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I. Executive Summary
 



1. EXECUTIVE SUMMARY
 

The International Executive Service Corps (IESC) is a not-for
profit non-government organization that was set up in 1964. The
 
IESC started its operations in Pakistan in 1984 and by end 1990
 
had completed 81 projects. Management and Financial Applications

(Pvt) Limited (MFA) have been contracted by the Office of
 
Agriculture and Rural Development of the USAID Mission to
 
Pakistan to conduct an evaluation of the effectiveness of IESC's
 
operations in this country.
 

MFA selected a sample of 35 out of the list of all projects for
 
field visits. A questionnaire was developed and protested. The
 
following are the results of the survey :
 

1) 	 On the issue of benefits compared to costs, 44% of the
 
clients felt that benefits were either equal to or greater 
than the costs. Another 25% of the clients said that the
 
benefits were less than the costs while the remaining 31% of
 
the clients were unable to make a determination of this 
issue. The comparison of benefits to costs is a difficult
 
one to make in the case of many clients as many of them are
 
unable to quantify the benefits adequately to give a
 
definitive response to this.
 

2) 	 There appears to be no discernible increase in the average
cost of the project over time. Instead, the receipt of the 
USAID funding in 1988/89 has allowed the 1ESC to cater to 
smaller clients at a lower cost.
 

3) 	 The larger clients are paying significantly more than 
smaller clients for the VE's services. 

4) 	 The majority of the clients were introduced to the IESC 
through personal contact with the IESC representativeo. 

5) 	 In most catss the IE!IC expert did not face any problems.
However, 2111 or the clients reinponded that the IISC exyporto
faced nowe problumns. Thin otatemont wan further analysed to 
show that 62.5% of those V}:i faced host organivittional and 
onviron:iontnl problems; anothtir 62. % factid honath/ago 
prob)l emii and 22% facg i|n(Jtld(Jt?/Cofmmtl I cdtion problomu. 
(These ),rc(. ntagoztj add i]pto moer than 1 00, duo to 
oven dJaj)insq runponiien) 

6) 	 The projoct doration in o:r. the was for throeof ca.sot, 
full monthth. fly and 1arc(j the Iproj(ct duration Wils not all 
irnisu with th- majority of tho clinta i ntervi owed; !0% of 
tho clitirts wero tnt itified with thu projct durntion, and 
34% wore not. 
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7) 	 About 40% of the clients said that their requirements for
 
assistance had not completely been addressed by the VE.
 
However, 25% of these held that the Expert nonetheless
 
provided useful advice.
 

8) 	 38% of the clients responded that they requested the IESC to
 
send the VE again for a follow-up visit.
 

9) 	 Transfer of technology, broadly construed to include better 
working methods, modifications of plant processes, training
of staff and improvement in organization, was reported by 
over half the sample interviewed (53%) . The subsector 
breakdown of the percentage of clients who reported that 
technology transfer took place was as follows: Food & 
Agriculture (43%), Construction (50%), Textile, Apparel, and
 
Leather (50%), Health & Education (66%), Chemicals (75%),

Engineering (40%), Finance (50%), Printing (100%).
 

10) 	 The respondents were about evenly divided on the issue of
 
whether the VE had adequately understood the nature of their
 
business environment. 50% of the clients reported that the
 
VE was familiar with their business and working conditions
 
before his arrival. This obviously was a plus point towards
 
the success of the project. On the other hand, 44% thought

that the VE was unfamiliar with their business environment
 
and had not been adequately briefed.
 

11) 	 In general, a majority of the clients reported that they

followed the VE's recommendations, and about half of these
 
said that the VE was actively involved in the project
 
implementation stage.
 

12) 	 Clients were mostly satisfied with the time taken by the
 
IESC to respond to their request for assistance.
 

13) 	 Three of the six smaller cli(nts were highly satisfied while 
one other was satisfied. Only one smaller client was 
dilatinfied. The high percentage of success in this category
reflects IES;C'n success in meoeting the needs of this market 
segment.
 

14) Overall, 6S% of the clionto were either highly satiafiod 
(31%), or ttinfiod (34%) with the V.'s advico. In-depth
analyo. showed that the printing nbtubsector had tho hiqhnat
iu:.dMr of highly sati:tfied cl entti or fattis;fi6ed cliontzi (but 
there wan only ontz rutispondent In thits tiubnector which 
flttan{: that tih, I)tZceta(pi4 t intfi.( i: not particularly 
tnoani sq tll) . 'Thin. wila followed by tho chem icaln tuhioctor 

(7!1%), tho cont ru:ti ,ntsuijector ( n),and the food/argric
ulturo iijiti ctor (71%). 



We were unable to get detailed information related to the
 
financial impact on the business of the VE's visit as the clients
 
were mostly not aware of this themselves or did not consider it
 
worthwhile to make a concerted effort to come up with this
 
information. However, some broad estimates are presented for
 
some 	clients later in the report.
 

On the whole this is a useful service as clients are generally

satisfied with the IESC's performance. However, to improve it
 
some problem areas have to be tackled:
 

1) 	 Client's needs have to be identified more accurately than is
 
now the case.
 

2) 	 Clients should be given wider latitude in the selection of
 
the Volunteer Executive (VE).
 

3) 	 The VE should be briefed more thoroughly before his arrival
 
and pre.-visit communication between the VE and the client
 
should be encouraged.
 

4) 	 Counterparts to yEs should be properly identified and
 
briefed about the purpose of the assignment.
 

5) 	 Health problems of the VEs have marred certain assignments.

The IESC should carefully screen out VEs who may not be fit
 
enough to carry out the tasks envisaged under the
 
assignment.
 

Further, the IESC will have to carefully monitor the fees it
 
charges clients as there are competitor organizations such as the
 
British Executive Service Overseas (BESO) and the Netherlands
 
Management Consultancy Program (NMCP) for developing countries
 
that appear to provide a fairly cost-effective service in the
 
market that IESC has targeted in Pakistan.
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II. Introduction And Background
 



II. INTRODUCTION AND BACKGROUND
 

The 	International Executive Service Corps (IESC) is a not-for
profit, non-government organization that was set up by a group of
 
prominent U.S. businessmen in 1964. Headquartered in Stamford,
 
Connecticut (USA), IESC recruits retired American executives and
 
technical advisors to share their skills and knowhow with
 
businesses in developing countries. Each year some 700 Volunteer
 
Executives (VEs) are selected from a Skills Bank containing the
 
names of over 12,000 executives; these VEs are entrusted the task
 
of helping busines:-es increase their productivity, improve their
 
technical knowhow and upgrade their management skills.
 

IESC 	in Pakistan
 

IESC started operations in Pakistan in an informal way in 1984.
 
Formal Government of Pakistan (GOP) approval to set up a branch
 
office was accorded in 1986. Current staffing levels include a
 
Country Director and a Country Representative, both Karachi
 
based, and a Resident Advisor based in Lahore.
 

As of end-December 1990, 81 projects had been completed in
 
Pakistan a list of which is presented as Appendix 1.
 

New initiatives by the IESC
 

Apart from the traditional project whereby a VE spends anywhere

from one to three months with a single client organization, the
 
IESC has augmented the range of its services in Pakistan with a
 
program known as the Trade and Investment Service (TIS). Three
 
different TIS mechanisms have so far been developed:
 

(1) 	The TIS £glixntry Iny pjentient Prs qram whereby a team of IESC 
executives work over a 2-3 year period to develop a strategy
 
program for a particular industrial subsector. The major
objective here is to promote links between US and Third 
World firms through mechanisms such as sales agreements, 
licencing arrangements,etc. 

(2) 	 Under the AagnQran uaiangonr LinkauQ Eft-rriraJQ {ALI&I 
program, clients in developing countries are provided
research studies in such areas an new product deve lopment,
equipment sourcing, joint venture partner searche. and 
export marketing ro;ear'h. 

