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in the light manufacturing, agro-industrial, construction
 
and transport sectors.
 

in the two above-mentioned regions, however, the Consultant
 
experienced difficulties in identifying enough private
 
companies meeting the size criteria in the health care, and
 
trail ing sectors7
 

outsidu 	 of these two regions, the research showed that a 
sample of compan 1es meeting che size and economic sector 
criteria was all but impossibl, to identify since the 
economic actvity is almost exclusivt-ly restricted to trade 
and agriculture. 

A numbe r of sinal and ed ur -sizi !d private busilus sec (SM1s) 
which meet th,- criteria ot size, .-conomic sector and geographical 
location detined in the statme:nt , f work were identified in 
Kinshasa and " -caml nes haba" d:(! ne-d -s Lubumbash , Likas. and 
Kolezi). 

1.2.1. 	 In Kinshasa, we, were able to lis;t I1 companies among which 
40 to 50 er, at the beginninq , selected for interview. The 
number or companlcs actual ly 1nt,_ iv-itw increased during 
the course of tie research sin,'.- it was posible to identify 
more enterprises Meteting tht dfined revised criteria. This 

-Yt 11,sis111 SjC t or 1 d company is1 s n size 
presented .,t the end of thil cl,ipn, r. 

1.2.2. 	 In "G:camineneShama" wt dc-ntieltd more than 50 private 
small and meiuor ;ndustr its .et:t inc the crlttria. 

1.2.3. 	 In Bandiindu and ,otside "Garnecs' Shaba companlies were 
1ntervewed folloin wVg thei rV.I.lon t te. Terms of 
Reference. Tht cmpanj e i dent f ied in thu 10 to 100 
permanent emp rye:s bt .hg a Iuosi exclusIVely in the, rangt, 
trading or agriculture economic suct)i ; or conducted by 
en t repr neuirs wor king with l ess than10 per1manent mp IoyeeS, 
and in most cases with less than 5, in "cottage-industiies", 
all of which wereo excluded tr )m the scope of te study. 

1.2.4. 	 More thin 130 reprs,entattves of p Ivat, small atia .:ediu, 
indlstri-s w-, i-, n tie,rv t:w,,d, in a large number of cases 
twice, th)e manufacturing and product ion premises were 
systematically visited and the data collect ion questionnaire 
was completed by -i]most all the pe:rso:ns contacted. 

A similar field research was conductied fo r study of the 
characteristics of the- capital market and of the financial sector in 
that they relate-d to their role, or the constraints they poet, to tile 
small and med inip, entrepr ,ne urs. 

K2
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1.2.5. In the non-structured financial intermediaries 
sector we
 
were able to identify and contact representatives of savings
 
and loans cooperatives, credit unions and private money
lenders. 

1.2.6. Representatives of commercial banks and other structured
 
financial institutions (SOFIDE, BCA, BZ and donor agencies
for instance) were also contacted during the course of the 
study. 

Finilly, the 
 private and public training institutions whose
 
operations, resources, programs and results were studied in detail
 
have been as follows:
 

- CEPETEDE:
 
- CADICEC:
 
- INPP ;
 
- CTDEP;
 
- Institut Supt:rieur des Scienc-n di, Travail (ISST)
 
- Centre de Perfocft onnement Administratif (CPA);
 
- Institut Laiirois de Management (IZM)
 
- CENACOF.
 

1.3. Problems ii, the d-t'natn of 'small and medium enterpr!_se" 

A problem that all researchers face with the type of field
research conducted conmes from the fact that the criteria used to 
define the small and medium unterpriseF sector are not completely

satisfactory and involve a great deal of heterogeneity in thfe 
sampling and, cnsequ,-ntell, in the results of the fact-finding 
rest.-arch.
 

1.3.1 . Al though the sample of companies surveyed was selected 
accordinj tto thtc generally admitted size crit,ri.i of 13 to 
50 permarent eamployees for smal onterprises, and 50 to 100 
for med, un, the use of this criteria introduced a large
element of ho-tt-rogeneity in the results of the research, and 
wll] Impact '1ht developmen. of recommeindat ions adapte-d to 
tho need- of the var ious types of enteorprises. 

1.3 .2. Tht sirvey s(omapletd among a sample Ot smal and medium 
enteru ises in the manufacturing and prodict](ii secturs of 
the ecnomy, ci:]arly inuic;at:s that the present largely used 
dotinitiion of "small aid medium" is not really adoqu.te, at 
least II hc 7- i11 an nt1,xt . anufact-uring companies having 
betw-een 10 and 0I mi,.rahnt employ,,es have be.,r, found o,) be: 
extt emely d f fet,:It in tteims o)f oprat g (production aind 
management ) 7.nO financial charateristics, requirements and 
prospeCts 

/i7:Li
...
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1.3.3. 	 The research points to the fact that, whatever "industrial"
 
sub-sector they belong to, ,nterprises of between 10 and
 
(approximately) 30 employees have, in qeneral, tie operating

and financial characteristics of the non-structured
 
'cottage-industries" 
and their owners-manigers are more
 
craftsmen than entrepreneurs. Above the 30 permanent
 
employees level, the companies usually have a number of
 
charict 	 r 1st cs which make them far :loser, aibei t on a 
smaller scale, larg.! private enterprises than to cottage
industries. In 3dd t on, the small and medium enterprises 
have so many fundamental management and tinancial traits in 
common 	 as to make the dist:_iction between them somewhat 
meaninql-ss for anything but ldkentii ication purposes. 

1.3.4 . On the contrary, the 100 permanent enployee mark dafining 
medium-sizect industry appears to be too resurictive in a 
situatlOn where labor is cheap and pleMtIM , mechanization 
is underdeve l]pped for a number of tasks requiring littlIe 
sk 1 and ind .vidua1 product iv ty is judged, at least by 
the :mpl syrs, to be low A number of companies employing 
bet ween 100 and 200 ,ilptIlyees could not reasonably be 
class ftied ,-ii lar, companies if one looks at thk: co.r 1exity 
of their pnoduct ion process, ' ,eir organization, management 
and f nanci al charactei istics and their access to the 

,[ in,][l,: a T l ke, .. 

1.3.5. 	 It is in Ier:st ing to notice, furthermore, that the 
industrila sub-sector is a determining factor of the type of 
company encountered. Generally speaking, in thn sub-sel'tors 
producirg final consumer goods, the private eniterp-ises are 
aithn- cott a'n-i odusttins or large (by african standards' 
cn,mpanies while, in the sub-sectors producing intermt:datt 
goods, one encounters few ,rottage-industiies but a number of 
smnaO: and medium, and obviously al;, largu, companies. In 
the first cise we would n. t oln th ba ker e , liquor and 
beverages, garment manufacturing or furni turt making 
businesses for i ns t anc. wh a I e, in t he second g roup, we would 
cite metal w 1iks, sawmills, ttxtilei paint :nanufactoring
busi nesses . 

1.3.6. 	 It ilso y during course th, itl: _.a ch.:,11 .pp:ared the of 
thai th costition and tralsport sub-sect orE have spec:al 
cha.-rt erlut ics of their ow, and the e-nterprise_,s surveye-d in 
this 'tctor nitroduced a, addit ional amount of heterogeneity 
in the survey results. 

1.3.7. 	 The design )f assistance projocts in the private sector of 
the o'on.y shi I consequent,,ly build uion ,leAr ohject ,es 
ii te.i ! .)!> f (conon C, e )1 r0: prII, aty, se_cuindaty a nd et ii y
-Ilids, :111 s(In1, , s3S, sub secTots lIKe' coIIstructIon o ti a10s
port , b"t also il term., of th, typ, ,of entL-rprises Itaimis 

.........
]
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at: "mom-and-pop shops", cottage-industries, small and
 
medium, or large enterprises. Trying to respond to the needs
 
of too heterogeneous a serie of private enterpr: ses with one 
project will likely miss each of the various taugets and end 
up in implementing malajusted assistance resources and 
mechanisms solutions for all.
 

