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THE SWAZILAND TRAINING FOR ENTREPRENEURL PROJECT (STEP)

This is one of a series of reports on experimental activities
undertaken by STEP - the Swaziland Training for Entrepreneurs
Project.

STEP was commissioned by USAID (the United States Agency for
International Development) and was intended to identify
potentially successful means of stimulating small business
activity to ircrease employment and productivity. STEP s
activities included the commissioning of a series of baseline
studies, the undertaking of experimental activities, and the
provision of technical assistance.

The project commenced in 1986 and is due to end in November 1989.
Originally, STEP was implemented by Partnership for Productivity,
but was taken over by CARE International, a development
organisation, early in 1987. STEP was CARE’'s first and (to date)
only project in Swaziland.
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List of Definitions and Terms

USAID United States Agency for International Development
STEP Swaziland Training for Entrepreneurs Project

SEAD Small Economic Activity Development

GOS Government of Swaziland

wID Women In Development

SEDCO Small Enterprise Development Company

EO Extension Officer

FS Field Supervisor

IGA Income Generation Activity

SNL Swazi Nation Land

INCOME GENERATING ACTIVITY - Economic activity where all profits are
withdrawn by the owner resulting in zero or negative net growth.

SMALL BUSINESS - Economic activity where the owner re-invests some of
the profits in the activity, resulting in growth.



EXECUTIVE SUMMARY

On October 7, 1988 the United States Agency for International
Development (USAID) approved STEP Experimental Project #6, Rural
Small Ecoromic Activity Development (SEAD) to explore ways of making
credit available to Swaziland's rural micro-entrepreneurs at an allocation
level of E33,000. (E15,000 for a loan fund and E18,000 for salary and
administration)

Sibovu, the Rural SEAD subproject location, is one of the four original
Government of Swaziland Rural Development Area (RDA) project
headquarters and is a rural economic center.

By the end of July 1989, ninety loan applicants had approached the Rural
SEAD Subproject office; 28 loans were made totaling E9,100 and one non-
loan participant had been accepted into the program. Strict adherence to
repayment schedules was a major probler but some of the fault is
related to the poor communication and transport infrastructures of the
rural areas. Word of mouth has been the only means of publicity. After a
slow start-up period it was found that the flow of applicants could be
drastically affected by saying "yes" or "no" to only one or two applicants.

Number one among the management problems encountered by rural
entrepreneu;s is credit sales. Methods for recording and managing credit
sales are of utmost importance. The development of a firm credit policy
getting it written on paper and sticking to it will help many
entrepreneurs increase their working capital level without the borrowing
of funds.

Low educational levels among entrepreneurs (70% of the applicants never
studied beyond Primary School) is a major problem in developing small
business activity in rural areas. Seventy-two percent of the applicants
had few or no written records of their business activities.

Honesty is another serious problem: 66% of the applicants willingly
misrepresented their intensions. Approximately 20% were thought to
fear STEP as a foreign-based lending institution, but the majority of cases
attempted to acquire business loans for personal consumption. A flood of
inquiries occured at planting time and in January when school fees are
due. Most of these people did intend io repay the loans they applied for
but fell outside the parameters of our project. Only a small number of

applicants (8%) were thought to be trying to acquire funds with no
intention of repaying.



Applicants showed a strong resistance to concenlrating their personal
commitment on one income earning activity. The average applicant
worked pretty hard to earn a living for their f amily but at several
different activities. Both the culture and the general farm background
with its on and off seasons tend to suppors this approach. But many
applicants lacked the self-confidence to commit themselves o only one
income scurce, to “put all of their eggs in one basket".

Financial assistance was found to be very much needed by rural
entrepreneurs but it is of little help without management and technical
assistance. In very few situations was financial assistance the number one
need of an entrepreneur.

Puture rural loan programs should be tied to commercial banks as a

means of graduating participants into the formal banking sector. CARE
should cooperate with formal lending institutions to assist them with
client selection and monitoring-the two things which make small business.
loans unprofitable for them. Business management training should be
mandatory for those participants who are judged to need it and technical
assistance should be made available to them to upgrade their skitl levels.
The same business management training methods and technical

assistance should also be made available to the technical training centers
throughout Swaziland.



1. Introduction
A. Background

As the Swaziland Training for Entrepreneurs Project (STEP) was
considering various strategies to fulfill its Cooperative Agreement with
the United States Agency for International Development (USAID) to
undertake six experimantal projects to “explore various methods of
encouraging small-scale, private sector development”, three points
concerning the rural part of the country emerged:

1. The majority (85%) of Swaziland's population still lives in rural
areas.

2. Swaziland's urban areas are filling with people fleeing
unemployment in the rural areas, thus creating huge problems for
the cities.

3. The Government of Swaziland (GOS) is encouraging Swazis to
remain in or return to the rural areas.

[t was essential that STEP activities be expanded to look at small
business in rural Swaziland in order to coordinate our activities with the
GOS's planning and to enable our research to encompass Swaziland's poor
rural majority.

B. Goals/Objectives

The learning objectives of the Rural SEAD Subproject are essentially the.
same as for STEP's Credit Training Project #3:

1. Test an approach which is being used successf ully elsewhere in
Africa to stimulate and promote rural small enterprises;

2. Define the specific human and social parameters of an effective
engagement between Swazi rural small enterprises and the
corresponding assistance efforts aimed at them;

3. Gain insight and experience with respect to the methodology and
terms of engagement neccessary for credit facilities of any kind
(guarantee schemes, NGO revolving funds, etc.) to be implemented
effectively in Swaziland at the rural small enterprise level.!

However, the significant difference with the Rural SEAD Subproject (aside
from its rural setting) is that a "participant” is defined less in terms of
having qualified for a loan, than in terms of having qualified for any kind
of assistance by showing commitment, drive and willingness to learn.2

| From CTP Request for Approval, May 17, 1938
2 From Rural SEAD Subproject Request for Approval, July 14, 1988
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I1. Methodology
A. Origin

The original methodolugy for the Rural SEAD Subproject was designed for
Partnership for Productivity (PfP) by Anne and Nick Richie, CARE Regional
Technical Advisors in West Africa. The process was developed as follows:

I. An [pitial Screening takes place in the Rural SEAD Subproject office to
check applicants’ ideas against STEP policy guldelines. Applicants who
show sincerity and personal commitment, and fall within the parameters
of STEP activities are given a set of... v

2. Tasks designed to further check the sincerity of the applicant and get
an accurate picture of their present business activity. If the tasks are
successfully completea it is time to move on to...

3. On-site Involvement, where visits to the home and business of the
applicant will confirm the financial infor mation given by the applicant.
Non-financial information is also gathered on the personal life of the
applicant and their spending habits. Neighbors, customers or suppliers
may also be interviewed to triangulate infor mation where possible. If it is
felt that no further tasks are neccessary we make a...

4. Situation Assessment of the applicant as both a person and as an
entrepreneur. If problems are identified, it may become neccessary to
assign further tasks or to undertake more on-site involvement. Once
clear assessments of the business and entrepreneur are available a...

5. Plan of Action is drawn up. Objectives and both the applicant's and
STEP's expectations are clarified and recorded. Then a workplan is drawn
up consisting of one or more of the four possible interventions-financial
assistance, management assistance, technological assistance or

empower ment/social promotion. Difficulties in drawing up a workable
plan of action may lead to re-assessment. But once a workable plan is
achieved, the "applicant” becomes a “participant” and we move on {o0...

6. Implementatjon of the Plan of Action. Close monitoring will reveal any
problems not envisioned earlier. Adjustments in the Plan of Action may
take place and financial and non-financial monitoring will give STEP a file
of information on the participant to carry out...

7. Reporting and Evaluation, Monthly Balance Sheets, Income and
Expenditure Statements and Receipts and Payments Summaries, along
with non-financial infor mation, will be used to make a comprehensive
assessment of a participant's progress. During the evaluation, participant
satisfaction, as well as family and community benefits, will be looked at,
in addition to how much the participant has learned.3

3 Condensed from the Rural SEAD Subproject Request for Approval, July 14, 1988
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B. The Process

The STEP process began when an applicant entered the Rural SEAD
Subproject office. If the Field Supervisor (F.S.) was absent an Assistance
Request Form was filled out and an appointment date chosen when they
could meet with the FS, for an initial interview. During the initial
interview, an Initial Interview Report was used. This form collected the
basic business background, request and personal data on the applicant for
the STEP data base.

Alter a first look, applicants were sent out on a series of tasks. These
were meant to test the sincerity and drive of the applicants, as well as fill
in a more accurate picture of the businesses and entrepreneurs. Tasks
might include fetching recordbooks, licenses, product samples or personal
money for investment. Sometimes applicants were sent to check other
sources of funds (e.g. relatives, banks, etc.) Further interviews were
recorded using the STEP Interview Form.

When tasks were completed site visits were made to the applicant’s home
or business location by the Rural SEAD Subproject F.S.. Checks for
technical problems were made and infor mation given earlier to STEP was
verified. Interviews with neighbors, customers, and suppliers served to
triangulate information given by the applicants. The STEP Interview Form
was always used in recording this data,

Later a plan of action was formulated between the applicant and the
Rural SEAD Subproject F.S.. Possible interventions were reviewed and
workable plans with cash [low projections were made. When a plan was
achieved and no more tasks needed implementatjon proceeded.

Implementation might have been a lcan, management training, technical
assistance or social promotion. From the time that applicants became
participants close monitoring began. Each participant was given cash flow
forms to record business transactions. They were trained in their use and
each participant promised either in writing or verbally to record them.
Monthly Balance Sheets, Income and Expenditure Statements, Receipts
and Payments Summaries showed how the businesses were affected by
the assistance package. At this time Entry/Exit Questionaires were also
filled out and each participant rated on the Entrepreneur Development
Numerical Scale.

All of the financial and non-financial infor mation gathered on
applicants/participants was placed in the data base for this Final Report.
Checks were made for many types of correlations. Monthly reports to the
CARE office in Manzini were made. The financial progress of participants



was traced and judgements made as to the working capital requirements,
loan repayment period requirements, etc..

I11. Implementation
A. Project Logistics

- The Rural SEAD Subproject Field Supervisor sometimes spent a full
day getting to and from the Manzini office because of poor
telephone and slow bus service to the Sibovu area or spent an
entire day on foot trying to locate a single participant. This greatly
restricted the number of participants he was able to accurately
monitor.

- Upon opening the Rural SEAD Subproject office it was soon realised
that a secretary was needed to run the office in the absence of the
Field Supervisor. On April 1, 1989 a local-hire Appointments
Secretary was hired. Since that time communication between the
Field Supervisor and applicants/participants has greatly improved.

B. Services Offered

All participants were given a very basic system of recordkeeping and
instructed in its use. (Cash Flow, Credit; Appendix 9) The purpose was
two-fold: first, to assist STEP in getting its needed financial infor mation:
and second, to enlighten the participant as to where their working capital
was going. All participants either signed a non-binding agreement
(Enterprise Development Agreement) or made verbal promises to furnish
STEP with these records. Thirty-five percent of the participants fulfilled
their promise.

IV. Findings
A. Methodology

A.1 Applicant Processing Systems
(Appendix 1)

- The Assistance Request Form introduced in January 1989, written
in siSwati and given to the applicant 1o fill out in the absence of the
Field Supervisor, helped a great deal in the scheduling of
appointments.

- Beliefs about who is or is not married vary greatly in Swazi society,
Some confusion was caused by the STEP Initial Interview Report,
not making allowance for maiden and married surnames of female
applicants.



- Since many names are common and occur quite frequently in Swazi
society, the Rural SEAD Subproject Field Supervisor found it
confusing to consistently record the applicants'/participants’
various idertification numbers ( graded tax, passport, etc.).
STEP's Initial Interview Report has no space given for them.

- The STEP Interview Form was useful, not only with
applicants/participants, but for triangulation of information when
interviewing suppliers, customers, neighbors, etc. of
applicants/participants.

- The discussion topics listed on t%:e STEP Interview Form were
helpful in gaining consistent infor mation.

- The STEP Interview Form did not have a space for the applicant
number for quick, easy filing of forms.

A.2 Loan Contract Pormats
(Appendix 2)

When a loan was made a participant filled out an Entry Questionaire
and was rated on the Entrepreneur Development Numerical Scale.
Along with the Loan Agreement, an Enterprise Development
Agreement (non-binding) was signed. When the Loan Agreement
expired an Exit Questionaire was administered and the participant
was again raled on the Entrepreneur Development Numerical Scale.

- The Loan Application Assessment Form was very useful as an
assessment outline when preparing for assessment presentations.
The organized arrangement of topics and attatched cash flow
projections gave accurate, consistent assessments.