(3) 	 The VIN/E xrch' u (U.Vi'.E) it, an .ffort to (et the Vy to work 
in his own country on belhilf of the client. 'rho ViY may be 
asked to trai n OEwerp i't;o sta fi ()1" to conduct y' z30J rch oil 
behalf (if thil cli(, L il thetlu;. 

The soerviceii ava 11able und(or TI; have, t hurs fa r not bot,'n widol y 
uned in P1akitii. Ats of und-1990, only t%.u AiI.M pro)yct-rs h.d 
boon completed and only onel clioitt lind roqunted stevictin undir 
tho U;vE. 
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Background to present study
 

The IESC's Pakistan operations had till the end of 1986 relied on
 
funds from Stamford as well as fees from host organizations in
 
Pakistan to sustain its activities. This had restricted its
 
impact mainly to larger organizations who could afford the fees
 
for its services. In January 1989, the USAID Mission to Pakistan
 
awarded a grant of US$ 150,000 to the IESC to enable the latter
 
to meet a portion of its costs for VEs as well as the development

of a Trade and Investment Service (TIS) in Pakistan. The grant
 
was subsequently modified in July 1990 and an additional amount
 
of $425,000 obligated to enable the IESC to service the needs of
 
small businesses operating in the country. It is expected that
 
the current USAID funding levels will be sufficient to support

projects booked through till end-1992.
 

In December 1990 the office of Agriculture and Rural Development

of USAID solicited applications from consulting firms interested
 
in conducting an evaluation of the IESC's operations in Pakistan.
 
In response to this solicitation, Management and Financial
 
Applications (Pvt) Limited (MFA) submitted a proposal and was
 
subsequently awarded the study.
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III. OBJECTIVES
 

The analyses and evaluation of the International Executive
 
Service Corps operations in Pakistan was intended to address the
 
following objectives:
 

1) 	 An appraisal of IESC's overall performance in Pakistan.
 

2) 	 Assessment of IESC's responsiveness to client needs in
 
Pakistan and the degree of client satisfaction with it's
 
services including the service user's views on matters such
 
as overall cost of the Volunteer Executive's secondment to
 
the host organization compared to the benefits derived and
 
the adequacy of the duration of the assignment.
 

3) 	 Identification and ranking of the various industrial sub
sectors that benefited on account of the IESC's input.
 

4) 	 Quantification, on an inter-sectoral basis, of the IESC
 
expert's contribution to various business objectives such as
 
enhanced sales and increafsed profitability.
 

5) 	 Review of the logistical and socio-cultural problems, if 
any, confronted by the IESC executive with recommendations 
as to how these may be ameliorated in the future. 

6) 	 Recommendations as to how the IE!;C':; activities in Pakistan 
may be integrated more closely with that of the AID mlssion 
to Pakistan particularly in relation to the objective of 
strengthening the private sector's role in the overall 
economic progress of the country. 

10
 



IV. Methodology
 

II
 



IV. METHODOLOGY
 

After a preliminary meeting with the Project Officer in the 
Office of Agriculture and Rural Development of USAID, the MFA 
team met with the Country Representative of IESC in Karachi (the
IESC Country Director had been evacuated out of the country at 
tile time because of the Gulf crisis ) to discuss IESC's overall 
mandate, objectives, and working methods. We also used this
opportunity to review data on file with the IESC; in particular,
 
we obtained information on all completed projects as of December
 
1990 which could be used as the universe to draw a sample of 
units for our field visits.
 

The list of all completed projects (Appendix 1) was stratified
 
both by sector and by location. Keeping in view the importance

of getting a wide spread of industries as well as small 
businesses served by the IESC, we selected 
a purposive sample of

35 clients that fulfilled these requirements. This constituted 
43 per cent nf the universe of all clients served by IESC as ot 
end-1990. If we keep in mind the fact that several of the 
clients in the sample had used the IESC's services on more than 
one occasion then the effcctive coverage was 73 per cent (one
client in our sanple had used tile IESC for 11 differeit projecL-)
The sample of clients selected for interviews is indicated in 
Appendix 2 which pre:sent.; the aample distribution by location. 
Appendix 3 prenent:; the same .;ample by industrial subsector. 

liu:sd on our preliminary understanding of I ESC's operations, we
 
dvveloped . que;tionna ire for our field interviews. This
 
(les;t i onnai ire Wa:; prv-ts:;t-cd with ono of tile client,; In our
.- I mI)1 . The rsc-nul t.i of the pre-tve-t made It clear that
 
quantitative (iat,, on variablets relating to tile financial
 
Ie r or-InI nce of Coj),in i en betore and ait-er the VIs vi:;it would 
 be

lif ficult to o t:ai n. Gve.iall, no cha ng ; were deemed neces.;ary
if tille qu,:.tionlnai re, b ,iuse of' the pjwe?- .e-.t. 'lel( qtietionni ire 
u:td lor the I i,,ld interview.:; I.; Included ,-; Appendix 4. 

V'eo had altio intu.eded to modt with with individual VE.u but this 
w.i:I lor t he mon..t palrt nt pon :nil)1 because,, of the. suspen.sion of 
Vl: act ivi t i (,i Ior the4 (I- (rI,%ttr part o f the dJurat ion of thI tI 
eVAItllit.ion :stuldy. We did howe-ver mnet with one VI at the later 
:4A, ,tje.n of thi i linen to cheek out. ()ir not Ion'; :;hlpod by th( 
resul- 1t1 of t 1,f'll intier viw':. 

A. V'iv tmy 1 t tl , h(id teni mn,"d or ilt! Te ; o lprl by the tino 
(or ()%Ir 1Idt', We did llOt. liIllt. thils in th. t;t(J)(p o oulr 

li 1, viit thet st orgl tions,tor fi Wan t. to theminq l , ll.i -i 'tt -' 
by t hi I),:;(" , F-11- 1 Iii! liII(J them' .ibolut Ithie llatill'tt aiId 111? JiOS4 
( I h t ' I i l li -I I I f Ie eletlid V :4i t . 'l'hlill cI tillt I , I WeoO 
IfuloWal-liead .i Olit otul alall's aindlmichtu | ili J i:lsonll 1 1nti'v llows Wat) 
ni lcet3 that t1114i1 4',as i1l-. 
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We would be remiss if we do not acknowledge here the generous

help, advice, and assistance extended by the IESC staff to our
 
team at every stage in this assignment.
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V. SURVEY RESULTS
 

The response to our survey was very high. Our teams were able to
 
visit and/or get completed questionnaires from 30 out of the 35
 
clients included in our original sample. We also included two
 
additional organizations to try and compensate for non-response

in certain under-represented locations and subsectors.
 

Complete lists of the the respondents by location and by

industrial sub-sectors are presented in Appendices 5 and 6. The
 
list of small businesses in the sample is included in Appendix 7.
 

The following are the salient features of the information
 
collected by us in evaluating the IESC:
 

1) 	 On the issue of benefits compared to costs, 44% of the
 
clients felt that benefits were either equal to or greater

than the costs. Another 25% of the clients said that the
 
benefits were less than the costs while the remaining 31% of
 
the clients were unable to make a determination of this
 
issue. The comparison of benefits to costs is a difficult
 
one to make in the case of many clients as many of them arc
 
unable to quantify the benefits adequately to give a
 
definitive response to this.
 

2) 	 There appears to be no discernible increase in the average
 
cost of the project over time. Instead, the receipt of the
 
USAID funding in 1988/89 has allowed the IESC to cater to
 
smaller clients at a lower cost.
 

3) 	 The larger clients are paying significantly more than 
smaller clients for the VE's services.
 

4) 	 The majority of the clients were introduced to the IESC
 
through personal contact with the IELSC representatives. 