In the next page we present thu list ;t 133 small and medium 
private industries ink-iuded in the research sample classified by 
sector of activity, size and geographicai loqation. 
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USAID PRIVATE SECTOR PROJECT DESIGN 
 Ref: STAT
__L :P__Page I of 1 
COOPERS & LYBRAND CLASSIFICATION OF THE COMPANIES 
 Date: June 17, 1987
 

KINSASASHAA 
 TOTAL.
MAIN fSCTOROF ACTIVITY -7 . TO
 
(30 :30 1<f30 !30 1 (30 _30 1 

PRODUCTION OF CONSUMER GOODS
 

Food products 
 1 3 4 4 4 8 5 7 12Hygiene and cosmetics 1 
 4 - 1 51 1 6Clothing 
 3 2 5 4 2 6 7 4 11Household requisites 
 - 2 2 - 1 1 - 3 3Household furniture 
 2 4 6 1 2 3
3 9
Miscellaneous 
 2 5 7 -  5 7 

Sub-total: 
 9 20 29 9 
 10 19 18 30 48
 

PRODUCTION OF INTERMEDIATE GOODS
 

Food proucts 
 - 2 2 - -  2 2Textile 
 - 1 1  - - - 1 1Metal products 
 2 4 6 1 5 6 3 9 12
Wood products 
 - 2 2 1 3 4 1 5 6Paper and cardboard 
 -- 3 3 4 4Construction materials 
 2 1 1 1 13  3 4
Glass 
 - 1 1  - - - 1 1Plastics 
 - 3 3 - - -  3 3Paint 
 2 2 4 
 1 1 2 3 3 6
Printing 
 2 - 2 - 2 2 2 2 4Miscellaneous 
 2 - 2 - - - 2 2-


Sub-total: 
 10 17 27 4 14 18 14 31 45
 

CONSTRUCTION AND TRANSPORT
 

Sub-total: 
 i5 5 20 6 14 20 21 13 40
 

TOTAL: 
 34 42 76 19 38 57 52 81 133
 

N.B.: Companies are classified by number of permanent employees.
 

(r J
L 



.4. - ~ '.......~ ~ ~ .. ... .. 4 .4 .SM,4 4444)4.
 

2. KYCMO HAATRSISO,ARICAN SE 

A number ofstudies . demonstrate a ptS o ky
cha act e is t i s .of the sma'll!!?en te r r se se t r i f i "a 

2.1 Small i:;rmsi geerl ac accs to nst-tuionl cedi 

adicnieshmswhle theydare ofe al t a
 

....... co ntrary,.,.:often can borrow4,capiai at
 
s 
. ~~~rates , and may pay workers relatively, ,high !salari!e ;to:.! : .''; 

stable work-force.' ./ ... ':...... . .. ... attract a skillled, : ' :. . . . . . % 

; ; ~.2,.; Data-,on total, factor : productiv ity in,:,Afr can industries is . ;:
virtually non-existent.,Someevidence/ exist, however, that 
small usecapit.alm,.l'frms 

: :: : :: :Siace most :entrepreneurs face :much higher costs of borrowing !' 
i; , :~~capital, if they have access: at ll ito credit,: they wou ld :i ! . 
, naturally tend to use itr more :pfroductmively than .do large: .!:, 

ms' i! ; . ; ;' : :;.. : .::i nve s to rs. Altho u gh l pro du ct -in ;: ?;; 1ower. ia bo r iity smal iflr 

............. .... does appear ;to be general.ly offset by ;higher., capital ;'..
 

~~~~~poutvtit: is ;not iclear, hodwever , ifr :the net :result :s io ?} i :.;
 
::; .~greater; or, lower total ;factor; pioductivity i:=n terms i;of/.the ; ; ;;:::; -:
 

:.;:: 

...-

:. 

2.3. Within the SME sector, differences /it degree.of 
Sdepenence on infrastructures are evidentt oediumfscale 

cr r s oe smarlonezris e s in their dependence on"' 
pulcut~ ilte s , rear ervices,: , tr[ansprfaites 

Sindustral buildngs , ISmaller ones , however, enerallnsyoare 

:provide their own power,"mechanical,' hand :or generator, ;and 
candincenadaptvel s eswile theyifare ntypesalofocatpon 

. .. .. ' and shelter. .. . • ., ... - . .. . .. 

eneraesand;rsmay, pay workers tothrelaivel aighsalare-o'i'' 
sat r t esildustayble fo'rki-o orfor n-anage 

2.2 2ntarpon-tota Ifactoraprodhct s,.tyen foiu nd ushtrienes isf 
virall non-xise n t.cSoreidnte 1 exmithin 'thatmall 

:!i ,% 

. 2.. . SMoe arewidec.ly 

to local condimtons. 

apeticuses teoor 

, m 

ier ts an te".. 

contr..ary coite n desroibe. ast an £'ingenous 

enterprmses sector,; altho ughas ;frolafrequencommerce 
than ifrom manufacturing. . .. . ... ind ng t mfpoaineyly than 

aasurveys, cinductedinh Afrve st ,t xtaentto which 

investmrsene t aebrproductivity infsmal,b irms ') 

, ,* 

http:general.ly


viii
 

2.6. 	 The level of formal educational attainment among small
 
business proprietors are quite modest, although as a group

they reflect a higher level of 
formal education than the
 
population in 
general. Owners of enterprises, particularly

the more 
 traditional small-scale activities, are generally

either craftsmen-entrepreneurs 
 who are technically
 
proficient in thE man .facturing process but 
lack extensive
 
training in management, or, mL 
 hant traders who usually have
 
little formal education or technical training. 

2.7. 	 It is generally observed 
 that StiEs are not managed as
 
efficiently as they could be aspecially in matters 
 such as 
financial records and book-keeping. Large scale production
requires trained, specialized managers and supervisors
which, in Afri-a, often means expatriates. Production skills 
also tend to be generated wthin the small scale sector,

through on-the-job apprenticeship, whereas larget firms often 
depend on outside training. 

2.8. 	 Investments in the SMEs are overwhelmingly financed by the 
personal savings of the entrepreneurs, sometimes 
supplemented by loans from reiatives. These savings often 
come from agriculture and trading, or ploughback. The 
paucity of funds obtained from commercial banks or public
development agencies for intial or continuing finance is
 
stri king. 

2.9. 	 It is commonly observed that SMEs provide much of the 
consumer goods demanded by the medium or lower-income
 
population whereas modern sector 
 products are
 
disproportionately directed toward the 
 upper-income

population. This finding, however, 
is partly attributablu to
 
different consumption patterns across industries, partly 
to
 
low-cost versus high-cost substitutes within an industry,

and partly to quality differences for a same product. The
 
SME sector nevertheless caters 
 to a wide rar7a,5 of demand,
 
since th( quality and cost of many cust,-,n-made productis

depend on the skill of the craftsnan and the quality Df the 
materials and production tools which it can afford.
 

2.10. 	 Subcontracting relationships between large and small firms 
seem to be rare in Africa. One reason might be the dominance 
in the modern private sector of foreign-owned import
substitution firms, which tend to import most of their 
:nputs, and in the parast at al se, tor, a tendency to 
integrate activities as much as possiblu and to favor 
purchasing deals with foreign suppliers. 

2.11. 	 An important I nkage of the SME sector to othei s.ctors ]s
through its :_-t 	 of raw materials. Agro-processino activities 
have a 	direct linkage to the agricultural sector, and SMEs
 
sometimes have an advantage in utilizing and recuperating 
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waste materials, often from large firms. Tho growth of
 
large-scale industries also may generat,: alditional demand
 
for goods and services provided by certain small-scale
 
industries primarily because the location 
 of industrial
 
sites draws workers away from home and certain activities,
 
such ai clothing, food preparation, transport, construction,
 
may then be replaced by SMEs.
 

The fi,:Id r'isearcb conducted among a selection ot small and 
medium industries in th2 two surveyed regions of Zaire interestingly 
supports :no. t of these general findings as d:,:oPstrated in the 
following chapter. 
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3. 	 MAJOR FINDINGS OF THE RESEARCH CONDUCTED AMONG THE SAMPLE OF
 
SMALL AND MEDIUM INDUSTRIES
 

The problems that small and meduum industrial enterprises
 
have to face fall into two major categories, one which is probably
 
outside the donor agencies'potential for assistance, namely the
 
general economic situation which impacts on market potential, the
 
Government policies and actions and a number of other characteri
stics of doing business in Zaire, the other which could be tackled 
by a well conceived and efficiently managed USAID pro3ect. 

3.1. 	 All Zairian companies have to face the problem of the 
national currency depreciation. This dezpreciatlon remained 
relatively moderate in 1984, 1985 and 1986, but has been 
accelerating brutally since the. end of 1986. 

The consequences of this phenomenon are: 

- the extreme dfificulty e:xperienced by the industrial 
companies managers to calculate a cost price which 
reflects all of its components, and particularly the 
cost of supply and th: privisions for depreciatlon. 

- in spito of this difficul ty, the need to determine a 
selling price which reflects the cost structure of the 
goods produced and make the operation profitable. 

- the negative impact of toe delay between, on the one 
hand, the production of the goods and their invoicing 
and, on the other hand, the collection of the payment 
by the customer. Cemmercial credit has, in most cases,
 
disappeared and is replaced by a cash-on-order or cash
on-delivery polacy.
 

- the fact that the fI ranc i statements of the 
enterpri ses have( become almost meaningless since the 
fixed assets arid the cot responding provisionfor 
depreciation and thl: inventory of goods and parts are 
not revalued. The operating profit which is calculated 
is often fictitious and hides tue, detcapitalization, in 
real terms, of the company. 

3.2. 	 All zairian industrial companies operating in the current 
fiscal environ!ient ,cunter a number nf problems, both in 
terms of direct and indirect t axatcin . 

With respect ti t ,, direct taxat:1-( , the major problem 
concerns the fact t ha t f xLd assets rea iua t ion 6oes not 
bring any fiscal advantage, although monetary depreciatlou 
should make this operation symt.ematic and permanent. As a 

(ij.j
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consequence, a number of industrial companies do not revalue
 
their fixed assets and their financial statements do not 
represent the reality of their results. 

With respect to the indirect taxation, we must distinguish
 
between the import c,,d export taxation (OFIDA), the internal 
operations taxation (CCA, FCD taxes) and 
 the various local
 
and national rames:
 

- the Drobl,:ss caused by th,: OFIDA taxation vary with the 
nature ut h, a, vi tts p erform d by the different 
en t erpr i ind theirrso;ires of Supply. it is 
interest inc, to notc , however, that this taxation 
whose mia i ob-Ct', should be to en,courage the 
developmer, t the 10a production of goods through 
import tariffs and , cxport I!centives, often app,-ars to 
be deslgrt his obieit ,' h minld than with 
the maxi'I zation O toh, governmentur's fiscal r,--,-1pts. 

- the pi ob 1,:,s caused by the other taxes concern less 
their burden, than the proliferation of these taxes 
which , !(c-si)L Industt-ai prt)duc i a kind oftot The , 
"fiscal har -,mn1 " 

3.3. In addition, -,i c a safely be- said that tht regulatory 
environment is :iut particularly support ive to th_- small and 
medium enterpr:se-s, in spite of official statements 
stressing the recognition of: the importance of the sector 
and the preoccuparion of the gove:rnment for its well-being. 

Th- first problem is the well]-known ineff'cincv 4 a otmber 
Of public Iqali sat lons wh acb rI more t har, -ften 
characterized by ov ,rstaf f ing , whose civil servants are 
notoriously tnoer paid, of ten poorly qualified and somet-imes 
corrupt . The administrative "3ung 1e which results from 
these factors pr-esides over a multitude of obscure and often 
contradictory regulatiuns, In which the slightest step, to 
obtain an offieta l document or authorization for instaice, 
is always time, cons m1ng,r usually frustrating and some times 
ex pen s i v e. 

The second pi btiet.-r , in Spite. of the official tenet of 
"labt ralisme concert (concerted libera, sm) , f ro' what has 
been for a nutrb,:r 't ytears the increasing involvement ot the 
State il a gro wI ]g number if eroln)01 1 Ic se':tot s and 
act vit .,- . Th] !s involven-ent has been characteri:tred in the 
past by th: promiotion of a numb(t o-f sometimes uli -ecoiomic 
and If ten unprrof It bl- indust rial and iifrastructutre 
invstoents . It t-in !T 1 he seen In th,: picli feration of a 
number (-I publie ag,:lc iks or parastaial organizmatioiis which 
intend, at differ"nt degress, to assist, St imulate, 
'oord Iate, or Ient, c-lit rol and finally direct most asp:cts 
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'i:: / "'-. : .of -the .econom,ic :,life:,;.Thes organiza t 0 sSionare itoflten}:;-iiii:::

' b u're u c ra tic i i ,
':[,:;:::= !':::::!i extremely [ a	 their stafig ou loo an
 

:'':.::';t... .;.performed:
:.:.': _'. 	 or-to .the:'results th y ob a n, when' they'.do not
 

-. :These p broes:.are well :known an documented and it' is .not"f
 
ouprpseto developi it in: -greater eal The g'eneral busnes
 

environment; int~o :which small, and: medium ind-ustries in~i Zaire have to~i
 
, ~operate is common to allt categories- of, plrivate .enter;prises,~ wh'ateve'ri
 

• 	 ~3.4.Major problems :which can. be-address-ed by a proj'ect such a ; f :
 
the "Private Sector Project". fit into six categories which <•• ..
 

y, : f'A 
 . ...e s n .. ?. 	 '
ar ,irec order 'of-priority:. f: 	 / 

-	 :
the: cost and/or :unavailabilifty of-input: for :productilon::..: :,.:.t '/ :
 
shortage: of foreign, exchange: :and .
ia h8']:iof working:::-t. .':;':


'.-. 	 purA 
4 

ha e: "Jk.-'',:i. 
the. condition of theT means of: -production': lack, of - . .:<: .......
 

"/ working ,capital ,for purchase of spare parts and of - " : <i
 
medium and long-term: financing ,for .:rehabilitation orl /- . :


