance

3- Operating Expenses

- The three areas of development assistance in which the project
focused were:
I) FUSAIES - Institutional development.
I1) CLIENT COMMMBITY - small and microentrepreneurs.
II) THE IARGER PRIVATE SECTOR - information dissemination and
support.
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III The Private Sector at large

- Increase in PUSAIES membership (members specificmlly
supportive of the PROPEMI Project)

- Increase in private sector donations for PROPEMI.

- DPublieation, of information, data and essays underscoring
key problems of the SSE Subeector and proposing solutions.

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

ARTIGE I. TTHIE

Project: PROGRAM FOR SMALL AND MICROENTERPRISES Mumber: 519-0304

ARTIAQE 11 OBJECTIVE

The objective of this task 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 purposes (2)
financial self-sustainability of PROPEMI as an institution beyond
the Life-of-Project. The evaluation report will be used as a tool
by USAID/El Salvador and PROPEMI to review progress to date ard
make any modification, if necessary to enhance Project
implementation. Therefore, the report will include both an
assessment of impact and recommendations for future activities.

ARTIAE III - SIATEMENT (OF WOBK

In carrying out the interim evaluation, the contractor will, at a
ninimm, complete the following taskss

a. Review Basic Project Design Elements: Review the basic Project
design, 1.e. three componente {Revolving Credit Fund, Technical
Assistance, and Operating Expenses) and key factors ( PROPEMI
staff, private sector advisors that are part of the Credit
Commission, trainers, etc.) and assess whether the Project, as
axrently designed is appropriate, relevant, and actually producing
the desired results. For example, is PROPEMI's lending program
meeting the stated Project purpose?

The contractor will make recaommendations for improvement, if deemed
necessary, in the basic Project design to meset the Project purpose.




b. Fimancial Self-suffici ¢ Of great interest and importance to
AID and Pl Salvador in general is the degree to which PROPEMI is
financially viable and able to continue lending/training
activities beyond the Life-of-Project, since it is anly in this
fashion that the Project will have the maximm impact. The
contractor will assess PROPEMI's cost structure, cost sharing
mechanisms, and the costs of implementing the Project as designed
to determine progress made toward self-gufficiency.

c. Institutional Effectiveness and Role of PROPEMI: The contractor
will assess PROPEMI 's institutional capabi1ity to serve as a lender
to smll and microentrepreneurs and its needs for trained
personnel, and the other requirements described under Coxponent Gne
and Two of the 0304 Project Agreement. Specific examples will be
discussed, and recommendations will be made on how this role can be
enhanced, if appropriate.

In addition, the contractor will review PROPEMI's organizational
philosophy according to the design of the project, which proposes a
role to PROPEMI as a lending institution. What PROPEMI should and
should not be doing and what should be the direction of the Project
in this regard? Included in this section should be an analysis of
the role of "Fundacién Salvadorefia para el Desarrollo Econdmico
(PUSALES)" in meeting the PROPEMI's Project purpose.

How does training component affect credit delivery ?

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

Is the Progras operating in all the cities specified in the
Cooperative Agreement?

What percentage of the credit market does PROPEMI posess?
What duplication of effort exists within the market place?

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



d. Effectiveness and Relevance of Training. With respect to the
Project purpose of Component Two, the contractor will assess
whether PROPEMI 's activitites are providing the resources needed by
Salvadoran small and microentreprenurs to increase their knowledge
in accounting, marketing, projects, bookeeping and administration
in their business, e.q. has individual and overall business
administration actually improved, and to what degres? Other
questions to be considered include:

1) 1Is there a system in place to measure the impact of PROPEMI
training/technical assistance in terms of the stated Project
purpose? If yes, is it adeguate? If a formal system does not
exist, formal recommendaticns will be made for determining the
effectiveness of PROPEMI's training/technioal assistance on an

ongoing basis.

2) 1s the training upgrading human resources, as planned in the
Project? If the above upgrading is not happening, what must
be done to ensure it does happen? 1If it is happening, are

there methods for improving and expanding it? If upgrading is
taking place, in what mamner is it benefiting employers and

employees?

3) 1s training critically needed to assure success of credit
component?

4) What type of training is critical to increase impact of credit
program income, and productive jobs ?

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

6) Oould training be delivered more effectively through another
institution? FEPADE CA\MARA DE COMERCIO, etc.?

7) Who are the primary recipients of PROPEMI's
(individuals and organizations)? For imdividmls include
details such as gender, rural or urban, economic level, etc.
Are there organizations needing PROPEMI support which are not

receiving it? Who are they?

8) Has PROPEMI established an effective lending/training/technical
assistance systems for resolving the mamgement, administrative
training needs of the private sector and other requirements
under Companent Gne and Two of their grant from USAID?



9) Has PROPEMI effectively responded to the lending/training
needs of the sector involved?

10) How does PROPEMI lending/training compare with similar
services provided by other organizations in-country and in
other countries in terms of cost effectiveness?

e) Amalysis of jal and Administrative ilitites and
%ﬂ._‘ oontractor review mm

strative systems and procedures which PROPEMI has put in
place to implement the 0304 Project to determine the effectiveness
thereof. This will include a review of PROPEMI ‘s
capabilitites to assess, for example, whether ammual action plans
are realistic and relevant, and what monitoring systems are in

place to eneable PROPEMI to measure progress throughout the year
and owver the Life-of-Project.

f) Lading Progran. Has PROPEMI established an effactive system
for prov;%i.ng loans to small and microentrepreneurs that support
the Project purpose and other requirements listed under Component
One of their grant from USAID?

g) Educational Credit ical Assistance Programs. The
contractor review a8 P to implement
these activities and will assess current PROPEMI policies for
educational credit/technical assistance. He will also evaluate
whether the programs are appropriate and competitive with
alternative educational loan sources to motivate small and
nicromtrw epranurs and the use of this means to enroll in technical
at “.

In addition, the contractor will evaluate the pilot phase to
determine the feasibility of making this training available to
small and microentrepreneurs, i.e., do they want this type of
training?. Is there other training they feel they need?. The
following questions should be considered:

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

2) 1s there a demand for the type of training in place?



h) _Review/Financial and Mana t Procedures. The contractor will
review financ mnagement procedures to ensure that they are
being carried out in accordance with Project agreements and in
accordance with prudent management and financial acocountability
procedures. The contractor will assess whether appropriate and
accurate acoountability and sanagement procedures are being
utilized to support Project implementation in compliance with AID
requirements. The contractor will describe the procedures and
evaluate how they compare with international accounting standards.

METHODALOX The evaluation methodology should include, but not be
Iim{ted to

PHASE I - Impact Survey to provide data to support recommendations

A. The Contractor will review the origimal proposal from PROPEMI
for AID funding the 519-0304 project Agreement and Amendments
thereto, PROPEMI 's annual action plans, the moset recent
Semi-Annual Reports on the Project, and the Development
Associates report ewvaluation on PUSAIES - PROPEMI.

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

C. Team leader designs survey and organizes survey teams.

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

1. A random sampling of not less than 5% of all PROPEMI
graduates will be conducted to obtain comments on their
training courses.

2. A random sampling of not less than 5% of all PROPEMI loans
um.wulhointerviandmamﬂqnbuhtoobtain
their comments on the credit system of PROPEMI.

E. COonsultant must present the survey fimal results to AID when
the Phase II starts.

PHASE I1 Project Evaluation

A. Guided interviews with PROPEMI personnel involved in the
Project and clients of the Program for Smmll and
Microenterprise. Based on survey results consultant should
visit selected clients of PROPEMI and ascertain their views on
the services provided by PROPEMI.




Consultant should interview (group interview, focus groupe,
short case studies on beneficiary experiences, employee
experience, management experience) PROPEMI's designated
representatives and cbtain their input for the subject
evaluation. This will include representatives from the
PUSAIES ‘s Board of Directors, the PROPEMI Credit Commission,
the Executive Director, individual program directors.

B. The contractor will meet with representatives of the following
Mission offices to gain their perspectives and insights on the
Project: Associate Mission Director for Program and Project
Development, the Associate Mission Director for Operations,
the Program Office, the Projects Office, the Private Sector
Office, and the Controller's Office.

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

PHASE I. - SURVEY (up to 20 working days): During Phase I, the
contractor will develop/organize the appropriate support necessary
to carry out a survey among the PROPEMI 's beneficiaries. This will
include developing data gathering instruments 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/approval befcre'initiating the process.

This local firm will have no more than 20 working days for
complete this job. They also will have to present a methodology 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. USAID, based on the contractors
coments, may revise or add questions to the scope of work.
However, such changes may not result in an increased lewel of
effort fram that stated in the IQC work order.

PAASE I1. - EVALIATION PROCESS. Phase II will begin not wore than
5 working days after the corpletion of Phase I. During Phase II
the actual evaluation will be accosplished and an acceptable draft
report submitted to USAID prior to any team member departing El
Salvador. Phase II activitites will be accosplished within 25
working days. The entire evaluation process, from Phase I to
submission of the draft report, will not take more than 100
calendar days. '




ARTIQE IV - REPORTS

The contractor shalls

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

2. Within 3 days of arrival for Phase II, the team will submit for
USAID approval a working outline of the evaluation, including
results of interview questicnaire used for the Phase I.

3. Participate in entrance and exit briefing for Mission Management
and the Mission Evaluation Committee.

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

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

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

7. The contractor siall incorporate the comments and
recamendations suggested by the USAID into the text of the fimal
report. Sixteen (16) final copies of the report will be delivered
in English and Spanish (eigth of each), to the USAID immediately
before departure. This final draft r shall oontain the same
sections to be included ir. the final guagm report as outlined

balow.

8. Within three weeks after leaving the country, the contractor
shall send to the USAID 25 copies of the final report: 15 in
English and 10 in Spanish. The evaluation report will include the
following sections:

(a) A paginated Table of Contents.

(b) Au Executive » including purpose of the ewaluation,

ogy ' s, conclusions and recommendations. It
will also include comments on impact and lessons learned. It
should be complete enough so that the reader can understand the
evaluation without having to read the entire document. This will
be a "stand alone" piece, i.e., enabling readers to understand it
without having to read the entire document.




(c)A of the of work under which the evaluation was
carried out. used will be explicitly outlined and
each scope will contain the requirement to assess how (and how
successful) the project or program being evaluated fits into the
Mission‘s overall strategy. Any deviation from the scope will be
explained.

() A littﬁ of the evaluation team (Including the local team
invol I), of expertise and the role they
played an the team.

(e) Bvaluation Pindings, Cite.specific examples.

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

(g) Previous Evaluations should be discussed. This will include a
brief description of conclusions and recommendations made in the
earlier report. The evaluator will discuss briefly what use was
made of the previcus evaluation in their review of the project.

(h) 'n’n %wt'l lessons learned should be clearly presented.
These causal relationship factors that proved
critical to project success or failure, including necessary

politimal, policy, economic, social and bureaucratic preconditions
within the host country and AID. These should also include a
discussion of the techniques or approaches which proved most
effective or had to be changed and why.

Lessons relating to replicability and sustainability will ke
discussed.

(1)Amnotated bibliography of all project related documents.,

A.1.D. Ewaluation The evaluation team will complete the
mam%ﬁa) and detailed susmary portion of the
A.I.D. Bvaluation Summary Part II. The Mission will provide forms

and instructions. This draft will be submitted with the final
evaluation.

ARTICE V - FEIATIONSHIPS AND RESPOMSARYLITIES

The team will work under the technical directions of the Private
Sector Officer or his designee at the USAID Mission in E1
Salvador. All coordination with the PROPEMI of El Salvador, will
be coordinated through the AID Office of Private Enterprise.

The Consultants will be expected to abide by Regional Security
Office regulations for their personal safety.



ARTIAE VI - PERFGRMANCE PERIQD

It is envisioned that the scope of work herein contained may be
accamplished as follows: Phase I in a Pour (4) weeks period by a
seven (7) person team, Phase 1I in a Five (5) week period by a
Two (2) person team. While the work of the team has been broken
down into suggested specific scopes of work for the individual
members, the general intent ie to bring together a team of
technical specialists which, in the aggreqate, has the balance of
academic background, specific work experience and technical
expertise needed to understand the work and to produce a quality
document. In this connection, it is paramount that the individml
consultants work as a team so that the end product is a natural,
well coordinated evaluation.

ARTICE VII - WORK JAYS ORTERED

POSITION WORK [AYS
Phase 1

Business Administrator /Team

Leader 10
o asistant 20
Salve ...n Research

Assistants (5) x 10 days 50
Phase II

Business Administrator/Tean

Leader 30

Credit/Financial Analyst 25



ARTIGQE IX SPBCIAL PROVISIONS

A.

D.

DUTY POST

USAID El1 Salvador.
IANGUAGE RBQUIREMENT'S AND OTHER REQUIRED QUALIPICATIONS

The contractor shall provide a two persons team with qumlifications
described below or those acceptable to URAID/EL Salvador:

1. Tean Leader - Master's Degree in Business Adminigtration or
equivaient with at least 5 yrs. experience in latin America, also
experience in evaluating, designing, or izplementing
oducation/private sector projects. Experience in the design and
implementation of surveys is mandatory. Pluent in English and
Spanish (S-3, R-3). The Team Leader will be responsible for
designing and isplementing the survey and coordinating the
evaluation. Specifically, for evaluating Project achievements in
training, education, research, policy and program planning, and
management and preparation of the draft/final evaluation report.
He/She is aleo responsible for ococordinating/editing the written
inputs of the other team members.

2.Credit/Fimncial Analyst: Master's Degree in Finances or
equivalent extensive experience in latin America, in designing,
evaluating, and implementing education projects.

Fluent in English and Spanish (PS-3). This consultant will be

responsible for evaluating progress in the PROPEMI Program and
installations.