5) 	 In most cases the IESC expert did not face any problems. 
However, 28% of the clients responded that the IESC experts
faced some problems. This statement was further analysed to 
show that 62.5% of these VEs faced host organizational and 
environmental problems; another 62.5% faced health/age
problems and 22% faced language/communication problems. 
(These percentages add upto more than 100, due to 
overlapping re.sponses) . 

6) 	 The project duration in 37.5% of the casci; wan for three 
full months. By and large the project duration was not an 
Issue with the majority of the clientr; Inte.-viewed; 50% of 
tL.o client.; were satir;fled with the project duration, and 
34% were not. 

7) About 40% of the clients said that their requiremonts for 
assistance had not ben fully addressed by the VE. flowovr, 
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25% of these held that the Expert none the less provided
 
useful advice.
 

8) 	 38% of the clients responded that they requested the IESC to
 
send the VE again for a follow-up visit.
 

9) Transfer of technology, broadly construed to include better
 
working methods, modifications of plant processes, training

of staff and itprovement in organization, was reported by
 
over half the sample interviewed (53%). The subsector
 
breakdown of the percentage ot clients who reported that
 
technology transfer took place was as follows: Food &
 
Agriculture (43%), Construction (50%), Textile, Apparel, and
 
Leather (50%), Health & Education (66%), Chemicals (75%),

Engineering (40%), Finance (50%), Printing (100%).
 

10) 	 The respondents were about evenly divided on the issue of
 
whether the VE had adcquately understood the nature of their
 
business environment. 50% of the clients reported that the
 
VE was familidr with their business and working conditions
 
before his arrival. This obviously was a plus point towards
 
the success of the project. On the other hand, 44% thought
that the VE was unfamiliar with their business environment 
and had not been adequately briefed. It should be noted, 
however, that the clients may have had unrealistic or 
inappropriate needs and that these were not met by the IESC.
 

11) 	 In general, a majority of the clients reported that they
followed the VE's recommendations, and about half of these 
said that the VE was actively involved in the project
implementation stage. 

12) 	 Clients were mostly satisfied with the time taken by the 
IESC to respond to their request for assistance. 

13) 	 Threc of the six smaller clients were highly satisfied while 
one 	other was satisfied. Only one smaller client was
 
disatisfied. The high percentage of success in this category
reflects I1ESC's success in meeting the needs of this market 
segment. 

14) Overall, 65% of the clients were either highly satisfied 
(31%), or satisfied (34%) with the VE'a advice. In-depth
analyses showed that the printing subtsector had the highest
number of highly satisfied clients or ,;atisfied clients (but
there was only one reispondent in thint; ubnec,:or which 
means that the percentage r;atit;f id in not particularly
meaningul) . Thin was followed by the chemical s nubsector 
(75%), the con!.truction stibate tor (75%) , ind ti food/agqric
ulture tutb:;ector (711). 

We woro unable to got dotaiilod Inoformation relatod to the 
financial impact on the butnI nt~is of ti V.'s vi i t as th clients 
wore mostly not awar') of thin theminlves or d1(1 nut considr it 
worthwhile to make a concerted effort to come up with thiu 
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information.
 

The following charts present the results of the survey in greater
 
detail.
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INTERNATIONAL EXECUTIVE SERVICE CORPS
 
PROJECTS COMPLETED BY SUB-SECTOR
 

INDUSTRIAL SUB-SECTOR 

F OOD/AGRI[CULT URE (23_____1 

CONSTRUCTICN/CEMENT 
------- - ---- 14 (17%) 

TEXTILE/APPAREL 	 10 (12%) 

HEALTH/EDUCATION 	 - 13 (16%) 

CHEMICALS -(10%) 

ENGINEERING ......... .. . 99 01% )) 

FINANCE 4 (5%) 

PRINTING/PACKAGING i-2 (2%) 

OTHERS . .. 33 (4,%) 

0 	 5 10 15 20 25 
NUMBER OF CLIENTS 



SAMPLE BY LOCATION
 

20 
NUMBER OF CLIENTS 
. ....... . 

17 

(31.4%) 

10

114%) 

4(.(2.9%) 2.9%) (2.9%) 

0". 

KARACHI LAHORE FAISALABAD JHANG 

LOCATION 
RENALA PESHAWAR 



________ 

SAMPLE BY SUB-SECTORS
 
INDUSTRIAL SUB-SECTOR 

FOOD I AGRICULTURE : - -<iII"..- 8 (22 

CONSTRUCTION/CEMENT 6 (17.1%) 

APPAREL / TEXTILE :-$. 5 (14.3%).-:..:5 (14.3%)6% 
HEALTH/ EDUCATION.:-: (8.6%) 

3
 

CHEMICALS E __ 5 (514.3%)m!_____-_'.-

.-
ENGINEERING ...... 5 (14.3%) 

.. (5.7 %) 

PRINTING :""" (2.8%) 

0 2 4 6 8 10 
NUMBER OF CLIENTS 

FINANCE ".---"- " 22 



20 

RESPONDENTS BY LOCATION
 
NUMBER OF CLIENTS
 

(50%)
 

16 

~i31~~I(12.6%) 

5 412 

KARACHI LAHORE FAISALABAD JHANG RENALA 

LOCATION 



RESPONDENTS BY SUB-SECTORS 
INDUSTRIAL SUB-SECTOR 

FOOD AGRICULTURE .. . 
--- - ~ '7(22 % 

CONSTRUCTION/CEMENT . .(12.5%) 

TEXTILE/APPAREL : - 6 18.8. 

HEALTH/EDUCATION 3 (9.3%) 

CHEMICALS 4 (12.5%) 

ENGINEERING 5 (15.6%) 

FINANCE "-_ 2 (6.2%) 

PRINTING -(3.1%) 

0 1 2 3 4 5 6 7 
NUMBER OF CLIENTS 
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NUMBER OF PERSONS EMPLOYED BY CLIENTS
 

16 
NO. OF CLIENTS 

14 

1 2 -

10" 

- -... 

6 6 

2... 
4

-

10 TO 50 100 TO 400 500 TO 1000 1500 TO 3000 NO 

NO. OF PERSONS EMPLOYED 
RESPONSE 



HOW WAS THE CLIENT INTRODUCED
 
TO IESC
 

-E SC L CON TACT
 

WITH IESC (19)
 

WORD O 4C- NO RESPONSE 

(2,- 28% (9) 

(2) 



CLIENTS SATISFIED WITH RESPONSE
 
TIME OF IESC
 

NUMBER OF CLIENTS 
30 

25- 23 

20 20 .- "- 

15- - 

10- ill I 
6 

- . 3 
5 - : ; ..>. ->h- 3 -. . ... .. ....----- .o - - -

YES NO NO RESPONSE 

LEVEL OF SATISFACTION 



COST OF THE IESC EXPERT'S VISIT
 
NUMBER OF CLIENTS 

16
 

14
 

12
 

10
 

4r
6- 5 K 
4- __ _ 

2

50 to 100 110 to 250 251 to 350 NO RESPONSE
 

COST RANGES (RUPEES '000) 



AVERAGE COST OF THE PROJECT 
BY YEAR OF PROJECT 

THOUSAN'D RUPEES 
30 0 . ....................
 

