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Introduction
 

This evaluation results from nine weeks of field work in the five Entente
 

States followed by three weeks of analysis in Washington, D. C. 
The
 

presentation begins with a brief history of the African Enterprise Pro

gram followed by suamarized data on the loans made to the ultimate
 

beneficiaries. 
Next is a description of the structural channels through
 

which flowed the funds, loan decisions and technical assistance provided
 

under the program. Program accomplishments, and the structure through
 

which they have been realized, are then related to the program's objec

tives, which in turn are evaluated. Deductions from the materials thus
 

presented are contained in the last section on recommendations.
 

Complete data were available on loans through June 30, 1978. 
For con

sistency in comparison, the several analytical tables cover this same
 

set of loans. Tangential effects and actual results are covered through
 

the last day of field work, December 18.
 

Where CFA currency is translated into U.S. dollars a uniform rate of
 

200 CFA per U.S. dollar is used. 
The actual local rate on arrival
 

(October 17) was 195; on January 5, 1979 it was 212. Actual rates varied
 

considerably over the four-year period of program operations.
 

1
 



I. PROGRAM HISTORY
 

A. Origin of concept
 

The Program's concept originated in January 1968 in OCAM ("The Common 

Organization for Africa", comprising fourteen French-speaking African 

countries). The stated objective was "Africanization" of existing enter

prises and "promotion of new African enterprises." This occurred at the 

end of the first decade of emergence of independent African nations; it 

followed a period of some four centuries of increasing influence of the 

European powers in Africa, culminating in a century of their control over 

most of the African continent, as colonies. The introduction of European 

cultures, political structures and industrial activities gathered momentun 

over the last half of this century of control. The results included,
 

inter-alia, the organization of African economic and commercial activities 

wilthin a framework patterned upon t-he then prevailing European structure 

of democracies based upon self-government and private enterprise. How

ever, although the African colonies became independent states, their
 

economic activities continued to be dominated by commercial entities which
 

for the most part were established, controlled and managed by private
 

entrepreneurs and nationals of the former European colonial powers.
 

It was natural and inevitable, therefore, that progress towards economic 

as well as political independence should include the desire and objective
 

to "Africanize" the controlling levels of existing enterprises, as well
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as to encourage emerging "African" enterprises and entrepreneurs.
 

The degree of success in this endeavor could be said to reflect the
 

degree of success in completing the process of transition from colonies
 

to fully independent nations. The Program's conceptual origin and 

original objectives thus reflect an inherent and important facet of the
 

metamorphosis of African colonies into fully independent African nations.
 

B. Evolution of the Program 

in the spring of 1969 the Program's concept moved towards action when 

the Conseil de l'Entente (organized by the Presidents of five of the OCAM
 

countries located in West Africa) was directed to assist in the develop

ment of an "African Enterprise" program in its five countries. The 

Conseil then requested assistance from U. S. AID. 

In June 1969 AID responded by financing a study of "The Feasibility of a 

Regional Program to Encourage African Entrepreneurs in the Entente
 

Countries." This early study generated the basic andstructure technical 

assistance framework required for such a proposed program (obviously 

based, as subsequently indicated, on the conditions and envizonment than 

extant, some ten years ago). 

In late 1971 AID and the Conseil together conducted a ubsequent survey 

which indicated the desire for such a program by the five entente
 

countries, and the necessity of providing 
not only technical assistance
 



but also financial resources, to serve as a catalyst to induce effective
 

program action and results.
 

In late 1971 AID financed a further study on "The Development of African
 

Enterprises in the Entente Countries," which substantiated the need for
 

financial resources to permit such an assistance program to be effective.
 

In June 1972 AID authorized a loan of $10.0 million to the Conseil, to
 

implement an "African Enterprise" program. The loan was signed by AID 

and the Conseil in March 1973. 
 By 1975 the $10.0 million loan funds thus
 

made available had been exhausted, and a further loan was requested.
 

In early 1975 AID carried out an evaluation of the results of the first
 

loan, and a second loan of $10.0 million was proposed and initiated in
 

early 1976.
 

By mid-1978 this loaa was being rapidly depleted, and consideration was
 

given to the form, 
content and amount of possible further AID assistance
 

to the Program. The present evaluation is a part of this process of con

sideration.
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11. LOANS TO ENTREPRENEURS
 

A. Total
 

Loans totalled CFA 2,547.239 million (430 loans) as of December 31,
 

1978. CFA 1,746.581 million 
(299 loans) were from the first tranche,
 

and CFA 800.658 million (131 loans) were from the second. Uniformly
 

detailed data were available on CFA 2,304.295 million (397 loans)
 

as of June 30, 1978.
 

B. Relation to ponulation
 

There is a considerable difference in total loans in relation to popu

lation, as shown by the following tables.
 

Population (m)(1) Percent increase
 

1970 1975 Arnual 1970-75
 

Ivory Coast 4.310 4.885 2.5% 13.3%
 

Benin 2.718 3.112 2.7 14.5
 

Togo 1.960 2.222 2.5 13.4
 

Upper Volta 5.380 6.032 2.3 12.1
 

Niger 4.024 4.600 2.7 14.3
 

Total 18.392 20.851 2.5 13.4
 

(1) UN Statistical Yearbook, 1976
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Loans Related to Population
 

Loans Billion CFA
 
(billion Popula- per million
 
CFA) tion population Index
 

Upper Volta .239 6.032 .040 100
 

Niger .344 4.600 .075 
 188
 

Benin .341 3.112 .110 275
 

Togo .376 2.222 .169 423
 

Ivory Coast 1.004 4.885 .206 
 515
 

Total 2.304 20.851 .110
 

When the entire second tranche is applied, total loans in million U.S.
 

dollars (17.5) per million population projected to 1980 (at the 
same rate
 

of increase as 
from 1970 to 1975 and in the same proportion of loans be

tween countries as 
in the rast) would result in the following relation.
 

Projected Relation to Population
 

Loans Projected Million U.S.$
 
(million population per million
 
U.S. $) (millions) population Index 

Upper Volta 1.8 6.684 .269 100
 

Niger 2.6 5.176 .502 
 187
 

Benin 2.6 3.506 .742 
 276
 

Togo 2.9 2.484 1.167 
 434
 

Ivory Coast 7.6 5.460 1.392 517
 

Total 17.5 23.310 .751
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Total loan amount, in relation to population, has been concentrated
 

most heavily in the ivov Coast, less so in Togo and Benin, and
 

least of all in Niger and Upper Volta. This would appear to be
 

in reverse ratio to the need. 
Ivory Coast is the most advanced
 

country in terms of the opportunities offered to and accomplishments
 

of entrepreneurs, while Nige and Upper Volta exhibit the least
 

evidence of existence of a modern entrepreneurial class. With
 

population increase being less in Upper Volta than in the other
 

countries, the trend is for a greater future imbalance in this aspect.
 

If only one of the two development banks in Ivory Coast were to be
 

used as a channel for the program loans, this imbalance would be
 

significantly reduced. Of these two development banks, CCI and BIDI,
 

the former makes more and smaller loans than the latter. Its clientele
 

is believed to be more relevant to the program's objective, since the
 

entrepreneurs needing most help are the smaller ones; also the greater
 

the number of entrepreneurs assisted, the greater will be the program's
 

probable impact.
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C. Number and volume, by channels
 

Loans are summarized and analyzed by country, development bank, tranche
 

and in total. Within each of these categories loans are classified in
 

size by statistical cells. 
 Becau-e the size distribution is skewed con

siderably towards the smaller end of the spectrum, the cells are divided
 

into three categori.es: by .1 million CFA from .1 to 
.9 million; by
 

1 million CFA from 1.0 to 9.0 million; and by 10.0 million from 10.0 to
 

100.0 million.
 

The total number of analysed loans is as follows.
 

Number of Loans 
Development 1st 2nd 

Country Bank Tranche Tranche Total 

Ivory Coast CCI 145 16 161 
BIDI 13 6 19 

Subtotal 138 22 180 

Benin BBD 42 42 84 

Togo BTD 28 23 51 

Upper Volta BDHV 18 - 18 

Niger BDRN 53 11 64 

Total 299 98(I) 397(1) 

(1) Second tranche loans had increased to 131 (CFA 800.658
 
million) by the yeaz-end, but completely detailed infor
mation was not available on the additiciial loans, for 
inclusion in this set of uniformly analysed data. 



Upper Volta shows no loans in the second tranche because their loan
 

agreement for the second tranche had not yet become effective.
 

CCI (Ivory Coast) shows a considerable reduction in the number of loans
 

from first to second tranche, although the second tranche as 
a whole had
 

not proceeded to a considerable proportion of total available loan funds.
 

CCI, as will be seen in the subsequent analysis by loan size, granted a
 

considerable number of quite small loans in the first tranche, but in

creased the average size of the loan in the second tranche. BIDI, by
 

comparison with CCI, made only considerably larger loans, but a relatively
 

smaller number.
 

Total loan amounts are summarized as follows:
 

Country 
Development 

Bank 

Total Loans (million CFA) 
Ist 2nd 

Tranche Tranche Total 

Ivory Coast CCI 238.6 163.3 401.9 

Sub-total 
BIDI 402.1 

640.7 
200.6 
363.9 

602.7 
1,004.6 

Benin BBD 229.4 111.3 340.7 

Togo BTD 241.0 134.9 375.9 

Upper Volta BDHV 238.7 - 238.7 

Niger BDRN 226.1 118.3 344.4 

Total 1,575.9 728.4 2,304.3 
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D. Size
 

The average loan size shows a considerable diversity between countries,
 

as indicated below.
 

Development 
Average Size (million CFA) 
ist 2nd 

Country Bank Tranche Tranche Total 

Ivory Coast CCI 1.645 10.205 2.496
 
BIDI 30.931 33.427 31.719
 

Sub-total 4.055 
 16.543 5.581
 

Benin BBD 5.461 2.651 
 4.056
 

Togo BTD 8.608 5.864 7.371
 

U:zoer Volta BDHV 13.262 - 13.262
 

Niger BDRN 4.266 10.755 5.381
 

Total 5.270 7.433 5.804
 

It will be noted that BIDI's larger loans, in comparison with CCI, are
 

made to older borrowers, as indicated later, under "Age of borrowers."
 

The shift to fewer total small loans, from first to second tranche, resulted
 

largely from this shift by CCI (Ivory Coast). The detailed classification
 

by number. size and tranche, for each development bank, is set out in
 

Appendix A. The distribution by number, statistical cell size and tranche
 

is summarized in the following table.
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Loans by Number, Size and Tranche
 

Cell Size 
(m CFA) No. 

1st 
Amount 

Tranche 

No. 
2nd 
Amount No. 

Total 
Amount 

To 1.0 
.1 
.2 

.3 

.4 

.5 

.6 

.7 

.8 

.9 

Sub-total 

10 
17 

31 
16 

16 
11 
6 
7 
7 

121 

1,681 
4,504 

10,435 
7,025 

8,475 
7,049 

4,601 
5,892 
6,625 

56,287 

-
-

-
-

-
-

-
1 

-

1 

-
-

-
-

-
-

-
884 

-

884 

10 
17 

31 
16 

16 
11 
6 
8 
7 

122 

1,681 
4,504 

10,435 
7,025 

8,475 
7,049 

4,601 
6,776 
6,625 

57,171 

1.0 to 10.0 
1 
2 
3 
4 
5 
6 
7 
8 
9 

Sub-total 

46 
37 
16 
12 
10 
9 
7 
5 
6 

148 

65,003 
80,061 
52,297 
48,900 
51,755 
55,080 
50,808 
40,950 
55,752 

500,606 

6 8,508 
2':! 56,424 
7 22,030 
1 4,700 

17 85,250 
4 25,967 
2 14,386 
4 32,955 
3 27,950 

7-1 278,170 

52 
64 
23 
13 
27 
13 
9 
9 
9 

219T 

73,511 
136,485 
74,327 
53,600 

137,005 
81,047 
65,194 
73,905 
83,702 

778,776 

10.0 to 100.0 
10 
20 
30 

10 
6 
5 

138,050 
146,500 
172,000 

20 
2 
3 

243,860 
49,280 
97,000 

30 
8 
8 

381,910 
195,780 
269,000 

40 
50 
60 

70 

3 
2 
1 

-

125,000 
102,800 
60,000 

-
1 

-

-
59,280 
-

3 
3 
1 

125,000 
162,000 
60,000 

80 
90 

1 

-

83,577 

-

- -
-
1 83,577 

100 
Sub-total 

2 191,000 
30 1,018,927 

-
2-6 

-
449,420 

2 
56 

191,000 
1,468,348 

Total 
 299 1,575,821 98 
 728,474 397 2,304,295
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E. 	Interest rates
 

Interest rates charged by the development banks on their loans
 

to the Program's clients range from 5% to 12%, with two-fifths
 

being from 5% to 8%, another two-fifths at 8% to 9%, and one-fifth
 

at from 9% to 11%. By percentages they range as follows:
 

Interest Percent of
 
rate total loans
 

5% to 6% 2.0 %
 

6% to 7% 26.0
 

7% to 8% 8.9
 

8% to 9% 44.2
 

9% to 10% 6.0
 

11% 	to 12% 12.9
 

100.0
 

These data cover 95% of the loans made during the total period to
 

June 30, 1978.
 

The weighted average rate charged by commercial bankj over the
 

period of the above program loans is not available. However, the
 

interest rates accorded to the program loan recipients are, on aver

age, approximately four percent less than commercial bank loans. 
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F. Activities supported
 

Loan activities are regarded as an important measure of the success of
 

the program, as a measure of the scope of its impact. A careful analy

sis provides a basis for this assessment, as well as ar indication of
 

the extent to which the program activities have been applied in the
 

areas identified in the program's stated objectives.
 

Practically all of the activities were identified in the program
 

records, in one way or another. In many instances two generic
 

characterizations were used - "Commerce" and "Artisan". 
These were
 

kept in those identification categories in collecting and analysing
 

the loan activities.
 

After all activities had been collected, they were classified by
 

major categories, so that a summary would show a logical break-down.
 

This break-down is presented in the following table summarizing loan
 

activities for the entire program. 
A detailed break-down by tranche,
 

development bank and size is contained in Appendix B.
 

Perusal of these data leads to the conclusion that the scope of the
 

program's activities is very broad, with the exception of an obvious
 

gap in what are defined as purely agricultural activities - the produc

of foodstuffs on farms.
 

These data also serve as the background for recommendations on a
 

suggested re-emphasis in the scope of the program 
and its allocation
 

of effort among the spectrum of activities thus far in effect.
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Loan Activity
 

(By size, tranche and activity cahegory)
 

Is: Trar.che 2nd Tranche Total 

Code Activity 3 M L Tot. S H L Tot. S M ' Tot. 

000 Construction 13 28 3 44 6 2 4 13 24 5 52 

100 manufacturing 10 19 8 37 6 6 12 10 25 14 49 

200 Transportation 4 19 6 29 9 7 16 4 2S 13 45 

300 Sales 34 41 4 79 1 38 6 45 35 79 10 124 

400 Service 17 19 3 39 3 2 5 17 22 5 44 

500 Education and Health 3 6 1 10 2 2 4 3 8 3 14 

600 Agri-industry & Fishing 6 9 4 19 1 2 3 6 10 6 22 

700 Agriculture
 

800 Other 2 1 3 2 2 2 3 5 

900 Artisans 29 1 30 29 1 30 

999 Unknown (12) 

Total I18 143 29 290 1 67 27 95 119 210 j56 385 

Size: 	 S - Small, up to I million CFA
 

M - Medium, L to 10 million CA
 

L - Large, 10 to 1?0 million CFA
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The individual activity description is not always clear from the adumbrated
 

descriDtion shown in the records. 
 In these cases the classification applied
 

is believed to be generally correct by sub- and major so that deductions
 

may be valid for the major groupings. A few loans were found to be in

correctly described, but these instances were not frequent enough to detract
 

from the usefulness of the classification.
 

The following table summarizes the data by activity, tranche and size. 
A
 

detailed further break-down by development bank and country is contained in
 

Appendix B, with an analysis of each category.
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G. Age of borrowers
 

Data were available on the age of borrowers for 193 loans made to individuals
 

(excluded are those made to companies). Age data were not available for
 

Upper Volta or Niger or for BIDI in Upper Volta. A summary of the available
 

data follows.
 

Age of Borrowers
 

CCI BBD 
 BTD Total

Men Women Men Women Men Women 
Men Women Both
 

No. in Sample ill 11
36 21 
 - 14 122 71 193
 

Average age 37.8 50.4
35.3 42.7 
 - 51.8 38.9 40.7 39.6
 

Oldest 
 24 21 35 22 - 24 21
34 21 


Youngest 66 52 74 - 74
60 63 60 74
 

Age by years
 

20 - 29 16 5 - 3 - 16 8 24
 
30 - 39 58 22 2 4  3 60 29 89

40 - 49 28 4 8 9 2 32 19 51

50 - 59 
 6 1 2 4 
 - 6 8 11 19
60 - 69 3 2 - 1 3 5 4 9
 
70 - 79  - - 11 - 1 

Total ill 36 11 21 - 14 122 71 193 

There appears to be some correlation between age and size of loans, as
 

indicated subsequently.
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H. Loans to Women
 

Data available on loans to women, by volume and size, are not conclusive.
 

Loans are classified by "Individual" and "Company." "Individual" loans
 

are identified when the borrower is a woman. 
Instances in which a woman
 

is the promoter, principal shareholder or manager of a project organized
 

as a company, are not indicated in the available statistical data. There
 

undoubtedly are projects in this category. 
 (Indeed, an excellent project
 

visited in Upper Volta had been promoted, organized as a company 
and
 

operated as President and General Manager 
by a local woman who had been
 

educated in France, and had travelled abroad to gain practical informa

tion on 
the equipment and equipment layout for her bisquit factory.)
 

Thus, loan volume and size for women borrowers can only be indicated in
 

general. 
 Howeve:, since there appear to be few instances of a woman as
 

principal in a company borrower, reasonably valid deductions can bj made
 

from the data. Deductions are set out in the Section on Women.
 

Loans to women, included in the previously presented total loans, are
 

summarized in the following tables.
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Loans to Women 
(By number, amount, size and tranche) 

Cell Size 
(m CFA) No. 

ist 
Amount 

Tranche 

No. 
2nd 
Amount No. 

Total 
Amount 

To 1.0 
.1 
.2 
.3 
.4 
.5 
.6 
.7 
.8 
. 

Sub-totz! 

3 
6 
9 
4 
2 
1 
1 
2 
3 

31 

.582 
1.691 
2.918 
1.748 
1.050 
.613 
.758 

1.729 
2.773 

13.862 

-

-

-

-
-

-
-
-
-

-
-
-
-
-
-

-
-
-
-

3 
6 
9 
4 
2 
1 
1 
2 
3 

31 

.582 
1.691 
2.918 
1.748 
1.050 
.613 
.758 

1.729 
2.773 

13.862 

1.0 to 10.0 
1 
2 
3 
4 
5 
6 
7 

6 
14 
5 
4 
2 
3 
2 

7.689 
26.921 
16.150 
16.000 
10.000 
18.800 
15.898 

3 
12 
2 
-
9 
1 
1 

4.008 
24.000 
6.500 
-

45.000 
6.751 
7.268 

9 
26 
7 
4 

11 
4 
3 

11.697 
50.921 
22.650 
16.000 
55.000 
25.531 
23.166 

9 
Sub-total 

-
36 

-
ll.452 

1 
29 

9.000 
102.527 

1 
65 

9.000 
213.985 

10.0 to 100.0 
10 
20 
30 
40 
50 
60 

-

-
-
-
-
-

-
-
-
-
-
-

1 
-
-
-
-
-

10.000 
-
-
-
-
-

1 
-
-
-
-
-

10.000 
-
-
-
-
-

70 
80 
90 

100 
Sub-total 

-
-
-

-

-
-
-
.-
-

-
-
-

1 

-
-
-

10.000 

-
-
-
-
1 

-
-
-
-

10.000 

Total 67 125.320 30 112.527 97 237.847 

Averace loan size 1.870 3.751 2.452 
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Loans to Women 
- By Banks 

Number 
 Amount (m $) (I)
%of all % of all
% of Bank's Women's 


Bank % of Bank's W-men's
No. Total No. 
 Loans 
 Amount 
 Total Loans .-oans
 

Ivory Coast

CCI 43 
 26.7% 
 44.3% 
 $ .284 14.1% 
 23.9%
 

BIDI  _ 

Sub-total 
 43 23.9% 
 44.3% 
 .284 
 5.7% 
 23.9%
 

Benin
 
BBD 
 29 34.5% 
 29.9% 
 .335 19.7% 
 28.2%
 

Togo
BTD 25 
 49.0% 
 25.8% 
 .570 30.3% 47.9%
 

Upper Volta
 
BDHV -


Nicer
 
BDRN 
 -

Total 97 
 24.4%(2) 100.0% 
 $ 1.189 10.3%(2) 100.0%
 

(1) A standard 200 CFA/US $ is used in all conversions from CFA to $.
(Some reference to dollar values is made in the Section on Women.)
(2) Note that these are the percentage of tot"I loans, including thoseto women, men and to corporations. 
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I. Ancillary prcgram effects.
 

Ancillary effects of the program cover a wide range, not only as
 

implied in the stated program objectives (presented in Section IV)
 

but Ailso as suggested in the contract Scope of Work (Appendix I).
 

Evaluation of the program, however, has tended tQ re-arrange the
 

relative importance of program effects. The essential test of the
 

program's effectiveness is considered to be the actual loans made,
 

and the kind of borrowers thus assisted. Attention thus has con

centrated upon these data. More quantitative and c )jective eval

uation is feasible in this area, whereas the tangential effects
 

become more subjective, and the resulting comments are largely a
 

matter of judgment. These result, however, from a considerable num

ber of contacts with program clients and related program institutions,
 

and thus acquire some measure of validity.
 

Ancillary program effects are discussed in Appendix C.
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III. OPEPATIONS CHANNELS
 

A. Development Banks
 

The six development banks represent, collectively, some half billion
 
equivalent U.S. 
 dollars in total assets, as indicated later in their financial
 
statements. 
They represent an important share of the institutional structure
 
of the Entente States, especially in the four countzies other than Ivory
 
Coast. 
In two countries 
(Upper Volta and Niger) they are depositary bnanks,

operating in the commercial bank sector. 
Thus they are an important part of
 
th 
 financial community, quite aside from their role as developmental insti

tutions.
 

Their principal characteristics, in-so-far as 
they are relevant to the African
 
Enterprise Program, have to do with their objectives, method of operation,
 
and relations with the Program's Project Office.
 

Essentially, they all are interested primarily in develojing their economies,
 
not their African entrepreneurs as such. 
 They also operate under quite an
 
apparent compulsion to show a profit, which carries with it an aversion to
 
small/high-risk loans of the type generally represented by those in the 
African Enterprise Program.
 

Again in general terms, their inte-na: organizations and methods of opera
tion have improved (significantly in some cases), 
over the past year or
 
two, with the expert assistance of advisors financed by France.
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Delinquencies in their portfolios, depending upon the sources of
 

information depended upon, ranges from quite gocd to poor. Annual
 

statements generally present delinquencies properly, including ageing.
 

However, relevant information is not given on the extent of rescheduling
 

of loan repayments, which could be relied upon to result in any pre

determined percentage of delinquencies. Sources in a position to
 

have a fairly good Lmpression of the over-all status indicate that
 

some categories of the loan portfolio might ultimately be uncollectible
 

to a considerable degree. This applies to the complete portfolio which
 

includes large government-initiated and supported infra-structure and
 

economic development projects. This reflects the objectives and oper

ations of development banks per se. It is clear that the banks are
 

imoortant and effective in developing the economies, and thus may be
 

said to be effective and successful operations.
 

The delinquency record of loans made under this Program are, on the
 

record, quite good. The inference is that in making these Program

related loans, the banks orefer to take less risk, and to minimize
 

their risk by adequate collateral arrangements, especially for the
 

smaller loans. Instances in which Program-type loans are large
 

enough to be included within the banks' basic economy-development 

objective are few in number. This is the thLn overlap between the 

banks' general objective and the Program's objective.
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The development banks' relations with their comparable promotion centers
 

is generally not auspicious. The former tend to look down upon the latter
 

as new-comers, lacking in financial acumen or analytical ability. 
One
 

reason would appear to be that they both are government institutions or
 

"fiefs", headed by politically appointed and ambitious personalities, in
 

countries with relatively few such highly qualified administrators. Their
 

competitive status in this context probably is a factor in their apparently
 

competitive, rather than cooperative, relationships.
 

Their relationships with the Conseil and Program Project Office is cordial
 

but correct. This is reflected in the Project Office approach to them,
 

which is a highly important aspec of the Program's effectiveness. The
 

most important result is the (apparcnt) necessity for the Project Office
 

to clear its contacts with the Program's clients (borrowers of the banks) in
 

each instance of such desired action. This contact apparently must, in most
 

cases, be made through the bank's Chietf Executive Officer, rather than on an
 

established basis with some lower echelon to whom has been delegated this
 

function. In most instances, also, the bank arranges for one of its staff
 

to accompany Project Office personnel on such visits to the Program's
 

clients." This state of affairs is explained, by the Project Office, as
 

being required under the agreement with the development banks and that,
 

because the program loan recipients are "clients" of the bank, Project
 

Office personnel have no authority automatically to contact borrowers
 

direct.
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Finding the program client is, for most of the borrowers and especially
 

the smaller and shorter-maturity borrowers, beyond the independent capa

bility of the Project Office. Thus, an expressed desire to see a particular
 

program client (such as those selected on the basis of random sampling
 

technique) requires assistance from hank personnel in locating the client.
 

Addresses in the Entente countries usually consist only of a post office
 

box number. Actual location of the client's post office may bear little
 

relation to the activity site - which may itself change from time to time,
 

with no knowledge of the bank. Arranging an interview at a Project Office
 

request thus usually results in the bank mailing a letter to the client
 

requesting that they come to the bank for an interview. if the client feels 

that his loan payments are current (or even perhaps if they are not) he 

simply ignores the request. The bank apparently is not disturbed or con

cerned at this, since its loan generally is amply secured by legally recorded
 

collateral or guarantees to which recourse can be had if collection action
 

is required.
 

The result is to isolate Project Office personnel almost completely from
 

the Program's ultimate beneficiaries. About the only instances in which such
 

a contact materializes is when the bank itself refers a borrower to the Pro

ject Office for assistance - usually when the borrower is well in arrears.
 

Thi.- isolation of the Project Office from the point-of-contact with actual
 

borrowers, -r ootential borrowers before their loan is approved, has 
a
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further deleterious impact on 
the program's effectiveness. 
 This is the
 
lack of any apparent effort to advertise the availability of such program
 
loans, or even the existence of the Program itself. 
It would appear that use
 
of program funds is decided, theby bank, either after the loan has been 
made, or as an integral part of the loan-approval decision itself.
 

Given the banks' apparent reluctance to take on high-overhead-cost small
 
loans, as 
indicated above, it is surprising that the number and amount of
 
loans made is so large, and accumulate so rapidly after the loan funds become 
available. 
The inference is that a very significant number of potential
 
beneficiaries of the program (and those who would most completely imple
ment the program's stated objectives) are by-passed  largely because they
 

have never heard of its opportunities.(i) 
This also may explain why the
 scope of the program's activities (as described in Section II E and H) is
 
concentrated 
 in a rather narrow range of areas - and not necessarily the
 

most desirable areas.
 

The development banks are financially quite sound. With one exception, 
(CCI, for which complete recent data were not available) their equity
 
and net return has increased in the period over whiz:h the Program has
 
been in operation. Excerpts from their annual reports are given 

in the following table. 

(1) An example is described in Appendix H.
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Development Bank Financial Data
 

(million CFA) 
Upper 

Ivory Coast 
(CCI) (BIDI) 

Benin 
(BBD) 

Togo
(BTD) 

Volta 
(BDHV) 

Niger
(BDRi41 

Total Assets 

1975 na 13.0 5.7 na 12.9 24.0 
1976 14.9 15.2 8.8 9.8 17.3 29.2 
1977 na 18.1 11.3 7.9 20.2 35.6 

Equity 

1975 na 1.6 1.0 na 1.9 3.4 
1976 5.4 1.7 1.1 2.1 4.4 
1977 na 1.9 2.0 .5 2.5 5.5 

Net Income 

1975 .01 .06 .03 na na 1.0 
1976 .003 .12 .07 .01 na 1.4 
1977 na .25 .09 .01 na 1.9 

Loan portfolio 

1975 na 9.2 4.1 na 11.0 14.4 
1976 12.1 9.3 6.9 6.4 15.2 17.9 
1977 na 12.1 8.0 7.4 17.2 23.3 

Long term debt 

1975 na 6.9 .8 na 6.9 1.3 
1976 7.8 8.6 1.0 1.8 8.8 1.3 
1977 na 9.9 1.0 1.7 9.8 1.2 
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B. 	Promotion Centers
 

Promotion centers are in a transition phase, from recently organized
 

and ineffective organizations to improved (and improving) institutions
 

receiving, recently, an increased amount of technical and financial
 

assistance from other aid-donors, including the US, the World Bank
 

and France. This improvement is of considerable significance to the
 

Program's potential effectiveness, especially in the future.
 

The 	missing element in the Program's channels to ultimate loan
 

clients" has been the direct contact with them, the follow-up
 

technical assistance made available, and the promotion or advertising
 

of the Program's availability to potential clients. These aspects
 

appear difficult or impossible to evolve successfully through the
 

development bank channels for the reasons previously cited. 
The
 

promotion centers have precisely this assignment - at least in-so-far
 

as concerns 
direct contact, technical assistance, and advertising of
 

available financial resources.
 

The missing element, for the promotion centers, is a means to acquire,
 

for their clients, actual financial assistance. Normally, they would
 

propose a potential client to their associated development bank for
 

financing, together with the application data they had helped the
 

potential client prepare. Here, the continuity breaks down. The banks'
 

personnel tend to regard the promotion centers' loan applications
 

as 	inadequate, particularly in the financial anilysis sections; they
 

further denigrate the possibility of the centers' ability to improve
 

such 	sections in future. in a few instances the idea was expressed
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that applicants coming to the banks through the promotion centers
 

were "tagged" as inferior to those coming direct to thei bank.
 

There undoubtedly is a measure of validity in these adverse comments,
 

but reservations need to be made about this attitude, given the
 

competitive relationship, previously described, between the banks
 

and the promotion centers. Overlooked is the generally recent
 

organization of the centers, and the increasing amount of good
 

technical assistance they now are receiving. It is believed that
 

the centers can and will become, in the near future, reasonably
 

effective entities in the critical area of this Program's operations
 

the contact with the potential or actual client.
 

One important factor in effectiveness of the centers is their ability
 

to exert at least some influence on the selection of potential clients
 

for loan financing by the development banks. While they lack the
 

capability, now, of making sophisticated financial analyses of the
 

potential client's project, the banks lack the capability (or incentive)
 

to seek new clients, given technical assistance to them, or follow-up
 

the clients in actual operatior. In this respect the two institutions
 

are inherently complementary. Missing is the nexus in their areas of 

operations. The recommendations propose the general adoption of the 

"Loan Committee" concept, in which the potential client's project is 

reviewed by representatives of the centers, the bank and the Project 

Office. 
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C. Conseil de l'Entente
 

The Con seil de l'Entente is the critical channel in the Program's
 

operations, not only in the present, but for the indefinite future.
 

Upon it depends the long-term continuance of the objective and
 

capability of the Program to continue after foreign aid ceases.
 

The Conseil exists for the purpose, among others, of inducing
 

foreign aid for the five Entente countries, and channelling it to
 

them in productive programs. Their scope of operations not only
 

is thus quite wide, but also they initiate and test out various
 

types of development efforts which can be or are financed by aid,
 

especially in the testing phases. 
This is a very valuable contri

buLion to the Entente states collectively, as none of them would
 

appear individually to have the capability of instituting such
 

forward-looking programs of eccnomic development.
 

In this activity the Conseil finds itself under the necessity of
 

financing not only its own overhead but also a significant portion
 

of the operational expenses of each project. These funds are con

tributed by the five Entente states, 
on budget projections which
 

excellently outline proposed program activities over some 
five
 

years in the future. Given the imbalance between national resources
 

and relevant needs, these contributed funds by the Entente countries
 

are not easily provided to the Entente. The result is the necessity
 

of shaving to the minimum the expense for each program. (Efforts
 

also are continually made to imorove the productivity of the Conseil
 

itself, in which progress is apparent.) Under these conditions, the
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immediate deletion is the cost of providing counterparts to each of
 

the foreign aid supported personnel in the Project Office. This is
 

the weakest link in the progress to a long-term continuance of the
 

Program within the Conseil, after aid ceases, as referred to later
 

in the Recomendations section.
 

The Conseil may therefore be epitomized as an excellently conceived
 

institution, effectively administered, but c.nstrained by lack of
 

financial resources to develop each of its programs as independent
 

efforts organized to continue indefinitely.
 

The Conseil's Project Office, solely concerned with this Program, is
 

organized and operated as effectively as is possible under the exist

ing external constraints. These constraints include, principally,
 

its insulation from the Program's loan clients, the absence of an
 

organization of operations effective at the point-of-contact with
 

such clients, and the absence of counterparts being trained to carry
 

on the program after aid ceases. It has little or no opportunity to
 

promote the Program's opportunities to =otential clients. It has
 

little or no opportunity to follow-u= each actual client to assist
 

and assess progress. it is managed and operated almost solely by
 

the aid-financed personnel. The reccmmendations later presented
 

addresses each of these constraints.
 

Project Office administrative expense and personnel are descrLb~e 

in Appendix D. 
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D. AID
 

AID/REDSO has delegated responsibility for monitoring the program to
 

a high echelon officer - an appropriate and potentially very effective
 

arrangement, carried out effectively under the existing program agree

ments. Deficiencies in the Program's basic structure of operations,
 

as detailed elsewhore, prevent a continuous and meaningful curent
 

follow-up of the program's effectiveness in attaining its objectives.
 

Reliance therefore has, in the past, been placed upon periodic evalu

ations of the entire Program, as a contribution to the decision

making process when the program loan is presented for renewal. The
 

most effective arrangement would be one 
in which the pzogram's
 

current operations are reported upon and thus capable of be ing re

viewed by AID/REDSO. 
The program's structural deficiencies previously
 

described serve to emasculate such a current follow-up activity.
 

Improving the structural aspects of the program, as subsequently
 

recommended, would permit a far more meaningful and effective AID/
 

REDSO monitoring effort. 
This is believed to be especially important 

in this program, because of the importance and astuteness of its 

ultimate objective, and the desirability for AID/W to interest itself
 

in its evolving effectiveness, for potential ipplication elsewhere.
 

This is the basis for recommending an AID/W officer's sole assignment
 

to this program theses, not only to bring its current operations under
 

review at that level, but also to provide some types of support and co

ordination with other aid-donors that cannot effectively be accom

plished by AID/REDSO. 
Again, attention to the relevant recommendations
 

is suggested.
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VI. OBJECTIVES
 

A. Evolution of objectives
 

The objectives, as indicated in successive proposals and their adoption,
 

have proceeded through a subtle degree of evolution, as indicated by the
 

following phrases used in their description:
 

1968
 

- Africanization of staffs of existing enterprises, and
 

- Promotion of new African enterprises
 

1969
 

-
A program to enccurage African entrepreneurs
 

1971
 

- The development of African enterprises
 

1975
 

- The development of a modern African entrepreneurial class.
 

The original description addressed a specific problem carried over from
 

the recently-ended colonial period. 
The most recent description reflects
 

a more generalized objective, implying continuance of a political struc

ture in which private entrepreneurs can exist and prosper.
 

B. Stated objectives and exnected imoacts
 

The specifics of the current program's stated goals and purposes (as
 

described in the second loan recommendation) merit attention, as
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they provide one set of criteria against which the program can be evaluated.
 

These are:
 

A. Development of a modern entrepreneurial class by:
 

(a) strengthening
 

- development banks
 

- promotion Zenters
 

- guarantee funds
 

(b) encouraging commercial bank lending to African entrepreneurs
 

B. Encouragement of development banks and other participating financial
institutions to sustain local programs of: 

(a) assistance to African entrepreneurs in preparing viable Private 
sector projects
 

(b) expansion of sources of capital available to African entre
pr eneurs 

(c) provision of 

- credit services 

- technical assistance.
 