~~~~modernizatifon o~f the- equipmen~t;!: . ,.i: l : !.( !: , : . i 
i
 
the cost •: of .:"extending c to:-. 	 .,-. :
?€redit;i': tile i. i :;j,

industries consumers which impacts on market size; .
 ,:. :.:. h
 e
•th	 ..burden i, that recei'vables ? represent 'ifor,. those' i:: /!i :i iiii?
 
companiesacan,dealing with the. nheed bry't ,: ii
pucsie hi d cert the Governmentopemateinlo:agencies :and l iiil
 

S" parastatals; - . ,:. .- ii '' :./ ,: * ' : f '/ : 
I'V:. 

: the absence of a ,systema tic or effict.ant progr am cif .,, . ,?..

local purchases' by the pa./s t/tals;
 

- the lack of an-adapted financial :train'ing. program'.i ' : :ii.:
" :ii
'A AL r 	 A 

s~u lyroblem 	 ' : :l~ '/
 

"3.5. The supply. problem,,-namely the shortage of orig" e''ca
 
" and .the almost insufferable cost of :.lock-upo capital .for, !"i::i'ii
_ 


, ~~~import
with. the, present 	' Bank: of Zairc and! :.C0smomOffice,'s ....
' 
. 'regulations, and, f or i.local inpu~ti: ,-.t i iincrea'sing ', 