257245250- -] 

*~-~--;158-0 , 14 1"-' " < -- " 

150-_ _ 

50 

1986 1987 1988 1989 1990 

19O. RESPONDED (4) (2) (5) (4) (3) 



AVERAGE COST OF THE PROJECT
 
SMALL VS LARGE CLIENTS
 

THOUSAND RUPEES 
250 

202
 
200 

150 L %m
l0 122 

100

50-

0-

SMALL CLIENTS LARGE CLIENTS 

AVERAGE COST 
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THE DURATION OF THE PROJECT 
NUMBER OF CLIENTS 

12 
12- ./ 

9 

8-
!9 

/ 
10-

6
..... 4
 

4- >-

2- - ~- ~ 

THREE MONTHS I TO 3 MONTHSLESS THAN 1 MONTH NO RESPONSE 

PROJECT DURATION 



CLIENTS SATISFIED WITH THE
 
PROJECT DURATION
 

YES 
50% 

I " 

,t -/ . . i 
f 

NO 

1-NO RESPONSE 
16% 



FAMILIARITY OF VE WITH CLIENT'S
 
BUSINESS BEFORE ARRIVAL
 

YES 

50% 

,- - < .. - -.- /><1--K> 


NO RESPONSE 
6% 

X\ ";:"""9,d
 

iiY
 



ASSISTANCE REQUESTED VS RECEIVED
 

USEFUL 

t at 

I 

.4,, 

;$ 

p p7 .. 

.NOT 

-1 . . 

USEFUL 



BENEFITS TO CLIENTS COMPARED
 
TO COST
 

U"NAOBLE TO DETERMINE 

OU.AL 71( C O0 . S, 

GEATER THAN COSTS
 
... S .S
C- S16%
 



THE SATISFACTION LEVELS OF CLIENT
 
As A Result Of The VE's Advice
 

.,HIGHLY SATISFIED 

. ....... .......................... 3 1%::::::::::::::::: 

S Z.I 
............................. 

. . . / 

/ 

N7OT SATISFIED 

34% 

I, 



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

SATISFACTION LEVEL BY SUB-SECTOR
 

INDUSTRIAL SUB-SECTORS 

FOCDAGRiCULTURE - :.- 7 

COSTRUCTION _ 

TEXTILE AP PAREL __ 6 

HEALTH'EDUCATIO 

CHEMICALS 44 

FtIAItCE 2R% 

PRII TIIG . 

C 1 2 3 4 5 6 7 8 
NUMBER OF CLIENTS 

SATLSFIE-D HIGHLY SATISFIED 

NOT" SATISFIED 



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

LEVEL OF SATISFACTION OF SMALL CLIENTS 

NUMBER OF CLIENTS 
3.5 

3 

25 

0.5 

11/1 / 

11 -- /'

0. /11.. 


" " - .::".i,-. . .- - . "' i. " ":" 
HIG~HLY SJt:-Sr lEDi-. ;SS'§D 140T SATiISFIED NO RESPONSE 

LEVEL OF SATiSFACTION 



IMPLEMENTATION OF VE'S ADVICE
 

-------- i n VE INVOLVED 

-7%
 
l', 4r 
 -

..... 'AFTER VE LEFT 

r .- -q 



THE IESC EXPERT FACED PROBLEMS
 

HOST 

" : SP S...... "" .... ORGANIZATIONAL/ 

ENVIRONMENT 

62.5% 

.,S.."HEALTH/AGE 

62.5% 

SC O MMU N ICAT ION/ 

LANGUAGE 

22% 

otact"IboJtS Akt "Cat lft"1 



CLIENTS REQUESTING FOLLOW-UP
 
VISIT
 

NO RESPONSE
A 6% 

NO 
56% 

' YES 
38% 



IESC EXPERT'S VISIT RESULTED IN
 
TRANSFER OF TECHNOLOGY
 

-__ __ ___ 
..'7 ! 6% 

0 IN s

... .. ...-if.,-. 
:-:< " :'.--:- - -:.<--- " 

PO S 

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

YES 
.53% 

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



TECHNOLOGY TRANSFER BY SUB-SECTOR
 

INDUSTRIAL SUB-SECTORS 

FOOD/AGRiCULTURE 7 

CONST-UCTiON 4 

TEXTILEAPPAREL 6 

HE ALT H/E DCAT!ON . 3 

CHEMICALS 4 

ENGINEERING 5 

FINA CCE 2 
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Accordi~ng, to's ~u at amla,187),Lal"r nutilz
the' tcnlgclcpbity. of an anterprise ecmassthe. 

Proac 2rapuZation that covers~the proes of project.~ 

Proict xecuionthat entails~ things much an process' 

44$ZXA9AA '8 nfianina ndinearin that involves plant
debugging" ,balancing faciliies toremove bottlenecks etc. 

Prouctangnseingthat 'involve's. inprovement' in project 
-~~ design and new product introductio'n by liceniv.'' 

I nggasia2. SnginaarLnW that entails better ,work flow and 
scheduling 'and better work practices. 

- * nogn~0 tganifor to other firms that entails support of4 
'-~ ~'local subcontractors, 'kowhow trnse to 'buyers' 'etc." . . 

The main function of the ZSO VI from the projects completed so ~~ 
' far appears to be in, the fields. of' (a) process orprodution 4 

engineering and (b)" product 'engineering. .'n.etom 

.Though 'there,'are 'many" instance*s. of '5cOQsful Einovtoso 
... several clients: interviewed felt ~4that- VI' knowh'w in "the form of 

technical advice could not be assimilated by then as they, lacked 
"4"the -'organi'zational',capabilities. 'pointed'I to' the-'others 

'4'deficiencies 'in their 'capital' e.uipment. For example# one client 
pointd ou that'~im'plementing 'the" Vim recommendatiaoswould have 

meant, subsantial, capita expenditure which was not'.possible 
. 

foir 'his organization to 'implement at' the time. Nontheless
ovrhalf the clients$ 'interviewed' fel 't that they 

-

hid ree .e 
Y suggestions that were meaningful an impiementible.
 

Z2dAnd Agriculture 
 44 

'We interviewed atotal of maven of X31's clients, in the Food S 
Agriculture sector. of two olients in sugar manufacturing, one 

'-4 

was highly satisfied with the plant modification advice he
received from,& replacement VS ('the performance of the first VIa 
was not' considered satisfactory by the client) while, the other 
was satisfied. The highly satisfied, client was of the opinion
that the Va had' provided 'neo' Ideas 'and' 'that technology' transfer 
had "taken 'place (cost 'savings"valued 'at $' 0*5' 'million yearly hid 

" 

ben reported); "the other# while conceding'that 'Improvements were'" 
'a"ffected' in' the "preventive maintenance system of plant#,hld "that'4 

,....j."'methods improvement in thi'mielf did not constitute a transfer of 
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An'ic-cream manutacturer's need for an~ eort~i'processat
Q2.adequaately, reopondadto -by th Ewho.,.'-,qality ,conto-wa

*fttecte A major in~ the -prouct- range using theim~provent 1i 
The 4oc. saiin 41upmnt. l ii 

and qualifed 0nutditQtganixation.; overall, aparson th 

waovsmnor the factM * opoeraton dok lace., 

Another. client ho required assistance, ,With, the, nutrient 
CONPOtit on of~ animal foods was highly satistied to receive the 
~ooiputrise4 O ostQt forulations5 of nima4-,tefods which, local 
nutritiohiti werse uanawre of.:2 .As a result .this-.uanutacturor, was 

tow dateooone of the ;ver in the country using 4th*e zost %up-to-
forxulationu.* In other words, a clear case:of 'technology
 

on the ~othr rhand,, t)herowas clearly ajgap between ,they ostensible
 
objective, ot the ZOCi V3s visit, and~.te accomplishments 'ot -the 
assignmet in the, case. -oV,'thre* -clents.' 16, onei caoi;e the 
Gittewanec., in marketing environment -between, the,: USA~and Pakistan 
accounted, .or the", Via Jiabilit ',to address the key - nazrkcetinq

issues. Anoter client interv oed lae hisorgnization I
 

#inability, to .implement the Via recoendations, to,- th,. lok of
 
a popiaeq inpet. and trained'staff. in bIi oranization on~ 

Nohoe' tlogh even this client was s&tisfid wi~hth 
Volservices, received 'althoiugh no. tansfor@Wo't1nwha as- ttod. 

in oneinstance a, glaring- mismatoh between what :the cltnt, 
ro t "qLe oft-the.V1 was. brought to our notice.and the backgrond

I n,this -instance the client 'had asked fot aWi expert' in biscuit 
manufaturinv but the vzE assigned for' the task Ihad a background

iflour manuacture. Needless to sa , the, client was unhappy < 
aboutthis situation and told.,us as ~ it~o n"
 
Despite our atteimpts to' elicit quantitative Iifrain.o h
 
results @f the Vie eftorts 'we were unsuccesful either because the 

<client did not himself )cnov, or did not want to make the effort~to 
go into the necesa ry detail that this kind: at: evaluation 
entails.
 