ACCESS TO QASSIPIEL 1c0¢ORMATION

"Contractor shall not have access to any A.I.D. classified material®
LOGISTIC SUPPORT

A.I.D. is not going to provide any logistic support. Contractor

will provide/a~vanges Office space, Office equipment, Survey team,
Interpreter/Secretarial support, Travel arrangements/Tickets.
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ANNEX No. 2

Adjunto I1
DESCRIPCION DEL PROGRAMA

I. Titulo del Corvenio: Program Para
Pequetiag y Microespresas.

II. Propdeitos

El propSeito de este es el je
aumentar la rentabilidad de, y promover
la expansiin de pequefias y nicroempresas
en el rea de San Salvador, generando asf
empleo y pramoviendo el crecimiento
ecordmico.

III. Objetivos

Los objetivos del Proyacto son los
siguientes:

l. Crear empleos remunerados.

2. Llevar pequefias y nicroenpresas al
sistema financiero establecido; and

3. Desarrollar un programa permanente de
asistencia técnica y crédito para las
pPequeias y microempresas.

IV. Definicidn del Grupo Gbieto

£l grupo objeto estid compuesto de
vequefias v microempresas en el irea de
San Saivador, a las cuales les ha sido
denegado, 0 n0 han tenido, acceso al
sistema firanciero establecido,
determinadas por las siquientes
oategerias de zctives:

Categoria Activos (¢)
Micro 0-74,999
Pequefia 75,000-150, 000

Attachment II
PROGPAM DESCRIPTION

I. Title of eement: Program for Small
ard a‘-ﬁc:o-enterﬁim.
II. Purpose

The purpose of this Project is to
increase the profitability of, and
fromte the expansion of small and
nicrc-enterprises in the area of San
Salvador, thereby generating exployment
and fostering economic growth.

III. Objectives

The following are the Project's
objectives:

1. To create income producing jobs)

2. To bring smll and micro-enterprises
within the established financial system;
and

3. To develcp a pesrmanent program of
technical assistance and credit for Small
and Micro-enterprises.

IV. Definition of the Target Group

The target group is cowposed of small and
nicro-enterprises in the area of San
Salvador, which have been denied or have
not had access to the established
financial system, as determined by the
£ollowing asset categories:

Category hssets (¢)
Mizro 0-74,999
Small 75,000~-1%0,000



V. Actividades del Convenio:

Los subsectores de la pequefia y
microenpresa de la economia salvadorefia
estdn siendo reconocidos cada vesz mis,
como criticos para la recuperacién
econdmica Jdel pafs. Fstos negocios
pequefios, a mermxdo no registrados, son
respauablespm'magmnpartedela
generacién de ewmpleos, principalmente
dentro de los estratos de la poblacién de
menores ingresos.

Estas ampresas A un alto grado no han
cerrado, han atravesado las condicicnes
econdmicas adversas que los enfrentan, Y
han continuado empleando gente y
manteniendo la economia en marcha. Este
program proveeri a los pequefios y
microemxesarios con asistencia témmica Y
los recursos financieros necesarios para
aumentar su rentabilidad y expendir sus
cperaciones, fomentando asi el crecinieto
econtmico y la generacidn de empleos.

A. Desarrollo del Programa

A fin de llevar a cabo e implementar o1
Proyecto, FUSADES expardiri su Oficina de
Pequefias y Microesmresas, que fué
establecida con apovo del Convenio
Cooperativo de A.I.D.

No./ 519-C177-A-N0-5215-00, de fecha 20 de
mra de 1995. Durante el primer afio de
operaciones el percoral incluird, por lo
menos: un Director ZTjecutivo, un Gerente
Témnico, i Jerente Firanciero, el
Jontralor, :n Asistente al Contraler, un
Analista de (réditos, dos Supervisores y
S Promotores, Apoyo Secratarial vy de
Oficina. #&spacio de oficina para la
central del Proyecto serid rentacs,
preferiblemente en 'n lugar céntrico, o
un lugar de f4cil acceso para el Gruro
hjeta. Ios costos de instalacidn, de
2quipo de procesamiento de datoe Y da
equipo de oficina y de commicacién serin
firanciados con Sondos del Proyecto.

V. MAgreement Activities

The small and micro-husiness subsectors
of the Salvadoran economy are
increasingly being recognized as critical
to the cowmtry's econmmic recovery.

These small, often unregistered
businesses, account for a great deal of
the employment generated, imarily among
the lower ircome atrata.

These businesses to a large degree have
mot shut down, they have weathered the
adverse econmmic conditions facing them
and have continued to esploy people and
keep the economy going. This Program
will provide small and micro enterprises
with the technical assistance ang :
financial resources needed to increase
their profitability and expand their
operations, thereby fostering economic
growth and employment generation.

A. Program Develcor -

in order to carry | implement the
Project, FUSACES ~ v and its Smll
and Microenterpri: ¢ ‘ce, which was
established with si_ from A.I.D.

Cooperative Agreement M.
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 Financial Manager,
the Tontrolier, one Assistant to the
Supervisors and six Field Extension
Officers, secratarjal and clerical
supvort. 2ffice space for the
neadquarters of the Project will be
“ontracted, preferably in a downtown
location or a place to which the target
graup will have easy access,
Ingtallation costs ard equipment which
shall include Zata processing and office
and commmication equipgant will be
financed with Project funds.



B. Asistencia Técnica

la asistencia técnica es un ingrediente
fundamental para el éxito del Programa.
Una encuesta del Crypo Gbjeto ha sido
llevada a cabo, identificando la
necesidad de las pequefias Y microempresas
de un entrenamiento adecuado en
contabilidad, administracién general,
produccidn, etc. A fin de poder proveer
esta asistencia a los beneficiarios del
programa, asistencia técnica exterma seri
antratada para entrenar al personal de
FUSADES, especialmente a los oramotores,
estas personas a su vez, proveerin a los
pequetios y microempresarios con
asistencia témmica. El Proyecto, sin
embargo, no incluir& alfabetizacidn.

FUSADES presentari a la A.1.D. un Plan de
Trabajo de las actividades de asistencia
técnica y entremamiento de acuerdo con la
Estipulacién Especial G.2.A de egte
Corvendo.

C. Fondo de Cré&dito Rotativo

El Fondo de Trédito Rotativo del Proyecto
proveera a los veneficiarios del Programa
con los recursos financieros iniciales
que necesitan para expandir operaciones y
aumentar su rentabilidad, seqin se
determine por ellos y en colaboracién con
'los pramotores. El monto promedio de los
éstamos hajo el mrogram, se estima en
#4,000.00. =1 Fondo de Crédito que
tendri = mento de aproximadamente
9,500,000 al final del terzer a%o, se
estima que beneficiard entonces a 2,375
cersonas durante el término del

Proyecto. Toda actividad de asistencia
financiera seri acompafiada de asistencia
témica.

Serd la resporsabilidad de los promotores
que en la medida en que sea posidle los

beneficiarios abridn cuentas de depdsitos
en instituciones financieras, v que 2stos

B. Technical Assistance

Technical assistance is a fundamental
ingredient to the Program's success. A
survey of the target population has been
carried out, ui-ntifying the need of
smll and micruenterprises for adequate
training in accounting, general
administration, market ing, production,
etc. In arder to be able to provide this
agsistance to the Program's
beneficiaries, outside technical
assistance will be contracted, to train
FUSADES personnel, particularly the Field
Extension Officers (FPO's). These
people, in turn, will provide the small
and micro entrepreneurs with technical
advice. The Project, however, shall rot
include literacy training.

FUSADES shall present to A.I.D. a
detailed workplan of technical assistance
and training activities, pursuant to
Special Provision G.2.A. of this
Agreement .

C. Revolving Credit Fund

The Revolving-Credit Aumnd of the Proiect
w#ill provide the beneficiaries of the
program with the initial financial
resources they need to expand operations
and increase their profitaiility, as
determined by the applicant in
collaboration with the FED's. The
average loan amount under the program is
estimated at 24,000. The Credit Frd,
“hich wili amomt to approximately
#9,500,000 by the end of the third

year, will thus venefit an estima-ed
2,375 persons during *he life of the
Project. All firancial assistance
activities will be accompanied by
technical assistance.

The PEOs are responsible to see that, to
the degree is possible, the beneficiaries
oner deposit acocounts at financial

institutions, and that they manage their
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las manejen apropiadamente y se
familiaricen om los procedimientos
bancarios, con el propdeito de
capacitarlos para presentar sus
salicitudes de crédito a los bancos
camerciuales y otras instituciones
finmcieras después de un corto periodo
de tiempo. Un mfnimo de un 10% de los
beneficiarios se proyecta que se
oconviertan en clientes del sistema
financiero establecido, o sea 237 para el
firal del tercer afio. Se dari prioridad
a las empresas dentro de la categoria
"micro”.

Un wanual detallado de criterios
crediticios y procedimientos uso del
Fondo de Cré&dito Rotativo serd presentado
a la A.I.D., de acuerdo con la Condicidn
Especial G.2.b. del Adjunto Mo. 1,
"Calendario”. Cambios a este manual
referentes a las tasas de interés, montos
de créditos, categorias de activos de los
beneficiarios, destino de los créditos, Yy
criterios para la seleccidn de
actividades, deberin ser aprotados
previamente por A.I.D. mediante cartas de

implementacién del Proyecto.

De acuerdo con el objetivo del Proyecto
de generar empleocs, se establece um meta
de crear un empleo remmerado por
actividad de asistencia témica y
fipanciamiento, lo aml suma 2,375
oportunidades de trabajo creadas durante

el Proyecto.
Vi. Evaluacién

El Proyecto sera evaluado 18 meses
después de la fecha de este Convenio por
un consultor externo experimentado en
sistemas de asistencia témica y
otorgamiento de créditos a la pequefia
espresa.

accounts properly and bscome acquainted
with banking procedures, with the purpose
of enabling them to sulmit their lcan
applioations to commercial benks and
other fimancial institutions after a
short period of time. A minimm of 108
of the Program's beneficiaries are
projected to become 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 use of the Revolving
Credit Amd shall be submitted to A.I.D.
pursuant to Special Condition G.2.b. of
Attachment No. 1, "Schedule.” Changes to
this manual, referent to interest rates,
loan amounts, asset category of
beneficiaries, use of funds, and
selection criteria for activities, mst
be previously approved by A.I.D. by means
of Project implementation letters.

In accordance with the Project objective
of employment generation, a goal of
creating at least one income generating
job per technical and financial activity
is established, which amants to 2,375
job opportunities created by the end of
Project.

VI. Evaluation

The Project will be evaluated 18 months
after the date of this Agreement by an
outside consultant experienced in smll
business credit and tecdmical assistance
systesms,



La evaluacién analimri e informars scixe
los siguientes temas relacionados con el
Proyecto: progresocs comparados con
resultados planificados, la capacidad de
FUSADES de supervisar y asistir a los
beneficiarios a través de los promotores,
la forma en que los préstampa estin
siendo pagados, y la necesidad para
futuras actividades suministradas por el
domatario de fortalecimiento
institucional y de infusiones adicionales
de capital.

Vil. Criterios para la Seleccién de
Actividades bajo el Prcyrama.

Los siquientes criterios generales serdn

utilizados, entre otros, por FUSADES como

normas para seleccionar y aprobar

solicitudes de asistencia presentadas por
pequeiias y microemresas:

- La asistencia provista llevarf a la
generacién de empleos remmerados.
Sera requerida wma justificacién
especial en los expedientes de lus
créditos que no genezen erplecs
remmerados;

~ Los solicitantes habran tenido poca o
ninguna experiencia con el sistema
£inanciero establecido; and

- Las solicitudes de crédito deberén
proveer un grado razonable de certezm
de que el financiamiento ser#
utilizado efectivamente por los
beneficiarios para un propdsito
consistente con lcs objetivos del
Prograsm.

The evaluation will analyas and report on
the following Project related issues:
progress aqainst plammed outputs, the
capability of FUSADES to sa amd
assist loan beneficiaries the
FBO's, the rate at which loans are being
repaid, the financial viability of the
program, and the need for future donor
provided institutional s

activities as well as infusions of
capital.

Criteria for Selection of
Activities er the Program

The following general criteria will be
utiiized, inter alia, by PUSADES as
guidelines for screening and aproving
assistance requests from small and
microenterprises.

VII.

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

- Apolicants will have had little or no
prior relations with the established
financial system; and

- Loan applications should provide a
reasonable degree of certainty that
the financing will be effectively
utilized by the beneficiaries for a
purpose consistent with the Project's
objectives.
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DESCRIPCION LOGICA OFL PROGRAMA “PROPEMI™

SUMRIO NRRATIVO INDICADGHES VERIFICABLES MEDIOS OE VERIFICACION SUPOSICICNES IMPORTANTES
Al KR ‘ A-2  MEDIDAS PARA ALCANZAR METAS A3 A4~ SIPOSICIGNES PARA ALCANIAR
Meta para el llo Nacicnal Prushas estafsticas, 0 asento en el n(mero (MICE-MIPLAN-BCR, etc.), METAS
Incrementar presantes niveles de awpleo, de ampleos, produccitn e ingreso. 1BR, DF, IDB, datos estadisticos y

produccién e ingreso.

Meta Institucional de FUSADES

Faventar y estimular el bienestar econb-
mico, soclal, intelectual y la sequridad
fisica de los salvadorefios, bajo un sis-
tana de libertades econdmicas e indivi—
duales.

8-1 PROPOSITO

Oel proyecto: Incrementar ia remtabili-
dad Jde las pequeras y microemprosas se-
leccionadas para un ingreso estable que
satisfaga las necesidades individales y
de sus depardientes; estimular el areci-
maiemo de éstas al puto donde generen
nuevos repleos y fortalecer los empleos
existentes.

Oatos estadfsticos derivados de los indicadores

de propisito y rendimiento, y datos principales

actualizados, los. cuales indican el majoramien-

to real en Ingreso, emleo y produccitn del gru

g:l: abjetd inmedlato-beneficiarios directos e in
rectos.

