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Introduction 
 
International Business Initiatives 
(IBI) has implemented the three-
year cooperative agreement for 
Building Trade Capacity in West 
Africa, funded by USAID/WARP, 
from September 30, 2002 through 
September 30, 2005. To accomplish 
the project’s overall objective of the 
freer flow of goods throughout West 
Africa, the project has two primary 
components: 
 
1. ECOGEE (Growth through 

Engendering Enterprise in 
ECOWAS countries): to focus on 
reducing the difficulties women 
face in sub-regional trade and 
when engaging in income 
generating activities; improving 
West African women 
entrepreneurs’ business-related 
skills, and enhancing regional 
networking for West African 
businesswomen.  

2. ECOTrade (Extending the 
Common External Tariff in West 
Africa): to work closely with the 
ECOWAS Secretariat to 
promote the adoption of the 
ECOWAS Common External 
Tariff (CET) in The Gambia, 
Ghana, Guinea, Nigeria, and 
Sierra Leone, the 5 countries that 
are not presently applying the 
CET.   

 
The initial request for applications 
and IBI applications assumed that these comprised a single project. After the first few 
months of implementation, we were asked by USAID to administer them essentially as 
two sub-projects with two sets of quarterly reports. We continue to follow that pattern for 
the final report—this one reports on ECOGEE only.  
 

Results for West African Businesswomen 
 
• Business models changed from oral to 

electronic, at the same time from local to 
regional and global 

• 195 businesswomen, mostly unfamiliar with a 
keyboard, were trained to use email for 
business—they got email addresses and, in turn, 
organized trainings in their home organizations 
and initiated friends 

• A portion of them learned to search the web for 
suppliers, comparative pricing, and research on 
the competition in their field 

• Eighteen leaders learned to use teleconferencing 
• Women learned the implications for their 

businesses of OHADA business law, ECOWAS’ 
moves towards customs union, and AGOA, as 
well as how to register an organization, create 
by-laws, open bank accounts, transfer money 
across national boundaries without hand-
carrying it, render transparent auditable 
accounts, and judge which banks to approach 
with which types of credit needs and how to 
equip themselves to be persuasive. 

• Four national chapters of WABNET proposed 
credit schemes to non-USAID donors, were 
funded and managed the credit organizations 

• Through publicity at WABNET meetings 
businesswomen were recognized in the local and 
international press, generating multiple diverse 
opportunities for business leadership 

• Run My Own Business? Yes, I can! Manuals 
provide detailed guidance for women registering 
and operating businesses in six countries, see 
www.ibi-usa.com/publications/manuals.htm 

• Business linkage events co-sponsored with the 
Corporate Council on Africa brought about 150 
women in touch with customers and suppliers 
and informed them how to study distant markets 
taste preferences, packaging and labeling, and 
technical requirements for export/imports. 
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ECOGEE was designed to satisfy the following success indicators: 
 Increased skills and networking for women 
 Identification and assessment of procedures necessary to register, operate, and 

expand a business 
 Increased business related skills and business opportunities for women 
 Integrated framework for appropriate interventions to minimize or eliminate 

bottlenecks and constraints 
 

Project Design 
 
IBI designed this project using best practices in building communities of practice for 
knowledge sharing and concerted advocacy. West African businesswomen comprised an 
extremely complex embryonic community of practice,1 characterized by: 

• Large membership 
• Only partially shared domain (business practices and credit, but not core 

businesses) 
• Short-lived funding (3 years, $1.3 million=ca. $2750/country/month) 
• Geographically distributed (13 countries, no center) 
• Heterogeneous 
• Multilingual 
• Across organizational boundaries 
• With a spontaneously formed network at its core 
• Not yet institutionalized 
• Lacking in-house internet access and efficient telephone service 

 
Prior to issuing the RFA for this project, USAID/WARP and EGAT had funded several 
studies and conferences exploring constraints to cross-border trade in West Africa and to 
women’s business expansion. The findings stressed non-tariff barriers such as poor 
telecommunications and road infrastructure, lack of reliable intra-regional shipping of 
unaccompanied freight, lack of efficient banking arrangements for payments and 
transfers, bilateral disagreements leading to barriers at borders. WARP mandated and IBI 
agreed that the first year of ECOGEE should be devoted to clarifying the obstacles to 
women’s business development from the point of view of West African women and the 
government agencies and business support services working with them. IBI consulted the 
investors’ roadmaps for countries that had them. For four additional countries, IBI 
partnered with local organizations to conduct four sets of focus groups and a study 
(Doing Business in Mali) designed to set an agenda for ECOGEE.  
 
WARP had also held a conference of businesswomen in Bamako, Mali, in 2001, to 
identify opportunities for West African businesswomen to work together to lobby on 

                                                 
1 See Etienne Wenger, Richard McDermott, William M. Snyder, Cultivating Communities of Practice: A 
Guide to Managing Knowledge, (Boston: Harvard Business School Press, 2002), chs. 2-3. This and other 
literature on communities of practice were used as the project evolved. The design principles were based on 
IBI’s own experience, but are entirely coherent with Wenger et al. 
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Run My Own Business? Yes, I Can! 
    Starting and Operating a Woman-Owned Business in Ghana 

 

 
 

                                   Septembre 2005 
                                               PN-ADE-161 
 

 

cross-border trade constraints and build women’s business skills. The participants 
decided to form the West African Businesswomen’s Network. WABNET was initially 
proposed as a partner in ECOGEE’s implementation, but at project inception it still had 
not registered as an NGO or obtained the necessary organizational capacity (e.g. audited 
accounts). It nevertheless was a privileged partner in the first two years of project 
implementation, helping to set the agenda for ECOGEE at the same time as it prioritized 
its own regional action plan and national chapter activities. The project provided 
WABNET with technical assistance to facilitate registration of chapters, opening of bank 
accounts, and producing auditable accounts.  
 
This project was very lightly funded. With $1.3 million over three years working in 13 
countries, the budget was the equivalent of about $2,750 per month per country. That is 
about what it costs to fund one participant to a regional training or conference. To 
maximize impacts in these circumstances, we concentrated on conducting training during 
WABNET annual meetings, initiated both WABNET and non-WABNET women’s 
organizations into leadership training, networking via emails and held officers’ meetings 
via teleconferences. The skills learned by chapter leaders spread through their 
organizations in many cases, and the project soon faced widespread demand for training 
in electronic media, marketing, how to present one’s business professionally, etc. 
Secondly, we built in a major cost-sharing component for both the cooperative agreement 
team and our local partners. Thirdly, we facilitated approaches to other donors by 
national chapters of WABNET, many of which were successful. 
 
ECOGEE began with an innovative diagnostic process. Rather than sending expatriate 
consultants to conduct research on obstacles hindering women’s efforts to start viable 
businesses and expand existing enterprises, the project launched public tenders and 

invited local firms in Guinea, Niger, Sierra 
Leone, and Nigeria to conduct focus groups 
with key stakeholders in their countries. 
ECOGEE also used a competitive process to 
select a local firm for a “Doing Business in 
Mali” study with a particular focus on 
constraints women face. The findings from 
both initiatives oriented the project toward 
concrete solutions that will have maximum 
national and regional impact. For example, 
many of the countries had already simplified 
business procedures, but businesswomen in 
each country reported they would benefit from 
having a centralized source of the most 
pertinent information about doing business in 
their country. This led to the development of 
the manuals, Femme, chef d’entreprise? Oui, 

je peux! Le savoir-faire pour réussir une entreprise au Mali/Niger/Sénégal and Run My 
Own Business? Yes, I can! Starting and Operating a Woman-Owned Business in 
Ghana/Nigeria/Sierra Leone. Each of these manuals provides guidance on basic business 
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management, as well as information on specific procedures, forms and offices with which 
businesswomen need to work in their own country. They have been distributed 
electronically by email and CD to 80 women’s organizations and other users. They are 
also posted on the IBI website, as well as with USAID’s Development Experience 
Clearinghouse. West African women’s organizations can request the right to print and 
distribute them in country. We have received some immediate positive feedback, e.g. 
October 15 email from Nigeria, “Dear Lucie C. Phillips, 

Thanks a million times for the manual.  It is quite valuable.  The manual is being 
circulated among women in our groups. We will appreciate more of such materials. 
Thank you. Angela Daniel, Program Director, WEAN.” 