Teperformance-ot the ZES Vis in the chemicals subsector was
 
particularly, successful. one producer reported'& 25 per cent 
i~ncrease In 'produtivit~ as a, result of process control 

Simprovlements that resul ed in lower- fuel, consumption and
improvement in the raw material ratios. AnM this was tUo ,result
of only a two- week.visit by the. VE to the host organsationo
Another chemicals producer -- that ,Is essentially a, small 
business M-was happy about the quality improvements in the glue
manufactured by h ai plant, for the furniture .manufacturers and 
anticipated a significant improvement' in sales.* A, third. 
chemiceals procr#vhich has been making alkyd resins for the 
paint industry$ was able toproducea compltely new product-that
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_t~eZRs0Whe -a rtt-d't'ff ec-- .0" inr 3.aug~n a wer~ a, thacamtpg th 

abroa . aspurca sd9 thIS,, would -have =aeinte imave much a i 
didjt.,cmprey o,thne', cbste,,'o , he Xr assignthent Thie b futh 

While th servJ~e waid ""eno,t fa inotheinlin 
antspewa'-,biginltd~ittons.usala .,notve out ovel oThs 

asn.eint. for. patndadvieenthopveopent e ath omltl of ytm
-'~r%!100g W4 ait nnce systew wasforU th~e reuit e o b1ult i 
in anewa o Ginthng o profiet-in7rcdr~s'In-sot'tbi-iot-rsutmajor
gainsgfor the c sevc ulets, waheoi neohlient.he Oa int l 
wnit h omewst I f laedfexth a ions oucoe oftansiitbotee th, 


~~ttie1 clatnts
of theasigmet
 

In the construction: sector2 two clients out of four were,-ofth 

for- the improvement in the-,:setsup of, their enqineering si6ctidns~j
which was dulyaecomplisled. -Another, had help with theIeuse 

preparation .,of the organization'.a- mission statement which< 
ryesulted in- an overhaul 'of' the organization. structures ,>The Vi. 

_recommendations 7were being; implemented at the ,time 'of our 
interviews." Onlyone of the host organizations in the Sample was~ 
not' 4atisfiel with -the,recommend~ations proforred by~the VZ .wtc 
it -consider~ed too :advanced ,givn the ,culture prevalent in 'the 

~host organizations However, oeven thiuL client conciedd that the<4 < 
vs, ,himself was N brilliant "M:and 'that~the host- organisation was <i 
partly' to blame for 'not having - dentif i~d its needs acurately ,
enough prior to approaching uSBC.
 

Tex*Vt±*ief~. Agnara A Laher,

~In I the Textiles,, Apparel, & Leather: sector oneo client was'
 
particularly .selective in'choosing the. VE-so much so. that the~ 
process of selecting. the. NE -alone took eight months. This1'"§2
organization -needd an industrial, engineer to streamine' its'iJ~ 
material handling operations. .The VE was highly- successful in~~ 
i ncorporating automation in the 'materiel flow thereby, increasing

7 worker efficiency as well as improving work .conditions. We Ican 
ther~efore infer that there' was' a Jcnowhov transfer and the' 
clientis high level 'of satisfaction confirsethis. Another
 
c~'liento a'small, btuineass, needed ,an expert. in' the field of'' 
artificial leather*This was a moot successful assignment as, the' 
VB managed to explain newjproduction processes an well as helping
i4n new. eqipsent selection. ,.There wasn a si~nificant incroane in 
the" alionts" oales: and Ihighe rotita' resulted' both "from "the 7'' 

icreased'sles and from' the paig in roductin costs. The'" 
client received"'new, ideas that1 helped him to overhaul 

" 

:his 
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4~~oes n~~o ntW iipv the quality of the 

niS'ht hol2 64develop- the of ~4,, capaUltie a businss.
terviq by usizwas:rt. ~s 

the ountry to , mees This: unit*4ng unit ii shutt o~s.
4 S P~ Sthe operatSigee~4 ~ *ffcil$e)ony of its~10O55 

that'S~ p~tingfablwthiOr*± ato.4 effiincy (524 Snztead
%),2~bscause a sous problem _pheroduction prces The 

'ofcency was unablo to iaplexont his roomnain~n.con
ofC,the; short 4uration of the asignment. on tbalanco, the '.clint
though matisfio.4 with the IZSservice had noiethelessl to consult 1
another exps 2rom, Egypt to imples h eosnaln st.
VI ''had used up'the duration of thei-ssignnI cnldiagnosis aloe''
According to this, client the 4pt'on profitz was p'ositive once
the efficienicy of the looms had4;increasod.~
 

Thereaini.nnghroe respondents in thel textiles#, apparel and

leathersubcotor'had, reservations about: the expertise provided
by the FZuC. ;one of these .organisations had- asked; for an. expert
inpolyester yarn but were disalppointed because "the:VVI had .boen 
out: of ,touch with plyester ,yarn manufacture as .this industry had

amostdemu tho:,UJA: (though, thea olient di4 not quita
Ge~Zain' how ho .selected' the VE 4n, thd:x first.instanco)je Further# 

sE lsoapparently~had& ifficulty in-'communicating with his 
counepart as the~lte was not prfiientit t~giisho. 

A clear case of miszatch between client needs and theaexeience,
;profile of the clieint oacured in the case..,of one -text le> mill
that, nooded. a person to. assist in~ all ' phases:.of~the', finishing
process. which is the most tehologicaly. domandi of all the

Sprocesses in a textile plant. Instead# the VI turnod out to be a .>j
quaitycontrol an~d testing person wh"as totally inap&wv iato 
Kr hetask at hand. The asuignment was tarinate4,. t hi tit 

The last of .our respondents. in this industrial, subsector- a
shoe 'cum, leather apparel manufactuzrer - was totally disatisfLed
with: the service although he 414 not'elaborate the reasons for
his dinatisfactior: in, the, questionnaire ., eceived, by. us, H~ad, he
specified the prece reson -Lor his, disenchantment' we may have
grounds t& believe that the VI'i exportisoo or rather lack of It 
was, to blame. Hiowever# our. discussions< with the 1130 Country
Representative and the knwledge othat the VX in question had,

~>successfully undertaken similar assignments :in other oountries 
'~leads. us to believe that 'the problem lay in the, disorganixed

nature' :of the client's business in which the V2 was probably
suoutis. is a best he, could and comze up with the r 

soltios*.This was an unrealistic expectation, to say the 

we interviewed five clients in the engineering sector ;otJ-onel@ 
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(aan othe Peron 	 -~t 7"aUS440halh4"41 

and enrgyhe cnooiton eve to n esental ngh~ an 

InasCmo o Uf-, t..trs.I.ncosan hyia 

moemn asJ In a facor pr.4ti tyestatoM 

clint InorCpl ontttt bd frOto h
 
toItM1 ,I4' ot L~that 
 r4 ths Ws rb4n tat te 

exalno wh >kd~rA afece th 44 V110 1 i~t 

~VU who had, expor In±144 44±anoo44 a--	
44~o 

or an 	 of' deelp 

opuntr reuriet CC ;4	 1w assign"" o 
won~ bate 	 0 tlabeLtL ih ait 



---

cas q ~ qat 

a daav Uaiets. wherea th zmrosidw -had either 
othe~.Z oh 

0,'-,- '.-Js ~ 05 @1Irsot. wh ere IntS
with t t.4 1he note, od 

(6) om"U~to or? asatione e~e Bitsh ftoouttvo Servloe 
Soveas (31= was form in 'i7 with: backing tra 'the 
Xnatittik iot,' krectovsf the -,ritish Qovewnmont and the 
contedsaticn'w.of tUui oufoitstrean a.:n 

a~u~ly.wh w-'epot~,to, a, Councl, Ot distinguished
Sbusiemn and seio rwepresenttives Of "the oe$& 