8-2 CONDICIQNES QUE INDICAN QLE EL PROPOSITD

HA SID0 ALCANZADD EN LOS 3 ACS

Incremento ingreso de los beneficiarios en un 103 a‘:‘sm

mi%'mm'w o los3aos Z04 pouicitn del Program y visitas realizadas
Conisién Coordinadora 6 m& pequeios y microsepresarios

-£j i

-ojemim ?33 Niero de elplms g!mms y valor
Lontralar y Asistentes p 9 los "’3"'“

-HBUS‘GS de Créditos 3

e apoyo 12
-Nimero de pr&tams plm (provadio)(32 m) 4.5
Cartera de €10,817,776.00

restmenes aniales de 1a AID.

Reporte Amaal de FUSADES

83

Reportes anuales y trimestrales de PROPEMI
originales de las cputadoras ac- -AID y otras fuantes continGan finan-

-La situacitn polftica y econfmica se
estabiliza y empieza la reaperacitn
ecorfnica.

-AlD y otras agencias donantes con-
tinGan dando su apoyo al sector pri
vado.

-FUSADES ha fortalecido la ejeaxcitn

de sus diferentes programs, espe—
clalmente PROPEMI.

8-4  SUPOSICIONES PARA ALCANZAR LOS

LOS PROPOSITOS

ciando PROPEMI

-Ingresos son suministrados a tiewpo
ef {cientemente
<liemes del subsector de la pequeia
y mcroampress aceptan la capacita-
citn y adlestraniento e impleventan
recomandaciones hedhas.

Lliemtes del Program hacen pagos
al dia en los préstams y su finan-
Claniento de préstamos s mantiene
al mfniro.

<Clientes ut{lizan amento en ingre-
Sos pars satisfacer necesidades per-
smlesms y uf:ullm y wmsui'n de

nUevos eos.

TN 1 s e 1o
aTpresas o negpcios existentes, as{
cam los empleos.

"ON XINNV

¢


http:910,817,775.00

\/"\

DESCRIPCION LOGICA DEL. PROGRAMA “PROPEMI™

IPRICIQES [MPORTANTED

SIMARIO NARRATIVO INDICADORES VERIF ICABLES MEDICS OE VERIFICACION

C-1 RENDIMIENTO DEl. PROGRAMA C-2 MANITWD OE REDIMIENTOS c-3

Institucionales: (totales Aanulatives)

Personal entrenaio por PROPEMI: NO 1 ND 11 NO 111 foportes amiles y trimestrales de

Camisién Coordinadora 6 6 6 PROPEMI.

-Ejeartivo 3 3 3 Datos ariginales de la conputadora

<Contralor Financiero y Asistentes 4 6 6 actual jzados.

Operaciones 9 16 3

Le apoyo I3 » R» Reportes y resultados de evaluaciones.
) a3 50 Revisitn del Program y visitas de

campo real{zadas por FUSADES.

Estabiecimiento de sistemas gerenciales,

contabilidad y finazas, politica de

préstams y procedimientos de operacin.

Datos principales, iniciales y actuali-

za0os.

fondo Je Préstamo Rotativo (Desarbol- ¢£1,444,567 5,104,688 ¢£10,817,776

sos+intereses y comisiones)

Cliames-Baneficiarios Program

PEM! Censados en los 3 aflos 661 2,31 4,954

N(rero Je préstamos hectos (aasulados) k 3] 1,206 2,704

Nlmero de préstamns mensuales por Pramotor 8 9 125

Baeficiarios Directos 1.444 5.184 10,816

Beneficiarios Indirectos 1,20 5,90 54,080

Myjeres beneficiarias directo 9 3,30 7,00

Auemo en ingreso por beneficiado 103 103 10%

Cliemes Pramvidos 3 la Banca aervial 103 103 1%

‘Ganeracitn de nuevos erples (aom.) »! 1,296 2,704

fReserva capital immequperable 3 5% 3

Reserva para intareses ganados n/percibidos 3% K/ K 3

N(mero de agsos ispartidss (aosulad) 6 518 1,082

del Sector Privado Aentar 1a marbresfa de RSADES  Socios de FUSADES a
%-amumam:mmuumemi- 1o oreatzacitn e P "
emo

C-4 SPOSICIONES PARA ALCANZAR LOS RENDIMIENTOS

FUSADES con la asistencia y qufa de FUPAD es capaz
de completar la investigacitn inicial de datos,
analizarlos y realfzar las funciones arganizativas
necesarias (incluyendo el reclutamiento y entrena-
miatto del personal).

i.e. Laprimera fase del proyecto en seis meses o
menos.

La Juta de FUSADES y otros individuos y finmas
del sector privado continlan apoyando a PROPEMI.

Individuos claves pueden ser reclutados.

FUSADES proveerd a tiemo la asistencia técnica y
entrenaniato necesario al personal de PROPEMI.

FUSADES disaflard el sistema de capacitacion y
adiestraniento, para los pequeras y microampresarios
bereficiarios del Program.

ta generacitn de nuevos ampleos se ha hedo en base
a que por cada £4,000.00 se genere un nuevo amleo.

PROPEMI se ha consol idado en FUSADES medjante a
participacifn activa de sus Mietbros.



DESCRIPCION LOGICA DEL PROGRAMA “ PROPEMI *

0-1 ENTRARS PARA EL PROYECTO

-AlD Program de Donaciones para
aperaciaes (0PG)

-Asistaxia Témica txterna y
Entrengniento

D-2  ENTRADAS PARA LOS (BETIVOS

213,500,000.00 para tres afios de operacianes. Convenio entre AID y
Exterma

3

Asisterciz Téoica Exterma para tq Juma Di- Instituciones o etpresa contratada.

rectiva y personal ejecutivo de “(PEMI.
Capacitacion del persaul cperaacnal de

PROPEM].
Saminarios Regionales
-Personal £jeautivo y Operacional de Camcitaci(ln y sitrenamiento de lnc benefi-
. : farios del Program.
Contribuciones de la Juita Directiva S g . .
y el Sector Privam. Tierpo voluntario de Mierbros a: FUSADES.
Otras fuames financieras extamas. US$500,000.c0
-Programa de Desaxtolsos de la Donacitn AN | MOIl  _  AOIH
de AID (0P6), para Fondo RRZLIWO. ¢y 4y oy ¢3,400,000 € 4,757,775
tw/
P~y

Reportes trimestrales.

Visita de capacitacién diseflado por
FUSADES.

Migrbros de FUSADES se han incorporado
a PROPEMI para colaborar en su ejecr
citn.

Cowenio entre otra fuante extema de
financiamiento.

Canvenio de donacién con AID

D-4 SUPOSICIONES DE ENTRADA

FUSACES, Auditorfa USAID acepta la propuesta de FUSACES, el

Convenio es negociado y finmado sin
pérdida de tiempo.

FUSADES negocia y firma los Convenios de
Asistencia Témnica Externa, sin pérdida
de tiewo.

El personal que labora en PROPEMI ha sido
capacitado, entrenado y adiestrado.

FUSACES celebrard con el BID un Corvenio
de présta para extender PROPEMI a otras
dreas geograficas.

FUSADES puede acceder a las condiciones
precedentes (CPs) que USAID pueda requerir.

Todas 12s organizacianes participamtes
proveen sus entradas a tiemwo.

Personal ejecstivo y operacional de
PROPEMI estdn capacitados para atender
al subsector beneflciado.
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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. § - 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 interviewzd 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 PROPEMTI’s credit program. Of
the 66% that had a good opinion, 57% cited PROPEMTI'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).

AN



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.



UNIVERSE OF
BENEFICIARIES THAT
RECEIVED
CREDIT AND TRAINING

SAN SALVADOR
SANTA ANA
SAN MIGUEL
TOTAL

TR

Stratified Sample of 244

Small and Micro Enterprises

Contfidence Level
Maximum Margen of Error

95%
+5.3%
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SAMPLE DISTRIBUTION

SECTORS
SAMPLE No. of Interviews
SERVICES: 17% %
COMMERCE AND TRADE 107
INDUSTRY 96
SERVICES 41
SAN SALVADOR 152
SANTA ANA 61
SAN MIGUEL 31
iINDUSTRY: 39%
MICROENTERPRISE 196
SMALL BUSINESS 48
TOTAL 244 J
S 1 ZE

SMALL BUSINESS: 20%

MICRCENTERPRISE: 80%
SAN MIGUEL: 13% SAN SALVADOR: 62%

SANTA ANA: 25%

TTT 91qel



Entity that supports the development of small and
microenterprises

Entity that provides credit support to the
small and microenterpsises

Entity that supports the development of the private
sector in general

Entity that provides credit, training, and tachnical
assistance support

Entity that provides technical training and advice

Not aware

Unanswered

44

13

21

12

244

38 51
14 3
24 20
14 10
4 0
8 16
1 2
152 61
DANIEL CARR & ASSOCIATES

S8

28

10

3

43

11

22

18

43

18

22

107

49

17

12

1S

41

44

12

22

11

198

42

17

19

15

48



Agriculture and Livestock 29

Microenterprise 28
Small 20
Services 10
Exports 7
Agroindustry 2
Education 2
Others -
Unanswered 17
BASE 244

W

32 25
31 13
20 1
10 1
8 8
3 0
3 0
1 0
16 26
152 61
DANIEL CARR & ASSOCIATES

23

45

39

10

31

29

28

16

22

30

27

23

10

11

107

27

32

22

15

22

41

28 33
29 25
19 23
9 1§
7 10
2 4
2 2
1 0
18 15
196 48



]

Private sector program that provides assistance
to the small and microenierprise

Public financial instituion that provides assistance to
the small and microenterprise

International organization that provides
financial assistance

Public sector social program

Did not know

77

14

244

78 82
14 11
5 3
3 2
1 2
182 61
DANIEL CARR & ASSOCIATES

16

10

31

75

18

77

10

107

15

41

74

15

19¢

48



» UNAIDED RECALL (SPONTANEGUS)
Accounting

Costs

Administration

Marketing and Sales

Investment Projects

Others

<TOTAL RECALL (AIDED AND UNAIDED)
Accounting

Costs

Administration

Marketing and Sales

Investment Projects

Others

Paid, but did not receive courses

Paid, but other person received courses

Did not pay, nor receive any course

74

46

48

43

15

94

92

84

244

76 70
47 49
47 48
49 39
19 11
5 0
93 93
91 92
88 87
87 82
78 61
5 0
4 2
2 2
1 2
152 61
DANIEL CARR & ASSOCIATES

71

35

58

19

100

97

90

71

42

31

77

44

52

44

17

98

94

92

84

74

45

45

41

91

83

81

60

107

78

S4

49

46

24

98

98

93

73

41

72

44

46

42

15

94

91

84

196

79

54

58

46

15

94

94

81

67

49



Better organization/administration

Better contro/management
Increase/strengthening of level of knowledge
Application of accounting principles
Leamed to caiculate costs

Was able to obtain credit from PROPEM!
Unable to specify benefits

No benefit

Others

BASE ( Peopie who took courses)

<J°

s

17

11

10

233

56 36
37 41
17 24
17 14
12 7
13 3
3 2
2 3
2 0
143 $9
DANIEL CARR & ASSOCIATES

55

58

32

19

13

10

3

38

15

18

11

13

92

53

45

25

14

13

101

38

25

20

40

S0 54
41 39
20 26
19 9
1 9
9 13
2 4
2 2
2 0
187 46



e
f- GENERAL BALANCE STATEMENT
| CORFECT 19 28 7 3 26 13 18 18 22
EPARTIALLY CORRECT 70 63 82 77 65 70 80 70 69
|INCORRECT 11 9 11 19 9 16 3 11 9
t WEIGHTED AVERAGE ) 5.4 5.9 4.8 4.2 5.9 4.8 5.8 5.4 5.7
| |
B AsseT
CORRECT 64 70 53 55 68 61 60 64 64
PARTIALLY CORRECT 23 19 30 29 18 24 33 23 24
INCORRECT 13 11 18 18 13 15 8 14 11
WEIGHTED AVERAGE 7.5 8.0 6.8 6.9 7.8 7.3 7.6 7.5 7.7
. LIABILITY
CORFECT 46 48 47 39 53 40 45 47 44
PARTIALLY CORRECT 3 3 2 3 2 3 3 3 2
INCORRECT 51 50 51 58 45 57 53 51 53
| WEIGHTED AVERAGE 4.8 4.9 4.8 4.0 5.4 4.2 4.6 4.8 4.6
SIMPLIFIED ACCOUNT SYSTEM
CORRECT 24 31 12 10 23 .26 20 23 24
PARTIALLY CORRECT 23 21 28 26 24 23 23 22 29
INCORRECT 53 48 60 65 53 52 58 55 47
WEIGHTED AVERAGE 3.5 4.1 2.6 23 3.5 3.7 3.1 3.4 3.9
OMPONENTS OF A SIMPLIFIED ACCOUNT SYSTEM
a1 34 23 32 32 37 15 28 42
14 16 5 26 13 12 23 14 16
55 50 72 42 55 51 63 58 42
WEIGHTED AVERAGE 3.8 42 | 2.5 4.5 3.8 4.3 2,6 3.5 5.0
PROFIT AND LOSS STATEMENT
] 29 34 16 29 3as 29 15 24 47
PARTIALLY CORPECT 43 40 51 42 34 47 53 43 40
INCORRECT 28 26 33 29 32 24 a3 32 13
WEIGHTED AVERAGE 5.0 5.4 4.1 5.0 5.2 5.3 4.1 4.6 6.7
BASE (ACCOUNTING) 229 141 57 31 92 97 40 184 45
OVERALL AVERAGE 5.0 5.4 4.3 4.5 5.3 4.9 4.6 4.9 5.6

I(Scalo ¢ 10 Points, where 10 = correct, 5 = partially correct, and 0 = incorrect)

DANIEL CARR & ASSOCIATES



Cash record

Record of expenditures

Sales Record (Cash/Accounts Recsivable)
Material purchase Accounts

Accounts Payable

Record of Customer Payment Advances

None

BASE (Accounting)