unreliability of upply :"is, absolute'I,' general, and :,.. .: . 
~~~~constitutes the major constraint ..:, :,:. "' 

: :.: implement a 	 ',
rea onably.priced -finan'cing !scheme.for...........r: ase . .- ...- :
 
and :main tenance of..inven tory of s
in 	 raw mate'ril I-.would h ..... . -. ,
hl the 	 ,e, a big,. ... = .... ,..... "..
present situation. or iniztnce a olaften 
 "
 
percentage fbthecapital needed te 	

Aa Let ofC.di t 	 '
 opet nm ad the foreqgnelchae to pedas, g ots
 

http:they'.do


the industry, could be provided at no, very low, cost
or 
and be repayable in installments.'3
 
Funds in short supply would not be tied up for long periods
of time and a number'of.companies 'ould, once again, operate 
their equipmen at: higher utilization 'rates, thus reducing 
the manufacturing cost. 

All, companies,_;nterviewed insisted that what they need most
 
at: this time .is-working capital and better; access to foreign

exchange." Given this kind .of assistance, a large number
 
declared that they could tackle most of their other 

*problems. 

Condition of the manufacturing equipment'
 

*.3.7. 
 Since no, or very 'little, investment in new equipment has 
been made for a number of years and, in most cases,the. 
companies, to reduce their manufacturing costs, do not 
provision for depreciation, the manufacturing tools are, : 

almost universally, badly in need of replacement.
 

Except for a fuw ,cases,. however, the priorities are more in
 
the rehabilitation of the machinery tha.n
existing 	 .. in new
 
investment in equipment in. the present situation where all
 
companies are operating at levels far below their nominal
 
production capacity.
 

* 3.8. ionce again, 'shortage of foreign exchange and of working
 
capital is a major, problem since the ,companies cannot 
purchase the spare parts wh"ich would .be necessary to 
rehabilitate their existing equipment.
 

3.9. 	 Some new industrial and equipment rehabilitation projects
 
" which look promising have nevertheless been identified and .a
 

preliminary description will be provided, individually, in 
the final report *' (agricultural machinery to solve input 
bottlenecks *in' agro-industrial plants, equipmeni for .a 
sawmill or for an ice-making project or rehabilitation of a 
printing shop for~ instance). 


' 

In these instances, 'access to reasonably priced long-term 
financing is goingi tJ be an issue. 

Disappearance of credit and cost of receivables
 

3.10. 	 The inflation and 'monetary depreciation now prohibits the 

industries to voluntarily extend any kind of credit to their 

,
 

customers 'and this have a negative impact on' their' marketing'
potential. '.4' 


"~ 32" 3 
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3.t2. 	 Sme cform f invice dscountimng whereby the smallGve
 

businesses would receive cash as soon as 
they invoice large
and reputable purchasers would be a big help. It would allow 
them to increase their cash turnover and provide for 
purchase of new raw materials for a subsequent cycle of 
production and would ensure that their pr6fits are noteaten 
up by inflation. The discounter would obviously have to have 
some bargaining power vis a vis the customers concerned to 
accelerate the payments of the bills, otherwise the problem
would have just been transfered to its level. 

Support 	of local producers
 

3.13. 	 Purchases by large consumers of (usually imported) goods

from wholesalers and traders accordingto the lowest-..idder
 
rule of provisioning generaly associated. with foreign

project financing might be counter-productive since those
 
goods are often priced below what they should cost if all 
custom taxes were paid. - .. 

''Although enforcement of import regul{ations 
' 

is". rightly
considered as outside *any 
donor agency's potential for
 
'assistance, industrialists feel that all foreign donors,

whenever possible, should encourage through adjustments to
 
the provisioning rules associated 
 with their project " 
financing, the purchase 
 of locally produced industrial
 
goods.
 

3.14. 	 In addition, foreign donors might grant 
 their loans to 
powerful customers (i.e. parastatals) for the specific 
purpose of purchasing locally produced goods instead of 
lending mostly for the development of big industrial proje
cts, where imported components represent the major, if not

the only,,,use of funds.
 

3.15. Donor agencies could also assist the parastatals in
 
thoroughly assessing the capabilities of local industries,
 
either as suppliers of goods or as sub-contractors, and in
 
developing and implementing systematic purchases prograws
 

, 	 .. for locally manufactured goods.- The parastatals instead of 
buying piecemeal from the national small and medium 
industries, could and should systematically identify
products and goods which can be 'manufactured locally at a 
reasonable cost and. set up medium-term purchasing
committment' with their producers, thus providing 
 some.
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stability in the market and enabling private businessmen to
 
invest in equipment.
 

Adapted financial training
 

3.16. There is a real, if not always conscious, need for
 
managtcment, jad especially financial, training among small 
and miediilm btisinrissmen. 

3.17. However, to be r-kally helpful, and appealing to the targeted 
population, the training would havi, t., be vt-ry practical and 
d; rect ly applicable by the ,-ntrepreneurs in the day-to-day 
managume'nt 01 th(-Ir company. Thu Ian ig:rs ot sm,ll and 
medium s ::, " :panies probably n(etd, and are certiinly more 

nanagii than ,:1ral 
conlce:pt.: ,i ;r nac 

t:o : t 1a i management 
p n. ,p ; this type of 

raliiing wo i, b, bht dc.eIpx I:ni,Ic::1st d by private 
ent,:iprlstes whcse Ictiv I n ar".i thW fields considered 
than by any of the exist ing, mostly a id ,mi:c, training 
ins, itit Ion. 

...
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5. SURVEY OF TH'ETRAINING INSTITUTIONS
 

The research on the, locally available trainingcenters
 
focused on those whiich might b'e able to answer the needs of small
 
and middle size enterprises, SMEs for short, s'ince they already ,
 
provide technical or managerial training for the workersi employeees
 
or middle and top managers in private firms and parastatals or in
 
the Civil Service.
 

P 'number. of the most highly regarded and best endowed, both 
financially 'Und in qualified trainers, of centers operate 
within large private and:public companies such asONATRA, GECAMINES 
- EXPLOITATION, SNCZ, REGIDESO, CHANIMETAL' and so 'on. Usually they 

hI are not open to outsiders.4 . - , ,'.
 

'these 


Other centers are specialized in training and recycling
 
human resources and their programs and resources are designed and
 
organized to serve the employed adult narket at large. Our study is
 
based on the latter category and, fA'r those, we have documented the
 
following as far as the information was made available:
 

- Organization;
 
- Type of training offered;
 

- .Training methodology used;
 
- Clientele and admission criteria;
 
-
 Duration of the programs;
 
- Assistance from outside Agencies, and.
 
- Financing. .
 .
 

The results for the following eight institutions researched
 
are summarily presented in the next pages.
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INFORMATION SUMMARY
 

1. 	Name of the institution 


2. 	Address 


3. 	P.O. Box 


4. 	Phone, telex 


5. 	Creation date 


6. 	People to meet 


7. 	Number of lecturers and
 
permanent supervisers 


8. 	Training courses offered 


9. 	Number of trained people 


10. 	Training methodoiog: 


11. 	Applicants 


12. 	Registration 


13. 	Fees 


14. 	Operating budget 


15. 	Financial and technical support 


16. 	Short comments 


INPP
 

136, 116 rue - Zone de Limete
 

1150 Limete
 

20104
 

June 1964 by Ordinance-lai no
 
206
 

Citoyeil TKA11BA
 

General Manager
 
Citoyan BAVO Program Manager
 
Citoyen BILE Public Relations
 
Director.
 

163
 

Technical training,
 
administration and management.
 

3.000 per year on average
 

Academic and on-the-job
 

Labour force in search of
 
employment, workers and
 
employees of parastatal and
 
private enterprises.
 

Recommended by the employer
 

N.D.
 

N.D. for 1987
 

Japanese and Italian
 
cooperation, TLO
 

Fair image for technical
 
training, efforts to shift
 
towards management training is
 
not met 

Teaching 

compared 

resources. 

companies 


with much success.
 
actions limited
 
to available
 

Fewer tnd fewer
 
use 	service.
 



INFORMATION SUMMARY
 

1. Name of the institution 	 CEPETEDE
 

2. Address . 1st floor, ATC Building
 
Place Tombalbaye
 
Zone de la Gombe
 

3. P.O.Box : 	 989 Kinshasa I
 

4. Phone -	 22019 - 23854 

5. Creation date : 	 September 1981
 

6. Officials to meet : Cit. KANKONLO wa KASHALA
 
General Manager
 
Mr. Joel CONAN
 
Program Director
 

7. Number of lecturers
 
aod permanent supervisers 12
 

8. Nuinber of yearly trained people 	 500 in average 

9. 	 Subject:; tr,:ated . Financial management 
General management 
Management and agricultural
 
productiorn projects
 

10. Training method .	 Practical and theoretical 

11. 	Beneficiaries : Senior staff of larce private
 
enterprises and parastatal and
 
senior civil servants
 

12. 	Registration On reccamendation by the
 
employer
 

13. 	Fees Comprehensive levels : Z 92.000
 
spacial et module : Z 69.000
 

14. Op~rat;ing budget : 	 In 1986 : Z 40.000.000 

15. 	Financial and technical support French Cooperation, IFG,
 

World Bank
 

16. 	Short comments Well appreciated by the
 
partners. Provides appropriate
 
training programs. Motivated
 
staff. Efficient organization.
 



INFORMATION SUMMARY
 

1. Name of the institution : 	 CADICEC
 

2. Address : 	 32/13, Av. Tombalbaye
 

3. P.O.BOX .	 3417 KIN/GOMBE 

4. Phcne .	 25033 

5. Date of creation 	 1956
 

6. Officials to meet Father EKWA ESI ASAL S.J.
 
Secretary General
 

Ctne MUJINGA
 
publication and training manager
 

7. Number of lecturers and 

permanent supervisors 6 

8. Number of trained persons: 	 500 per year on average
 

9. Applicants : Executive Secretaries, Financial Officers
 
Head of personnel departments, SME
 
leaders.
 

lO.Application conditions : Any senior employee of 
private enterprise. 

a CADICEC member 

ll.Participation cost 2.000 to 5.000 Z per participant. 

12.Registration on recomnadation 

13.Operatinq budget : 	 Not available
 

14.Organization financing 	 Belgian Cooperation & Technical
 
Cooperation, OXFAM, Adenauer Foundation
 

15.Short comment 	 CADICEC's information service is well
 
regarded by the small and medium
 
businessmen. The adequacy and efficiency
 
of its somewhat limited training actions
 
are nevertheless appreciated because very
 
pratctica] and directly applicable in the
 
companies.
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INFORMATION SUMMARY
 

1. Name of the institution 	 C I D E P
 

2. Address 
 On the crossroad of Av. Mandariniers
 
& Av. 24 Novembre - Gombe
 

3. P.O.BOX 	 /
 

4. Phone 	 / 

5. Date of creation 	 7th October 1981 by Ord.154
 

6. Officials to meet 
 Cit. PANUKA DZENTIMA,
 

General Manager
 
Cit. PATY NKYIMBI
 
Officer in charge of CIDEP
 
programs
 

7. Number of lecturers & permanent
 
supervisors 64
 

8. Trained persons per year 	 100 on average
 

9. Subjects lectured Management, Proficiency courses for
 

teachers
 

lO.Training methodology 
 Mostly seminars and conferences
 

11.Participation cost 	 5.000 Z per person
 

12.Operating budget 	 Not available
 

13.Applicants 	 Administrative staff of the Civil
 
Service and some parastatals,
 
Teachers
 

14.Registration 	 On recommandation
 

15.Supporting organization 	 None
 

16.Short comment 
 Not very highly regarded - Not much
 
used, even by Government Departments
 
although it is a parastatal.
 

F-
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INFORNATION SUMMARY
 

1. Name of the Institution 


2. Adress 


3. P.O.BOX 


4. Phone 


5. Date of creation 


6. Representative officials : 


7. Number of lecturers & permanents
 
Supervisors 


8. Trained participants 


9. Subjects dealt with 


10.Types of training 


ll.Tuition fees 


12.Application conditions 


13.Operating budget 


14.Registration 


15.Financial and technical
 
support 


16.Short Comment 


I S S T
 

On the Corners of 

Av. des Marais
 

8814 Kin/Gombe
 

22 364
 

1979
 

Av. du Commerce
 

AMWANA MUNGONG, Directeur
 
VANGU KIMAKWALA, Administrative
 
and Academic Secretary
 

37 persons
 

30 persons per year (full-course
 
program)
 

Social Sciences, Commerce & Finance.
 

Academic
 

1.500 Z quarterly
 

Secondary school certificate (state)
 
holders, Union officers and Union
 
permanent delegates of enterprises
 

5.000.000.Z
 

Free
 

ILO & Afro-American Labour Centre
 

Training centre probably too
 
strongly associated with the Trade
 
Union to be much used by enterprises
 
for the recycling of their
 
employees. In addition the courses
 
are very theoretical and not adapted
 
to iheir needs.
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INFORMATION SUMMARY
 

1. Name of the institution 


2. Address 


3. P.O.BOX 


4. Phone 


S. Date of creation 


6. Contacts 


7. Number of lecturers & permanent
 
Supervisors 


8. Attendance 


9. 	Subjects 


10.Type of training 


l1.Participation cost 


12.Operation budget 


13.Participants 


14. Registration 


15.External assistance 


16.Comment 


: IZAM
 

: 5th Floor of the CCIZ Building
 

: 3122 KIN I
 

: 32021 - 32029 ext. 8171 -8167
 

: 3rd April 1981 by Ord. No. 54
 

: Cit. IFEFA MANDJI
 
Chairman & General Manager
 
Cit- NAYENGE
 
Internal Auditor
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40 i, average
 

Production management, Financial
 
management
 
Human Resources management
 
General management
 
Case studies, lectures, group
 

liscussions
 

: 6.000 Z per person & per year
 

: 2.000.000 Z per month
 

: Senior staff of the Civil Service
 
and of some parastatals.
 

: On recommandation
 

: Not available
 

: 	Traiiiing offered and internal
 
efficiency poorly regarded by both
 
public and private employers.
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INFORMATION SUMMARY
 

1. Name of the institution 	 CENACOF
 

2. Address 
 : 22 Rue Mwene-Ditu
 

3. P.O. Box 
 : 3719
 

4. Phone no 
 . 32316 

5. Creation date 
 30 september 1980
 

6. Officers in charge 
 cit. Prof. CHIZUNGU
 
RUDIAHINDWA
 

7. Number of lecturers and
 
permanent supervisers 6
 

8. Number of trainees Not available (around
 
1000)
 

9. Subjects taught Financial and material
 
resources management,
 
Human resources
 
Management,
 
Management planning and
 
development projects
 
assessment
 
Interpersonal relations.
 

10.Tuition fees 
 Z 3.500 per day for each 
participant 
in Kinshasa 
Z 8.500 outside Kinshasa 

11. Training methods 	 Praxis
 

12. 	Budget 
 Not 	available
 

13. 	Participants Administrative staff
 

employed
 

14. 	Registration 
 on recommendation
 

15. 	Technical and Financial
 
supports 
 USAID - USDA
 

16. 	Short comments 
 Good training programme
 
but mixed results because
 
of internal management
 
problems.
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INFORMATION SUMMARY 

1. Name of the institution : C P C Z 
2. Adress : Av. BANSEKE opposite 

Centre NGANDA 

3. P.O.BOX : 308 KINSHASA I 

° 4. Phone n : 24486 

5. Date of creation . 3rd February 1975 by 
Presidential order. 

6. Persons in Charge Cit. LUNDE MVULA AKIMANSIA 
Assistant Adviser in 
charge of training 

7. Number of lecturers and 
permanent supervisers : 414 

8. Trained people per year . average 200 

9. Subjects taught : Practical Acco'rnting, 
Financial Analysis 
Data processing 
Budgeting management 
Accounting organization 

10.Training methodes . Theoretical and practical 

ll.Operating budget . Not available 

12.Tuition fees . 5.000 Z per person and per 
day 

13.Conditions of admission High school graduates, 
Professional accountants 

14,Registration Upon recommandation or 

private individuals. 

15.Outside Support None 

16.Short comment Good for basic training in 
accounting. Not equipped 
for other managements 
aspects. 
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-A6. A"ON . . . . .. 

6.1. : :Criteria for success in implementing an assistance'packageI~ 

i::Although we had always been extremely well rec.eived byth 
businessmen interviewed,; there was :a widesra anddeep skepticism 