~ urIt~di Zndty and the 5Wtish: vress Trade board* In' 
~ 'eawaI~nsu.I*L3w 4heXMa' but 

mntsge# aresmpetttlv T o I the" olyc~asaw 3mttrscIt 

.&W' olonts:donot pay a fthe rolyolie
'Uclean"to 'provide''the ,xsmative 'am, 'his, spouse with 

a~nd &otliving '@@coomoatn - 'eand with 'loos1 

if the beOatIve feels that be needs it understand the4 
-problem - n pgstew detl InS his' how 'environment, he 
ca msa a preliminary ..vit to lient'stdite
And go lack 'to the . cmig backi at a later tan.whesnhe ixs a'to wihth client. ic
pica up the'ilr-fare'and Incidental ot-.of-pocketi 

*=ososthis is a very oyfflolwW War9i3UU trm h 

mset Instais he reMUosntlf t n h 
verge of r Lrt (LisIstlsevnInhe 

eppet o44clIods redenoe to his so MsndMatcns 
lent s, perspestivO.~--~---- tisth 

4"'- ' 

http:a~u~ly.wh
http:contedsaticn'w.of


0 bo public and priVAtS sector olients 

tothe BM ounty. representa v*'i$ Pakist~an, 5150 
rt~- arkting services, in Pakistan. in 1980, i 

arond: loli~t in Pakitan each year, and is exetdt 

"Webonq curttt''I was iitiated'y ithe -Dutch .Eployers'
1eerati, the~ Kiettrlsans Oovernsont~s Foreign Miniptry. ,and
Minaty ofDw2@pe f # ~lprofit oroaniiit~ibns- iM 


,-f_ sd Iamto"'sevotheneds 4~i 11gin eveloping'ki 

arlof p t-s~uomnthso Only thos ~iate and publicl secor 
Ijvw,_indeveloping countries are eligibe;t receive' services 

undr'NNPth rogamas rewholly owned by natlonals of that 

ft Nservice is.similar to~the DUO service and differs from 
boW the ISCO and 1SM in, so far asA ~its--priuar, target ls ,the~ 

£ Mall. and -mediusm sized, businesses The -program: most flexible
from~~PG ta s, the client ,is! onlyonaivet cs 


responsible: for, the izeu e &nd.'1 his spouse'In boarding tand
 
~lodging-and hins local transport and offide neodst which need not 
t'I anslats into 4xorbitant. sums of money* 'Further, the ,spouss 
kn a to acoomanythe XISotitve, 1In ,case,. the*nl4Ass rightassinantis to last longer.ta two months, Perhaps ,the most 

un feture of this -progrm. that sets it spart fromothr. 
, u 4 ncsayG~r.-,services lethat f,'sth& tivo ee> .it 

argiu may o" meof -its representatives,- forthe ot ation sen n 
training: to .a suitable, facility. in Holland the, costs, of which 
are entirely borne b th>CP(incluaig i ae ad 
substence 

noe MW drto 14 assignments, in Pakistan in 190 A similar 
yersof the current oountry representative's, 'nubnyabout40

asig wents have been completed. 
>
 

UW m.= i aper that DUO 5a n are both highly cost
effete 0pin a definite conclusion about the e.fiocg of 
this senvicmsuet of course depend on feedback Ifrom sihqr,
clients) that 1380 must consider as competitors that will 
encroach on Its business In the future. 'One notable feature that 

Shas, helped both 330 and 361to out its adainistrative overheads 


and thus the .ost of its service io 'Its esipomentofnationals 
as ~~ ~ ~ ~ conr ither out of their homeon a=rsnatvswowr

tul-Iim Ias I (in NNW's" case'o out of their existing w~ork 
' 

nafon apat-timess (i = case)* The 1350 mL I ke 
to d cosuar mthdsin chalkingher wr~V ou'1ovn' 

strtegi Pauistan In the, fture. 
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tation 'u......by -

The, ISC' uses. certain -structured documents which are f iled infor eachl proe 6ti There are seven docum~ents which are filled by
the three 'parties involved in the project and sent tocc ±35EC's
headquarters at Stamford, 

The: client f ills inw the Client's Confidential Report,,to 1380, 
projet.t biaklly asks~ if the ±3Se executive his iulf illed
his asignment".:to the client's complete *.Ntixfaction, ~and~
suggestions on how,,±38C could render more efficient'and-valuable ~ 
service to the clients. 
The Volunteer~ Executive fills in three documents: ~ 

a) The VoluU;te Executive's Reor f Asistance Rendered
.This outline. a descr'iption in' detail of the. actual
 

~ 3aslsistance randered.and the sequenc. of actions in which-the
 
V3 engaged. Xt includex Oirauxtancox affecting the roject.,
such,,as the relations with the, client# work~ing- conditions# 

~ 2,illnesse20s, tc.It isl presented at the end of the project-,to 

b) The Vxojecot Wok'lan This report axscsfor a description of
the,nature of the VNI' assistance, requ2iredo, and areas 

-

lack~ing from the, Statement of, Assistance Requested in the 
A seeent rorm and variances thereof. 'The VE elabrates.

abot the type of, assistance: he must provide an& the 
<-<~ 	 procedures he must use'. Also included is a discussion 'of the
 

possibility of estimating the degree of improvement. or
 
.~,> 	 achievemant :which the VN hop"s to attain,' This form isuplet soon after We arrival ad is coe
 

client.
 
o~Volunteer) azecutivelm Final a~tto the Olent.Xn' int
 

form, this report outlines thekn of advice and asasiOs
 
the VS has given to the host organization and the 
recmedtions and review of the work performood. 

Th UC Country Director fills in theat > 
I+tiiti i' 	 -t+i 1
a) 3mayOf The 1380 Iwojeat. This document describes the 

:'++++++++++:,+ + 	 ?-n
++ 	 +:!td+
tAIlS 	of the client's busines in ehort,. and the advice 
Iiil 	 the and +'+,i'requestedi from V2 +I'+4;,,d the4i= assistanceir,--' and 

4-~- 7 '1 ~ 4 '= 4-='4-W ,Country Direcoronthe success of the project.;'''N-+7 	 + '4zm~ 	 K + ''!K)4' 

~b) gro oct Nwaluationi *"' by'.,~~>,& ... ,country..........Report "'+ the . Director.
' i ++:!o-'4i. . . .. .+4"...Basically#, hs rept deals with the reasons for the 

success of tepro=ec om evaluation of it in terms of
thepotential or t on to theonomyoft ont I
also evaluates whether the' project could have substantial 
a ffect on the enterprises other than the client 

7 ,+++++'+ ++++ 	 4J 
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1he* 0DS (Country.Director's Spue fills inthat
 

a) Volunteer Uxeoutive'* apouse Dyaluation Sheet.Thiu report.,
~baically asks for an idcation of the VIS's a aptability 

totecountry, e neet~n health etc. 