- The Entry/Exit Questionaires have been shown to be time
consuming, as well as confusing and annoying to participants. Far
too many questions were asked and topics like “ Gross domestic
product growth" and "Export subsidies” were not well undersiood.

- The information needed for our work was gathered, in addition to
the Entry/Exit Questionaires, using the STEP Initial Interview
Report and Interview Form.

- The Entrepreneur NDevelopment Numerical Scale confused many
participants and was time consuming. Its usefulness in participant
selection was never shown.

- The Loan Agreement was inadequate in several areas:

a. There was no space for clearly identifying the participant by
graded tax number or passport number.

b. It is worded very vaguely as to the circumstances allowing
CARE to call in a loan.

¢. It lacks a space for the signature of a co-signer or guarantor.
d. It gives STEP no guarantee of rc;ords.



- The Entrepreneur Development Agreement did not prove useful
with loan recipients because:
a, Its financal goals are duplicated in the financial projections.
b. It gives STEP only a non-binding agreement from the loan
recipient to produce records of the business activity.

A.3 Financial Monitoring Systems
(Appendix 3)

- Nineteen percent Of the participants showed a great fear of having
their businesses financially monitored ( fear of GOS, taxes, etc.).

- Twenty percent of the participants gave misleading or inaccurate
financial information to the Rural SEAD Subproject Field Supervisor.

- The financial monitoring tools used by STEP ( Balance Sheet,
Income and Expenditure Statement, Receipts and Payments
Summary) proved to be too complicated for all participants to use
for themselves. Those tools were, however, very useful in drawing
up financial projections with an applicant and proved to be more
useful the longer a participant was monitored, as information
became more accurate with time.

- The CARE Report to Client did not prove useful with 21% of
participants (hawkers with no fixed assets who received very
short-term loans) but was useful with participants requesting
longer-term loans (6 months +),

A.4 Non-financial Moritoring System
(Appendix 4)

- The redundance of the Client Progress Reports (management
services, financial services, technical services, empowerment
services) made them more time consuming than useful. The
information for them came directly from the STEP Interview Form
anyway.

- Triangulation of non-financial information was important to veriy
the level of an applicant's/participant's honesty.

- It was oiten useful to talk infor mally with an applicant/participant
about something other than their business activity ( a wedding, the
harvest, etc.) to develop a relationship aside from the loan. Little
trust was felt for STEP with applicants/participants who had only
money to discuss.



A.5 Loan Fund Accounting
(Appendix §)

- Accounting deadlines were often difficult to keep because of poor
phone service between the Sibovu field office and CARE
headquarters in Manzini.

- The new Loan Repayments List, which combined the old Monthly
Repayments List and Monthly Loan Fund Statistics, was much
simpler and easier to use.

- The individual Table of Loan Repayments, Journal of Loans
Granted, Statistics List and Monthly Loan Pund Statement each
proved very useful in monitoring the loan fund account.

- The one problem encountered with the whole process was the
confusing time difference between CARE NY accounting deadlines
and STEP accounting deadlines.

B. Logistics

- Verifying the use of loan funds, especially small loans (E100-E500),
was needed to stop these from becoming personal consumption
loans for school fees, lobola-bride price, seed and fertilizer, etc.
(Case Study; Appendix 6) Around Christmas and throughout
January, when school fees are paid, there was a flood of personal
consumption loan requests. After it was explained to them that
STEP only works with businesses they just changed the same
request to be for their business.

- Sixty-five percent of the applicants (who could be found and
verified) who were refused small loans (E100-E300) quickly found
another source of working capital.

- Operating without ledger fees, the Rural SEAD Subproject could not
cover expenses of even the loan contract forms themselves when
making small loans. (E150 loaned for one month = E3 interest)

- Security was a major problem:

a. Two participants have been robbed in 1989. (One armed
robbery/One unarmed robbery)

b. Arp:=d thieves tried to rob the Sibovu RDA in early 1988,
before the opening of the STEP office.

¢. One applicant was robbed by armed thieves in 1986 (One man
was killed).

d. A local Primary School Headmaster was robbed of school fees
and killed (along with his 3 year old son) in early 1989.

- Forty-nine percent of the applicants who have income generating
activities requiring very small amounts of working capital (E50-
E200) and producing proportionate earnings ( E10-E30 weekly)
often deplete their working capital during periods of farm labor.
Puring those few weeks of planting, and again during weeding and
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harvesting, homestead expenses for food, clothing, etc. eat up any
small working capltal which was set aside.

- Seven entrepreneurs were approached with the idez of a grou p-
responsibility loan. Not one person could form a group (4-5 people)
in order to apply for individual loans. Each one, when interviewed
fater, refused o say whether she could not find anyone she trusted
enough or whether no one trusted her enough.

- Sixty-three percent of the participants made late foan repayments
regularly. (Case Study; Appendix 6)

C. Assistance

- Bighty-three applicants (92%) requested financial assistance alone.

- Four applicants requested management assistance in addition to
financial assistance.

- One applicant requested managemant, technical and organizational
assistance.

- One applicant requested management assistance alone.

- One applicant requested technical and financial assistance.

Request Breakdown

Financlal

N ! 1 1

Flnancial/ Organlzational/ Management Technical/
Management Technical/ Financial
Management
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- Twenty-one participants (75%) utilized most or all of their loans-as
stated in thelr Loan Agreements.

- Seven participants (25%) used most or aif of the loans for personal
consumption.

- Eight participants (28%) utilized the managemant tools g/ven ro
them,
- The two participants who reguested technical assistance used if.

- The one participant who reguested organizational assistance used
it

D. Applicant/Participant Breakdown
(Ninety Applicants-Appendix 10)(Twenty-nine Participants-Appendix 1 1)
A look at the breakdown of applicants/participants has shown that an

accurate sampling of entrepreneurs were chosen as participants in the
Rural SEAD research project.

Applicant Breakdown by Sector

6677 !.11%

14.447

etail

Manufacturing & Service Agricullure O construction




| Applicznis

Participants

no. % no, X
Gender
women 60 67 21 72
men 26 29 7 24
group 4 4 1 3

90 100 29 100

Applicants’ uender
4.44%
28.89%

B women B Men 0 Group

Participants ender

3.45%

[ | Women E3 Men [ Group
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Applicants | Participants
no. | % no. | %
Licensing
licenced B 21 7 24
non-licenced 71 79 22 76
90 100 29 100

Nineteen appficants (Eight participants) did not require licenses

Applicants’ Licenses

2118

76.898

O Licensed . Non-llcensed

19 (21%) did not require licenses

Participants’ Licenses

TN 24.148

75.86%

O Licensed | Non-licensed

8 (27%) did not require licenses
14
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Applicants | Participants
1o, % no. )
Management
private entrepreneurs 83 93 28 97
partnerships 3 3 0 0
cooperatives or groups 4 4 | 3
90 100 | 29 100

Applicants’ Management

3333 4447

92.22%

] Entrepreneur B Partnership O Group

Participants’ Management

0.3.45%

96.55%

W entrepreneur @ Partnershtip  [J Growp




Applicants | Participants
no. % nce, %
Request
working capital 67 74 27 94
fixed asset purchase 18 20 | 3
non-financial requests 5 6 | 3
90 100 29 100

articioants’ Request
Applicants’ Request Part qQ

3455 3459

5567
p 135

20.007

74.44%

93.101

[ | Working capital B Fixed asset purchase L] Non-financial

B. Loan Fund Performance
(until the end of June)

28 loans

Total E9100
High 1500
Low 100
Average 330.36
Total Interest 169.09

(earned to date)

Default rate 1 of 28 participants (3.6%)
E150 of E9100. (1.6%)
Late payments 15 of 24 participants (63%)

Ik
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P. Externa! Environment
P.1 Aid Process

- Inter-organizationat difficulties between USAID and STEP resulted
in a May-October 1988 delay in project authorization and a freeze
on Rural SEAD Subproject loan disbursement,

- No one in rural areas has been able to get financial aid for their
business without being part of a group prior to the initiation of the
Rural SEAD Subproject..

- One client had twice previously received assistance. In neither case
did the donor organization check later as to the use of the donation.

- No one who has approached the Rural SEAD Subproject has shown
a knowl>dge of aid sources. The one client who had previously
received assistance went through an expatriate volunteer.

- Eleven applicants (12%) complained of a long application process.
The process length was justified. Dishonest applicants were the first
to give up.

F.2 Culture/Society

- Forty-six applicants (50%) and 18 clients (62%) were willfully
deceptive in the information given to the Rural SEAD Field
Supervisor, (Case Studies; Appendices 6&7) The higher percentage
for clients was due to increased monitoring and studying.

- The personal motives for requesting financial aid had to be
questioned for 13% of the applicants because of...

a. Their willingness to change requests, even businesses to get
money;

b. Character checks (triangulation) with neighbors,

associates, etc. which turned up old debts, current cash needs,
elc.;

¢. Their refusal to work with personal funds available:

d Their desperate rush for funds.

- Most applicants were fearful of records kept for STEP f alling into
the hands of the GOS for tax purposes.

- Four groups or cooperatives approached the Rural SEAD Subproject
for assistamce. Each one, even if inappropriate, had a male-
dominated leadership.

- One client has two women doing woodwork, a tradltionally male-
dominated trade, with no real problems due to their sex.

- Of the 42 hawkers (47% of applicants) who approached Rural SEAD
as applicants, 98% were women.

- Twelve applicants (13%) were men asking to borrow for their
wives.
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- Twenty-six applicants, of fourty seven in total who could be
verified (55%), have trouble managing credit.

- Six participants (21%) had a formal credit policy.

- Twenty applicants (22%) have unpaid members of their family
working in their business.

- The members of all four of the groups which applied for assistance
show a great lack of awareness and responsibility for the affairs of
the group. (Case Studv, Appendix 8)

- Eighty-nine applicants (99%) have what is defined by STEP as an
[ncome Generating Acuvity rather than a business,

F.3 Economy/Market

- Aost applicants were at first shocked when they heard that STEP's
interest rate was 24% on the declining balance , but 2/ were very
pleased when given the actual figures.

- Four applicants were producing products for an outside market (an
urban area in Swaziland or South Africa).

- Nineteen applicants (21%) were using South Africa for a market for
goods bought outside the area they five in.

- Five applicants (6%) were having trouble marketing their goods.
Most goods, since they were sold locally, did not have to deal with
the problems of transportation to markets in towns. Buses packed
each day with people going to town to shop was evidence that
much money does exist in the rural economy, but too many goods
are just not avaijlable there.

- The rural economy peaks as workers return from the mines
around Christmas. January, with the beginning of schoo}, is a very
slow sales period, as funds are diverted for paying school fees. This
corresponds with a large number of lcan requests for school fees
disguised as business requests in January.

- Forteen applicants (16%) and 3 clients (10%) had employees in
their business activity:

(6 Wholesale/Retail; 5 Service: 3 Manufacturing).

- Credit officials with the Swazi Development Bank have expressed
interest in ccoperating with STEP on a loan request where an
applicant was requesting STEP funds to leverage a larger loan from
the bank for the purchase of a fixed asset.

- Financial anaiysis and monitoring revealed minimum working
capital requirements and minimum fixed asset levels of the various
business types (For a complete list see Appendices [2 and 13).

P.4 Politics/Policies

- Eighty applicants (89%) live on Swazi Nation Land.
- Fifty-1wo applicants (58%) work on Swazi Nation Land.
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- Lacal Chiefs control the allocation of Swazi Nation Land.

- Licensing for businesses on Swazi Nation Land is controlled by the
Swazi Commercial Amadoda (SCA).

- One client was refused a receipt on payment of their registration
fee with the local SCA representative.

- Two applicants have complained about the 10% sales tax collected
at the border on imported goods.

- Seven applicants (8%) have admitted cheating the GOS out of some
or all of the sales tax due.

- “even applicants (8%) operate with a hawkers license. This is 16%
of tha hawkers.

- Seventy-one applicants (79%) operate with no license whatsoever.

- I ecal Primary School headmasters, with the backing of the
Rovernment, are giving preferential status to Preschool graduates
for entry into their schools. (Case Study, Appendix 8)

- One participant complained of SEDCO bribing headmasters for
school uniform contracts, in competition with them,

G. lInternal Environment
G.1 Skills/Knowledge

- Applicants had a very low level of English literacy
(53 none; 23 some; 14 good).

- Applicants were generally literate in siSwati
(86 literate; 4 illiterate).

- All applicants were numerate, but 4 were numerate only (Case
Study; Appendix 6).

- Five clients of a client group all graduated from Women In
Development (WID) in woodworking and could not name the basic
tools of their trade, much less use them in a safe, efficient manner.
One of these graduates had previously worked with SEDCO.

- Applicants had, on the average, a very low level of business
management training (75 none; 13 some; 2 high).

- Five applicants (96 %) had basic, accurate records for their business
when approaching the Rural SEAD Subproject.