Women also expressed a strong interest in improved access to credit and other financial 
services, ability to influence high taxes and tariffs, knowledge of ECOWAS provisions 
for tax-free cross-border trade, and specific local issues such as rebuilding after civil war 
in Sierra Leone. 
 

Indicators of Success 
 
 
PR2-PM3: Set of recommendations stemming from interviews and focus 
groups with project stakeholders 
 

Focus Groups in Guinea, Niger, Nigeria, and Sierra Leone 
To begin the ECOGEE project implementation, the RFP proposed developing themes 
through focus groups. IBI decided to conduct focus groups in Niger, Nigeria, Sierra 
Leone, and Guinea-Conakry in order to help better understand the problems and priorities 
facing businesswomen in the sub-region. IBI used the results of the focus groups to 
identify barriers to trade in the sub-region as well as set the stage for the project work 
plan. IBI contracted local firms in each country to conduct the focus groups with IBI’s 
prepared focus group guide. 
 
In Guinea, Niger, and Sierra Leone local firms conducted two focus groups in the capital 
city and two in a town located near the border with a neighboring country. Because of the 
sheer size of the country, the local firm in Nigeria conducted eight focus groups: four in 
Lagos - Nigeria’s commercial capital, two in a town near the southeastern border, and 
two in a town near the northeastern border.   
 
The participants indicated that the lack of transport infrastructure, communications 
infrastructure, and financial infrastructure were the largest barriers to intraregional trade. 
The times and costs of moving goods and services within the region caused people to 
view trade outside of their country in a negative light. For example, the participants in 
many of the focus groups—and especially the bankers—felt that it was easier to transfer 
money to Europe than within West Africa. Often business people conduct transactions 
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within the region in cash and carry the cash themselves between countries. This type of 
system automatically limits the size of trade because participants can safely carry only a 
limited amount of cash. Participants from Anglophone countries also spoke of the 
difficulties in doing business in Francophone countries, due to poor transport links and 
worse telecommunication links. Focus group participants could generally state the cost of 
a call to London, England but did not know the cost of a call to a neighboring French-
speaking country.  
 
Each group reported a dearth of the information that economic actors in each country 
need to make decisions. The lack of information is caused by both poor communication 
infrastructure in each country and the absence of resources for disseminating reliable 
information. For example, focus group participants who used banks had little or no idea 
about other services or areas where banks might be able to assist in the development of 
businesses or the economy. Businesswomen do not understand the significance of banks 
to expanding and growing their businesses. They might not use new sources or types of 
credit due to the simple fact that they do not understand the proper functioning of banks. 

This suggests that a substantial 
amount of education needs to occur 
to tie banks and business 
development together.  
 
A second theme discussed in all 
focus groups—especially by 
women—is the lack of separation 
between personal wealth and 
possessions and business wealth and 
capital goods. This factor alone 
seems to account for the inability of 
micro, small, and medium businesses 
to grow larger. In general, 

businesswomen participants did not use banks for financial transactions. Further, they did 
not have incorporated (and, in many cases, legally registered) businesses or succession 
plans. More often than not, lack of success or failure of a woman’s business depended on 
how family matters impacted the finances of her business rather than her business skills.  
 
A third theme in all group discussion was the widespread lack of understanding about key 
business development concepts—such as market segmentation, marketing, and consumer 
demand. Businesses and, specifically, trade seemed to be based on the success of one key 
person whose lead many others followed. In particular, businesswomen did not 
understand the conception of developing a market segment through research or product 
testing. Instead, the tastes of the women leading the business dictated which products are 
bought, sold, and traded. Furthermore, businesswomen did not conduct research about 
market conditions or look around to see what others were producing. Due to the absence 
of basic research and sales and marketing skills, women’s businesses tend toward micro 
and small, providing personal gains but not necessarily helping the economy as a whole.  
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A large part of this general lack of economic information can be attributed to poor 
infrastructure, but some stems from lack of knowledge that the information exists. For 
example, in each focus group, customs agents or police officials stated that customs 
information was publicly available in each capital city. No participant knew where to find 
such information. Participants also identified the mistreatment of cross-border traders by 
the police or customs officials as another common problem.  
 
All focus group participants made sure to note that any training had to be tailored to meet 
the needs of the target groups. Participants noted that many micro or small enterprises 
were often owned and operated by individuals who are not literate or numerate. In order 
to reach them, training needs to be tailored to their needs and basic counting and reading 

skills may need to be taught. Radio 
lessons, videos on television, and direct 
workshop training would need to be 
utilized. USAID/WARP specified that 
the ECOGEE focus should be on better 
established businesses rather than 
microenterprises. 
 
Delivering trainings in meeting or 
workshop formats is more appropriate 
for those who can read and those who 
own larger businesses. Trainings should 
include a mentoring component so that 
successful businesspeople can guide 
those who are just beginning. Both men 
and women can serve as mentors, as 
long as they are successful in business. 
Participants suggested videos that 
people could watch at leisure. For 

higher-level audiences, they recommended written materials, but viewed these as 
additional resources for meetings and mentoring rather than as stand-alone materials.  
 
Training courses for businesswomen need to focus on the level of skill and education of 
trainees. Basic skill courses—covering basic planning and basic management issues—are 
more appropriate for women in micro and small enterprises. These topics need to be 
broken down to their basic formulations for use by possibly illiterate women. 
 
Women in advanced businesses need higher level courses. Their training needs to focus 
on business planning, growing a business, and customer relations. In addition to these 
management topics, focus groups highlighted a need for a number of key financial skills 
to be taught to businesswomen, including record keeping and accounting, shipping and 
receiving, and inventory control. These financial aspects of business were deemed critical 
to women working better with financial institutions. The banker focus groups continually 
noted that a lack of sound financial skills was the major reason that women-owned and -
operated businesses did not receive any type of financial assistance.  

Women Entrepreneurs in Niger and Senegal 
Leverage Micro-credit Loans 

 
Through ECOGEE, women’s organizations 
realized the importance of establishing sustainable 
financing programs for their members. This is 
illustrated in the cases of FIFI Niger and 
WABNET Senegal. FIFI Niger, based in Niamey, 
mobilized over 35 million FCFA (approximately 
$70,000) to fund 65 local enterprises with an 
average credit of $1000. Similarly, the Senegal 
WABNET chapter received 10 million FCFA 
($20,000) from China and issued 20 loans of 
500,000 FCFA ($1000) to their members. One 
member, Mrs. Diop, used her loan to follow up on 
business contacts from Mali, Gambia, and Côte 
d’Ivoire she met at an ECOGEE-funded training. 
As a result, she is currently exporting dried fish on 
a regular basis to these countries. 
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In conclusion, the focus groups provided IBI with critical recommendations from 
stakeholders which laid the foundation for an effective intervention for the life of the 
project. 
 
The WABNET general assembly was another source of information on businesswomen’s 
priorities in West Africa. At the Ghana meeting in 2002, participants confirmed the 
original focus proposed in Bamako, namely lobbying on trade and other issues, 
improving women’s access to credit, and furthering trade and professional exchanges 
among members. 
 
 
PR2-PM1: Identification and assessment of the procedures necessary to 
register, operate, and expand a business in selected countries 
 

ECOGEE Manuals for Businesswomen 
Based on results from focus groups conducted in Guinea, Sierra Leone, Niger, and 
Nigeria, and a study carried out in Mali in 2003, IBI realized that businesswomen saw an 

urgent need for a centralized source of the most 
pertinent information to doing business in their 
country.  In response, IBI decided to produce a 
series of manuals, targeting businesswomen, which 
would serve as a comprehensive guide to starting 
and operating a business. The manual would outline 
the business laws, procedures, regulations, and costs 
involved in the establishment and operation of a 
business in seven West African countries.  These 
countries originally included Ghana, Mali, Niger, 
Nigeria, Senegal, Sierra Leone, and Togo, but 

production of the Togo manual was later terminated following political unrest that 
commenced in February 2005.  
 
To ensure the most accurate research of the country-specific information for the manuals, 
we knew that selecting experienced local researchers was key. For all seven original 
countries – Ghana, Mali, Niger, Nigeria, Sierra Leone, Senegal, and Togo - IBI used a 
competitive selection process. Through issuing tenders in leading national newspapers, 
IBI received over 60 applications and ultimately selected the most qualified local 
researchers. 
 