The4 documented~ list of forms iscomplete and cmrhnsive.~
Thy-ma-perhaps beoplemente b_ .ersOn& v~ift)y_ h

IZSC CutyDirector to' thelient pt~h* of the 

Recommenations 

Basned on the problem areas uncovered werecommend tefollowirqt 
WIZS FormiI to(1 The1 Agremen u should be 1revised tae nt 

- account specific business conditions faced by the client#
 
Frexampl page, 3 of this form couild be structured, to,
 

specifications, of.- raw.' materials, the' marketing

en~vironment* etco.; The 2198C representative should more' time 
with the prospeo ivo clien dieocassinr the nature of his 
requirement rather than~ takiing the client's written~ version' 

- at face value. As, indicated above 'many clients aisopeoify 

TIidividual cases" ariua in the case of smaller 
businesses -- the' 1380 may engage the, services of 'local' 

"consultants perhaps for a-day or two at.-the most to Identify
problems and-help the client articulate his problems 

~&'.(2) The clients' must have a grear say in the selection of the 
VLo A refrainvwe heard was' that Mes could be zisleadlt' and"
that no' org niutiouiu'ko a decision on' whether' to recmit

solely on" the basis ofa -bod a CV. uun other vords, 'If 
the client isprovided a short listof cndidates and other 
pertinentinformation thatrhe requesits# ex e bet 
hlp the I350 in selectinthe appropriate ca dat (by o 
mans aneasy tak) Nth clet requests an interviw 

even if only aveth telephone, with the prospective VI and
Isn willing to bear the osets of this# we do not seean 
reason to discourag, him from doing so as Is currently the 
case. 

(3) We feel that channels of comuniation should be opened u 
between the 'V1 and -the before the former actually-client 

arrives to take up his assg nt Thus there is no reason 
for an instance we learnt about hereby the head of a host 
Institution was forbidden to meet with a V2 who had already 

_been selected for the assignment, (but before his departure
for- Pakistan) when the former was visiting the USA on some 
other busies 4 '.4A4D 



If communication is encouraged we expect that not only would
 
the VE be better prepared to got on with the assignment but
 
his stay would be geared perhaps more to implementation and
 
less to diagnosis. Further, the VE would be in a better
 
position to gauge whether he can indeed contribute to the
 
requirements of the host organization thus sparing the IESC
 
the embarassment of an unsucessful assignment.
 

(4) 	It is extremely frustrating and demoralizing for a VE to 
find that there is no adequately qualified counterpart to 
whom he can relate in the course of an assignment.
Therefore the IESC office in Pakistan should make 
sure well
 
before the VEs arrival that there is a counterpart and that
 
this person is aware of and understands the nature of the
 
VEs visit. In short, the counterpart must be made to feel
 
that the VE is there to help rather than show up the
 
counterpart's shortcomings to top management.
 

(5) 	It is obviously desirable that the VE selected for an 
assignment be physically fit. Several clients opined that 
the VE who had recently retired would be more likely not 
only to be healthier -- on the not quite valid assumption
that younger VEs are likely to be healthier -- but that he 
would be more in touch with recent developments in the 
industry. This is obviously a sensible suggestion which 
could perhaps be more rigorously app lied by the IESC's head 
office in Stamford. 

(6) 	 As the " circle of acquaintance " of IESC's executives is 
limited, sno the extent of potential clientele is also 
limited. Jhnce, it the VE program i; to gain greater
popularity among busine;.se; then the IESC needs to embark on 
an e fective outreach program that mty Include increased 
mass. media advertisements, advertisement in local business 
journalsn, personal contacts with local chambers of commerce, 
etc.
 

(7) 	 Althougjh the maijority of client,; interviewed by us were 
nati.;fied with the time taken by the I ESC to respond to 
th,oir re(petit for locating and tendinq V.:., there wi.ll be a 
need for expanding the existing organ ization as the number 
of qu iri,,:;/request.ts for Vl,:; incroa;ses,.. The nodified 
organ i. 3t ioln it Ute:s4-nt ital to keep the retponsec tlme within 
thei, exltill tin, li nits. 

(0) 	 Th- 1JIA ',qt'ant It indn A1low t he ll:!;C to cut the coit of 
It's tie l-vi c, I y up to 1,0 p.r cent for it -I tlmaller client Z. 
With the. ,1,[Z, .iati ol of the ruie vpl,ilint tlh dollar, the 
cont170e t'ze'-,,ir; utp I n he )e(1| t,,vmi almont i nc i.tantly and 
May we,11 1)11 out of thie relch of 1 1e Vr tlI"Ims if tho grant 
tui~1I n rit (I I - I.(I t I IIeedA Wit fuel t h1a1t th11t i c, woe IIIeeIICe 
4 Srpvc. I n I I y 1wilt! r I t. 1.11 r o t t he Insa I14 op1 l I(11.1 iApadO 1arcjoll 
corlpnn't -11v ' alzlv.iy Ill toli" With tilt 4-111.t l01na11 marke1 t i 
aid to4'hliolo lio-in tIrotuglh the rreqI , u mir ,t.Awe k tf coMl t icI . 
ContlilunlCen 1y, ill,, orlint corponont :houll I., mAiIntaint'd witt) 
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the proviso that IESC service at least five small clients 
yearly. 

ofexplore the possibi1ity
Alternatively, the IESC should 

working with several smaller clients who jointly could fund
 
the VEs visit. This is an issue that could be taken up
 
either through the respective trade association or through
 
personal visits by the IESC management to selected
 
industrial units.
 



VII. Suggestions For Future Strategy
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VII. SUGGESTIONS FOR FUTURE STRATEGY
 

The activities of the IESC in Pakistan 
can be better integrated

with the USAID's emphasis on the private sector through a menu of
strategic activities. Some of these activities are suggested

below:
 

(a) 
The USAID should try to idontify companies in the subsectors
 
of interest to it that are considered leaders in their
 
industry and that could be persuaded to have a VE come over
 
to help with any of their identified problems. This visit

could be of to hostfree cost the organization provided itallowed representatives of 6-8 other companies to come in 
for vocational training the time
at of the VEs visit. The
 
cost of 
the VEs visit would be borne by the organizations

that send their representatives in for training.
 

One major stumbling block to this scheme is that successful
organizations are generally reluctant to share their knowhow

with others particularly those they consider r osuible
competitors. However, this may not be a proble-m if the host
organization selected for help is far bigger than the
visiting organizations and therefore not worried about 
sharing its knowhow. The inducement provided by the IESC to
get a host organization to cooperate may take the form ofsubsidised future ansignments in areas of interest to such 
organizations. 

(b) The USAID should work through local trade and industry
associations in sponsoring seminars and workshops to which 
teams of i*:';C exports could be brought over under ttho TIS 
program. The expertine to be tapped may include marketing
channels in the USA or latest developments in, say, process
technologies. Field vinits to companies in the USA may be
part of the program. (The precine nature of the nubjects to
be covered at the seminar would only be apparent after
discussion. with industry representatives) . The cost ofthis type of activity can be shared by the participating
organizations with supportsome provided by the Private 
Enterprise Office of tho USAID. 

The effects of this kind of training activity are likely tobe widenpread with far more orqanizationri bonoritinq from
IESC' 's exportit-e than in currently thol cate. tfoz'til topromote a dialoquo amonq the indurtry part icil)antul
thomtsolve.s will 11t imulato the fixchalgo of id(ea and promoto
tochnology trans for from ITn thel eadinq ftr o in c(ountry to
thoso not an We1ll pot-itIoned. In i-hort, thori its bound to
be a multiplir efrfct ara a rorsult or this typo of activity.
Sulbtsoctorn that nro likoly to bo most rdoceptivi to a vililt
by 11";C experti includ] text it and nlaprol, nld l athor. 

Amonq the pin-off i xpocted from thin activity its rora 
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assignments along IESC's traditional lines of a VE assigned
 
to a single client.
 

(c) 	The capital equipment needs of individual enterprises
 
visited by the VE may be communicated by the USAID to the
 
trade counsellor's office in the American Embassy who could
 
follow up by suggesting appropriate American suppliers,
 
financing sources, etc. to the host organizations. This may
 
yet be another way of promoting technology tranfer to the
 
private sector of Pakistan.
 