In addition to stated specific objectives, a wide range of indirect
 

and/or ultimate effects, incidences or impacts was expected or recognized
 

as 
flowing from the program. 
These are couched in various forms, in

cluding the following:
 

- An increase in the capital resources available to African
 
entrepreneurs
 

- initiation of a shift in social/economic power and participation,away from foreigners and into the hands of nationals, both in
enterrises and in development banks
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- African nationals other than the Program's entrepreneurs will 

benefit indirectly through increased availability of:
 

- commercial sez-ices 

- industrial products 

- lower prices
 

- Behefits to Entente Governments through increases in revenue from
 
a larger tax base (small in the short-run but may become signifi
cant over the long-run)
 

- Imorovement in the overall performance of the Entente countries' 
economies by:
 

- alleviating bottlenecks
 

- increasing competition in commercial and service sectors 

- broadening the industrial base
 

- complementing national efforts in rural development programs 

- Social-spread effects are expected to occur, individually, in
 
employment increases and income increases for entrepreneurs' 
families and, collectively, from the widening pool of African
 
entrepreneurs, the concomitant expansion in the industrial and
 
commercial sectors, improvement in income distribution for
 
Africans, improvement in the quality of life, and an impact on
 
the rural-urban migration rate. 

- Nurture an entrepreneurial class which will:
 

- Enhance
 

- the quality of economic decision-making and 

- social change
 

- reduce dependence on
 

- foreign managers and 

- imports 
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- increase
 

- exports
 

-
improve the intersectorial balance of the Entente economies 

- strengthen government fiscal status 

- create new jobs 

- encourage deposits in national development banks
 

-
reduce money outflow to Europe
 

-
Create an ever-widening pool of African entrepreneurs whose contribution to the economic, social and political development of
the Entente countries will become increasingly important over
 
time.
 

Underlying these objectives and expected impacts was the explicitly re

stated assumption:
 

The commitment of the Entente governments to the policy of
providing credit for the promotion of African enterprises
is based on their recognition that the development of an indigeneous entrepreneurial class is essential 
to the long-term
political, social and economic development of the Entente
 
nations.
 

And further:
 

The failure to 
involve Africans more directly in the management of modern enterprises of their own economies can mean a
deterioration of the political climate and consequent economic
 
stagnation and retrogression.
 

These wide-ranging and rather ambitious results and impacts expected
 

from the program, as seen 
from the context and problems of the donor's
 
industrialized econonmy, 
to 
some extent omits consideration of expected
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results as seen from the context of the recipient countries. This
 

aspect is considere, subsequently.
 

C. Time perspective
 

1. Program phases. It is important to recognize the time perspective in

volved in the origin and evolution of the program to its p:-esent phase.
 

The first phase was development of the "Africanization" concept and ob

jective, which began ten years ago; it evolved into an "African Entre

preneur" program over the succeeding five years. The second phase, over
 

these last five years, constituted the implementation period.
 

2. Program structure. The program's existing objectives, structure,
 

methods and requiremtents date from the early studies, from 1969 through 

1971, which crystallized the program's form and structure. Experience in 

testing t-he efficacy of these basics did not accumulate and mature until 

some 
five years later, when the first loan not only had been authorized
 

but also had been translated into loans disbursed to actual African entre

preneurs. 

The effectiveness of the program's forn and structure can now be mcre
 

clearly evaluated than has been possible previously. Consideration of
 

this structure constitutes a significant facet of the evaluation and re

commendations subsequently presented. 
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3. Program objective. 
 The most important time-Perspective characteris

tic concerns the implicit philosophy of the program objectives and its 

relevance to changes, over the last ten years, in the environment in 
which the program is being applied, with expectations of wide-ranging
 

results.
 

The tenet implicit in the objective - the development of a class of
 

African entrepreneurs - assumes a priori that its successful attainment 
(again repeated) "is essential to the long-term political, social and
 

economic development of the Entente Nations," which essentiality their
 
governments have recognized "through their commitments to the program's
 

policy."
 

This implicit assumption probably invoked no significant challenge in the 
African context of the late 1960's. 
 Over the intervening decade, and
 

especially in the last several years, the African context has changed 
materially, as 
the emerging independent African nations elected political
 

organizations based either upon the encouragement of private enterprise 

operating in a "democratic" milieu 
(as that phrase is defined in Western
 
democracies) or the alternative 
-
a political organization based upon
 
centralized government planning and initiative, in lieu of a wide scope
 

of initiative afforded to private entrepreneurs. Examples of a change
 
in this choice in recent years or months are Algeria, Libya, Mozambicue,
 

Angola, Uganda, Somalia and Ethiopia, with other examples potentially
 

Lmninent. 
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Especially, among the Entente States to which this program applies, one
 

country (Benin) already has elected to try out the alternative, although
 

it continues as a member of the Conseil de l'Entente.
 

It is taken for granted, of course, that each of the sovereign Entente
 

States cossesses the inher-nt right to make this choice as it sees fit.
 

Presumably the choice is influenced, at least to some extent, by the
 

demonstrated capacity and success of their nationals, as successful
 

private entrepreneurs, increasingly to replace expatriate practitioners
 

or private enterprise, and thus to "Africanize" their economic and com

mercial activities. (This reflects one expected result as seen from the
 

context of the recipient countries.) 

The importance of the program's concept and objectives thus has changed 

considerably since the program was conceived and initiated, principally 

because the African environment in which the program operates has itself
 

changed significantly, and particularly rapidly in the last year or so. 

The prospects of continued rapid changes in Africa, affecting election 

or rejection of the program's basic concept and tenets, emphasizes the
 

increasing importance of a successful demonstration of the validity of 

those tenets. 
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V. 	 EVALUATION CHARACTERISTICS 

A. 	Approach and scope
 

This evaluation is required to 
"make recommendations with respect to:
 
(a) improvements in the implementation of the project as currently


structured, 

(b) whether additional donor assistance should be made available, 
and, 

(c) if donor assistance is recommended, the nature and scooe of such
assistance." (1) 

The 	approach is that of the "zero budget" evaluation. 
It 	assesses 
the
 
effectiveness of the program's entire cost and effectiveness, rather than
 
merely the desirable additions to or subtractions from the existing pro
gram costs and methods. 
This has induced consideration of some broader
 

characteristics and factors.
 

A critically important factor in the execution and effectiveness of such
 
a program, no matter how well it may have been conceived in the abstract,
 
is the cultural and historical environment within which it seeks to attain
 
its obJectives. 
What 	will work well in one country may fail abysmally in
 
another  because the methods employed run afoul of deeply perceived and
 
firmly held precepts which are the result of historical precedents and/or
 
the existing stage of cultural, religious, social, political or economic
 
(1) Article I, paragraph F of REDSO/WA contract No.
t-his 	presentation is oremaz-ed. 

78-149, under which
For 	complete "Scope of work" see
Appendix
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factors. The five States under review differ significantly in these
 

respects from one another and, indeed, within the individual countries.
 

The heritage of the colonial era, overlaid upon a previous tribal and
 

religious competition dating back over some centuries, has left indelible
 

and enduring characteristics in the existing environment of the program.
 

To ignore these characteristics is to operate blindfolded, with consecuent
 

(and apparently inexplicable) failures. Accordingly, the relevant back

grounds of the five States are considered.
 

The advantages (and disadvantages) of a government conducted effort con

cerning private enterprise, as represented by this Program, likewise is
 

relevant to its degree of success. This aspect is kept in mind, though
 

not specifically evaluated; however, some tangential observations inject
 

themselves, more or less in the guise of obiter dicta.
 

The recommendations are presented in several levels, representing suc

cessively declining costs, with an assessment of the related degree of
 

effectiveness to be expected from each level. This is necessary since
 

other factors, unknown to the author, undoubtedly must be considered in
 

any final decision.
 

It is believed that, for the benefit of those charged with the responsi

bility of deciding upon the future of the Program, this wider perspective
 

will prove helpful. The objective is a program so designed and implemented
 

as to gain an acceptable level of success with the least cost and mis

applied effort.
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B. Sources
 

The presentation does not espouse the characteristics of a doctoral
 

thesis seeking to expand the horizon of existing Imowledge; instead, it
 

is designed for busy executives who must make decisions on the basis of
 

practicality, using the available information. 
It therefore eschews
 

footnotes quoting other authorities for each statement of fact. 
 The
 

authority is that of the author, based upon his thirty years of experi

ence in developing countries 
(seven of them in West Africa) and his
 

direct participation in U. S. Government assistance efforts abroad,
 

beginning with the Truman Doctrine effort in 1948, preceding the 

initiation of the presently named Agency for International Development
 

(AID). (1) 

Sources are indicated only for the purpose of providing further detail 

for readers wishing to pursue specific aspects of the evaluation in
 

which they are particularly interested.
 

The presentation of the evaluation, and its conclusions and recommenda

tions, necessarily are subjective in nature, though based upon nine
 

weeks of field work in the five countries, and three weeks of summariza

tion in the author's home office in Washington, D. C.
 

(1) The relevant experience background is outlined in Appendix J.
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C. Environment 

The time period over which the program's concept originated and its im

plementation to date has occurred cover a period of ten years, from 

January 1968 to Nuvember 1978. The relevant environment in West Africa 

has change- dramatically over that time. The Program thus has faced the 

necessity of constantly re-evaluating its relevance in this changing con

text. Previous evaluations, while responsive to the then-current conditions,
 

are no longer necessarily valid or helpful.
 

The present evaluation occurs at a strategic period in the development of
 

African affairs. Probable changes in the next few years are of such sig

nificance as to require some projection of such probable changes. Other

wise the evaluation could be valid as of the date of its presentation,
 

but not necessarily valid over the period in which future efforts would
 

be crystallized on the basis of present decisions. 
Trends therefore are
 

as imoortant as +he present static position of the Program. This requires 

a degree of prognostication, necessarily based upon subjective deductions 

and subject to error - albeit subject to greater error if a future
 

Program were to be based sc upon past 
or presently existing conditions.
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VI. EVALUATION
 

A. Perspective
 

The AID loan program which is the subject of this evaluation has become,
 

in concept, oni of the most astute U. S. Government efforts abroad. While
 

not originally so planned, the program's objectives and activities have
 

been pushed into this prominent position by a developing trend of events
 

over the decade in which the program's concept evolved and subsequently
 

was implemented. Stripped of verbiage and circumlocution, the program
 

seeks to encourage, and to demonstrate the effectiveness of, private
 

enterprise operating in a democratic framework - in contrast with govern

ment controlled enterprises operating in a Marxist milieu.
 

The geographic location of the program's operations is felicitous. The
 

five former French colonies comprising the "Council of the Entente States"
 

(Ivory Coast, Togoland, Benin, Upper Volta and Niger) are located in
 

Africa - an arena in which the two opposing ideologies presently are
 

engaged in an all-out competition for adoption of, or acquiescence to,
 

one or the other of the two competitive precepts.
 

The considerable diversity among the five Entente States, from one com

pletely committed to the Western thesis of private enterprise to one al

ready embarked upon the testing of a Marxist-oriented political structure,
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provides a wide spectrum of environments within which the program's
 

concept, objectives and methods are being tested in a real-life
 

laboratory.
 

The timing of this evaluation occurs, fortuitously, at a strategic
 

period in the evolution of African affairs. The success, or fail

ure, of this effort may well be a harbinger of trends in the
 

unfolding history of underlying ideological competition - not only
 

in Africa but also in other parts of the world where that competition
 

is accelerating.
 

In sharp contrast to this broader perspective, the evaluation begins 

by zeroing in on the concrete accomplishments of the program thus far 

the loans actually made to African entrepreneurs. These are analyzed 

by their distribution by country -ind development bank, in amount, in 

size, by successive tranches, by the age and sex of the entrepreneur, 

and by the area of activity supported. The result is compared with 

the stated objectives, to assess the extent to which those stated 

objectives have been accomplished. The evaluation then enlarges its 

scope by an analysis of the stated objectives themselves, in relation 

to the broader perspective above described. 

Reasons for the accomplishments thus far are identified, but more
 

attention is given to the factor: inhibiting a greater accomplishment,
 

not only in attaining the stated objectives but also (and probably 

more important in the lcwg run) how the basic cbjective itself may be 

attained - i.e., the development of a modern African entrepreneurial 

class.
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B, Accomplishments
 

The program has had a significant impact on a wide range of
 

activities, conducted by entrepreneurs of all ages and of'both
 

sexes. 
 The impact thus has permeated all sectors of the economy
 

and its population. Its impact on ancillary aspects is more
 

difficult to determine with any precision, but the effect undoubt

edly has materialized, certainly to the extent to which reasonable
 

expectations could require.
 

The most direct and obvious accomplishment is the emergence of
 

some hundreds of private entrepreneurs encouraged and assisted to
 

apply their efforts as entrepreneurs. A qui evident disposition 

toward private initiative is observed in all the countries, whether
 

as an inherent characteristic, or as partly the result of the pro

gram, is difficult to assess. 
But the general level of enthusiasm
 

exhibited by the program's loan clients certainly is due signifi

cantly to their awareness of a demonstrated desire by organized
 

institutions to assist them 
- as entrepreneurs. The positive
 

accomplishments thus 
are concrete and observable, in terms of the
 

basic program objective.
 

The persistent pursuit of this basic objective is a major reason
 

to assess the program as outstandingly successful. 
it has delved
 

into a complex and difficult area where the most successful methods
 

have not creviously been so thoroughly explored and tested. 
Because
 

this area 
 and its basic objective are so important, the experience
 

thus gained constitutes a highly valuable end result 
- the opportunity
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to profit from experience. in no other pragmatic way could
 

this experience be gained. In addition to demonstrating that
 

a significant body of potential entrepreneurs can be attracted,
 

assisted and confirmed in their entrepreneurial tendencies, the
 

program has provided the basic information required to re

structure it to attain an even greater measure of success in
 

creating successful entrepreneurs. Evaluations tend to emphasize
 

deficiencies, as a prelude to recommended modifications, and this
 

effort may be no exception. Hcwever, concentration on identified
 

deficiencies shculd not be allowed to detract from the obvious
 

success of t-he program, as delineated a ove.
 

A fundamental reason for the success of the program is the quite
 

evident existence of a large pool of individuals who exhibit a strong
 

propensity to engage in self-directed and risk-taking entrepreneurial
 

activities, with the inherent individualism thus demonstrated. In the 

absence of this backdrop, previous and future success would be much
 

more difficult to achieve. This strong motivation has.-been inculcated
 

in the indigeneous cult.re from a long histor-j of individual competi

tion within relatively small tribal groups - -more evident in the 

central Part of Africa than in ot-her areas of the world, where larger
 

political groupings have competed under long-continued constraints on
 

the individual, flowing from religious, cultural and other pressures 

exerted from their centers of control.
 

Anot-her reason for the prorTam's success has been the considerable
 

zeal and efforts of the Pro1ect Office perscnnel, who have onerated 

under t-he diffic"_,t conditions outlined in Section V F. A less dedi

cated effort would have reduced the prcgram's effectiveness and success. 
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C. Areas for improvement 

Areas for improvement are identified by categories in the introduc

tion to Reconmendations, in the following Section. 
Considered in
 

direct relation to the program accomplishments, presented in the
 

foregoing Sections, the 
areas are seen to be responsive to the pre

sent and potential accomplishments. 
 The success in bringing a con

siderable number of potential and existing entrepreneurs within the 

scope of the program argues strongly for its continuance, as indicat

ed subsequently, but with structural improvements that will shift 

the center of program activities from the Project Office to the
 

"point-of-contact" with the entrepreneurs, where the program's avail

abilities can be more effectively promoted, and where individual atten

tion can be devoted to the entrepreneurs taken on as clients. 

This structural modification brings in its train a modification of the 

Project Office organization and activities, together with the "Country
 

Representative" concept. 
This would permit, among other results, a
 

somewhat closer control over the continuing use of program funds, so 

that they are directed as 
closely as possible to the basic objective.
 

Institution building is 
a directly related area of improvement, for
 

the program's long-range and ultimate effect.
 

The greater emphasis on non-financial as 
compared with loan assistance
 

is another area 
identified for improvement.
 

Expansion of this subject is contained in Section VII, below.
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D. Sumary
 

Evaluation of the program results in the conclusion that it is
 

eminently successful in terms of the selection of its highly rele

vant objective, and outstandingly successful in serving as a real

life laboratory in developing the organization, methods and activities
 

required for success in that objective. Considered in terms of the
 

number of entrepreneurs it has brought within the class of success

ful entrepreneurs, it has acquitted itself well, and has served the
 

related objective with quite adequate results. Ancillary1 effects,
 

not considered for the most part as the true determinants of the
 

success of the program in achieving its basic objective, are judged
 

to be all that could reasonably be expected in such diverse areas.
 

It is believed that the program therefore should be included among
 

the more successful AID programs, and merits stronq support for its
 

continuation.
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VII.-RECO 'LMNDAT IONS
 

A. 
Areas covered
 

Recommendations cover the following major subjects: 

Structural inadequacies 
- This area constitutes the largest single factor
 
limiting the program's effectiveness. 
 Events subsequent to establishment of 
the initial project structure, and the experience gained over the past three 
years, permit morea effective structure to be identified. 

Closer control over use of AID funds 
- Procedures and methods for closer 
control over utilization of the AID funds provided for the program is con
sidered second in importance. Specific methods to obtain this improved
 

control are proposed.
 

Improved ProlectOfficeoranization and oerational facilities 
- Third in
 
importance is the organization of, and facilities available to, the Pro
gram's Project Office in the Conseil de l'Entente. 
While this is an aspect

relevant to structure, the organization and proposed facilities provided
 
to 
it can significantly affect the benefi-s obtained from a given Program
 
input-cost, in terms of objective attain.ent.
 

More emphasison non-inancial assisance - Experience with and results of 
the Program thus far shed considerable light on the relative importance of
 
money and know-how, for a fledgling entrepreneur to be successful.
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cost/benefit approach results in placing considerable emphasis on a oro

posed rebalancing of the two categories of assistance.
 

More institution building efforts - The desirability of continuance of the
 

Program and its objectives, after AID assistance ceases, induces recommenda

tions designed to shift responsibility for program operations from AID sup

ported to indigeneous personnel.
 

Continue the Proaram - The program results obtained thus far, and the
 

experience gained in the methods for attaining a highly valuable objective,
 

leads to a strong recommendation to continue the Program, as revised under
 

these recommendations.
 

Use of project as laboratory prototoe - As indicated previously, the 

Program's objective has become increasingly relevant in the existing com

petition between two opposing methods of organizing human endeavor. Several 

ccnverging trends emphasize the value of, and necessity for, persistence in 

evolving an effective way to demonstrate the advantages of private initiative 

operating in a free society. This program's status and experience provide a 

serendipitous opportunity to proceed with that demonstraticn, without 

having to start from scratch again, in othez programs with the same ob

jective. In the final analysis, this opportunity is one of the basic 

reasons for continuing the program. 
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B. 
Relations with and participation of the foca. agencies
 

The Conseil de l'Entente is the critical factor in the program structure,

and the only institution capable of carrying on 
the Program's objectives

after AID assiztance ends. 
 Therefore 
-. should be adopted as the recipient
of "institution building" assistance, 
as described below under that heading.

Thus far institution building efforts in the Program have been tenuous, at
best, or 
(by implication) addressed to the development banks. 
 Africaniza
tion of the personnel of the Project Office is a sin-qua-non for the institution building effort. 
This objective should be included in the agreement
with the Conseil, together with its contribution of a "permanent" African
 
counterpart for each AID financed individual in the Project Office. 
A
required function of each of the latter would be to train his counter
part to 
take over his function, before the end of the then-current AID
Program. 
This training activity would be expected to occupy a significant

portion of the time and effort of the AID financed staff member.
 

Built-in requirements for quarterly reporting on the Program's progress,
status and prospects should be included in the agreement with the Conseil.
 
While these reports would be prepared by the Project Office, they would
 
be submitted to AID/WA formally by the Conseil.
 

The reports should cover, inter alia:
 
1. 
List of loans made during quarter, by country and by development bank, showing for each loan:
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- Name 

- Address 

- Type 	of activity 

- Loan - amount
 
- maturity
 
- interest rate
 

2. 	Record of contacts with loan recipients made by Project Office
 
Personnel and its Country Representatives, showing:
 

- Loan 	 recipient (by number) 

- Dates of contacts
 

- By whom made
 

- Whether report 	of contact results is available in 
Project Office files
 

3. 	 Progress of counterpart training showing, for each counterpart: 

- Counterpart and AID-financed staff member responsible for 

training 

- Areas of training conducted during the quarter 

- Status of counterpart's capacity (in whole in part)or to 
assume 	 responsiblities of his trainer 

An annual presentation of the Con:eil's budget for required support of t-he 

Program should be required to be submitted to REDSO/WA, as well as semi

annual reports on budget realization. This should cover not only the
 

Conseil's agreed support of costs of the Program, but also its budget (and
 

realization) for the Africanization of the Project Office.
 

Wit-h presentation of the annual budget should be presented the Conseil's
 

views on the prospects for support of the Program over a five year period
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in the future, together with its indication of potential attainments of
 

Program results over this period.
 

The Conseil's efforts in Africanization of the Project Office should be
 
supported by AID plans (and budget) for training for one year (in the U.S.)
 
of the counterpart selected (and committed to) assuming the functions of
 
Project Office Director. 
Such training should be afforded on the basis of
 
agreements, by the 
trainee and by the Conseil, for the trainee to continue
 
as Project Office Director for a period of at least three years following
 

completion of the U.S. training.
 

Such training should include:
 

1. 
A period of intensive study of English (especially conversation);
 
2. Three months of training in projects loar applications preparationand analysis (preferably in one of the World Bank'ssessions, or alternatively training

with a cooperating U.S. Commercial bank); 
3. Three months in business administration (preferably in one of theshort courses offered by U.S. Universities for middle-echelon
 

Managers);
 

4. 
One month in familiarization of U.S. office equipment, from typewriters and filing equipment to calculators and computer types
(preferably by visits to office equipment manufacturers' sales
departments); 

5. Two months of familiarizaticn with U.S. factory production equipment, tcgether with accumulation of five sets of equipment catalogs, specifications and prices, to take back to the Project
Office, with one set provided to each of the five country

representatives. 
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Direct telex communication between the Project Office and its Countr-I
 

Representatives is a critical factor in reducing the need, cost and delays
 

inherent in Project Office staff members' travel to the several countries 

to contact, assist and follow-up loan clients. This can utilize the Conseil's
 

present telex installation (preferably with arrangements for immediate tele

phoned/messenger delivery to the Project Office Administrative Officer, and
 

comparable arrangements for outgoing telex messages from tihe Project Office 

to its Country Representatives. Each Country Representative (except the 

one located in Abidjan) should be provided with a telex communication facility 

for sending or receiving telexes to the Project Office. This can be a con

tracted arrangement with the development bank, promotion center or other 

local institution having a telex installation.
 

Africanization of t-he Project Oftfice personnel should be initiated by pro

vision (if not already provided) of two typists, a librarian (possibly as a 

counterpart to a librarian already on the Project Office staff, provided by 

aid-donors other than AID) and two filing clerks, to be attached to and
 

trained by the Project Office Administrative Officer.
 

Some of these requirements for support of the Project Office, by the Conseil 

may appear to be too minor to merit inclusion in the agreement with the 

Conseil. However, ex.erience has demonstrated that certain of these detailed 

requirements, if left to generalities, are not adequately implemented, the 
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result being that expensive AID-financed staff members are forced to reduce
 
their level of activity to much lower echelon activities, with a significant
 
decrease in their effectiveness on the job for which they are being compen

sated.
 

Development Banks 
- For reasons indicated in the text, the Program structure
 
should be revised in relation to the Development Banks (DB's) to:
 

1. 	Maintain the DB's participation as a conduit for channeling loan
funds to recipients, and assuming risk thereon.
 
2. Eliminate presently required DB approval of and arrangements
for Project Office personnel to contact loan recipients directly,
after loan is approved.
 

3. 	Require analysis of loan applications, before formal presentation
to DB's, by a Country Loan Committee in which are representatives

of:
 

- The Development Bank
 

- The Promotion Center
 

-
The 	Program Office's Country Representative
 

4. 
Continue required utilization of loan repayments (re-flow) up to 
a
calendar date set five years after the date of agreement with the

DB. 

5. 
Require access to DB's individual loan records, for Project Office
audit of utilization of loan funds, until loan is repaid.
 

These recommended changes are rer-uired to avoid the present difficulties of
 
the Project Office personnel in contacting loan recipients, to 
assist them
 
in making a success of their projects, to permit the promotion centers and
 
Project Office personnel to assist loan applicants to prepare and present
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their loan applications, and to offer comments on desirability of financing
 

the Entrepreneur's project, before the DB acts officially on the loan aP

plication.
 

The DB will, of course, continue to exercise its independent judgment on 

whether to approve or reject the loan application.
 

T.his should permit desirable applicants, who would not other-wise be con

sidered by the DD's, to be brought to 
their attention.
 

It also would provide a grass-roots screening of loan applications, against
 

the specified requirements for an "African" entrepreneur, for the source of 
proposed purchase of equipment, and for potential success (and objectives
 

attainment) of the Program, 
It also would provide the Project Office
 

Countr Representative with the initial record of a new "client" to be added
 

to his portfolio of loan recipients, for assistance and follow-up.
 

Promotion Centers 
(PC's) 
- As indicated in the text, the Promotion Centers
 

are now evolving into bona-fide organizations having a function uniquely
 

adapted and relevant to this program's objectives and effectiveness. With 
the assistance they are beginning to receive from other aid-donors they 

have good prospects of improving, despite their other past deficiencies.
 

Therefore, they should be incorporated as an integral part of the Program
 

through Agreements with them by the Conseil 
(or alternatively, or in addition,
 

by AID direct) under the following recommendations.
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A Promotion Center representative should be designated to participate in the
 
Loan Committee established in each country to ccnsider African entrepreneur
 
loan applications, together with the development bank representative and the
 

Project Office's Countz- Representative.
 

The PC should provide a staff member as a trainee counterpart for the Pro
ject Office's Countzy Representative, for activities and "raining as out
lined below under "Project Office Country Representatives."
 

Two percent of the proceeds of each loan 
to 
a client of the Program should
 
be paid directly by the Development Bank to 
the Promotion Center, as compensa
tion for its activities in the Program, and to impress upon the loan recipient
 
that he 
(or she) is paying for continued assistance, and should therefore
 

seek and receive it.
 

Commercial Banks 
- The commercial banks have been excluded from the existing
 
Program structure, despite the fact that they comprise the ultimate target 
-

for the Program's clients to be able 
to become valid borrowers from commercial
 
banks. 
 The latter should therefore be included in the Program structure, in
 
order that the objective (Commercial bank loans to project clients) may be
 
more 
immediately encouraged. 
This will require incentives to the commercial
 
banks  at least as attractive as 
those presently offered to the Development
 

Banks.
 

The commercial banks' disincentives 
are the same as 
those of the development
 
banks, i.e., overhead cost of small loans, and risk inherent in loans to 
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relatively new enterprises. 
However, any significant subsidies to the 
com
mercial banks to induce their loans to Project clients would erode the
 

essential objective 
-
i.e., preparing the client for unassisted existence
 

in the commercial bank-borrowing-cu-industry-competition 

environment in
 

which he must continue to exist on his own efforts and capabilities.
 

One way to reduce the commercial banks' aversion to making small loans is
 
to facilitate and improve the loan application. Presumably the applicant 
already has had this type of assistance during his initial loan application
 

for the Conseil's Project Office loan. However, the commercial banks' re
quirements in 
 a loan application, if not already known, could be ascertained 

and incorporated in loanthe application. The adequac, of the resulting 
application should be, at least, the equivalent of those presented by other
 

loan applicants 
to the commercial bank. 
 In addition, the financial record
 
of the loan applicant, incorporated in the application, might well be superior 
to the comparable data provided by the run-of-the-mill applicants of the 

commercial bank.
 

Another way to meet the commercial banks' aversion to the overhead required
 
on small loans is to provide some of the activities and functions other-wise
 

recuired of the commercial bank's staff. This becould combined with the 
desirability of continued Project Office 
fol.ow-up of its clients, in the
 

eff:ort to themsee "graduate" from the Program. 

This incentive f trhe commercial bank could be provided through an agree
ment, by the Conseil with the commercial bank, that all "certified" borrowers 
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from the bank would be assisted, followed-up and reported upon to the
 

commercial bank. In addition to the continuing range of other contacts and
 

assistance to the client by the Country Representative would be the re

quirement to report to 
the bank (at least once each quarter) on the borrower's
 

progress, status, problems and prospects. While this provides no assurance
 

to the bank that the loan would be repaid, it at least reduces the bank's
 

overhead cost in following up the loan, and this is a major cause of com

mercial banks' reluctance to take on small borrowers.
 

Here the Project Office Country Representative becomes the critical ingred

ient.
 

in addition, this commercial bank coordination would provide the "capping"
 

of the Program's ultimate objective: the evolution of an African entrepreneul
 

capable of obtaining financial support from normal commercial channels in
 

the normal milieu in which an entrepreneur must exist.
 

An indirect "fall-out" from this arrangement would be an awareness of, and
 

sensitivety to, the prospects of the applicant for an initial loan from
 

the Project - whether the applicant has prospects of ultimately becoming
 

a successful comercial bank borrower. 
This implied discipline would in
 

itself tend to discourage loan application approvals for entrepreneurs with
 

only small prospects of developing into a larger (and profitable) enterprise.
 

Finding an amenable commercial bank to enter into this kind of agreement with
 

the Conseil may not be easy. 
 Appeals to public spirited commercial banks
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should be relied upon to a minimum extent. It may be necessary to seek a 

commercial bank whose management looks ahead, to the prospect of growing 

with the growth of small indigeneous borrowers. The founder of the largest 

U.S. bank, Mr. Ganinni of the Bank of America, successfully adopted this
 

policy early in his career, with demonstrated good results.
 

C. Coordination with other donor agencies
 

Increasing instances of other donor agency assistance to the elements and
 

objectives of this program present both an opportunity for and a potential
 

inhibition to the Program's effectiveness.
 

Other donor assistance to the Conseil, the development banks and the pro

motion centers and to the clients themselves, risks being at cross-our-oses
 

with this program - not by intention or design, but merely because the methods
 

and procedures for implementing their programs may, in their multiplicity
 

and unique requirements, ensnarl t-he recipients in a plethora of unique 

and var,-ing requirements and criteria for such assistance. 
This could 

have the result that (and may already have reached the point at which) the 

recipients consider selecting one alternative donor to the exclusion of 

another. For the good of the Program objective, this should be avoided. 

This factor is especially important with the scope of recommendations here 

presented, as they will entail more proceduzes, commitments and reporting 

procedures by the recipient institutions, par-ticularly t-he development
 

banks and promotion centers. It is incumbent upon the Program Cffice,
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therefore, to become aware of the situation - forriot only the other reasons 
pointed out below - but a-so so that the accumulated experience with this 
Project can contribute to an amelioration of the attendant disadvantages
 

when considering the Program as a prototype for ot-her applications. 

Conversely, tie opportunity exists for improved effectiveness of the Program,
 
in pursuing its objectives on a cost-benefit approach, to know where other 
donor agencies are providing a needed assistance, and where there is 
a gap.
 
Lastly, the existence of other aid donor agencies, with either the same or
 
similar objectives 
 (or with opposed objectives) is a highly relevant aspect
 
of the overall Program objective, the evolution 
of a body of successful prac

titioners of private enterprise in a free society.
 

The recommended action consists of two elements: 
 contacts and coordination
 
with ot-her such similarly oriented aid donor agencies at the lccal.operating
 

level, and a comparable effort between the headquarters of such donors.
 

The local level donor agency contacts should abe prescribed function of the 
Project Office Director. 
This would require the evolution of coordinating
 

contacts with, inter alia, the local operations of the World Bank 
(including
 

its International Finance Corporation), 
the U.N. agencies, the Development
 

Bank of West Africa, and the Peace Corts of the U.S. 
(and similar operations
 
of other countries). 
 Other relevant agencies may be discovered by 
an alert
 
Project Office Director. Some passing mention was made, during travel in
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Niger, of a U.S. based "Partners in Productivity" activity, assisting
 

entrepreneurs in the hinterland, about which no effective information was
 

available in the Project Office.)
 

There appears to be a reluctance (or even aversion), on the part of local 

personnel of the aid donor agencies, to "consort" with other comparable
 

agencies. Diplomacy may 
serve to bridge the existing chasm between them.
 

Alternatively the second recommendation might serve.
 

The second recommendation is the establishment of effective formal contacts 

between the home offices of such aid donor institutions. While this exists
 

in some instances (e.g., between AID and the World Bank), 
it is at such a
 

rarefied level as to be limited to global policies and planning, of little
 

effect at the local operating level. Adoption,at the upper level, of a
 

policy to encourage their respective local agencies to maintain meaningful
 

contacts with each other could be effective at the level where cooperation
 

and coordination are relevant.
 

The result should be an annual report by the Project Office, describing 

such similar-objective agencies, their related programs, and how cooperation
 

bet-ween them can be mutually effective.
 

A specifc recommendation is made: 
 That AID/W contact the Canadian Aid
 

donor agency which, through their Ar. Bergeron, has just completed a survey
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of this program's activities, with the potential result cf their institution
 

of a Canadian Program having the same objective.
 

It was agreed with Mr. Bergeron that both his survey report, and this report,
 

would recommend that copies of the two reports be exchanged between AID/W
 

and the Canadian Agency concerned so 
that each might profit from the
 

other' s evaluation. 

This recommendation is here specifically made. (U) 

D. Closer control over use of loan funds 

Progress of the Program in accomplishment of its objective depends in some
 

significant measure upon the limited AID assistance being concentrated con

cisely on 
the objective target (with some reemphasis among the target area,
 

as indicated later). 
 This is the essential purpose of these recommendations 

for closer control to be exercised by the Project Office itself, for the 

benefit of the Conseil's present and future effective conduct of the Pro

gram. The experience thus gained by the Conseil should improve its own
 

capability (internal control 
 in other of its programs and activities) in
 

which the Project Office Director's counterpart will have been trained.
 

Not incidentally, continuing audit results will ser-ie as 
a feed-back for
 

assessinqthe results of continuing changes or modification of the methods
 

(1) The responsible individual to contact is Mr. Guy Salesse, Manager for
French Africa, Canadian International Development Agency, 2C0 
Main

Street, Hull, Quebec '!IA064, Telephone (603) 997-6263.
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adopted to improve the objective attainment. This aspect requires audit
 

results to be transmitted to AID's REDSO/WA.
 

The project agreements are designed to accomplish the objective with the 

least inhibition of innovative, or self-generated ideas and policies by the
 

Conseil. Correlation of audit results with temporary modifications permitted
 

in the agreement provisions could permit gradual relaxation of agreement re

quirements, to the end that the Program could become more and more an inde

pendent and self-controlled Conseil Program, by the time the Agreements 

expire. 

Compliance with certai, Agreement requirements is necessary, on the assump

tion that the Agreements were properly and constructively drawn. These
 

include compliance with requirements for the definition of African Entre

preneurs, the area of borrower's activity, and purchase of equipment from 

specified source countries. 

Status of the loan repayment reflow funds is an essential measure of in

centives to both the Conseil and the development banks.
 

Lastly, the ultimate disbursement of the loan funds for purposes for which 

the loan was approved is necessary both to protect the development banks 

against increased loan-risk from deflection of the funds to less productive 

purposes, and to assure that the borrower is making the best use of financial 
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resources, not only to improve chances of his ultimate success, but also as
 

a discipline enhancing his demonstrated trustworthiness when he ultimately
 

approaches a commercial bank for a loan.
 

The audit procedure and report needs to be a middle ground between a theoreti

cally perfect audit, and the time and cost of such an audit. 
 (Audit pro

cedures specified solely by the audit recipient tend to be too severe 
- thus
 

inherently self-defeating if the resulting cost and effort required are out
 

of proportion to the benefit obtained.) 
 Thus, the audit procedure and con

tent, within the limiting framework outlined below, theshould be result of 

continuing discussion between AID and the Conseil. 
Audit results continually
 

evidencing no need for better operational c.ntrol can and should have the
 

audit requirements lessened, by such devices as random sampling or spot
 

audits. 