Consultants were given detailed terms of reference to guide them in collecting all 
information needed for the manuals, and were managed from IBI headquarters. By May 
2005, all research and forms were submitted to the IBI home office and manual 
production was fully under way.   
 

“Thanks a million times for the 
manual.  It is quite valuable.  The 
manual is being circulated 
among women in our groups. We will 
appreciate more of such materials. 
Thank you!”  

- Angela Daniel, Program Director, 
WEAN (Women’s Entrepreneurs 
Association of Nigeria) 
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Femme chef d’entreprise? Oui, je peux! 
Le savoir-faire pour réussir une entreprise au Mali 

 

 
 
                                 Septembre 2005 
                                                                             PN-ADE-162 
 
 

 

The final product was six manuals that clearly identified and assessed the procedures 
necessary to register and operate a business in six West African countries. Each manual 
was written in the official language of the country it was produced for. They each include 
10 chapters with the following information: 
 
1. Factors to Consider When Starting a Business – Before starting a business there are 

several key factors to consider. Particularly, the characteristics and skills an 
entrepreneur should possess, as well as other strategic questions of customer/market 
potential for the product or service, competition, and human, physical and financial 
resources and capital. 

 
2. Being an Entrepreneur – Once the decision is made to start the business, critical 

consideration of requirements for business success are important. It is imperative that 
the entrepreneur identify her technical competence, managerial ability, and leadership 
qualities. She should also consider the role of social responsibility in her business and 
seek to understand why some businesses fail. 

 
3. Your Business Plan – Critical to laying 

the foundation for any business, this 
chapter details the components of a 
business plan. Chapter 3 guides the 
reader through drafting a mission 
statement, setting short- and long-term 
goals, describing her product or service 
as well as deciding on packaging, 
pricing, and other forms of marketing. 

 
4. Business Ownership and Types/Legal 

forms – The different types and legal 
forms of businesses that exist in each 
country, along with the advantages and 
disadvantages for each one, are 
presented and explained in this chapter. 
Manuals for Francophone countries go 
into detail about OHADA law and how 
it affects their business structure. 

 
5. Business Registration Procedures – Chapter 5 details, in table format, the steps, 

agencies, and costs associated with registering each type of business. 
 
6. Taxes and Duties – Taxes and duties associated with a business can severely affect 

profits. Chapter 6 presents the most pertinent taxes in each country, such as value-
added tax, income tax, import duties, and the common external tariff, and directs the 
reader to the agencies where they can get the most up-to-date tax code. 
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7. Utilities – Understanding overhead costs such as electricity, water, telephone, etc., 
and how they affect operating capital and cash flow, will help the entrepreneur make 
more sound business decisions. This chapter presents these additional costs along 
with contact information for local service providers. 

 
8. Incorporating Human Resources into Your Business – As a business component that 

is often overlooked, the manuals present the importance of effectively managing 
human resources. Chapter 8 explains the significance of employment contracts, 
drafting an employee manual, abiding by labor laws, and how to hire staff. 

 
9. Managing Money – Effective money management is critical to the success of a 

business. Chapter 9 presents both basic and more advanced accounting principals that 
help the reader gain confidence in her ability to financially manage her business.  

 
10. Secrets of Financing – For the more advanced entrepreneur, chapter 10 explains types 

of equity and debt financing that could help the entrepreneur grow her business.  
 
11. Appendixes – Useful Addresses & Useful Forms – Each manual includes a collection 

of useful addresses and forms to help the reader in business establishment and 
growth. 

 
 
PR2-PO2: Fewer difficulties for women to engage in income generating 
activities  
 

Opportunities for U.S. – West 
Africa Trade and Investment: 
Guinea 
To facilitate trade and investment with 
the U.S., the Corporate Council on 
Africa (CCA) trained businesswomen 
across the region on best business 
practices and business linkages.  With 
over fifty participants, CCA 
introduced the women to WAIBL – 
the West Africa International Business 
Linkages program that promotes U.S. 
and West African trade and 
investment.  During the session, CCA 
discussed financing options for 
transactions including direct loans 
from U.S. banks, loan guarantees, and export insurance from the U.S. Export-Import 
Bank, as well as equity financing from the U.S. Overseas Private Investment Corporation 
and private sector investment through joint ventures.  As a result of the training, three 
women successfully completed transactions with the U.S.; Amina Hassane Wangari, a 

Linkages Lead to Big Business for Togolese 
Businesswoman, Dunstanette Macauley 

 
As a result of receiving partial sponsorship to 
attend the 2003 U.S.-Africa Business Summit of 
the Corporate Council on Africa (CCA), ICBM 
President Dunstanette Macauley opened a business 
that annually imports an average of $15,000 worth 
of celebration and holiday decorations from the 
United States. She has contracts in Togo, Benin, 
Burkina Faso, and Ghana. She is currently 
discussing a partnership to open an African art 
gallery in New York City with a U.S. contact she 
met at the CCA Summit. She has also expanded 
her event planning services regionally, and now 
trains women in Burkina Faso to plan, organize, 
and host conferences and banquets. 
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cybercafé owner in Niger, bought almost a full container of used computers and 
equipment.  
 

ECOGEE Manuals for Businesswomen 
As outlined in PR2-PM1 (Fewer difficulties for women to engage in income generating 
activities), the ECOGEE Manuals for Businesswomen consist of six manuals, with 
information catered to women in Ghana, Mali, Niger, Nigeria, Senegal, and Sierra Leone. 
The manuals entitled, Run My Own Business? Yes I Can! and Femme chef d’entreprise? 
Oui, je peux!, outline the steps, procedures, and costs associated with starting a business 
and remaining competitive and profitable. They also cover topics such as qualities of an 
entrepreneur, business planning, marketing and pricing strategies, human resources, 
financing, importing and exporting, and financial management. West African women, 
themselves, identified a lack of a centralized source of information for businesswomen as 
one of the greatest obstacles to business growth and development. Finally, with the 
ECOGEE Manuals for Businesswomen, they are overcoming this obstacle and on their 
way to economic independence.  
 

ECOGEE’s Small Grants Program 
As outlined under PR2-PM5 (Improvement in business related skills for women), IBI 
developed a small grants program to assist women’s associations obtain sustainable 
economic growth and increase their competitiveness in the marketplace.  As a result, the 
small grants program financed six trainings across the region focusing on technical skills 
that would facilitate business operations and decrease the difficulties women face when 
doing business in the marketplace.  The trainings focused on accounting, financial 
management, banking, sector-specific productivity strategies (textiles, soap-making, fish 
and crayfish trading), marketing, and competition in the global economy.  As a result, 
participants were taught methods to assist them in creating more cost-effective operations 
while simultaneously reducing barriers to trade sub-regionally and globally.  In all, over 
200 women participated in training programs partially funded by ECOGEE. 
 

Lobbying 
Two of the WABNET chapters, Ghana and Niger, successfully lobbied their governments 
to reexamine and ultimately change policies harmful to business. The Niger story is the 
best. The issue was a government decision to impose a withholding tax on imports to be 
credited against corporate income tax at the end of the fiscal year. The measure took 
badly needed operating capital away from private businesses. When it was first 
announced, the Minister of Finance refused to speak with the Chamber of Commerce. 
The WABNET chapter purchased 50 copies of the proposed measure, hired an 
accountant to analyze the implications for business operations and mobilized the women 
to speak to the Minister. In the face of such a mobilization, he agreed to meet with the 
entire business community. At the hearing, businessmen took their cue from the well-
informed women, and joined in calling for the measure to be withdrawn. It was referred 
to committee for further study. 
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Most chapters won the recognition of their governments and were regularly invited to 
consult on government measures concerning business. They were invited to meet with 
trade delegations from other countries. The Senegalese leaders of WABNET were invited 
to Egypt for a week and negotiated a long term distribution agreement for Egyptian goods 
in West Africa. 
 
Senegal and Niger chapters received government grants with which they set up 
microfinance organizations to provide credit to businesswomen and Guinea and Mali 
received grants of land on which to start women’s agricultural cooperatives. 
 