- Eight sewing entrepreneurs approached the Rural SEAD Subproject
for sewing machine repairs. In 2/ of the 8 cases one simple
adjustment or the tightening of one screw was all the repair that
was needed.

G.2 Resources

- Five members of a client group, all who graduated from WD,
applied for start-up loans, with the Swazi Development Bank. After
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a one year wait for an answer they asked that their deposits be
returned,

- WID does not offer business management training skills to its
graduates,

- Twenty-six applicants (29%) use South Africa as a primary source
of wholesale goods/raw materials. Availability of a larger selection
of goods and materials was cited as a major reason, along with
lower prices. However, financial analysis showed that-many
entrepreneurs actually paid the same price as buying in Swaziland
after increased transport costs were added in. Higher levels of
buying would make South Africa a better source, since transport
costs per unit would decrease.

G.3 Traits/Motives

- No applicant's homestead had only one source of income.

- Six applicants (7%) practiced barter
(4 successfully; 2 unsuccessfully).

- No applicant had a well thought out, long-term plan for their
business.

- Three applicants who used South Africa as a source or market,
used it as both.

- Applicants generally showed a very low level of personal
commitment to any one single business activity
(69 low; 21 some; O high).

- Six appllcants (7%) had regular salaried jobs and were requesting
help with a secondary, often remote-control source of income.

- Four applicants had original, creative business ideas.

- Sixty-six applicants (73%) had to be classified as start-up or, in
most cases, re-start-up. No records, license or goods could be
produced as evidence of business activity.

- Four applicants (! client) separate business and personal funds.

- Sixty-seven applicants (74%) requested short-term working
capital.
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V. Conclusions
A. Methodology
A.1 Logistics

- The number of applicants/clients a Rural SEAD field worker can
communicate with and regularly monitor is greatly affected by the
availability of transport. Personal transport is essential for any
SEAD project extension personnel.

- A Rural SEAD office cannot function effectively without keeping
regular office hours and it should be staffed by personnel
authorized to receive cash at all times.

- Transporting and safeguarding cash in rural Swaziland is now
dangerous and growing more dangerous everyday. People doing it,
do so at a lot of personal risk. It should be avoided.

- Loan application methodology, as well as participant monitoring, is
essential to stop a Rural SEAD Project from becoming a personal
consumption loan source,

- A Rural SEAD Project cannot expect to cover the costs of signing a
contract on very small, short-term loans at 24% interest without an
origination fee of some type.

- A Rural SEAD Project will often encounter illiterate (siSwati and
English) applicants and therefore must be bi-lingual and have the
capability to sign documents with fingerprints..

- Non-collateral linked loans should not be made. If a flexible
altitude towards collateral is accepted (e.g. household furnishings,
ets.) and heads of homesteads co-sign the Loan Agreements, most
applicants do have sufficient collateral for their particular request,

A.2 Forms

- The Assistance Request Form (Appendix 1) is a useful too! and it
will help to facilitate E.0./participant communication in any Rural
SEAD Project.

- The STEP Initial Interview Report and Interview Form
(Appendix|) are useful and with the clarifying of applicant
identification (by maiden/married names, graded tax/passport
numbers and applicant number) should be a part of any Rural SEAD
Project.

- The Entry/Exit Questionaires and Entrepreneur Development:
Numerical Scale (Appendix 2) should be abandoned because of
their annoying, time-consuming nature and lack of real value.

- The Loan Application Assessment Form (Appendix 2) should be
used in any follow-up credit program.
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- The non-binding Entrepreneur Development Agreement
(Appendix 2) is worthless for the following reasons:

A. The financial goals are duplicated in the financial projections
of the participant.

B. The section which furnishes STEP with financial data could
and should be moved to the Loan Agreement and made
mandatory for the length of the contract.

- The Loan Agreement (Appendix 2) needs to show clear
identification of the participant bv graded tax or passport number
rather than name afone. Space shauld be provided for the signature
of a co-signator (husband or owner of security) when an applicant
is not the legal owner of the collateral, is not the head of the
homestead and has no attach.:je salary. Access to financial records
of the business activity should be mandatory.

- The financial monitoring tools used by STEP(Balance Sheet, Income
and Expenditure Statement, Receipts and Payments Summary, and
their consecutive formats-Appendix 3) should be used by any
follow-up loan program for participant monitoring,

- The Applicant Progress Reports (Appendix 4) should be dropped
from any future loan scheme due to their repetitious and annoying
nature.

- The Loan Fund Accounting system now in use by STEP
(Appendix 5) is suitable and should be used in any follow-up credit
scheme but should have its accounting cycle coordinated with that
of CARE or other implementing institutjon,

B. Swazi Entrepreneurs’ External Environment

B.1 Aid Process

- Financial aid is needed but not readily available to Swaziland's
rural micro-entrepreneurs,

- Donor organizations are sometimes lax in making follow-up checks
on their donations.

- Rural entrepreneurs are largely unaware of sources of assistance,

B.2 Culture/Society

- Other sources, often family members, are frequently available for
smaller, short-term loans (E100-E200 for -2 months).

- Financial assistance in the form of working capital /s percesved by
rural entrepreneurs as the one greatest need for their business
activities,

- Business management assistance /s nor percefved by most
entrepreneurs as a stumbling block to their business's success.
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- A Rural SEAD Project will encounter many fraudulent requests for
loans because many people are in need of personal consumption
loans. These are loans which they do intend to repay but fall
outside SEAD parameters.

- Late payments are very commeon with rural Swazi entrepreneurs.
Older aplicants are used to the old ways where no set dates for
repayments were given. Younger applicants are more often trying
to avoid paying.

- Rural entrepreneurs are distrustful of the GOS.

- Male-dominaicd leadership, whether appropriate or not, is very
common amnns rural groups and cooperatives.

- Poor credit management is a major reason for business failures.
Entrepreneurs n22d help in recording their various transacticns
and in formulating a credit policy

- Groups and ccoperatives are not given enough education as to the
rights and responsibilities of their members.

- The difference between cash and proiits is not well understood by
most rural entrepreneurs. A better understanding of this will be
important in helping entrepreneurs change their Income
Generation Activity into a growing business.

- The importance of the separation of business and personal funds,
as well as the separation of varjous businesses’ funds, is not
realized by most rural Swazi entrepreneurs.

B.3 Economy/Market

- An interest rate of 24% (on the declining balance) is not a
detriment o business activity.

- Percentages are not well understood by most rural entrepreneurs:;
figures have much more meaning. People are much more concerned
about the monthly amount they pay back than the interest rate.

- Marketing is not a major problem.

B.4 Politics/Policies

- The relationship between rural entrepreneurs (and therefore any
Rural SEAD Project) and area Chiefs and SCA representatives is
very important and crucial to the success of any Rural SEAD Project.

- Local SCA representatives are not closely monitored by their
superiors.

- The 10% sales tax collected on goods entering Swaziland is not a
hindrance to local business activity, nor is it strictly enforced.

- The importance of getting children into Preschools, and thus
gaining preferential status on entry into Primary school, is growing
greater each year due to tougher competition for too few Primary
School places.
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- Rural Swazi entrepreneurs are not usuzily checked for licenses
until they reach a point of outwardly visable profits.

C. Swari Entrepreneurs’ Internal Eavironment

C.1 Skills/ Knowledge

- There is a very low English literacy level among rural Swazi
entrepreneurs.

- Most rural Swazi entrepreneurs are literate in siSwati (or siZulu),
though a few, mainly hawkers, are numerate only.

- The WID woodworking program is very inadequate in its level of
technical skills transfer.

- Lack of business management skills training is a major stumbling
block for many rural Swazi entrepreneurs, though it is not
perceived as such.

- Members of cooperatives in rural Swaziland are often uneducated
as to their rights and responsibilities as a group member.

C.2 Resourses

- The WID loan s .heme for its graduates is sometimes too slow to be
of assistance.

- South Africa is a major source of wholesale goods/raw materials for
rural Swazj entrepreneurs.

C.3 Traits/Motives

- Having a low level of commitment to each of several income
sources is still quite common in rural Swaziland. Both poor
educational levels, which lead to low self-confidence, and the
culture are contributing factors.

- Rural Swazi entrepreneurs often put aside long-term planning in
favor of more immediate problems brought on by cash shortages.
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V1. Recommendations
A. Financial Assistance

The ideal plan for a financial assistance program would be to tie it to the
financial institutions already functioning in Swaziland. The two basic
reasons for that are the declining security situation in the rural areas and
the need to graduate participants into the formal banking sector. Making
small, short-term loans to rural entrepreneurs is not profitable. Banks are
here to make money. So on!v through cooperating with aid organizations
will the financial lending inctitutions be able to offer such credit. CARE (or
some other implementing crganization) can offer these institutions
applicant processing and rinitoring services which would greatly
decrease the cost incurred by the financial institution. Then, setting a
minimum loan [igure of aprroximately E200 and introducing an
origination fee would allow the financial institution to make profits.

Once an entrepreneur had borrowed a number of times (and repaid on-
time) a credit reference would be built up. Then they could borrow
directly from the financial institution without monitoring. This would
graduate the entrepreneur into the formal banking sector and allow them
to borrow on their reputation rather than their security hase, a security
base which just does not exist for so many entrepreneurs.

These are some of the key elements of such an assistance program:

- Transport for Extension staff must be available between the E0.s'
rural office and their project head office.

- Telephone communications are also very important between EQ.s
and their project head office.

- Applicants have no phones and therefore transport is even more
important for good communication between E.O.s and their
applicants/clients.

- Extension workers must be [luent in both siSwati and English.

- The usefulness of financial assistance (through a loan program) is
greatly hindered without a certain amount of business
management training and the availability of technical assistance,
Mandatory business management training will help to weed out
those applicants who are seeking to defraud the project.

- Clients must be monitored, and proof of the use of borrowed funds
made mandatory, to prevent such a program from becoming a
personal consumption loan source.

- Any loan agreement must be legally sound and secured with co-
signers (owner of security or an attachable salary) and specific.
clearly defined rules regarding the use of the loan, monitoring,
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repayments, penalties and the circumstances under which the
financial institution is allowed to call in a loan.

- A strict policy with regards to repayments and late penalties is of
utmost importance and must be closely adhered to.

-Start-up businesses and Income Generation Activities should be
included in revolving loan programs but specific methodologies
must be developed to deal with them.

- The backing of the SCA and traditional leadership should be sought.

- The forms described in section "A "under Conclusions should be
used

B. Management/Technical

During assessment of applicants,the business management skills of the
entreprencur must be looked at. Those areas in which an applicant shows
need of assistance must be made into the focus of the loan. In the vast
majority of cases financial assistance will be of little value without some
kind of management assistance to go with it.

Technical assistance should also be made available to entrepreneurs who
take part in such a training program. Trade skill levels are relatively low
for many of Swaziland's graduates from the various training centers
around the couniry. The success or failure of a business can very much
be determined by having a "better mousetrap” to offer to the public. In
most cases there is plenty of room for improvement in the efficient, safe
use and care of tools, as well as their maintenance. Creativity should be
encouraged and those who show more creativity should be given priority
in a loan program.

Business management and technical assistance workshops should be
offered by CARE directly to training centers throughout Swaziland to
expand the various training programs. GOS policy states that
entrepreneurs are being trained, but in reality most graduates receive
minimal training best suited as laborers for foreign-owned firms. Business
management waorkshops for all trades and specific technical workshops
for the individual crafts (sewing machine repair, tool sharpening and
maintenance, elc.) are very much needed if these “enlrepreneurs” are Lo
use their newly learned skills. WID has demonstrated a great need for
assistance, and other training centers should be encouraged to cooperate
with such workshops also.