The above Agreement requirements can be met by t-he Conseil's Quarterly
 

Report to REDSO/WA including an audit appendix in which the new loans are 

listed, showing for each:
 

1. Percent of ownership by the African Entrepreneur(s) of the 
entity receiving the loan
 

2. 
The area of Project activity, by a more precise coding, such
 
as 
that outlined in the tables presented previously showing

"Activities supported" (Section I E) 

3. Count-, source and amount )f order placed for equipment. 

Ultimate disbursement of the loan funds by the borrower can be shown by 

including:
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4. 	Loan disbursement allocations, by percentage according to a
 
simplified coding system.
 

The 	status of loan repayment (reflow) funds is more difficult, but also more
 

important to the Conseil. 
 It requires a quarterly report by the development
 

ba.-ks on loan repayments, by loan number an" amount. This should also assist
 

the development bank by showing the loan repayment performance of Program
 

loans, in comparison with its other loan repayments record. The additional 

assistance and follow-up applied to Program loan recipients should permit
 

the 	development bank to know its degree of risk-assumption in Program loans, 

and 	serve as a measure of the effectiveness of its own follow-up procedures.
 

A relatively simple part of the quarterly report content would be the Conseil's
 

record of loan funds disbursed versus non-financial assistance costs, divided
 

into Conseil supported costs and AID supported costs.
 

These include purchase of equipment, personnel costs, and overhead services 

provided to the Project Office, e.g., rent, lights, telex, etc. 

The 	Conseil's contributior should identify that part of its cost due to its
 

program of Africanization of the Project personnel.
 

Collection and summary of the audit data on clients will depend critically
 

on the Project Office's Country Representatives. Most of the remaining data
 

will come from the Project Office Administrative Officer, which highlights
 

the importance of this position in th, organization chart of the Project
 

Office, as referred to in the relevant later section.
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E. Re-emphasis in scope of program 

The principle here involved is concentration of the available (limited)
 
funds and effort on a sufficiently emphasized (reduced) area to insure
 
significant results on the most important of the target areas 
- and on those
 
most susceptible to Program efforts.
 

Theoretically, the scope should be as wide as possible, so as not to exclude
 
aspiring entrepreneurs in a category of activity justifiable on other
 
grounds. 
 In practice, this is not desirable, if the objective is demon
strated success by African Entrepreneurs so assisted. 
Otherwise, the Pro
gram risks being categorized as an AID public relations effort, rather than
 
as 
a serious effort to attain the program's specific objective.
 

The selection of loan activity areas to emphasize is based on the factors:
 
-
Needed servics and products in the country's current stage of
development, which are
 

- Within the capability of an appreciable number of African
Entrepreneurs to provide, and
 

- Which result in the most favorable cost/benefit ratio for
the Program. 

The provision of services, rat-her than products, is high in t-he 
list. This
 

includes, for example:
 

- Repair and maintenance of vehicles, mocorcycles and bicycles, in
cluding:
 

- tire repair
 

- batterz charging 
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- motor tuning 

- damaged body and frame repair
 

- Plumbing installation maintenance
 

- Electrical installation maintenance
 

- Radio and TV repair
 

- Personal services:
 

- Laundries
 

- Beauty parlors
 

- Tailoring
 

- Shoe repair
 

Next in importance is the production of relatively simple products for
 

local markets. This eschews production of more complicated products which 

tend to require production machiner-y with capacities beyond the country's 

domestic demand. 

These include, for example: 

- Clothing manufacture 

- Simple house construction 

- Food processing preparation and/or packaging, principally of
 
domestic raw materials.
 

- Machine s.1op production of simple spares (Parts for vehicles,
motorcycles and bicycles, as well as special jobs contracted 
for other spare parts.) 

.Alsoincluded would be agri-industrvY projects, servicing local farm pro

duction. Examples are husking (decorticating), gri.nding, dr-ing, storage, 
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cold storage, fumigating and transport.
 

Contra should be a reduced emphasis on (or practical elimination of):
 

- Farm production
 

- Trading/Commerce (the simple purchase and resale of the same pro
ducts 
- unless organized as a grocery store or super-market
 
operation)
 

- Tourism
 

Farm operations have not yet reached the point at which the average farmer 

is in the money economy, and produces on a relatively iarge scale requiring
 

more than simple farm equipment which requires loans 
to finance. This area
 

reqaires government support, and rathe massive seasonal loans, which are 

beyond the purview of this Program. Supporting food production, and rural
 

development, and seeking to minimize the rural-urban migration, are excellent
 

objectives  but for other programs which zero-in on those objectives. But
 

to 
load down and divert this program to those objectives is unwise; it merely
 

dilutes the effort applied to this program's specific objective. The cost/
 

benefit ratio for the program can be quite adversely affected.
 

Trading is a centuries-old profession, in which little can be taught to the
 

individual traders, most of which training and financial support comes 
from
 

parent-practitioners. These principals (many of whom are women) could
 

probably teach the Project Office personnel, rather than vice-versa. They
 

need only short term working capital loans. In the end they are ot much
 

helped (or improved as traders) by program loans. 
 (See the Section on "Women".)
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"Tourism" is well beyond the practical limits of the program's capabilities.
 

Essentially, this area means hotel construction and management, an area of
 

expertise well beyond the present limits of almost all existing or potential
 

African Entrepreneurs. (The one "Hotel" visited, where one day and night
 

was spent as 
a client in the hotel, could not by any stretch of imagination
 

be classified as a "tourist" hotel.) Later, this area could come within
 

t1he scope of African Entrepreneurs, but not now, if any consideration is
 

given to a "cost/benefit" approach.
 

These areas for desired emphasis and de-emphasis come into focus at the
 

level of the Project Office Country Representative, in his activities in
 

promoting the program to potential entrepreneurs, and in the "Loan Committee"
 

discussions.
 

F. Imuroved Project Office organization and operational facilities
 

This area of recommendations implies practically a re-organization and re

orientation of the Project Office, to the end that it can operate more
 

easily and more effectively. Present limitations inherent in the Program
 

as now supported cause a very significant reduction in potential overall
 

results. These obstacles and problems in effective operation are not readily
 

realized by distant determiners of Program organization. For example, an
 

exhorbitant amount of time, effort and expense are wasted because of the
 

difficulties of travel and communidations between the Project Office in
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Abidjan and the loci of operations in Cotonou, Lome, Ouagadougou and Niampy.
 

This is not unique for a program in a less developed area of the world.
 

Practical solutions should be applied, for the benefit of the program
 

especially, and as 
an example for other program concept applications
 

considered strictly on a cost/benefit basis. Therefore, serious attention
 

is invited to this area of recommendations.
 

The organization and equipping of the Project Office should be revised in
 

major aspects. 
The importance of this effort suggests the desirability of
 

a short-term AID financing consultant to assist in determining the details
 

of the proposals here made, and to estimate the costs. 
Such a survey of
 

practical field operations efficiency could be valuable to AID/W in assessing
 

and providing relevant improvements in other of its aid programs in less
 

developed areas.
 

An organization chart designating functions, and simple job descriptions, of
 

the local personnel, should be prepared. 
These should include at least the
 

Project Office Director, Administrative Officer, Librarian, and the several
 

Advisors in the areas where special expertise is required. If a trade-off
 

is required, more relative emphasis should be placed on administrative office
 

oc erations and less on added advisors in individual fields of ex.ertise. The
 

results from this re-emphasis on operating efficiency can increase the
 

prospects for success of the Program.
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The level of expert advisors tends to be above the level of expertise
 

required by the average African entrepreneur, and the level of prcgram
 

operations and control tends to be below the level required. 
This ob

servation is based on a close evaluation of this Program's effectiveness,
 

buttressed by previous experience with similar programs' effectiveness in
 

less developed areas.
 

The survey above proposed should include an outline of basic procedures
 

required by the Project Office, based upon the profiting from its own pre

vious experience. These procedures should include the audit operations,
 

reporting functions and client visits scheduling and reporting systems.
 

Proper equipment also is badly needed, and can do much to assist the Conseil
 

and Project Office to learn to use modern methods of operations. This
 

equipment should include modern typewriters, filing equipment, transportation
 

equipment and communication facilities (all of U.S. manufacture). Transport
 

should include a jeep for each Country Representative.
 

Communication equipment should include readily available telex communications 

between the Project Offie and the outlying Country Representatives. While 

apparently costly, this facil-.ty can be one of the biggest cost-reduction 

efforts available. The cost of air travel to the outlying areas is several 

times that applicable in the U.S. 
 In addition the lack of air-travel
 

capacity, and prevalent over-booking by air-lines, results in the necessity
 

72
 



of booking air travel for tenfrom days to two weeks in advance, with no 
assurance that willone not be "bumped" from a confirmed seat reservation. 

Schedules are not daily, normally only two or three times per week. To
 
make one round trip to the 
 four out-lying capitals, with at least three days 
in each, takes about three weeks and costs, with hotel room, about $1,000
 

(equivalent to 30 telex messages).
 

Once arrived at destination, hotel reservations present an equal waste of
 
time and energy. Firm reservations (difficult to acquire by telex, almost
 

impossible to 
obtain by telephone) usually can be obtained only for dates
 
two weeks in advance. 
 Confirmed reservations, again, are sometimes "mis

placed" or otherwise unavailable and competing hotels, also "sold-out",
 

provide no back-stop. 
 Ultimate reliance sometimes has to be placed on
 
friends (or even casual acquaintances) to provide lodgLngs for the night. 

Hotel costs range up to $40.00 equivalent per night.
 

These details are presented in order to give the reader a "feel" for the
 
cost, 
 loss of time, and effort expended merely for the purpose of contacting 
Program loan clients who are being assisted and followed up by the Project
 

Office. The proposal for Country Representatives and communications facilitie! 
can increase the cost-effectiveness of the Program operations by a quite
 

significant amount. 

The essential and critical factor in increasing the Program's demonstrated 
success is the Project Office's Count_-I Representative in each of the Entente
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Countries. The Country Representative should have his own office, probably
 

combined with his I.iving quarters, equipped with telephone, typewriter and
 

basic filing equipment and supplies, and have his own self-driven jeep. The
 

office should not be either in the development bank or the promotion center
 

as these two (competing) organizations could not then be treated in a
 

manner deduced to be neutral. With his counterpart supplied by the pro

motion center, as 
indicated under that heading, the Country Representative
 

becomes the local operations activator in his country, for the entire gamut
 

of Program activities. He will be thoroughly and responsibly occupied, with
 

assigned functions as below outlined.
 

Functions and responsibilities of the Country Representative should encompass
 

the following:
 

1. 	Advertising (promoting) the availability of the Program's
 
opportunities, and finding (screening) potential African
 
entrepreneurs who c'iuid become good borrowers and successful
 
Program clients
 

2. 	Assistance to the potential client in preparing (or preparing

for him) his loan application and supporting data. (In this,
 
ne would work with the Promotion Center through his counterpart,
 
whom he trains specifically in this function
 

3. 	Participation in the "Lodn Committee" which (including a repre
sentative also from the development bank and the promotion center)

discusses and evaluates the loan application, before it is sub
mitted to the develocment bank for decision
 

4. 	Maintaining a complete file record of all loans subsequently
 
approved lzy the development bank, as well as a file on those
 
disapproved (together with the reason for disapproval). This
 
file subsequently should contain records of the client's
 
operations, planning, equipment purchase and visits.
 

74
 



5. 
After loan approval, assist the client in layout of production
equipment (if involved), selection and ordering of equipment
(with references 
to his own file of equipment catalogs)
 

6. 
Assisting in setting up simple accounting records to record income
and expense, with si=rple cost accounting methods for costing and
pricing the product or service
 

7. 	Advise and assist in ways to develop and hold the market for the
 
product or service
 

G. 
Assist in preparing rudimentary balance sheets and income statements, for eventual use 
in a later loan application to a commercial
 
bank
 

9. 
Schedule regular visits to clients at a frequency of at least once
a month; 
record such visits and observations or comments thereon,

in the client file.
 

10. 
 Prepare a weekly (mailed) summary report on his activities, accomplishments re 
the Program objective, and problems 
- either the
client's or his own. 
 Telex the Project Office a brief (coded)
message on 
the 	week's progress or problems.
 

11. 
 Prepare a one-cage quarterly report on 
the 	progress, status, problems
and 	prospects of each client. 
Attach an over-all summary of the
quarter's program accomplishments, problems and action plans for

the 	succeeding quarter.
 

12. 
 Train his counterpart on all aspects of his operations and functions,
and delegate responsibility to him for an increasing portion of his
operations, as 
rapidly as the counterpart can assume 
them; report
quarterly to the Project Office and to the promotion center on the
 
counterpart's progress.
 

This gamut of responsibilities and implied capabilities illustrates the
 
strategic place of the Country Representative in improving the effectiveness
 

of the prcgram's operation, and the ultimate degree of its success. 
 It also
 
raises the problem of finding five successful candidates for the job, as
 

discussed below.
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Minimum requirements for and capabilities of the Country Representative
 

are as follows:
 

a) Graduate level degree in Business Administration
 

b) Little or no actual experience in business
 

c) Aggressive energy and the desire to assume responsibility for a

wide ranae of the subjects he has studied, with the aptitude for
 
self-direction and initiative
 

d) French speaking
 

The first three characteristics can be found among recenz graduates of the
 

U.S. graduate schools of business administration. Despite immediate possible
 

contra-conclusions, the report author persists in the belief, supported by
 

his previous experience in recruiting Harvard Business School graduates for
 

similar functions in less developed countries, that appropriate candidates 

can be found.
 

The French speaking characteristic probably would have to be acquired in 
an
 

intensive short term training (at AID expense) in the U.S., 
and continued in
 

t1he early period of the actual assignment. 
This would be one of the incentives
 

to attract internationally minded graduates.
 

These recommendations will increase the cost of the non-financial Program
 

support. They are considered so important as 
to advise the reduction of
 

expenditure for highly qualified Project Office Advisors, if necessaryi, 
to
 

support the Country Representative recommendation.
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Very highly qualified consultants are not essential to success of the
 

Program. The level of expertise actually required is sometimes 
so far below
 

that of a highly qualified advisor that he may become frustrated, lack a real
 

challenge to his capabilities, or become disinterested, with a "what's the
 

use" syndrome. The challenge to well motivated junior level staff tends
 

to induce the opposite (and more desirable) response.
 

Very few of the projects this Program has brought into being require a
 

highly sophisticated level of expert advice. When this occurs, the Country
 

Representative can call on the Project Office advisors. 
 These should re

present and reflect, as far as possible, a broad business experience, rather
 

than high qualifications in a narrow speciality.
 

This corresponds to the assistance requirements for emerging African entre

preneurs, whose greatest need is in the basics of business, nct t-he middle
 

or upper echelons of business acumen and sophistication.
 

G. Enphasis on non-financial assistance
 

The following recommendations are based on the need for greater relative
 

emphasis on non-financial assistance to potentially successful entrepreneurs
 

in comparison with the loan assistance per se. Both are necessary, since
 

the (at least initial) desire of most potential clients is only the loan.
 

The one induces the other to become effective, or sought after (increasingly
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if demonstrated successful results follow the non-financial assistance.
 

Charging the client 2 percent of his loan amount for such assistance (as
 

recommended above) tends to increase his request for, and expectation of,
 

such assistance.
 

The major aspects of non-financial assistance have been covered under
 

previous recommendations. 
 The staff of the Project Office is a further
 

relevant aspect.
 

AID supported Project Office personnel, besides the Director, should include
 

an Administrative Officer whose functions (together with that of his counter

part) should include:
 

a) :Iaintenance of loan, reflow and other financial aspects of the
 
Program 

b) Expense and budget records of the Project Office operation 

cj Collection and filing of data, and preparation of the reports
required thereon by the Project Office, for the Conseil and for its 
submissions to AID's REDSO
 

d) Supervision and training of the Project Office staff other than
 
advisors (who would report directly to the Director). This
 
includes the Message Center and library 
as well as the typists
 
and filing clerk.
 

e) As required, serve as Director pro-tem when the Director is
 
travelling or otherwise unavailable for prompt operating decisions.
 

As the AID financed assistance is phased out, the Administrative Officer can 

succeed to the Director's functions, with an increasLngly Africanized staff 

conducting Prcject operations as it approaches the point of independent 

operation as an on-'oing institution. 
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H. Institution building efforts
 

Thus far the Program's efforts have been so concentrated on daily operations
 

(in the face of the operating obstacles introduced by the existing Program
 

structure and the dissipation of time and effort in its operation's milieu)
 

that an insufficient amount of effort has been available to apply to building 

an institutional structure that can continue to acquit itself well after AID
 

donor activities are phased out.
 

Institution building activities are an integral part of the foregoing
 

recommendations. In summary they are:
 

a) Explicit adoption of the Conseil as 
the recipient of assistance
 
through institution building activities,
 

b) Explicit adoption of the promotion centers as adjuncts to the
 
Conseil institution building process,
 

c) Emphasis on Africanization of the Project Office staff, at all
 
levels, on an agreed target time schedule,
 

d) One year of training in tie U.S. 
for the selected African Dizxctor
 
of the Project Office,
 

e) Monitoring and assisting the Country Representatives in the trainingof counterparts seconded them byto the promotion centers. 

Although the primary objective of the program is to encourage and assist
 

potential African entrepreneurs now, the long-term results 
 from expenditure 

of a given quantity of money and effort will be greater if an on-going
 

institutional entity continues independently in the future.
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An acid test of the Program's success would be an audit of the extent of 

African entrepreneurship in existence a decade after the AID sponsorship has
 

been completely phased out. The possibility of a favorable result to such 

a presumed audit is the long-term objective of the program. Thus no 

particular emphasis on the desirability of institutional building efforts 

would appear necessary, which is assumed a priori. 

I. Continuation of orogram support
 

Implicit in the recommendations, and here explicit, is the strong recom

meandation to continue the program.
 

The reasonably successful results thus far, in the face of serious inhibi

tions resulting from strictural inadequacies built into the original program
 

concept as incorporated in the loan agreements, augurs well for significantly 

increased results frcm a following phase.
 

The experience gained thus far, in a relatively new type of program en

deavor, can be capitalized upon in a continuing program. This program thus
 

far has served as a very practical laboratory in which some structures and 

techniaues have been successful, and some have been found wanting (the 

latter are t-he aspects brought into focus in the recommendations sections;
 

those not focused upon are the ones not requiring revision). 
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Evolution of the program concept and its implementation, as a prototype for
 
application in other parts of the Third World, would be helped by the
 

following recommendations.
 

The delegation, to a single AID/W officer, of responsibility for monitoring
 

this program, and preparing proposals for its appropriate application else
where. 
This would avoid the hiatus between an initial project approval and
 

the point in time, two-years later, when the program is brought under kleig
 
lights for a periodic reassessment. Continuous monitoring by one 
full time
 
staff member would bridge this gap, and permit constructive suggestions and
 

criticisms while the program can still profit therefrom. 
This kind of
 
attention and surveillance by AID/W is not practicable for all programs, and
 
not required for those in which long experience has been accumulated and
 

applied to needed improvements.
 

particular. Now increasingly 

This program is unique in a basic aspect: it is a practical program seeking 
to induce, and prove, the superior advantages of a thesis which is funda
mental to the Western World, and to the U.S. in 

challenged in worldwide trends, that thesis 
(and a realistic demonstration of
 
its advantages to Third World individuals, economies and governments), 
merits
 

a high priority, not only by AID, but also by the U.S. Congrress 
ini -Iz
 

constituents.
 

Fortunately, and serendipitously, tha emerging trenI 
:n 
 :e-Z
 

U.S. Congress and citizens is "oward gre-ater 
r, 1z~:;- 5f the L-' rtanc 
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of maintaining the thrust of the individual enterprise concept, operating
 

in a free society. 
It is believed that this program's objective, refined and
 

improved in successive applications, would find increasing acceptance by
 

those whose conclusions determine the extent and kind of AID programs most
 

desirable for increased support and funding.
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vrIi. 
 LEVELS AND SOURCES OF PROGRAM SUPPORT
 

A. Costs
 

Support of the program at the level indicated by adoption of all the re
commendations would increase the non-loan costs considerably, both for AID
 

and for the Conseil.
 

For AID the major cost items would be:
 

A-i. 
 Project Office Director
 

A-2. Project Office expert consultants
 

A-3. Project Office Administrative Officer
 

A-4. Country Representatives
 

A-5. 
 Training in U.S. of Project Office Director's permanent counterpazt
 

A-6. Project Office equipment and maintenance
 

A-7. Vehicles for Countr
z Representatives
 

For the Conseil the major cost items would be:
 

C-i. Project Office personnel counterparts 

C-2. 
 Support costs for Project Office expert consultants
 

C-3. 
 Project Office clerical personnel, including chauffeur
 

C-4. 
Project Office space costs including utilities and supplies
 

C-5. Project Office vehicle and maintenance
 

C-6. 
Project Office and Country Representative telex and telephone

facilities 

C-7. 
 Local travel costs of Project Office personnel
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For the promotion centers the major cost item would be the Country Represen

tative counterparts. With the allocation of 2 percent of loan proceeds to
 

the centers, no appreciable added cost is foreseen.
 

For 	the development banks, no significant added costs are foreseen.
 

B. 	Cost Priorities
 

Alternative levels of support, with declining levels of cost, involve
 

adoption of priorities among the indicated major cost items. 
 These priori

ties are recommended as follows:
 

A. 	Project Office personnel (including counterparts), other than
 
expert consultants
 

B. 	Country Representatives and their logistics support
 

C. 
Project Office equipment, maintenance and supplies
 

D. 	Project Office expert consultants.
 

This priority emphasizes the relative 
(priority) importance of:
 

1. 	Institution building in the Conseil
 

2. 
Emphasizing program operation effectiveness at the point-of
contact with client borrowers
 

3. 	Increasing the effectiveness of Project Office contact and
 
control over point-of-contact operations
 

4. 	Providing sophisticated expert advice from the Project Office
 
to client borrowers.
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C. 	AID pzogram Suport levels
 

After the following suggestions have been considered and the prospects of
 

assistance from non-AID sources have to some extent materialized, AID
 

program support might be considered at the following three levels.
 

I. 	Full support of the program, with all recommendations incorpora
ted, in a continuing program at the existing level of loan tranches
 

I. 	 Intermediate level of support, excluding most or all Project

Office consultants, but including the Project Director and
 
Administrative Officer
 

III. 
 Minimum level of support, providing only the Project Office

Director and four of the Country Representatives.
 

Level I would involve an estimated cost level of $2.5 million for non-loan
 

support, combined with a recommended $10.0 million in loans (with no
 

allocation for specific areas such as 
agricultural and rural development
 

end-uses). Total estimated cost level, $12.5 million.
 

Level II would involve an estimated cost of $2.0 million for non-loan
 

support, combined with a recommended $6.5 in loans. 
 Total, $8.5 million.
 

Level III would involve an estimated $1.0 million for non-loan suport
 

combined with $4.0 million in loans. 
Total, $5.0 million.
 

These broad areas of estimated cost, at levels of $12.5, $8.5 and $5.0
 

million are subject to significant probable variation, depending to a con

siderable extent upon AID/W's aggressiveness and success in inducing pro

gram support from other sources, as described later.
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D. Exzert Advisors
 

Trade-offs required, under this set of priorities, should be to maintain
 

the effectiveness of the point-of-contact operations, at the expense of
 

more sophisticated Project Office expert advisory services. 
 In the lowest
 

level of AID cost, all such advisors could be left to be provided by other
 

aid donors, such as France and the U.N., who now provide three such experts
 

(engineer, doctunentalist and long range planner). 
 AID might provide (be

sides the Administrative Officer, who preferably has had a broad range of
 

actual private business experience) a single advisor in business management,
 

who preferably is not a narrow-field expert, but has had considerable
 

experience in small businesses.
 

E. Country Representatives
 

This is the focal factor in moving the locus of operations from the Project
 

Office to the point-of-contact with the actual loan recipients. 
Five are
 

needed, one for each country. At a lower level, the Country Representative
 

for Ivory Coast could be substituted by one of the Project Office expert
 

advisors, but this would exclude the institution building support for the
 

Ivory Coast's promotion center, and is not advised. 
Al-ernative sources
 

for the Country Representatives are proposed under "Aid-donor cooperation."
 

For AID the source already indicated - recent graduates from U.S. graduate
 

business schools - iz proposed as an initial effort.
 

86
 



F. Aid-donor cooperation 

The recommended cooperation and coordination with other aid-donor sources
could provide (or reduce the AID cost of) some of the personnel and equip
ment proposed. 
Possibilities 
are suggested as 
follows.
 

The U.S. Peace Corps Possibly could provide some or all of the Country
Representatives. 

Other countries' similar contribution (Canada, France,
West Germany, Israel, Taiwan) might, if properly approached, be willing
to provide at least one Country Representative each. 
 (The U.S. "Partners
in Productivity,, effort should be assessed, for a possible contribution.)
 

The U.S. International Executive Service Corps (IESC) should be approached
to provide three to six months assistance to each of the Country Repre
sentatives. 

The relevant U.S. trade associations should be approached for contributed
effort, on the basis of their support for the program's ultimate objective,
"inculcating and advancing the 'private enterprise' concept abroad.", 
The
 
American Management Association is one exanole.
 

Office equipment associations might donate equipment and supplies. 
Jeeps
or equivalent vehicles 
(even including motorcycles) might be donated by
their manufacturers 
- not over-looking German and Japanese manufacturers.

(The marketing "spear-head"
 

, advantages to 
equipment and vehicle donors
could well be a partial motivation for them to provide assistance.)
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The UNDP might consider providing an expert in several of the fields of
 

expertise recuired in the Project Office. 
Approached at the proper level
 

by AID/W, other aid-donors might consider such assistance. France and
 

Canada are the outstanding examples, because of their greater ease 
in
 

providing French-speaking personnel.
 

The World Bank should be consulted, not only with the idea of providing
 

support, but also to assess the possibilities of coordinating their already
 

existing programs and expertise in the Program's area of operations.
 

G. AID/W Private Enterrise Proaram Officer
 

The recommended AID/W Private Enterprise Program Officer would find a
 

challenge and a full scope of initiative and operations in seeking assistance
 

for this program from sources other than AID's budget. (Experience in this
 

instance might suggest to AID/W the desirability of instituting a similar 

policy of seeking cooperative and integrated support for others of its 

programs.) A potential candidate for such a post is presented in Appendix E. 

H. Conseil costs
 

One of the most difficult cost aspects is the support to be provided by the
 

Conseil. 
Organized to receive and allocate foreign aid assistance to pro

grams in the five Entente States, the Conseil faces real difficulty in
 

acquiring resources to 
suppcrt already existing programs, let alone the
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new programs it may plan to introduce. Probably doubling its costs for 
this program (mainly the 
cost of counterparts and communication facilities)

will present budget problems. In addition to the 2 percent of loan pro
ceeds recommended to be provided by the development banks to the promotion
 
centers, it may be desirable to consider increasing this to 
3 percent, with 
the added 1 percent going to the Conseil. A one-time 3 percent cost to 
the loan recipients, compared with an annual interest rate several percentage
points below the normal commercial bank rate, should not be prohibitive. At 
an annual loan rate of, say, five million dollars per year, the resulting
$50,000 support to Conseil could be effective in permitting it to finance
 
the additional costs. 
One important cost element is the local support

costs for Project Office expert advisors. 
Keeping their number at a minimum,
 
in consonance with the lower priority recommended for them, would assist
 
the Conseil in providing the finance required for the recommended higher 
priority program aspects.
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IX. ROLE OF WOMEN
 

The contract under which this report was prepared requires, in Article
 

II, E:
 

"Incorporate in the final report a separate section concerning the
 
'Role of Women' which will be prepared under a separate contract
 
and provided to the contractor."
 

The field work and report for this section was presented, under a separate
 

(1)

contract, by Ms. Philomena Freidman under the title "Women and the African
 

Enterprise Program." This report is reproduced and incorporated verbatim
 

in the following pages.
 

The relevant field work and report conclusions were well done. Their con

clusions are fully supported. (It should be noted that sample sizes and
 

source data sets were not in all cases coextensive with those presented
 

in the foregoing Section II G, "Loans to Women." The differences are small
 

or insignificant and in no way affect conclusions drawn.)
 

(1) Contract No. REDSO/WA 78-151.
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Women and the African -nterprises Program 
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Back ground 

In 1273 the Ccngres amended the Fcrelgn Assistance Act
 

ef 1961 to this effect:
 

in reco.,nition of the fact that women in develcpi-ng 

countries play a significant rcle in economic production, 

family support, and the cverall development process, 7.3. 

aid shall be aim-ln'stere. so as tc give pa.rtcular atten:ion 

to those -rcgra.s, ;rsjects and activities which tend tc 

integrate wcnen into the national economies of developing 

countries, thus i:rprcv4-ng their status ar-d assisting the 

total development effort.
 

ThIs provisicn has become kc-cwn as the "Percy Amen.-men-" and 

efforts to co.ply with it have 7rolferated with-. the AgenC7 for 

intenaticnal Development. As a corollary to these efforts, this 

report considers the relationship to women cf an AID-finnced .ro~ect 

In inte-natloral assistance which was planned before passage of the 

Percy Amendmnt and which na e no specific provisicn for women. 

-t was in Yarch of 1973 that the "'nited States Government 

accorded a loai, over a long term and at concessionary rates of 

interest, to the . t.al Aid and Loan Guaranty Fund of the 

-1
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Council of %!leMtente, a regional political organization of 

which the members are: the Ior7 Coast, Togo, Niger, Upp.er 

Volta, and Benim. 

The loan was designed to promote the development cf an 

African entrepreneurial class. Leaders of the Entente govern

a decadements were ccncerned at the =all role still played, 

a.fter independence, by Afe-cans in the private sectcrs cf their 

cwn econcmies. -he American help was an ex=ression of support
 

for their view that, eccnomically, soci&lly, and politically,
 

it was desirable to increase the number cf businesses owned
 

and operated b7 Africans. 

The Entente undertock to re-lend the mcney to development
 

banks in its member countries. These banks were, in tu=, to
 

lend the money to small and aedium-sized African enter;rises. 

These final bor-.ewers were required by the orgi-rnal contract 

to be at least thirty-flve percent African owned; when a 

seccnd installment was added to the loan in 1975, the maratory 

percentage was increased to fift-cne. At the same time, the 

requirement fcr African management was more strictly defined 

than it had been in 1973. it was nade mandatory that 'Ima gemert 

and operation of the enterpmses on a day to day basis" be 

"substantially in the hands of Africans". Eligible for loan3 

were enterprises in industry, agre-industry, ccuerce, and
 

artisanry.
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.he Intente is resporsible for the management of the program. 

Its African EnterPrises project office works with the national 

develcpment banks, the national promotion centers, ar4 sometimes
 

with individual entrepreurs. The project cffice helps to 
and
 

develop projects for loans/assists the banks in prccessing 

the lcans. The office offers technical assistance and personnel 

training to the banks, the pro-otion centers, and the entrepreneurs. 

It does such things as advise on tha prospects for success of a 

proposed business, help a borrower find and select machinery, send 

a management expertz to advise a firm which is floundering, and give 

seminArs in managm.ent techniques. The project office responds 

to virtual1y any request for help from anywhere in the lon system. 

Ideally, it also coordinates the eforts of the other parts of 

that system.
 

The development banks are national institutio.s, sharing a 

general aim of promoting the development of balanced economies
 

4
w .thin the framework of their respective national economic plans.
 

They have a comm~on role of providing credit to Africans within
 

their own countries. Apart from the commercial operations of some
 

of them, the banks aim at development rather than profit. They
 

emphasize develcpment of the economy as a whole rather than of
 

individual enterprises within it. They are intended to provide
 

funds for desirable projects which are too risky for coimecial banks. 
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The promotion centers are organizations set up by the individual 

countries, often with a variety of foreign support, to prcote 

national economic develcpme.t. :t is their task to f-L4 po sible 

enterprises--commercial, industrial, agricultural, or other--and to 

find and train people to develop them. They also work from the 

other side of the prob'--, assisting people vt-.o have ideas for 

enterprises but lack the means to develop them. 

In an idyllically hypothetical operation, African Enterprises 

vould work like this: A promotion center team establishes the need 

for a shoe factory in x country. It ascertains that there exists 

an apprpriate combination of denand, material, transport, power, 

and labor. It locates two people with adequate exerience, ability, 

and interest to manage such an undertaking. With them it plans the 

enterprise and prs.ares an application for a loan from the developent 

bank. Funding in prospect, the promotion center complements the 

potential proprietors' experience with training in management and 

sales techniques, the while training laborers for the new factory. 

The develcpment bank analyzes the loan ap.plication and, deciding to 

grant the loan, requests and receives the approval of the Entente 

project o'fice. !"he latter contributes training for the new firm's 

accountant, learns fcr the new proprietors where thcy can buy the 

machliery they will need, and helps to select it and arrange for its 
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delivery, In this best of all possible vorlds, profts Lrive 

apace. 

The first five years of African Enterprises' existence have 
been passed in conditions somewhat less ideal than those. Still, 
with all the difficulties of establishing a complex program
 
simultaneously in 
 five different developing nations, in every cne 
of which women's economic position is far inferior to that of men, 
and without obligation to do so, African Enterprises has made a
 
considerable number 
 of loans to enterprises owned and managed by 

women. 

Neithpi. of the parties to the original loan contr.ct and to
 
the amendment 
 which initiated the second installment to the oan
 
undertook to make ary particular provision for 
women. Nor was
 
special consideration forseen for any 
category of borrower which
 
might be construed to include 
women rather than men.
 

In 1975 AID comaissioned an 
evaluation of the first installment 
of the African Interrises loan which was, simultaneously, a 
prospectus for the implementation of the second installment which 
it recom erded. The evaluation contained a brief reference to the 
role of wtmen in the program, in which three points were made: 

1. The experience of women under the first installment 

represented a good beginning. 

2. Women's traditional entrepreneurial activities 
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should not be substituted for a strong 

potential role in a modern economy. 

3. 	 There remained auch room lo expand the 

participation of wom n in the program, 

paticularly in Upper Volta, Niger, and 

Dahomey (since renamed Benin). 

The secticu of the report which dealt with implementation 

of the second installment included this paragraph: 

A special effort will be made to extend opportunities 

to wvmen under this loan. A strategy for reaching 

wmen cust be combined with technical assistance 

ca.able of transforming tradtiicnal entreprmemral 

skills into modern entrepreneurial skills. Zxperience 

under the first loan should assist in the formulation 

of an approach to this difficult task. The e~xmple 

of successful entrepreneures should also help. 

Finally, women will be specifically included in 

publicity arrangements. 

There is no indication that any obligation to carry out such 

intentions was established a-Ywhere in the system. In 1977 the 

Ehtente ccissioned Bernard Siro Associates, Inc., which had 

done one of the preliminary stddies for African Enterprises, to 

do another evaluation, and it specifically riquested that not* be 

taken of the role of women. The report was submitted in January 
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of 1978. Again, cursory attention was given the subject; again 

there was a bland assertion that more m.ight be done. 

The most public attent'cn paid tc the question was a talk
 

entitled "Loans to Wcnen", given by the 
 -- rectcr genera" af
 

the Togolese development bark at the m.eeting of the bank
 

directors in the vory C;oast in the swc-er cf 197e. Fe s.oke
 
of the many loans tc wcmen 
 by his bar. =' of the problenz cf
 

dealing with small and 
 often illiterate ontropreneurs. lie 

maintained that even very snall businesses, whether in the hands 

of men or women, renresented an accurulaticr of local capital 

and should be encouraged. 

Within the Entente 
roject office there is considerable
 

awareness of the desirability of lending to women. It is clear
 

that the staff appreciates the 
current emphasis on consideration
 

for women both in U. S. government 
 policy in general and particularly 

within the policies of AID. Staffs in the barks and promotion 

centers show much less interest in the subject. 

Running through the cultural maze of the Etente countries, 

with their dozens of complexly different groups, is a 

general pattern of an econcically disadvantaged position for 

women. Myriad cultural factcrs, workablea knowledge of which 

would demand deep professional competence in social anthrcpology, 
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hinder women's participation in modernizing economies. Both the 

economies and the women need that participation. -ery Ehtento 

government has, at one tie or another, pronounced itself in favor 

of improving the condition of women. In not one of these countries, 

most of which have immense economtic problems and two of which are
 

among the poorest ccmtries in the world, is the promotion of the
 

condition 
of women a prime concern of the government. 

The Eperience of Women in the African Enterprises Precram 

From its beginning until 31 October, 1978, the African 

Eatorpris program has accorded four hundred and thirt7-thre loans. 

Of that total, ore hundred and eight-20-have been made to 

women. 