IBI encouraged WABNET to lobby on trade policy issues, but this proved difficult to 
coordinate. The issues did not arise at the same time in different countries. The women 
took the idea of lobbying and achieved their own goals, which in retrospect were rather 
impressive. 

Access to Banking Services for Women  
USAID hypothesized at the beginning of the project that there was a two-tiered structure 
to financial services in West Africa. Microfinance serves large numbers of very small 
businesses with savings and loans, generally less than $100, and predominantly to 
women. Commercial banks provide checking, savings and credit, mainly over $50,000 to 
well established (largely male) clients. 
 
ECOGEE had no funds with which to provide credit services directly, so we proposed 
working with the chapters and the banks. Each WABNET chapter tried to obtain 
information from the banks in their 
country about its lending policies and 
practices. The results were 
astonishingly sparse. After multiple 
visits over a year’s time the women 
came away with only fragmentary 
information and a strong impression 
that the banks were not willing to work 
with them. IBI and USAID then took a 
two-pronged approach. USAID 
mandated an IBM consultant to obtain 
detailed information on banking 
practices in each country. IBI provided 
executive financial analysis training to WABNET chapters on how to understand your 
company’s accounts and present them—and the rest of your business plan—convincingly 
to your banker. When the IBM results were out, IBI trained the WABNET executive 
council to analyze the results. They indicated that most banks were unwilling to work 
with companies less than three years old, that audited—or at least auditable—accounts 
were required, etc., themes that had already been stressed in several WABNET trainings. 
They also indicated, however, that a few banks were willing to work with young firms, to 
provide debit cards, and to transfer funds for intra-regional payments much more 
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efficiently than others. The result was that those few WABNET members who were well 
enough educated and sophisticated enough in business to envisage using banking services 
more effectively gained the know-how to do so. 
 
Several of the chapters decided to cater directly to the credit needs of members. The 
Senegal and Niger women’s organizations both established credit unions with funds 
obtained from their governments and other donors. They were able to make loans of 
$1000 and up to women whose businesses were generally not yet formal enough to 
qualify for bank loans. The Mali and Guinea chapters reported similar opportunities with 
their governments, but we do not have data on their financial operations. The chapters 
tended to emulate the successes of their sister organizations, using one another as role 
models. 
 
 
PR2-PO3: Improvement in business related skills for women 
 

Strategic Planning Training 
IBI emphasized participatory strategic planning and the development of action plans at 
each of the events held under ECOGEE, including all WABNET general assemblies and 

executive council meetings and the leadership 
trainings. The sessions began with presentations 
on business law, customs, tax policy, etc., 
continued with brainstorming on priority issues, 
analyzed resources available to work on them, 
and then produced an action plan detailing who 
would do what when. When the women were no 
longer in personal contact there was little follow 
through. This is a common organizational 
problem, made considerably worse in West 
Africa by the predominant culture of oral 
communications. An example of the strategic 
planning training in Ouagadougou is described 
below. 

Ouagadougou, Burkina Faso 
During a May 2003 Executive Committee meeting of the West African Businesswomen’s 
Network, eighteen members participated in a strategic planning training. The purpose of 
the 5-day workshop was to train current WABNET leaders in effective strategic planning 
skills that could apply to the regional network as well as their personal businesses. The 
members would therefore have the necessary skills to develop and carry-out effective 
action plans for business and organizational growth, and share this new approach with 
their local chapter members.  
 
Using interactive techniques, the trainer presented the main elements of the strategic 
planning process and had the participants immediately put these skills to use as part of 
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their Executive Committee meeting. Together, the members identified the three priority 
areas of WABNET (structure and management, communication, and well-defined 
published procedures) analyzed their causes and effects, and suggested viable solutions.   
 
Divided into three small working groups, participants developed an action plan complete 
with timelines and budgets to address one of the three priority areas. The plans were then 
presented at a plenary session for further discussion. By the end of the Executive 
Committee meeting, attendees had learned the importance of using strategic, detailed 
planning to make their and short- and long-term organizational and business goals a 
reality.  
 

Financial Management Trainings: Guinea, Senegal, and Togo 
IBI organized financial management trainings in Senegal, Guinea, and Togo to assist 
businesswomen in better understanding accounting and finance.  Many individual 
businesswomen attended for their own personal business benefit, as well as members of 
the WABNET executive branch, who attended for their organization’s development.  In 
all, IBI trained over sixty women entrepreneurs. 
 
Each participant was a business owner; however, none had previous experience in 
bookkeeping or in financial statement creation and analysis.  The training sessions started 
with an overview of basic bookkeeping principles and accounting practices.   Participants 
were given accounting support documents and materials to apply learned practices.   
 
The trainings covered the following topics: 
 
Bookkeeping 
 
1. Cash accounting vs. Accrual accounting 
2. Generally Accepted Accounting Principles which requires that any entry in the books 

must have supportive documentation 
3. Double-entry procedure 
4. Financial statements such as balance sheets and income statements 
5. Ledgers, vouchers and supportive documents 
6. Accounting cycle-analyzing & recording the transactions to prepare financial reports  
 
Chart of Accounts 
 
Participants set up their own chart of accounts and learned how to classify entries in a 
general ledger. 
 
Accounting System, Supporting Documents & Registers 
 
The training focused on how to create an accounting system including pre-numbered 
receipts, disbursement vouchers, accounting Journal and General Ledger, a register to 
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record movements of cash, and a document-retention system.  Equally as important, 
participants learned how to maintain this system. 
 
Financial Statements for Organizational Development 
 
Members of the WABNET executive board developed password protected excel 
templates, to facilitate the preparation of financial reports and their timely presentation to 
members.  The templates were saved on diskette and handed to each participant. 
 
E-Banking 
 
The training introduced participants to e-banking and the online services of ECOBANK.  
The internet service increases network financial transparency because all password 
holders can check the account balance and financial transactions via the internet; and, all 
signatories can view monthly bank statements via the internet.  
 

Leadership for Change: Guinea, Conakry  
The Leadership for Change training was held in partnership with the Winrock 
International Institute during the WABNET October 2003 General Assembly in Conakry, 
Guinea. The training focused on preparing women entrepreneurs to become leaders who 
could bring about positive change in their communities. Twenty-six women from the 

following eight countries participated 
in the bilingual training: Benin, Ghana, 
Guinea, Mali, Niger, Nigeria, Senegal, 
and Sierra Leone. 
 
The participatory training combined a 
leadership manual with audio-visual 
aids, brainstorming sessions, small 
group exercises, and plenary 
discussions to help participants grasp 
the workshop concepts. The main 
objectives were to: 
 

• identify the main constraints and obstacles to women’s entrepreneurship and 
increased business-related skills  

• master the tools and skills for effective leadership in business 
• strengthen the status of women business professionals through improved 

communication and public speaking skills. 
 
The participants left with a better understanding of the importance of leadership and what 
qualities good, effective leaders possess.  They understood that they could emulate and 
use these attributes and qualities in their business, professional, and private life.  They 
also realized that as businesswomen they could empower others, invite them to join in 
their vision and goals, and be catalysts for positive change in their communities. The 
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success of this training served as the impetus for the larger and longer leadership training 
held in Bamako, Mali in February 2004. 
 

Leadership Training for Women in West Africa: Bamako, Mali 
Held in Bamako, Mali, the Leadership Training for Businesswomen in West Africa 
aimed to train the participants in leadership in order to increase their personal 
effectiveness and the effectiveness of their business. At the end of the training the 
participants were able to: 
 
• Better understand the concept of leadership and characteristics of leaders 
• Better identify one’s own leadership and management potential  
• Adopt effective leadership behavior 
• Communicate effectively with better listening and feedback skills 
• Build teams and develop interactions  
• Master the mechanism and sources of motivation. 
 
