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I. 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 ot the list of all projects for
field visits. A questionnaire was developed and pretested. The
following are the results of the survey :

1) on the issue of benefits compared to costs, 44% of the
clients felt that bencfits 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 appecars to be no discernible increase in the averaga
cost of the project over time. Instecad, the receipt of the
USAID funding in 1988/89 has allowed the 1ESC to cator to
smaller clients at a lower coust,

J) 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 pcrsonal contact with the IESC represontatives.

5) In most causon the IESC oxpert did not face any problema.
However, 28 of the clienta responded that the IESC expoerts
faced some problems. This statemont was further analysed to
show that 62.%% of those VEs faced host organizational and
environmental problems; anothor 62.%% faced health/age
problemn and 22% facod lanquage/communication problemu,
(Those peoercentages add upto moroe than 100, due to
ovarlapping reuponsen).

6) Thoe project duration in 237.%% of the casen was for throe
full monthu. Ny and large the project duration wan not an
funue with the majority of the clients interviewed; 5%0% of
the clienta wore wmatiufied with the project duration, and
JAV woero not.,



7)

8)

9)

10)

11)

12)

13)

14)

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.

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

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%).

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.

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

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

Threo of the six smaller clionts were highly catisfied while
once other was satisfied. Only one smaller client was
disatisfied. The high percentage of success in this category
raflects 1ESC's success in meoting the needs of this market
gegment.

Overall, 5% of the clionts were either highly patisfied
(311), or gatisficd (341) with tho VE's advicae. In-dopth
analyses showed that the printing subnector had the highast
numbor of highly satiufied clionte or natiscfied cliontu (but
there was only one rospondent in this wsubsector which
meants that thoe percentage satisfied g npot particularly
meaningful).,  Thin wan tollowed by the chemicals subsoctor
(75%), tho conutruction nubnector (7%%), and tho food/aqric-
ulture subsoector (71v),



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 VEs 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 Executiva Seorvice Oversocas (BESO) and the Neotherlands
Management Consultancy Program (NMCP) for developing countries
that appear to provide a fairly cost-cffective service in the
market that IESC has targeted in Pakistan.

'S}
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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:ses 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 1996, 81 projects had been completed in
Pakistan a list of which is presented as Appendix 1.

New initiatives by the IES®

Apart from the traditional project whereby a VE spends anywhere
from one to three months with a single client organizution, the
IESC has augmented the range of its scrvices 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 Country Investment Prodgram whercby 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 1links between US and Third
World firms through mechanisms such as sales agreements,
licencing arrangements,ctc,

(2) Under the American Businecss Linkage Enterpriso (ABLE)
program, clients in developing countriecs are provided

research studies in such arcas as new product development,
cquipment sourcing, joint venture partner scarches and
export markoeting roescar-h,

(3) Tho UBYE tearches (USVE.) fo an effort to get the VE to work
in hin own country on behalf of the client, The VE may bao
anked to train enterprise statsf or to conduct rescarch on
behalf of the client in the UL,

The servicen availlable under 115 have thun far not been widely
ugsod in Pakintan, Au of end=1990, only tve ABLE projocts had
baon comploted and only ona cliont had roquanted servicen under
tho UGVE.



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. 1In 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 intercsted
in conducting an cvaluation 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)

2)

3)

4)

5)

6)

An appraisal of IESC's overall performance in Pakistan.

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.

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

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

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

Recommendations as to how the IESC's activities in Pakistan
may be integrated more closecly with that of the AID misslon
to Pakistan particularly in relation to the objective of
strengthening the private sector's role in the overall
cconomic progresa of the country.

10
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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
the 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 projeccts 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 of the universe of all clients served by TESC as ot
end-1990. If we keep in mind the fact that several of the
clients in the sample had used the 1ESC's services on more than
one occasion then the effective coverage was 73 per cent (one
client in our sample had used the 1ESC for 11 different projecir)
The sample of clients selected for interviews is indicated in
Appendix 2 which presents the sample distribution by location.
Appendix 3 presents the same sample by industrial subsector.

Based on our preliminary understanding ot IESC's operatlions, we

developed a questionnaire for our fileld interviews. This
questionnafre was  pre-tested wvith one of the clients in our
sanple, The results of the pre-teost made it clear that

quantitative data on variables relating to the financial
performance of companien bofore and after the VEa visit would be
difticult to obtain. ©Overall, no changes were deemed necessary
in the quentionnaire because of the pre-test.  The questionnaire
used tor the field interviews fs included as Appendix 4.