81

79

78

76

4

78 84

80 75

78 79

77 79

74 72

35 30

6 S
141 $7

DANIEL CARR & ASSOCIATES

97

94

94

77

94

39

31

80

78

79

41

84

82

82

74

80

28

90

78

70

83

85

33

40

79

76

76

72

184

84

93

40

45



FIXED COST
51 54 43 83 83 53 43 53 47
PARTIALLY CORRECT 9 8 13 10 11 4 18 8 16
INCORRECT 39 38 45 37 36 43 40 40 38
WEIGHTED AVERAGE 5.6 5.8 4.9 5.8 5.9 5.5 5.1 5.6 5.4
VARIABLE COST
35 41 16 40 38 35 28 3s 36
ARTIALLY CORRECT 21 19 27 23 23 22 18 21 22
INCORRECT 44 40 57 37 a9 43 58 44 42
WEIGHTED AVERAGE 4.6 5.1 2.9 S.g 4.9 4.6 3.5 4.5 4.7
NIT_COST
76 76 77 73 81 77 63 77 71
ARTIALLY CORRECT 3 2 5 0 2 3 3 3 0
INCORRECT 21 22 18 27 17 20 35 20 29
WEIGHTED AVERAGE 7.7 7.7 7.9 7.3 8.2 7.8 6.4 7.9 7.1
PROFIT
83 83 80 90 83 81 90 81 93
ARTIALLY CORRECT 1 2 0 0 0 2 3 2 0
INCORRECT 15 14 20 10 17 17 8 17 7
WEIGHTED AVERAGE 8.4 8.4 8.0 9.0 8.3 8.3 9.1 8.2 S$.3
S
BASE (COSTS) 224 138 s6 30 90 94 40 179 45
OVERALL AVERAGE 8.6 6.8 6.0 6.9 6.8 8.5 8.0 8.6 8.6
rScalo : 10 Points, where 10 = correct, S = partially correct, and 0 = Iincorrect)
DANIEL CARR & ASSOCIATES




LEADERSHIP

CORRECT 55 58 57 36 59 48 61 55 55

PARTIALLY CORRECT 7 7 8 7 7 7 8 8 5
INCORRECT 38 35 36 57 34 45 32 38 40
WEIGHTED AVERAGE 5.8 6.2 6.0 3.9 6.3 5.2 6.4 5.9 5.7

55 58 57 36 59 48 61 55 55

7 7 8 7 7 7 8 8 5

38 35 36 57 34 45 32 38 40
5.8 6.2 6.0 3.9 6.3 5.2 6.4 5.9 5.7

_ N

BASE (AMINISTRATON) 215 134 53 28 88 89 as 173 42

OVERALL AVERAGE 4.9 5.3 4.8 28 5.3 4.5 5.4 4.9 5.0
DANIEL CARR & ASSOCIATES




STRIBUTION CHANNELS
54 55 50 55 59 56 36 53 59
PARTIALLY CORRECT 6 4 8 14 5 8 3 5 10
INCORRECT 40 41 42 a2 36 a6 61 42 31
WEIGHTED AVERAGE 57 57 5.4 5.1 6.2 6.0 38 5.5 6.4
BASE (MARKETING AND SALES) 204 132 50 22 81 87 a6 165 39
OVERALL AVERAGE 5.3 5.4 4.9 5.3 5.6 5.4 4.4 s.1 5.9

DANIEL CARR & ASSOCIATES




[INVESTMENT PROJECT DEFINITION
64 62 68 77 63 72 50 65 59
18 19 19 8 21 1 27 18 19
18 19 14 15 15 17 23 17 22
7.3 7.1 7.7 8.1 7.4 7.7 6.3 7.4 6.9
65 65 57 85 66 63 67 64 69
9 1" 5 0 6 16 3 9 9
26 23 a8 15 28 22 30 27 22
6.9 7.1 5.9 8.5 6.9 7.0 6.8 6.8 7.3
TYPES OF INVESTMENTS
21 21 27 0 30 13 17 18 31
PARTIALLY CORRECT 14 15 5 31 1" 20 7 15 9
INCORRECT 65 64 68 69 59 67 77 67 59
WEIGHTED AVERAGE 2.8 2.8 3.0 1.5 35 2.3 2.0 2.6 3.6
LRESULTS OF INADEQUATE HANDLING OF CREDIT
52 52 46 62 49 55 50 52 50
PARTIALLY CORRECT 42 43 46 23 45 39 43 43 41
INCORRECT 6 4 8 15 6 6 7 5 9
WEIGHTED AVERAGE 7.3 7.4 6.9 7.3 72 7.4 7.2 7.3 7.0
BASE (INVESTMENT PROJECTS) 165 118 a7 13 71 64 3o 133 32
OVERALL AVERAGE 8.1 6.1 5.9 6.3 6.3 6.1 5.6 6.0 6.2

DANIEL. CARR & ASSOCIATES




Excelient

Good

Neither good, nor poor
Poor

Very poor

WEIGHTED AVERAGE

4.2
232

28 32
63 58
8 9
1 2
0 0
42 42
144 57
DANIEL CARR & ASSOCIATES

4.3
3

34

59

43
92

4.2
101

4.1
39

4.2
187

4.1
45



Helped 10 have control Management of the business

A higher level of general understanding was obtained

They are basic, simpie, and easy to understand
Heiped 1o manage the cash of the businees
They are focused on the reality of a business
Helped to twecnily the business

Others

Could not answer

30

2S5

11

1

18

212

31 22
22 a1
8 20
13 14
3 6
1 0
1 6
24 6
131 51
DANIEL CARR & ASSOCIATES

40

30

10

17

30

29

26

1

12

21

29

27

13

1

18

92

31

20

1

1

35

25

26

12

13

19

170

21

10

17

42



\D

Too short/incompiete

inconveniernt schedule (Hours)
Need betier instructors
Only good o cbiain loans from PROPEMI

Did not cite a specific reason

30

20

82 50
8 0
0 17
8 0
23 33
13 8
DANIEL CARR & ASSOCIATES

100

14

28

44

29

17

33



« ACCOUNTING

Demonstrated benefit

Undemonstrated benefit

Course of least benefit

Not mentioned as mostigast beneficial
Did not take course

- COSTS

Demonstrated benefit

Undemonstrated benefit

Course of least benefit

Not mentioned as mostieast beneficial
Did not take course

 ADMINISTRATION

Demonstrated benefit

Undemonstrated benefit

Course of least benefit

Not mentioned as mostisast beneficial
Did not take course

+ MARKETING AND SALES
Demonstrated benefit

Undemonstrated benefit

Course of least benefit

Not mentioned as mostieast beneficial
Did not take course

- INVESTMENT PROJECTS
Demonstrated benefit

Undemonstrated benefit

Course of least benefit

Not mentioned as mostieast beneficial
D& not take course

BN

- 0
N W

16
47
33

244

32
14

45

14
11

63
12

18
52
25

152

DANIEL CARR & ASSOCIATES

- o
aluoNow

20
38
39

81

35

45
10

o w
28000

31

-t
o® .o
® ©

-
>20oune

17
51
27

-
Nlevw

14
41
41

107

15
10

-
pno NN

20
51
27

41

18

62
12

-
Q‘MOO

17
45
33

196

33
10

46

a3
10

52

13

13

S8
19

10
52
35

48



More adequate time periods/(length)

Foliow-up courses are" desired

No suggestion/courses are fine as they are
Maks the courses more understandable
Better scheduling of hours

increase number of subjects

Make courses more specisiized to specific nature of business
improve instructors’ teveis of skills
Make courses mandatory
Provide better classrooms
Evaluation of courses is needed

Did not offer any suggestion

Others

Unanswered

24

18

13

11

10

244

22 30 23
18 15 19
12 18 6
14 L 3
8 S 6
7 2 10
5 7 3
6 3 0
3 2 0
1 0 3
1 2 3
2 0 0
10 S 16
7 18 13
152 61 3

DANIEL CARR & ASSOCIATES

19

16

13

14

14

26

29

11

11

107

20

10

10

41

19

15

11

25

13

10

15

15

43



sYEAR LOAN WAS GRANTED
1986

1987

1988

1989

1990

1991

Did not know

BASE (TOTAL No. OF LOANS)

« AMOUNT
L.ees than ¢ 5,000

Between ¢ 5,000 and ¢ 9,999
Between ¢ 10,000 and ¢ 14,990
Between ¢ 15,000 and ¢ 19,999
¢ 20,000 or more

AVERAGE (¢)
BASE (TOTAL No. OF LOANS)

87 42 82
28 33 13
17 25 5
1.8 1.9 1.2
244 152 81
4 5 0
8 11 0
12 17 0
21 26 8
) 24 53
23 15 39
1 1 0
400 287 78
20 22 23
28 29 29
13 13 12
10 9 12
32 28 24
15,437.59 14,237.06 11,860.13
400 287 73
DANIEL CARA & ASSOCIATES

81
19

1.2
N

@ oo

11
37
S0

11
13
76

31,565.53
38

55§
22
23
1.8
98

13
16
22
24
19

167

22
34
12
10
23

12,299.40
187

53

34

13

1.8
107

°¥gBeov-

173

14

20

13

10

43

19,674.57 11,955.58 11,836.03 29,192.95

173

12
15
22
30
13

30

22

13

10

25

196

12
21
32
23

317

25

32

13

10

21

317

58
19
23
1.7
48

10
16
22
28
22

11

75



C\‘"}

« TOTAL TIME OF LOAN PROCESS
7 Deys or less

Considered Acceptable
Considered Unacceptable

Between 8 and 14 Days

AVERAGE (DAYS)

Considered Accspiable
Considered Unacceptiable

BASE (TOTAL No. OF LOANS)

+ USE OF LOAN FUNDS
Working capital

Fixed asses
Refinancing

Personal credit

BASE (TOTAL No. OF LOANS)

(- )

23
21

68
39
28

38.6

68
31

400

77

31

400

3 3 8 2
2 3 8 2
1 0 0 0
3 9 8 4
3 9 8 4
0 0 0 0
24 25 11 23
21 24 11 20
3 1 0 3
68 61 74 69
38 38 47 40
30 23 26 29
1 1 0 1
38.8 34.8 37.8 40.0
6s 75 74 66
33 24 28 32
287 75 38 1687
76 76 88 7
32 35 1 44
4 1 3 S
6 1 ] 4
287 78 38 167
DANIEL CARR & ASSOCIATES

CwWww

(-

24
24

66
45
22

38.9
77
23

173

92

13

173

(2 -

18
13

65
22
43

38.8

45
52
60

§2

45

15

19
16

72
43
29

40.0
67
31

317

79

30

317

40
37

§1
25
25

.4
70
30
83

70

34

10



Need of -additional working capital

Not many requirements are needed (asked)

"Soft® loans (low inisrestlongei terms)

Need to refinance existing loan(s)

To purchase machinery and equipment

Because of the service and advice provided by promoters
Credits are fast and tmely

Desire o increase operations

To expand locale

Others

Could not specify

BASE (BENEFICIARIES WMORE THAN 1 LOAN)

1"

11

103

11

11

84

DANIEL CARR & ASSOCIATES

30

10

10

20

10

30

10

10

11

11

11

1

11

10

14

12

12

12

42

32

10

12

10

10

10

10

11

1

12

48

10

14

10

10

10

21



Very poor

BASE
WEIGHTED AVERAGE

(Scale: 5 points, where 5 = Very Good and 1 « Very Poor)

204
3.6

1 3
152 81
3.7 3.3
DANIEL CARR & ASSOCIATES

31
3.7

96
3.6

107
3.7

41
34

196
3.6

49
3.6



They are identified with the sector 39 26 73 50 41 39 32 35 56

They provide good advice 18 19 9 2s 18 17 20 18 18
They supply the economical needs of the secior 18 22 15 4 25 12 20 18 16
Fast and timely (Credits) 14 ) 21 29 7 17 24 13 19
Not many requirements are needed (asked) 1 11 6 17 10 13 8 12 6
“Soft" loans (low inecestfionger terms) 8 9 6 [ 7 8 12 8 9
Personnel is friendly and efficient 6 7 3 4 2 9 4 6 3
Others 2 1 9 o 2 4 () 3 o
Did not cile specific reason 23 24 30 [ 26 20 24 22 2s

BASE , 162 108 33 24 61 76 23 - 130 32

DANIEL CARR & ASSOCIATES



Credit terms too strict

Process time too siow
Amounts do not salisly needs

Too many requirements

38

30

13

42 29

20 24

22 47

14 12

47 28
DANIEL CARFs & ASSOCIATES

33

10¢

33

33

33

k)

16

32

1

1

23

46

23

16

27

31

10

40

40

16



@\ J

Suppliers

Banks

Relatives/Friends
Moneylenders

Savings and Credit Unions

Savings and Loans Associations

27

21

17

10

20

244

58 52
22 30
24 16
15 21
7 i3
3 2

24 18
1852 61

DANIEL CARR & ASSOCIATES

45

16

16

19

LB

49

24

1§

15

10

72

33

23

22

13

13

107

49

17

32

22

41

L1

28

20

16

22

19¢

75

23

27

19

15

13

48



Relatives/Friends

Savings and Credit Unions
Moneyienders
Savings and Loans Associations

Nore

49

244

7 3

4 7

3 3

1 0

51 56

152 61
DANIEL C*Rf & ASSOCIATES

10

31

41

107

54

41

196

13

23

48



Increass in inventories

increase in productive capacity
Increase in sales

Decrease in costs

Increase in prolits/earnings
Increass in output/production
Created working capital
Preventad business from closing
Created job employment
Improved serviceimage

Provided liquidity

Enabled payment of personal expenses

Provided a source for credit/commercial references

Provided training
Others
Could not cite specific benefit

Did not obtain any benefit

31

23

1§

11

10

244

30 28
22 34
9 1§
9 7
11 S
11 3
7 11
S 7
S 3
3 7
4 0
1 3
1 0
1 o
4 o
10 7
3 S
1852 61
DANIEL CARR & ASSOCIATES

42

26

13

10

31

1

17

43

22

14

13

10

107

41

32

23

14

10

10

196

19

15

13

13

48



244

152 61

DANIEL CARR & ASSOCIATES

R

107

41

196

48



Less than 25%
Between 25 and 50%
Between 51 and 75%

Did not specify

AVERAGE (%)