These tota) contain an increase in both the number and the 

is@e of loans to women between the first and second installment of 

the AID loan to the Patente. Twenty-two ar4 one-half percent of the 

loans made on the first installment went to women. Of loans made on 

the second installment until October 31, 1978, thirty and one-half 

percent were to women. 
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of the total mone lentFrom the first installment, nine percent 

of money loaned frcm the 
was borrowed by women. From the amount 

19r, twenty percent went to
second installment until 31 Cctcber, 

the instal-ment will not have been women. Since entire seccld 

time in 19eC, it is impossible tc predict
disbursed until some 

the final loan pattern. 

These have been very marked differences in the occurrence of 

loans to women among the five Entente ccuntries. With only one 

Niger, and none in Jpper Volta, African
loan to a woman in 

can be said to have had some effect on women in only
Enterprises 

Togo, the Ivory Coast, and Benin. 

The Banque Togolaise de Doveloppenem-t has made 39% of its 

to women. A few have been to enterprisesAfrican Enterprises loans 

such as a small hotel and a maternity clinic, but the majority has
 

been to market women, sellers of bolts cf printed cotton cloth-


R -aes-fromwhich clothing, especially women's dresses, is made.
 

Two of these borrowers have businesses large enough to deal
 

ordering directly from Europe and selling in other
wholesale, 


African countries as well as in Togo. The rest of them buy from
 

to perhaps hundred
local whclesalers a stock of from thirty one 

long and lively discussion, retail.and fifty D and sell, with 

The majority of their
Most of their merchandise is imported. 
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customers is Togclese, thcuzh Europeans, prized for their lAck of 

acuity in barzaL±ninz, fcrm a constant mincrity. These are the 

famous Togolese .arket women, many of them illiterate, who can
 

figure into millions of francs and keep their records entirely 

in their heads. The legend of their ability to calculate mentally 

is probably quite accurate: she who counts wrong gets out of 

business quickly. 

Bankers bein. less charmed by mental beekeeping than are 

tourists, the lack of accounting is one factor which has kept the 

market women ineligible for credit. Those who have received African 

%terp-ises loans in Togo have agreed to use the part-time services of 

an accountant. With this concessioa, these women who are 1t the very 

heart of traditional African commerce, have taken a small step toward 

a more modern economy. 

Just as in other countries, there was no visible p-b~icity to 

attract women borrowers. Zor neither the market women nor for the 

small sho.keeoers is it really needed. Word oi mouth is a more 

effective way of reaching them than it would be to reach women nct 

yet in business. 

"t is probable that the first loan application came from a woman 

with a brother, a cousin, or a friend at the bank. The first loan 

a.parently sparked the demand for the others. Whether the bank's 

decision that it would be well suited by a batch of small loans to 

market women was made before or after the spark is unknowable and 
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not particularly significant. 

In the Ivory Coast fcrty-four of the one hundred and seventy-seven 

African Ehterprises loans have been made to wcmen. Sellers of pagnes 

are prominent in this list, too, but the enterprises are much more 

varied thrin in 7cgc. They include restaurants, an infirmary, beauty 

shop, general stcres, a fish market, a bakery, and a small ice cream 

plant. The greater variety cf Ivorian loans reflects a number of 

factors exterrAl to the isan program. The Ivory Coast has more than 

double the population of Togo ard a much more active, varied, and 

productive eccnovy. African Enterprises has made about twice as many 

loans, to men and women, in the Ivory Coast as in Togo. Conversations 

with bankers ard borrowers indicated clearly that the differences in 

numbers and patterns of loans were not due to subjective differences, 

to contrasting attitudes between Ivorian and Togolese lenders and 

borrowers. 1vorian bankers are not more disposed to lend to women; 

in fact, they seem somewhat less disposed to do so. (Although the 

point is not precisely pertinent, it is perhhaps not totally 

irrelevant that the only two development banks which employ no 

women in prcfessional level jobs are in the Ivory Coast.) Nor have 

Ivorian women a more highly developed entrepreneurial sense. Togolese 

women give resounding indication of deserving their reputation for 

alacrity and acuteness in business. 
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The Togolese women's pride in their own reputation does not 

dilute the magnanimity with which they describe the business 

talents of the women of Benin. They seemed virtually unanimous in 

the opinion that it is among the women of Benin that the African 

entrepreneurial spirit has been honed to its finest point. 

,A Of the ninety-five African Enterp.ses loans made in Benin, 

thirty-six have been made to wommn. This high proporticn is not 

directly related to the women's undoubted skills. The Ranque 

Beninoise pour le Developpement quite deliberately set out to make 

a series of loans to small businesswomen because it was having 

trouble comitting the money allotted to it by Afr-can Eaterprises. 

The bank's problem was political. 

In 1974 the government of Benin announced that it would 

henceforth pursue a policy based on Marxist-LenInist principles. 

Since then, a number of private firms, some of them foreign-oned, 

have been nationalized. The government has mrde some compensation 

for eapropiated property and promises more. It also maintains that 

there is still a place for private enterprise in the national 

econo. The United States continues to provide Benin a small 

amount of economic aid. Some foreign observers feel that 

government pronouncements have recently become less prickl7 
i 

and speculate that the pleasures of early izperialist-bating may be 

palin. Still, the domestic political atmosphere is such that 
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businessmen, particularly those with enterprises of any considerable 

size, see possible inconveniences in borrcwing American money. 

In this situation, the bank four4 itself with more African Enterprises 

money than takers. It decided c us up part of this money in small 

leans to businesswomen. The pln !-:cceeded handily for, even if the 

women knew from where the money caie, which was certainly not true in 

at least some cases, they were too insignificant to be politically 

vulnerable. 

In Benin, thirty-one percent of all Icans on the first installment 

were made to women. Cf loans made through the end of October, 1978, 

on the second installment, forty-three percent were to women. That 

increase, which occurred for political reascns, is solely responsible frr 

the corresponding increase in the percentage cf loar.s made to women 

through the whole program, from twenty-two and one-half percent of 

the first installment to thirty ard one-half percent of the 

second installment. 

In both Togo Ld the Ivory Coast, the percentage of loans to 

women on the second installment is running below the final rates 

achieved on the first installment: in Togo the nmlber dropped by 
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by a quarter, in the :vary Coast by almost two-thirds. At the 

same time, the percentage of the total money lent which went to 

women has increased by two-thirds in Togo and dropped by two-thirds 

in the Ivory Coast. 

There is no significant difference between the periods for which 

credit is granted or the rates of interest which are charged on 

average period for loans toloans to women and loans to men. The 

for loans to wcmen, Just under thirt7-onemen was thirt7 months; 


months. The average rate of interest on loans to men was 8%; on
 

loans to women, 8.5.
 

are not a feature of AfricanParticularly low interest rates 

Rates of interest on small loans are regulated inEnterprises loans. 


the Entente countries and borrowers would 
 pay close to the same rate 

if they could get the loans. Asof interest in €cmercial banks, 

pert of its design to prepare entrepreneurs to enter the everyday 

the Entente project office encouragesworld of coercial banks, 

banks to charge in-rest rates approaching commercialthe development 

ones. The program's advantage to borrowers is the adaptability of 

attractive aspect seemsits loan conditions. For women, so far, its most 


a category
to have been the possibilit7 of borrowing working capital, 

of money difficult to borrow elsewhere. 

Loans to wcmen have been consistently smaller than those to men. 
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The average loan to a woman to date has been $13,500; to a m,
$32,500.* any of the loans, to both men ard women, were fcr 
less than the anount originally requested. There is no reasen 
to think that the percentages of the sums requested which have 
actually been received have varied according to the sex ef the 
borrower. Since the bank records often ccntAin little beyord the 
bank-prepared loan agreenent, it tois imossible compare the
 
experiences 
 of men and women applicants, or even the quality cf 
their applications. The bankers, without exception, said thza- the 
quality of the written application itself was of little impc-ance. 
Bank emplcyees actually prepare the final applicaticn and the
 
applicant's ability to 
do so herself or himself is of small
 

ccnsequence.
 

The bankers 
were generally of the opinion that women were
 
more ccnservative 
 than men, less willing to run risks, more
 
inclined to 
keep their loan requests to the lowest sum possIibe 

for their purposes. 

*Converted at a rate of 200 CFA, th currency common to the
Zhtente countries, to one U. S. dollar. 
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The enterprises owned ard managed by women seem to have had 
loans ocuensurate tc their sizes and earnings. The security
 
provided for them--life insurance, 
 fi-e insurance, a f smily
 
member's sa;qAr--was of 
 the same klir4 as provided for loans 

to men.
 

In all three countr-.es 
 the same picture emerges: women
 
rece'.ve fewer 
 and smaller loans because that is what they ask for.
 
Their applications 
are less numerous ard mcre modest than men's because 
they have fewer ar4 smaller businesses. The important questions 

about the economic position of women are beto answered at this
 
level: why fewer than men
do women own and operate businesses,
 
and whby are women's businesses smallar 
than men's? The banks'
 
loan activities are an 
indication of the disadvantaged eccnomic
 
position of women. 
 They are not a prie cause of it.
 

Of the one hundred and 
 eight enterprises owned or operated 

by women which received loans, thirty-four have been classified
 
by the banks as new enterprises. Differences 
 in definition 
make that figre ambiguous. For eumple, that a loan to restock 
a business which has bee closed for several months should be 
classified as being made to a new enterprise seems debatable. 

Whether the borrowers are starting, enlarging, or simply 
maintaining businesses is less relevant to the aim of African 

-16

108 



Interprisee than are the nature and prospects of those businesses. 

Here there is a clear pattern. 

The loans to women have been concentrated among smal merchants, 

particularly dealers in parnes and keepers of general steres. 

Nursery schools, beauty shops, restaurants, and clothing stores 

also recur. The lists incl,)e a certain number of less coon 

enterprises, such as logging, trucking, a bottling plant, a small 

hotel. There are no startlingly different or remarkably innovative 

enterprises. No one seems to have strzted *i business of a kind 

which had never before existed in her country. 

The success of the loans themselves, considered as a simple
 

banking operation, is difficult to determine. Not one of the 

banks has supplied 'he requested data on defaults. In a1 t 

identical words, officers of the Togolese, Ivarian, and 

Beninoise barks have insistei that "les petites femes" are 

"better payers" than the men; but they have provided no figes. 

%thing about loans to women can be validly inferred frm this 

failure to supply information. The Entente project office
 

frequently has similar difficulties; getting any kind of 

information from the banks sometimes takes months. 

In the absence of statistics, extensive conversations with
 

bankers and clients present a fairly comprehensive picture of
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how the loans have been handled. It is apparent, for instance, 

that the reputation fcr being better cedit risks than man wax 

earned substantially by the market wcmen, al--edy veil established 

in their busi-nesses at the tine they bcrrcwed, t.ysically, to 

enlarge their stocks. The barkers may uncnsciously be applying 

an additional safeguard in the cases of women borrowers; virtually 

all of the barkers were more inclined to emphasize the importance 
a 

of haictei a.cng women borrowers than among men. Time and again 

they first mentioned the businesses and their assets when discussing 

men borrowers, while almost always beginning a description of a loan 

to a woman with a ludgment of her character. Barkers to whom this 

impression was mentioned accepted that it might well be valid; they 

suggested that personal qualities were likely to be among the most 

important assets of a person who must cope with a social and economic 

situation which discriminates against her, as they felt the African 

one did against women. 

Some of the small loans are supervised little or not at all ar d 

may have a very high rate of default. Lack of supervision was 

particularly evident in the case of the most act.ie bank in the 

program, Credit de !a Cote d'Ivoire. Of the first twelive women borrowers 

selected for visits, all in Abid,4an, three were found to be n 

longer in business. Unnown to the bank, they hxi closed and left. 
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Four others, who had been financed to do free lance selling and 

had no fixed business address, could not be found. Two more 

vere requested, by letter to post offimboxes, the bank's only mean 

of reaching them, to present themselves for interviews. They 

did not appear. Such difficulties in finding client are less 

than shocking in the contat- of vague African street addresses and 

the aso with which business locations are sometimes changed. 

Still, the bank's lack of information was inpressive. A 
de la 

representative of Credit/Cote d'Ivoire said that, with a 

percentage of the loan guaranteed to the bank, it is simply 

not worth the time and trouble to pursue very small bcrrowers who 

are in default.
 

The banks admit freely that they would prefer not to bother 

with very small loans. The size of the loan, no. the sex of
 

the borrower, determines the amount of attention it gets from 

the bank. The fact that the average loan to a woman is 

considerably smaller than the average loan to a man puts 

more women bcrrcwers among he lass supervised. 

The lack of follow-up obviates the Possibility of assembling 

valid data on the borrowers' loan experiences. It also has 

bleak implications for any prospect of counsel and technical 

assistance to the borrower, such am are fcrseen in the African 

Bate~rlies program. 
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For example, Credit de la Cote d'Ivoire made a loan to
 

several women who have formed 
 a cooperative to bwi and- sell 

fish. 
The loan isbeing repaid, though the business is barely
 

surviving. 
The women believe, perhaps quite accurately, that
 

their business vould prosper if they could become suppliers to 

a national food sales cooperative. They are illiterate and 

have no idea how to begin to make such an arrangment. The 

bank, which could easily establish the necessary contact,
 

appeared unaware of their problem. Its servi.es to them
 

stopped with the delivery of the loan.
 

The banks frequently give general financial advice at the 

time loans are made; bank officials reported that wc=en usually 

followed such advice more closely than did men. Most of the
 

women borrowers have been owner-managers of b""s'inesses 
 too
 

small to be ikely 
candidates for professional advice cn
 

principles of management.
 

Although the bankers are clearly more aware of the
 

situations of women borrowers who have larger enterprizes, there 

is no indication of any of them ever having requested or received 

any technical or management counsel. No successful application 

for a loan by a woman ever seems to have reached the banks by 

way of a promotion center. It should be remembered that most 
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loans to men have not come through the promotion centers. 

Evfn angnn the better educated women, who tended to have
 

the larger businesses, there seemed to be only a remote
 

knowledge of the prcmotion centers and their functions.
 

Women borrowers' only contact with African Enterprises has
 

been at the b&-Ys. Most of them are not aware that the loans
 

are part of a system which offers other kinds of assistance, too.
 

Close observation of the African Enterprises program and of
 

some of the wc-en who have borrowed from it strongly suggests
 

the shape of the likely results of its performance to date.
 

A very, very few of the market women and small shopkeepers will 

default on their loans; these vill have failed and gone out of 

business. Almost all of the market women and shopkeepers will 

repay the loans; some have already done so. One or two of them, 

partly because of the impetus of the loans, will go on to become 

wholesale dealers in the same merchandise and vill increase 

their incomes severalfold. Perhaps one of this pair will invest 

beyond her own business and become a gc.-rative force in the 

ecoomy. 

Most of these vomen will go on with business as usual, finding, 

as have the earliest borrowers, that the enlarged stocks made
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possible by the loans will increase their monthly income 

by some ten to fifteen percent. They will continue Lqcrting 

three-quarters of their stock, have no salaried er.ployees, helped 

only by daughters who will eventually take over the businesses.
 

They will have attained their dream of a nice, solid business to
 

pass on to the daughters. They seek no more and their futures 

will be limited perhaps even more by their aspirations than 

by their abilities. 

Of the women with more fragile VroeCts--the gover-rent 

secretary who opened a leather goods shop, the owner of the 

Frenci. baby clothes boutique who borrowed to pay customs on the 

new season's stock-a good number will fail. Their fatalities 

will certainly be no les than the 6C% which is the c-rrent rate 

of failure for now shope in Abidjan. Some of these women are the 

ones the bank cannot find. Failures or successes, the women in 

this group were among the least likely to have gotten a loan without 

the African Materprises program. They will at least have had 

some kind of chance.
 

Of the proximatey twenty more substantial undrtakings

the hotel, a maternity clinic, the logging rperation, the bottling 

plant--there will survive at least whatever is the current percentage 

of survival in their business communitiss, and perhaps more. 
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They will grow, create employment, use local as well as imported 

products, and be zonspicuous exLMules of women who are contributing 

to the prosperity of their societies. They will beccze members 

of the African entrepreneurial class. 

Effects of AfricanYnterrises onWomen 

Reduced to bare bones, the effects of African Enterprises on 

women rAy be said to have been: 

A modest number of loans has been made to enterp.ises 

owned and operated by women vhich are likely to 

contribute to the program's goal of developing 

an African entrepreneurial class. 

2. A greater number of loans has been made to enterprises 

owned and operated by women which have small economic 

significance, that is, which are not really going to 

change any-thing. These, the loans to market women, have 

some positive aspects: they embody an element of social 

justice, bringing otherwise unavailable help to deserving 

women; in the long run some of them may have contributed 

to significant accruals of capital. 
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3. An affirmation of a principle of social justice a4 a 

demonstration of its practicability have been made. 

4. A n=uber of women's awareness of new economic 

possibilities has been increased. 

5. Key African bankers in five ccuntries have been made 

aware of the practicability and uses of lending to 

vc-men. 

6. Experience useful in any similar program has been 

gained. 

Conclusions and Reccmendati ci:s 

Three approaches to the question of loans to wCmen seem open to 

an extended African Enterprises program. Things could be permitted 

to go on as they are, with no special obligation regarding loans to 

women, AM simply making clear to the Entente that its no well-knovn 

concern for loans to women continues.
 

This approach should secure marginally better results. 
 The bankers' 

experience should help them to avoid earlier ezrors being repeated. 

The lack of pressure would avoid the resent ent the bankers would 

inevitabl7 feel toward any kind of quota for loans to vomen, as well 

as the tueotation to make less than good loans to meet such a quota. 
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Substantively, this approach offers only very limited gains. 

Conversely, it entails only limited drawbacks. 

The second possible course would be to establish a cuota, 

either required or recommended, for loans to women. A quota might 

s mply be inserted into the present systen of administering the 

loans or into a system altered to accommodate it. In neither case 

would it meet a real need. The experience of the first loan does 

not indicate that fewer women are getting loans because more man 

are getting them; the problem is not to divide the pie more fairly. 

The one hope of such a quota, that it would force the bankers 

to find women borrowers, is a poor way to produce good loans. There 

is not known to be a large, untapped reserve of qualified women 

borrowers. The fact that the bankers, incluing all of the women 

bankers, would object to it cculd only worsen its prospects for 

success. 

The third possible approach is the one toward which the 

experience of the first two installments points: the etablishment 

within African Enterprises of a serious program of loans for women. 

It should be small, intensive rather than extensive, but not 

limited to a pilot project in one contry. Experience has not 

demonstrated the existence of a ccnsiderable number of women ready, 

with the help that African Eterprises can give, to e'tablish 
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economically sigmificant enterprises. Pather, it has shown Lhat 

there are a few women able really to benefit from the progrL 

in each country, definitely including the countries where women 

are most disfavored economically. The tradition of women in 

comerce in Togo has not produced a large pool of eubryonic 

female entrepreneurs, lacking only capital. The restrictive 

attitudes toward women in Niger's society have not prevented two 

women reaching management level in the national bank, nor a tiny 

handful of women from operating successful small businesses. 

in both places, as in the other Entente countries, there are a 

few women who woul- be good candidates for loans. 

Helping these few women should be the task of African 

hterr.ses. It would require exiertise where the project office 

has it: in business. Undertaking a hroz.er program which would 

amount to trying to develop a class of women entrepreneurs in the 

complex and highly varied cultures of five developing countries 

would exceed the cometence of African Enterprises. It would be 

mateur social engineering, and b7 amateurs who were foreign into 

the bargain. African Entrprises cannot overcome the social 

constraints which have let so few women into resonsible positions 

in the modern eccnoc. It can and should help those women who 

have themselves overcome those constraints and are in a position
 

to be helped to become entrepreneurs. 
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For such a progran to succeed, several changes would be 

nee'&d in the African Enterprises structure. A special officer 

for the women's program would have to be added to the project office. 

The present staff is benignly inclined toward a women's progra but 

it would be essential to have someone who cared deeply about its 

success. That person, preferably an economist or business manager, 

wcud have to be fient in French, have immense patience and 

energy, and an ability to sympathize with antipathetic cultural 

attitudes. The latter problem might be solved by finding a West 

African to fill the job.
 

The person in charge of the women's program would have to 

r--i it, not Just supervise it, at all levels. His or her inediate 

and continuing task would be to establish a netwcrk of contacts 

among prcmotion centers, banks, chambers of ccmerce, coumity leaders. 

university faculties, government ministries, etc. Within such a 

field of contacts, the operation might be conducted along the lines 

of an executive talent hunt. 

AID representatives in each country could be extremely useful 

in spotting candidates, spreading word of the program, in perhaps 

occasionally follwing-up a loan. African Enterprises' position 

vis-a-vis local AID offices is awkward. It is a regional program in 

an arm where there are local programs. Familiarity with African 
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Fnterprises is not marked in local AID offices, though a close
 

liaison with them, particularly with 
local Women in Develc-.en
 

Cfficers, could be of great value.
 

The training facility of the project office would have to
 

be considerably strengthened. Training wculd be crucial for women. 

The standard, ore-packaged courses in management and marketing which 

have been the center of the training operation have been almost 

totally irrelevant to women. A better and more active training
 

function fcr the prcgram a whole
as could simultanecusly benefit 

women but individualized tra ining, including study abroad and 

training stints in foreign companies, would be necessary. With 

the motor of the program in the project office, the considerable 

competence in finance, management, and engineering which is located 

there ard is very under-employed, could be a7ailable to women 

entrepreneurs.
 

The promotion centers have apparently provided no training to 

women entrepreneurs. Nor do they give any indication of inclination 

or ability to do so. Even if their budgets increase, as there are 

signs they will, there is no prcsdse of rapid solution to the 

bureaucratic and political problems which beset the centers. The 
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good people or projects through the centers 
proepect of finding 

but they offer little hope for much that 
mst not be precluded, 

the near future.is useful in 

must have direct contact with the 
The project office 

are now dissipated in 
Much energy and initiativeentrepreneurs. 

project office, banks, promotion
the dead air vh2.ch separates the 

must bypass theThe project office 
centers, and entrepreneurs. 

and the inadequacyof the banks' cooperationstultifying slownuss 

is no habit of c.1ose 
of its follow-up on ltans. Since there 

have to be gottennone wouldcenters,cooperation with the promotibn 


be alert for any
 
around. Obviously th, Izoject office must 


most particularly for any

the prometLon centers,improvement in 


in the one now buing established 
 in Niger.
promise 


easy to increase the
it reasonablyDiscretion should make 

in a task the banks are not eager to do 
project office's role 

that diminishesv th the borrower. If 
anyway, the development work 


to broaden their professional
 
a bit the bankers' opportunity 


could be more than compensated by a program

the loss 

stints in the project office 

experience, 

for bank 
of working/learning 


system might improve mutual comprehension 
 and 
employees. %ch a 


conception of development.
the bankers'broaden 
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Women will remain a minority in the African Baterprisel 

program. There will not soon be enough appropriately qualified 

women to be a major part of the program. Still, with special 

help, they can be a valid minority and not a token one. 

The African Eterprises progam is not the place for a ira-or 

program of aid to women. It is a good p13ce fcr a serious 

small program. 
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Persons consulted: 

Ivor- Coast 

M. Alphonse Diby, D-ector General, Banque Ivoirienne de Zevelcppement 

Indus triel 
,i. Anthony Kargah, Assistant Director, Credit de la Cote d'ivoire 
•. Sekou Sounahoro, DL-ector for Investments, Banque ivcirienne de 

Developoement industriel
 

.'Tle. Gaufrey, Xanager, 
 Coccdy Branch, ociete Generale de Banques 
en Cote d'Ivoire 

M. :e!ebe, Credit Departnent, Banque internationale pour le Commerce 
et i'Induztrie do la Cote d'Ivore 

M. Patrice Sahiri, Com:mercial Secticn, L'Office de ?rcmotion de 
l'Bntreprise Ivoirienne 

• ne. Jeanne Gu-vais, ,inistre do la Conditcn Femin!,ne 
M. Zone, Director for Administration, Eanque Ivcirierne de 

Developpenent Industrial
 
Me. Annie Girard, :r3titut Afri.cain do Developpement Economique at Social 

Mme. "Tracre, .!inistere do Condition!a Feminine 

.me. N'cho Tracre, businesswoman, Abidjan 

Yen. Angelique Kouassi, businesvcman, Abidjan 
:me. S. Amani Ahcua, busIneswcman, Abidjan 

Hie. Gabrielle :;':cgbo, busineswoiran, Abid4an 

.Me. Antoinette Kanga, businesswcman, Abidjan 

-I
 



Mae. Luci N' glu, businesswoman, Abidjan 

m e. Adams Bikele, businessvcnan, Abidjan 

.Ks. Carla Schworer, U.S. Peace Corns Volunteer, Minister de la 
Condition Feninize 

xr. LeRoy Wagner, Entente Liaison Cfficer R=S 

Mme. Tadjo ?;dindin, businessvcnan, Abidjan 

vme. Cuatara Kplembo, businesswom.an, Abidjan 

Mes. C.T.C. women's ccoperative, fish sellers, Grand Bassam 

'he staff cf the Entente African Entcprises project office 

Benir.n 

M. Abcu B. Baba-Moussa, Directcr General Banque Ber.inoise pour le 
Developpement
 

M. 	 Paul Dosscu, Assistant Director, Banque Beninoise pour le 
Developpement 

N. Charles Dossou, Directcr of Research, Banque Beninoise pour le 
Developpement
 

M'ae. Felicienne 	T. Ayayi, Director Juridical Section, Banque Beninoise 

pour le Develcppement 

Mme. Augustine Codjia, businessvcman, Cotonou 

Mr. Herbert L. Woods, Representative US=D, Benin 
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,'=@. ROsie $p1Po, businesscman, Cotonou 

Ztme. Bernazdine Cod'lvi, businesswoman, Cotcnou 

Mme. Therese Aissi, businesswcmr.an, Cotcnou 

!1he V. W. Gahcu, "asinesswc-an, Cotor.cu 

:-ae. L. T. Nazuira, cusinessomar, Cotonou 

M. Amadcu Nouhou. Director General, Barque de Developpent de la
Republique du Nliger 

M. Ivarcelir. .ouskoura, Director, Cffice do Prcnotion de l'Eatreprise 
Migerienne 

M. Dia, Assistant Directbr of Developlent, Banque de Develcppenent do 
la Republique du Niger 

.nIe. Binta Coulibal7, .anager, New .4rket Branch, Banque de Developpement 
de la Republique du -Niger 

%me. Eakc Absatoo, Di'ectcr for Foreign Rlations, Banque de Develcppenent 
de la Republique du Niger 

Hr. Herbert Miller, Program Cfficer, USA D, Niamey 

Ms . Rosenar7y Crcckett, Public Affairs Officer, U.S. rnbassy, Niamey 

Yze. Fatimata Toure, businesuwoman, Niamey 

• ne. A Cuattara, businesswoman, iam y 

.me. Hod7, busir.esswoman, l amey 

Mme. Aissa Ibrahin, businesswoman, Niamey 
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Mu.Bawa Y.k#cubi, Director General, Banque Togclaise de Developpement 

M. M. A. Kinde, Director, Le Centre National pour la Formation de 

Petites et Moyennes Entrepri3es 

M. Kidjie Kantchil, Director cf Credit, Banque Toglai!e de Developpmemt 

M. Adam Boukari, Director of Credity, Union Togelaise de Banque, Lome 

Mie. Wenyedao Barandao, Director, Comercial Secticn, Banque 
Tcgolalse de Develcppement
 

'Mie. Jeanette Kuevi Seku, businesswoman, Lome 

Mme. A. ". F rklin, businesswoman, Love 

Yze. Akvetey, Augusta, businesswoman, Lome 

Mine. Adeni Neglok~e, businesswoman, Lone 

IMie. Madeline Abbey, businesswman, Lame 

MYe. A. Diabate, businesswoman, Lome 

Ms. Vick7 Kinkle, Women in Develcpment Cfficer, US=.f, Togo 

UvPer Vbita 

M. 	A. Patrice Cuattara, Director General, Banque Nationale de 
Developpement de Haute Volta 

H. Hamade Dialio, Director General, Cffice de Promotion de !'Entreprise 
Voltaique
 

M. 	Didace T. Douamba, Assistant Directcr, Banque Nationale de 
Developpenent de Haute Volta 
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•lle. Josephine Gissou, sociologist, Ministerc du Plan, Upper Volta 

:Me. Tameogo, Zrirectcr of Credit and Repayment, Barque Nationale 
da Develcppmsent de Haute-Volta 

Mme. Napon, Assistant Director cf Research, 3anque Nationale de 
Develcppem,int de Haute-Volta 

Ms. Mary Ann Riegelman, Women in Development Officer, USAID, Upper Volta 

•me. Marianne Traore, businesswoman, Ouagadougou 

•='e. Al.ce Cuarego, businesswoman, Ouagadougou 
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African Fhterprises Program 

Total number of loans (men 

1st installment: 

2nd installment: 

Number of loans to women 

Ist installment: 

2nd installment: 

% of loans nde to women 

Ist installment: 


2nd installment: 

Cverall: 
(adjusted for 
partial 2nd 

installment) 

Until 31 Cctober, 1978. 

Statistics Relating ParticulArly to Women 

and women) 

302 

131" 

68 

he
 

22.5%
 

30.5* 

25 % 
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% of loans to v-nen by bank 

1st installment 2nd tnstallment4 

Earque Benincise pour le
 
Dveloppe.'.er 31% U300
 

Banque :volrtenre de
 
DevelopDe.ezt ir4uitriel 6.2% 0
 

Credit de !a :ote d'voire 28.2% 12.5 

Banque Internationale pour le
 
Commerce, i'industrie et
 
l'Agriculture de la Haute-

Volta 0 0 

Banque de Zevelopoement do la 
Republique dn Niger 1.8% 0 

Banque Togc'aise do Developpement L2.8% 31% 

%of total .cre7 lent which went to women 

Ist installment: 9% 

2nd installment: 20% 

overall: iZ 
(adjusted for
 
parztial 2nd
 
installment)
 

*Until 31 October, 1978. 
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% of total money 

Banque Beninoise 
Developpement 

lent which 

pour I0 

went to women by bank 

1st installment 

14.5% 

2rd installment* 

37.% 

Banque Ivoirienne de 
Developpement Industriel 5 % 0 

Credit de l& Cote d'IvoLre 19.1% 8.6% 

Banque Internationale pour 10 
Co~arcie, l'Industrie at 
1'Ariculture de la Haute-
Volta 0 0 

Banque de Developpement de la 
Republique du Niger .10 

Banque Togolaise de Developpement 20.1% 36.8% 

Average size of loan3 

To women: 

To men: 

$13,500 

$32,500 

Until 31 Cctober, 1978 
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Average Period fcr which mcney was lent 

To wom.n:i 30.7 montlhs 

To met.: 3C months
 

Average rate of !-terest 

To women: 8.5%
 

To mer- 8% 
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PROS AIIX FEME.S OCTROYES PAR LE CREDIT DE LA COTE D'IVOIRE
 

Mortant 

TAUTIIUI Louise, rabrique de bonbons glac6s 

294 000 


KOUASSY Alcpa, Librairie-papeterie 5 
Koumasse 

899 850 


KOUADIO n6e AMON Colette, Maroquinerie 

966 000 


DJA AMALAN Jeanne, Epicerie 

242 000 


]'ORQUET n6e 
SANOG( Salimata; TVestaurant 
"Tante Sally" 1 Treichville 1 995 000 

CISSE n~e DAO Moduussou, Commerce A 
Gagnoa 


420 000 

"Z 
LIGAN n6e AIILOII Juliette, Salon de coiffure "La 
Plelade" A Cocody 
 901 000 


APPIAII Marcelle, Gardezvic 
W'enfants 1 Adjaml 

6 300 000 


DIAMAII n6e TOURE Mariam, Ecole maternelle et 
primaire "La 
Ruche" San 
P~dro 7 898 000 

KOUASSI Amlie, Hdgasin de lingerie Cocody "Cit6 des Arts" 
 3 150 000 

KONE Mariam, Salon de Coiffure 5 Adjam 


829 500 

AVI 
n~e AKMEL YOU Odile, Commerce de pagnes 1 
Dabou 


315 000 

DAO Aminata, Commerce 


367 000 

N'DRI Th~rise YOBOUE, Infirmerie Treichville 


357 000 
ZEKRE SESSEGNON Marie, Commerce de 
pagnes 


280 000 

KOUASSI AYA Madeleine, Fabnique de pains de glace 5 Abobo-Gare 
 758 000 

RAGGI Anne-Marie, rabrique de bonbons 
glac~s A Grand-Bassam 2 013 25V 
AOUSSOU n~e QUENUM Lydic, Restaurant 
rue de la Paix Marcory I Y39 ('OP 

C-I
 

Date du Prt
 

11.07.74
 

19 07 74
 

28.08.74
 

28.08.74
 

06.09.74
 

11.09.74
 

24.09.74
 

74
 

74
 

74
 

24.10.74
 

21.10.74
 

74
 

19.11-74
 

19.11.74
 

19.11.74
 

19.11.74
 

20.12.74
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OKQIJ frantois, 5dLn de -uiffure 1 '-ircory 
1 144 000 29.02.75

BREVET fld/lne, Itjchin 1 dicortiquer le caf6e et le riz 906 000 01.03.75
DIBT LATH n&e ZE'BA Marie, Moulin rz et cafe 
4354 000 14.01.75AMANI n& "YEYI, a1on de coiffure 3 Treichvile 

1 098 000 11.02.75KOUAME AKOUBA Lontine, Comnmerce de pagnes 
294 000 11.02.75BOUALI 
LOU SEIII Catherine,Atelier de couture a Yopougon 
326 000 24 .02.75TADJO N'DINDIN, Commerce de pdgleS 

304 000 
 28.05.76
N'C||O SOPI, C:mmerCe de mdrehandises en provenance de pays voisins 473 000 
 21.11.75
KONE n~e MIAHO'jA BAIKORO, Commerce de pagnes 
283 500 
 26.01.76
GUEI n6 SELL Marie, Cojinerco de marchandises diverses 
194 000 19.02.76KAGNANA KONE, Conunexce de pagnes 
194 000 24.02.76
N'GUESSANAMOIN, Commerce d'articles m 
nagers A Aboisso 
525 000 21.04.76
OUATARA KPLE3ThO, Commerce ,h: marchkldises eii provenance de pays voisins 315 (100 09.04.76AMOU AMON Aiitcinette, Commvrc,.:e i marchandises de pays voi-ins 297 000 11.03.76ONANDrE PETWT ill he, 'mn,-_ ,! Jagnes 3 Dimbokro 
315 000 12.04.76KOFF[ N'DRI "-An,2, '-7IrnC 
30s 500 08.04.76OKAGNOII Simune, A ij:, d= 2o1,uv,.- I Abobo-Gare 
613 000 05.03.75
BAKAYOKO Fatou. C2--erc_! d. m 9okhosso1jic.
315 000 28.04.76N'GUESSAN r:-
 OIARVlA P.I. Fabrici.ton de 
i'haujsures 
a Adjam. 420 000 
 05.07.76
 

(;.V.C. Vuzduu±ues de Ixjssuls coliagues a Graad-Basuan 
2 296 000 13.08.76 
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DIOMANDE ltA' , Confection d'1.in _rr..nt Abidjan 2 625 000 13.09.76 

AGBADOU .3UiINNE Anne, Commerce de )oissons 525 000 15.11.76 

LOUE KOUDOUGON Colette, Commerce ce pr~t porter 1 Marcory 
 194 045 23.11.76
 

26me TRANCHE 

POTEY, Camion-benne pour transport de matgriaux de construction de routes 7 268 140 10.01.77 

BAIt Eugnie, Transport 6 751 000 26.06.77 

AKA Jeanne, Transport 
 17 313 000 10.08.78
 



PIRETS AUX FEMMES oX'rR(O¥Yl PAR LA DIAI QUE ZVOIRIENNE DEVELOPPEMEI? ItUJUSTRI.. 