In designing business management training programs Iexibrtity must be
kept in mind. A wide range of management tools are needed by
entrepreneurs in a variety of business activities. Cash [low, stocklists,
pricing, credit sales records, and, more importantly, a formal credit policy
are all specific topics which need to be part of a business management
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training program. The importance of the separation of funds and the
relationship of cash to profits are largely ignored and also need to be
taught to rural entrepreneurs if they are to turn their IGA into a business.
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VII1. Appendices
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3-Financial Monitoring System
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7-Manufacturing Case Study
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9-Management Tools
10-Applicant List
11-Client List
12-Working Capital Requirements
13-Fixed Asset Requirements
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Appendix

ASSISTANCE REQUEST FORM

1. Libito lakho ngubani?

2. Ngubani libito lendvodza noma umfati wakho?

3. Itsini ikheli YAKNO? .....ceeevvecocessereessesssssssmssssseesse

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

4. Uneminyaka IeminBakhi? .........ueeccommmsecooesmsessssmsemseees e,

5. ‘Wafundza bani noma wagcing Kabani? ..o

6. Unebafati labangakhi?

7. Bangakhi bantfwana bakho?

8. Yini (libito) noma emabito emabhizinisi akho?

9. Ngubani ikheli yebhizinisi noma emabhizinisi akho?

10. Yini luhlobo iwebhizinisi yakho?

11. Sowuneminyaka lemingakhi usebenta kulebhizinisi?

12. SingakusitJ ngani?
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Appendix 2

LOAN APPLICATION Ne
ASSBSSMENT FORM
NAME OF BUSINESS:____

_— NAME OF PROPRIETOR:

NATURE OF BUSINESS:

LOCATION:
DATE: -
INFORMATION NEEDS roR SMALL ENTERPRISES
BUSINESS COMMENTS
VIABILITY
I. Market
2. Supply

—_—
3. Productjon Technlques

1. Labour & Skilts T T~

- &) Production T

b) Management

S;Locauon




BUSINESS
VIABILITY

6. Financial Projections

® Cash [low

COMMENTS

* Income Stalement

® Balance Sheels:

—_— e

Belore and Alter

-

7. Financial Appraisal

.
* Nel profit
-
* ROI

T

* . E Point

|




2. Cuirent Business Balance Sheel

\\.-\
6. Personal & Social Contacts
Y
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3. Community Tmage ——————
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ENTRY QUESTIONAIRE CARE International in Swaziland Appendix 2

FNTRY QUESTIONAIRE Fill out this questionaire prior to servicing client
r+ 1 [ree to add new catagor1es, but stick to the question’s “style”, and write additions clearly)

e

1A**C - Cllent's full name

fMBER - (4 spaces) 1 --- = Slbakho, 2--- = Al, 3--- = CT, 6~--= = Slbovu, etc.
L "tr. Dlamini is 3008

“*RT DATE - Date we began working with client.

iF STATUS - Active, Inactive, Cllent

=7 CONTRACTS - 1st (contract with us), 2nd, 3rd, etc.,

UL

F_’—I—T

“®3CODE - 1=initlal contact, 2=preliminary task assignment, 3=info verification,
"t Tk assignment, 5=assessment & prasentatian, 6=implemantation,

i€ 25 HAIME - (Full nams)

5 ITANAGEMENT - INDIV=indiv, PART=partner, GROUP = 5roup, COOP=Co-0p ]

SHESSTYPE - (st all that apply) MF=Manufacture, WH=Wholesale, RT=Retail, L |
= awking, BR=Bartar,

CCIFIC BUSINESS (Mst atl that apply)

3 Food & baverages H&R&B=Hotsl, restaurant & ber
+F=Timbar & wood furniture PPP=Paper products & publishing
“=Textiles, clothing, footwear PRSCH=Private school

I =Constructicn MEDDN=Medical and dental,
uu=Agriculture FORST=Forestry

‘NS=Transport MOTOR=Motor vehicle repairs

5 t=Business servines BNKFI1=Bank & financtal institutions
\L.=Real sstate

'k SES - (expressed at the no, of backwards/the no. of forwards) eg 2/3 /

-4ER " NIOWN BUSINESSES - (uss the Specific Business cods above and Hst each individually)

N ER TIME - Number of hours a wesek the menager spends on the business. hrs a wk

"N JME - & of incoms to tha family that tha business contributes. l 2 |

SINESS AGE - Incorparation or other appropriate date. L/ / |

-l :S5 TOWN - Mbabane, Manzini, Piggs Peak, Nhlangano, Siteki, Hiatikulu, Tshanent, atc.

'#' AREA - Mafutssni,

D LOCATION - High, Middle or Low

C TION - Manager's ysars of education. [

XRROUND/CITIZENSHIP - SW2/SWZ, MOZ/REF, RSA/SWI, LES/SWL, | / ]
/* NZ (Porteguese Swazi), etc. eg: Mrs. Msant is LES/SW2

Poge | BEST AVAILABLE DOGUMENT



ENTRY QUESTIONAIRE CARE International in Swaziland

"I 3ER OF PREYIOUS LOAMS - ‘With or without us. |

ECURITY -Bankable (own home, business properties, land, etc), Some ( home furnishings, (
"1z 1ess equip, ete), Little (very few posessions).

RGANIZATIONS - What business or financial organizations do you belong t0? eg Sibakho

0C..A\L STATUS - Low (assets below £50,000 without connections, community roles or respect),

‘ed, (assets above £50,000 or with limited connections and/or community roles), or l
in (respected bacauss of wealth, powerful connections and/or community roles), or Unkrcwn

ELCHER SCALE - Two digit Belcher Scale rating l

1J¢. FAM MIX - Separate, Rare link, Some Iink, Often link, Always 1ink, l

Al TAL STATUS - Married, Single, ‘N idowed, Abandoned, L

‘NDER - Mals or Female I

Jl ._R OF DEPENDENTS - Include half- .5, andquarter- .25  eg 6.5 [

Al™ /UNPAID FAMILY - = of Paid (or compensated by bus) fam warkers/Unpaid fam workers {

JMBER OF FEMALE EMPLOYEES - Full time/Part time. eg: 03/00 [

It JER OF MALE EMPLOYEES - Full tima/Part time. |

2T MONTH(S) FOR BUSINESS - JA FE,MR AP MY JUNJL AG,SP,0C,NV,DC, ... or ... ALL

ORST MONTH(S) FOR BUSINESS - JA,FE,MR AP MY JN,JL AG,SP ,OC\NV,DC, ... or ... ALL

<L TION TO INDUSTRY STANDARDS - Below, On Par, Above

HEQ SUPPORT - BMEP, USAID, SAYE(The Children), PC(Peace Corps), CRS(Cathalic Relief),
C swazt Council of Churches), EEC, WUSK(Canadlan), MCC{Mennonites), ROC(China),
IHCR, UNDP, IYS(England),

‘JL JRAL FACTORS - client/us: Yery Dam, Damaging, No influ, Beneficial, Yery Ben, Unknown

2x roles

18

0

<Dwitation

nnection to royally

Wn unity roles

.le..ded family

‘mbols of success

ol

1...2ial opanness

le of Tuck

¢ a (bewitching)

12 ol (Ancestor influences)

st of modern institutions

¢ stion

\\\\\\\\\\\\\\\\

2 stion of visible business types

Poge 2

BEST AVAILABLE DOCUMENT




ENTRY QUESTIONAIRE CARE International in Swaziland

ECONOMIC FACTORS - client/us: Yery Dam, Damaging, Mo influ, Beneicial, Yery Ben, Unknown
! ‘ation

I lustry price trends

Imoorts and exports

C =ditterms

£ :hange rates

iross domestic product growth

A~=icultural production

B - ance of payments

27UITICAL FACTORS - client/us: Very Dam, Damaging, *io influ, Seneticial, Yery Ben, Unknown
.oor laws

\madeda

Zvnort regulations

- ort regulations

“xport subsidies

r~entives {o foreign businesses

L Land

“IN SERYICES REQUESTED - LN=1oan, GL=Guarantee of loan, AL=Assist in preparing for loan,
(. Assistance designing a group loan fund, PS=Assistanca designing a personal savings plan,
#>-Asststanca designing a group savings plan,

\\\\\\\\

NENN

RO S RN DN

"I ANCIAL EVALUATION - Rate ability client/us: Excal, Strong, Fair, Poor, Terrible, Unknown
“beiity to secure a loan

bility to get a loan quarantes

t ity toprepare for aloan

'b..ity to design a group loan fund

Sility o design a savings plan,

5 1ty todesign agroup savings plan,

Y S N RN EN

“AN AMOUNT - E? (leave blank if lcan was not requested.) LE_

*. PQSE OF LOAN - WC=Warking capital, FA=F ixed asssts, BD=Business dabt repayment,
D=""~sonal debt, PC=Personal consumption, FL=Financial leverage,

N' REST ATTITUDE - Does tha clisnt think the interest rate is: Low, Ok, High

'C**T SERVICES REQUESTED - PO=Planning and organization, WC=Working capital mqt,
‘K Marketing, LC=Lgan or credit mgt, FA=Fixed assat mgt, CP=Costing, pricing, profitability,
*=Understanding external factors, PL=Promoting linkages betwesn producers and consumer's,

5 T EYALUATION - Rate ability client/us: Excal, Strong, Feir, Poor, Terrible, Unknown

‘anning and Organtzation

1-".Ing capital management
% eting

3n or credit managsment

;“ﬁﬁ{:,‘;’;ﬁ;“ﬁ,‘,m BEST AVAILABLE DOCUMENT

Jerstanding External Factors

Wing producers and consumers

\\\\\\\\

v
o

]
:



ENTRY QUESTIONAIRE CARE International in Swaziland

O =Devslopment of equip skills, UA=Upgrading or using approoriats technology or production,

T7>H SERVICES REQUESTED - DT=Dev preduction techns, AP=Assist procuring equip, material, L

T™"H EYALUATION - Rate abtlity client/us: Excel, Strong, Fair, Peor, Terribla, Unknown
P duction techniques

Procurement of equipment and materials

Er-ipment skills

Ui raded or appropriate technology or production

EMPOWER SERVICES REQUESTED - GF ='Grcuo formaticn, Gl=Group structure improvement,
5k Self esteem, C0=Coop with others on goals, FA=Formation of association,
A5=Working toward structural change, YWR=Women's r1ghts, CR=Cantrol of resource access,

- OWER EYALUATION - Rate ability ciiz-y, .3 Excel, 3trong, Fair, Paor, Terrible, Unknown
iroup formation

r~'p structure

2 ssleem

Joperation with others toward goals

r=ation of association,

‘t g towerd structural change

‘omen’s rights

intral of resource access

'JOINESS STATUS - Wall = diversified and well, Good = satisfactory leval,
'verse = diversified out of this business, Low = low level, Dead = bankrupt/abandoned,

TREPRENEURIAL SCALE - two digit comparative rating

A IESS SITUATION - (respond to sach ratagory)

=1BW Or ageguate facilities, IF=inadequats facilittes, UN=Unknown
“=New or adquate equipment, LE=Littla or inadequate equipment, UN=Unknown
= ‘oper inventory stocking, Li=Low inventory, UN=Unknown
=Lawversified inventory, NI=Nondiversified inventory, UN=Unknown
=Proper production level, LP=Low production, UN=Unknown
= ghquality production, LQ=Law quality preduction, UN=Unknown
*L..0d empioyee compenszation, PC=Poor employes compensation UN=Unknown

SE 5- From Ist balence sheet done with client,
'NER EQUITY - (same es above)
£ - (same as above)
NI WAGES - (sam as above)
FIT - (same as above)
*F NG CAPITAL - (s3me s above)
JPYLON INVESTMENT - (same as above)

T/EQUITY RATIO - (same es above) BEST AVAILABLE DOCUMENT
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EXIT QUESTIONAIRE CARE International in Swaziland

Fill out at the termination of relationshig with client
Pleasa rewers me HLESTICNS Mera Infar mailv tg the client, ‘o 1nvite theuantiul, irank, resoonses,

4

(Feal free tg ac new C2Uegor e, Jut stick 1o the guestien's “ztyle”, ang write aggitions clearly)

NAME - Client s ryil name

NUMBER - (< s2acss) tae- = Sibakho, 2--- =3} T-as < ST 5=-= = Libovu, 2t

.....

3 Mr.Dlamint i5 3908
CARE S7ATUS - SUhAL eI Dlam

ARE CONTR=, 75 = 1oy tesntrt win us), 2ng, 3eq, ate,,

OCCESSCCCT - = rireal TR I=areliminary tacy SSEETTAN T=ts zeination,
=1nai lasx EUITEN T=acEsament & gresentation. n=1mg zmentat-on.

"SINE33 MAPT - =il raray
SUSINESS MaNAGE: T - D =ingly, PART=3artner, GROUE =5roug, SCCF =3-ap

JSIMEZS TYPT - {list ail that zooly) tiF =ianufecture, ¥H=4hclesala. AT=2gta1l,
“K=HawkIng, 3R=3arrer,

ECIFIC 2USINESS { izt ai) that zooiy)
TAP=Faog oeverages A&R&B=Hotei, restaurant & par
TiF=Timgar & waeg furnitira PPP=5aper arcaucts & oudiisning
- F=Toxtiles, clothing, ‘octiear PRSCH=Prvate school
-ONST=Construction MEDDN=Maaicai ang cenrai,
TRUC=Agricyiturs FORST=Ferzsiry
7 ANS=Transcort MOTCR=Mcter venic!s renairs
3USSR=3usiness services 8NKFi=Bank & financial Institutions

A7SLE=Real estate
-iNFAGES - (expressag at the no, of bacxwa.rcs/the na. of forwares) eg 2/3

)" IER KNOWN BUSINES3ES - (use the Specific Business coga a0ove and list eacn ingiviguaiiy)
TIANAGER TIME - Numper of hours a week the manager spends on the business.