With 28 participants from eleven countries, ECOWAS countries were well represented.  
Attendees came from Benin, Burkina Faso, Cote d’Ivoire, The Gambia, Ghana, Guinea, 
Mali, Niger, Senegal, Sierra Leone and Togo.  The training material consisted of: 
 
• Giving the opportunity to understand thinking preference and personality and how 

this impacts communication, decision-making and team building; 
• Highlighting personal strengths, soft spots, and on the external level, capitalizing on 

opportunities and overcoming threats; 
• Identifying characteristics, attributes and styles of leaders and learning how 

incorporate them into one’s professional persona; 
• Understanding how communication skills can be learned and how and when to use 

certain styles to empower collaborators/subordinates and even clients;  
• Using influence and motivation in order to build collaboration and team spirit 
 
The participants left with a clear idea of what leadership was and what the qualities of 
good, effective leaders were.  Through self-assessment exercises, they knew where they 
stood on the leadership and management scale. They looked at themselves in their roles 
as a team member and as a team leader.  They played games that reinforced their self-
knowledge.  They understood that interdependence was the more perfect stage for 
leadership and especially for shared leadership in teams and that trust between two 
people grew out of their being trustworthy and that trust was the essential element for 
real and honest communication. Initially, the principle of empowerment tended to be 
strange.  It is not easy to give away power, or to share information. Being proactive and 
knowing the difference between when one is in control or needs to work through others, 
or needs to just let go was difficult to comprehend.   
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Effective Uses of Email in Business: Senegal and Niger 
To increase capacity building and competitiveness for women entrepreneurs in Senegal 
and Niger, IBI planned a one and a half day training on the “Effective Uses of Email for 
Business” in both Dakar and Niamey.  This training was designed for businesswomen to 
enhance their email marketing skills through the organization of their email accounts, 
attachments, digital pictures, the use of address books, and automatic signatures and 
replies.   
 
Given the response to the newspaper advertisements, IBI decided to conduct two training 
seminars – one for women with advanced internet/email skills and one for beginners.  To 
facilitate this, IBI identified co-trainers to conduct one of the courses.  Furthermore, a co-
trainer will give the women another opportunity to conduct future trainings without IBI 
staff present.  This supports the idea of long-term sustainability for member organizations 
as they offer services and trainings on a registration fee basis.  Registration fees for the 
training were 15,000 FCFA ($30) for non- WABNET-REFAO members and 7500 FCFA 
($15) for WABNET-REFAO 
members.  The two training courses 
were very successful with 30 
confirmed paid registrants in 
Senegal and 14 in Niger.  
 
The beginner’s class reviewed the 
basics of email and establishing 
Yahoo email accounts since about 
30% of the participants had never set 
up an email account.  As it was a 
beginner’s course, some time was 
spent on how to send and receive 
emails as well as an overview of the 
Yahoo software.  Participants practiced sending each other emails and learned when it 
was appropriate to use the CC and BCC lines.  Significant time was spent the first time 
on teaching the women how they can market their businesses over email.  Each 
participant practiced writing emails to potential clients and introducing their businesses 
and product lines.  The beginners focused on the internet and how to gather market 
research that would enhance their business’ competitiveness.  The class learned how to 
move from one web site to another on the internet and how to save web site pages on 
their desktops, disks, or CD-ROMs.  Participants also learned how to send hyperlinks 
within an email.  Each student spent time researching events, competition, and market 
information for their products and then practiced sending this information to the other 
students’ in the class.  The first day finished up with a step-by-step walk-through of 
sending and receiving attachments.  This included the appropriate size and title of the 
attachment and the email text accompanying the file. 
 
The advanced course spent on reviewing the basics of email and then the course followed 
the manual at a quicker pace than the beginner’s class.  Due to the level of participants, 
the advanced course was able to concentrate more on the subtleties of how to use email 
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professionally and effectively.  Quick tips on how to further refine their internet market 
research skills was also addressed.  Participants spent time researching new markets and 
vendors, potential buyers and industry standards and information specific to their 
company.  As with the beginner’s class, the advanced class focused on organizing and 
archiving their email accounts, setting up automatic signatures and auto replies, as well as 
polishing their business writing skills.    
 
At the end of the trainings, IBI asked all the participants to complete a training evaluation 
form.  The results of this form were as follows: 
 
 Training 

Content 
Total 
%  

Organization Total 
% 

Trainer 
Ability 
to 
teach 

Total 
% 

Trainer’s 
technique 

Total 
% 

Ok         
 Satisfactory       2 13.3% 
Good 5 33.3

% 
6 40% 3 20% 4 26.7% 

Perfect 10 66.7
% 

9 60% 11 73.3
% 

7 46.7% 

Didn’t 
respond 

    1 6.7% 2 13.3% 

Total 15 100
% 

15 100
% 

15 100
% 

15 100% 

 
 
 Timing % of 

total 
Personal 
Understanding 
of training 

% of 
total 

Internet 
Connection 

% of 
total 

Inconvenient 1 6.7%     
Ok 6 40%     
Good 2 13.3% 6 40% 3 20% 
Great 5 33.3% 5 33.3% 8 53.3% 
Perfect   4 26.7% 4 26.7% 
Didn’t 
respond 

1 6.7%     

Total 15 100% 15 100% 15 100% 
 
 
The trainings on “Effective Uses of Email for Business” in Dakar, Senegal and Niamey, 
Niger were a great success.  The turnout for these events was adequate and it proved that 
businesswomen in these countries are willing to pay a premium for a value-added 
training.  The trainings differed from other information technology seminars due to 
interactive activities with the participants.  Participants were able to directly apply what 
they learned in the classroom to their business activities and were able to realize the 
difference during the training.   
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Robert’s Rules of Order Training: Freetown, Sierra Leone 
Recognizing that efficient and effective meetings are critical to organizational success, 
IBI organized a training on Robert’s Rules of Order as part of a WABNET Executive 
Committee meeting in June 2004. The one-day workshop, conducted by Sierra Leonean 
consultant, Llewellyn Rogers-Wright, trained members on how to organize and run 
meetings using effective communication and parliamentary procedure. 
 
The training was divided into three main 
sessions which all included bilingual 
training material, flip chart 
presentations, and small group exercises. 
The first session focused on 
communication as a vital management 
tool used to achieve objectives. The 
concept of the 3 P’s - planning, 
preparation, and presentation - was 
presented to the participants.  
 
The second and longest session focused 
on how to apply the 3 P’s to business 
and organizational meetings and the crucial role that Robert’s Rules of Order can play. 
The main reference used was Doris P. Zimmerman’s Robert’s Rules in Plain English. 
Using the book as an educational tool, the trainer explained the role officers/managers as 
well as members/participants play in organizing and running efficient meetings. He went 
into detail on interpreting and understanding by-laws, how to set an agenda, make 
motions, table issues, write reports, and take minutes. 
 
Finally, the third session discussed the importance of standing committees and how they 
are formed. The participants learned the importance of common and shared objectives, 
open communication, and esprit de corps within such committees and how Robert’s 
Rules can work in these settings as well.  
 
Following the training, the members immediately put parliamentary procedure to use for 
the remainder of their Executive Committee meeting. They were able to make decisions 
concerning the organizations bylaws and established three committees: program and 
budget, membership/sensitization, and audit. Unfortunately, rules of order are something 
that people learn through the experience of multiple meetings as they learn how complex 
organizations work. Only one of the WABNET leaders had any previous experience 
using rules of order. At the Lomé general assembly, this was to prove a critical failing for 
the network. 
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ECOGEE’s Small Grants Program 
To increase business-related skills for women in the region, IBI developed a small grants 
program to assist businesses in acquiring the technical skills necessary to reach long-term 
economic growth.  Open in twelve countries, women’s associations with an income-
generating activity submitted applications outlining how their strategy for the funds as 
well as a detailed budget.  IBI selected grantees on a competitive basis and throughout the 
program ECOGEE issued nine grants ranging from $4000 - $7500 in Ghana, The 
Gambia, Mali, Nigeria, Senegal, Sierra Leone, and Togo.  Applicants were required to 
cost-share 25% of the grant amount.   
 
IBI considered the small grants program extremely successful; given the application 
process, applicants learned how to write a competitive proposal outlining their objective, 
sustainability strategy, grant impact, and anticipated management plan.  In addition to the 
technical proposal, IBI required a detailed line item budget in U.S. dollars illustrating the 
cost-sharing component. 
 
The following is a brief description of the selected grantees: 
 
1. WABNET Ghana – With a grant of $4494 USD, the Ghanaian WABNET chapter 

purchased a computer, printer, fax, office equipment, and digital camera for their 
chapter office. This enabled them to hold efficient meetings and manage the chapter 
effectively.  Result: Better organization, increased membership, and the ability for 
members to communicate online with other regional chapters and business prospects. 