~~~~~towards the actual results of the mission. /i, -... 

• : ~ ~~Most,SME :managers think ':that,: so :far,{ donor agencies have". 
.:":not demonstrated any real".interest :in the i) small ii) priateiii 

. .. -n s tr.A -u 

6.1.st-riEntrepreneurs estimate that financial assistance has 
t alwaysbeen bdirectedtowards the agricultural sectr the 

parastatals and the government organzations. 

~. 

A: 

Assistance provided by ,donor fagenciesisdoor aeis h 
"rigid, too bureaucratic and tIoo. ...general. in".. purLpose ':to be adaptedto the operating characterictics and needs if- he smaii ra ndi me di um 

" private industry.reneurs estiate tha fai assisn has, 

A ,;/. 

almo' Assistance,b hen 
take far too much time to 

accompanied by too many: 

finally granted nprinciplei s judged to 
actually reach the.beneficiary and tobe 

expensive' admi-),.strative :constraints to : be. 

i--.' i;. . 
:::'outright 

Privaieentrepreneurs stressedthat donoragencies usualy 
require very tight guarantees and a prop rtionnally largediu 
committment from the private companiesowners to grant a la atrates swhich ares eldO, considered veryhelpful. They compare this 

attitude with-what .they see 'as. a policy- .of 'free":lending {and/or ' / , =i; ,'!; 
"gifts; to " government agencies for project ;.they consider:

targely unetecte in t actual results they produce to. 
cmismnaged inytheir operantion.sive a -constraints to be 

aToensure success of the private sectorproject, three majo 
conditions appea r tobe essentiale and a p 

"- build up confidence in the ability of, donor .agencies to :!.

cdmiteivfro thcpriate compsanes ownkae tiorgrato ah loneeat 
resxhihpresedo' cothnsinderd veefiry,epu they coparethi 

otighmgfsp tolovrment agle oencirepfraratojectd adithron 

". 

! 

. 

structure 

and adppa 

operated 

tbe e 

by 

se 

real managers ith ectugheautmhority 

i ealneeds; A 

do ntb i u lvcof e nent abiliy fthdmanagemenitf the 

S iprojet 
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6.2. Recommendations for USAID assistance
 

6.2.1. Financial assistance via tinancial institutions 

In this financial arrangement reference is made to the
 
proposed IDA lending scheme to the SNB sector (Work Bank
 
staff appraisal report, April 1987). 

A long teru, ctedit t-'iClity is to be proposed to the 
Government af Za1re which through a monitforilng unit at the 
Central Bank is direc ted via the financial institutions to 
qua litlab 1 SX5B projects. 

Va ius r ac cs and or iai. e',ed to be a stabi shed s,1ch as 
int,irest, rates, monitorina;g procedures on lending, individual 
1101 ts to ]e1d togs, pav::ipai on at inancinog by borrower, 

ualiltig p oj,,ts A ;chen, n:eds to be doe'eioped, 
however, (and 'ii -onInctaon with ather lenders if need be)
which will uste th,., existing f inancial network in Zaire. Such 
Istit lt tons '1d service orgarnizations need to be 
"beefed-up" "n ord-r to improve and .nhance the services 
they are alr,>,d ''vra' 

The scheme proposed has been well thought out and merits
further att :,in by VZATD. 

6.2.2. Lending via SOFIDF
 

USAID can channel funds via SOFIDE to be used in the SMB 
development. 

A "watchdog" committee could be set up at the SOF DE 
management ensuring that the deployment of the USAID funds 
meet with specafic requirements and criteria. Precautions 
such as const itut ing a separate bianch within SOFIDE to 
cater for iuch funds, operating separate bank accounts, etc 
would ha v to be takten into account for internal control 
re:asons to ensure that such funds notate. automatically 
absorbed in wiping out past deficits and bad debts currently 
existing at SOFIDE. A fteas bli, and practic,_l arrangement 
could be worked out ;ith SOFIDE bit this arrangement would 
give SOFIDE t he tnt ir, shar, at t lie ,MB act iv ty. Ar, 
improvement to ti1- 1rrangement woa.l!( b', t iInvalvt. tie othe: 
financia] ins t it ons too in ord'-i tr, get a bettei spread
and not limit coir.pe t lei. iHwece the IDA proposal menntioned 

i yVt 1 .i a le p'; IN]S1ic; 

6.2.3. 'U AN il t .ini *,t<,Aia , 

Va aious ,.,i guarantee mcthanisms can be established but it 
shou ld b': notteii t nat loan guarantees are only applicable 



6.2.4. 


6.2.5. 


6 2.6. 