Wo had aluo {ntended to nmoot with with individual VEs but this
Wan 1or the mount part not poasible because ot the suspension of
VE activitics tor the greater part of the duration of thio
cvaluation ntudy.  We did hovever mect with one VE at the later
Stuagen of the assignment to check out our notions shaped by the
results of fiold interviews:,

An o very 1ittle une had been made of the TIS program by the time
of our study, we did o not include thin  in the scope of  onr
coOveraga,

Before visiting the hont organizationns, a letter was test to them
by the 1ESC Farachl intorming them about the pature and purpone
ul  the consultantu' intended vioit., Thun clientn' waorae
furewarned about our plansg and ucheduling pernonal interviewa wan
tmade that much eanior,

12



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 REBULTS

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 1location 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 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 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 IESC 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 theuse VEs faced host organizational and
environmental problems; another 62.%% faced hecalth/age
problems and 221 faced language/communication problems.
(These percentages add upto more than 100, duc to
overlapping responsesn).

6) The project duration in 37.5% of tho casecas was for three
full months. By and large the project duration was not an
issue with the majority of the clients interviewed; 0% of

the clients were satinfied with the project duration, and
J4t wero not.,

7) Abcut 40% of the clionts sald that their requiremonts for
asglotance had not been fully addressed by the VE. Howaver,

15



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 iwprovement 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 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. It should be noted,
however, that the clients may have had unrecalistic 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 thesa
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 wore highly satisfied while
onc other was satisfied. Only one smaller client was
disatisfied. The high percentage of success in this cateqory
reflects IESC's success in meeting the nceds of this market
segnment.

14) Overall, 65% of the clients were either hiqhly satiasfied
(31%), or satisfied (341) with the VE's advice. In-depth
analyses showed that the printing subsector had the highest
number of highly satisfied clients or satisficd clients (but
there was only one respondent in this subscctor which
means  that the percentage satisficd {u not particularly
meaningful). Thin was followed by the chemicals subsector
(75%), the conutruction subncector (7%1), and tho food/agric-
ulture nubscctor (71t).

Wa worae unable to qgot detailed information related to tho
financial fmpact on the businoun of the VE'n visit an tho c¢liontn
woro moutly not awaro of thio themnelven or did not consider it
worthwhile to make a concerted offort to come up with thio

16



information.

The following charts present the results of the survey in greater
detail.

17
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(4)

(5)

(6)

(7)

(0)

If communication is encouraged we expect that not only would
the VE be better prepared to get 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.

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.

It is obviously desirable that the VE selected for an
assignment be phyusically 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 1is obviously a sensible suggestion which
could perhaps be more rigorously applied by the TESC's head
office in Stamtord.

As the " circle of acquaintance " of I1ESC's executives is
limited, ©so the extent of potential clientele is also
limited. Hence, it the VE program is to gain greater
popularity among businesses then the TESC needs to embark on
an e¢ftective outreach program that may include increased
mass media advertisements, advertisement in local business
journaln, personal contacts with local chambers of commerce,
cte,

Although the majority of clioents interviewed by us were
satisficd with the time taken by the IESC to recpond to
thelr requentn for locating and sending VEs, thore will be a
nced for expanding the exinting organization as the numbor
of quoaricsn/requents for VEs increascs, The nodified
organfzation in esusential to keep the renponne time within
the exiating time linits,

The ULSAID': grant ftundsn allow tho 11ESC to cut the contn of
fta wervice by up to %0 per cent tor i{ts omaller c¢liontas,
With the depreciation of the rupeo against the dollar, the
copntn are creeplng up in Rupee terms almont fncoessantly and
may well be out of the reach of smaller firms {f the grant
fundy are dincontinued, We fool that this sorvice would be
snpecially beneffcfal rfor the umaller companies an larger
corpanfens e already in touch with international markets
and technoloqies through thoelr reqgular network of contactn,
Consiequently, tho grant. component should ho maintained with

(3]
[~
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the proviso that IESC service at least five small clients
yearly.

Alternatively, the IESC should explore the possibility of
working with several smaller clients who jointly could fund
the VEs visit. This 1is 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.
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VII. BUGGESTIONS 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)

(b)

The USAID should try to idantify companies in the subsectors
of interest to it that are considered leaders in their
industry and that could be persuaded to have a VE como over
to help with any of their identified problems. This visit
could be free of cost to the host organization provided it
allowed representatives of 6-8 other companies to come in
for vocational training at the time 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 succesasful
organizations are gencrally reluctant to share their knowhow
with others particularly those they consider fpossible
competitors. However, this may not be a problem 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 of
subsidised future assignments in areas of interest to such
organizations.