Moi)ftilit- Date 

ANGAHA Niamk(, "L, FORESTILKE 7VORIENNE" ag 280 no& 05.06.78 

PRETS AUX FE!IIES OCTROYES PAR LA BANQUE DY DEVFI.OPPEMI:NT PE L REPUBIQ0UE DU HIGER
 

IIADJIA SABOUA ABDOULAYE, Commerce 1 000 000 26.03.75 
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PRETS .UX FEt-IMES OCTROYES PAR LA BANQUE TOGOLAISE DE DEVEI,OPPEMENT 

Mon tant Date du Pr 

CONFORT ANthony, Commerce de tissus au marchig 

AKITANI B.D., Commerce de poissons conge1gs 

AHETOZION A.F., Commerce de tissus 

CESAR R., Commerce de bois de construction 

KAUFMANN Lydie, Vente d'articLes de confection et d'artisanat 

FRANKLIN A.M., Commerce de tissus 

ESSEIN Agn~s, Commerce de tissus 

KUEVI BEKU Jeannette, Ctinique-Maternit 

AKUETEY Augusta, Commerce de tissus 

DE SOUZA Berthe, Commerce de tissus 

APEDO AHAH Ctg.inie, Commerce dIe tissus 

AYEVA Mariana, Pciisonnerie, .2hambre froide 

4 000 O00 

4 000 000 

1 000 000 

2 000 000 

6 500 000 

4 000 000 

8 000 000 

5 000 000 

3 500 000 

4 000 000 

3 500 000 

3 000 000 

30.04.74 

30.04.74 

30.04.74 

30.04.74 

30.04.74 

30.04.74 

30.04.74 

19 = 74 

19.08.74 

19.08.74 

19.08.74 

23.11.76 



26me TRANC;IE 

EKOUE Jeanne, 0 *-Mrmez'ce de tissus 

ABBEY Madeleine, Commerce ,le tisuus 
3 500 000 23.11.76 

EKUE Flora, Conuntrce de tissus 
5 000 000 23.11.76 

d'ALMEIDA Ayel Agudo4, Commerce de tissus 

5 000 000 23.11.76 

KUEVI BEKU Jeannette, Clinique-maternit6 
5 000 000 23.11.76 

KITTY KOUDOYER ADAKOU, Commerce de tissus au mdrch6 

3 000 000 23.11.76 

d'ALEI*DA Assiba, Commerce, soci6t6 de transport et 
SEWOA KANAVI, Conuerce de tissus en gros au march6 

AMETOZION AKUAVI F., Commerce de tissus 

de ciment 

5 000 0O0 

10 000 000 

9 000 000 

23.11.76 

29.07.77 

11.11.77 

CONFORT Anthony, Commerce de tissus 
5 000 000 11.11.77 

FRANKLIN Marie Ayoko, Commevce de tissus 
5 000 000 11.11.77 

CEZAR Regine, Comnerce de bois de construction 

5 000 000 11.11-77 

BRUCE Eugenie, -Exploitarionagricole, production mais, manioc, arachide 
ADJAMAGBO D&!6, Cultures vivIi~res, exploitation cunicole 
DAGBOVI Ayoko, Zl,-'age ivicol 

5 000 000 

2 500 000 

2 000 000 

11.11.77 

16.08.78 

16.08.78 

2 000 000 29.09.78 



HANME RFNINTIS; PM IR n.Flfv~:V(ppEMNT CrrNoIS 

!".tr:.t Date du pr~t 

BOUSSOU Florence, Commerce de tissus 2 000 DOD a1.o3.74 
HOUNGUE Elisabeth, Salon de coiffure A Cotonou 2 000 000 28.08.74 
SOULTON Edith, Commerce de tissus 

2 000 000 02.12.74 
ALl CIIERIFATOU, Commerce cigarettes, piles, cosm~tiques, alimentation 2 000 000 02.12.74 
KANCHEMEY Pauline, Commerce alimentation 

2 ODD000 25.04.75 
PARAVICINI Lise, Comptoir sous douane i l'a~roport de Cotonou (natlonalis6) 3 000 000 25.04.75 
FARAJ Vincentia, Fabrication de carreaux et dalles en aglomers de ciment 6 000 000 06.06.75 
FADE Anike, Commerce liquers, cigarettes, marchandises diverses 2 000 000 06.06.75 
DIABATE Aqueline, Commerce 

2 000 000 06.06.75 
DOSSA CMine, Commerce de pagnes 

2 000 000 06.06.75 
QUENUH Suzanne, Ets Chez Suzy, Commerce boissons, alimentation, cigarettes 5 000 000 02.02.76 
SOULE Thfrise, Commerce pagnes 

2 D0 000 02.02.76 
SOKPO Rosine, Commerce de pagnes 

2 000 00D 03.02.76 

2 DOS D F 09.03.77 
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2, t TIRA11CiU 

.AI-VALESrz Cno=e,
C c
zmere =a---:ndises diverses 
 1 008 064 09.M0.7
 

"LAO .ouse .ADJt TAIHO, Commerce 2 000 01. 09.12.7 

AI*$Sr Christine, 6pouse AGUIAR, Commerce 
 2'0Q000 09.12.7
 
6
hAZOUNE, n e KOKOSSOIJ Marthe, Commerce de tissus 
 2 000 000 09.12.7
 

AHO- nde BALLEY Odette, Commerce* 
 2 000 000 09,12!7 

DE SOUZA Georgette "LA JOIE". Commerce 
 2 000 000 09.12.7
 
.ASSOGHA Jeannette Hortense, Librairie 
 2 000 000 0Q.12.7
 

AKOVY, n~e SOUHOU Aim6e Philomine, Commerce 
 .2 000 000 01'.12.7
 

AICHEHOU, nge AKANNI Flicitg, Commerce 2 000 000 Q9.09.7 
ADJAI Catherine, Commerce de tissus 5 000 000 09.12.7 

ABOUE, n~e NOUNAGNON Fidglia, Commerce 
 2 000 000 Q5.02-17
 

HOUNIRIAMOU AKISSIKPE Nathalie, Commerce 2 000 000 15.02.1
 
*HOUNKPE Madeleine, Boulangerie "LA JOIE" 1 50o 000 1S.02.3 

GAHOU Marguerite, Commerce 

2 000 000 2cf.05. 7
 

DADE Heriette, Conunepce 

2 000 000 20.05.7
 

A-.I0oBE Ewthe, Commerce' issus, tabac, divers I 500 000 20.05.7 
QqENJUM Anni,. Ccr,.erce. 

2 000 00 13.Q9.7 
BEDOU LI,ondci, Cck.ercl 

2 000,000 L3.09.7
 

CODJIA athein 
 ' ..
.. 2000 o. 13. 09.1 
DA.NMAI b ,1anguante 

2 000 000 13.09.'
.TULUT1 U t 1-i e-C1 ,,nentine 2"'"0-00 

- -2 ')a(] 000 14.09.7I 

JUO-iJON rhe,-a-e 2 100 .100 13.09.7 
OJIVOIWS Ou Fi-n.e I 500 0]0 13-09, 



Appendix A
 

Loan Volume and Size
 

Total loans by development bank, country, size and tranche
 

are detailed in the following pages. The overall total is
 

set out in the text, in Section II. (In the tables, round

ing sometimes causes the last digit in a column not to add.
 

The totals are held at correctly rounded figures.)
 

Loan size, overall, increased by 50% from the first to the
 

second tranche. This trend is most pronounced in CCI, which
 

rather abruptly increased the size of its loans in the second
 

tranche. However, a large proportion of its first tranche
 

loans were of short maturities, ranging from as low as eigh

teen months. These may have been the easiest to make initially
 

- and the short maturity resulted in a more immediate re-flow
 

of funds available to CCI to use under fewer restrictions.
 

It is observed that the larger the loan amount, the more likely
 

the management control is influenced by or'actually in the hands
 

of expatriates.- As the loan amount increases, greater care would
 

appear necessary to assure that the actual beneficiary is in fact
 

an# African and not an expatriate operating the facade of an Afri

can entity that meets the stated program requirements.
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Loan Volume dnd Size
 

Ivory Coast - CCI 

Cell Size 
(m CFA) No. 

ist 
Amount 

Tranche 

No. 
2nd 
Amount o. 

Total 
Amount 

To 1.0 
.1 
.2 
.3 
.4 
.5 
.6 
.7 
.8 
.9 

Sub-total 

9 
15 
31 
13 
12 
9 
5 
5 
7 

106 

1,638 
4,104 

10,435 
5,718 
6,475 
5,799 
3,901 
4,292 
6,625 

48,987 

-
-
-
-
-
-
-
-
-
-

-
-
-
-
-
-
-
-
-
-

9 
15 
31 
13 
12 
9 
5 
5 
7 

106 

1,638 
4,104 

10,435 
5,718 
6,475 
5,799 
3,901 
4,292 
6,625 

48,987 

1.0 to 10.0 
1 
2 
3 
4 
5 
6 
7 
8 
9 

Sub-total 

22 
5 
2 
1 
1 
1 
3 

-

1 
36 

32,282 
11,832 
6,870 
4,200 
5,355 
6,300 

22,8C9 
-

9,902 
99,550 

-
1 

-
-
-
3 
2 
1 
1 
8 

-
2,363 
-
-

-
19,967 
14,385 
8,155 
9,450 
54,320 

22 
6 
2 
1 
1 
4 
5 
1 
2 

4-4 

32,282 
14,195 
6,870 
4,200 
5,355 

26,267 
37,194 
8,155 

19,352 
153,870 

10.0 to 100.0 
10 
20 
30 
40 
50 
60 
70 
80 

90 
100 
Sub-total 

1 
-
1 

-
1 

-
-
-

-
-
3 

10,000 
-

30,000 

-
50,000 

-
-
-

-
_ 

90,000 

8 

-

-

-

8 

109,060 

-

-

109,060 

9 

1 

1 

-

11 

119,060 

30,000 

50,000 

199,000 

Total 145 238,537 16 163,380 161 401,917 

Average Size 1,645 10,205 2,496 
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- -

---

------

-- 

Cell Size 

(m CFA) 


To. 1.0
 
.1 

.2 

.3-----

.4----

.5 


.61 


.7ta 

.8-----

.9-----

1.0 to 10.0
 

2 


5 


8 

930 

40
Sub-total 


10.0 to 100.0
 
10 

20 

30 

40 

50 

60 

70 


80 

90 


100 

Sub-total 


Total 


Average Size 


No. 


-
1 


-

1 


1 


-

21 
- 3 

3 

1 

2 

2 


-

1 

-

-1 


10 


13 


Loan Volume and Size
 

Ivory Coast - BIDI
 

Tranche 
1st 
Amount No. 

2 

5 
9 

1 

2,400 


5,900 

- -

8000 9,000 

-17,300 --

44,800 1 

26,000 1 

74,000 3 

80,000 


- 1 

60,000 

-

-

100,000 

384,800 6 

402,100 6 


30,931 
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2nd 

Amount 


-
-

-
-

-

1 


-

.-

-

5928 


15,000 

29,280 

97,000 

3-

59,280 


-

-

200,560 


200,560 


33,427 


No. 


_ 

-

-

1 


-

22,400
 

1 


-

21 

13 


4 

2 

5 

2 

1 

1 


16 


19 


Total
 
Amount 

-

2
 

-

5
 
9
 

1
 

5,900
 

-

8000
9,000
 
592
17,300
 

59,800
 
55,280
 

171,000
 
80,000
 
59,280
 
60,000
 

-

10,0
 

585,360
 

602,660
 

31,719
 



Loan Volume and Size 

Ivory Coast - Total 

Cell Size 
(m CFA) No. 

ist 
Amount 

Tranche 

No. 
2nd 
Amount No. 

Total 
Amount 

To 1.0 
.1 
.2 
.3 
.4 
.5 
.6 
.7 
.8 
.9 

Sub-total 

9 
15 
31 
13 
12 
9 
5 
5 
7 

106 

1,638 
4,104 

10,435 
5,718 
6,475 
5,799 
3,901 
4,292 
6,625 

48,987 

-
-
-
-
-
-
-
-
-
-

-
-
-
-
-
-
-
-
-
-

9 
15 
31 
13 
12 
9 
5 
5 
7 

106 

1,638 
4,104 

10,435 

5,718 
6,475 
5,799 
3,901 
4,292 
6,625 

48,987 

1.0 to 10.0 
1 
2 
3 
4 
5 

6 
7 
8 

9 
Sub-total 

22 
6 
2 
1 
2 

1 
3 

-

2 
39 

32,282 
14,232 
6,870 
4,200 
11,255 
6,300 

22,808 
-

18,902 
116,849 

-
1 
-
-
-

3 
2 
1 

1 
8 

-
2,363 
-
-

-

19,967 
14,386 
8,155 

9,450 
54,321 

22 
7 
2 
1 
2 

4 
5 
1 

3 
47 

32,282 
16,595 
6,870 
4,200 

11,255 
26,267 
37,194 
8,155 

28,352 
171,170 

10.0 to 100.0 
10 
20 
30 
40 
50 
60 

70
80 

4 54,800 
1 26,000 
3 104,000 
2 80,000 
1 50,000 
1 60,000 
.-... 
...... 

9 
1 
3 

-

1 
" 

124,060 
29,280 
97,000 
-

59,280 
-

13 
2 
6 
2 
2 
1 

-

178,860 
55,280 

201,000 
80,000 

109,280 
60,000 

90 
100 
Sub-total 

Total 

-
1 

13 

158 

-.. 
100,000 
474,800 

640,636 

" 
14 

22 

-
309,620 

363,941 

1 
27 

18u 

100,000 
784,420 

004,577 

Average Size 4,055 16,543 5,581 
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Loan Volume and Size 

Benin - BBD 

Cell Size 
(m CFA) No. 

ist 
Amount 

Tranche 

No. 
2nd 
Amount No. 

Total 
Amount 

To 1.0 
.I 

.2 

.3-----

-

-
-

-
-

-
-

-

-

-

-

_ 

.4 

.5 

.6 

.7 

.8 

.9-----
Sub-total 

-

-

-

-
-

-

-

-

-

-
-

-

-

-

-

-

1 

1 

-

-

-

_ 

884 

884 

-

-

_ 
_ 

1 

1 

-

-

_ 

884 

884 

1.0 to 10.0 
1 
2 
3 
4 
5 
6 

6 
17 
3 
2 
5 
4 

7,421 
34,800 
9,500 
8,000 

25,000 
24,100 

6 
24 
4 
1 
5 

-

8,508 
49,478 
12,530 
4,700 
25,250 
-

12 
41 
7 
3 

10 
4 

15,929 
84,278 
22,030 
12,700 
50,250 
24,100 

9 
Sub-total 

1 
38 

9,000 
117,821 

-

40 
-

100,466 
1 

78 
9,000 

218,287 

10.0 to 100.00 
10 
20 

30 
40 
50 
60 
70 
80 
90 

100 
Sub-total 

2 
1 

1 

-
-

4 

33,750 
25,000 

52,800 
-

-

-

-
-

111,550 

1 
-
.-.-. 
.---. 

-

-
-
-
-
-

1 

10,000 
-

-

-. 

-. 

-. 

-
. 

10,000 

3 
1 

1 

-

5 

43,750 
25,000 

52,800 

121,550 

Total 42 229,371 42 111,350 84 340,721 

Average Size 5,461 2,651 4,056 
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- ----

Cell Size 

(m CFA) 


To 1.0
 

.4-


.3 


.5 


.6-
.4 


.7----

.8----

.9
Sub-total 


1.0 to 10.0
 
1 

2 

3 

4 

5 

6 

7 

8 

9 


Sub-total 


10.0 to 100.0
 
10 

20 

30 

40 


50 

60 


70 

80 

90 


100 

Sub-total 


Total 


Average Size 


No. 


-
-

-

1 

3 

4 

5 

2 

1 

3 

2 

2 


23 


2 

1 

1 

1 


-
-

-

-

-

-

-


28 


Loan Volume and Size
 

Togo - BTD
 

Tranche
 
1st 
 2nd 

Amount No. Amount 


- - _ 

- _ 
 -
- - -

_ 
 -

-

1,000  -

6,000 2 4,584 


13,000 3 9,500 

20,000  -

10,000 12 60,000 

6,500  -


21,000  -

16,950  -

18,565 1 9,000 

113,015 1-8 83,084 


25,000 5 51,800 

20,000  -

38,000  -

45,000  " 

-.
 

-.
 

-. 

-. 

-. 

-.
 

128,000 5 51,800 


241,015 23 134,884 


8,608 5,864 


No. 


_ 

-

-

1 

5 

7 

5 


14 

1 

3 

2 

3 


41 


7 

1 

1 

1 


10 


51 


Total
 
Amount
 

_
 
-

_
 

-

-

1,000
 
10,584
 
22,500
 
20,000
 
70,000
 
6,500
 

21,000
 
16,950
 
27,565
 

196,09
 

76,800
 
20,000
 
38,000
 
45,000
 

179,800
 

375,899
 

7,371
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Loan Volume and Size 

Upper Volta - BDHV 

Cell Size 
(m CFA) No. 

ist 
Amount 

Tranche 

No. 
2nd 
Amount No. 

Total 
Amount 

To 1.0 
.1 

.2-----

- - - - - -

.3 

.4 

.5 

.6-----

-

-

-

-

-

-

-

-

-

-

_ 

-
-

-
-

-

.7-----

.8 

.9--
Sub-total 

-

--

- -

-

- - -

1.0 to 10.0 
1 
2 
3 
4 

5 
6 

1 
3 
3 
2 

-

1 

1,700 
7,029 

10,927 
8,600 

-

6,180 

-
-
-
-

-

-

-
-
-
-

-

-

1 
3 
3 
2 

-

1 

1,700 
7,029 

10,927 
8,600 

-

6,180 

8 

9 
Sub-total 

2 

1 
13 

16,000 

9,285 
59,721 

-

-
-

-

-
-

2 

1 
13 

16,000 

9,285 
59,721 

10.0 to100.0 
10 
20 
30 

40 

50 
60 
70 
80 
90 

100 
Sub-total 

1 
2 
1 

-

-
-
-
-
-
1 
5 

10,000 
48,000 
30,000 

-

-
-
-
-
-

91,000-
179,000 

-

-
-
-

-
-

-

-

-

-

-
-
-
-

-

-

-

1 
2 
1 

1 
5 

10,000 
48,000 
30,000 

91,000 
179,000 

Total 18 238,721 - 18 238,721 

Average Size 13,262 - 13,262 
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Loan Volume and Size 

Niger - BDRN 

Tranche 
Cell Size 
(m CFA) No. 

1st 
Amount No. 

2nd 
Amount No. 

Total 
Amount 

To 1.0 
.1 

.2 

.3----

.4 

.5 

.6 

.7 

.8 

.9 -

1 

2 

3 
4 
2 
1 
2 

43 

400 

1,307 
2,000 
1,250 

700 
1,600 

-

-

-

-
-
-
-
-

-

-

-
-
-
-
-

1 
2 

3 
4 
2 
1 
2 

43 
400 

1,307 
2,000 
1,250 

700 
1,600 

Sub-total 15 7,300 - - 7,300 

1.0 to 10.0 
1 
2 
3 
4 
5 
6 
7 
8 
9 

Sub-total 

16 
8 
4 
2 
1 
2 
1 
1 

-

35 

22,600 
18,000 
12,000 
8,100 
5,500 
12,000 
7,000 
8,000 
-

93,200 

-
-
-
-
-
1 
-
3 
1 

5 

-
-
-
-
-
6,000 
-

24,800 
9,500 

40,300 

16 
8 
4 
2 
1 
3 
1 
4 
1 

40 

22,600 
18,000 
12,000 
8,100 
5,500 

18,000 
7,000 

32,800 
9,500 

133,500 

10.0 to 100.0 
10 
20 
30 

1 
1 

-

14,500 
27,500 

-

5 
1 

-

58,000 
20,000 

6 
2 

72,500 
47,500 

40 
50 

-
-

-
-

-

-
60 - - -

70 - - -

80 
90 

100 
Sub-total 

1 
-
-

3 

83,577 
-
-. 

125,577 

-
-

6 

-

78,000 

1 

9 

83,577 

203,577 

Total 53 226,077 11 118,300 64 344,377 

Average Size 4,266 10,755 5,381 
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Appendix B
 

Activities Supported
 

The type of activity of loan recipients is shown in Project Office records
 

for almost all of the borrowers. In some instances only a general identi

fication is indicated, such as "artisan" or "commerce." All types of
 

activity shown were classified under the major categories:
 

000 Construction
 

100 Manufacturing
 

200 Transportation
 

300 Sales
 

400 Service
 

500 Education and health
 

600 Agri-industry and fishing
 

700 Agriculture
 

800 Other
 

900 Artisans
 

(Agriculture (700) is defined as production of foodstuffs on farms, of 

which no instances were recorded.)
 

The indicated activities within these categories were classified by related
 

sub-categories and individually within sub-categories.
 

Size is summarized by small (up to 1.0 million CFA), medium (1.0 to 10.0
 

million) and large (10.0 to 100.0).
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I 

Activities supported show a considerable number, undifferentiated,
 

in sales, of the "trade" and "commerce" type, as described in the
 

loan records. Of the ten categories of activity, one-third of the
 

loans occur in this area. At the opposite end of the spectrum, 

there are no purely agricultural loans, defined as tilling the
 

soil to produce a marketable food product. The other categories
 

are at intermediate levels, ranging from approximately 5% to 15% 

of the total.
 

Inclusion of agriculture, as defined above, in the program may be
 

questioned in terms of the type of assistance needed and the ability 

of this program to supply that need. Subsistence farming still is 

the norm in these countries. Barter-type marketing characterizes
 

the outlet for most of the farmers, as it has for centuries past.
 

Development of modern food production methods and increased output
 

to supply the domestic need is a highly desirable objective. However,
 

this would appear feasible only through two broad alternatives: large
 

scale farming using highly productive (and expensive) equipment, or a
 

slow evolution of improvement through long continued programs such as 

that conducted by the U.S. Department of Agriculture in the past half 

century, with County Farm Representatives working directly and individ

ually with farmers. Both these alternatives require large investments 

of capital over long periods of time, under government direction. 

Other programs (even in the Conseil) are addressed to this objective, 

with better prospects of success. For this program to attempt to
 

contribute to the desired end would appear not only impracticable
 

but also unproductive in terms of the cost/benefit ratio. This may
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be an instance in which objectives are designated for a program
 

on 
the basis of high-level policy directives, without adequate
 

consideration of their practicality.
 

Agri-industry projects, however, show a small but respectable
 

volume. These activities, such as cereal decortication and
 

lumbering, make a definite contribution to the agricultural
 

community. They also are activities in which potential entre

preneurs have the skill to advance themselves by the addition
 

of better equipment - a specific opportunity afforded by the
 

program. The closest these activities come to agriculture per se
 

is in the half dozen instances of chicken farming, the several
 

cases of cattle feeding and sales, and in the provision of cold
 

storage facilities. These are definice adjuncts to pure farming
 

activities, and would well be encouraged to occupy a larger
 

portion of the program activities.
 

Construction, manufacturing, transportation and services are highest
 

on the intermediate list, to good effect. These are the areas where
 

budding entrepreneurs can most likely find a foothold in commercial
 

activities, and these are the areas in which developing countries
 

in general, and these five countries in particular, have a real need.
 

Highway transportation is depended upon for most of the internal
 

transport. Trucks and busses need constant repair, in which existing
 

performance is poor. Mechanics employed by expatriate vehicle dealers
 

provide a pool of potential entrepreneurs needing management technique
 

assistance - and some small financial assistance, to set up for them

selves. Battery charging and tire repair already are served by a
 

large number of very small entrepreneurs, who have exhibited the
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proper propensities and need only encouragement to enlarge their
 

operations, with possibly some improved equipment. 
Service activ

ities are 
also important in fields other than transportation,
 

especially in the maintenance of simple building equipment such as
 

plumbing and electrical fixtures, air conditioners and repair or
 

alteration of buildings themselves. 
Here again there is a (smaller)
 

pool of expatriate-trained workmen who could be helped to go into
 

business themselves. Manufacturing, even of simple products (beyond
 

the range of the artisan), is a larger step for most potential entre

preneurs, since it involves a greater complexity in the time-span 

between purchase of raw-materials and marketing of a properly costed 

product. However, this is an area in which the ceiling in ultimate
 

size is much greater than in service activities. Transportation
 

service itself, by entrepreneurs who may have gained their start
 

from servicing trucks, presents 
 a viable prospect for the program. 

"Services" also include restaurants, beauty parlors, laundries and
 

tailors, which are quite appropriate for this program. Though they 

may not contribute directly to overall economic development, they do 

serve the essential objective  putting Africans into business for
 

themselves.
 

Activities in education and health are 
a good omen for increased
 

scope in the range of activities. Mostly concentrated in kindergarten
 

and nursery level activities, they provide an outlet, or an entre

preneurial basis, for less sophisticated levels of training and
 

equipment. Maternity clinics, infirmaries and pharmacies are 
in

cluded in this category. 
Not large in total number, this activity
 

category could well be encouraged in future.
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"Artisas" are defined in the records as the activity of a 

significant number of loan recipients. Their immediate contri

bution to the program's objectives may be doubtful, as they
 

generally are those possessing a particular but limited skill, and
 

their metamorphosis into entrepreneurs of some substance may be a
 

difficult gap to jump. 
However, they have exhibited the desire to
 

operate on their own initiative, and generally are as skilled in
 

assessing their market as they are in fashioning the products desired.
 

They represent a traditional activity with a long history in the
 

cultures of the region. How the program activities may assist them
 

is not specifically evident, given their small size and limited re

quirements in technical assistance. Possibly small power-driven
 

tools, and working capital for the accumulation of finished goods
 

of a seasonal demand, may be relevant. In any event, their inclusion
 

in the program's scope of activities should be continued.
 

An activity of less relevance to the program's objective is that
 

part of the "sales" category represented by the simple purchase and
 

sale of the same commodity. These have constituted an appreciable
 

portion of the total number of loans, though less so in terms of
 

total amount. For the most par. they are women "traders" engaged
 

in trading in varicus commodities. In terms of technique, these
 

"ma'.-ket women" have nothing to gain from the program, as they
 

probably could teach the program's "experts" rather than vice-versa.
 

Financial assistance is used mostly to increase their inventory
 

faster than would otherwise be the case. Their further development
 

as an enlarging class of entrepreneurs seems doubtful. This activity
 

is another of the traditional ones with a long history, and
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undoubtedly will continue, with or without the program's assistance.
 

The limited ceiling for their emergence as a larger and more success

ful class of entrepreneurs indicates a low cost/benefit ratio for the
 

program's activities. 
The training and skills required traditionally
 

are taught by and obtained from a parent (mother) who introduces her
 

daughter to the same trading business. This undoubtedly is a far
 

better education-.l process than any the program could afford. 
Mostly,
 

those who seek financial assistance do so on the security of a husband
 

or relative who has a good-paying job. This collateral generally is
 

of a level sufficient for an interested commercial bank to supply
 

finance. Indeed, instances are known in which West African market
 

women are granted surprisingly large loans on an unsecured basis,
 

with good results for the lender. In sum total, this area does not
 

appear to be one 
to be expanded in future program actiities. (A
 

more comprehensive evaluation of this area of activity is contained
 

in the Section on women.)
 

An exception to the foregoing is the operation of fixed-location
 

groceries and especially "super-markets". Here the management
 

capabilities are much greater than in the case of the itinerant
 

"trader", and the contribution to the economy can be greater. 
This
 

area of activity should be encouraged.
 

"Tourism" as a specified program objective appears to be either
 

impractical, or an exercise in semantics. 
 Tourists demand a level
 

of service well beyond that which can be offered by most potential
 

African entrepreneurs without the dominance of expatriate expertise.
 

The existing tourist hotels 
are either government financed and
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operated or are completely expatriate enterprises. The level of
 

capability among the existing entrepreneurs, as of their present
 

stage of development, is well below that required to own and manage
 

such facilities. Their real opportunities come from experience
 

they have gained as employees of such establishments, but these
 

lead to services such as building equipment maintenance. Provision
 

of entertainment, i. od services and drinks is another opportunity 

area - also classified as "services" rather than "tourism". The
 

few "hotels" classified as "tourism" could not by any stretch of 

the imagination be termed "tourist hotels". (One day and night 

was spent as a guest in one of these establishments, to ascertain 

first-hand the facilities offered and the clientele attracted;
 

the evidence was clear, that local travelers on business some
 

distance from their residences, were the market - not tourists.)
 

This type of activity can well be continued, but not identified in
 

the specified objectives as "tourism".
 

In sunmary: The scope of activities supported by the program's
 

loans should be encouraged to expand in services, simple manufactur

ing, transport and agri-industry. It should (continue to) avoid
 

agriculture per se, and should de-emphasize purely trading activ

ities. Other tangential activity areas need neither greater nor
 

less emphasis.
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Page I 

Loan Ac.ivitv
 

Development Ba.,k Ail banks
 
IstTranche F 2nd Tranch, Tota
 

Code Activity 4 LTt. S 1~ JL I-o. L ITt
 
000 Constr t.on; uidinq Ma±nenaince


01Construction Materials *4f; 	 6 7 1 3 6 3 9 
002 Tile .fa 1 2
 
C03 Sail Mfg 1 

004 Paint MVar
 
005 '!I:ror M.a 
 Ii__1II 

021BuilAirg M~Aterials Sales j~j 	 I I' 

023 C.i Saw Sales , - rn - - 1
 

041 Ca-pentering 	 33 
 3 
042 Painting I 1 2 - 1 1 1 . 
043 Plumbing 2 3 1 1212 1 I 1 -7 

061 Woodworki.ng 
2
oa± ICanstruct-.on 	 7-

1 iT- 74 1 

100 .nueactur. ng 	 1 Iil01 Cl o t hi ng .	 I i t ! I. _' ! , 

102 Shoes 1 2 

103 Perfume I 2 

-

I2
 

- -122 ilze Mlfg. 	 - I t ili 
_____r_ 4_ 

41 	!MAttressMfg. I l
 
'42 ;.
Furniture : I 2 I I 2 I3 

143 KItchen Stove Mfc. 1

Mfa."144 •±:cnenware 

145 !Trxn-kMfg. I
 
146 shecordRecord .f. I I I


f~a~~ 	 161 II IT - I Iistri-ents :Ifz.147Mu :-Icj 

lindustr.2 .51 1 I 2 4 	 1 2 

Sub-total - 00 1- 19 3 i37 I 6 5 12 1 i 25 :14 149
200 T:ans,ortaion I - I 

201 IVehicle Sales I iI 	 I 

.21 1ehicle :!aintenance 1 8 1 9 2 3 5 1 	 1 .0 1 3 14 

222 	 Xtncl,/:,otor,--,1e iMtn 1 I I 	 _________ 

I 	 I I !' I I I 24, rasoline ?illlinq Station l 1I i ! I I i I
 

.,31 3i 7 6 4

Sub-total -12 4 - A 7 1 4 
 2003! 45
13 
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Page 2
 

Loan Activity
 

Development Bank All banks 

1st Tranche 2nd Tranche Total 
L
Code Activity S !Tot. S M L ITo. S .4[ ITot. 

300 Sales 
3 1 ood 'Grcer/Sumermarket 4 2l6 1 4 I3 [7 
3021 Fish 3 4 

3211Houseware 
322ITextiles 
 17 11 25 10 i 

2 
£ 

2 

323I Clothing 
3241Leatner Goods 11I r

±I I ____ I____ 

',.L Soectacles I I1i 
3421 Music Records 1I 1 ___ 

361Stationery 2 1____ 
"
 362!Book Score j ! i 1 4. 2 E 

3631Cffice Zqu:.ment I I '. .i. 

j81l Conrre401Ilio
el I 16
1 uo-tot1 3- 14' 1 4L'2 1 01 .1 75 10 124 

400 Service 

i 

i

4021 Restaurant I 

4 i 4 8 I4 4 1 1 
4031 Bar I 1 r ~ I ____ ...... L. 
4041%,scorce 
 - I_____ 
405iOrches.ra , i , 1 I, 

4211Tailor 2 ? I l4 1 j 
4221 Land-- 1 2 3 
4231Beauty Parlor 3 4 1I 7 £1 IJ 4 3 

4411 hocographing 
 1 i , 1 I L 2 
442 Pho o Develorment I
 
4431Pr.in: 
 tII 
 IiI 1 4
 

4611 Customs Broker -T 1 1 2 
4621 Map oMaking 1 -r 1 I 1 - , 

1 

I 5;,-total - C __ 1012 
500 Educaticn and Health50[col! I 1 3 1 22 3 1 2 3 6 

5211J.1urserv I I 1 I 1 - 1 

5411Ma-eritv C1.1nic TA I 1 1 1 f 22 t 2 

51! Pharac 
I Sum-total - 0 

4 
6 1 

4 
C I 2 2 4 

__H 

2 1 
4 
a 

i 
3 

' 
4 

600 Aari-industry and Fishing I 
6011C3 tle Feedino and Sales1 1 1 1 2 
6021 Chicken Farming 
103lue± j 3 ~**5 

tj 
22 

2 4T h 
5____ 7 

21ICereal ecortca:tna 2 1, 2 - - 2 1 2 
641ICold Storace 1 t 3 fI I 1 3 i 4 
661SIuishin1 S,,b-total - o60 66 9 ,4 14 19 I 3

i 1 ! 2 t 3 
I
6 

I
110 

I
6 22 

.57 



Total 

Cod* Activitv 

700 Agricultur. 

,, _ _ _ _ _ _ _ _ 

-

_ 

Loan Activity 

lst TrancheI i:, -7. T 
-

_ _I 

DevelopMezt Bank 

2nd .rancheiLom17tL J 

T 

I I 

Page 3 

All banks 

Total3 :4 1 L 

I 

I T3t. 

I 

s0o Other 
801 lect--ic Power 

821 Coal :..ing 

a41 7--nance 

aneration 1 

1I I 

2 I 

1 

I 
I I 

I 

" 

1 

i 

1 

'1 

2 

Sub-total - 900 1 S, I I I I I 

Total 

00 Cnstrctcu 

10100 

200 Transpor-aton 

144 

1.anufactur~ng10 19 a 

4 19 6 

37 

29 

-

6 
-
6 

9 

2 
-
6 

7 

-

12 

16 

3 
-in 

10 

4 

34 
-
25 

-8 

5 
-* 

14 

13 

52 

49 

45 

300 Sales 

400 Service40 Sxiie17119 

500 Education and 

600 Aqri-Induut-y 

700 Aqricuiltura 

8C0 her 

900 Artsans 
999 Ukon1(2 

Health 

and Fishing 

34 1411 

3 6 

6 9 

7 
2 11 

z1 
- ~I 

4 79K3 39 
_ __ _3 

1 10 

4 19 

7 
3 

130 

-38 6I 

13 i22 
2 

2 2 

1 F 2 

___-

2 

-

5 

5 

4 

3 

Z 

-5 

1 7 

3 

6 

2 

:1 
-

7 10 
l 

5 
122 1 5 

3 3 

10 6 

3 

1! 

2 

__
4 

144 

14 

22 

5 

30 

Total 

TotaI 

118143 29 1290 Z~ 2 jSl 

210 56 385 
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Page 1
 

Loan Act.ivity 

Ivory Coast Development Bank CCI 
1st Tranche 2nd Tranche Total 

Code Activitv S m I L ITot. S .M 1L Tot. S 1 . 1 L
001 Cona =_ucion Materials' fa
000 Constuction;Building Maintenance 

002 Tile Mfg J J - 

003o ;ail mfa I 
304 Paint Mfzc. i I ! 1 1I 
005 Mirror Mfa. j 
021 Building Materials Sales I - - I 
022 Hardware Sales _ ____ I 
023 Chain Saw Sales I1 

041 Carpenterin 3 1 1 3 3 3 
042 Painting - IC43 Pluz.binc 1 I 2 1 1 1 I 2 1 3 

061 Woodwrkin 7 51 T 1 1 71 2 I 12 
081 !Construct: on ,T T _ _,'_ 

subl-total -0

10 0 fa rtuxrna --. ,nu' 4 i 1 7. I 1 

131 Cnothinq I ___ ____ 

I12 Shoes ii i 2.
 
103 IPerfume J !i I 1
 
121 iood f .,Pr ocessing I J,
 
12-2 lice Mo.jqli 7
 

i41 a ttaLIess mf 
. 

143 IKzcnen Strve Mfo.
 
4'4I i:: hen war e . I
Mff .I
 

:o--en aInsal= 
E.1USi Record I1;46 Mfa.
 

151P.lastics Mf. TT___ f T - l 
12. !SheetMetal M.c. -71 7 t 1
163 L -oamSheet Mfo. _ i rII 
l _SiIndust .
 

' !-I
20_ _ _eni__eSales_ I J 

i;:2 :ehtcle Par:s --
I .1Sales 

- - - - - -

Sub-total - 200 1 1_ 5 1 6 6 1 3 1 9 1 11 3 1 15 1 
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Page 2 

Loan Activitv
 

Development Bank CCI 

Ivor/ Coast 

Ist Tranche 2nd T'ranche To.al 
CSdaes Activity S 4 , LL !Toe. 3 1 HT.i,I rot. 