 
2. Coyri Baara Ton – a Malian 

association of women working on 
cotton transformation used a grant 
of $7500 USD to purchase needed 
equipment and pay for a training in 
accounting and marketing. Result: 
A 25% increase in production and 
expansion of product line. 

 
3. 2 MFEED – a Togolese association 

trained rural women on rice 
production techniques, harvesting, processing and storage with a grant of $6963 USD.  
Result: Women opened the village to a new income-generator and began to sell rice 
in the local market. 

 
4. Moussow Djigui- a Malian soap-making association received a $7000 USD grant to 

purchase equipment to improve productivity and quality as well as form partnerships 
with shea butter producers.  Result: Product line diversification – the new equipment 
creates scented soaps and different shapes allowing Moussow Djigui to penetrate a 
higher-end niche market including hotels and gift boutiques. 
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5. Nyodema Kaffo – A Gambian textiles association received a grant of $7461 to open a 
training center for tie & dye, batiks, and soap-making. With the grant, the association 
improved the quality of their products to meet industry standards and customer 
satisfaction.  Result: A one-stop shop for members to standardize their product line, 
receive training on quality control, and meet market demand resulting in increased 
income for the association members. 

 
6. WABNET Senegal – WABNET Senegal was selected with a grant of $5269 to train 

sixty women in automated management software that would allow the chapter to 
manage their micro-credit fund. Result: Ability to effectively maintain and track their 
micro-credit program, increased loan activity, and better repayment monitoring. 

 
7. WABNET Sierra Leone – With a grant of $4600, WABNET Sierra Leone purchased a 

computer, printer, fax, office equipment, and digital camera for their chapter office. 
As a result, the chapter acquired an office and employed a permanent chapter 
secretary to oversee member needs.  Result: Achieved effective communications with 
other WABNET chapters, women’s associations in the region, and potential business 
prospects.  Also established a one-stop shop for business information including 
literature and updates on AGOA – the 
African Growth and Opportunity Act. 

 
8. Fantsuam Foundation – Located in 

Nigeria, the Fantsuam Foundation used 
this partial financing to fund a series of 
trainings focusing on fish farming, 
storage facilities, market survey, price 
variations, and business management 
training.  The grant helped cover costs 
for the trainers, venue, participants’ 
accommodations, and other necessary 
equipment for the trainings.  Some of 
the funding was also be used to 
construct a pond and provide equipment for a fish farm. The total cost of the project 
was $21,282; ECOGEE provided Fantsuam Fondation with a grant of $6300 USD. 
Result: Sustainable income-generating activity for members; sales began in the 
market in September 2005. 

 
9. Women Entrepreneurs Association of Nigeria (WEAN) – Located in Nigeria, WEAN 

used the grant financing for two fishing trainings to assist women working in fish 
smoking and crayfish, prawns, oysters and crab trading. The first training, a three-day 
capacity-building seminar, focused on building entrepreneurial skills; the training had 
a total of 60 women in attendance.  The sessions focused on accounting, strategizing, 
resource management and communication for small-scale businesses. The grant 
covered the trainer and equipment fees as well as fishing equipment at the close of the 
workshop for 20 of the least privileged participants.  

 

Small Grant Assists Malian Cooperatives in 
Product Diversification 

 
Under ECOGEE’s small grants program, two 
Malian women’s cooperatives with a 
combined membership of over 150 used 
funding to expand and develop new product 
lines in the handloomed textile and 
soapmaking industries. As a result, both 
groups increased and diversified their clientele 
base by 35 percent, adding new local 
customers (wholesale and retail) as well as 
clients from Burkina Faso and Guinea.  
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Before the second training, WEAN established a Women Center for Wealth Creation 
(WCWC) which serves as a start-up facility for women with low capital to seek 
training and resources.  The WCWC hosted a two-part training for a  total of 40 
participants and focused on technical skills such as fishing net production, pottery, 
boat making, fish smoking, fish preservation, and coconut products processing.  The 
total cost of the project cost $12,661 USD of which ECOGEE funded $6,603 USD. 
Result: Increased technical skills of traders which led to increased sales and trading. 

ECOGEE Manuals for Businesswomen  
The ECOGEE Manuals for Businesswomen entitled, Run My Own Business? Yes, I Can! 
and Femme chef d’entreprise? Oui, je peux!, were the result of research and collaborative 
efforts between numerous stakeholders. The ultimate goal was to develop a resource that 
would help West Africa businesswomen to start the business they have always wanted, 
improve the one they already have, or expand their business into one they have always 
dreamed of. The manuals serve as this resource for businesswomen in six West African 
countries and IBI has ensured adequate circulation to maximize reach.  

Electronic copies of the manual were sent directly to 180 people in six countries. 
Recipients for each country include individual businesswomen and representatives from: 

• USAID missions 
• Chambers of Commerce 
• US embassies 
• Investment promotion agencies  
• World Bank offices 
• Major women’s associations 
• West African Trade Hub  
• USAID-funded MISTOWA project.  
 
We anticipate that recipients will distribute the manuals to 10-100 businesswomen each. 
Therefore, total distribution is estimated at 3600-4000. 
 
The manuals are also available online at IBI’s website at:  
http://www.ibi-usa.com/publications/manuals.htm. They are also archived at USAID’s 
Development Experience Clearinghouse at the following links: 
 
Ghana: www.dec.org/pdf_docs/PN-ADE-161.pdf 
Mali: www.dec.org/pdf_docs/PN-ADE-162.pdf 
Niger: www.dec.org/pdf_docs/PN-ADE-163.pdf 
Nigeria: www.dec.org/pdf_docs/PN-ADE-164.pdf 
Senegal: www.dec.org/pdf_docs/PN-ADE-165.pdf 
Sierra Leone: www.dec.org/pdf_docs/PN-ADE-166.pdf 
 
Multiple channels of distribution ensure that West African women will continue to have 
access to the manuals, and therefore continue to improve business related skills, long 
after the close of the project. 
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PR2-PO4: Regional women’s networking advanced 
 

The West African Businesswomen’s Network 
The West African Businesswomen’s Network (WABNET) was initiated by the women 
who attended a USAID/WARP-funded conference in Bamako, Mali, in August 2001. The 
participants broke with USAID’s initial plan to have them work with ECOWAS’ West 
African Women’s Association, on the grounds that it was politicized and they wanted a 
purely business organization. They therefore had to spend the first year of the 
organization’s existence agreeing on by-laws, registering both the regional organization 
and developing financial management (bank account and accounting reports). 
 
WABNET provided the ideal organizational vehicle for reaching a large number of 
women with a small amount of funding. The attendees at the 2001 conference went home 

armed with video-tapes of the Bamako 
conference. Most of them arranged to 
have the tapes shown on national 
television, which stimulated interest in 
joining a national chapter. Within a year 
Ghana’s chapter had 53 members, 
Senegal’s about 25, Mali a dozen, Sierra 
Leone 10 and Guinea 18. In Niger, Togo, 
and Benin established businesswomen’s 
organizations functioned as WABNET 
chapters.  
 
WABNET held three annual meetings 
during the life of the project, in Ghana in 
2002, Guinea in 2003 and Togo in 2004. 
(The first one, in Ghana, came just at 
project start-up and was not funded by 
ECOGEE although the ECOGEE COP 
facilitated it.) Between general 
assemblies, we organized executive 
council meetings in Benin, Burkina Faso, 
and Sierra Leone. The executive council, 
comprising the 7 regional officers and a 
representative of each active chapter, 

focused on organizational development. Since the organization potentially covered all 15 
ECOWAS countries speaking three languages and was starting from scratch, numerous 
formal steps and internal issues needed to be worked through. 
 
The format for general assemblies was generally three to five days of intensive training 
on various subjects, two days of general assembly meetings and a simultaneous trade 

Yvonne Laryia Networks and Attracts New 
Clients for Restaurant 

 
Yvonne built the Maquis Tante Marie garden 
restaurant compound on her husband’s inherited 
property in Labone—a close-in suburb of Accra. 
Even on busy weeknights a crowd flocks to 
enjoy the tasteful surroundings, delicious 
cuisine, interest in Africa’s diverse cultures 
emerges from the art-work and far-flung city-
names on the wooden pillars—Nouakchott, 
Dakar, Kampala, Jo’burg. Her husband, a highly 
respected high-school literature teacher, supports 
his wife’s enterprise and lends a hand in the 
evening. 
 