The USAID should work through local trade and industry
assoclations in sponsoring seminars and workshopu to which
teams of IESC experts could be brought over under tha TIS
program. The expertise to be tapped may include markoting
channels in the USA or latest developments in, wsay, process
technologies. Field viuits to companios in the USA may be
part of the program. (The precise nature of the subjects to
be covered at the seminar would only be apparcnt aftor
digcugsions with industry representativen), The coct of
this type of activity can be shared by the participating
organizations with nome support provided by the Private
Enterprise Offica of the USAID.

The offccts of thin kind of training activity are likely to
be widenpread with far more orqanizationn benafiting from
IESC's expertise than ia currently the caua. Effortn to
promote a dialoguo among the induntry participants
themselves will atimulate the exchange of idoan and promoto
technology transfer from leading firpa in the country to
those not as well positioned, In short, there {u bound to
be a multiplior offoct as a renult of thin type of activity,
Subnoctorn that are likely to be mout receptive to a viait
by IESC exports include textilen and apparel, and leathor,

Among the spin-offs oxpected from this activity s norae



(c)

(d)

asslgnments along IESC's traditional lines of a VE assigned
to a single client.

The capital equipment needs of individual enterprices
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 Pakiatan.

One of tho features of tho NMCP (Dutch) program that makei
it attractive is the possibility of on-the-job training
overscas for a nomince of the cliont 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
Interviews By Industrial Sub-Sector






Appendix 4 Questionnaire Used For The
Field Interviews
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QUESTIONNAIRE
TQ_EVALUATE IESC’'s ASSISTANCE

Firm Name:_

T T e e T et Y T % Ot o P — S . o . - ™ s WA w

Head Office Address: _

U W W 7 e o s 09 § | s Pt W S S P o 3 T o

Factory Addreas:

-— V= @ B+ 4> - e e i A~ ————— — s vy

Tel:.

T A B VBT Sl A W 2 At W W F S—— S % hanon v et e e s om g

Head Office

Contact Person: _ Designation:

T . —— ————t 2 o o+ - e Y e e ——_— -y -

Factory

Contact Person:_ Designation:

e e e s o i e % s s e B R T gy

(With IFSC's Expoerc):

Designation:

Client lLiarson Person
Name :

Indunatrial Sector: Agri-Business (] Sub Sector e
Textile [} Sub Sector e
Financial ] Sull Secrtor 3
Construction [ ] Sub Sector .
Engineer yng [ ] Sub Sectovr .
Hoaalth Servicel ] Lab Sectoy e
Apparel [} Sub Sector } —
Kducation {] Sub Sectorn e
Cemant ] Sub Sector e
Chemicaln ] Sub Secuar e e
Forentry [] Sub Sector i i
Servicae [ ] Sub Sector R e .

Il Sub Yector
e (] Sub Sector

Date Eptablinhed:

Fire (Including Miroduction PProcess):

Briet

Hintary of

- - - ez we w o rres
N . T mor moea
ERRE 1 = = = R - = s kS Trimoaw e = ER
= i = = = - = o wwow T B Bt =
T IR SR rwEr o= o == T o mwromom == oz ER z W ovm oS ooE T 2w
= sz grammTom oz v TIT WO DE UMD E oamIvoZmom omT T orLm = mre T oorm omow I I TEIZ SES R
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Number Of Persons Employed At Factory:

--—..Category _ ~..Number .
Managerial e —————
Technical -
Clerical -
Skilled Labour .
Unskilled labour -

Annual Industrial Growth Rate:
1988 {) 0% to 5%
[ 6% ro 10%
{) 118 to 16%
[)] 16% to 20%
|) Greater Than 21%

0t to 5t

6% to 10%

1989 (}

(

) 11% to 15%
{)

()

16% to 20V
Grearer 'Than 21%
0L to HY

6t to 10%

1990 (]
()
l] ll‘ Lo 1‘71
[ 1
!

16y o RtA §
Greatetr Thapn 213
Ia Indumry Facing Any Froblemn: lﬂﬁll NO"

It yen, Indicate {ype And Time Ot Problem:
) Financial: bExplain

I} Salen Dobspsladn
(] Techtology bxplain
{) Expoita Abiplan

[ ) Kaw Materjal Explain

[) FProduction [ixplasn

i) Chdplatn

- TP ——

12



Timing Of IESC's Expert’‘'s Technical Assistance:
From To

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

T e e mm s e s e e e m e n e e e © e b e . et aen e e v e e - ———— " ——

TN rery medm it L me s et et b e v e b = e mn n men o mn aex e e ok oo o n =  om oo B mme e e ee Ciht - rnmam e v

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

Nature (Area) Of Technical Assistance Received: . .