6.2.7. 
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where credit risk, real or perceived, is a factor preventing

the flow of credit to the target sector.Loan guarantees will
 
not influence the availability of funds.
 

USAID guarantee - Letters of credit 

The SMBs are faced with particular problemsof not having

sufficient funds at the 
 time of opening letters of credit.-

Such funds are blocked for . several months between the
 
opening of the L.C. and the eventual processing and sale of
 
goods. USAID could play a useful role by guaranteeing the
 
availability of funds at the maturity of theoL.C.. In so
 
doing, the commercial banks could be encouraged into opening
 
L.C's without taking any provisions at source.
 

Technical 	and financial aid to existing Credit Unions (C.Us)
 

The C.Us 	 are capable of playing an important role towards
 
development of the SMBs. 
 The C.Us are, however, in urgent .. 
need of management and technical help in order to improve 
their own operational. efficiencies. . 

USAID can provide either technical help or depending on its
 
own human resources, finance the technical help needed.
 

Establishing Trading Cooperatives
 

USAID can direct its resources into establishing trading

cooperatives by grouping individual groups and business
 
units into larger SMBs. A number of such units work in
 
isolation but trade in potential marketable products. A
 
consolidation of their activities and 
 management would
 
create a more dynamic business with better prospects for
 
growth.
 

Economic and Financial Reforms
 

USAID could play a significant role in formulating policy

changes at Government level. Changes particularly at the
 
fiscal level deserve attention. Studies have already been
 
done identifying weaknesses in. the system. USAID should
 
consolidate results of findings and push for meaningful
 
policy changes.
 

Two fiscal areas which merit immediate reform and
 
consideration are:
 

6.2.7.1. 	 Exchange losses : The fiscal administration should
 
recognize exchange losses on a' downward,
r 

fluctuation of the Zaire currency on foreign 
currency loan accounts. This loss should be 
accepted even if settlement of the debt has not 

1> 	 L 
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been effected. (Losses should be reccgnized on an 
accounting basis (accruals concept) and not at a 
subsequent stage on cash settlement). 

6.2.7.2. Fixed assets revaluation : A new legislation needs
 
to be drawn up as, the previous law is no longer in 
appli-at ion. 

The above measures would prevent or reduce companies from 
decapitalizing at accelerating rates which is presently the
 
case.
 



CHAPTER 1: WORK PROGRAM AND METHODOLOGY
 

1. TERMS OF REFERENCE AND WORK ACCOMPLISHED
 

1.1. Terms of reference of the project
 

The "private sector strategy and pt'ogram design" project
 
covers three inter-related research 
elements which are documented
 
below.
 

The objective pursued was to provide USAID with the
 
necessary understanding and -background documentation on the
 
characteristics, operating mode and ' technical, financial and 
training constraints and needs that the small and medium private

enterprises in the manufacturing , and production sectors face in
 
Zaire to enable the agency to prepare an assi'tancei program in the
 
future.
 

The terms of reference of the three aspects of the study

carried out by COOPERS & LYBRAND are the follbwinq
 

1.1.1. Prepare private sector overview report
 
Ur 	 .
 

objectives 
 .
 

- Provide a private sector overview identifying , . S I. I 
practical .opportunities for V AID development 
initiatives. 

- Recommend practical action programs directly responsive K 
to these needs. 

scope 	of work.
 

- Carry out background economic and business research
 
focused on private sector development activiLies and
 
trends..
 

- Conduct private sector interviews and plant visits, and..
 
obtain-views of commercial and development baners.,
 

- Describe structure and.investment opportunities in key ..... 
S. 	 segments: agriculiure, agro-i:dustry, light industry
 

and services, including health.
 

- Develop private sector profiles for a ;cross section of
 
businesses in each of the major segments.
 

I
C&L 	
&ILI 
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Assess and prioritize private sector development needs, 
opportunit ies and successful strategies by seginent, 
geography, ownership and sizt. 

Recommend and prioritize USAID private sector 
development oppoG'tuniticu, strategies and initiatives 
which respond to identified needs. 

Ident ty majo r p! : cy reform areas and issues for 
stimulating private sector development. 

1.2. Conduct survey ot capital maikots, financial intermediaries
 
and management and assistance resources 

objectives 

- Describe the structure, strategies, weaknesses and 
utilization of capital markets, financial institutions 
aind business service organizations available in Zaire 
foi providing equity, loans and vorking capital 
financing for private sector de-velopment. 

scope of work
 

-	 Describe and evaluate capital markets. 

Evaluate and assess capabilities and involvement of
 
commercial and development banks in private sector 
development. 

Review impnrir,,: and actiVltifs of informal financial 
intermediaries-

Identify and assess capabilities of business advisory 
and assist;Incts ;t rvlces. 

.dentify major pol icy and regulatory issues in the 
fjnance and banking sectors which hamper private sector 
dev e 1opm nt. 

Draw conclus "ons and make recommenda t ions for 
involvement of fliiancial and services org anizations in 
USAID private, sector developm'ent program. 

.3. 	 Conduct privatte sector training and development needs and 
resources survey 

objectives 
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Assess private sector training and deve] opinent needs 
evaluate avaiilable resources and recommend strategi,?s 
and programs for supporting pivatte sector development. 

scope of work
 

- Draw conclusions of private sect, training and 
development needs from survy studies. 

- Identify and assesS capabilities of existing 
inst it, t i, ns de and outside Zaire, able to resnond 
to private sector trai nng an' d:velopmvint needs. 

- Draw conclins n ai.d m.iaku cozoend atlons for us ., )1. 
tralning and developruaut ins t it ut ions for pr imei 
sector d:velopment in such areas as feasibi ity 
analysis, systems dMsunn and inst allatien, t:chnicaI 
assistance, shot -tr-ii consult ancy nd spec]al Zea 
training courses, mendiui, and long-t-rm folma 1 training, 
and short-term resident internships. 

Rec o e,n(d c(7 t e,1nt dI Is e of il' 7-pr I vat,: s ctor 
seminars ' zaaft.: .; Ioiic- a.ind ,-nco-ragign poliy 
reforms. 

1.1.4. Definition of t researcl sampl, 

The study was to include a sample of smal and mdiedlum 
enterprises in three regions, namely tk-.. capital Kinshasa, Shaba and 
Bandundu. These regions were chosen by USAID since they are those 
where it pres ently concentrates its assistance. 

USAID'scope of work defined sma II and nedium-sie private

companies as local nverpr:ses of between 10 and 100 employees wih
 
fixed assets greatetr than I mi]llo" aires.
 

This cri t, rio is simrl,:i t t -r D 's definition of s:ial I and
 
medium--size biiness-.is in d.velopilq cotntries. Small 
 being dtCle ned 
as between 10 and 50 employees and medium as between 51 a:d 100 
employees. 

It wa:; questimable at the start that Zairian cmpanies of 
less than 10 employe.; could have I xed assets Jt this nagni tude 
outside the tradinq s',mo and thin was a widespra,.d ailllement to 
classify nanefartut-npi companies of less than 10 per mman,-nt -!pI oyees 
as cot thag- Iidiis t "1i's beloiguiq to the. "niu- struict'lied" ,ecenoy,-c 
sector. Both w"l specifically ,-Aldud fIn th stuoly. 

NI atI .1rttcI dy t W, ell t hf0 - I Ia I( Wns S I: t o.e ,
(number of employees, f ixed ast s and revue) in tA-, zai iian 
context had indeed evpr butei o,ndu,-tte t ,-t all ,w for I r pi ecisu 
definition of the slie crilteria. 

http:biiness-.is
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The scope of work also 'defined the following 7 economic
 
sectors to be included in the sample:
 

- Agro-industrial; 
' .7 

- Light manufacturing; 

- Construction; YI 

..
 

- "Traasport;
 

- Maintenance and repair; 

.9 

Training services;
 
Health care services.
 

The scj'ipe of work finally defined precisely the geographical

locations of tl~e companies to be studied, or:
 

- The city.1of Kinshasa; 
in BandunXu: The cities. of Kikwit, Idiofa, Bulungu, Masi

-.	 Manimba and Mangai;
 
in Shaba:' the cities of Lubumbashi, Likasi, Koiwezi, Kamina
 
and Kalenie.
 

The Terms of Refertrice of the -tudy are presented in Appendix 1.
 

.,; : • , ".. < .. • - '•'' " "
r'..,, ,._ :. '' " 	
• " 


° " ' . ' W" , ,I ,:..:. " , ; L. L •3 ,'

1.2. Problem in 	 ,
selectina the rg3,,red sample of SMBs and chanqe
"• ! - / :, , / ', v ' . L i.~ : .•: ' ~ i ;: // , .!L ,,::.,:¢,, i..LL /: : :::. - , " ...i'-, j - .) :, .II,L i ,:> illiy . /'K
" 

,,'!, - /!' /" ,.•: : ",. , f:''/"':-:. '' / ": '-," -':<:
,:.?"i ": .: /: 	 , : -_' ,
*inthe scope of work	 / ! , -L! ;./-:/, :.;!.5:1.:5?
 