Through membership in WABNET she has 
brought in clients (fellow members, their friends 
and friends’ friends), got new ideas for décor, 
studied management and enrolled her staff in 
training programs. She is eager to join the new 
susu collective savings/credit scheme that some 
chapter members have decided to launch, as a 
means of mobilizing credit for each member in 
turn. 
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show where delegations could display and sell their wares. Three official delegates 
attended from each country, plus an unlimited number of trade show participants and 
interested local women. Attendance was generally 80-100 businesswomen.  
 
Cost sharing was both a practical necessity and an organizational development tool, a test 
of commitment to strengthen WABNET. Participants or their chapters funded either 
travel costs or most of the lodging cost, or both, for each general assembly.  
 
IBI conducted a survey of WABNET members in 2004, whose results, shown in Table 1 
below, give insights into both the potential and problems that the network encountered. 
There were 50 respondents. 
 
Table 1. Summary Results of WABNET Survey, 2004 
Question Total 

or 
Range 

Average Median

Country of Respondent 
  Benin 
  Cote d’Ivoire 
  Mali 
  Niger 
  Nigeria 
  Senegal 
  Sierra Leone 
  Togo 

2
1

11
2
2

23
7
2

 

Age 30-68 50 50
Years of Schooling 0-18 8.9 9
Gross Turnover 
  No response/don’t know 
  <$20,000/yr 
  $20,000-50,000 
  $50,000-100,000 
  >$100,000 

20
18
9
1
2

 

Number of Employees 1-2324 77.1 5
Years in Business 8 7.5
Have received credit 15 (6 through 

WABNET) 
Have not received credit 35  
Years as a WABNET member 2.27 3
Since joining WABNET my business has 
  Grown 
  Stayed the same 
  Declined 
NR 

26
18
1
5

 

Would recommend joining WABNET to other 
businesswomen? 

 



 
 

 26

  Yes 
  No 
NR 

35
 2
13

 
WABNET foundered at the 2004 General Assembly in Togo. Three main factors seem to 
have troubled the proceedings: 
 
• Election of officers was on the agenda and those who wanted change were in conflict 

with the incumbents 
• The presiding officers were inexperienced in conducting meetings and failed to 

follow either Robert’s Rules of Order or the organization’s by-laws 
• A new member with powerful demagogic rhetoric attacked the incumbent WABNET 

officers, IBI and USAID, apparently out of frustration at a friend having failed to 
obtain a small grant for their chapter (they had not filed a formal application) 

 
In the end the members failed to conduct proper elections and could not extend their stays 
to do so because of flight schedules. A temporary committee was organized under the 
demagogue, which was supposed to reconvene and hold elections. IBI declined to 
accompany the new committee on a scheduled visit to Abuja to apply for ECOWAS 
affiliation, as there was now no slate of duly elected officers. USAID withdrew funding 
from the regional WABNET network within a few days, mandating IBI to discontinue 
working with the network except for small grants to chapters that submitted viable 
proposals and were doing useful 
work. 
 
The COP and officers had analyzed 
weaknesses that led to this impasse 
and were working on them. The only 
surprise was the arrival of the 
demagogue—and the inability of the 
President to follow rules of order 
and the by-laws. The demagogue 
failed to follow up in her assumed 
role of coordinator. Since that time a 
number of chapters have remained 
active and proposed revised 
structures for a revived the network. IBI maintains the website and is in email and 
telephone contact with many members. Without donor funding it is impossible for the 
network to convene general assemblies—mainly because of the cost of meeting rooms 
and simultaneous translation. Only a handful of members were able to express 
themselves in both languages. The English-speaking countries have decided to cooperate 
regularly with one another. They envisage occasional meetings with the francophone 
country chapters.  
 
IBI recommends that USAID take this opportunity to capitalize on the positive 
experience of networking, as it is by far the most cost-effective means of conducting 
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regional programs. This would also be an opportunity to disassociate from some of the 
“leaders” whose agendas were primarily personal. The Mali chapter seems to be in 
internal disarray as well as disrepute with the other chapters. Senegal, Guinea, Ghana, 
Sierra Leone, Niger and Nigeria continue to function.  
 
Clearly some of the people and chapters involved in WABNET had become 
dysfunctional. If a businesswomen’s organization is reconstituted, IBI would recommend 
that it comprise existing women’s organizations from each country, with more than one 
organization potentially belonging in each country. The main reason is that women’s 
organizations in West Africa appear to follow the general political culture, in which 
vertical patron-client clans predominate and organizations are closely identified with their 
founding leaders. There is rarely shared leadership or leadership turnover. Each 
organization would present its organizational accomplishments before being selected as 
the representative organization for the network. In some countries there was unnecessary 
duplication of organizational effort, apparently to satisfy leadership ambitions more than 
to accomplish members’ goals.  
 

Success Stories  
 
To achieve ECOGEE’s objectives of building enterprise capacity and increasing regional 
trade, we committed our resources to assisting West African women to engage in new 
and viable economic opportunities. Through small grants, workshops and training, 
conference sponsorships, regional networking, and constant technical guidance and 
support, ECOGEE empowered women throughout ECOWAS countries to gain economic 
independence and become stronger players in their national and regional markets. Over 
the past three years, beneficiaries reported countless success stories, the best which are 
shared below.  
 
Mobilizing Women Business Leaders: The Birth of WABNET Ghana  
 
The Ghana chapter of the West African Businesswomen’s Network (WABNET) grew out 

of the efforts of two founding members of 
WABNET who attended a USAID/WARP 
sponsored meeting of businesswomen in 
Bamako in 2001. At that Bamako meeting 
the businesswomen decided that they 
needed their own organization in West 
Africa, to lobby for policies more 
favorable to business in general, to 
increase access to credit for women whose 
businesses had outgrown microfinance, 
and to reduce the major obstacles to trade 
facing women—high and erratic taxes, 
inadequate infrastructure, and harassment 
on roads and at ports by customs, police 

WABNET/Ghana—A Business Forum 
 
WABNET/Ghana members report that the 
chapter offers them support, friendship, business 
advice, opportunities amongst members 
throughout West Africa, business information, 
business linkages, training for members and their 
staffs, and advocacy. Their lobbying has focused 
on working with banks to educate them on the 
credit-worthiness and viability of women’s 
businesses. The chapter is regularly invited by 
government to comment on legal and regulatory 
issues, and frequently appears on talk shows on 
private-sector issues. 
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and gendarmes. 
 
The Ghanaian women present at the meeting went home and started recruiting 
businesswomen to form their own chapter. They showed the video of the Bamako 
meeting on television and began holding meetings. They found a fertile field. Soon they 
had more than thirty members. As the Ghanaian women had offered to host the first 
General Assembly of WABNET in October 2002, there was plenty of work for the 
chapter. They organized the meetings at a downtown convention center, with help from 
the ECOGEE. USAID funded stands for the display and sale of WABNET members’ 
merchandise from the ten participating countries. The meetings were co-located with the 
Ghana/America Trade Show, which greatly increased local participation.  
 
The Ghana chapter found sponsors for a number of activities, including printing and 
circulating brochures about WABNET. They organized talk shows on the morning and 
evening news on both television and radio throughout the week-long General Assembly. 
The news programs brought in businessmen and women, along with diplomats from West 
African countries and interested donors. The ECOGEE project provided training in 
proposal-writing and cooperated with the USAID/ABIS project to ensure the women 
received training in email use. 
 
The Ghana chapter got a great boost from the General Assembly. Their President, Esinam 
Akyea-Djamson, was elected Regional Vice-President.  Members flocked to join the 
chapter. Forty were admitted initially 
and 43 more are on the waiting list. 
Their occupations include an architect, 
publisher, artist, trainer, consultant, 
computer specialist, an Internet café 
owner, interior decorator, private 
school owner, fashion, beauty care, 
restaurant, food processing, florist, 
communications equipment dealer, 
bus/public transport imports, tourism, 
travel/tour operator, Internet café 
owner. One of the members, Yvonne 
Laryia, lent the use of her office and 
conference room for meetings. The 
chapter applied for and received funds 
from the ECOGEE small-grants fund 
to furnish and equip the office with 
tables, chair and a computer (for 
internet access for members, to 
archive and share basic business resources, and to maintain chapter records and 
correspondence). A part-time secretary and Internet subscription are paid by members’ 
dues. When the office renovation is completed, the chapter will be able to admit the 43 
members-in-waiting. 
 