Describe Exact Recommendations Ot IESC's Ewpert:

T R e T W e ——— e e W o W

R . TT T e s ek mme o e i my e n ey me e o e e e e D e T o Sl SR

TTTUNT SN M reiiamm e am w5 e e e e o g S oo o g o m e o s e M T RB S T PT R 3w TR MR T R MR o e T g -
T e e e e e R TITT W T My e mn e mn g v e e TR TR AP ey e v e i S e e v r e e T e E ek ot TR RESWITT Y w o oewn wr
e I e L TUUTTT DT R N anem wnes S Gy R S g S amee et o onm g vey W mRAni0 v W Sw et v - wr ww wee ww e wE mm W £ W
ToeT o e w o e s wem - - <. - TOTTT S M s et s e et ot mwr T W P T oW re o e pe e v m e me ey s mmmrr wow
LR LR R} T s o - R TES Ty T e ey e e e e TR OTTTr MR CAE FT w T ¥t we ym o eTm cw e 4w e
TT TR YT AP m oTmIw g % oemt ao e s e n g T N E SO w0 Cw msmn o mesm s e g e s et — o mmpr T hame terew TIOR8 TR M T W et e o s me
TS N O T T ST W BT TUR W OTT TN 2 M T g e i et - T ST e iy SRR e o eer % et e TS o T - e e ez
infenih ol i S e e e e T SO TIEOWT TR CC T T OW wm mrs e e e
TR T WY TTRMITEC £T T MTTOEN Tt S imw e s mmn s wom - ey s en e n e e een e el o e o e o o TITTTCATTE T rR T Y 1 W TR W W TTE WT em WTTIZ Y MU

Were Theese Recommendations Implemanted:
Yanl| ) Nol }
Explain Effect And Timing Of Implementation:

oz~ T cTIET rm cawooy -
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Was IESC’'s Expert Involved In The Implementation Of
Recommendations: Yas| | Nol )

Explain Nature of Involvement:

Rl i e R R e R R R L L R K T Hpvir Y
T T E & IS 1ot T Cm o e = T e e T e e e e i L v @ e e v ewn s 1w W . —— - ———r o -
T S o e e ey s % BT min e e s aw  m m i e o a  f e mm e e e < n e e e v e e . e e ewmee s v ey cr - ..
T e e o M i (i T e P R e e T e e s 5 le 5 e e s S St = o St S T 8 R s ot w4t w e vwm e e m e m % e e cme o we e

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

Two Years One Year Year Of One Year Two Year
_Before .Before . After After.
Sales

Revenues

Cost Of

Sales — - - e ——
Overhead

Coats e - - e a—————— -
Profit Before

Tax e e - - ———— o v ———

How Did IESC’'s Expert’‘’s Asaistance Effect Business Operationsa:

e et e e e hT s e w s~ mm o e e R e e ol e S v W B R Pt -
My g e o e e n = B e P S Bt kT . - s e e e a e 0 e e g oes -
i R - - e o - - - . g
e - - - - - e - ~ - E IR -
- bl R R - - - - - - e =
— - - - - - - Er T m g

o
Did IESC'as Expert‘'s Ammintance yt{act Profita:
Yoean| ) Nol |
Explain:

= oo o
[P — P P
PR S — P - - T e — [ - - S
e s e e e er e e - . - B . S C e e e e e S e e rmoren i omm et omr o . [

Did IESC s Expert’'n Anmintance Kesult ln Tranafer Of Tachnoloay.;
Yenl | Hol |
Explain:

= T s o B = B B o ET SEEZ R o oTRT T E2 E ] =

74



How Were You Introduced to IESC; =

TR e e e % e e see C e e s el e mC e b e se e e e e eese s e = r e e e e - mea v o e - . ew e - -

What Did IESC’'s Expert’s Assistance Cost: Ra:

How Would You Rate COSTS Va. BENEFITS Of IESC’'s Assistance:
(] Benefits Less Than Costs
[] Benefits Equal To Costs
(] Benefits Greater Than Costs
{] Unable To Determine

Were You Satisfied With IESC’s Expert’'s Assimstance:
Yos| ) Nol )
Explain (Why):

TN N TR e e o Smrt o o e e o e o e e s 4 - 5 et e e it ik e e W & . T Ty

Did You Request Additional Asmsiastance From 1ESC:;
Yon| ) Nol |
Explain: e e e ——————

D e e e o Sy S moEr wr woTp e wm ot cmmEtE eI -
T B e e ey e B i R Wy TS e i esmrw xR ETIWER tETYIOAMYC T EU B
e - - e e s e C e e e e e

o e s e mes o e e < n o e e e B S . BT S S

Did IESC’'s Expert (Or You) Encounter Any Problems:
Yen| ) Hol )
Explain Nature Of Problem io. loqgintic, lanquage, cultural etc.