3iNCOME - 2 of incame to thg family that .the business contributes.

"L INESS TOWN - Mbanane. “anzim, Piggs Peak, Nhlangano, Siteki, Hlatikulu, Tsnanent, etc.

URAL AREA - Marutsens,

Lu LOCATION - High, Micdle or Low
Ji 3ER OF LOANS CLIENT HAS HAD - With or without us,

“URITY -Bankabla ( gwn home, business properties, land, etc), Some (homa furnishings,
5 essequip, etc), Little (very few pasessions),
j

ANIZATIONS - What business or financial organizations do You belang ta? eg: Sibakho

BESTAVAILAB!.E DCCUMENT

Appendix 2

0

Date _____

—————— .

—
|
|

nrsawk |

@
)

-
|
l
-




EXIT QUESTIONAIRE CARE Internatianal in Swaziland

SOCIAL STATUS = Low {aszets celow £23.000 witrcut eennections, community roles or resoect),
a0, (aszals acove £39,00C or with limteg tonnections and/or community roies), or | ]
160 (raspecteq becauza of weaith, dowertul cennacticns anasor community roles), or Unknown
SUS/FAM MIX - Separate, Rare Hnk,, Same link, Often link, Always link, [ ]
ARITAL STATUS - Marrizg, Single, Widowed, Ararcoieg, [ j
#UMBER OF DEPENDENTS - Incluce naif- .5, ana zuarrer- 25 eg 6.5 | ]
HOAUNESID FAMILY - = MEng(or somoerszizn sy s ' workers/Unpaid fam workers | ]
CIERCIFFIMALE ShpLoyess - Fuil tmar 2 s ima 2. 03700 [ , |
DIR P OUALZ ZMPLOYESS - fui) timesPart tima, i / i
TTMCNTH(S) FOR BUSINEZS - JAFE 18 20 o .. AG.5PCCNYDC, ... oF .. ALL. ! I
VORST MONTE{ ) FoR BUSINEZS - JAFZIRAR 1 N LULAG, 2P CCNY.BC, .. or ... ALL " l
" -LATIiON TO INCUSTRY STANDARDS - Selow, On Oar, Above U |
« HER SUPPORT - 3MED . USAID. SAYE( The Children). PC(Paaca Coros), CR3( Cathoiic Reiter, | |
3. 2(Swez Councti of Churcnes), 230, WUSK( Canagian), MCC! Mennonites), R0C( China), " [
UMHCR, UNDP, 1YS( Engianq., :
T .TURAL FACTCRS - client,/us: Yery Dam, Dameging, No inrly, 3eneficial, Very 8en, Unknawn
ax roisg { ; i
4 L / ]
2 ¢ (interactionsor 'ntregretations secause of ) ! ]
:xoloitation / |
« ectien to revalty e— !
- munity rolec ] ! ]
et ~ted family L/ ]
3y wols of success 7 ]
oroqit / |
“inanc:al openness 4 —
20" of luck / ]
‘u va (bewitching) / |
“mealet (Ancestor inflyences) /
~~tnf madern institutions / !
/

‘tlation

netry price trends

1L *ts and exports

ouit terms

=hangs rates

% comestic proguct growth
~iuditural proguction

‘anca of payments BEST AVAILABLE DOCUMENT

°r /ation
201ication of visible business types [ ! |
2C OMIC FACTORS - client/us: Very Oam, Damaging, Na infly, Beneficial, Very Ben, Unknown
4
/
/
/




EX!T QUESTIONAIRE CARE Intornational in Swaziland

POLITICAL FACTORS - client/us: Yerv Dam Damaging, Mg intlu, Benericial, Yer Ben, Unknown
Laoor laws

Amadeda

ZXCCrt regulations

— 7 —
——
Imeort requlations /
I S
[
‘ /
Y A
[ — ——

Sxoert subsigies
fncentivas tg forelon businesses
Hatien Lang

FIN SERYICES RECUESTED - LN=loan, GL=Guarantes of loan, AL=Assist in oreparing for lgan,
AG=As315tance Cesignirg 25reuc lean fund, PS=Assistance gesigning 3 personal savings plan,
G3=Asz1stance “esian!ng 2 2raup savings plan,

FINANCIAL SYALUATION = 2ars ity cllent/us: Excel, Strong, Fir, Poar, Terr:ple, Unknown
bty ta secura a s
o1ty roqer e PRt
ANy 1o orapars 1o g san
Abity to desicn 2 r=ug “aan urg
ity te cesign a 22, g3 i,
Abtity o nesign 2 artup favings cian,

LCAN AMCUNT - 22 (1ogve blank if loan was not requesteq,)

DID LCAN ACCOMP! iSH CRIGIMALLY STATED PURPCSES? - Mone, seme, Most, All, Unknown

o10 LCAN ACCCMPLISH CLIENTS ACTUAL PURPOSES? - None, Some, Mast, All, Unknown

“ACTORS ABGUT LOAN 1 npra ail that anpiy 10 a iarae egres)
\CX =amount ok, 7L =10 iittle, TM=too much, PT=orcoerly timeg, T3=tog slow or late, l ’
1J0X =use of loan gk, MW=m 1sused willfully, MPA=mIsuseg because of ooor loan mamtapilities, |

CTUAL USE OF LOAN - WC=Working capital, FA=F xed assets, 8D=3usiness cent repayment,
PD=Personal gept, PC=Persanal consumation, FL=Financial leverage,

]
SSISTANCE YALUE - Was qur 33313tance: very dameging 1o your business, slightly damaqing, ‘ ’
u- 'ess; heiprul, very heiprul ‘

ITEREST ATTITUDE - Does the client think the intersst rats fs; Low, Ok, High l |
“GMT SERVICES REQUESTED - P0=Planning and orgemization, WC=Working capitaj magt, ’

K=Marketing, LC=Loan or credit mgt, FA=Fixed asset mgt, CP=Costing, pricing, profitability,
£F =Understanding external factors, PL=Promating linkages between producars and consumers,

i 3MT EVALUATION - Rate aolity client/us: Excei, Strong, Fair, Poor, Terrible, Unknown
Planning and Orgamzation

‘Marking capital management

! rketing ‘

~0an or cregit management

“ived asset management

> ting, pricing, profitability

l
/
/
/
standing External Factors
kg i s BEST AVAILABLE DOCUMENT ——

Page 3 \(\



EZIT QUESTIONAIRE CARE Intornational in Swaziland
TECH ZEAYICES REQUESTED - OT=0ev grocucticn recnns, AP =assist drecuring equio, mater1ai,

-l ' e o

z S=Z vaiooment of 2quig sKills, VA=tJograging or 4sing aoorcoriate technology or preauction,

TIH EVALUATION - Date aovity client/us: Excel, Strong, Fair, Poor, Terribie, Unknown
: Mcuc: on tachnigues
= - "ecurement of equicment and mater1als
£2uioment sklls
','cq"‘zc £r 2poreoriate technology or procuction
“ER SERVICES REQUESTED - - GF =Group formatian. Gl =Group structure imorovement,
.’ 2steem, CC=Coop with others on goalz, FA=Formaticn of association,

Txing loward structural cnange, WR=Women s rignts, CR= =Control of resourre 2CCess,
TICW S EYALUATION - Rate abilty cltent/us: Sxcel, Strerg, Fair, Poor, Terrible, Unkngwn
ST e =atien
TS ere
) .-J’f‘“.':n ‘~1tn others toward goais

TTRI Ezgoiation,
VOCKING roward stecturai change
Imen z rionts

Zntrol ur r2cgurcee aceess

SUSINEZS 3TATUS - ‘Nell = diversified ang well, Coog = “atxs.cc!ory level,
Iverse = mversifieg out of ths Ousiness, Low = iow isvsl, Deag = bankrupt/abandoned,

ZHTRESQENEYRIAL SCALE - myo digit comparative rang

- JSIMESZ SITUATION - (r2spang ¢ 10 ge&cn catagory)

*IF=Mew rr acequata Tacilities 'F=inadeguate faciltigs, UN=Unknown
=New 0r 2gaguate ooumment LE=Little or :nacequate equicment, UN=Unknown
-Draoer nventory stocking, Li=Low inventery, UN=Unknown

N=Diversifieg inventary, NI=Nongiversifieq nventory, UN=Unknown

: '-Prooer arsauction lavel, LP=Low oreauction, UN=Unknown
-qun cuality preaucticn, LQ=Low quality proguction, UN=Unknown

' “oodempigyes rompensation, PC=Pnor employes comgensation UN=Unknown

* SETS - From final balance shest done with client,

U NER EQUITY - (same as above)

SALES - (same as aoove)

» NER WAC?3 - (same as above)

"PFIT - (s2me as above)

YORKING CAPITAL - (zame as above)

€ JRNON INVESTMENT - (same 3s above)

SRT/EQUITY RATIQ - { same as apove)

BEST AVAILABLE DOCUMENT
Page 4
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Appendix 2

ENTREPRENEURSHIP DEVELOPMENT: NUMERICAL SCALE

CLIENT INTERVIEWER DATE
A B C
RATEO0 -3
0 - No
1 - Initial Actfon (Welght)
Entrepreneur 2 - Repeated multiply Total
Attitude/Quality 3 - Personal trait AxB (A x B
1) Risk Management 3
2) Collaborative |
3) Common Sense/Good 2
Judgement
4) Innovative 3
5) Commitment/Hardworker |
6) Responsible 2
Total Score .
LI 01111077
RATEOQO - 3
0 - No
I - First (Weight)
Entrepreneur 2 - Repeat multiply Total
Skills/Knowledge 3 - Mastery AXB (A xB)
1) Working Capital Manag't 2
2) Savings & Investment 2
3) Regular Record Keeping 1
4) Analytical Problem-Solving 3
5) Flxed Asset Manag't 1
6) Marketing Discipline 2
Total Score HITHIIIT11111100117771777777777
LI 1 1)

o



Appenm‘ 2

ENTERPRISE DEVELOPMENT AGREEMENT

Between CARE International in Swaziland, hereinafter referred to as

"CARE," and , hereinafter referred to

as "the Participant”:

I. PURPOSE
The purpose of this agreement is :o zstablish a Joint effort between
CARE and the Participant to enaklz toth to achieve their respective
enterprise development objectives. [t is agreed that both parties
have obligations as well as the potential for gain from this
arrangement, and that both par:ies must therefore act in good faith
and trust throughout the life of this Agreement.

II. ENTERPRISE ACTIVITY
The Participant’s business activity, which is the focus of this
Agreement, is located at

and is hereinafter referred to as the

“enterprise”. The Participant affirms that this enterprise belongs to
the Participant, and that this is the enterprise on which both CARE
and the Participant are to focus their development efforts under
the terms of this Agreement.

IlI. OBJECTIVES

Participant Objectives
. The Participant wishes to be able to make a basic, monthly
drawing of E______ from the enterprise for the life of/by the

end of this Agreement.

2. The Participant is projecting that the enterprise will produce a
profit of E________ (after owner drawings) for the life of/by

the end of this Agreement.

® reinvested in

3. Profits generated by the enterprise will be
%

the enterprise (including any debt repayment) and
withdrawn for use elsewhere.

4. By the end of this Agreement, the participant wishes to use the
profits generated by the enterprise in the following manner:

expand the enterprise indefinitely

invest in other activities while maintaining this enterprise
at a constant level

liquidate this enterprise when it gets big enough to start
another kind of business.

———
—
—

Page | of 4



Appendix 2

LOAN AGREEMENT
Mumber ...

BETWEEN tCARE [nreraationaf in Swaziland (hereinatter refecrad 1o gs "CARE™)

‘hereinarter referred 10 as “The Borrower ),

s

he f'ollowing cendiricr

The loan must ori- ~< used for the [ollowing
purzecsets:y/macnirar-, “slicment/ materiafs:

o

[ARE has agreeq to fcan the Bcrrower B subjec: to the acceptance of
lal

L JCT e,

- bod »”

T SR LCT eueeeevanann,

30 B for . temenneessresresssnenenenn, rertreereenrnin,

1. The ioan shall be repaid according 1o the repavment plan in Appendix |
whica forms par: of this agresment, [nterest charges of 24 per annum
shall 5e levied op the dorrowed orincipal,

). The Borrower shall be eatitled to maga nigher pavments than those lajc
down in the répayment plan. In suca a case, the amount of interest due
will decrease as the outstanding principal decreases,

Pavments shaj pe made on the [ast wvorking day of each month and are
pavable at the CARE cffjce in Manzini/Sibovu only.

During the period of the loan, all machinery/equipment/ materials
purchased with the loan will remain the sole property of CARE and
cannot be sold (except as finished products, in the case of materials),
transferred or otherwise disposed of, nor can it/they be used as security
for any other loan whatsoever,

CARE requires the Borrower to furnish the following additjonal security
(Lien) before money is made available:

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

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

The Borrower shall not dispose of, sell. remove out of Swaziland, transfer,
aledge or do any other act that wil diminish the vajye of such security
lien).