30 oF-od/Grocery./Suoer-arket; 1 5 41 1 1 

3c 2I~ih 1l 3i 1-l 21 3
321- Foswr 23 2 2! :3220.extilds 12 ! , i2 1 12_,..
 

3Z4; :.iL.ater Goods,, 

341!oect:clas i I 
3421 :4usic Records IjjI i 

361; Stationery -LI I 
3621 3ook :ore - I I -_ I.2631 Z,'!.t e lt. i ' ,3 3 -q,.iipment 2 i 1 ! II ______ , I i 

3811 rce-Ssuo-t.=ti - JQQ 4 ; l ! 4 4 " ' i;4!4: 

4CC Service4011 Hotal i 1 i I I 

402! Restaurant 
403i Bar 

4C41 0iscoteaue40D e Or :~estr a ZO-5-'i ~~~ 

2 I 4 
.1l I3 r est I 

6 
2 

1_ 

Jt 

_ _ _ 

j 

_ _ 

l _ 

41 
_ 

i 
_ 

_________________________ I I I 
4211Tai3.or _________ I _____._____ 11 3' 3 

422 Laundz-i 
4 

. 
3 iBeauty Parlor 

ii] 
3 1 3 1 

6 I 

__1__ 

i _ _ 

t3 
3 

1 
3' 

2 

4411 Photoqraohinci 
4421 PhotoZevelocment 

* 
1 

, ij 
21 

i 

____________i 

I 1 

4431 Print.Ln. __',_____ 

461;Customs Broker 
___ 

46''aD .1I 2 1 1 14 2I 

500 Education ind Health I 
5013chool I _ I I ___,_________,__ 

521!_____________________ I I____ 

S21Hu3sez, 1 ! 1 1 1 1 

56!:Z.nfi_-.-a.-/ i - _______ _______' ; 1_ 

58.Iarav SLO--total- 5C0 -3 i '1 .i 3------ -3 

6C0 arn-ndust.7d Fishinr. 
 I
 

i= Chicken a.-t _r_"______ I-;
3 

i - er. L 
oP.I rea. acor:caing 2 I 21 2. 2641:Cold Storage i 1 [1 1 1661I3±--in 1 I1' 

Sub-total - 500 4- 41 41 4 
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Page 3 
Loan Activity 

Bank CCTSDevelopment 

1st Tranche 2nd Tranche Total

Code Activity 5 .111 IL V-O.Tct. M L Tot.

700 Agriculture I -I 
J I I

800 Other 

2O0IElectric .ower Generation - _
 

821 Coal Ln i 1II - I 
Q41 Frnance i I i i
 

Sub-total - 00
 
900 Artisans 
 j I 

___ _______ _ _ _ _ _ _ I I 
9s1 Atison 28! 
 2? 28, I

ISub-total- 900 *1 I 281 281 

Total 
000 Const-ruction 
 12 6 18 1 12 7 19 

i00 Xanufacturing 6 2 3 ii113K 
200 Transpor-ation 1 53 6 

300 Sales 
 34 4 36_ 4 4 4 . 4.II 

400 Service 13 ,3 2i 

500 Education and Health 3 3 I K..' 
600 Agri-industry and Fishing 4 1 1 44 

700 Agriculture 

800 Other i 1 _ 

900 Artisans 28 28 281 28 

999 UrJnown K I _ 

Total 102 30 3 135 I 8 16 102 38 11 11 

161
 



Loani Actlvity 

Ivory Coast Develoentr~ Bank BDI 

ist Tranche Ind - ] Total____Tn-nc 


1 1 i I ]V I____000 Consruct-oniBUi41dinq MYantenance 

002 Tile Xfo 	 f i_____ 
103 i1j f 	 i 

5OI.9ircr Mfo.I 

Io::.Bu±~±'q Mater-,.&Is 5-a2.es 

023 lChain Saw Salas 

041. Carpentering 

'43 IJbn 

061 Woodworkin. 1 
M canstructlon I 

100 Manuacturina - ________ 

__ _ _ __ _ _ __ _ _ __ _ _ ________ 

1.02 IShces - - _ _ _ _ - - .......... - -

103'1?erf,=e- -L I -1

121. Fcod Mc. 2--ocessing -

,:21.M. 

1.42 	 'K.;.:zh:en Stove .Mf7.______________ 
44 ; :-itcerwars :If=. _____TI_________ 

*46 Musiz P.cr Afz. _ _ _ _r____ 

L47 U :s:a.1.:stn.ien=3 :!fz. 	 _____I_____ 

16: Sheet MIeta M: ____ _____ ___
 

153 roam sheet %If=. _____: : I
 

1 1 '21 ' 3 __0_ 4 4 D 

'C 2 :s 	 ______ _____ _____ _____?&=s-:::Z 	 ____ 

01feIas le 0ats 	 _______ 

Pa1 	 20 1ln~ 5ae a 
________________________________ 1______ ___0_____5______ 	 I ______3_ 

:4a:aane 	 ______ ______ _____ _162__ 



Page 2 

Loan Activitv 

Development Bank BIDI
 

Ivory Coast
 

Actiitilst 	 Tranch 2nd Tranche TotalCode ActivitL -7-7M7 I Tot. I S 1 L ITot.s I M L ITt. 
300 Sales -- i . -- n~30.1 Fcad/Grocerv/S erarketI 

30:1 Fish 

3=Houseware 	 -~~ 
3231 Clot-hng _ ___ I 
3241 Leather Goods I j

__________________________- ±___ i + _____ 
"42.l Soectacles t +Ti 

3421 .Mus.i Records
 

36i statone _ - I , 
tor5337oe I i 

-631Office sEuicpment I t, , 1 fi 
38.1 	lc=erce - 1 

, Sun-t:ata! -j I 

400 Service
 
4011 Hotel 
4021 Restaurant ~I rT 
42315ar 
4041i).scotecue I - Iu ' I 

4C51 Orchestra I I I ". 

42117ailor -, - - - -

4_221 La_ _nd_ _,__, I I 
4231Beauty Parlor 

________________________________ I ___ I I 
+; 

II 
441!?hotoraonI.n 
4421Photo Development 
443' Printino 

I ... 
I 

-

... 
- - i i 

i 

_ 

I 

; -

I 
I i 

461Customs Broker! ! 1 ! 1 

462: Map Makinc 
. ! =,. -to~~al - 400,i -. 

i1I I 
1 

500 Zducation and Health i 

521! Nurset.-, I _ _ 

5411 :Maternit Clinic I j -	 d 

5,1! Infir.-a--y J , I 
5311 Pharmac., I , ___ __, _, 

SD-torca - 5_0 

600 Azr,-lndustr-,, and Fj43.11ma 

601 e d-In ard Sal-m I'tt 
602! Chicken ?armianc ______603 Lw .er:/ IL 3 	 5_______2__ 	 I 

62 ereal Zecorlcating __________ 	 ' 2 I +{

64 I{Cold Storaoe 	 I - I I 
661; .isninc 	 II_ _ _ _, 

n-total- 60 I 31 31 21 2 
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Page 3 

Loan Activity 

Ivory Coast Development Bank BIDI 

Isr Tranche 2nd Trancne Total 
Code 

700 Acriculture 
Acriviyj 107. 3 :jI IL I To. S .f i L :ato. 

Su,-otl - 700, 

801-ectri- ?ower Generation Ii 

______ ___ ______ ___ ___ I 

i821 cZal Mijning .... j......±__ I 1 L 

341, Finance, , , , 

Sub-"tal - 3C0 , -. 

9C0 Artisans J L....I_____ I 

981 Artisans- 

al
LSub-tz -900' i ! 1 I 

Total 
COO Const uc lon 

I I100 HaMnuf ac tuu nq I- 2 

a 
3 3 171200 T'ransmortar-ion 2I2.L 51. 13 5 1 

300 Sales I
 

400 Sertice _ 

500 Education and Health T 
500 A r J-ind -azt./ and ish n q 

700 Agriculture I 

300 Other _ ] 

900 Art saas _ I 
1999 'Jnjuown _ 11 

To.al 2 2 10 14 5 5 2 2 15 19 

164 
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Page 1
 

Loan Activity
 

Ivory Coast Development Bank CCI & BIDI 
ist Tranche _2nd Tranche Total 

code Activity S L To. sI :m L rot. s7I Tot. 
000 Construction;Building MaintenanceI 

002 'Tile Xfc 

003 I!ail Mfc Ji i -
004 IP!.int .fc. ir i I 
Co5 M.irror :!f;..Jit , I I 

022. Building Materials Sales- -
022 HPardwazre Sales 
02. ICha'.n Saw Sales 

I___ 
i I 

____ 

- T ,I 

041 Ca-&rentering 3 11 3 - -3 - 1L 3 
042 IPaintn " 
043 ,P77n-.7 ____________________ I 1I 22j , I 1 ~I 1 

' 
1 21'iI 1 3 

061.oodwork:.q 
Z61 construction 

5 
I - -

I 1 
7 

__ 5i 
-

12 

100 Manufacturing 
 I 

2.02 IShoes ~~.....2 
2.03 Perfume t l__ I~j I
 

121 Focd 2 3L', Processing . ..122 ;-ze Mf=. ... ... I 34! i
 

14T ------. 1 J 1 Ini.ure .7-49""I. 
r4 _31.K.L.then Stove Mfc.. ] ] !144 Kitchenware MfI.
 

1413uatSXf.g.-JT 
2.46iNIUSIC Record Mfc.1 

- i 
147 Lus=:al :nst_-uents Mfc. I -T-7+'-r- I 
162 iPlastics xfa.
 
162 ISheet Metal .Mfa.
 
.63IFoan Sheet Mfc. 'lI 1 ? if 4 1I
4 - i ' I p - :~ 

Sub-total 15 3 14 13 ± 3 ~ 1 3j1~j7j1-100 

200 Trans-mortation
e...c~e Sales 
 I 

222 ;ernice .- ! i_; I ,Iar-s sales 


22::Ihclainten~ance 11 2 1t 1 1 3 
222 Sicycle/Ytorcyl.e Mtn. I I , 

241 asoline Fiilinc Station ___ I 

2 15 5T 12 2 ! 2 - 7 
Sub-total - 2 _3 1 6 1 5 I14 1 6 1 3 1 9 1 31 12 i 81 23 

165
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Page 2 

Loan Activity 

Development Bank CC! & BIDI 

ivory Coast 

1st Tranche :nd rranche Total 
Activity I Tot. SIMIS i L s . I~ot. 5Iot. 

_301Io 4 141Vood/oce-_,/S u4ermarke t 1 5 
3021ish I i. 21I _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ I - . - - - 
3211 Houseware I
3221 ax-.t-±es 7 I1 2

iZ

z222I-o-t-g .LL....... 
 - -

3241 -earther Goods 2. - -
S I I Ii_____ ______ 

Miopectaci.s TTi TT , 
3421 :lusic Records ____I__ I
 
361I Stationery
 

362J1Book Store I I 

2631Ofc Ecu= en 2 - 2
 

381 cmmere ---- - 4 
- I I 

4 4 34, 4; 4 42 
14CO Se e I I I=er 


4C.!ce*.:C e______ [ 11
1, 
4021 Res:aurant 2 1 4 I _ _ 2!, 41l 64031 Bar -r I i 2 2.1 I
4C41Disco~ecue _______, ____ ________ . I ..
 

4C51 :rznestra L ____' __ "___'______
 

421 Tailor i L_' _ ; __
 I 

4221 Z.undr-. 
 _1____ 2 _ _____.. 1 24221 Beauty Parlor 3 3 1 6 : 3 

4411 Photcgrapunc 1T 

4421 Photo Dd-velomnent 1jl.L2 _____ .
443;?r £n.'i.-o I j ; 

461i Custcms Broker r-z I - 1 
46ZI :Iap M. :.n 1 I 21 

r500 Educsa.on and Hieaninii I 
50111 Sc.ol.to.eiJ -. 1 I 

d.-tOt.3.l -4 3 , 1 1___3;_______521I -Jurser*F1 500 ; I 14
 
5411,,atarn.1t", :Zlini: 


3311Pharnacv io 
_ _ _ _ _ _ _ _ __._._ _ _fSu-totl p 4.,, 

1 4
3 3 3 

'600 Aor--ind':str-,3nd Fstin6
 

6021 Zhicken 'rr.-; ____________________ 

I 3603 ~~er±-'o 3 _________ 

642.!C.O1i Storage t I __________ 

Sub-total500J 
41 ~3 7j 21 2 4 5 
166
 



Page 3 
Loan Activit-

Development Bank CCI & BIDI 
Ivory Coast 

Ist Tranche 2nd Tranche Total 
Code Activity TM I " S I M IL !Tot. S M I L I Tot. 
700 AgricultureI - I 

Sub,-total - 700 1 1
 
800 Cther
 

80a -lectric Pcwer Generation
 

821 Coal Mi.nino I 1 I 

841 F4. ,nc eI + I
Sub- total - 800 1 1 

900 Art-sans -
 I 

1 I 
Sub-rttal -900 28 28 28 i-"z 

§98 Artisans 28 ______ 

Total ,- 

1 14-2 7 1
126 a
loo. a 3 13 1 ii 

200 Transportati.on 31615 1.4 6 3 9 3 1 82 

300 Sales 34 4 3864. 34 4 4 42 

400 Service 

100 manufactuing='rng6!nu 4 3 7 

13 13 1.. _ _°° _ _-_ _ _ _ _ _ _ _ _ _ _ I ! i I ij 1I2f
Soc Education and Health ~1 1 I L i 
1600 Agri-industry and Fishin-g 41- 31 7 1 2 4 5~ 9 

700 Agricul.LreI II I 
800 Other 1Ir T F3 3 1 04 1 70 

900 Artisans5 28 1 28 _____ 281 28 

999 Ur1nownf7 

.otal 104132 13 149 8 3B1 04 0 17 
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Page 1 

7Loa.n Atv~ 

Benin Development Bank BBD 

astTranche 2_nd Total,ancns 
Code Activity :.i :4 s TOt.i mS Tot. I 

1
000 201CznstruIctionlauildinqIConst uc~ion JI ter'a' ;fa I1:AintenanceI 

102 !Til.e %Ifz 1
 
0031!ail Mfg t _____
 

3C4 !?Ijn Mf7.- ____
 

005 1:* .ror M4fg. I

321 ISu'_id:nq matar:.alls Sales I I I 1 
022 !Iarmware Sales 
023 ICha,.n Saw Sales _______,_ _ _ _ _ , , 1 
041 Carmentering
 

042 Painting 
 I1 
N3 | .I i i 2 1 2 

:61 Woodworkiq 16 6 1 I 7jj7 
OalI'Constrctct:on. T -

I 5.bo:tl- __ .0 , i il 2 1 
100 anufictuurna 

.32 
1 Sh'oes I ,. 1 1' I 

103 IPer',mne I 1_ 2 __2 

121Food :Aig, Processing 1 3 'I 3 

122 :5a :1f:. I____ _____ I i Ii t=ess •1a- .4fq.. i t 
1.;_1Firnizure_:f.____ 

.43 :'t:.ler. Sove :fc.c. I
 
'44 Ktc:-.er.ware :-fq. ______
 
145 ;Trnnk X . I
 
146 ':usi: Record :Xf. - , I I
 
147 4usj :al 7s'ens 'I rz
*.'nt . 

161~ a t c .f ,t[ 
I16. !Sheet :Astsl .- * __________ 

131' ;:ndustr:. I 1 2 1 1 ' 2 1 

1Trans~.--a :-on_ - t ,I 
1631 heet :Sales 1 ___________________
____02 ___.____' _ _ _ I I_____ " 
:21 rwehicle 7'1.nenance __1 i i i 

1n-
24" 7aoF1ina station:I 1
 

291 Frans~orl_
 
Sub-total 1200 I 2 4 I I>f. 
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Page 2 
Loan Activity 

Development Bank BBD 

Benin 

1st Tranche 2nd Tranche Total. 
Code 
300 Sales 

Activitv S 1 
i 

I L ITot. S M I L ITot. S I M I L IT-. 

30 !-!Food/Grocery/S ucermarket 

321!Houseware _ _ _ _{ 1 T E
 
3231Clohing iii 

3241 Leather Goods - - T 1 I 

M4ISpectcles 
3,421 TT 1Music Records--


3611 Stionery - r - 
3 Boo Store - 1 2 1 
36310! ice Eau.oment I i 

3611Cozerce 1 i 1T01 24 1 25 1 14 -. 

I uo-totai - 300 16 1 16 1 1 26 1 1 27 11 42 1 1 43 
400 Service401THotel iI I 

4021 Restaurant 
403BarI 
4041 Discotegue I 
405, Orchestra Ii. 

421Tailor 
4221 Laundry 

I .j.~ ~I 
423 Beauty Parlor I 1i i i 1 1 

4411 Photographing 11 I 1 T T 1 1 
442 Photo Ieveloonent £ I i, I 
4431 Prinnincy 1 1 { I 

46lICustoms Broker i . 1. t,
4'621 Man Makina i L L. " Ir ' 

I-
 2 1 5 1 5 
500 Education and Heal1 - 2 ' 501I School 

521-1 Nursery-,T - . - - - I
 
5411 Matern.t Clinic5________- ____- __ i i I , _______ 
5811 1.1-arm.ay ~-- - -

I SLL-total 300 3.2..1 3. . . 3.1.S.L 
600 Aori-indust-y and F I 31 2 

6011 Cattle reed - in Salpe I 4LL1I 
6021 Chicken Farman; I '.j. 

621 cereal ecorticatin I
! I
 
641ICold Storae
 

6611Fishi o Sub-total - 600 I________ 1ii 2 
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Page 3 
Loan Act.ivitv 

Development Sank BBD 

Code Ac tivity r.A 1st Tranche
I L 7 . 2nd Tranc-eS I M IL . Total x : I o t 

7C0 Agricu ture 
-

_ __ _ _ _ I 
,00OuD-cotaL 

80o Other 
B.01 "71ect..'ic PMwer 

- 700 

Generation 

1________ 

I I I 

321 :Ca 1 ni.a..n ____ i I i 
a4_ FinanceI j 

900 r--san Su-tota - OO 

961 Ar-ians 

Sub-total - 900 I i i I 

Total 

000 Construction 

1CC Manufacturing 

200 Transportation 

10 i1iiII J 
u n 2 

Z ~ 
7 

2Z 
4 
1 

2

I... 
5 

T_ 

. 
12 

J 
9

12 

1 

3 
-
! 

13 

12 

3CC Sales I 16 1{26 .7 1142 43 

400 Se'eri 3 TT 3 25 [ 

5CC Education a..d Heaith 31 3 I 3 3 

600 Aq-.-i.ndustry, and FLsning l 2 

700 Agriulture 

600 Cther1I t II Ii II i 
9CC A rtisansHiI 

999 Unknown (3) 

, Dal 38 4 42 1 371 1 39 1 75 5 81 
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Page 1 

Loan Activit; 

Togo Development Bank BTD1 1st Tranche 2nd Tranche TotalCode Activity S Mr L ., s ".4 LITo:. s LI T t. 

000 Construction;Btuldina Maintnance i I 
001 ICcnrt--uc-ion Materi als mI
002 Tile M g ! I I 1
 
0C3 hail :f u1 i - I 

004 .Paint M. I - -

C05 iMi:ror :f. - I I I T! ~I I 1 

021 IBuildinq 3aterials Sales 
022 IHardware Sales i ! I - - I 
023 Cha.n Saw Sales 7 T-r 

-

I _ __ __ __ __ _ _ _ _ _ _ I I I *1I 

041 Carpentering 
 l 
042 Painting 1 1 L 1 

± ' tL 
043 1Plurnbing T - I; 

061 IWoodwor.king T21 2 I I 2 1 2 
Z81 lConst uc=ion I i - , - - -

I5Sw- tai- OCO 3 Incti 1 1 4 -7 1! , i 3, 1 1 4 
100 Manufacturi.nq j Il i £ 

102FIC1 3unc n 

102 IShoes I i I 
103 I er . ee Ir-Pe 

1211 Food Mfc, Processing I ji 1 I I I I 122 iTe .Mr. I j' I -
I i, I , ! i ' I 

141 I..attress M.'. l I - T 
1.4-' IF..rutuxe :I~q. '
143 ?Yi::hen Strve .fg. I - I i 4 
144 Iitchenware mo. 

145 In17nK Mfr. - 

146 M1sic Record Mr-. ............
147 Musical ins-1--mnents :.f. -I -

162 Sheet Metal Mc. 
163 Foam Sheet Mfc. 

I 
-

I 
iI T 

I 
-. 

181 Industr1,F 
Sub-total- 100 1 11 ij 2 I 2 I 2 1 4 1 3 6 

20C Transpor:ation - I I _ _ i I : _ _ 

2.. ehizle ?&r" Sales - I ; _ _________ 

221 ,'ehicle 'Iaintenance - I ' 
_______ i I __ _ _ I I 

i 241 aso2.ine Fi!!inrStation I i I I i 

-tI - _2 1 _Su- 1 
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Page 2 

Loan Activity 

Develoment Bankc BM 

1 1let Tanh 2nd Tranche :Otal 
Code J Actity STMT7 L ITot.1I 1M L !Tor. S ot 

300 SalesII I 
3021 li..h 

321l.qousaware - - - - - -___ 

3:21 extales- ,IaI II 
323 i Cl tnix 
3241 Laather ;cods ~~1~ 

3411 spectacles --

361.1 Stationexrr L 

FG" 3ock S 'ore i
 

fice.61Eawui-ment I If
 

I331! Cormn~rce ~ 7I 
=--ta IOU 2 3 1., 2 14 23 4 '27 

I 402iRestiurant j I_ _ _ _ _ _ _ _ _
3arI
40.31 I--;-I 

4041 :iscazcr -Ie i 


4MCrsnesira 
 I I______ 

421!T-PaIrl
 
42 Z aundr-_____ 

4221g34.uty 23ro f _______I ______
 

4411 P!hotogripkina 1
 
4421 Photo :avellorrent
 

_________q I_ _ 2__ 

4611 C-.Stcms 3roker i
 
4621 MAo Makinc I ..-


I - ;":toa  2 
1500 Tduca".±on ind Heal, - -

52_ Ijurser-'*I___________ 

54-31:44ternity Clinic '1 i I _____

~~Tnfiza_r I 

a=i- - 500 1 2C0 3 3 2
600 Aari-industr and %~shino 

- 11 :a3.IL IdA-. AI
6021 :2hicken 73z-±nq 2
 

i4llCald Storacej 1 ._______ 
661;Fishina .. 

ISub-total - 600 1 3 3 3; 3 

1.72 



Page 3 
Loan Activitv
 

Development Bank BTD
Togo 

1st Tranche nd Tranche 'total 
Code Activity a IM iL !Tot. S M IL !To*. S m I rot 

700 Agriculture I I 
___________________ I -T T r 

SUD-tota - 700
 
800 Other t J
 

601 Electric Power Generation I L
 

821 Coal :miina 1T _______________________ I ,I : 

841 Finance I
 
Sub-total - 800 1 1 i i900 Arisans 

i _ _ , _, I 

981 Artisans i , ___________,_-
Sub-total 900I i i I I I 1 _____ 

Total 

500 Construction 3 1 3 

100 Manufacturing 1 21- 2 23 4sin 3 36 
200 Transvortation 1 12 31 i 
300 Sales _ 11 2 13 1 2 214 [.23[ 4 27 

400 Servicei 71 1I 

500 Education and Healt-hJ 

600 Aqjri-industrj, and Fishing 3 3t 
700 Agriculture 

800 other1 

900 Artisans 1 1 2 2ZI 
999 n, nown -, 

Total 23 6 29 18 7 25 41 13 54 
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Page I. 

Loan Activity
 

tJnoer Volta Oeveloonent BankIBORV 

1st 7rnche 2nd Trar.ns oa 

00CfgUtOzAct±vit, s I L Tot. si I m~ : I ITcr. 

00, ITile Mfg
 
C0] INA.1l Mfg- - - . L 

022 Ilar:w,,,are Za2lei 

041.ICaxrentrz-ng I II ~I 
,43 1? 1-1n.,nav------- 1 1 
061 W;oodworkinc1 1 I j iI1 
-081.Cornseucrion i i __________
 

Sub-tot-al )C 40 4
 
100 :ftnueactuz-irn II I 

, 0 1 CQtning I T1 

:Zz hoej I I
 
j.C3 lPerf,=e _____ I 

121 !Food Mfg Processing rL L 

'42 IFurn Eue fl I f. 
a i!7II-tc -43- I -v 

.44 Ola~ccnenware *f._ ____ I 1- -

45ITruak M~z.______- -1 

146LMustc Record :4f:?. L____
 
147 51us, ca±l s nt :Ia.
 

1-31 Pl~astics AMf-*II________ 

I________'6' :Sheet :AIstalt oxf. ________ i I_____I_____ 

163 ;Foam Sheet Xfq. ________________ 

131 nu:- I ~ j_______I
Sub-ttal 3 1100 I 

200 Trxns~or--at±-4cr i 
Veice _ _ :C al s es_ _ _ _ _ 

..21 hehic1. :azintenancs ___________ II_____ 

241 Olso:'.e Fijq Sa'n 
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Page 2
 

Loan Activity 

Development Bank BDHV 

Uoper Volta 

Code Activity S 
Ist Tranche 

.4 1L ITot. 
2nd Tranche 

I L FTot. S 
Total 
MI L ITot. 

300 Sales I 
301! 7ood/Grocer,/Suo)er-iarket ___ I J 
3C2! 5±'sh__ _ _ _ _ __ _ _ _ _ __ _ _ _ _ I F 

3:11 Houseware I I 
3221Cex-les{ L -

3241 Leather Goods I 
_______________________I ± 

342 SzSectacles 
3421 Music Records 

I
1 

I 
- , I I 

3Stationery 7 
21Book StoreI 36jiOffie -Equipmen-t 

I 
I 

3811 Commerce I6;2 6 2 3 

!400 Serv-ice 

402Restaurant ', 
403Bar 
4041Dziscoreque _ t__ _; 

4051 Orchestra ______ 
________________________________ I. I I 

42-11Tailor ____ __ I 
4221 ,Aundr
4231 Beauty Parlor __ __ _ __ __ _ __ __I j_ __ _ _ 

441! Photoarsoninc T I _4421 PhOtO Cevelcoment 

4431 .rinting I _ _ _ _ _ _ _ 

4611 Cucms Broker ]I ! i 
4621.4aDp4Raking I___________ 

+, .& -totai C 

.00 Zducaticn and Health  1 1
 
5011 SC.o100 

5211 urser _ _ _ 

5411 Aate.-r.itv Clinic I _ _:561!Znfrrn'Ta.-- ___________ 

5911 Phar-nacv{ 
!BP'r Su-toa. - 500 1 I 1 11 

600 Aari-industr'y and Fishina 
5011Cat le Feod-n- ard "e I 

6021 Chicken Fax-minq _________________ 
6
03 -LIeri~
 
-,ijCereal ecoritcatinq i 
641lCold Storace I I
661 ?13hinc 

6Sub-total- 6 0 I I 
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Loan Activjti 

"Dcer 7olta Oevelopment Bank BORV 

ode Act~vit, 
IsT!ncne 2nd Tranc!-.e 

T: 
Total 

7:0 Agricultu~re ,s:-.h t o. 

-u-oa700 rrT - -

501 Electric ower ier.9nition i i I 

441 Fiiane -

-Lub-total-C 30 . . - I ___ 

900 Ar:-isarms 

-u-oa900 Li 1K 

Total 
___ ___ ___ ___ ___ ___ ___ ___ ___ 

_____________________4 4 _______ 4 

100 :Anuac:.r: 4L.Ii. 
200 Tra.isprtation I 

14C0 Service 

507ducat-.on ind Healrh 

iO0 Aqri-indusmry mid Fi~hru.q I__ 

7CC Aqri-.t.re - [ 
800 :,t.IarI ! 

To tal .4 hiiu17 ______ 14 3 17 
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Page 1 

Loan Activitv 

Niger Development Bank BDRN 

Code1 Activity S 

Ist Tranche 

M L ,Tot. 

_2nd 

S M 

Tranche 

L tt. S 

Total 

1 . Tot. 
000 Construction;Bu.Iding Maintenance 

001 lConstruction M .erials "U2 1 3 2 3 3 6 
0021Tile fo I i 1 __ 1a 
003 I~all %Iifa -Ij 

04aitmfc.

025,MLrror Mf.i , I 1 [ l 

.21IBuildinq Mater:.als Sales 
022 Hardware Sales I 1 

I 
4 

1 J 
-

I 

0"3 Chain Saw Sales -. -. -

04l :renterinq I F i l l I 

, ____I__ns __ru___,__n_ I i I I ! ii i 

!00 Ianufact.urinq.i 1I it t i I! ' I I I 

sh.oes10oZ ............
03 fPl. ne LI i - I ! i i 1I I 1 

121 lFood .f ,- Processin g 2 4 61 2 2 .. 2
'4. Iantrnss --. - - - - - i 

l rfumex ? 
 I I _: i ! 

1 3 uj.tu.nen e _ _____ IS I _ __ 
144 IK nenware f .I 1- I I 

".46M dus;M- 6,,. t 'I I I iRecord 

lubi c a l : := -=en y. ' ,s :s ::.I i 

1s Mf6.7 2 I ____ _ _ 21 2 
16Z ISheet %.let.a l i i : i I-


.63 tIa rSIhe .I I i I 
181 F:ndust.-n,: ; i i , ,i sb-- - COo 4 -9 , IT3 1 t 4 1 9 ,r3r 

20 Transoor-atiorn " -- I I ____ - r I I14 tu1 s:lIe t ____ - - -i - -:01 .'e~ l Saless, ' I i I
242 IWenicle ?arts Saf-. ______ ISale 
181~~ lsto ~ 1fo2____ 5'__ 

'41 Tasoli -en t i IS 

I Suo-total - 20C 1 10 12, 1 1 3 1 11 1 106 
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Loan Activity
 

Development Bank BDRN 

Niger
 

C 1st Tranche Znd Tranche Total 
CSds M Iivi.. iTo. S .4 L I-Tot. S I MF 1 To=. 

300 Sales
 
3017o d/Grocerv/Surerma rke:
 

3,-11 Housewwar1e 

3221 Txcileso !
yI . II ______ 

324i Leather oods I iji 

4£ S e -a es;, I _ _ 

342!:Iusic Records ) i ________ I I 
3611Stationery I , I I 
3621Book Store363j'Office Eou,:men: ) " 1 

3811-, Cornerce ,U-,=or..L 4CO . .. i I I .____- L.L 

1400 iervice ' 
4 i 1. i 3 4 i, 1. , 3 , _5 

4021 ?.staurnt 2 I 1 2 I _2 

4041i40313.a=.scoeue 

405Irresta _______ __ 

4UiTailor I 1 , iI I i 
4221 Laundry 

4231 Beau:? ?arlor _ '_ _ _ _I 23 -, I 

441i Photngraching I I
442! Photo Zeveioient 1 -.
 

4431.Prin~. I K , I )'
 

461; :uscoms Broker j i _ _ 
462: :Tap .ikingI 

500 -ducat-:on and Healh-.3 4 [ 
!01I 3C.101 

52II1u1 rer-, I _________ 

541! :aterni±- Clinic j ;
5611:nfi.-ar; I : ,I I 

5al r ,ha-macL 

I nSuc-total- D0O _____
 

600 Acri-indus=-- and Fi-hin I 
jC1 "attle Fedinaand al -s __ '_ 

6021 :ticken "Irmi.q 4 2. __4 _ "_603 I ____er__,___ _______________ _______ 
621 are.i =eccr:.'cac.n ,__________,_______ 
641JCold Stor~ce 2 2 - : _________ 

__6______ _______ zI 61 
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Loan Activity 

Development Bank sDL 

Ist Tranche 2nd Tranche Total 
Code Activity L IIot. S I M IL ITot" S M 1 L Tot. 

700 Aariculture___4 __ __ 

_______a800 other I-r-r0 I 

.I=I Soo I I lI
821 Coal Mmmcn. T i[a 

841sui-a-Fina e iSub-total - 0 1o 

900 Artisans KL . 

___ __ _ __ _ _ I 
9gal Arti.sans i {,,
 

-900Sub-total 1J..L.LL~J i 

Total000Costrcton17J1 7 3 25 J1 a 312,
 
100 .4anu~act'.:r.nc 419 13 j4 9 JI 
2C ransporation 1tlo0 ]2 11134 1 14 [16 

00 Sales j 3 33 

400 Service 4 3 18 1i14 31 9 

SCO Education and Health 1 1 

600 Agri-industz-1 and Fishing 2 6 8 226j18 
,CO Agriculture 

800 Otner ----- 7 1-
900 Artisansjl I 

999 Unknown i1
 
:.otal 14 16 3 11 14 41 
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Appendix C
 

Ancillary Program Effects
 

Ancillary program effects are covered below in the sequence in which
 

they are enumerated in the contract provisions, as set out in Appendix I.
 

Economic impact
 

Political/economic environment. The mcst relevant factor is the 

politicz-! re-alignment of Benin, occuring largely since the initiation 

of the program. Its recent adoption of an officially proclaimed Macist-

Leninist form of political structure under a single party ("Parti Revo

lutionnaire de Peuple Beninois") implies a situation in which government 

controlled collectives are relied upon, rather than private entrepreneurs.
 

The present situation and the probable future loans are set out in Appen

dix K - "Trends", to which attention is directed for further observation 

on the subject. The economic envirornment, in the other Entente countries, 

affords no meaningful deductions concerning the extent to which the Program 

has been inhibized or encouraged. Presently, there appear to be no sag

nificant frustrations. 

Impact on co.Tmercial banks. Little present impact on commercial banks 

is noted, though the recommendations include proposals for bringing 

them more closely into Program activities. In future, some effect could
 

be foreseen, if the bank's high-overhead costs of small loans could be 

partly borne by poiLt-of-contact program activities.
 

Incrc se in number of African entrepreneurs. This aspect is treated 

directly in Section II. 
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Capacity of development banks. The capacity of the development banks
 

to make entrepreneurial loans depends upon the extent to which their
 

overhead costs are minimized by program action, as described in Section
 

:II A.
 

Availability of credit resources for entrepreneurs. The revolving and
 

guaranty funds provide adequate resources for the banks and entrepreneurs;
 

the greater relative need is for non-financial assistance, as presented
 

in the recomendations.
 

Tax exemptions. Tax exemptions already are provided to African
 

entrepreneurs, in mcst cases equivalent to that afforded expatriate
 

enterprises. Little advantage is seen in pursuing this tangential
 

aspect, with the results considered in relation to the time and effort
 

invclved.
 

Competition with expatriate entities. Thus far the program has had
 

little effect in promoting competition with the expatriate entities
 

that enjoy a near-monopoly position in the economies. The latter are
 

large and well-financed projects, at a level to which the African en

trepreneurs presently do not, and probably should not in the immediate 

future, aspire. 

Linkages between countries. Some linkages are possible (and to some 

extent evident) in the program funds availability to other entrepreneurs 

than local nationalities (See Appendix H). Broadly speaking, the 
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Conseil is the principal factor in this linkage, and an effective
 

Conseil Program for entrepreneurs can anhance its reputation and effec

tiveness.
 

Employment opportunities and income distribution. The program has
 

had a definite but unmeasurable result in increasing employment, in
 

the activities supported. Income distribution improvement is merely
 

an inferred result, not quantifiable.
 

Alleviating bottlenecks. A definite contribution is being made, and
 

much more is possible, in alleviating bottlenecks in such areas as
 

services, where the need - and gap - are quite evident. To this
 

extent competition with expatriate activities is and can be increased
 

significantly. Broadening the base of the economies may therefore
 

be deduced, if the term is defined as increasing the scope and breadth 

of activities in which African entrepreneurs are engaged.
 

Bankable entrepreneurs. 
The program is making a definite contribution
 

in preparing African entrepreneurs to become bankable prospects for
 

commercial banks. The process necessarily is slow, maturing only after
 

the original loans have been paid off, and further loans are sought.
 

The practical absence of "second loans" in the program suggests that
 

at least the early stages of this process are in train.
 

Economic soundness of loans. Economic soundness is reasonably high, if
 

that is defined as contribution to the overall economy in services pro

vided and products produced. Only in tae sales sectcr, and especially
 

in the "market women's" activities, does the program not appear to add
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much to what would in any event materialize. The aspect of cost-benefit
 

analysis has permeated the entire evaluation. The results are a auite
 

favorable ratio in manufacturing and service, less high in the "commercial"
 

area, and lowest in the "artisanal" area.
 