38

31

15

15

13
354

42 0

33 0
8 100
17 0
12 -1
31.1 75.0
DANIEL CARR & ASSOCIATES

29

29

29

14

42.5

22.8

0 38
100 31
0 15
0 1§
1 13
40.0 35.1

0.0



Principally due ©© the PROPEMI credit

 OTHERS REASONS :
Personal efforts/motivation

Good cash management

Bettar customer service

Practical use of training/courses received
New markate/ciients

increase in demand for products/services
improvement in product quality
Diversification

Others

Could not cite specific factor

BASE (Businesses w/increase in profits)

8¢

80 87

S 0
4 0
2 2
2 2
3 0
2 2
2 2
0 2
1 2
1 0
127 47
DANIEL CARR & ASSOCIATES

o4

31

o

73

[ \\]

160

as



Less than 10%

Between 10 and 19%
Between 20 and 29%
Between 30 and 39%
Between 40 and 49%

Did not specify

BASE (Businesses w/increase in profils)
AVERAGE (%)

23

21

11

27

205
324

3 13

24 23

24 17

10 8

6 9

25 30

7 2

127 47
32.2 31.68
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19

13

19

13

32

n
3.5

27
18

10

82
30.9

23

21

12

90
2.4

15

27

12

30

<k}
5.4

25

23

160
30.2

13

18

11

&k

45
94



“Less han 10%
Between 10 and 19%
Between 20 and 29%
Between 30 and 39%
Between 40 and 49%
50% or more

Did not specity

« ATTRIBUTABLE PRINCIPALLY TO TECHNICAL ASSISTANCE

Less than 10%
Between 10 and 19%
Between 20 and 29%
Between 30 and 29%
Between 40 and 49%
50% or more

Did not specify

+ ATTRIBUTABLE TO CREDIT AND TECHNICAL ASSISTANCE

Less than 10%
Between 10 and 19%
Between 20 and 29%
Between 30 and 39%
Between 40 and 49%
50% or more

+ ATTRIBUTABLE PRINCIPALLY TO OTHER FACTORS

Less than 10%
Between 10 and 19%
Setween 20 and 20%
BeWween 30 and 39%
Between 40 and 49%
50% or more

« ATTRIBUTABLE PRINCIPALLY TO CREDIT

BASE
AVERAGE (%)

BASE
AVERAGE (%)

BASE
AVERAGE (%)

AVERAGE (%)

140
34.2

sHhooocogo

1

-—h

7

34
19

3
32
32.6

34
22

13

29
23.4

S 9
19 18
28 18
14 9
S 12
27 32
2 3
81 34
N.7 34.0
0 0
75 0
0 0
0 0
0 0
0 0
28 0
4 0
11.7 0.0
0 29
33 29
29 0
S 0
5 0
29 43
21 7
R.3 35.1
0 14
38 43
24 29
14 0
10 0
14 0
21 8
27.2 14.2
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35.9

000000 O

0.0

25
50

25

245
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2

32.6

27
15
314

27.3

3.5

00000000

o
o

36
27

27
11
31.6

18

~To00o

414

Soococococooo

17
17
17
50
37.5
17
3
67

17
17

22.8

111
32.0

-
Pnooooogo

-t
o

38
19

31
26
30.5

27
27
12

21
22.2

42.6

[T n
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15.0

17
17
17
17
< k)

41.7

67

50

17
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204

128 49
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27

101

23
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PERCENTAGE OF ACTUAL POSSESION 43 47 46 16 81 20 81 43 44

« LEVEL OF SATISFACTION WITH MACHINERY AND EQUIPMENT

Very good 29 33 18 20 31 33 20 26 38
Good 63 63 64 6o 66 62 56 62 67
Naither good nor poor 9 (] 14 20 5 10 16 10 s
Poor 3 3 4 0 3 0 4 4 0
Very poor 1 1 0 0 0 0 4 1 0
Did not specity 1 1 0 0 2 0 0 1 0
BASE 108 72 28 S 59 21 25 84 21
WEIGHTED AVERAGE” 4.3 4.4 4.0 4.0 4.4 4.4 3.8 4.2 4.7
+ RESULTS OBTAINED
increase in production 32 39 18 20 46 19 12 29 48
improved customer service 17 14 21 40 5 33 32 17 19
Improvement in production 14 17 7 20 15 14 12 13 19
Expecied performance wis not obtained 4 1 11 0 0 S 12 5 0
Product diversification 1 1 0 0 2 0 Q 1 0
Others 3 3 0 20 2 5 4 2 5
Did not respond 2 3 0 0 3 0 0 1 5
Could not specity 38 35 43 20 37 38 32 40 19
BASE 108 72 28 S 59 21 ) 25 84 21

*Weighted Average (Scale : 5 points, where 5 = Very Good and 1 = Very Poor

V) DANIEL CARR & ASSOCIATES
I



* NUMBER OF VISITS IN GENERAL
AVERAGE ( TOTAL SAMPLE ) 72 8.0 5.3 6.9 7.2 7.4 6.4 7.0 7.8
RANGE ( MINIMUM - MAXIMUM ) (1-45 (1-45) (1-20) (1-20) (1-25) (1-45 (1-35) (1-45) (1-30)

AVERAGE (AMONG BUSINESSES VISITED) 3.8 3.7 3.0 3.9 3.7 3.8 2.8 3.5 3.9
AVERAGE (TOTAL SAMPLE) 3.4 3.6 2.7 3.9 3.6 3.8 24 33 3.8
RANGE ( MINIMUM - MAXIMUM ) (0-20) (0-20) (0-20) (0-20) (0-200 (0-200 (0-15) (0-200 (0-20

*DURATION OF TECHNICAL ASSISTANCE VISITS (MINUTES)

AVERAGE (AMONG BUSINESSES VISITED) 22.1 214 17.9 32.7 23.9 231 14.6 214 24.9
AVERAGE (TOTAL SAMPLE) 21.1 20.6 16.5 32.7 23.4 221 13.2 20.5 23.3
RANGE ( MINIMUM - MAXIMUM ) (0-1200 (0-90) (0-90) (0-120) (0-60) (0-1200 (0-60) (0-120) (0-60)

DANIEL CARR & ASSOCIATES



Percentage of Businesses Vieited in General

Percentage of Businesses with Technical Assistance Visits

Specific Benefits Obtsined

Better administration/organization/control
Improvement in accounting aspects
improvement in sales force coverage/agressivenees
Good use of financial/credit resources
Selt-projection/awareness of capabilities
Personal etforts/motivation

Improvement in producton

Better image

Advertising/Publicity

Othera

Did not anewer

Could not specily
BASE (BUSINESSES WITH T/A VISITS)

General Results Obtained
Improvement in Work in General

increase in Profits
Decrease in coss
No benefit

Did not receive echnical assistance

BASE (TOTAL SAMPLE)

244

- - b

n
(-]

--
[
L]

47

18

18

45

244

96 92
53 51
182 81
31 45
18 3
14 3
8 3
8 0
4 10
8 0
4 0
1 0
3 0
1 0
19 39
( 1) a1
47 43
16 21
16 23
1 0
47 49
152 81
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46

19

19

45
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48
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49

15
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48



A

Markeling and seles 2i 24 10 29 24 20 17 20 25

Accounting 13 16 11 3 15 10 17 14 8
Administration 12 10 15 16 10 13 12 10 21
On site training 7 7 ) 6 7 7 7 7 10
More frequent visils 5 2 7 18 2 7 7 5 4
investment projects 3 2 5 3 3 3 2 3 2
Legalization advice 2 3 2 0 1 3 0 3 2
Costs 2 2 0 ] 2 3 0 2 2
Production ‘ 2 3 0 0 4 1 0 1 6
Others 15 14 16 13 16 13 17 15 15
No wmchnical assistance is required 18 14 30 16 17 21 15 17 21
Couid not specily 9 11 7 3 8 7 15 10 ‘.

BASE ( TOTAL SAMPLE) 244 152 $1 31 98 107 4 198 a8

DANIEL CARR & ASSOCIATES



« ACTUAL NUMBER OF EMPLOYEES

PRESENT AVERAGE 5.0 5.6 3.5

RANGE ( MINIMUM - MAXOMUM ) (0-3) (0-32 (0-18)
AVERAGE BEFORE CREDIT 3.1 3.2 2.8

RANGE ( MINIMUM - MAXIMUM ) (0-18) (0-17) (0-18)

« IMPACT ON EMPLOYMENT
Increase attributable to credit 48 48 38
increase attributable to other faciors 16 18 16
Decrsase 9 1 8
Remainad the same 28 23 38
BASE ( TOTAL SAMPLE ) 244 152 61
DANIEL CARR & ASSOCIATES

4.8
(0-19)
2.8
(0-15)

10

31

7.2
(0-3)
47
(0-18)

50
22
18

10

2.9
(0-18)
1.7
(0-18)

42

12

42

107

5.4
(1-26)
29
(1-11)

49

15

2

41

3.4
(0-14)
2.4
(0-15)

42
14
11

33

196

11.5
(2-32)
5.8
(1-18)

48



+ BUSINESSES WITH INCREASE IN EMPLOYMENT
PRESENT AVERAGE
RANGE ( MINIMUM - MAYXIMUM )
AVERAGE BEFORE CREDIT
RANGE ( MINIMUM - MAXIMUM )
BASE

+ INCREASE ATTRIBUTABLE TO CREDIT
PRESENT AVERAGE
RANGE ( MINIMUM - MAXIMUM )
AVERAGE BEFORE CREDIT
RANGE ( MINIMUM - MAXIMUM )
BASE

INCREASE ATTRIBUTABLE TO OTHER FACTORS
PRESENT AVERAGE
RANGE ( MINIMUM - MAXIMUM )
AVERAGE BEFORE CREDIT
RANGE ( MINIMUM - MAXIMUM )
BASE

« INCREASE ATTRIBUTABLE TO TECHNICAL ASSISTANCE
PRESENT AVERAGE
RANGE ( MINIMUM - MAXIMUM )
AVERAGE BEFORE CREDIT
RANGE ( MINIMUM - MAXIMUM )
BASE

8.5
(1-32)
3.0
(0-17)
183

54
(1-27)
24
(0-17)
113

7.9
(1-3)
44
(0-17)
40

5.0
(0-32)
16
(0-9)
10

7.3 4.2 6.2
(1-32) (1-14) (2-19)
3.3 2.1 3.1
(0-17) (0-10) (1-15)
100 a3 20
6.8 as 5.8
(1-27) (1-10) (2-14)
29 1.7 2.5
(0-1) (0-8) (1-7)
73 23 17
8.7 5.6 8.7
(1-32) (1-14) (3-19)
4.6 3.1 6.0
(0-17) (0-10) (1-15)
27 10 3
12.9 2.0 0.0
(2-32) (1-3) (0-0)
a4 0.5 0.0
(1-9) (0-1) (0-0)
7 3 (]
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8.5
(2-3)
43
(0-17)
69

10.0
(2-32)

(1-'17)
21

13.0
(2-32)
43
(1-9)

3.9 6.7 44 11.8
(1-16) (1-26) (1-14) (2-3)
1.7 25 2.2 5.1
(0-7) (0-9) (0-9) (1-17)
58 26 110 43
38 6.3 44 10.2
(1-18) (1-12) (1-11) (2-27)
1.7 2.2 2.1 3.7
(0-6) (0-6) (0-8) (1-17)
45 20 82 3t
43 8.2 44 16.0
(1-15) (2-28) (1-14) (3-32)
2.0 as 25 8.8
(0-7) (0-9) (0-9) (1-17)
13 6 28 12
4.0 26.0 as 24.3
(1-7) (26-26) (1-7) (15-32)
15 9.C 1.3 8.0
(0-3) (9-9) (0-3) (6-9)
4 2 7 3



Dacrease in demand/sales

Decrease n eamings/profit

Lack of skillsturnover

increase in competition (affected sales)
improper conducl/theit/irresponsability

Other reasons

BASE (Businesses wdecrease )

39

13

17

41 40
24 20
18 0
12 0
8 0
12 40
17 L]
DANIEL CARR & ASSOCIATES

100

24

18

12

24

17

38

19

14

10

10

19

21




Exclusively due to the loan

increase in demand for business’ producis/services
Optimism and personal efforts

Grealsr coverage/new markets/clients

Better organization and management

Due 1o ssasonal demand (increese in amporasy heip)
Improvement in products/service quality

Additional sources of financing

Other factors

Could not specity

77 77 73 85
8 8 12 0
4 S 3 0
3 2 3 S
3 4 0 0
3 0 6 10
2 3 0 0
1 2 0 0
2 1 6 0
1 1 0 0
133 100 33 20
DANIEL CARR & ASSOCIATES
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CHARACTERISTICS RELATED TO EMPLOYMENT PRACTICES

San Salvador|Santa Ana San Miguel
EMPLOYMENT 5.6 3.5 4.7
FULL-TIME 5.1 2.8 4.5
RELATED 1.0 0.3 0.9
UNFELATED "4.1 2.5 3.6
PART-TIME 0.5 0.7 0.2
RELATED 0.1 0.1 0.0
UNRELATED 0.4 0.6 0.2
RELATED 1.1 0.4 0.9
UNRELATED 4.5 3.1 3.8