0an Agreement Page 1 or 4
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5. The Participant is hoping to establish the following additional
business activities as a result of working with CARE under this
Agreement;

6. The Participant has expressed the following additional ob jectives
which should be accomplished under this Agreement:

a)

b)

c)

CARE Objectives

l. CARE wishes to identify ways of effectively assisting the
development of Swazi small businesses. This includes
understanding all aspects of how and why Swazi entrepreneurs
operate their business activities, For this reason, CARE wishes to
monitor, evaluate and document the Participant's actions and
business operations under this Agreement.

2. CARE wishes to help the Participant achieve the Participant's
stated objectives.

3. CARE wishes to promote business activities which contribute to
social and economic growth in the Participant's locale.

4. CARE has the following additional objectives which should be
accormnplished under this Agreement:

a)

b)

c)

V. OBLIGATIONS
For CARE:
I. CARE agrees to provide the assistance described in the attached
Assistance Plan which forms part of this Agreement.
Page 2 of 4
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2. CARE agrees to make every reasonable effort to facilitate the
Participant's understanding of all aspects of the business cycle
and the factors influencing the productivity of the enterprise.

3. CARE agrees to give the Participant full access to all monitoring
information collected by CARE pertaining to the enterprise.

For the Participant:
. The Fartcipant agrees to take all responsibilityfor the
outczme of the enterprise and to absolve CARE of any such

2. Trhz Participant agrees to provide CARE ‘with any and all
information pertaining to the enterprise. This information
shall 2 provided without delay as soon as it is known to the
Participant, even if it is not in written form.

3. The Participant agrees to allow CARE personnel access to any ,
aspect of the enterprise activitiy at any reasonable time, with
or without advance notice from CARE. This includes on-site
inspection as well as discussion with the Participant, employees,
Customers, competiters, suppliers, debtors and/or creditors.

4. The Participant agrees to abide by the terms and conditions of
any Loan Agreement entered into between CARE and the
Participant, regardless of whether this Enterprise Development
Agreement is still in effect or has been changed.

'V. RIGHTS
- For CARE:
l. CARE reserves the right to rodify the assistance rendered under

this Agreement at any time in accordance with CARE's
assessment of the best way to achieve the objectives stated in
Section III above.

2. CARE reserves the right to cancel this Agreement and withdraw
all assistance in the event that
a) the Participant fails to comply with any of the terms and
conditions outlinedin this Agreement or in any Loan
Agreement with CARE,
b) the Particpant fails to correct actions or circumstances which
CARE assesses to be contrary to the achievement of stated

objectives.
Page 3 of 4
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VI.

For the Participant:
I. The Participant has the right to refuse any and all assistance

and/or advice which CARE offers if the Participant deems such
advice and/or assistance to be inappropriate.

2. The Participant has the right to cancel this Agreement at any

time for any reason. However, this right does not limit any
financial obligation incurred under any Loan Agreement with
CARE or with any other :nsttution.

CHANGES

Anv modification of this Zn-zrorise Development Agreement —
whether it be a change in :he purpose, the objectives, the
enterprise or the rights ar3 ::lizations of either party — must be
agreed upon by both parties in writing and attached to this
Agreement.

VIl. DURATION
This Agreement shall remain in effect until the objectives of either
or both parties have been achieved, or until either party declares
its intention to terminate. The duration of this Agreement is in
ne way linked to the duration of any other agreement with CARE
or any other institution, including loan and other financial
assistance agreements.

VIII. SIGNATURE

For CARE: The Participant:

Signed: Signed:

Name: Name:

Title: Title:

Date; Date:;

Page 4 of 4



/2gquicment/ mararials furcaasea Wit the ican Vill be k2ot

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

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

3. The Z¢cr-swer @must notify CARE immediately if any loss or damage occurs,

AN macnimaes and equipment must be keot in a clean and fully servicaahle

MR R PPl { .

mntiicn 2ad any repairs or maintenance (other than repairs covered bv

S2SCuer 5 g3uarantee) must be carried out im::edintely as thev beccme
Z -=77 2124 at the Berrower s expease. Tie borrower shall at his/her/its
: se wmsure and Leeo insured the m:zcm'nerjf/equipment/mar.erizu’s
#=0iNA22 vith the loan, Representatives or CARE may inspect the
nIcniners ‘?guipment/materials and the insurance policy at any time

artuzzceut the fife or this Agresmeaqt. ,

@]
L

. Failure to make repavments shad eatitle CARE to continue to chargs interest
at 24% per annum on the outstanding principal balancs, Upon railure o pav
instalments ror vo calendar months running or more, or in case of breacs
of anv other condition(s) stipulated above. CARE shall have the right to
recossess the machinery/equijy meat/materials purchased with the [oan, as
Yell as any security, and to reimburse themselves bv disposing or such. nct
€Ice22ing t1e amoun: owing t CARE olus ©Ibeases incurred in the act of

repossession or disposal.

$ Norelazation or indulgence granteq by CARE and no omissjog bv CARE
timecusiv cr diligeatly to enrorce any right under this agreemeant shall be
‘eemed to amount to a waiver of that or aoy other right nor to be a waiver
of that or aay other right for the futyre.,

}. The Borrower hereby agress that these preseants, along with the Enterprise
Developmem Agreement if attached as part of this agreement, constitute the
sole agreemeqq between her/him/it and CARE and that no other act,
“epresentation. guaraptes Or warreaty of any nature whatsoever, was doge,
nade or givea 1o her/him/it by CARE or a0y one or more of CARE duly
author:zed ageqrs Or any other person whatsoever purgorting to act on

-ARE's behalf,

‘e Loan Agreemen: . Page Z or 4 \H





http:Agree.nt

APDENDIZ |

REPAYMENT PLAN

Loan Numbper:

ecetved a loan of £ .uwvusvee 00 A o day of
.............................. [ tO e repaid in ............ mcpa-: ind e dAVS
me,

FOIVMENLs Will commencs on v The interest rags is

Total amount of loan E

Number of repayments
Repayment frequency
Date loan paid out

Date of first repayment
Date of last repayment

Interest Levied On:
Grace Period

Repayment Period
Total amount of interest
Total amount to be paid

Repayment schedulie:

......................... D QOS
E e, X .
E e, D QS

4% per annum on the declining principal balance, lev-is nenthlv,

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

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

R - S
i - O
= E e,

) S

Page d o1 4
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~ BALANUL SHEET

Namae: Date: Date of Last B.s5.:
LIABILITIES & OWNER EQUITY ASSETS
Liabilities Fixed Assels
Current Liabilities (dyg within 30 days) Furnilure
Accounts Payablg - malerials Equipment
Accounts Payablg - Art Industiries Yehicle
Accounts Payablg - Other
Advances Recsived from Customers Sublolal Fixed Assets
Current A.l. Loan Inslaliment(s) ‘
Current Assels
Subtotal Current Liabilities Raw Malerials
Work in Progress - malerlals
Lang-Term Liabititles ( not dus within 30 days) Unsold Finished Producls - materials _
Loans Outslanding Deblors - Customers
Deblors - Olhwurs
Subtotal Long-Term Liabiljties Advance Payients
Cash al Bank
Tolal Liabilitjes Cash in Hang _
Owner Equity (Net Worth) Sublotal Current Assuls
Tolal Liabilfties & Owner Equily Tolal Assels
Ty BEOERTg

1. Changes in Owner Equity
Owner Equity Lest B.S.
Nat Profil (Loss) sincg
since last 8.5,
Capital Invesiment (With-
drawal) sincs lasl B.S,

Il Working Capital
Current Assels
Lass:
Current Liabilities

Equals:

Owner Equity This B.S. Working Capila)

IR Commenls/ﬂbservallons

—

£ x1puaddy



INCOME and EXPEMNDITURE STATEMENT Appendix 3

PERIOD FROM:

INCOME
Receipts from Customers
Plus: Closing Dectors
Less: Opening Debtors
Plus: Opening Aavanc
Less: Closing Aavancss Recatveq

Total Sales

Other Incom =

EXPENDITURE
Cost of Goods Sold/Raw atz

Beginning Stock
Plus: Purchases

Lsss: Ending Stock

Plus: Closing a/c Payable (mat.)

Less: Cpening a/c Payable (mat.)

Cost of Gooas Sold/Raw Materials Used
Gross Profit

ced

Coerating Zxcenses

Owner's wages
Emplcyee wages

Other 2mployment zosis

Transoort
Rent
Electricity
Telaohone

Stationery/Photocooying/Postage
Maintenance/Cleaning

Licenses/Taxes

Loan Repayment - Interest

Equipment Hire

Tuition/Professional Fees

Insuranca
Bank Charges
Advertising
Depreciation

Total Operating Expenses
" PROFIT (LOSS)

TO:

Total Income

——————— e
——————
R
R e

e
TITIITIIITT
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NAME:

BEGINNING CASH BALANCE (From Qpening Balance Shest)

RECEIPTS (From Cashbook)

Appendix 3

RECEIPTS and PAYMENTS SUMMARY

PERIOD FRoM;

Frem Customers
Capital fnvestment

Loans

rotal Reczipes

TOTAL CAZH AVA] LABLE

PAYMENTS (From Cashbook)
Purcnass of Fixed Assats
Purcnzse or Raw Materials

Owner's wages
Employee wages

Other Employment Costs

Transpor:

Rent

Eiectr

1city

Teleohone

Stationery/Photocop

Maintenance/Cleaning
Licenses/Taxes

Loan Resayment — Principal
Loan Repayment - Interest

Equipment Hire

Tuition/Proressional Fees

Insurance
Bank Charges
Advertising

Total Payments

ying/Postage

TO:

ING CASH BALANCE (Calculated from above)

F

REPANCY

N

G CASH BALANCE (From Closing Balance Sheet)

——————————
IITTIIXTT

e ——
et e ——

e —
IIITITIITT
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ANALYSIS OF CONSECUTIVE BALANCE SHEETS

NAME: ACTIVITY:

Date: l_
LIABILITIES & OWNER EQUITY
Lisbililies
Current
Long-lerm

Subtotal Liabilities
Owner Equity
Owner Equity last B.S.
Net Profit (Loss) since last B.S. f_
Capilal Invesiment (Withdrawal) S S
Owner Equily (his B.S.

Idtal Liabilities & Owner Equity - _l . ) |
ASSETS

fixed Assets
Furniture —_—
Equipment
Yehiclg

Sublotal Fixed Assets

Current Assels
Raw Materials
Work in Progress - Materials
Unsold Finished Products - Mats,
Debtors - Customers
Deblors - Others
Advance Payments

Cash al Bank
Cash in Hang
Subtotal Current Assets
1ctal Assels
W
orking Capital -
CHANGE Tolal Assets
SINCE Working@nal, _
LAST B.S Owner Equity] ] —
\“."

€ xipuaddy



C .ISECUTIVE INCOME and EXPENDITURE STATEMENTS

NAME: ACTIVITY:

Period from:

to:
_ INCOME
Sales —_—
|
Total Income

EXPENDITURE

Cost of Goods Sold/Raw Meterials Used

Gross Profit

Operating Expenses
Owner's wages

Employee wages

Other employment costs

Transport

Rent

Electricity

Telephone

Stationery/Photocopyinq/Pustage

Maintenance/Cleaninq

Licenses/Taxes

Loan Repayment — Interest

_Equipment Hire

Tuition/ProfessionaI Fees

{nsurance

Bank Charges

Advertising

_Depreciation

Other Operating Expenses:

Total Operating Expenses

NET PROFIT (LOSS)

N
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Period from

_!EBINNING CASH BALANCE (BS!
RECEIPTS (Cashbook)

From Customers

Capitaj Investment

Loans

lo

5’

\
Tolal Recelgls
T1oTAL CASH AYAILABLE
PAYMENTS (Cashbook)

Purchasg of Fixed Assals

Purchasg of Raw Malerials

Owner's wagss

Rent

Emglgxee wages
Other Emglgzment Cosls
Transgor(
Electr fcity
Teleghone
Slatlnnerz/Pholocogxlng/Poslage
Halnlenance/Cleaning
L lcenses/Taxes
\L\

Loan Regf_rzmenl - Prlnclgal

Loan Reggzmenl — Interast

Egulgment Hire

Tulllon/Professlonal Fees

Insurance

Bank Charges

Advertlsln
\d\\
\\
\

ENDING CASH BALANCE B.S.

——— |
Total Payments
ENDING CASH BALANCE (Calc.)