Administrative costs. 
 It is apparent that the least proportion of
 

administrative costs are borne by AID, in comparison with that of the
 

Conseil and the development banks. 
A higher level of administrative
 

costs is entailed in an improved program effectiveness. That of the
 

Conseil may be the most difficult to accomplish. For the development
 

banks, overhead costs are minimal, kept that way because of their profit

crientation. A re-structured program can assist, by its activities, in
 

minimizing development bank overhead costs in an expanded scope of those
 

of their operations relevant to the program. 
Direct costs appear in the
 

same relationship as 
the overhead and administrative costs.
 

Types of sectors receiving loans. This aspect is treated at some
 

length in Section II.
 

Finding and encouraging African entrepreneurs. This is one of the
 

weakest aspects of the program thus far, largely because of the program's
 

operating structure. The promotion centers are beginning to move in
 

this direction, and greater emphasis on point-of-contact activities, and
 

especially initiation of the "Country Representative" reccmmendation,
 

should materially improve the effectiveness of the program in this regard.
 

Agriculture area/rural development targets. Identifying a target in this
 

area is difficult, because the program does not, by its inherent nature
 

183
 



and objective, have real prospects of effectiveness in this area.
 

Indeed, the recommendations clearly imply the abandonment of the
 

purely agricultural area as an appropriate objective, given the nature of
 

the necessary effort involved, the inclusion of such programs in other
 

more appropriate programs, and the low cost-benefit of complementary
 

efforts by the Program. The nearest identifiable target area is in
 

agri-industry. Here, the processing and storage of farm-produced
 

foodstuffs is suggested.
 

Improvement in the African enterprise sector. The amount of credit
 

resources available to African entrepreneurs is quite inadequate, in
 

relation to the existing and potential demand. This must be qualified
 

by the observation that such credit would become more easily available
 

if the entrepreneurs concerned had a higher degree of sophistication
 

in their entrepreneurial activities. I.e., what they need is more
 

non-financial assistance, in relation to financing. The former would 

in itself increase the funds available, both from development banks 

and from commercial banks. 

Number and cualitv of new or more effective entrepreneurs. The number
 

of new or more effective entrepreneurs, as a result of the program, is
 

impressive, as summarized in Section II. Their quality can be described
 

as adequate, by their ver i continued existence. it is beyond doubt that
 

the program has improved their overall effectiveness, though the e±Zect
 

is not quantifiable. The promotion centers have and will be more
 

effective than the development banks in increasing their effectiveness.
 

The former are emerging as the real non-financial assistance source,
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while the development banks tend to consider the smaller entrepreneurs
 

are a necessary but not highly profitable part of their activities.
 

Promotion center assistance. The promotion centers have been most
 

effective in general training in accounting and management, as well as
 

in the technical aspects of production processes. The- have been least
 

effective in training in dossier preparation and project analysis. 
Dossier
 

preparation is improving, except for the financial analysis part, in which
 

they thus far are inadequately equipped with the proper personnel capacities.
 

Self-financing entrepreneurs. 
 It is too early in the program to assess
 

accurately the extent to which the program results in a class of entre

preneurs able to self-finance a considerable proportion of new 
 investment
 

requirements, as most of the loan terms have yet 
to mature (except for
 

the small short-term "market women" loans). There is the indication, how

ever, that additional, though small, added investments are being made by
 

the loan recipients in their business, possibly partly because they find
 

added working capital requirements are greater than originally perceived.
 

(Here the program is accomplishing a real service in providing working
 

capital.)
 

Technical assistance. 
 The program has made a quite definite contribution
 

in technical assistance to a relatively limited number of medium size
 

(or large entrepreneurs who have developed problems that cause 
the devel

opment banks to refer them to the Project Office. The same type of
 

assistance, at a lower level of required sophistication, is needed, as
 

indicated in the "Country Representative" recommendation.
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Technological sophisticaticn level. The recommended type of technical
 

organization designed to assure that the level of technical sophistication
 

is appropriate, and can be maintained, is inherent in the recommendation
 

for greater emphasis at the point-of-contact with the entrepreneur, where
 

the level of technology is determined. There are indications that the
 

level of sophistication of equipment installed sometimes is too high, and
 

too costly 
to maintain in the local setting. Too sophisticated and too
 

high capacity equipment is sometimes installed, causing market problems
 

when the domestic market cannot absorb all of the prcduct. While this
 

results in export oriented efforts of value to the economy, a better
 

approach would be to obtain simpler equipment of lower (and less costly)
 

capacity. 
Here the promotion centers are beginning to be helpful. Equip

ment catalogs, in the hands of the recommended "Country Representatives",
 

would be a definite contribution.
 

Dossiers and disbursements. Dossiers generally are prepared for the
 

smaller loans by the development banks themselves. They are terse,
 

and ccncentrate on the collateral arrangements. Little is recorded of
 

the project's inherent viability, or characteristics of the potential
 

management. Promotion centers are beginning to fill this vacuum to
 

a considerable extent. 
Requests for loans, submitted directly to the
 

development banks, generally go through their normal channels of approval, 

with low-echelon assessment, but quite high-level final approval. 
Dis

bursements are relatively fast, in comparison with that of development 

banks in other countries, - one to two months at a maximum, and sometimes 

a few weeks only are required for funds to be disbursed. 

Project organization and guarantee fund reauirements. No significant 

problems are foreseen in the technological organization of the program 
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because of the guarantee fund requirements. The guarantee provisions
 

are working reasonably well, and do not appear to result in any
 

directly-related need for reorganizing the program's technological
 

structure.
 

Development bank procedural systems. Some reservations are required in
 

this area. Development banks are uneven in their appare:it accomplish

ment in rapidly and effectively disbursing the program funds. BIDI
 

exhibits less enthusiasm than does CCI in accepting and applying the
 

program facilities. The other banks seek the funds and apply them
 

promptly. All of them however, have made full use of the funds, as
 

the demand far exceeds the supply of program loan funds. The extent to
 

which the funds are applied in an equitable manner is difficult to assess.
 

It would appear that persons close to bank personnel learn about and gain
 

access to the funds most rapidly. None of the banks appear to have
 

received funds not used for the effective purposes of the program.
 

Financial soundness of banks and prcmotion centers. The development banks
 

are quite sound financially (see Section VII B). The promotion centers,
 

as government organizations, are "financially sound" since they are
 

government financed, and not organized as profit-making institutions.
 

Revolving funds. The accumulated revolving funds are well applied to
 

the direct and overhead costs of program loan administration by both
 

the development banks and the Entente Fund. Accumulation has been slow,
 

as they mature only over the course of loan maturities. To some extent
 

early and very short maturity loans has caused a more immediate accumulation.
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The recommendations bear on this aspect, in suggesting a minimum period
 

in which the repayment re-flows may be applied by the recipients without
 

program restrictions.
 

Training programs. These have been conducted, in seminars, on accounting
 

and business management. 
 (The training Advisor's contract has terminated,
 

and is not in prospect for renewal or replacement.) These seminars have
 

been enthusiastically received, especially by some of the promotion
 

centers, whose activities they directly supplement. The need for them
 

in the program, however, appears to have declined - both because the pro

motion centers are beginning to supply this need, and because the program
 

activities could better be concentrated on direct point-of-contact activ

ities. The extent to which the training programs have made a direct
 

contribution to project identificacion and analysis, and project finan

cing, is debatable. 
The nature of such training has necessarily been
 

more general; individual assistance appears necessary in these specific
 

categories. 
As noted previously, project identification has thus far
 

been practically non-existent, in terms of promotion of the opportunities
 

presented by the program.
 

Immediate and extended families. African culture in general places a
 

high value on the successful individual's support of less fortunate
 

members of his immediate family. 
To a lesser extent this applies to
 

the extended family. 
This is evident in the Entente countries. Free
 

access to the services or products of the successful entrepreneur is
 

expected and accepted. There Is no direct evidence that this has
 

militated seriously against entrepreneurial success by the program's
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clients. The characteristic is one 
that must be accepted as a continu

ing cultural aspect; to attempt to modify or eliminate it would be quite
 

counter-productive.
 

Effect on existing entrepreneurs. No evidence was noted of an unfavor

able effect by program-assisted entrepreneurs on non-program entrepreneurs.
 

This may be partly due to the fact that the opportunities waiting to be
 

grasped by African entrepreneurs is considerable; the level of competition
 

between them is far from reaching the point at which there is evident and
 

serious comnetition between the two categories. 
Mostly the non-program
 

entrepreneurs are not aware of the program's existence, or of program

assisted competitors.
 

Social-spread effects. 
Expansion of entrepreneurialship undoubtedly
 

has had some effect upon the distribution of income and upon the quality
 

of life in both urban and rural areas. The increased social status and
 

improved income of successful entrepreneurs reflect directly upon that of
 

their i-mediate and extended families. 
 The quality of life is affected
 

through this increased income and by being drawn closer to the circle
 

of more affluent individuals participating in the cash economy of indus

trial and commercial activities. However, deductions are quiite suspect
 

when based upon such limited field research, though some infezences may
 

be drawn 
(or sensed) from tangential observations, especially in urban
 

areas, on both income distribution and quality of life. 
 As far
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as 
the latter effect is concerned in rural areas, little is iden

tifiable, as program activities do not impact directly upon purely
 

rural activities; agri-industrial applications have undoubtedly
 

had some effect, though again not quantifiable.
 

Age and successful entrepreneurialship. As indicated by the data
 

presented in Section Il G, age has varied widely among program
 

clients. Only some small correlation is observed between age and
 

size of loan, and no correlation is observable between age and
 

success.
 

Benefits to non-participating nationals. 
 The benefit, if any, is
 

not directly observable. 
When and if the program promotion efforts
 

are expanded and the loan clients reach a higher proportion of all
 

entrepreneurs, a direct effect may become significant enough to
 

be observable.
 

Demographic factors. 
This interesting area of observations would
 

require a very extensive field research to assess with any degree
 

of validity. Only generic observations, partly in the form of
 

deductions, is feasible. 
 Increase in the population of the
 

countries (see Appendix F) is relatively rapid; the average age
 

of the population is low; 
ethnic composition is identifiable only
 

as "traditional" and "Moslem" in the available published data.
 

Moslems ccnstitute a higher proportion of total population the
 

further north the country is situated. Cozens of non-Moslem and
 

non-Christian ethnic or religious categories exist, each tending
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to cross the existing national frontiers established during the
 

colonial period. In the southern areas, nearer the coastal city
 

activities and in the region of tropical vegetation, there is less
 

mobility and more permanence in individuals' habitats. Further
 

North, into and through the savanna region and into the desert
 

areas, mobility becomes greater as fixed plot land cultivation
 

and established industrial or commercial activities give way to
 

a more nomadic existence. These affect the program's target
 

population by ethnic composition (more Moslems in the North) and
 

seasonal nature of activities (as subsistence relies more and
 

more on sparsely distributed natural resources of the land.) Con

centration of the Program's target population follows that of the
 

population itself, with possibly a greater gradient due to the
 

smaller participation of the purely agricultural activity of the
 

North, and the greater concentration of industrial and commercial
 

activities in the South. Operation of a successful business, in
 

this milieu, would appear to be more probably successful in the
 

southern reaches than in the North, if only because of the greater
 

proportion of the population engaged in the cash-economy in the
 

South, as compared with the more nomadic population of the Northern
 

regions.
 

Target population's percentions. Relation to need appears to con

centrate on money, rather than non-financial assistance, as far as
 

the target population is concerned. It is an endemic charactezistic
 

of many less developed economies, in which money tends to be regarded
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as the major (or only) obstacle to success. In actual fact, the
 

money incentive is a factor in inducing those concerned to avail
 

themselves of the non-financial assistance required for their
 

success. 
This quite important aspect is approached by recommenda

tions that a fee be charged, and extracted from loan proceeds, to
 

induce greater demand for the non-financial assistance so greatly
 

needed. Religious factors do not appear to correlate with the
 

perceived need, though attention was directed to the possible
 

existence of a Moslem thesis that interest should not be charged
 

on loans. Cultural environment could have some correlation with
 

perceived needs, but only a minimal relationship was observed, in
 

the relatively large demand (in numbers) for loans in the "sales"
 

area. 
The cultural heritage would appear to emphasize bartering
 

rather than more modern methods of manufacturing, or serzicing
 

the products of a modern industrial society. These characteristics
 

outline a context in which the program objectives need to be geared
 

to a relatively simple phase of industrialization, to encourage and
 

attract the largest possible fraction of this culturally related
 

phase of development.
 

Social consecuences. Some deductions and inferences may be made in
 

this area. Who will and who will. not participate in the program has,
 

thus far, been determined largely by who has heard of the program 

and who has not. If all potential clients were equally informed, 

little is observed to indicate any distinctive differences between 

those who will and those who will not participate in the program.
 

192
 



How a successful program implementation would affect the two
 

categories is inferred as making participants more successful,
 

with consequent copying by non-participants - but this is still
 

only an inference. However, an unsuccessful program implementa

tion may be deduced to have a considerable though intangible result.
 

As indicated in the description concerning Benin in Appendix H,
 

the on-going process of comparison of a private-enterprise oriented
 

political structure, versus a collective-enterprise structure, may
 

be related to the observed success (or failure) of the program to 

demonstrate the success of the former structure. 
 To this extent,
 

an unsuccessful program might well have intangible but important
 

results in the African competition between the two opposing
 

precepts.
 

Institutional and organizational factors. 
 Informal relationships
 

among the top-echelon personnel of the formal institutions concerned
 

is of considerable importance, as 
it is in most developing countries
 

where there is a limited number of highly qualified persons avail

able for these positions, and they have great opportunities (engen

dering personal competitions) in advancing to higher responsibilities.
 

They are well known to each other, and their individual perceptions
 

and incentives have an intangible effect upon the program, in ways
 

difficult to identify and describe. Mention has been made of the
 

probability that loan clients may (especially at the outset) be
 

those known to the institution's staff personnel. As a promotion 

effort, this has somerhing to be said for it, in the absence of 

an organized promotion effort. Some inequities may thus be introduced.
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Formal organizations, as represented by the development banks and
 

the promotion centers, reflect the results of competition between
 

their toD-level executives - as has been observed in the apparent
 

competition between the two types of organization. Given a re

structured program, as recommended, this factor could have less
 

impact on the project.
 

Alternative approaches. Alternatives are presented in two
 

categories: the relative emphasis of the program on its multi

faceted stated objectives, and alternative levels of recommended
 

program continuance. Both these aspects 
are treated in the
 

recommendations; the former is 
a revised allocation of effort
 

among the several objectives and types of potential clients, and
 

the latter in three alternative levels of recommended supoort
 

for a :ontinuing program.
 

These comments, deductions and inferences on the ancillary program 

effects are necessarily subjective, as they generally do not lend
 

themselves to quantitative analysis within the scope of a nine-week
 

field effort. 
However, they do reflect the background that has
 

gradually emerged from exposure to the multiplicity of contacts
 

with individuals and organizations directly concerned with the
 

program. 
They can be taken as valid only within these limitations
 

and subject to the ensuing implicit qualifications.
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Appendix D 

Project Office Administrative 

Expense And Personnel
 

A. Administrative expense 

AID grant administrative expense as of June 10, 1978, amounted 

to $i.001 million, with $.499 million budgeted for the period
 

July 1978 through December 1979. Cznseil de l'Entente admin

istrative expense as of June 30, 
1978 amounted to CFA 130.0
 

million, with CFA 85.0 million budgeted for July 1978 through
 

December 1979.
 

A major part of administrative expense is for consulting
 

personnel. Such expense, besides salary, include as support:
 

housing, utilities, some household appliances, local trans

port ition, and foreign travel expense, as well as per diem 

during a temporary period after arrival at post. 

Other expense consists of an automobile, driver, local staff,
 

office equipment, off.ce rent and office supplies.
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Project Office administrative cost, by source of funds, is
 

as follows:
 

Administration Cost
 

Actual Budget
 
1974 6/1978 -


Source 6/1978 12/1979 1980 Total
 

AID $1,001,000 
 $490,000 $189,000 $1,680,000
 

CE CFA 130. m 
 CFA 85. m NA CFA 215. m
 

CE in t $600,000 
 +$400,000 NA -$1,000,000

Equiv. $
 

++ 

Total -$1,601,000 -$890,000 $189,000+ 
 $2,580,J00+
 

In relation to total actual loan funds of $7.5 million, administra

tion has represented 13 percent for AID and 8 percent for CE, 
as a
 

total of 21 percent. For $10.0 million of further loan, AID
 

budgeted expense represents 16.8 percent, with CE's budget portion
 

not yet available.
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B. Project Office personnel
 

The Project Office personnel financing and contract termination
 

dates are as follows:
 

Project Personnel Contracts
 

Contract

Name Function Financing Termination
 

Boucher Project 
 AID Feb. 1980
 
Manager
 

Weber Management 
 AID June 1980
 
Consultant
 

Gattie Management 
 AID Dec. 1978
 
Training
 

Sardargmes Engineering France 
 June 1980
 
Consultant
 

Colas Librarian 
 France Renewed
 
Annually
 

Muller Long Range UN Dec. 1979 
Programming 

In addition to the above, Charles Mann (USAID financed) serves
 

as Economic Development Advisor to the Secretary General of the
 

Conseil de l'Entente.
 

Curricula vitae of the above personnel are set out in the
 

following pages.
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Charles A. Mann
 
(b) March 22, 1916
 

Education
 

1941 University of New Mexico (Credit Analysis)
 

1966 - 1967 Senior Seminar in Foreign Policy, Foreign Service
 
Institute, Department of State, Washington, D. C.
 

Experience 

1978 - Present Economic Development Advisor, Conseil de 1'Entente, 
Abidjan, Ivory Coast 

1977 - 1978 Development Officer, International Human Assistance 
Corporation, New York 

1975- 1977 Assistant Administrator, Bureau of Program and 
Management Services, Agency for International 
Development, Washinton, D. C. (Retired February 28, 
1977) 

1968 - 1975 Director, USAID/Laos and Counselor of Embassy for 
Economic Affairs 

1967 - 1968 Director, USAID/Congo, now Zaire (Kinshasa) and 
Counselor of Embassy for Economic Affairs
 

1965 - 1966 Director-Minister, USAID/Vietnam
 

1962 - 1965 Director, USAID/Laos and Counselor of Embassy for
 
Economic Affairs
 

1960 - 1962 Director, USOM/Cambodia
 

1958 - 1960 Deputy Director, USOM/Cambodia
 

1957 - 1958 Assistant Director for Program Planning Operations,
 
USOM/Cambodia
 

1954 - 1957 Chief, Program and Requirements Division, USOM/Vietnam
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1952 - 1954 Requirements Specialist, USOM/Vietnam 

1951 - 1952 Assistant Supply Advisor, USOM/Vietnam 

1949 - 1951 Port Operations Consultant and Liaison Officer, 
USOM/Korea 

1947 - 1948 Pier Superintendent, Department of the Army, Pusan, 
Korea 

1945 - 1947 Port Traffic Officer, Brindisi, Italy, U.N. Relief 
and Rehabilitation Administration, Washington, D. C. 
and New York
 

(Listed in "Who's Who in America")
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Armand A. Boucher 

Education
 

1958 - 1960 MA, Economics, Harvard University
 

Experience
 

1976 - present 	 Project -tanager, African Enterprise Program, 
Conseil de 1'Entente, Abiajan, Ivory Coast 

1971 - 1976 Independent Consultant, U.S. and Europe 

1966 - 1971 Director, Administration and Planning, international 
Telephone and Telegraph, Financial Services Group 

1962 - 1966 	 Supervisor, Corporate Treasury Office, Ford Motor
 
Company
 

1960 - 1962 	 Economist, U.S. Chamber of Commerce, Washington, 
D. C.
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Education
 

1949 - 1953 


1955 - 1957 


Experience
 

1.978 - Present 


1976 - 1977 

1975 


1970 - 1975 


1969 - 1970 


1967 - 1969 


1962 - 1966 


1962 


1959 - 1962 


1957 - 1959 


1953 - 1955 


Mark S. Weber
 

AB, Amherst College
 

MBA, Harvard University Graduate School of
 
Business Administration
 

Management Consultant, African Enterprise Program,
 
Conseil de !'Entente, Abidjan, Ivory Coast
 

Partner, Consulting Group of New York
 
Executive Agent, Creditor's Committee, Boston
 

Good Hope Industries, Chapter XI Bankruptcy
 

Manager, Project and Financial Analysis, TEXACO
 

Director, Long Range Planning, Iranian Explora
tion and Producing Company, Tehran, Iran
 

Controller, Field Operations, Iranian Exploration
 
and Producing Company, Masjuid-i-sulimain, Iran
 

Senior Economic and Financial Analyst, TEXACO
 

Assistant to Controller, Philco Corporation,
 
Philadelphia
 

Planning analyst, Central Staff, Ford Motor Company
 

Program and Budget Analyst, Thompsom Ramo Wooldridge
 

Ltjg, USN; Staff Communications Aide, Supreme
 
Allied Commander, Atlantic, NATO
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Robert A. Gattie
 
(b) December 15, 943
 

Education
 

1966 	 MA, Economic and Social Development, University of
 
Pittsburgh
 

1963 	 BA, Economics and Politics, University of Leeds,
 
Yorkshire, England
 

Experience
 

1976 - 1978 Management Advisor, African Enterprise Program,
 
Conseil de V'Entente, Abidjan, Ivory Coast
 

1974 - 1975 Director, Business Develcpment, Warren Gorham and
 
Lamont Inc, New York
 

1970 - 1973 Director, Education Services, Management Development
 
International SA, Brussels
 

1968 - 1970 Program Director, European Management Centre, Brussels
 

1966 - 1967 Junior Consultant, H. B. Maynard & Co, Pittsburah
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Paul Sadargues
 

Education
 

1963 - 1968 
 Graduate in Physics, Universite de Toulouse, France
 

Graduate, Ecole Nationale Superieure d'Ingenieurs,
 
Toulouse, France
 

Experience
 

1978 - Present Industrial Engineer, African Enterprise Program,
 
Conseil de l'Entente, Abidjan, Ivory Coast
 

1976 - 1978 
 Chief Service Engineer, Compagnie Generale d'Electricite,
 

Dakar, Senegal
 

1974 - 1976 Chief, Research Department, Energy Co. of Senegal
 

197! - 1974 
 Project Chief, Padio Netherlands, Tananarive,
 
Madagascar
 

1968 - 1971 Engineer, Energy Co. of Madagascar
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-Mrs. Francoise Colas
 
(b) July 10, 1943
 

Education 

1961 - 1962 Certificate of Education in Philosophy, Secondary 
studies Lycee Paul Bert, Paris 

1963 Diploma in Letters, Sociology, Lycee Paul Bert 

1964 Secretarial studies, CPSS Chamber of Commerce School, 
Paris 

1964 - 1966 CELG Diploma, Literature, and CES Social Psychology, 
University of Sorbonne, Paris 

1969 CES Sociology, CZS Political and Social Economics, 
and CES Sociology and Ethnography of North Africa,
 
University of Algiers 

Exnerience
 
1968 - Present Librarian, African Enterprise Program, Conseil de 

l'Entente, Abidjan, Ivory Coast 

1975 - 1977 Librarian, African Institute, Abidjan, Ivory Coast 

1975 

Lille, France 

1972 - 1973 Professor of Land and Eccnomic Politics, Technical 
Girls School, Algiers 

1968 - 1969 Librarian, Ministry of Industry, Abidjan 

1965 - 1967 

1974 - Professor of Sociology, Women's Technical Institute,
 

Management Secretary and Laboratory Accountant,
 
National Laboratory of Scientific Research, Abidjan
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George Muller
 
(b) August 18, 1920 

Educat.on
 

1944 
 Central School of Arts and Manufacture, Paris
 

Exerience 

1978 - Present 
Technical Advisor, African Enterprise Program,

Conseil de l'Entente, Abidjan, Ivory Coast
 

1976 - 1978 
 Engineering Advisor, International Labor Organization

(ILO), Douala, Cameroun
 

1972 - 1975 
 Principal Technical Advisor, ILO, Douala
 

1967 - 1972 
 Director, School of Scientific Organizatin, French
 
Management Center, Paris
 

1963 - 1967 
 Secretary General, Association of French Management
 
Consultants, Paris
 

1958 - 1963 
 Director, Manufacturing, CEREBAT, Paris
 

1952 - 1958 
 Chief, Methods Department, Peugot, Paris
 

1944  1952 Manufacturing Department, Peugot, Paris
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Appendix E
 

AID/W Private Enterprise
 
Program Officer
 

The AID/W Private Enterprise Program Officer, 
as recommended in the report,
 

probably should not be filled by transferring an existing AID/W officer to
 

this pcst, since it is believed that no existing AID/W personnel has had
 

direct operating experience in promoting this type of program in West
 

Africa.
 

There are very few who have the relevant experience and capability to meet
 

-the obvious challenge of such an assignment. However, during the field
 

work in the Entente Countries, one possibility was uncovered, in contacts
 

with the agencies already operating in this 
area and in the program's scope
 

of activities. 
This is Mr. Gerard R. Latortue, a consultant under contract
 

to the NTDP. 
 His background is summarized here, with the suggestion that
 

AID/W might find it rewarding to request his complete CV.
 

Xr. Latortue is an American citizen, a native of Puerto Rico, where he
 

obtained his Master's Degree in business administration and finance.
 

His prior experience was in 
the academic environment in Puerto Rico, 

where he was a professor in the local university. His desire to see 

greater progress by indigeneous entrepreneurs, first in Puerto Rico 

and later abroad, led to his assignment, under UNDP auspices, to pro

amion centers in West Africa. 
 He has spent some eight years in this
 

capacity, first in Togo and now in Ivot; Coast, where he is under
 

a UTN contract until mid-1980.
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Mr. Latortue exhibits the needed intangible characteristics which are not
 

necessarily evident from written CV's, in the absence of personal contact.
 

These are, especially, diplomacy and tact in contact with others, articulate
 

and logical in oral presentations and, particularly, possessing an obvious
 

personal commitment to the challenge of helping potential African entre

preneurs develop into successful private entrepreneurs.
 

A potential problem is that he already is committed, under contract with
 

UNDP, until mid-1980. 
Provided he were interested in considering such an
 

assignment in AID/W, it might be possible to induce UNDP to shorten his
 

contract term, for an early AID/W assignment, either as permanent personnel
 

or as a consultant. 
The which commitment preferably should be a minimum
 

of two years, to permit close follow-up of the African Private Enterprise
 

Program, viewed as a laboratory for testing the effectiveness of structure
 

and technique, and preparing a proposed program for application of tested
 

techniques in other relevant areas. 
 Since .Mr.Latortue (an American citizen,
 

born in Puerto Rico) speaks fluent French and has some acquaintance with
 

Spanish and Portuguese, he would be at home in English and French speaking
 

areas of Africa, as well 
as in the Caribbean, Central and South America.
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Personal contact with Ur. Latortue, at some length, has provided
 

an assessment of his capabilities for the challenge of the AID/W
 

Private Enterprise Officer proposed in the recommendations. He
 

not only has a thorough and detailed grasp of the problems and
 

opportunities for development of African entrepreneurs, but he also
 

is demonstrably able to present his persuasive views thereon in
 

logical and well-organized terms. Equally important, he exhibits
 

the considerable degree of tact and diplomacy such a position would
 

require. Of basic importance is his personal commitment to the
 

need for entrecreneurs of developing countries to receive the en

couragement and assistance they need to develop into successful pro

ponents of the private enterprise concept.
 

His experience in this area in both Puerto Rico and in West Africa
 

has prepared him for a broader assignment. He is fluent in English
 

and French, and has a working knowledge of Portuguese and Spanish.
 

His address is:
 

Mr. Gerald R. Latortue
 
Conseiller Principal de l'Onudi
 
Project d'Assistance au Developpement Industriel
 
P.O.Box 1318, Abidjan
 
Ivory Coast
 

Telephone 32-42-38
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Appendix F
 

Country Characteristics
 

The several Entente countries exhibit a considerable diversity in
 

their characteristics. They all are French-speaking countries, and
 

former French colonies. The ethnic, geological, political, cultural,
 

and political attributes reflect the accidents of history and the
 

long traditional influences which have shaped them. 
 Homogeneity is
 

evident only within areas of the tribal areas, and there are 
literally
 

dozens of these, each occupying more or less identifiable geogra

phical areas. Historical colonial influences are reflected in the
 

railroads, which run from coastal cities directly into the interior,
 

where t-heyserved the purposes of colonial control and development of
 

interior resources. In centuries past,incursions of the emergent
 

Moslem empires in the North swept south to the boundaries of the
 

tropical forest, where their traditional desert mobility became less
 

effective. Moslem influence is greater, as an ethnic and religious
 

factor, in the mcre northern regions. Expatriates have been less in
 

proportion-in the more inhospitable northern regions than in the
 

coAstal areas, where the largest proportion is concentrated, espe

cially in ivory Coast. Their appearance on the scene came much later
 

than the incursions from the North, as they became possible only
 

after the 15th and 16th centuries, when Europeans developed the
 

technique of sailing against prevailing winds, and could navigate
 

the western bulge of the continent. Competitive efforts to establish
 

outposts on 
the coasts gave way about a century ago to designated
 

areas of influence which emerged as colonies - all French except for
 

Togo, which was German until the end of World War i, when it too
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became French.
 

Development of natural resources, especially raw materials, charac

terized a good part of the colonial century. Introducticn of
 

the effects of Europe's industrial revolution bgan during this
 

period, in which the indigeneous population began to be trained
 

in industrial pursuits, in distinction to their former subsistence
 

farming and hunting. This provided a solid base for the body of
 

increasingly sophisticated technicians, though at less than tcop

echelons in the industrial structure.
 

The greater responsibilities placed upon individuals, when indepen

dent states emerged from the colonies beginning in the 1960's re

sulted in a rapidly increasing experience in all the phases of a
 

modern industrial state. This process is still under way, but a
 

distinctly different levels in the several states. 
 Ivory Coast has
 

progressed further than the others, and the two northern states are
 

perhaps at the lower levels of the process. This has had an influence
 

of the degree of sophistication among potential entrepreneurs for
 

the program.
 

The most pervasive common denominator is the French language, in
 

which France has concentrated its efforts, with excellent results. All
 

the states are oriented toward French culture rather than that of
 

other countries, and particularly not English or American. The French
 

government has been quite generous in its contribution to the development
 

of all phases of the Entente countries, as represented by such agencies 

as "Proparco", a French supported organization "for the promotion and
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participation in economic development". French dominance in the
 

aid-donor category merits recognition, with implications in the
 

recommendations concerning co-ordination among the aid-donors
 

relevant to the program. A certain degree of competitiveness among
 

the aid-donor sources has naturally evolved, but recognition of their
 

community of interest in the ultimate objective of this program
 

should serve to bridge or ameliorate this competitive stance.
 

Some characteristics of the Entente states are summarized in the
 

following table, which reflect the background above described.
 

211
 



Country Characteristics Comnared (1 )
 

Ivory 
Coast Benin Togo 

Upper 
Volta Miger 

Area (m kn2 ) 
% undercuiai 
cultivation 

.322 

2S% 

.123 

9% 

.057 

41% 

.274 

20% 

1.185 

12% 

CGovernment( 2) A B C D E 

Poculation 

Millions (1976/77) 7.3 

% Urban 33% 

% Rural 66% 

% Moslem (na) 

Capital Abidjan 

3.2 

15% 

85% 

15% 

Cotcnou 

2.3 

20% 

80% 

7% 

Lome 

6.2 

10% 

90% 

30% 

Ouagadougou 

4.7 

10% 

90% 

80% 

Niamey 

Population (m) .904 .180 .200 .140 .125 

Gross National 
Product 

Total (m.US$) 

Per Capita(US$) 

2,930. 

460. 

370. 

120. 

556. 

250. 

520. 

90. 

540. 

120. 

Notes:
 

(1) 	Source: "Afrique Economique", 1977-78 edition, published by "INADES",
 
15, Avenue Jean-Mermoz, Abidjan, Ivory Coast
 

(2) A. 	President with a one-party system, under Constitution of 1960,
 
revised in 1971 and 1975.
 

B. 	'MIilitarz regime, officially Maxist-Lenninist oriented.
 
C. 	Military, with a President; Constitution of 1963 was abrogated
 

in 1967.
 
D. 	Presidential with a Parliament, under a Constitution adopted
 

in 1977.
 
E. Military; 	Constitution of 1960 was suspended in 1974.
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l44 IANIA 

©T) N I I / 

Zones of tropi.cal vegetation, savanna and desert
 

Railroads 

- Abidjan to Ouacadougou 

- Lotne to Palimne and Blitta 
- Cotonou to Parakou 
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Appendix G
 

Currency
 

The currency in each of the five Entente States is the CFA
 

("Communa.ute financiere africaine") of the French franc zone,
 

established in 1945 by the then French colonies in West Africa,
 

continued after their independence. The French franc zone
 

comprises three areas: () UMOA (1'Union monetaire Ouest
 

africaine) including the five entente states plus Senegal; for
 

which the issuing entity is BCEAO (Banque centrale des Etats
 

d'Africue de !'Ouest); (2) five central African countries
 

(Cameroun, Central Africa, Congo, Galon, and Tchad), for which
 

the issuing entity is BEAC (Banque des Etats d'Afrique centrale);
 

and (3) Mali and the Comores and Reunion Islands, for whom the
 

issuing entity is the BCM (Banque centrale du Mali).
 

CFA coins are issued in denominations of 1, 5, 10, 50, 100 and
 

500 CFA, each inscribed with "Union Mcnetaire Ouest Africaine"
 

and "Banque Centrale, Etats de'Afrique de l'Ouest".
 

The CFA is cied to the French franc, with 50 CFA = 1 Fr. franc.
 

The French franc was quoted in New York, on January 5, 1979, at
 

4.236 per U. S. dollar. At this rate 1 U. S. dollar equals
 

211.8 CFA.
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Appendix H
 

Potential and.Existing Client Examples
 

The attached loan application was prepared by Dr. Bienvenu-Magloire
 

Quenum who, with his wife, had recently established a business
 

service in the Hotel Ivoire in Abidjan. His objective is to earn
 

the necessary capital to launch a much more ambitious project, in
 

several years, for the production of piastic pipe and conduit in
 

Ivory Coast. His technical training appears to he well above the
 

average for African entrepreneurs, encompassing his academic work
 

leading to the equivalent U.S. PhD degree, together with several
 

years of actual experience in plastics manufacturing in France.
 

Dr. Quenum became intensely interested in the opportunities for 

assistance from the program, and in the short space of two days 

prepared an application which he presented to the Program's Pro

j ect Office shortly after the author's departure from Abid!an. If 

he is successful in his low-key effort in a business qervice acti

vity, he will become a much more important program prospect later
 

This example is believed to reflect the undiscovered talent among
 

potential entrepreneurial clients, as a result of the lack of an
 

effective promoLiu"al effort for the program, geared to the actual
 

individuals, at the point-of-contact with them in the field.
 

(1) With which he became familar when his business service office
 
typed a rough draft of this report. About two hours were spent
 
in assisting him in preparing his application.
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LOAN APPL I CATION
 

BY
 

Bienvenu-,agloire OUENUM, PhD
 

for
 

Business and Secretariat Service Enterprise
 

December 16, 1978
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GENERAL
 

The loan is to exoand the equipment and scope of facilities at an
 

existing Business and Secretariat Service. located in the Hotel Ivoire
 

Abidjan.
 

Existino ooerations
 

Establijhed October I, 1978, the existing operation offers services
 

and facilities For business executives, both domestic and Foreign.
 

It includes stenographic, photocopy, telephone messaoes and receipt, mailing
 

address, telex transmissions and receipt.
 

(a full descriotion of services is set out in Appendix A)
 

Projected expension
 

The planned expansion includes (a) opening of a second office in
 

covn-tovn Abidjan and kb) adding a photo offset printing service.
 

Market
 

The existing operation has an established clientele, presently
 

larqely among temporary and permanent guests at Hotel Ivoire, where the
 

present office is located. The volume of the market, and its projected expansion,
 

is set out in Appendix B;
 

The offset printinq service would have, at the start, the Hotel Ivoire printing
 

business. The greater market is to be found among the business and industrial
 

concerns in Abidjan, and in outlying near-by towns.
 