'
 
: ,.:, i/, i•.<>/- ,-.,".,:''li".-Yi- . . i iL,< ,:.i 	 . .
- . , .YL
In the early course of the study, it a'ppeared-,:that:!/,):: i~" /, .' - " ,.::i:. '4 

and activities of the companies did vary greatly according to the 
geographical location. The research conducted during the orientation
 
phase, which was confirmed later on, demonstrated that the small and
 
medium businesses identified in the three regions were of a very

different nature. The Consultant found:
 

.the size
 

-	 a first' group in the main urban centers such as Kinshasa, 
Lubumbashi and, to a lesser extent, 
Likasi and Kolwezi;
 

-	 a second group outside the main urban centers. 

In the first group, it was possible to find companies in all
 
the major economic .The main reasons being that the
'sectors. 


companies located in the main urban centers have 
 a relatively easy
 
,access to: ~S
 

- a market for their inputs (energy, trailned employees, supply'
of goods and services);JI! 

- a sizable local market! 'for their production without undue 
transportation constraints and costs. 

In the. second group, Bandundu and 'Shaba "non-Gecamintes". 
'.both input and output markets ar~e'ey. limited 'and'the activity nf 



5
 

, 
* 

most companies was found to be restricted to trading and commerce, 
with an associated transport activity. 

Consequentely, the problem of selecting a sample of private 
companies meeting !the above-mentioned criteria differed with the 
geographical location: 

- in Kinshasa, there had been no difficulty in selecting a 
large enough sample of companies meeting the size criteria 
in all the manufacturing sectors defined; 

-

- in Lubumbashi, Likasi and Kolwezi, it has been possible to 
identify a sufficient number of private enterprises of more 
than 10 employees to select enough companies for interview 
in the light manufacturing, agro-industrial, construction 
and transport sectors. 

- in the two above-mentioned regions however, the Consultant 
experienced difficulties in. identifying enough private 
companies meeting the size criteria in the health care, and 
training sectors; 

- outside of these two regions, the research shcwed that a 
sample of companies"meeting the size and ' ecnn;imic sector 
criteria was all but impossible to identify within the time 
period of the study. A list of'. small and medium enterprises. 
identified in Bandundu and North-Shaba, classified by type 
of activity and size is presented Ii Appendix 2. 

The problem was submitted to USAID at an early stage of the 
research (April 30, 1987) arid the following suggestions for a slight'
change to the original Terms of Reference were presented: 

- to modify the geographical location criteria of the sample 
and restrict it to Kinshasa, Lubumbashi, -Likasi and Kolwezi. 
The number of companies 'interviewed in these cities !would 
consequentely be increased to'reach the agreed upon total of: 
between 80 and 150. This solution ' had the advantage of 
ensuring a more representative sample of companies surveyed; 

, 
9.' 

-
. 

to modify the economic sector criteria to include trading 
companies in the Bandundu and the "non-Gecamines" Shaba 
regions. This solution presented the problem of i-creasing 
the heterogeneity of the sample and to risk losing focus on 
adapted assistance recommendations; . 

to modify the size criteria to include "cottage-industries" 
Sof less than 10 employees in' the selected secors in the 

Bandundu and the "non-Gecamines" Shaba regions. This altern 
ative, however, would have required an increase in the 
budget since :tentailed the preparation of a specific 
interview questionnaire and additionnal background 

9"01C& 

9 ' ''9 

9 9 
" 

. " : . 
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new difficulties in identifying and

documentation, presents 


interviewing the entrepreneurs ard will certainly lead
most 


development of separate recommendations in terms of
 
to the 


an assistance strategy.
 

USAID agreed to change the original Scope of Work and opted
 

first alternative presented. Consequentely, the survey was
 for the 

betweuln


limited to manufacturing and production private companies of 

of Kinshasa and South-Shaba.10 and 100 employees in the regions 

1.3. Work accompli s_he-d 

section reviews the work accomplished by the Consultant
This 

used for the conduct of the data
 

and pr-sents the methodology 


collection phase of the pioject. 

of the project was
The research and analysis part 


May 4th and June 25th, 1987.
accomplished between 

1.3.1. Preliminary research 

a
research to identifyThe- Consultant made the following 

sample of small ard medium-sized private companies which fittd th 

original criteria of sector. size and geographical location defirnd 

Refero-nce prepared by USAID-Kinshasa.
in the Terms of 


- Documentary re-search. 

A number -)f documents were coilctetd and analyzed: 

- background documentation providt-d by IJSAID;
 
- "Annuairt des entreprist-s a1 Zaiv,=-n;1987", Editions ANEZA;
 

- "R6petolre K:1 oicis 198G", Editions HERHIES ENTREPRISES;
 
- "Conjoncture economiqe,- 1985-1588", Editions du Dipart &melt
 

1 - Td strie;de 1'Ecoriomie, Nationaijt dt( 
- "La relance de la pet:t t moyenmit entreprisL au Zaire", 

Actes du symposium organiste du 9 au 12-12-1985 pai le DEPAR-

ET DE L'INDUSTRTE avec it-TEMENT DE L'ECONOMIE NATIONALE 

[T(I.- I'ANEZA.
(-oncours do PIUD, dfl. 1'?NID 

- Preliminary in to-rvitws and con t acts
 
A serie of meting was held w th the ft;'iiwing individuals:
 

- Mr. THIRAN, Grneral Z 0,rttaiy -f ANEZA;
 
- Cit. LUPITO, As -;1staI ! t,-,11,- GCn.e.ral Manager of OPEZ;
 

- Mr. LEONARD (Geman teliii, al issistance), cit. 1-!ASALA and
 

a ma' i duCit. NTOYA in thDpitai ruep 

1'Indust rie;
 
Mrs. BONNET arid Ns. RAINA HO, Cep ratin e-Caa1;. (1 84
 
censuas of private.1nt el pi isk)-


Cit. MANDIANGIIJ, e i d(i ; Etlud(s, Dipart e.nt du Plan;
Di l'r-t 
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- Cit. WAWA, Direction de !a Diffusion et Coordination Statis
tique, Institut National de la Statistiquu (INS);
 

- representatives of van iUs savings and loans :(oop,:ratjj, 

based in Kinshasa, Bandundu and Shaba: CBZO, CEAC, UCCEC,
 
COOCEC-Shaba and members of the Canadian assistance team of
 
the "Soci6tt Financire Internationale Desardins";
 
representatives of the "Comitt: Evang6.ique d'Alliance au
 
Zaire" (church- sponsored credit o-,rganizat ion);
 
Mr. 7. PICTON, Director of the EEC representat ion;
 

- in-housk. research with t li, i.i stancto! COOPE, & LYBRAND's
 
Kinshasa and Lubumbashi of tlies5 nt a ft.
 

Diur ing this pro! imanv.' ph.i, -t h rs " C, t rot
interview quest i onma rs wrn il.S prepared and discussed with 
representat '.: s If USAID. Th(is,- Intervi w questIonnalr,:s ,'over the 
information s_ught from thez private sector S.N, th financial 
intermediarus and the training institutions. These qui-s tlnnaires 
are present,:d in Appendix 3. 

1.3.2. Conduct of the f eid research 

A number cf small and medium-sized private businessts (SMBs) 
which ;netet the criteria aof ci .e economic sector and og-qraphical 
location defined in the statement of work were identified in 
Kinshasa and "Geraminies'Shaba" (def ined as Lubumbashi , Ljkasi and 
Kolwezi) . 

1.3.2.1. 	 In Kinshasa, wi w,r ah e to list 112 companirs amouii 
which 40 to 0 -',, , at th , b ginning, !-- 11 r, , i f. , 

interview. 1h, nui .r- -of rom pani e s actaIIi ly 1nter''iwed 
increased (ji i nq tet cou s c of tie research sin': it 
was possiblo to ,d-ntrify n t,_rprinses Iit tig ;,he 
defined ryi svd mi t wr1a . 'rhi st ,1l, ss' f d by 

ecoIomic sectr - il d 'pai I Seset" 1d p at the 

end of this 	 L:haipt. ! . 

1.3.2.2. 	 In "Gwam'.i s'shaba" we identified iore than 5) private 
small and rieitdm i;: Ind istri, s :,te uingthe cr]tr-.a. 

1.3.2.3. 	 Il Bandind and (it.s id: 'Gecainons'Shaha'' no, comp;llfis 
were interviewed followilg the revision of the 'trn of 

Reference. ThO ompanis liditified in the 10 to 100 
permanent employees range: being almost ..:clusj vely in 
the trading or agr lii lure tconomi1 c suctors or 
conducted by em ttrt pre-nen rs working witl less than 10 
pertnantiit .mploy(.,es, and ill most cases will) less than 
5, in 'cottage-industries", all of "htih were exclded 
from the scop- of the study. 
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1.3.2.4. 	 More than 130 representatives ot private small and
 
medium industries were interviewed, in a large number
 
of cases twice, thtir manufacturing and production
 
premises were systematically visited and the data
 
collection questionnaire was completed by almost all
 
the persons contacte d. The information provted during 
those interviews and from the questionnaire i s analyzed 
in detail in chapter thiree of the present report and a 
standacdiurd 	 company profile has been pre-pared mostfor 
of the .ompanies. These- art- presented in Appendix 4. 