DISCREPANCY

ACTIVITY:

——

" CONSECUTIVE Recggp TS and PAYHEN) 5 5,4, :BEST&AVAILABLE DOCUMENT

o —
L\l\ _ —_—
— —
— —
- — U B
. — . E—
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\\\\\\
\\\\\\
\\\\\\
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o
Client__ ___

Recommendaiion ipiins
Cash management

Lzee 3 cashilund

Becord peceips 2 Paunents
Aipen up 3 Rank: deeannd

Credit management
Hze g bl sy Fnts)

Slock manaqgernent
Lvnnt ate vial e shch s
materials,
work-in- progrets 5
Finizleed preado by
Plaintain Lettey by n)
Frondmtion ywg=ie g
Pesliee stogks of

Mreaze stuchs uf:

Farkoeti nsg
Vel |:'|_'||||pr3|ih'|l';5: Jirices
Fromotions, sdry tisi 1

Prod. placemant & Mantities
Llean and arqanize loyzi s

l‘rnlilnhililu
Examine Losting
Ferond mater ja) inpouts
P prodnctiog e
FPebie expenzes o

T ——— e

Feihize manihly i geeings to. |

Chient Frogg ezs Feport

Tupe of Business

IMBICENENT STRYICES

Dale | Probiew tdentified

Extension Ufficer

| Bpeeilic Recommendation

follow-uyp

Completed

RN
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Client.

Recommendation Uplians

STED loan
Preparing docusientation

formal Seclor Loan
Clechin bank requiremments
Cumparing banks

Preparing dociine ntativng

i ranteei g lean

Design of Loan und
Analyze options

Savings Plans
Lidivignal
Brop

Clignt Prograss Report

Type of Business

FINANEIAL SERYICES

Extension Officer

Date

Prablem tdentified

_Specific Recommendation

Follow-up

Completed

¥ xtpuaddy



\A

Clientl

Praduction Techniquen

E-amtpe voztipg:

Froanil natey iq) inputs

Peran Prodingtjag, it

thWﬂE=WHHﬁ3un”W

wethigz f P bi-djagg-
l_:'mlu_]u‘- M |u ”u'f [ll LU 3

Ly ez Pt jog

Lo e fronfon Loy, natity

l’lm:uriuq Hulerjals
ety mabey i) shamlanaz
Litupar i gty es
Procur ing Equipment
Enipaget Prcarineied by
Fuilitate Iolctizity
Upyr ading Lquipment

Appropringe F'quipent

Tquipinent Skills

Hecomme ndation ipiipig

Date

—— e

Iéﬂ!{?féiié;?'ﬁéfflfélf.z?.--,__ .-
Lroblem Ideniiii ed.

Plient Progyezs Repnrt

Type of Businesy .

——— Extensfo

|- pecific Recomme iiaiioii

nOfficer

. Aollow-u

Compleled
——2ipteled

p x1puaddy



Client ___

LULGIWLRIINT 51KV /0L

Recom endatio n_Upllgﬂn

Group Formation
dhalyze wpljug.

Group 41y uciure
E-aunine LT R
el legiey s
Plavet ¢ ogulay 1y

Aasocinlion

Fecien, i=liany opbicp s
Loinpare ziilay shyles
Fitnd s, Fequiatingg:
Lonbusl pulogdig) etnhey

Struclural Change
R TTIPON polivies
Leltera to vfjing
F'f'l sl :'|||[u‘-;'||:';
l:nj-up Appeeal
Legal aplivg

Personal Righls

Dale_

i ”"ll' I 1]l v I:'ffll:ll t

Type of Buziness _

T e e -

[ ene )

o T TEE e
Lroniem Mealitied Gpecitic Itcculnummlt_xggl_l_

e —— e

Foilow=up | Completed

Exlension Officer —_—
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Appendix 4
Servicss reguestzg: 75 IS I
Services regciares: 7 A8 i3S

Date

Name of Owvner

Time

Name of Busipess

Present

Interviever(s)

Visit: Site Offjce Other(

Purpose of Visit:

n{ iscussed and Observations:
Suoptiers Proguct Minay Laboursskiils  Bus history
Purchases Debts reansss Comaritment
fesources Caplov-2ge Markes serac Sales

Next Course of Action or Tasks (number them):

Fin. Proj Expenses
Licensing App!l Contrib

Attachments:

& ..



Appendix 5

CARE INTERNATIONAL
MONTHLY LOAN FUND STATEMENT

MONTH: YEAR:

———————————

[._VERIFICATION OF TOTAL LOANS QUTSTANDING

2.

Total Loans Outstanding

at the Beginning of the Month E
SLUS:  Total Loags Granted
during the Month + E

LESS:  Total Repayments of Loan Principal
during the Month - E

EQUALS: Total Loans Outstanding
at the End of the Month - E

Stlllllltlll!llll!

B. EQUALS: Sum of Individual Outstanding Principal Balances
at the End of the Month = E

(From the Statistics List)

&Illl’lll’ll!lllll

Interest Income

-



CARE INTERNATIONAL - JOURNAL OF LOANS GRANTED

Appendix 5

DATE

LOAN
NUMBER

BORROWER'S
NAME

AMOUNT
LOANED

MONTHLY TOTAL

C
‘.;_)I



Loan Number:

CARE INTERNATIONAL — TABLE OF LOAN REPAYMENTS

Borrower:

Loan Amount: E Date:

Amount Paid

Outstanding Balance at
End of Month

Date

Principal

Interest

Total

Principal

Interest

Total

¢ x1puaddy



STATISTICS LIST : Payment Date

Appendix 5

Loan Amount GP New ON-TIME Late
= Qutstanding Principal Ahead | Original |Reneqotiated
| |
I [ l
! ! |
I J |
I i
| ]
!
TOTAL:
Amount
3 100 111111117
11111171/
Number ’11ey
111111117
2 100 111111117
17171711/




TUAN REPAYTTENT LIST FTOR PAYMENTS DUE-

~ BORROWER ~

INTEREST
DUE

INTEREST

—-PAID

PRINCIPAL

PAID

RECEIPY
=

FOlLI0

" SUBTOTAL
SUB101AL
TOAL

_XXXXXXXXX

XXXXXXXXX

XXXXXXXXX
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~ T INTORNATTONAL — MONTHY LOAN REPAYMENTS 1I1ST -

AMOUNT DUE
L

; o e
, —= .. AMOUNT PAID — -
oan Principal Interest Total Date Principal | Interest Total
No. Borrower —_—
— ] _ ,

——— ) _-N\\
T — —— ————— ]

c: o ______‘a__m____~____———--———————_
ER USEL) ——f— T
T T _ N

x1puaddy
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MONTI:

Number

CARE INTERNATIONAL
MONTILY LOAN FUND STATISTICS

Loan

Borrower

YBAR:

Outstanding
Principal
Balance

Pepayment

“iq

Inlecest

Income

Remarks

Monthly Totals

Summary

l

Summary

Total

G x1puaddy



Appendix 6

CASE STUDY -RET AIL/WHQLESALE

Sophie/Hawker, Black Swaii. 42 years, married w/7 children, uneducated

STEP....Sophie is typical of the dangers of an SEAD project becoming nothing
more than a personal consumption loan source. She approached STEP on 3-
April-1989 and asked to borrow E200.00 to purchase local crafts for resale
in Johannesburg.

Though numerate only, she agreed to keep simple records of cash flow and
demonstrated the ability to do so. She is a licensed hawker and produced
some gnods for sale as proof of a business. But she has not been honest with
STEP. When she was asked 1o praduce E100.00 of her own money, it was
learned later that she merely borrowed it from a friend long enough to show
STEP

Sophie igreed to furnish STEP with cash flow records as a precondition to
getting 1 loan But her Ist payment has been made late and she claims to
have ost all of her records and passport, so she cannot prove to STEP that
anything was ever baught or sold, Our problem is the STEP Loan Agreement;
so long as she is making some effort to pay we are helpless to call in the
loan, She has given household f urnishing as security, but STEP now feels that
these are worthless without her husband's signature, Swazi law and custom
gives ownership of homestead property to the husband.

Puture......... STEP will continue to look for evidence of business activity with -
Sophie until her loan is repaid on 31.8.89. Whether business activity is found
or not we cannot call in the loan early.

Recommendations

- Sections of the non-binding Entrepreneur Development Agreement
which guarantee STEP access to financial records of a participant
shoutd be made part of the binding Loan Agreement.

- Co-signators (the owner of the security) should be added to the STEP
Loan Agreement.

- Financial institutions which make such loans must develop a
reputation for persistence (ruthlessness) in collecting payments.



Appendix 7

Sylvia/Seamstress, Black Swazi, 25 years, single w/2 children, HS graduate

Background....Sylvia has been one of the more successful participants in the
STEP Rural SEAD Subproject. She approached STEP on 6-April-1989
requesting funds to purchase stock in the Republic for her business.

She was taught sewing only 2 years ago by her sister, but she has a talent for
handiwork and produces a better product than the other Rural SEAD
Subproject applicants who were formally trained. She has no previous
business management training, but has a high school diploma and has
graduated from secretarial school. During the daytime Sylvia works for
Swazican in Malkerns and she does her sewing on evenings and weekends.
Swazican employees are her main customers. Still very young, Sylvia is often
coerced by her boyfriend to run her business the way he likes. He also does a
lot to support her.

STEP....Sylvia fearned about STEP through her boyfriend who had a STEP
loan already. was She requested E350.00 as working capital to purchase
vards of material and shoes for hawking. From the start she was willing to
listen to any business advice we gave her. When we explained that shoes
were the most difficult thing to hawk, she accepted our advice and
concentrated her efforts on her sewing. The new, lower loan figure of
E250.00 made her feel more comfortable also. Sylvia was always more at
ease in the absence of her boyfriend. She was not always truthful with STEP
and it is feit that he asked her to give his address and to hide her other
daytime job. :

Her education has made it relatively easy for her to pick up the business
management teols given to her by STEP, Going over them logether she can
see that her biggest problem is in credit sales. Deposits, payments and dates
are all written down now, With these we were able to help her develop a
- Lirm credit policy (50% deposit --1 month/| payment with no exceptions),
Her cash flow records have revealed that her boyfriend had kept slipping
her meney which was finding its way into her business, hiding her credit
problems. .
Present........ Sylvia paid off her STEP loan early . But she still meets with us
and is learning more about the importance of the separation of business and
personal lunds and credit management. A new loan is not needed or
requested.
Recommendations
- Sylvia should work to take personal charge of her business activities
from her boyiriend.
- Future loan schemes should place emphasis on quality of work rather
than presence of a diploma when evaluating applicants.

. '\y’



Appendix 8

CASE STUDY-SERVICE

Mgofelweni Preschool/cooperative
Membership-Black Swazis, 42 years (ave.), married w/5 children (ave.)

Background....Mgofelweni Preschool opened in 1982 in a mud and thatch
church building. They have stayed open because little or no fees have been
needed. Parents have been very lax in paying for their children. They
receive food fro. a subsidised food program.

STEP....The teacher's husband approached STEP on | 1-October- 1989
requesting funds to finish the construction of a new classroom. A close ook
at the books showed that most of their financial problems wec> hrought on
by themselves. While the government suggested fees of E10.00 per month,
they were charging E2.00, per month and 5 of 45 pupils were paid [or.

The entire leadership committee (+teacher) is comprised of two families. The
control needed to be spread out more but members were at a loss as how to
make changes. It was suggested to them to raise fees to £5.00 per month and
chase away non-payers. The class is much too large for one teacher. Some
pupils are admitted as young as 2 years old. This kas changed it into more of
a Daycare Center rather than a Preschool. There are no desks, chairs,
blackboards. chalk, books or teaching aids of any kiind. Some songs (mostly
religious) are memorized and the rest of the time is spent playing outside.

Present...The parents are very eager to get Preschool certificates for their
children. Local Primary School headmasters (with the consent of the GOS)
give top-priority to Preschool graduates for entry into grade | in Primary
School. For the 1989 school year fees have been raised to E2.50 and a much
better payment rate has been achieved (80%). The teacher can now receive a
salary but financial projections show that present income levels would not
support loan repayments. STEP is assisting Mgofelweni Preschool to look for
other funding (a grant). They have a new building half finished but have run
out of funds.