WABNET Chapters Come to the Fore 
 
WABNET chapters have quickly learned that 
their regional scope gives them a strong voice in 
national politics. They have made it a policy to 
publicize their meetings and have achieved 
public notice. After the first General Assembly 
in Ghana and the success with tax lobbying in 
Niger, chapters began to report being called 
upon to be spokespersons for the private sector. 
The Senegal chapter was invited on a trade 
mission to Egypt, and elegantly received in 
Cairo. It returned with 5-year $6 million contract 
to distribute Egyptian goods in Senegal.  The 
Mali chapter reported that it is regularly called in 
for consultations on new legal measures. Now 
Guinea, Togo, Benin, Niger, Nigeria and Sierra 
Leone all report that speaking engagements and 
policy consultations have become regular 
opportunities to advance women’s interests. 
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“Attending the event in 
Conakry gave me the 
information and contacts that I 
needed to confidently increase 
my regional and international 
market activity – and to help 
my fellow African women 
entrepreneurs to do the same.” 
 
-Lika Diaw 
 

West African Businesswomen Lobby for Private Sector 
 
When West African businesswomen met in Bamako in 2001 and decided to found the 
West African Businesswomen’s Network (WABNET) they made to lobbying one of their 
mandates. They wanted policies more favorable to business in general, increased access 
to credit for women whose businesses had outgrown microfinance, and to reduce 
obstacles to trade for women—high and erratic taxes, inadequate infrastructure, and 
arbitrary harassment by government officials. 
 
The first political challenge came almost immediately. The government of Niger 
announced that it would begin collecting a supplemental 5 percent levy on imports from 
January 1, 2002. It was to be credited against income tax due 15 months later. The 
Chamber of Commerce protested and asked to see the Finance Minister. He declined to 
receive them. 
  
Every businessperson understood that this approach to taxation would cut into businesses 
operating capital, which is always in short supply. The WABNET President decided to 
take a professional approach to prove that point to the government. The chapter 
purchased fifty copies of the new law for distribution throughout the business community 
and hired an accountant to analyze the measure’s impact on businesses. Then it called a 
meeting of businesspeople to discuss the accountant’s analysis. 
 
Before the meeting could be held, the Finance Minister called the WABNET President 
over the weekend and asked her to come see him, to settle this amicably. Evoking old 
school ties, he asked her to call off the meeting. Armed with the facts, she held her 
ground. When the meeting was held, WABNET members took the floor to explain how 
important operating capital is to businesses and how their businesses would suffer from 
such an arbitrary tax approach. Taking courage from the women, businessmen joined in 
the complaint. In the end, the Minister was forced to back off. 
 
Regional and International Trade Opens New Doors for Senegalese Woman 
Entrepreneur, Lika Diaw  
 
Even though the average life expectancy for women in Senegal is three and half years 
longer than men, many Senegalese women are left as widows, earlier than expected, to 

struggle as the sole caretakers and 
providers for their families.  After retiring 
from a career as a teacher, 62-year old 
widow and caretaker of four, Lika Diaw, 
was faced with this predicament.   
Knowing that she must go into business 
for herself to ensure her family’s survival, 
in 2000, Lika opened her own business, 
The Promotion of Women for Sustainable 
Development, (PFDD). She specializes in 

the manufacturing and sale of textiles, handicrafts, jewelry, table cloths, tie-dyed and 
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indigo fabrics and other decorative pieces – and through its growth, has become the life 
source for her family.   
 
In the beginning, Lika worked tirelessly to market her   products but soon realized that 
her business growth was limited due to the saturated domestic handicrafts and textiles 
market.  In 2003, when she learned of an ECOGEE–sponsored event taking place in 
Conakry, Guinea that would train women how to expand into regional and international 
markets, she thought that this could be a great investment of her time and money – and 
she was right. “Attending the event in Conakry gave me the information and contacts that 
I needed to confidently increase my regional and international market activity – and to 
help my fellow African women entrepreneurs to do the same.” 
 
Upon return from Conakry, Lika began to effectively utilize the unique structure of her 
business, which is registered with the government as a GIE meaning “economic interest 
group.”  Since a GIE allows entrepreneurs and small business owners to register as a 
group to attain legal status in order to leverage one another’s resources, Lika has been 
able to generate stable consistent income for 10 women by working as a team.  Today, 
Lika and her business partners work together to share best business practices and 
strategies, attend regional and international tradeshows, as well as to expand their 
clientele base.  In response to increased product demand, Lika now employs three 
weavers and two tailors in Dakar to produce her product designs.  She projects continued 
business growth of approximately 20% over the next few years. 
 
As a result, Lika and her GIE partners make at least 12 business trips a year to countries 
such as Mali, Mauritania, Morocco, Saudi Arabia, Thailand and The Gambia.  Each 
quarter Lika averages 3,000,000 CFA or $6,000 worth of trade in merchandise and raw 
materials, totaling 12,000,000 CFA or $24,000 per year. In addition to increased sub-
regional trade, PFDD GIE exports Senegalese handicrafts, traditional African attire, dyed 
table cloths, drapes, hand-woven scarves and bags to Asia and the Middle East. She also 
imports silk threads, pearls, cotton fabrics, and gold jewelry to sell in Senegal and the 
sub-region.   
 
Today, Lika has attained financial independence as a woman entrepreneur and has 
successfully internationalized her clientele.  Moreover, her strong network of women 
entrepreneurs continues to work together opening new doors to economic prosperity.     
 
Rich Man! Poorer Woman? What Does He Know That She Doesn’t? Getting 
Ahead by Knowing What You Need to Know  
Doing business in Africa can be tough. Poor infrastructure, inconsistent 
telecommunications, high interest rates, and government intervention in markets affect 
both men and women. But men have an edge—and West African Businesswomen’s 
Network (WABNET) chapters are figuring it out.  Nigerian chapter leaders below, Dr. 
Kaine George (l) and Tina Onarimi, decided that information was key. On average 
women receive less than half the information that men do. When they do receive it, they 
are generally among the last, having already missed the opportunity at hand.  
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Realizing that this gap in access to information hinders women entrepreneurs’ 
competitiveness, the Nigerian WABNET chapter decided to take action. In September 
2002, the chapter conducted a seminar titled “Rich Man! Poorer Women? What does he 
know that she doesn’t know?”  Over 30 women entrepreneurs and potential women 
business owners, in both the formal and informal sectors, attended the one-day seminar. 
Speakers included  
• Dr. Doyin Salami of Lagos Business School, “Analyzing the national budget and 

Government policies for business opportunities.” 
• Mrs. Oby Ezekwesili, Special 

Adviser Budget the Presidency 
Abuja, “Business opportunity in 
the public sector and how women 
can position themselves to 
participate in Government 
contracts.” 

• Mr. Gbolade Osibodu. Group MD 
Vigeo Limited, “Multiple sources 
of income: Profitable 
diversification.” and 

• Mr. Bode Adediji. Principal 
Partner Bode Adediji Partnership, 
“The inside story - Income growth 
through real estate investments.” 

 
Twelve new members joined the chapter during the event. Due to the overwhelmingly 
positive feedback received from the seminar, the Nigerian WABNET chapter is currently 
planning more training workshops to serve their members on marketing, customer 
satisfaction, professional business etiquette and insight into starting up a new business. 
IBI’s business manual for women in Nigeria will bring them one step closer to bridging 
the information gap.  The guide will provide a breakdown of the steps and procedures 
required to set-up a business in Nigeria and where to go to find information on 
government policies that may affect their business operations.   

PMP Quantitative Results 
 
Activity/Event Number of Women Impacted 
Business Manuals to Ghana, Mali, Niger, 
Nigeria, Senegal, and Sierra Leone 

80 organizations directly, 4000 women 
indirectly 

Small Grants Program 850 
Training Series 1200 
Lobbying Initiatives  
     Directly Impacted 600 
     Indirectly Impacted 3,000,000 
Total 3,006,650 Women Impacted by ECOGEE 
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