(d) 	One of the features of the NMCP (Dutch) program that maket
 
it attractive is the possibility of on-the-job training
 
overseas for a nominee of the clirnt organization. The
 
USAID may collaborate with the IESC in arranging for such
 
sponsored training programs for individuals identified by
 
the VE who could benefit from such training.
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Appendix 1 Total Projects Completed As Of
 

December 31, 1990
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Appendix 2 Sample Of Clients Selected For
 
Interviews By Location
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Appendix 3 Sample Of Clients Selected For
 
Interviewss By Industrial Sub-Sector
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Appendix 4 Questionnaire Used For The
 
Field Interviews
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QSUTLI AIRE 

TQP-YALVATF;.IESC.c 'ASSISTANCE 

Firm Name: ......
 

Head Office Address:------.
 

-Te1._-


Factory Address:
 

Head Office
 
Contact Permon: - Designation:
 

Factory
 
Contact Pre:!n: 	 DJnosng:ion:
 

ClIent LLialmon Person (With IESC' Expt)rt)
 
N~ame: Deni)ina ion:
 

Induntrial Sector: 	Aor i -lun 1ine t-in u )b STctor
 
''eXt II ub :7;t o r
 
F I n (1 1 I Ii :u I ! :c t (' t
 
Coll!) LI U C hrW ()I'
 

Fllliill,'I ,Uh .,,Ct¢)lf
i]

COll'In l 	 Stl I-lt 	 k.;ill".till t 

F~duea t i on 	 1( r t~ owI 

Chemicaln 	 1)ui.,Lor
 
Foronti y ..u .t C"t r 
.ervic 	 .1) f., tt 1.t;1)I T .t 0 
.... .... . . .. 	 (t J 1 . . . . . . . 

Date Rntablinhod: 

blrit IIll.2 ely tit VIIlM ( 1nclildliio 1~,111itctiolli P'lo., tt$0 : 

- ... .-...._-- -- -. - -=- _.-	 - :: _ - -- : Z S 



- - -

Number Of Pereone Employed At Factory:

.Cate+gory ........
... __N'nbo r.. 
Managerial 
Technical 
Clerical 
Skilled Labour 
Unskilled Labour 

TOTAL 

Annual Induatrial Growth Rate: 
1988 (H 0% to 5% 

[1 6% to 10% 
] lit to 15% 
(] 16% to 201 

Greater Than 21% 

1989 

1990 

H 
I 

H 
I! 
( ) 

I 
II 
1I 
i l 

ot to 5% 
6, to 10 

11% to 15% 
161 to 20% 
GreIter Than 21% 

0% to 5% 

6% to lot 
11% t. , 1' 

(':,+dt,+ Jh.-ig& 21% 

In Induatiry Fnt:iti At,,,- l' ,c,1~,i,-: I'til I Noll 

It 
I 

YON.' 1l( tCi-i!tIt 1"y1 ,A:,it1 eTlrobiUt 
i r ntcI LE I I lli 

plem: 

.,ml~ Exp+>¢1 l ti,, .. . . . ..... . . 

II Lx,.,,tn
t) ,!-- -- -,.- -+--:--- - --- + -= -

i'rotI P luct I ,n i.xl1n I a : 

72
 



Timing Of IESC's Expert's Technical Assistance:
From__ .._. To . .. .. . . . ..
.. .. .. 


How Long Did It Take IESC To Respond To Your Request For
 
Assistance:
 

Nature (Area) Of Technical Assistance Requested (and why):
 

Nature (Area) Of Technical Assistance Received:
 

Describe Exact Recommendations Ot IESC'a Epert: .....
 

Were Theao Recommand4tion Implemented:
YqsI I 'JoIl 
Explain Ftfct Aid Timinu Ot ImPI ,Omntaton: 

. . . . -. 

71
 



Was IESC's Expert Involved In The Implementation Of 
Recommendations: Yeasl No[J 

Explain Nature of Involvement: . 

FINANCIAL: 
(With Respect To Timing Of IESC's Assistance)
 

Two Years One Year Year Of One Year Two Year 
Pefore .efor -...... After After-

Sales 
Revenues 

Cost Of 
Sales 

Overhead 
Conts 

Profit Before 
Tax 

How Did IESC's Expert's Aaeiatance Effect Business Operations:
 

t0.
 
Did IESC'n Expert's Assistance Yfect Profits:
 

Did IESf;C'n Expert's Annintancn Rvault In Tranaer Of Technolooy
Yon 1. 110 1 -...... 

74
 



How Were You Introduced to IESC; .
 

What Did IESC's Expert's Assistance Cost: Rs:
 

How Would You Rate COSTS Va. 
BENEFITS Of IESC'a Aaistance: 
[] Benefits Leos Than Costs 
[ Benefits Equal To Costs 
H Benefits Greater Than Coats 
11 Unable To Determine 

Were You Satisfied With IESC's Expert's Assistance;
Yeal Nol 
Explain (Why) 
 -

Did You Request Additional Assistance From IESC:
 
Yeu(l Noll
 

Explain:
 

Did IESC'm Expert (Or You) Encounter Any Problema; 
Yen( No! l 

Explain Nature Of P'roblem l. loqittirc, lanquaga, cultural etc,.. 

Wh4lt Mts.motas , In Your Opmniron. Could mpm-ovo Jf:C 'I AInintan e : 

75
 



General Commentb On IESC'a Assistance; .....
 

Queationnaire Completed Dy: 
 .......
 

Date:
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Appendix 5 List Of Respondents By Location
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Appendix 6 List Of Respondents By
 
Industrial Sub-Sector
 



S.E.S.C. 

LIST OF RESPONDENTS BY INDUSTRIAL SUB-SECTOR
 

s ECTOP CLIENT NAME % R4L; . 

Food/Aqriculture 
( 7) 

Ah FOO)S 
M}I:(RAl DAIRPY IAHM:; 
MILKPAY 
MHIJUPWKIIA!; ;UGAIR MILLS 
MITCI1'.:.'; VI-JIT -'AIMH; 
PAKItITAN DAIVI 1; 

IIAYAI;AN.J Ml.l..; I.IMITE) 87 

Construct ion A)AMAA1!: (;(JN:;<hi' I )U 
(4) MAYMAP lOU:;1wh; 

PAKIddJ) (1.111.11T 
!;A:;I pDI):;'ITIV:; 67 

Apparol/Toxtilo/ CPl0:[NT'l.'l ' J'L 
L.o ther DI l.ll 

(6) LYRA ;i: K.:; 

!;ITAR(A T}11TI.Y 

;'AI1 0( TI:XT!1.1: 120 

Io1 th/ltdu. 
(J1) 

YATIMA 
IM., ; 

lMLIP IA. !IO515ITAI, 

MUIJ.'dIIC:' 100 

( ihrmt (2-% I CAI'TA I I 1 ' 
(4) MALCOI ; I ? t:.I1 ; 

,AV I PL:; II:; 
:; I uTAIA ('11 II. CAI :; 80 

1,1q1111 fl ' I w) AI.I.W I , I I11; I Ii:il I N 
C'.}) A:;IA~I lJ ;:.'1I' I. 

MAI)K AtY l 
MiIi IIAM rPUP:; 100 

n¢o ':. 'd IA1II 100 
(2) HI~Mil,.I,. IA)ANI:~ 

I'll fit I oo P1ATI,IlAI. i'1I'N i |00 

(

61
 



Appendix 7 List Of Small BMsinesses In The
 
Sample
 



UsoC 

LIBT OF flHALL CLIENTB IN THE SAXPLR 

ABIA INDUBTITJU 
YATIMA MEMOIAL 
LYRA IIHOrB 
KALCOLM IDULITIELI 
MURSJkID HBIPITAL 
PAKW US? 