Recommendations
- Group members need to play a more active role in the affairs of the
cooperative,
- The group's records and leadership needs to be opened up for all.
- Payment of school fees must be strictly inforced.
- Training programs should be used to educated the group membership
as to their rights and responsibilities.
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M. Lukhele f__lappl. |Day Care ? Entrep. Iman for woman tap la
2|P. Tsabedze I1_ lappl |Hawker 600|Entrep |dishonesty WC Jnore | 0]

3|L. Tsabedze F_lappl [Knmitting 2000!Entrep. [ro_personal Investinent [FAP [nute: R R
4R Tfwala F__|appl_[Sew/Knilling S00|Entrep. [change of plans N toume | 1Y
S|[Vukuzmele M:Fapol. |Coop Shap S000j Coop. dishonesty W P | ]
€|S_Nhlabatsi M_ {part. [Peddler S00jEntrep [n/a WC lnune

7{Simon Ifwala 1 _ lappl. |Shopkeeper ? Entrep [remote control WC |summie_

B8|E. Tsabedze F part [Hawker MS/ 10dEntrep [n/a WC [none X
9L. Dlamini F__lappl. [Firewood . 200]Entrep. |no plan WC |nore

10]P_Dube F appl. |Sew/Knitting 100/Entrep. |dishonesty WC |nune X
11{Phumulabalen: M/ Flpart. |Sew/Knit/WwW IS/MS |Coop. |n/a nra jnone |x |x
12|E. Mgwenya M__|appl. |Woodwork ? Part. |distance FAP [sume | n/a|
13| Sibavu Preschool M/F|appl. |Preschool MS __|Coop. |no personal investment |1 AP |some |x  Ix
14[S. Kunene F appl. |Sewing 100{Entrep.|ran away WC [none X
15[L. Hlatshwaka 1 __lappl |Canstruction S00|Entrep.|no plan FAP Inone | |
16{P.Els M __|appl [Shopkeeper 8000|Entrep. dishonesty WE Jsome |
1'7iMgofelweni Preschool] M /F appl. {Preschool 1000!Caop. |no personal investinent |o = ETLAS O P
18|N MNawerva F__|appl [Hawker 1S0|Entrep dishonesty Mg Thone L[
19(S. Simelane M__lappl. |Tractor Hire 1000|Entrep |remate control PP e | In/a)
201S. Maluli M_ |appl [Maise Mill 1500|Entrep [n/a —{aP L T Invg
21[S. Mgwenya F _ |appl [Food Vendor SOlEntrep |ran away HC fnone f ]
22{M. Sacola F__ |part |Hawker 200|Entrep.[n/a WO fnone | fx |
23{M. Zuma F _ |part. [Shoe Repair 200|Entrep [n/a FAP |nrne X
24{S. Zware M__lappl ? ? Entrep. dishionesty FAP |some n/a
25|J. Sibandze F part |Hawker 100jEntrep.[n/a WC [none X
26|T_Nsibande F part. [Hawker 150|Entrep [n/a WC none X
27|G Dlaming F part |Hawker 100|Entrep.|n/a WC |none n/a
23[1 Kunene F part. |Hawker 200|Entrep.|n/a WC [none n/a
29N Dlamimni M |part. |Woodwork 1S00|Entrep.|n/a WC |none X
30{T._Nkambule F__|part. |Hawker 200/Entrep.[n/a WC |none X
31S. Mavimbela F appl. |Poultry SOO|Entrep. na personai investment [WC |none n/a
32|A. Tsabedze F__lappl |Food Vendor SO[Entrep.[solidarity group WC |none

BEST AVAILABLE DOCUMENT
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33
34
35
36
37
38
39
0
91
42
43

.\c,"’(\ ' (\ef"
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G Magagqula M__|part. |Metalwork WC Inone

N. Dlamim M |part. [Metalwork WC [some

B. Sacolo M__lappl. [Piggery ? Entrep. |dishonesty FAP |high n/a

P. Dlamim F part. {Hawker/Sew 600|Entrep.In/a WC |none n/a

S Dlamm F_lappl. |Hawker 100|Entrep. |distance WC Inone X

E. Sibandze F__lappl [Food Vendor 120|Entrep |solidar ity group WC [naone

S _Mlambo F__ jappl [Sew/Batik 100|Entrep. |distance WC |some

S$. Mavusp F_ |part. |Hawker 100{Entrep.[n/a WC frone | x|

K. Dlamini F__|appl. |Hawker 100[Entrep. [ran away WC_[nune. X

L. Yilakati F___lappl. [Hawker 200|Entrep.|no personal investment |/C {rone ?

D. Vilskati M _ |appl. [Poultry 600|Entrep. |no plan WC Inone

D. Motsa F___lappi. |Shopkeeper 3000]Part. [distance |WC mah ] .

S_Sibandze F__ |part |Hawker 200|Entrep.|n/a W Jnone X

M. Dlamini F___|part [Hawker 100|Entrep.|n/a WC [nune X

J. Sacolo F appl [Hawker 100|Entrep. dishonesty WC Inone n/a

S. Nkambule F part. [Sewing 3S0jEntrep.[n/a WC |some X

E. Sikhakhane F part. |Sewing 200|Entrep.[n/a WC [none X

Z_Kunene M _|part. |Hawker 600|Entrep.In’/a WC |none

T. Khumalo ™M _lappl. |Hawker ? Entrep.[distance WC |none n/a

S. Miangeni M lappl. |Hawker 600|Entrep. dishonesty WC |none n/a

E Matsenjwa F__1appl. |Hawker 200]Entrep |distance WC Inone X

G. Dladla F__|part. |Hawker 200|Entrep./n/a WC |none n/a

H. Ngwenya M __|part. |Shopkeeper 1000{Entrep.{n/a WC |none

L Sacolo F_lappl. |Hawker 200|Entrep.[distance WC |none ?
71S. Dlamini F__lappl. |Hawker 200]Entrap.|distance WC |none ?
31E. Hlatswaka F _|appl. [Hawker 200!Entrep. |distance WC jnone ?

T. Zulu F part. |Hawker 100}Entrep.In/a WC [none X

1. Mshayisa M_ |appl. [Transport 7000|Entrep. [ transport FAP |some ?

G. Khumalo F part. |Firewood 200lEntrep.{n/a WC |none

P_Kunene ™M__|appl. |Veq. Wholesale S00|Entrep. [no personal investment [WC [none

J_Simelane M __fappl [Driving Schaol 2000(Part. |distance FAP {none [x

B. Sibandze F appl. |Hawker 1S0jEntrep. dishonesty WC |none

BEST AVAILABLE DocumenT
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65]|A_Sibandze Woodwork 200|Entrep.|n/a wC [n_xlr_.i X
66[M._Msibi Tractor Hire 3000|Entrep.|no plan FAP lnone n/a
©7|Z2. MNdzimandze Poles SOO|Entrep. |distance WC |nnne 2
68|H. Tsela F_ lappl. [Poultry 300|Entrep. |not profitable NC |none n/a
€69[M. Dladla F pat. |Hawker 200]Entrep.|n/a WC |norne X
70]T. Dladla F pat. |Hawker 300|Entrep.In/a WC [noune X
71J. Ntjalintjali F appl. {Hawker 100|Entrep.|distance ‘NC |none ?
72]E Mhlanga F appl. |Hawker 100[Entrep. |distance WC [none ?
73|T. Dlamini F appl. |Hawker 100|Entrep. |distance WC |none ?
74(E. Gwebu F appl. |Hawker 200|Entrep.|no personal investment WC |none ?
7S|A. Dlamini F appl. |Hawker 200|Entrep.|no personal investment |WC [none ?
76{E. Dlamin) F appl. |Hawker 1S0|Entrep. |distance WC |none ?
771S. Yilakati F pat. |Hawker 150|Entrep.{n/a WC [none X
78]V. Tsela M _[appl. [Photo Studig 8000|Entrep. dishonesty FAP |some n/a
79|J. Simelane F appl. [Hawker 4000 Entrep. [not profitable FAP | none n/a
80|A. Simelane M__{appl. |Custom Planting 6S0lEntrep.[noplan FAP |nona n/a
81]|A. Msibi F appl. |Hawker 200|Entrep. [ran away WC |none ?
82|F. Simelane F appl. {Hawker 400/Entrep.|n/a WC |none X
83(S. Mkambule F appl. |Hawker 100} Entrep. |no personal investment WC |none ?
84[C. Mhlabatst F ampl. |Hawker 100[Entrep. | no persanal invesstmeny WC |none ?
8S|E. Dvube. F__ lapol. [Havrker 250jEntrep.|open WC [nane 2
86| M. Sibandze M _Jampl. | Butchery 3000|Entrep. [opan FAP | some n/a
87|J Fakudze F appl. |Poultry 1SO[Entrep.|opan WC |none ?
88}L. Motsa F ampl. |Poultry 200|Entrep. dishonesty WC |none ?
89|M. Maziva F am!l. |Hawker 40C{Entrep.{open WC |none ?
90[A.Simelane F ampl. |Hawker- 200|Entrep.|opan WC {none ?
BEST AVAILABLE DOCUMENT
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Q‘b( Q&Q
I{E. Tsabedze F Hawkina{ 2nds] 100|Hawker on-tima X
2|J. Sibandze F Hawk.(crafts) | 15SG{not reg late X
3{T. Nsibande F Hawk.(crafts) | 150 not req. late X
4 M. Zuma F Shoe repair 150[none default X X
S{T Mkambule F Hawk.{crafts) { 200[not req on-time X X X
6{T Kunene F no business 200|n/a late X X 29 PARTICIPANTS
716. Dlamini F no business 100in/a late X X
8[N. Diamini M |Woadwork 1500/ temp. late X X 28 Loans
39S Mavuso F Hawk.( pots) 100[none early X X 1 Non-loan
10| 6. Magagula ™M Metalwork 400|none late X X
1P Dlamini F Sewing 400} none late X X
1Z{S. Nkambule F Sewing 400|none early X X
12[N Dlamini [} Metalwork 1500|temp early X X
14[M Dlamini F Hawk.(new) 100{none late X
1512, Kunene ! Hawk.(stoves) | S00|nane rescheduled X
1€} S. Nhlabatsi M Peddler(new) | 300|Peddier late X X
17]E. Sikhakhane |F Sewing 150{Hawker late X
18[1. Zulu F Hawk.(crafts) | 100|not req. on-time
19(G. Khumalo F Firewood 200jnone late
2C1G. Dladla F no business 150{ none on-time X X
211S. Sibandze F Hawk.(crafts) | 200[not req. lats X
22{S. Mavusa 2nd |F Haw/k.( pots) 100|none on-time X X
23|H. Ngwenya ™ Shop 1000|Gen. Dealer | iate X X
24|M. Dledla F Hawk.(crafts) { 200 not req. not due
2511, Dladla F Hawk.(crafts) | 200|rot req. not due
2€{T. Nkambule 2ndF Hawk.(pots) 150} none not due X
27|A Sibandze M YYoodwork 400 nons not due X
28{S vilakati F Hawk.(crafts) 150[not req. riot due
29 PHA 11/F [Sew/Knit/WW(n/a |[temp. n/a X n/a
BEST AVAILABLE DOCUMENT
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Appendix 12
WORKING CAPITAL REQUIREMENTS BY SECTOR

Financial analysis and monitoring of the various sectors have shown
minimum working capital requirements. Working capital investments vary
between entrepreneurs but these figures represent the bare minimum
required to operate a business activity.

ldeally, requests should be for half or less of the minimum requirement. The
very large average request shown for shopkeepers is due to two very large
fraudulent requests.

Retail/Wholesale Minimum Average
Requirement Request
Hawkers :
used clothes E200.00 E169.00
new clothes E300.00 E329.00
crafts (10 S.A.) E250.00 E166.00
food vendors E100.00 E73.00
Shopkeepers E2000.00 E4250.00
Manufacturing
sewing (machine) E200.00 E225.00
knitting (machine) E200.00 E300.00
woodworking (hand/ E400.00 E200.00
no employees)
woodworking (hand/ E600.00 none
w/employees)
sheet metalwork E400.00 E400.00
(w/0 employees)
~ sheet metal work E1000.00 E1500.00
(w/employees)
Agriculture
poultry E250.00 E350.00
2000 2000
1800
1600
1400
1200
1000
800
600
400 1
200
0
used new crafts food shoo sew  knit wood wood sheet sheet poultry
clothes clothes vendor (hand) (hand) metal metal
w/o w/ w/0 w/ {'o

employ employ employ emplov


http:E1500.00
http:El000.00
http:E4250.00
http:E2000.00
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Appendix 13

MINIMUM FIXED ASSET REQUIREMENTS BY SECTOR

Financial analysis and monitoring have shown a/m/mum fixed asset

requirements of the various sectors. The actual amounts invested by
entrepreneurs vary greatly but the figures shown represent the hare
minimum required to carcy on business activityv.

Retail/ Wholesale Minimum
Requirement

hawkers EN.O0

shopkeepers

(renters) E500.00

(owners) E3000.00

food vendors E0.00

Manufacturing

sewing E400.00

knitting E2000.00

woodworking

(hand) E700.00

(machine) E5000.00

sheet metalwork E300.00

Agriculture

poultry ES00.00

5000

5000 :

ha ertar shet 3hon fcod sew xnit NECT wond sheet
{renl)  {own}  vengor thang)  tmacn)  metal

poultry

b ‘


http:E5000.00
http:E2000.00
http:E3000.O0