AVERAGE EMPLOYMENT BY SIZE OF BUSINESS

JOTAL EMPLOYMENTY
TOTAL AVERAGE %
EMPLOYMENT| 1,214 5.0 100
FULL-TIME 1,079 4.4 89
RELATED 198 0.8 18
UNRELATED 881 3.6 [82]
PART-TIME 135 0.6 11
RELATED 14 0.1 [10]
UNRELATED 121 0.5 [90]
RELATED 212 0.9 17
UNRELATED 1,002 4.1 83
AVERAGE EMPLOYMENT BY SECTOR
INDUSTRY | cOMMERCE _ |senvices
EMPLOYMENT 7.2 2.8 5.4
FULL-TIME 8.5 2.5 4.6
RELATED 1.0 0.5 1.1
UNRELATED 5.5 2.0 3.5
PART-TIME 0.7 0.3 0.8
RELATED . 0.1 .
UNRELATED 0.7 0.2 0.8
RELATED 1.0 0.6 1.1
LUNRELATED 8.2 2.2 4.3

7

SMALL BUSINESS |[MICROENTERPRISE
EMPLOYMENT 11.5 3.4
FULL-TIME 10.8 2.9
RELATED 1.5 0.6
UNRELATED 9.3 2.3
PART-TIME 0.7 0.5
RELATED * 0.1
UNRELATED 0.7 0.4
RELATED 1.5 0.7
UNRELATED 10.0 2.7




TOTAL EMPLOYMENT
AVERAGE

FULL-TIME
AVERAGE

FAMALY BMPLOYEES
AVERAGE

NON FAMILLY EMPLOVEES
AVERAGE

PART- TIME

AVERAGE

FAMILY BMPLOYEES
AVERAGE

NON FAMILY EMPLOYEES
AVERAGE

SUB-TOTAL FAMILY EMPLOYEES
AVERAGE

SUB-TOTAL NON FAMILY EMPLOYEES
AVERAGE

1,214
5.0

1,079
4.4

198
08

as1
3.8
138
0.6

14
0.1

121
05

212
0.9

1,002
4.1

244

831 216
5.8 3.8
768 170
S.1 2.8
149 20
1.0 0.3
6819 150
4.1 2.5
3 46
0.5 0.8
10 4
9.1 0.1
73 42
0.5 0.7
159 24
1.0 0.4
692 192
4.6 3.1
152 61
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147
4.7

141

4.5

29
0.9

112
3.6

0.0

0.2

118
3.8

31

690
7.2

621

94
1.0

527
5.5

69
0.7

60
0.6

- 2.0

3
0.3

0.1

24
0.2

107

222
5.4

189

4.6

145

3.5

33
0.8

32
0.8

177
4.3

41

64
3.4

E] ]

2.9

126
0.6

437
2.2
101

14
0.1

87
04

140
0.7

524
a.7

1968

350
11.85

s16

10.8

444

9.3

34
0.7

34
0.7

478
10.0

48



‘0\\ !

« FAMILY EMPLOYEES/FULL-TIME
Daily .
Weekly
Bi-weekly
Monthly
Commision
Plecework
Non-salaried
BASE (FULL-TME FAMILY EMPLOYEES)

« FAMILY EMPLOYEES/PART-TIME
Daily
Weekiy
Bi-weekly
Monthly
Commisicn
Plecowork
Non-salaried
BASE (PART-TME FAMILY EMPLOYEES)

+ NON FAMILY EMPLOYEES/FULL-TIME
Daily
Weekly
Bi-weekly
Monthly
Commision
Plecework
Non-salaried
BASE (RALL-TIME NON FAMILY EMPLOYEES)

 NON FAMILY EMPLOYEES/PART-TIME
Daily
Weekly
Bi-weekly
Monthly
Commision
Plecework
Non-salaried
BASE (PART-TIME NON FAMILY EMPLOYEES)

38
14
23

12
198

13

10
28
30
12

20

121

6 0
40 55
14 20
19 25
1 0
11 0
9 0
149 20
0 25
10 25
10 0
0 25
0 0
40 2s
40 0
10 4
3 3
32 41
33 25
9 20
0 0
22 11
0 0
619 150
12 2
18 45
29 36
i6 2
0 0
2s 14
0 0
73 42
DANIEL CARR & ASSOCIATES

0O0O00O0OO0OO0OO

112

33
33

33

D000

-—h
b0 O0OO0O0ODO0OOCO

o

209

2s
25
21
25

24

0

32

E
a©oo

-t
--0000OO0OCOO

o

126

437

10
37
24
22

a7

28

~
nwo®o

Co0O0O0OO0OOCOO

39
33

18

444



« FAMILY EMPLOYEES
Daily
Weeldy
Bi-weekly
Monthly
Commision
Piecework
Non-salaried
BASE (FAMILY EMPLOYEES)

+« NON FAMILY EMPLOYEES
Daily
Weekly
Bi-weekly
Monthly
Commision
Plecswork
Nen-salaried

BASE (NON FAMILY EMPLOYEES)
o FULL-TIME EMPLOYEES
Daily
Weekly
Bi-weekly
Monthly
Commision
Plecework
Non-salaried

BASE (FULL-TIWE EMPLOYEES)
* PART-TIME EMPLOYEES
Daily
Weekly
Bi-weekly
Monthly
Commision
Plesswork
Non-salaried

BASE (PART-TIME EMPLOYEES)

TOTAL EMPLOYEES
Daily

Weekly

Bi-weekly

Monthly
Commision
Piecework
Non-salaried

BASE (TOTAL ENPLOYEES)

37
14
22

13
212

35
31
13

18

1,002

36
28
15

16
1,079

10
27
27
12

21

135

4
35
28
14

0
16

2

1,214

6 4
38 50
14 17
18 2s
1 0
13 4
11 0
159 24
4 3
31 42
33 27
10 16
0 0
22 11
) 0
692 192
3 3
34 43
30 24
11 21
1 0
20 9
2 0
768 170
11 4
17 43
27 33
14 4
0 0
27 15
5 )
83 46
4 3
32 43
29 26
11 17
0 0
21 11
2 0
8s1 216
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17
10
41

31
29

47
22
25

118

41
21
28

141

33

(2P X}
[ ooouou

147

592

43
21

26

621

6980

19
19
38

23
69

269

21
24
18
21

12
33

18
44
29

302

222

140

33
27
18

18
524
34

25
17

1S
563
10

34
22

24

101

34
24
16
17

664




AVERAGE INCOME BY TYPE OF EMPLOYEE

(FULL-TIME VS. PART-TIME EMPLOYEES)

Z

TOTAL |[SAN SAL. [STA. ANA |S. MIGUEL |INDUSTRY ICOHHERCE SERVICES | SMALL MICRO
TOTAL
Oaily ¢ 20.67 33.46 23.72 16.02 35.35 23.78 26.40 34.65 25.70
Monthty ¢ 703.48 730.16 735.65 484.87 901.03 559.94 720.76 793.68 582.91
Fringe benefis 77% 78% 70% 81% 76% 73% 84% 88% 68%
Oaily work hrs. 6.8 6.8 8.0 5.6 7.6 7.0 6.3 5.7 7.0
Work dayswi. $5.1 5.0 5.9 4.5 5.6 §.2 4.9 4.4 $3
PULL-TIME
Oaily ¢ 25.9¢ 29.81 25.80 22.28 32.63 24.23 22.19 35.22 23.02
Monthly ¢ 810.03 860.41 793.12 660.82 926.15 732.57 676.01 1,044.59 656.12
Fringe bDenefm 80% 81% 78% 81% 79% 75% 85% 87% 72%
Oaily work hre. 7.8 7.5 7.8 7.5 7.6 7.7 7.1 7.6 7.5
Work dayerwi. .8 $.7 5.9 6.0 5.7 5.8 5.8 5.8 5.8
PART-TIME
Deily ¢ 31.37 37.1 21.65 9.77 38.07 23.32 30.62 34.07 28.38
Monthly ¢ 520.99 599.90 678.17 308.92 875.91 387.31 765.51 542.78 509.71
Fringe benefis 50% 53% 41% 83% 49% 58% 76% 94% 46%
Daily work hrs. 6.0 6.0 8.2 3.7 7.7 6.4 5.5 3.7 6.6
Work daysawk. 4.4 4.4 5.9 3.0 5.5 4.6 3.9 4.8 2.9




F

(RELATED VS. UNRELATED EMPLOYEES)

Z

o TOTAL |SAN SAL. |STA. ANA|S. MIGUEL {INDUSTRY 'COHHERCE SERVICES | SMALL MICRO
TOTAL
Ouity ¢ 28.67 33.48 23.72 1€.02 35.35 23.78 25.40 34.65 25.70
Monthly ¢ 703.48 730.16 735.65 484.87 901.03 559.94 720.76 793.68 582.91
Fringe benefin 77% 78% 70% 81% 76% 73% 84% 88% 68%
Ouily work hra. 6.8 6.8 8.0 §5.6 7.6 7.0 6.3 5.7 7.0
Work deys/wk. 5.1 5.0 5.9 4.5 5.6 5.2 4.9 4.4 53
RELATED
Ouity ¢ 31.37 37.11 21.65 9.77 38.07 23.32 27.65 38.38 29.07
Monmnly ¢ 635.51 599.90 678.17 308.92 875.91 387.31 765.51 763.58 508.71
Fringe benefis 50% 58% 67% 62% 64% 68% 73% 81% 56%
Ouily work Ive. 6.0 6.0 8.2 3.7 7.7 6.4 §.5 3.7 6.6
Work deyemi 4.4 4.4 §.9 3.0 5.5 4.8 3.9 2.9 4.8
NON-RELATED|
Ouaity ¢ 25.96 20.81 25.90 22.28 32.63 24.23 22.19 35.22 23.02
Menthly ¢ 771.45 860.41 793.12 660.82 926.15 732.57 676.01 1,044.59 656.12
Fringe Denedn 81% 83% 70% 86% 78% 78% 86% 89% 71%
Daity work hra. 7.6 7.5 7.8 7.5 7.6 7.7 7.1 7.6 7.5
Work deye/Avk. 5.8 5.7 5.9 6.0 5.7 5.8 5.8 5.8 5.8




w

‘Average

Wage (¢)

Vacation Pay
Christmas Bonus
Social Security
Other Banefits
No Benefis

Average Dailly Work Hours

Average No. of Dependants

BASE (PART-TIME FAMILY EMPLOYEES)

s
25.38
31
46
20
38
38

75
5.8
849.27
9
1.2
198

5.9
3.9
421.78
43
1.8
14

30
49
19
38
40

7.3
8.7
787.41
11
1.1
149

30
40
10
40
25

7.8
5.9
911.12
0
1.5
20

c

10 0

0 0
10 25
8G 75
4.8 8.6
3.1 5.9

412.38 445.22

40 50
1.8 1.8

10 4
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19.53
34
38
31
34
38

7.4
8.1
617.84
0
0.9
29

5
34.06
a2
50
21
a7
as

7.3
8.7
959.43
8
14
94

42.
25
S0

0
25
50

8.0
5.3
792.39
100
2.0
4

7.6
5.8
5$66.95
8
11

5.2
34
207.68
11
08
9

219
2
68
20
32
25

7.0
5.9
665.01
14
0.7
44

4.0
2.0
866.00
100
4.0
1

7.2
5.7
§97.65

37.33
14
29

7
14
64

59
3.9
421.76
43
1.8
14

6.76

49
68
43
3s
19

.

7.5
5.8
1,085.56
8
1.2
72

0.00
0
0.0
0




Am Dllv Wlol (c)
Vacation Pay
Christmes Bonus
Social Security

Other Benefits

No Beneflls

Average Dally Work Hours

Average No. of Dependants

Avono- Duly w.p (c)
Vacation Pay
Shristmas  Bonus
Social Security

Other Benefits

No Benefits

BASE (PART-TIME NON FAMLY EMPLOYEES)

7.7
5.8
770.79
9
1.2
881

7.5
5.9
T72.12
31
1.0
121

7.8
5.7

933.42

14
45
1§
26
42

7.3
5.7
787.41
38
1.6
73
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"27. es

2.1
$1
59
27
23
22

7.7
5.8
875.13
15
1.2
150

28 89

17
29
7
17
&7

7.8
5.9
911.12
19
0.7
42

19.53

62
63
43
35
14

7.5
§.9
703.01
8
1.2
112

33
33
0
17
17

7.4
8.1
617.84
17
0.3
[

25. os '

31.20

55
68
37
41
18

7.9
5.0

892.87

1.3
527

34.06
17
34

9
28
51

7.3
5.7
959.43
22
1.2
6Ss

30. 17
(-1
67
54
32
21

7.8
5.9
898.20
8
1.4
209

7.6
5.8
566.95
42
0.9
24

22.46
46
76
26
40
12

7.1
5.7

687.02

1
1.0
145

7.0
5.9
665.01
41
1.2
32

25.28
52
60
26
36
24

7.7
5.8

714.58

12
1.1

20.77
24
N

9.
23
83

7.2
5.7
597.65
29
11
87

S

N

7.8
5.8
1,003.62
7
1.4
444

36.76
24
82
47
38

8

7.5
5.8
1,085.56
3s
1.2
34


http:1,085.56
http:1,003.62

‘Average Dedy Wage (¢)

Vacation Pay
Christmas Bonus
Social Security
Other Benefits
No Benefie

Average Daiy Work Hours
Average Days Worked/Week
Average Monthly Eamings
% of Empioyess wmore ihan 1 Job
Average No. of Dependanis

BASE (TOTAL NON FAMILY EMPLOYEES)

o 'fﬁ.%
31.37 7.1 21.65

29 28 25
44 47 33
19 18 8
34 34 38
41 42 33
8.7 6.0 8.2
4.8 4.4 59
835.51 599.90 678.17

1 13 8
1.47 1.45 1.60
212 159 24

29.81 25.80 22.2
52 53 44 60
87 72 53 62
37 40 23 41
38 40 30 34
19 17 30 14
76 7.8 7.8 7.8
5.8 5.7 5.9 6.0
771.45 860.41 793.12 660.82
12 11 18 8
11 1.4 0.9 0.8
1,002 692 192 118
DANIEL CARR & ASSOCIATES