Presently, the ccmparaole equipment and caoacity in operation in Abidjan
 

is considerably below the caoacity required to meet existing demand.
 
The facilities are so inadequate in capacity that such printino services have
 

large order backlogs. The normal delay in delivery of printing orders runs from
 
t'o to three onths. There is no facility offering a fast, guaranteed service.
 

It is olanned to coerate the nev printing service on a guaranteed 48 hour
 

delivery basis, by means of two or three shift operation. if necessary, to meet
 

current demands. No other existino printing service is organized for this type of
 

fast service.
 

new printing service will be occupied at least on
 

one-snift basis, 26 cays per month.
 
The prosoected income is based an tha production basis. The actual income
 

level is expected to be greater, jith overtime and tuo-snift operation being
 
required at times.
 

it is crojected that the 




The service will be priced at rates 
 competitive with the current rates,
 
even though the service will be much faster. This premium characteristic is
expectod to result in obtaining a considerable share of the existing market
 
demand.
 

ECUIPEMENT PURCHASE
 

Part of the loan proceeds vill be used to purchase the required

offs-t printino equipment as described in Appendix C.
 

CIF cost of the equipment is F.CFA 5,386,380
 
based on the quotation recently received.
 

Installation of the equipment is estimated to 
cost 425,000 F.CFA
 

Part of the loan proceeds will be used to 
open a secono office in down town
Abidjan, in wnich the offset 
 printing equipment and eervice will be located.
 
Eouipment, furniture and fixtures other than the installed printing equipment

will consist of basic office facilities and a small office for order production

control and 
iccounting records. These facilities 
are more fully described in
 
Appendix D.
 

A part of the 
loan proceeds will be applied to working capital, covering supplies

inventory, accojits receivable ano 
other working capital requirements.
 

The loan requir,!d
 

The loan required is 10,000,000 F.CFA to be applied 
as follows
 

F.CFA
 

Eauiement purchase 
 5,3 8u,380
 

Equipment. installation 
 425,000
 

Office furniture and 
 2,625,000
 
equipment
 

TOTAL 
fixed assets 8,436,360
 

Working capital 
 1.563,620
 

TOTAL loan 
 10,000,000
 

The projected cash flow will 
support the loan requested, as follows
 

Principal : i0.000.000 F.CFA
 
Maturity : five years
 
Grace period : one year

Repayment : quarterly, beginning 1' months after loan disbursement.
 



Projected financial statements
 

A pro-forma income statement 
for the first year of operation,as

set out in Appendix E, projects a gross income of 3,377,000 - 11,112,724 or
 
14,489,724 F.CFA per year, from the combined services offered from the
 
two offices.
 

A proforma Balance Sheet, 
as 
of the end cf the first years ooeration, also
 
is set ou in Appendix F. It shows a net uorth of 
 11,591,779, after taxes.
 

Return on the total fixed ussets investment in the business thus is projected

at 
113,30 (after all expenses, including amortization of organization exoenses

depreciation on equipment on a ten-year-life basis, and after income and other
 
taxes (about 30%).)
 

This will provide a cash flow equal 
to 5.3 times the loan repayment requirements
 
(assuming 2,100,000 debt service,Ist year)
 

Loan Security
 

Security available for the 
loan would include (a) chattel mortgage

on 
the equipment and fixed assets of the enterprise;

Cb) 
fire and casualty insurance on the enterprise's assets;

(e) life insurance on the prcprietor (Dr. B.M. Ouenum) and on the Manager

of the Hotel Ivoire Office (Mrs Quenum)
 

The proorietor and Manacer
 

Mr QUENUM, a native of Dahomey, was educated in France, where he
obtained his Master's and PhD degree. His specialty has been in the technical
 
field of the cnemistry and proouction of plastic products, on which he has
oublished a nun.iber of technical treatises. 
He has served as a Professor in this
 
field in Universities in France and Africa.
 
(A detailed Curriculum Vitae is contained in Appendix G).

His present business is expected to provide sufficient income and savings to
permit bim, after several years, to proceed uith the organization and operation

of a plastic products factory in Abidjan.
 

Further details concerning the above loan aoplication can be furnished
 
upon request.
 

B.M. UENUM
 



APPENDIX A
 

Description of services provided by the existinq operation.
 

The existino office, located in Hotel 
Ivoire)gives help, assistance

and information for te businessmen who check in 
at that Hotel.
 

The main occupation is translation or documents from and to English,

German, Spanish and French
 
There is a big market for translation as many businessmen coming to
Ivory Coast are American or English speaking people.

They need their documents to be translated into French to facilitate
 
ccimmunication with their Ivorian interlocutors
 

The potential of Abidjan itself is a good one. The local resident businessmen
 
receive English written letters, oocuments and contracts.
 

Apart from this, the existing operation can supply many other facilities as
 
photocopy, typino, telex and phoned messages, messenger...
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APPENDIX B
 

Volume of market and projected expansion.
 

The Hotel Ivoire comolex has 750 rooms vhich are booked 100% during the
 
tourism season i.e. from October to July.
 
(It is really difficult to reserve a room if it has not been booked three
 
or four months in advance)
 

The businessmen ,ho check in at .hat hotel comprise about 30% of total booking.
 
Their average stay is about one eek.
 

Most of the businessmen (about 75%; are English speaking, vno need
 
typing, translation and other facilities provided by the existing operation.
 

With the projected exploitation of oil, it is reasonnable to expect an
 
annual increase of 20% in businessman traffic in Abidjan as a vhole.
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11- 1gurupAPPENDIX C 
SOCIETE IVOIRIENNE DES MATERIELS
S.A.1.L DE REPROGRAPHIEAU CAPITAL Of 10 MILLIONS CFA * m.C. 22 • IP 2100 A9IOJAN TEL: 3&8 I 0. 3&71.0. Ibg3O 

SECRUTARIAT ET AFFAIPES 
Honsieur et .adame QUEN-JW: 
BP 28.464 Bienvenu
 

FACTU:l'Th10FORAl \10 101 6/7..JI/D ABIDJA 

le, 6 Septembre 1978
 

P'0UILNIT'UTU DL : 

1 OFFSET 2 3 0 0GEB.4 AUTOUATIQUE .................. 
 2.725.0001BLCENGDC..... 
 C1".0.0.
........
 
290.000
STAQUEUSE 
..................................... 

130.000
I %ASSICOT 36 U
............................ 

185.000
I CUA .{H:Di REIPRODUCTION AGFA-GEVAERT 

REPR0:1ASTELI .\XI 3............................ 

I COPYRUPIJ 1.368.4200FFS!T TYPE 0421.................... 


687960
 

TOTAL TTC "6.380 

LIVIUISON Offset, bloc d'encrage, taqueuse 
et massicot, sur stock.
Cha-ibre de reproductloncopyrapid, 
dlal 3 rmois.


GARANTIE 
 Offset et bloc d'encrage, 
I AN, pices et waliad'oeuvre, except4 rouleaux caoutchouc et blanchot.
Le 
reste d; matdriel, 6 mois, pices et main

d'oeuvre.
 

RZGL:MCT 
 3.946.914 F.CFA h la cor-,ande.Le solde 1.439.466 h la llvrason de la chawjbre
de reproduction et 
du copyrapid.
 

ARRETC LA PIICSENT. FACTUilR PROPOIR;%. A Lk SOIPl DC : CIN) !.;I-LIONS T.OlI C;NT UATPjVINIG7 SIX )ILL TROISCENTQATnCVING'
F1. NC CFA. 
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APPENDIX D
 

The offset equipment le will use to give a 48 hour delivery serv :e
 
as stated before, is a new one put on the market these iat three years.
 

Its operation is very easy and is quickly learnt after fifteen days taining
 

The supplier of this equipment provides a training program for the operator
 
of the equipment.
 

This equipment associated with the rapid plate maker permits output of
 
7,000 copies per hour, i.e about 50,UOO copies per day on one shift basis.
 

With this equipment, it will be possible to give a 48 hour delivery service.
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APPENDIX E (A)
 

Projected Income Statement- Existing operation 

I October 1978 - 31 September 1979
 

CAPITALIZED EQUIPMENT AND START-UP COSTS
 

2 office desks 330,000 F.CFA
 

1 typist chair 32,000
 

2 chairs 45,000
 

1 electrical typewriter 342.00
 

Advertising and promotion l,OOf,000
 

TOTAL 1,749,000 F.CFA
 

INCOME
 

- Translation of commercial,
 
juridical, technical documents from
 
and to English, German and Spanish and
 
French 


6,240,000 F.CFA
 

- Office services :
 
typing, telex,telephone and
 
messenoer service, etc. 3,120,000 F.CFA
 

9,360,000 F.CFA 9,360,000 F.CFA
 

EXPENSE
 

Busiress premises 2,400,000 F.CFA
 

Salaries and leasing
 
charges 2,000,000
 

Stationnery 500,000
 

Motor fuel and maintenance
 
expenses 500,000
 

Amortization,
 
capitalized costs 583,000
 

!,983,000 F.CFA - 5,983,000 F.CFA 

3,377,000 F.CFA
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APPENDIX E (8)
 

Projected Income Statement -Offset Printing
 

CAPITALIZED EQUIPMENT AND START-UP COSTS
 

I Offset printing machine 
 5,386,380 F.CFA
 
Equipment, installation 
 425,000
 

2 Office desks 
 330,000
 

1 typi.,t chair 
 32,000 

2 chairs 45,000
 

1 typewriter
(type-.ettii,7 -model) 
 1,500,000
 

Advertising dfd promotion 
 718,000
 

Sub-TOTAL 
 8,436,380
 

Working capital 
 l563,620
 

10,000,000
 

INCOME 
 18,000,000
 

EXPENSE 

Rent 
 2,450,000
 
Salaries 
+ leasing charges 2,006,000
 
Stationnery 
 500,000
 

Motor fuel and maintenance 250,000
 

Amortization
 
and depreciation 
 1,622,276
 

..3S.276
 

Operatino profit .................................. 
 11 ,112,724
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APPENDIX F
 

PRO-FORMA BALANCE SHEET
 

(November 30, 1978)
 

ASSETS
 

Cash and accounts receivable 13,871,675
 

Inventory, supplies 1,800,000
 

Fixed assets and organization
 
expense, less depreciation and
 
amortization 7,920,104
 

TOTAL 23,591,779
 

LIABILITIES and EOUITY
 

Accounts payable. 2,000,000
 

Long term debt 10,000,000
 

Equity
 

Accumulated earnings 14,489,724
 

less taxes 2.897,945
 

11,591,779
 

TOTAL 23,591,779
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C U R R I C U L U M V I T A E - APPENDIX G -

Dr QUENUM Bienvenu-Magloire
 

Sorn 15th March 1943, in Porto-Novo, DAHOMEY. 

Dahomean passport
 

Married, two children
 

Present address : 06 B.P. 305 - ABIDJAN 06
 
Rdpublique de COte d'Ivoire
 

Permanent address : QUINCIE-en-Oeaujolais
 

69 430 BEAUJEU (France)
 

Present Position :
 
Since October 1978 : Manager of a translation and facilities office for
 

businessmen, Hotel Ivoire - Abidjan.
 

Previous iobs:
 

Sept 1969 - Sept 1974 Assistant at the Department of Chemistry and biochemistry
 
of ClauGe Bernard University - Lyon 'France)
 
Macromolecular Chemistry section.
 

Sept 1974 - Sept 1975 
 Visiting Professor in Physical Chemistry at the Polytechnic
 
Institute of LUSUMEASHI -Zaire.
 

Sept 1975 - July 1979 Lecturer in Chemistry at the National University of Gabon
 

Acadenic record
 

February 1974 French Doctorat 6s Sciences Physiques in Macrcmolecular
 
Physico-chemistry. Soecialization in Plastics materials,
 
Lyon (France) equivalent PhD degree)
 

1969 Maitre es Sciences chimique Lyon 'France)(Equivalent : MS deqree)
 

:963 French Baccalaureat (Equivalent : SA degree) 
See attachment for list of publications. 
-Fluent in English 

-Workno knovlecge in Spanish 

References : Professor Philiope Berticat 

l1-, av. Alexander Fleming
69 300 Caluire et Cuoire "France) 

Mr Monamed T. DIAWARA - Former Minister of Planing(Ivory Coast) 
Acting Presicent, Dakar Cluo 
:mmeublc Aloha ZCOO 
Abidjan \Ivory Coast) 



, n ,,oco0,e" o11ti 06 OP 30S ABIDJAN (Reputque ae C6te d lvoreli C Onf*Ci ~l$ IICei 
,-crn"io cntac,tv 
L1.110'io Oir Irt.1 .. 

OctN-C 
, eOe M27Bureau: HOTEL IVOIRE 

jel. AUAence and'lo" ons to, bunlnenC TOe. 34 94 81 30027 

ROC.,IOend trr vw,uon Of ie0.eO 

O fo,-prwrits. mi.n i end s 0o 

and Pioned re 

... 

s Tlex INHOTEL 3555 

SPhoneExtension 
R. C. Abidjan 32113 

Re.' etar.. 

SMl-ANSLAL CONTRACT 
 rO :o'CFE1-hSlVE 
SECRETARY FAC!L:TES 

Including
 

Receipt andforaarcin; of mail
 
Receipt an transmission of Pnonec messages
Aopolninent
 
Telex, typing

Files It your disposal inour office)
 

kental fee 10.000 F.CFA
 

P-.onthly
subscription rate 3.O00O F,F4 

I.e.at trebeginning of eachsixmontns period : 190.0 F.CFA
 

TheSubscriter Orivileces are
 

-*ores coneon priority.

-typing tariff rate alat-ent
 

52
fror ZD0CF.FA to '00C/for ewcrtypecpage in frenci
fro 21510
F.CFA to 2
0/lor each :)ped cage in£glisn, german or spianisn. 
-slting-scale tariff fortheprotocopies, addeo up at tieend of each inth. 

; pro,rsion of 200.300 F.CFA Isoueit the :ontract beginnin g. It sitte refnced men thetilloversteos It. 

,noice issenj every month, payable on presentation incase 
of oversteppin; of theprovision. 

Telex, Pnone-calls, stamps, andcarriers aretiilleo
cos'price charged

15%for service.
 

Any other facility askeofor willte involced on estimate. 
A :2,461 a& TA) is applied on eachInvoice. 

T7e contract is rene.ed on tacitagree.entandrotice of terrlination
must be
coneDy registered letter
one month before tietemrnatlon of the ontract
 
;erroo.
 

The undersigned NAME 
 FUNCTION
 

ADDRESS OF THE CCMPANY
 

read and approved the above terms of 
this contract.
 

Start:ng date
 

Signature and Seal
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PUBLICATIONS SCIENTIFIQUES
 

1 - C-or'nication au colloque du groups 
franais des 
polymarea
JuAn 1970 
- Lyon

Etude comparie de 
la chlorption d'un polychlorure do vinyls
at d'un poly~thyl-ne.


2 - Diterminntion do la teneur an chlore des 
 polymers. 
CHIMIE ANALYTIQUE vol.53, n10, Octobre 1971
Etude comparative do 
Is 
chloration des polyithylanes liniaire at

ramifii. 
EUROPEAN POLYMER JOURNAL vol.7, 1527, 1971
 

- Chloration d'un poly&thyline ramifi6.

Influence de 
Ia tempirature 
et du solvent.
 

EUROPEAN POLYMER JOURNAL vol.9, 777, 
1973 
- Etud, do Ia chloration et du polychlorure do 
vinyls en fonction


de ma tacticiti.
 
EUROPEAN POLYMER JOURNAL vol.10, 
1974
 

- Etude do la microstructure do polyithyline do bess* donsite,
chlori en solution et 
on suspension.

DIE MAK20OLEKULARE CHIMIE vol.175, 1597,


7 - Relation entre 
1974
 

la structure at lee propriitha mecanique
 dynamiques
de polyethylines s
haute preeeion chlores.

DIE MAKROMOLEKULARE CHIMIE, vol 
175, 16it (1974)

8 - Chlorinated polyethylene. 
I - IN"FRA-RED STUDY 

POLYMER JOLRNAL (Japan) vol 7, n'3, 277-286, 1975 
9 - Chlorinated polyethylene.

II - .ECHAISXS OF CHLORINATION
POLYMF JOURNAL (Japan) vol 7, n'3, 287-299, 1975 

10- Chlorinated polyethylene.

III - FICROSTRUCETUE THErMAL-PROPERTIES RELATIONSHIPS.POLYMER JOURNAL (Japan) vol 
7, n'3, 3OO-311, 1975
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Dr. and Mrs. Quenum in their business service office
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Typical examples of existing clients
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Marble tile plant, Niger. Proprietor and Project Office Director (Mr. Boucher)
 
(1). Proprietor and one of tile presses (2).
 

J I £ 

5azbace collection company, Tcco. Proprietor and trucks 
(2). Bulldozers used
 
to level collection vard for future nark ,4) 
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-74K~ 

Furniture factor-y, Togo. Factory floor (5); 
Sales room with proprietor (right)

and Promotion Center officer (left) ( )
 

-

-Left: Bisquit factory, Upper Volta; President of Comoany (center) with
 
officers of Promotion Center. (7) -Right: Printing plant, Niger (8)
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OFIBEDE PflONOTJCN DE ! .,-,, . .. .,

• .. .1 ,-I 
AA 

Promotion Center, Upper Volta. -Left: road sign for Koudougou branch (10)
 
-.Right: headquarters buildings, Ouagadougou
 

i ' ,mi
-W7 

,'I- I , ;";. 

** I 

Hotel, Niger. Cwner (left), Promotion Paint factorl, Togo. Cwner (right)
 
Center o:ficer and Receptionist (11) Promotion Center officer (left) (12)
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Appendix I
 

Contract No. REDSO/WA 78-149
 
(Dated October 24, 1978, as
 
amended December 5, 1978)
 

Excerpt: "Scope of work:
 

"ARTICLE 1i - Scope of Work 

.The Evaluation Report. . .shall: 

A. Economic Imoact
 

1. Assess the relevant political/economic environment, with
 
particular attention to factors encouraging or frustrating the development
 
of an African entrepreneurial class and Africanization of existing enter
prises.
 

i. Assess the extent of present or future impact on commercial
 
banks resulting from: (a) increasing the number of African entrepreneurs

who are bankable within the terms of reference of commercial banks, i.e.,
 
African entrepreneurs who possess basic skills in dossier preparation,
 
management and accounting; (b) increasing the efficacy of guaranty funds
 
so 
that commercial banks may be encouraged to use them; and (c) increasing

the competition commercial banks face from development banks.
 

3. (a) Assess the increase in the number cf African entrepreneurs
 
who have been drawn into the modern banking systems; (b) assess the increase
 
in the capacity of the six national development barks to lend to African
 
entrepreneurs; and (c) assess the increase in the credit resources (re
volving funds and guaranty funds) available to development banks and to
 
African entrepreneurs.
 

4. Assess the feasibility of small business entrepreneurs re
ceiving tax exemptions.
 

5. Assess the extent to which the prolect promotes competition
witn foreign enterprises and financial institutions which enjoy near
moncpolv positions in the economies. 

6. Assess the extent to which the project has: (a) promoted smooth 
linkages between and among the key sectors of the Entente economies by
alleviating bottlenecks, and (b) aided the African entrepreneurs to 
identiy investm.ent oportunities which address these bottlenecks.
 

7. Assess the extent to which the project has improved employment
 
opportunities and inccme distribution.
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8. 
Assess the extent to which the project has improved the
economies of the Entente Countries by: 
 (a) alleviating the bottlenecks

in the key sectors of the economies as Africans identify economic opportunities; 
(b) increasing the overall competition in the commercial and
service sectors; and (3) broadening the industrial base -f the economies.
 

9. 
Assess the extent to which the project has provided the
participants with skills that will make them sufficiently sophisticated
in their entrepreneurial activities to be bankable from the viewnoint of
 
the development banks. 

10. (a) Assess the economic soundness of the loans made to African
entrepreneurs; and (b) undertake a benefit-cost analysis on selected types
of enterprises, e.q., manufacturing, commercial, artisanal.
 

11. Assess the level of 
(a) direct costs borne by the primary
beneficiaries; 
and (b) the administrative costs to: 
 (1) AID, (2) the
Entente Fund, and 
(3) the development banks.
 

B. Small Business/Finance/Credit
 

1. (a) Review the types of industries, businesses and commercial
sectors that have received loans; 
and (b) assess the effectiveness of the
promotion centers and development banks in finding and encouraging entre
preneurs to initiate and develop projects.
 

2. 
Review the on-going activities of the development banks in
order to: 
 (a) identify potential rural 
areas for promoting business; and
(b) assess the manner of their participation as sub-loan recipients.
 

3. 
identify a target group in the agricultural area/rural
development that would fit within the framework of the private enterprise

concepts of the program.
 

4. 
Assess the extent of improvements made in the African enterprises sector of the Entente Countries by analyzing: (a) the amount of
credit resources now available to African entrepreneurs; (b) the numbers
and quality of new or more effective African enterorises; and (c) the
demonstrated ability of banks and promotion centers to 
assist African
 
entrepreneurs.
 

3. Assess the extent to which the promotion centers have assistedentrepreneurs through general training in: 
 (a) accounting; (b) management;

c) dossier preparation; and 
(d) project analysis.
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6. 
Assess the extent to which a class of entrepreneurs has been
developed with sufficient capital to self-finance a substantial portion
of new investments, thereby meeting a critical qualification required by
commercial 
banks.
 

7. 
Assess the extent to which the provision of technical assistance
has ameliorated one constraints imposed by the limited technical management
and accounting skills possessed by existing African enterprises.
 

S. Recommend the to.'pe 
of technical organization best fitted to
ensure: 
 (a) that the choice of technology in the enterprise is appropriate
to 
the relevant cost factors of production in that country;
technolocy is not too sophisticated for practical use; 
(b) that the
 

and (c) that the
technology is capable of maintenance support in the local economy.
 

9. Assess: 
 (a) the process of submitting dossiers for a loan;
(b) the approval mechanism; 
and (c) the disbursement procedures, for loans
by the development banks.
 

10. 
 Assess the area of potential difficulties in the technological organization of the project as 
a result of the requirement that the
Guaranty Fund guarantees the loans.
 

11. 
 Assess the extent to which the development bank's procedural
systems have been successful: 
 (a) in assuring that loan funds havI been
rapidly and efficiently 
disbursed in an equitable manner; 
and (b) in
assuring that lines of credit have not been committed by the Entente Fund
to banks which do not utilize them effectively.
 

12. Assess the financial soundness of: 
 (a) the development banks;
and (b) the promotion centers.
 

13. Assess: 

accumulated, and 

(a) the extent to which the revolving funds have
(b) the appropriateness of their utilization. 
 The funds
concerned are those generated in the development banks and in the Entente
Fund by the differentials between their respective borrowings and relendings

under the project.
 

C. Small 3usiness Traininc
 

1. Review: 
 (a) the types of training programs; and 
(b) the efforts
made under the Technical Assistance grant, in terms of appropriateness and

need.
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2. Review the training efforts that have been made to date to
 
assist: (a) the development banks; and 
(b) the promotion centers, in
developing a "cadre" capable of: 
 (1) project identification; (2) analysis;

and (3) provision of the proper t-ype of financing.
 

D. Social and Cultural Milieu
 

1. Assess the relationship between "iWnediate" and "extended"

families, with respect to 
the financial status of African entrepreneurs.
 

2. 
Assess the effect of the competition of the project-assisted

entrepreneurj with existing African entrepreneurs.
 

3. Assess the extent to which social-spread effects have occurred

in the areas of: (a) expanding African entrepreneurs; (b) improving income distribution; and (c) improving the quality of life in rural and urban
 
sectors.
 

4. Assess the relationship between age and successful 
entre
preneurships.
 

5. 
Assess the benefits received indirectly by nationals who have
 
not participated in the program.
 

6. Assess, in general terms, the demographic factors relevant to
 
the operation of successful project-related businesses, considering such
 
factors as 
the project target population's: (a) size; (b) concentration;

(c) composition by: (1) age; (2) sex, and 
(3) ethnic composition; and
 
d) mobility on a: (1) seasonal; (2) annual; and (3) permanent basis.
 

7. Assess: (a) the relationship of the project to overall needs
 
as perceived by the 
target population business commur-ity; and (b) the tar
get population's 
ittitude toward the project's strategy, including the
 
implications of cultural/religious factors.
 

3. 
Assess the social consequences and benefits accruing from

the project, including: 
 (a) who will and who will not participate in the

project; and 
(b) how a successful or unsuccessful implementation of the
 
project would affect project participants and non-participants.
 

9. 
Assess both formal and informal institutional and organiza
tional factors which have an impact upon the project.
 

10. Assess "Iternative approaches 
for minimizing or ameliorating

socio-cultural constraints upon successful project implementation.
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E. Role of Women
 

Incorporate in the final report a separate section concerning
the "Role of Women" which will be prepared uncer separate contract and

provided to the contractor.
 

F. Recommendations
 

1. 
Based upon the foregoing, and any other information considered
relevant, make recommendations with respect to: 
 (a) improvements in the
implementation of the project as 
currently structured, and 
(b) whether
additional dcnor assistance should be made available, and, (c) if
additional donor assistance is recommended, the nature and scope of such

assistance."
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Appendix J
 

Exuerience Background of the Author
 

This evaluation is based uDon over two months of field investi

gations, in an area and on a subject related to the author's pre

vious experience background. It appears relevant therefore to
 

outline this background briefly, as it bears upon the judgment
 

necessarily exercised in recommendations, and particularly on
 

some of the ancillary-effecz areas, where subjective judgment 

rather than quantifiable data is relied upon.
 

The experience background includes activities concentrated in the
 

developing countries over the past thirty years. These have been
 

in a number of countries in East and West Africa (seven years) and
 

4n Korea, Taiwan, Greece, Vietnam and Chile. West African countries
 

have included Nigeria and Ghana, with shorter term assignment in
 

Guinea, Tanzania, Uganda and Kenya. Previous experience in French
 

sneaking countries has been Tunisia as well as Vietnam.
 

A number of common threads exist in the developing countries and
 

especially in their development banks which, in -ost of the recent
 

years, have characterized the experience background. Previous activity
 

in assistance to small indigeneous entrepreneurs has been mostly in
 

Nigeria and Ghana.
 

A chronology is attached, indicating previous experience in the area
 

of finance and in evaluating the trend and events of the U.S. economic
 

histo:z over fifty years, in the U.S. Senate's "Temporary "Tational
 

Economic Committee".
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1966-


1979 


1978 


1975-197S 


1974 


1974 


1973-1975 


1973-1975 


1971-1973 


1968-1973 


1963-196a 


1960-19E3 


1953-1960 


1951-1953 


1948-1951 


1944-1948 


1943-1944 


1941-1942 


1938-1941 


1936-1926 


1932-1935 


1930-193Z 


19:6-1930 


192:-1928 


C. L. Terrel
 

Chronology
 

President, International Development Consultants, Inc.
 

ashinator., 0. 
Advisor, Saudi ndustrial Development Fund, Fiyadh, Saudi Arazia 
Evaluation, USA:D African Enterprise Prooram, Ahidjan, Ivor :oast 

Advisor, Zomoaon.e Financiere et Touristique, Tun.s, Tunisia 
Advisor, Kuwait Industrial Bank, Kuwait 

Adviscr, Banco Fomento, Santiago, Chile
 

Advisor, industrial Development Bank, Saigcn, Vietnam
 

Advisor, Korea Capitai Corroration, Seoul, Xorea
 

Advisor, Korea investment Finance Corporation, Seoul, Korea
 
Advisor, Korea Development 7"rance Corporation, Seoul, Korea
 

Chief Consultant, National Investment Bank; 
Director,
 
Development Service Institute, Accra, Ghana
 
Chief, industrial Develonment Dzvision of U.S. 
Aid Mission to
 
Nigeria; sncrt term consuit-ng assignments in Guinea,
 
Tanzania, Uaanda and Kenya
 

tresiuen:, :nternaticnal Consultants, Ino., 
San Diego, Calif.
 

2eputy Director, U.S. Aid Mission 
oc Zhina, Taipei, Formosa
 

Exerutive Director, Foreign Trade Administration of the
 
Greek Government, Athens, Greece
 

President, Continental :nvestment Corporation; Executive
 
Director, Management Service Co., Dayton, Chic
 
Chief Mussion Dfficer, Executive Cfflce of the President:
 
North African Economic Board (Algiers); and Combined Chiefs
 
o9 Staff (Wasnington, D.C.)
 

Assistant Admin:strator, Lend Lease Administration, Wash., D.C.
 
Economic and industrial analysis, U.S. Senate's Temporar/


Naticnal Econcruc ormzittee, through tne Federal Conmunications
 
cemnisE:on and 
 the Department of Justice, Wasnington, D. C. 
President, Jones .bstract 
Zrnanv; President, -he Terrel Estate
 
inc.; Treasure:, Albra Cast:nas Comcany; Mencer Loan Cc- ittee,

F:rst Nat;onal Ban,., Huztngton, =ndiana
 

Credit and ;.nvestment analysis, Continental 
11:inois National
 
Ban.: and 7rst :o., Zh:cagc, llinois
 

Harvard Business School, !-MA De3ree
 

WesternZ..lectriz Company, Chief, Results and Control Departments
 

Chio State Un:versi:y B.S. :egree, Engcineering) 

(2>rtner :nfor.aticn :s available under listing in Marquis'
 
"'Who's 'Who in Ameriza")
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Appendix K
 

Trends
 

Decisions taken in regard to the program here evaluated need to be
 

assessed in relation to the conditions extant over the period in which
 

those decisions apply. Existing trends in the environment of the program
 

provide some indication -f the probable course of future events. To the
 

ex tent that trends may ba extrapolated with a reasonable degree of prob

able error, future results of present decisions can be improved. This
 

apendix presents and analyses several relevant trends.
 

The essential elements here considered are those relevant to the need
 

for, and reaction to, further support of the objeczive of the Program 

developing a class of private entrepreneurs.
 

The trend of political events in Benin is identified as one of the essen

tial elements to be considered. Attention therefore has been given to
 

Benin in particular, with overtones of possible similar developments
 

elsewhere in Africa.
 

An AID program as unique (and as astute) as the one here evaluated can
 

become lost in the various levels of hierarchy between original low 

level proposals and the level at which the U.S. Congress passes upon 

the need for AD programs, and provides the required funds. Trends 

in this context are briefly assessed. 
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Political environment in Benin
 

Amona the imnortant trends is the political re-orientation of
 

Benin since the origin of the Program. Its name was changed from
 

"The Reoublic of Dahomey" to "The Popular Republic of Benin"
 

("Republique Populaire de Benin"). A single-party system was in

stalled ("Pa_-i Revo±utionnaire du Peuple") and Lieutenant Colonel
 

Mathiew Kere:cu became President of the Reoublic. A government 

controlled newspaper ("EHUZU") dated November 7, 1978, ("'iu-nber 777, 

4th year") contains a :ront page message to the President from
 

"President Leonid Brejnev" of Russia, outlining the Russian develop

ment of "the grand revolution of October" and cites its assistance,
 

moral and otherwise to African countries, beginning in the 1920's.
 

A second of the three front-page stories related the Brezhnev
 

message to the development of thase "revolutionary ideas"in Africa,
 

specifically mentioning Tanzania, Guinea, Mozambique, Congo, Ethiopia
 

and Angola, besides Benin, as having proclaimed this thesis of
 

sccialism as their supreme objective. it also describes "the Press"
 

as"an instrument of the masses' in attaining the desired ends. 

Obviously the cublication is concentrated on espousing the advan

taces of the Russian revolution's aims, and its progress in other
 

countries in Africa.
 

Discussion with the develorment bank officials in Cotonou largely 

consisted of the protosal, by the officials, that the program's 

funds be made available to the countrvls ove rnment-conrolled 

collectives - as"they were more efficient than private enterprises, 

because their heads were appointed by the governmen'. 
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in contrast to this apparent adoption of the Russian political
 

philosophy in its entirety, the private sector contacts revealed
 

a very high order of initiative, aggressiveness and implied
 

commitment to the 
idea of private entrepreneurial concepts. 
 In
 

general this commitment appeared as high, or higher, than that
 

obtaining generally amcng the five Entente States. 
 (Several
 

entrepreneurs in the other .o..nries 
-ere 'expatriates" of 3enin,
 

seeking success 
in the other Entente countries.) 

The query presents itself 
- how deep, and potentially enduring, is 

Benin's ccrmnitment to its re-structured poli tical thesis? Difficult 

to answer, but the Lopression exists that this comnmient is neither
 

deep nor necessarily enduring. 
The impression further is that the
 

top level government authorities are engaged in a not-yet-success

ful effort to convince the population that the course of events
 

being ;roclaimed ;nd impressed from the top is 
to the advantage of
 

the people of Benin. 
 So much effort in this directicn implies
 

recognition of the need for it 
- that the idea has not yet been
 

accepted at lower levels. 
 (in other countries, where "socialism"
 

is 
secuely fastened, it has been noted that much less concentrated
 

attenticn is given to 
this type of "education").
 

The Lmpression is gained that Benin is not yet firmly ensconced in
 

the "socialist" camp.
 

There are indications that the development of this type cf socialism
 

in Benin is 
undergoing a process of "Africanization", in which
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African and domestic cultures, traditions and pressures are for a
 

hybrid-type structure, in which the prevailing individualism of
 

the African culture maintains a place. Private entrepreneurial
 

activity could well be a residual component of such a hybrid. If
 

this deduction has an appreciable measure of truth, private enter

prise could and would continue to exist, though under some other
 

semantic designation.
 

The important far t is that Benin is undergoing a continuing process
 

of change, but that the ultimate result may not be an exact copy
 

of the Russiain orthodoxy. While the process continues, under these
 

conditions, the competition between the two opposing precepts 

continues - with the final result still hanging in the balance.
 

This, then, would appear to be a specific example of the advan

tages of the Prcgram's objective, but viewed in a slightly different
 

cross-light. The issue is the extent to which African entrepreneurs
 

can- become successful in Benin. To the extent that the program demon

strates this - not only to upper-echelon government officials, but
 

also, and paricularly, to the existing and potential entrepreneurs
 

themselves - then an ensuing program success in Benin could become 

a low-key answer to the proraganda being promulgated by the government, 

in such media as the newspacer "EHUZU", as described above. 

To exclude Benin frm the ministrations of the Program, at this 

stage, implies a withdrawal frcm the competition, possibly on the 

reasoning that the zoverr.ment Ls not receptive, and doesn't fulfill 
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the "ore-conditions" imposed. This hardly appears an aggressive
 

response to the aggressive contra efforts. Viewed from the other
 

side of the question, the nub of the issue is the success of the
 

program with individual clients. Unless the Program concentrates
 

on the point-of-contact with individual potential and actual
 

clients, its efforts may become so diffused as to accomplish
 

nothing. Relevant to this aspecz is the evaluation" ccncentration 

on the "point-of-contact" activity, and the lessened emphasis on
 

such ancillary aspects as improving the quality of life in rural
 

and urban sectors, and minimizing socio-cultural constraints upon
 

the program.
 

The continuing process of political change in Benin points to
 

what may be happening in other African countries, where the ideo

logical competition apparently is proceeding at an accelerating
 

pace. It is not beyond the bounds of possibilizy that this compe

tition may be in an early phase in others of the five Entente
 

countries. Continuation of the re-structured Program may thus be
 

valid as - means of continuing an effective (and earl,) demonstra

tion of the relative advantages of the two precepts, in areas in
 

which the balance has not been tipped.
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Program decision environment
 

Many considerations, unknown to the author, undoubtedly bear upon the
 

decision concerning continuation of this program.But among these must
 

be the relevant policy in allocating funds to many desirable programs
 

competiting for the limited resources made available by the U.S. Congress.
 

An acceleration in the rate of change in events directly related to the
 

several programs concerned in this allocation of scarce resources may
 

be considered as resulting in a comparable acceleration in the rate of
 

change in the associated policies. If this 
is true, then it may follow,
 

the policies relevant to the decision on continuation of this program
 

have, or are, undergoing a review or modification.
 

Trends in the policy environment necessarily include the attitude of
 

Congress to different types of programs and different program objectives.
 

It is in this context that a trend is believed to have developed over
 

the quite recent past. Sharpening competition between the proponents
 

of the two opposing precepts is changing, and is likely to continue to
 

change in the foreseeable future. Attitudes are changing, not only in
 

the Congress, but also in the body politic to whom it is responsible.
 

These identified trends would appear to have a direct relationship with 

the policy, and the decision, on continuation of this program. 
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