- — -
o T ¢y e e s e e - N e e e e e o e e e mmmr e e e e e Ce m e e om o e me - o rommy
¥ e g e e e o s A T B R T e rc e saen o me e o
i e T T TS T S m moisen st IS rrIom wmer growms - 1 g emmpe fe o ome on e mex s —prr o omemE T aeE P tp
TTomE e ewomem e e ore s - - - NI : - Comr m e e

What Meanures, In Your Opinton, Could Imbrove IESC's Assistance:

T oromorraroerowmoom mor o oo o 1t moex T ERER w Tz =R
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General Comments On IESC's Assistance;

e e e e i e e it tem ce et e o et iemem e ean e ae s am s e e
i et e e mmim e e e e e s e e me e e e e « oo ae
————— e = Ssmr i e e e meeae o . e e e e
e e e e e S . e e e e . e
e = i wam e s was e e e b+ e e e amee i« -~ vm = 1es  n e mrm e ime ot weteen— s
e e e et 1 e e e s e e e T e et o v e mann o o 1m - e e
e e e e e wnx % et e em e et s mTn e el e o beem o << = o mn pan e - -t as amam——r e oo .
o e o e e e o e - O TN - . S e
U e e e .. C e men ey
o e oo eaee e wiiv e vw m o mwmw ae ee e e o e - Ve e e s
o e m e e o e e 2 1 o e o o G e w e s et emm— ey
o ot i . e s o = e 2+ e = v et e oy v 4o m w s mmns s iy w e em e an
¢ e 3 o b 2 e i v e 1wt e v v v e e v e v e . -
e e e e e R O,
e —— - . e e B G e e - .
et s v e s s ta 4 s mem e e owa o rae S smem am mmas e ¢ evemow s s
Questionnaire Completed By:
4 T AT & M TIPS WD ST THFA BT WX T - BAWWMER . < T wR LS - oy s o e T

Date:

A I S S VST M e e @ M TI S R W

T MR SWY S W BT
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Appendix § List Of Respondents By Location
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Appendix 6 List Of Respondents By
Industrial Sub-Sector



'lE.S.c.

LIST OF RESPONDENTS BY INDUSTRIAL SUB-SECTOR

FRBEHOLFE e o L oes o i
A e e wn W Sw e m e WE e e
SECTOR

Food/Agriculture
(7)

Construction

(4)

Apparel /Textilay
Leather

(6)

Health/Edu.
(3)

Chemical

(4)

Engineering
(")

Financo
(2)

Printing

(1)

s s e e b G i S

R R RRE G R LSRR L TS IR LR RE N R RN RS S

D G D B S e Ve G AT GR TR G YT TR WD WD G U RS D G S Y WGP WR SR O W P MR YR W W W W

CLIENT NAME

AR FOODS

MEHRAN DAIRY FARMS
MILKPAK

MIRPURKHAS SUGAR MILLS
MITCHELLS FRUIT FARMS
PAKISTAN DAIRIES

SHAKARGANT MILLS LIMITED
ADAMJLEE CONSTRETT TON
MAYMAR HOUSTNG

PARKLAND CEMENT

SAKST TNDUSTRIES

CRrLELCENY
DILoNn
LYRA sHOES
PAKWL ST
HSITARA

JUTE

TEXTILE

SAHOOR TEXTILES
FATIMA MIMORIAL HOSPITAL
UM

MURSHID HosPITAL

CAFTALN
MALCOIN TNDTRIES
HAVT Hinihn

STTARA CHEMICAL S

o

ALLWIN LNGINLERING
ALLIA THDUSCTHI LY
'ITEYAQ totnbrlLs
MALIK AUTON

MILIATD ThACTOM

HOt 1
MUK

oF HABLD
THLUPANCE

HATIGHAL PHIRTING

81

1 RESP,

a7

67

120

100

a0

100

100




Appendix 7 List Of Small Businesses In The
Sample



AGIA INDUBTRIEY
JATIMN HEMORIAL
LYRA BHOES

HALCOLM IKRDUSTRIES
HURBHID HOBPITAL
PAXKWEDT
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