9.77

34
38
31
34
38

3.7
3.0

308.92

0.47

29

38.07

32
50
20
37
36

7.7
5.5

875.91

10

2.18

7.6
8.7

926.15

1
1.2

592

23.32

30
30
20
39
42

6.4
4.6

387.31

0.99

62
64
S0
2
22

1.7
5.9

732.57

12
1.1

233

5.5
3.9
765.51
16
2.33

22.19

42
76
29
37
14

71
5.8

676.01

16
1.1

177

"29.0

SRS RN AN NS

7 38.38

22 49
36 68
9 43
37 35
44 19
6.6 3.7
4.8 2.9
509.71 763.56
12 8
1.42 0.81
140 72

23.02 35.22
47 57
56 78
23 S1
34 41
29 1
7.5 7.6
5.8 5.8

656.12 1,044.59
15 9
11 1.3
524 478


http:1,044.59

TR,

20.81 25.80 2. 24.23 22.19 23.02 35.22
Vacation Pay 53 53 49 52 58 42 45 58
Christmas Bonus 67 70 57 58 66 59 74 55 77
Social Security 37 39 25 40 34 46 24 22 50
Other Benefits 39 4 34 as 40 as a8 37 40
No Benefits 20 19 22 19 21 25 15 28 13
Average Daily Work Hours 7.6 7.5 7.8 7.5 7.6 7.7 71 7.5 7.6
Average Days Worked/Week 5.8 5.7 5.9 6.0 5.7 5.8 5.8 5.8 5.8
Average Monthly Eamings 810.03 860.41  793.12 660.82 926.15 732.57 676.01 656.12  1,044.59
% of Employees w/more than 1 Job 9 9 14 6 9 8 12 11 7
Average No. of Dependants 1.2 1.2 1.3 1.1 1.3 1.2 0.8 1.1 1.3
BASE (TOTAL FULL-TIME BMPLOYEES) 1,079 768 170 141 621 269 189 563 516
AT BCOVERET T
Average Daily Wage (¢) 31.37 A1 . 30.62 28.38 34.07
Vacation Pay 14 12 15 33 17 27 23 24
Christmas Bonus 36 4 26 a3 as 73 31 82
Social Security 10 13 7 0 9 42 9 47
Other Benefits 21 24 17 17 28 24 22 38
No Benefits 50 47 59 17 51 24 54 6
Average Daily Work Hours 6.7 6.0 8.2 3.7 7.7 6.4 55 6.6 3.7
Average Days Worked/Week 49 44 5.9 3.0 55 46 3.9 48 2.9
Average Monthly Eamings 528.99 599.90 678.17 308.92 875.91 387.31 765.51 509.71 542.78
% of Employees w/more than 1 Job 32 39 22 17 26 33 42 31 as
Average No. of Dependants 14 1.7 1.2 0.2 2.1 0.9 2.6 1.4 0.6
135 83 46 6 69 33 33 101 34

"33, 72 ) .35 23.78 26.40 25.70
48 49 42 ss 48 55 40 42 56

63 67 50 §7 62 57 74 Sc¢ 77
34 36 21 39 32 43 27 20 50
37 39 31 34 39 33 36 3s 40
23 22 30 19 24 27 16 32 12
741 6.8 8.0 5.6 7.6 7.0 6.3 7.0 5.7
5.3 5.0 5.9 4.5 5.6 5.2 4.9 53 44
Average Monthly Eamings 650.22 730.16 735.65 484.87 901.03 559.94 720.76 §82.91 793.68
% of Employees w/more than 1 Job 12 12 15 7 11 1 16 14 9
Average No. of Dependants 13 1.4 1.3 0.6 1.7 1.1 1.7 1.3 1.0
BASE (TOTAL BMPLOYEES) 1,214 851 216 147 690 302 222 664 550
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Increase in demand for producta/services
Credit/working capital
Expand/remodel locale
More machinery/equipment
New markets/clients

Diversification/new product lines
Access 1 skilled labor

Increase inventories

Business planning/projection skills
Addiional labor not required
Other taglors

Could not specily

41 47 26
24 26 18
24 20 33
7 7 7
7 5 1
4 8 0
3 3 S
3 2 5
1 1 2
2 1 2
3 4 2
1 1 2
244 152 81
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23

31

68 36 20
26 22 24
10 7 20
11 2 7
7 3 15
3 7 0
4 3 2
3 3 2
0 1 2
2 1 2
1 3 7
1 1 0
96 107 41

21

24

46

35

48



MEDIA UTLIZED
Friends

Empioyses

Relatives

Newspaper

Personal contact

Help wanted signs

Personal requesss

Others

Could not anewer

Are not accustiomed © hiring empioyees

% OF BUSINESSES THAT
HIRE ACQUAINTANCES

% OF BUSINESSES THAT RECEIVE
INQUIRIES FOR JOB VACANCES

48

17

68
32

27

244

5§ 59
53 52
48 41
27 0
(-] 3
4 5
2 3
3 10
3 10
7 16
49 59
68 §7
37 20
28 23
182 61
DANIEL CARR & ASSOCIATES

74

77

10

13

74

90

29

29

Nn

43

23

48

71

3

29

§3

10

20

37

13

39

29

107

51

54

44

22

10

63

7

17

17

41

61

54

49

16

11

33

26

196

50

67

40

21

48

79

29

32

48



- PERCENTAGE OF BUSINESSES WITH SIOLLED LABOR

PROBLEMS WITH UNSKILLED LABOR
Wasthed Time

increase in Costs
Decrease in output/performance
Poor service

No effect

Lower Quality

Other problems

Did not respond

Could not specily

BASE (BUSINESSES THAT HIRE UNSKILLED LABOR)

+ OTHER PROBLEMS RELATED TO PERSONNEL
None

Motivation

Thett

Others

Do nct hire

Bad habiss

Absenteeism

Punctuality

30

~oaNvoo2d

244

a3 23
48 31
18 22
19 17
13 19
10 19
7 11
1 0
2 0
1 0
89 36
57 S4
13 S
8 13
10 S
7 10
S S
3 10
1 2
1§52 61
DANIEL CARR & ASSOCIATES

29

[8) Npy=O
RoococouRug2

-~
cwwoamwg

31

35

37
23
30

13
12

57
10

13

- ) -

23

107

37
30
15

nN -
\‘OOONJ\J'D

- 0
NU!\JNUIUlom

41

30 29
42 §5
17 21
18 12
19 9
11 15
7 6
1 0
2 0
1 0
113 33
60 S0
10 13
9 6
6 19
8 0
S 6
4 6
1 2
196 48



Assign fixed salary

PERCENTAGE WITH ADDITIONAL INCOME
Other business

Personal services

Empioyee

Others

Did not respond

AVERAGE NUMBER OF DEPENDANTS

With other familly income

Willing io give up business for fixed empioymant
Desired Monthly Sailary (s)

+ DES'RED BENEFTS

Legally Required Bencfits

Social Security

Life insurance

Transportaion/Per Diem Expenses
Medical/Hospital Insurance
Could Not Specity

Paid Vacstions
incentives/Commissions

Others

BASE (OWNERS WILLING TO GIVE UP BUSINESS)

3.0

55

18

3,252.27

—-h -
NpoNNe DY

70

43
14

20

3.1

§2

20

3,403.33 2,750.00

73
13
13
10

QO WNN
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57

38
13

1

2.6

87

20

scomemocooyl

-
N

3.0

45

4,000.00

3.3

45

22

3,266.67

62
14
10
10

S
10

S
0

S

21

2.7

13

3,557.14

oNNNNZNNY

61
46
20

15

3.1

71

22

2,744 .44

89
1

coocoZol

66 a3
44 38
13 19
S 13
S 2
21 4
0 2
2.9 3.5
56 50
21 4

3,073.81  7,000.00

7 50
12 0
12 0
S 100
7 0
7 0
2 50
2 0
2 0
42 2



Ve

Achievement of independence/personal ambition
Higher economic rewards

Stability/economic security

Personal reasons

Prefer present activity

Moral obiligation/empioyees/institution

Other reasons

Did not specify

24

15

10

200

58 683
25 6

11 22
1 10

8 8

7 2

2 6

1 2
122 49
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52

21

29

12

17

1

75

34

12

13

93

66 60
22 23
19 13
6 10
3 6
6 s
3 3
0 1
32 154

28

22

11

46



. ¢ 50,000 or less
Between ¢50,001 and ¢100,000
Between ¢100,001 and ¢150,000
Between ¢150,001 and ¢250,000
Between ¢250,001 and ¢500,000
Between ¢500,001 and ¢750,000

Move than €750,000

AVERAGE (¢)

41

21

13

14

244

117,187.77 100,379.83 89,294.75 226,667.86 102,133.43 124,851.84 128,583.33 76,975.74

42

22

13

14

152
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52

23

13

61

10

13

13

26

35

31

48

16

11

15

34

15

14

10

107

12

15

41

50

26

14

196

10
42

40

48
282,503.98



ANNEX NO. 6

FIELD SURVEY QUESTIONNAIRE
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ANNEX No. 6 1
PRO-1091 CUESTIONARIO No.
USO DE OFICINA
ZONA: | TAMARNO : SECTOR : SEXO : ENCUESTADOR
. FECHA D S AN
AMSS... 1 Mlcno ...... 1 INDUSTR'A ......... 1 MASC__" 1 SUPERVISOR
SA.... 2 COMERCIO.......... 2
PEQUENQ..2 FEM..... 2 CODIFICADOR
S.M"__" 3 SERV'C'O ............ 3 DlGlTADOR
DATOS GENERALES
NOMBRE DE LA EMPRESA
DIRECCION TEL.

NOMBRE ENTREVISTADO
BUENOS DIAS/BUENAS TARDES

Mi nombre es

y trabajo para una empresa que se dedica al desarrollo de estudios

econdémicos y evaluacién de programas y proyectos enfocados a la capacitacién de los micro y pegquefios
empresarios. Actualmente estamos desarrollando una encuesta, para conocer su sincera opinlén acerca de

los cursos tomados en PROPEMI, con el objeto de mejorar la atencién y servicio de este programa.

1. Para comenzar, me puede decir, ;qué es FUSADES? (S| NO SABE O NO RESPONDIO PASE A P.3)

ASPECTOS GENERALES

----------------------------------------------------------------------------------------------------

3. De las siguientes respuestas que aparecen es esta tarjeta, ;cuél es la que describe mejor lo que es
PROPEMI? (ENTREGUE TARIJETA)

ORGANISMO INTERNACIONAL DE AYUDA FINANCIERA

----------------------------------------------------

------------------------------------------------------

----------------------------------------------------------------------------------------------------

4. ;Recuerda usted la fecha cuando particip6 en los cursos de entrenamiento de PROPEMI?

Mes

Afio

] ~orecuernA

\")“{



5. ¢Cudles fueron las materias que se impartieron en el curso en que usted participé?

Y ademés de las que menciond ;Tomé el curso de........... ?
MATERIAS ESPONTANEA | CONAYUDA

Contabilidad 1 1 ENCUESTADOR :
Costos 2 2 Para cada materia sefialada
Administracién 3 3 marque en las sigulentes ho-
Mercadeo y Ventas 4 4 jas las secciones correspon-
Proyeclos de Inversion 5 5 dientes, y luego continue en
Otros (Especificar) P.6
NINGUNO [J PASEAP.35

8. En general, ;cudles fueron los beneficios que obtuvo por haber asistido a los cursos?

A. CONTABILIDAD

7. Usted mencioné que tomd el curso de contabilidad. En sus propias palabras, me puede decir, qué es un
balance general?

---------------------------------------------------------------------------------------------------

11. ¢(Me podria dar el nombre de algunas cuentas que forman parte de un sistema simple de cuentas? NO LEER
12. Y de las cuentas que aparecen en esta larjeta, ¢cuales ileva usted en su negocio? (ENTREGUE TARJETA)

TIPOS DE CUENTAS
Cuenta de caja o efeclivo
Cuenta de anticipo de clientes

Cuenla de gastos
Cuenta de ventas (Contado/Crédito)
Cuenta de compra de malerias primas
r r

NO RESPONDIONINGUNO

)

~lol ol e wino] =] -

°
Nmuuawro—s,'\;




13. (Podria decirme qué es un estado de pérdidas y ganancias?

---------------------------------------------------------------------------------------------------

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

B. COSTOS

14, Hablando ahora de! tema de costos, me podrfa decir, ;qué es costo fijo?

----------------------------------------------------------------------------------------------------

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

C. ADMINISTRACION

18. Pasando al tema de administracién, para usted, ;por qué es importante la administracién?

19. Produccién forma parte de las 4reas basicas de administracién, gpodria mencionarme las otras areas?
Financiera........... 1 Personal............ccoeuee. 3 No respondié.............. 5

Mercadeo........... 2 Otros (Espaecificai)..... 4

\0



20. {Qué es un organigrama?

---------------------------------------------------------------------------------------------------

21. ¢Con cuél de las siguientes actividades tiene que vef el liderazgo? (ENTREGUE TARJETA)
Contabilidad........ 1 Direccién............... 3 No respondid................... 5
Produccién......... 2 Ventas................... 4

---------------------------------------------------------------------------------------------------

22. ; La planificacién, organizacién, ejecucién y control, son herramientas que sirven para cual de las tres
respuestas que aparecen en esta tarjeta? (ENTREGUE TARJETA)

A. Sirven para conseguir un crédito.............cccceernineiniiinnineieninnnens 1
B. Sirven para administrar bien una empresa, O..........c..coeeeeerenennne 2
C. Sirven para satisfacer las necesidades de los clientes.............. 3
D. NINGUNO.......oiviiiriiiiritiiiic ittt ess e ssss b sssa sa 4
Covirrnnen 2 PC....... 1 | IR .. 0

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

| D. MERCADEO Y VENTAS

23. Ahora vamos a hablar del curso de mercadeo y ventas, me podria decir, ;qué es |la segmentacién de
mercado?

24. ;Qué aspectos se deben considerar para fijar el precio? NO LEER

A. Costos de produccion y venlas..........cc.eeeerivinienreecsnneenreessereensens 1
B. La oferta y la demanda.............cccovverinienrinenicnnnenanenneeniensne 2
C. El precio que la competencia cobra..............cccoceriveveennenrienrenans 3
D. El tipo de clientela y las necesidades que van a salisfacer........... 4
E. Otros (Especificar) 5
F. NO reSpondib..............oooceeviiiniiiiiniiiiiiiiiisincc i esaessesne e sessnsess 6
Cuivernnnne 2 PC....... 1 [ P . 0

---------------------------------------------------------------------------------------------------

25. ¢ Qué es un canal do distribucién?

 JR PC..oeea 1 lecreeeens O



26.

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

[ & PROYECTOS DE INVERSION

Pensando ahora en el curso de inversiones, podria decirme, £qué es un proyecto de inversién?

Coverens .2 PC..... w1 liceereee O

Cocrrrneee 2 PC....... 1 | PPN
28. ;Cudles son los lres tipos de inversién que se mencionan en el curso? NO LEER
A. Inversién en capital de trabajo..........c.cccoevrenienns 1
B. Inversidn en activo fijo.....c...cccicvieviiinnneneninncen. 2
C. Inversion en combinados...........c.ovevivveiriinirannes 3
D. No respondid.........c.cccoinrnmninininnrenninnncninininni 4
o JR 2 PC....... 1 liveereeee O
29. ;Cuéles son algunas de las causas de un manejo inadecuado de un crédito? NO LEER
A. Falta do dalos contables CONMIAbIBS...............cceuerrereecerrmisisesersisnsssesssessssessssassssasssssens 1
B. E! optimismo exagerado en 1as Proyecciones............c.cccriuinsisesinnnintsinnessnnnsnss 2
C. No invertir los fondos prestados de acuerdo al proyecto presentado............cueeresiserusnns 3
D. Mal manejo de la OIMPIOSA......cccvirversriruieessessrisissessosnssesseesrssessstonssssssessssssnossessessssasassess 4
_ E. Las ventas futuras no cubren los costos nuevos de interds y amortizaciones................. 5
F. No oexiste control SODre 1a CaMera.........ccccceivinienniininieciiesisnnenensssisesssssasstteesssesssnssane 6
G. Otros (especificar) 7
H. NO TOBPONGIQ.......cccerrririiiceriiiiireiiiiireitisiieitse s esass s aesns csstsssssssssrtesssnassssnnsessassssasans 8
Cicerrneen 2 PC....... 1 | P
30. Ahora que hemos hablado acerca de lo que usted recuerda de los cursos de capacitacién que tomé6 en

31.

PROPEMI, ;podrfa darnos su opinién sobre estos cursos?

De los cursos que usted ‘omé, ;cudl le sirvio mis en su negocio?




32. ;Especificamente, qué cosas de las que usted aprendié, ha podido usar en su negocio?

------------------------------------------------------------------------------------------------

. ¢Qué recomienda usted para mejorar los cursos de PROPEMI?

APOYO CREDITICIO
. Ahora, cambiando de tema ;cudntos créditos ha recibido usted de PROPEMI? (NINGUNO PASE A P.58) D

36.

ENCUESTADOR : S| OBTUVO MAS DE UN CREDITO HAGA PREGUNTE 36, CASO CONTRARIO PASE A P.37
¢ Cuél fue la razén principal por la que usted regres6é a PROPEMI a solicitar créditos adicionales?

----------------------------------------------------------------------------------------------------

. ¢Y cuénto fue la cantidad del crédito?
. &Y en qué afio recibié cada crédito?

39. En general, ¢cudnto tiempo pasé desde que usted solicité el crédito (s), hasta que recibié el dinero?
40. ;Considera este periodo de tiempo adecuado?
41. ;Qué uso especifico le dio al dinero del crédito?
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. ;Cuél es su opinién acerca del programa de créditos de PROPEMI?

!



43. Antes de recibir el crédito de PROPEMI, ;de cudles de las siguientes fuentes que aparecen en esta tarjeta
recibié usted un crédito para su negocio? (ENTREGUE TARJETA)

44.Y después del crédito de PROPEMI, ¢de cudles de las siguientes fuentes que aparecen en esa tarjeta recibié
usted un crédito para su negocio?

FUENTE
PROVEEDORES
PARIENTES O AMIGOS
PRESTAMISTAS
BANCOS
ASQC. DE AHORRO Y CREDITO
COOP. DE AHORRO Y CREDITO
NINGUNO

F
«

P

»n

Njojon|ajw N
~Nlolonlaelw n]=|a

----------------------------------------------------------------------------------------------------

47. ,Por qué no se banefici6?

48. ;Considera usted que las ganancias acluales de su negocio son mayores o menores comparadas con sus
ganancias antes de recibir el crédito(s) de PROPEMI? (Lea instruccién

MENOS......... 1 (PASE A P.43)  MAS......... 2 (PASE AP.51) IGUAL........ 3 inmediata P.52)

50. ;Y en qué porcentaje estima usted que bajaron sus ganancias después del crédito?
ENCUESTADOR: LEA INSTRUCCION INMEDIATA A P.52

51. Se puede decir que el aumento en ganancias netas se debe principaimente al hecho de haber recibido el
crédito de PROPEMI, o principalmente a otras razones?

PRINCIPALMENTE AL PRESTAMO........ 1 (PASE A P.52) OTRAS RAZONES........ 2 (ESPECIICAR)

---------------------------------------------------------------------------------------------------

---------------------------------------------------------------------------------------------------

INSTRUCCION : VERIFIQUE EN CUADRO DESTINO DE CREDITOS
CAPITAL DE TRABAJO [ ] (PASE s P53 y P.54)

MAQUINARIA Y EQUIPO [ ] (PASE & P.55 a P.57)

NINGUNO [] (pase » p.se)

~

W



58.

61.

reclblé crédito para caplial de trabajo, MUESTRE EJERCICIO.

53. ¢Estima usted que la cantidad de capital de trabajo que usted tiene hoy es mayor o menor que cuando
recibié el crédito?

S| recibié crédito para adquirlr miéquinas y/o equipos
55. Las maquinas y/o equipos que compré con los fondos del crédito, itodavia cuenta con ellos?

------------------------------------------------------------------------------------------------

-------------------------------------------------------------------------------------------------

ASESORIA TECNICA

Ahora vamos a hablar acerca de las visitas que usted recibe por parte de los representantes de PROPEMI.
Aproximadamente, ;cuantas visitas ha recibido por parte del representante de PROPEMI?

( NINGUNA, PASE A P.65)

------------------------------------------------------------------------------------------------

.Y del total de estas visitas, sen cuantas de ellas ha recibido consejos o asesorfa para mejorar su negocio ?

(NINGUNA, PASE A P.65)

------------------------------------------------------------------------------------------------

. Normalmente, jcudnto duran las visitas de consejos o asesorla?

---------------------------------------------- FE R R R R R R R RN RN RN N R R R R RN R A

Concretamente, ;de qué manera considera usted que su negocio se ha beneficiado debido a los consejos o
aserorias recibidas?

. ¢Considera usted que los consejos le han ayudado a ganar més dinero, 0 a reducir coslos, o tal vez

simplemente a trabajar mejor?

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

. La asesorla que ha recibido,¢ha contribuido 0 no a que usted haya contratado mas empleados?

HA CONTRIBUIDO.......... 1 (PASE A P.64) NO HA CONTRIBUIDO......... 2 (PASE A P.65)

. ¢Qué tipos de asesoria necesita para mejorar su negocio?




IMPACTO EN EL EMPLEO

. Cambiando de tema, me gustarla que hablaramos acerca de! personal de su empresa. Ademas de usted,

{cudntas personas trabajan actuaimente en su negocio?

------------------------------------------------------------------------------------------------

. Y antes de recibir el primer crédito de PROPEMI, ;cuéntas personas trabajaban con usted?

DISMINUYO [] PASE AP.68 IGUAL [[] pase ar.70

AuMENTO [ ] PasE A P69 SOLOPROPETARIO |_] PASE A P.79

. LA qué se debe que haya reducido el nimero de las personas ( 0 persona ) que antes trabajaban con usted?

(PASE A P.70)

------------------------------------------------------------------------------------------------

. ¢Se puede decir que el aumento de la(s) persona (s) que ahora trabajan con usted se debe Unicamente al

hecho de haber recibido el crédito(s) de PROPEMI, o principaimente a otras razones?

UNICAMENTE AL PRESTAMO............... 1 (PASE A P.70) OTRAS RAZONES..... 2 (ESPECIFICAR)

-------------------------------------------------------------------------------------------------

. De las personas que trabajan con usted, ;cuéantas son temporales (1) y cudnlas son permanentes (2)?

71. De las personas que trabajan con Ud., jquiénes de ellas son familiares (1), y quiénes no son familiares (2)?
72. ;C6émo ganan las personas a las que les paga?
Diario...... 1 Semanal.... 2 Quincenal..... 3 Mensual.... 4  Por comisién.. 5 Por obra... 6
73. &Y cuénto les paga?
(POR COMISION O POR OBRA PIDALE AL ENTREVISTADO QUE CALCULE EL PROMEDIO QUE GANA POR DIA)
74. ;Cuéantas horas &l dfa trabajan en promedio sus empleados?
75. ¢ Cuéntos dlas a la semana trabajan?
76. ¢ Qué tipo de prestaciones les da a las personas que trabajan con usted?
Vacaciones.. 1 Aguinaldo... ISSS... 3 Otros.... 4 (Especificar) Ninguno... 8
77. ¢(Sabe usted si ademas de este empleo su empleado, tiene otro trabajo adicional? Sl....... 1 NO....2
78. ;Cuéntas personas dependen econémicamente de lo que ganan sus empleados, es decir, a cuéntas 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 1P |F]NF| FORMA| ¢ |HRS. | DIAS | PREST. [ST|NO|# PERS.
112 11 12 1] 2
112 |1 |2 1] 2
112 |1 {2 112
112 |1 |2 112
112 |1 ]2 112
112 11 ]2 112
11211 ]2 112
112 |1 |2 1] 2
112 1112 1] 2
112 |1 ]2 112
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79. ¢Qué tiene que suceder para que sea necesario que usted pueda emplear una 0 mis personas?

---------------------------------------------------------------------------------------------------

---------------------------------------------------------------------------------------------------

81.Y por lo general, estas parsonas, ¢son conocidas de usted? Si........... 1 NO............ 2

82. 4 65 comin que lo vengan a padir abajo?  Si.......1 (PASEAP83) NO.....2 (PASE APS5)
83. ¢Principalmente son conocidos o exiraios? GONOCIDOS.......1  EXTRANOS......2
84. ¢ Sabe usted si viven cerca de su negocio o de su casa?  Sh.....!  NOww..2

85. En general, ;la mayorfa de las personas que usted ha empleado estaban suficientemente capacitadas o no
cuando usted las contrat4? Sl..coveen 1 (PASE AP.87) NO......... 2 (PASE A P.86)

---------------------------------------------------------------------------------------------------

L T L R R R R E R N I AL R R R A

87. Independientemente que su personal esté o no capacitado,¢existe algun tipo de problemas con la gente que
usted emplea o ha empleado?

---------------------------------------------------------------------------------------------------

89. Adem4s de su negocio ;Tiene usted otros ingresos adicionales?
Sl.......... 1 (PASE A P.30) NO............ 2 (PASE AP.91)
80. ;De donde provienen esos ingresos? NO LEER :
Otro Negocio....1 Trabajos o servicios personales....2 Empleado en otro negocio....3

Otros....4 (Especificar)

---------------------------------------------------------------------------------------------------



i

93. (Estarfa usted dispuesto a dejar su negocio, y trabajar para alguien mas, si le ofrecieran trabajo
permanente y bien pagado?

94. Cuanto le tendrfan que pagar para dejar su negocio, y qué benelicios o prestaciones adicionales le gustarfa
recibir y que ahora no tiene? Salario Mensual ¢

Prestaciones (PASE A P.96)

---------------------------------------------------------------------------------------------------

97. Finalmente me gustarfa que estimdramos el valor total de los activos de su negocio. Esta informacién la
utilizaremos en forma confidencial y servira Unicamente para una clasificacién estadistica. Recordemos que
el activo incluye :

lo que su negocio tiene en €ajas ¥y banCos...........c.veevirnnniniiisinnisnenecinene ¢
CUBMAS POr CODIAL........ooviiiiiieiiniiiiisis st csssssresrsssessenatesssnnsesssssnns ¢
inventarios (materias primas, producto terminado, mercaderla).................. ¢
aclivo flijo (terrenos y construcciones del negocio si son propios)................ ¢
MaqQUINANia ¥ BQUIPOS......cciireerieiiirieismnissiiistisissnessisssssserasosssssssssansrenassnseonee ¢
vehiculos de 1a BMPIESA.........civvveeriiveiiiiniiiniiininetirereeme e sisnteeesssessns ¢

¢En cuinto estima usted el valor total del activo de su negocio?

VALOR DEL ACTIVO ¢

ENCUESTADOR : S| NO QUISO RESPONDER O NO PUDO ESTIMAR.
Entonces, ¢en cudl de los siguientes rangos dirla usted que se estima el valor total del activo de su
empresa?

€50,000 0 MBNOS..........oevvveievnvenecrennens 1
¢50,001 - ¢100,000...........cc..ecunvrrnnet 2
¢100,001 - ¢150,000.............ceccetnunes 3
¢150,001 - ¢250,000.............c.cevvvuens 4
¢250,001 - ¢500,000..........ccc00unerinnn 5
¢500,001 - ¢750,000..........cccoce0neeene 6
Mas de ¢750,000........c..cccoeeererinruninans 7
No respondid..........ccccenimriiinnienniinnnns 8
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1 Propuesta de Apoyo Financiero, Programa de Promocion a la Pequena y
Microempresa, PROPEMI, July 2, 1985, FUSADES.

Original FUSADES proposal to A.LD. 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 (m 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.LD. Grant No. 519-0304
A-00-5506-00, August 29, 198S.

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).



S. 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.