A stilar field resuarcn was c oductedUI r study of the 
characteristics of cap~tal and thethe market of financial sector in 
that ,:hey r <lared o tht .:rroit -r the constrints they pcose to the 
small and medium ,nt preneer . 

1.3.2.5. in the- non-strueturt-d financial intermediari s sector 
we were abi,- to identify and contact representatives of 
savings and 1oans cooperatives, cr,-dit unions and 
private money-Inid(rf . 

1.3.2.6. 	 R2pr se nt ast w'f: I o rerct al banks and other 
structurted fInauccai i ns .t lit os SOFIDE, 	 BCA, 5Z and 
donor agencies ror iinstance) were also contacted during
the colirs, of 'lt, !tdy 

The result of the research conducted in this sector is 
documented in the chapt r 4 of the pr-sent report. 

Finally, the pr:,itw and pub]ic, training institutions whose 
operations, resourc es, T)r(,grans and results were studied in detail 
have been as 	follows:
 

- CEPETED,;
 

- CADICEC
- INPP;
 
- CIDEY;
 
- Institit Slp,.rieur de:s Sciences du Travail (ISST);
 
- Centre de Perfectionne:,ent Administratif 
 (CPA); 
- Institut -airois de ihnaqm-nent (ZX 
- CENACOF.
 

The result of the r esearch conducted in this sector is 
documenteu d in the chapter 5 of the present report. 

O!&.L1
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2. METHODOLOGICAL ASPECTS
 

4. 2 Documentation base
 

Although a lot has been written on the small and medium
 
industrial enterprises, and a number conferences
of and seminars
 
held to discuss the problems that. this sector faces and to recommend "
 
actions for. improvement, very little in-the-field research has
 
actually been conducted and the documentation base is by and 'large

limited to generalities. 

2.1.1. Reliable•data on the characteristics and the operating,
 
managerial and financialiproblems of ,small and medium
 
industries is scarce, or too' general, to be-of real use
 
in designing a project truly adapted to the needs of
 
the sector.
 
The general background appears to be well known, and 
has made the subject of a number of articles but,.to 
our knowledge, .. work' has actuallyvery" little field 


,. taken place on the subject.'As a.consequence, the data
 
base is scanty,. of reliability or
*.questionable 


pertinence, and of little use for ,. 'the developmentof J
 
* action plans. No survey of the "operating and financial .. * 

characteristics of the'small and medium industries, of 
their production, provisioning, a'dmi nstrative, 
marketing, environmental (regulatory and otherwise) and 
financial problems, and- of' the, needs -for 
financial,
 

* managerial and te'chnical assistance, asstated by the
 
entrepreneurs, .has been conducted in any to 'depth be 
representative of the sample of industries. The only
field research we have identified, although .we have 
been unable to get a copy, only covered the need for 
management training of entrepreneurs in South-Shaba. 

2.1.2. Although the. organization and functioning *of the
 
capital market and the structured financial
 
intermediaries in Zaire have been thoroughly 
 and 
repeatedly researched, their impact on the small and
 
medium industry has largely been left undocumented. It
 
is worth noticing, 'for instance,''that although detailed (
statistics are available on the lending,'activities"of
 
commercial banks to the economic operators of this
 
country, neither the banks' themselves, nor the Central' .'' 

Bank or the Government 'or foreign. doo agencies

possess data, even general, on the loans made to the
 
small and medium industries These data are included in

broader statisti~cs such as those by. size of borrower,
including all economic activities, or those by econiomic 
sector, irrespective of size o r legal status of the 
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beneficiary. Nevertheless it is largely admitted that
 
small and medium industries represent a tiny percentage
 
of the lending activities of the financial intermed
iaries compared to agriculture, t rade and large 
industrial public or private companies. 

2.1.3. 	 A la.rge, and fast grow.ng, f inancidl sec tor , the Credit 
Unions Cooperatives, has not received ,iuch attention so 
far, and its role, problems and impact on the economy 
is yet to be researched and assessed in detail. 

2.1.4. 	 The lescript ,on of the organization, activities and 
resources, and the managerial and academic quality 
assessmest Mt oxistVng training institutions might have 
been performed for a number of them, bu!, these st id ts 
are usually difficult to obtain since they have been 
conducted under the sponsorship of a number f national 
or foreign agencies and organ] ::ations and nio a'.'nthesis 
of the exi sting documentat oni base ars , to our 
knowledge, over been publshed. Moreover , when a 
quaIi ty ev Jatoi has been mad,, it usually has been 
based on the research condlcted in the organization 
itself, and nt on data gathered from the 
benef ic aries, emploYees ''I :pio r; 

2.2. Problems in the definition of 'small and medium ont.erprises" 

An additional problem that all researchers face comes from
 
the fact that the criteria used to define the small and medium
 
enterprises sector are not completely satisfactory and involve a
 
great deal of heteiogeneity in the sampling and, consequentely, in 
the remu ts oif tht tact-finding se arch. 

2.2.1 	. Although the sampl oA compans surnvyed was selected 
according to the gelrally admitted size criteria of 10 
to 50 permanent employies for small enterprises, and 50 
to 100 for medium, the use cf this criteria introduced 
a large element of hetterogenelty in the results of the 
research, and will impact the development of recommend
at ions adapted to the needs Mf the various types of 
,nterprises. 

4.2.2. 	 The survey completed among a .ample of small and m-(ium 
enterprises in the manan ofat ur ng and production sectors 
of the economy, clearly IndIcate'; that the present 
laruely used dWfinhi ini of " mall and medium" is not 
really adequate, at I pI:t "i t icc Za n .n 'rcOI.xt. 
Manufacthur ng compwan s ha'., 11g1bet we-men 10 and :00 
per malest Pmployees have b-oo f ,uid to b ve ext remely 
di f fert.nt in t elm s of opel a t I gl (pr edu- ion and 



:. • 


2.2.3. 


* . . 

2.2.4. 


2.2.5. 


"'4' 

2.2.6. 


44'4sectors 


~CA&
 

ma ent) iand i al " r irements
.management) an fnancial: characteristics, requireet
 

and prospects.
 

The research po ints to the fact that, whatever "indu
strial" sub-sector they belong ..to, enterprises of
 
between 10 and (approximately) 30 employees have, in
 
general, the operating and financial characteristics of
 
the non-structured "cottage-industries" *and their
 
owiers-managers are more craftsmen than entrepreneurs.-

Above the 30 permanent employees level, the companies

usually have a number of characteristics which make
 
them far closer, albeit on a smaller scale, to large
 
private enterprises than to cottage-industries. In.
 
addition, the small and medium enterprises have so many

fundamental management and financial,*traits' in common
 
as to make the distinction between 'them; somewhat
 
meaningless for anything but identification purposes...
 

On the contrary, the 100 permanent employee mark 
defining medium-sized industry appears . to be too 
restrictive in a situation where labor is cheap and 
plentiful, mechanization is underdevelopped for a 
number of tasks requiring little skills and individual
 
productivity is judged, at least by the employers, to
 
be low. A number of companies employing between 100 and
 
200 employees could not reasonably be classified as
 
large companies if one looks at the complexity of their'
 
production process, their organization, 'management and
 
financial characteristics and their .acces , to the
 
financia- markets.
 

It is interesting to notice, furthermore, that the
 
industrial sub-sector is a determining factor of the
 
type of iompany-encountered. Generally speaking, in the 
sub-sectors producing final consumer goods, the private
enterprises are either cottage-industries . or large (by
african standards) companies while,. in the sub-sectors 
producing intermediate goods, one . encounters
cottage-industries but a 

'few
 

number of. small and medium,
and obviously also large, companies. In the first case 
we would " mention the bakeries, liquor and beverages,
garment manufacturing or .furniture making businesseSs 
for instance while, in the second group, we would cite
 
metal works, sawmills, textile or paint manufacturing
 
businesses.
 

.It. also' 'clearly appeared during:, the course obfthe
 
research that the construction and transport sub

have special characteristics of their own and
 
the enterprises surveyed in this sector introduced an
 
additional amount of heterogeneity in 'the survey
 
results.
 

- ---- --. 1
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2.2.7. 	 The design of assistance projects in the private sector 
of the economy should consequentely build upon clear 
objectives in terms of economIc Sct cr : primary, 
secondary and tertiary and, in some cases, sub-sectors 
like constructlon ur transport, but also in terms of 
the type I enterprises aims at : "Irom-and-popof it 
shops", cottage-industr-,s. :;mall arid medium, or largza 
enterprises. T yinc Oo I zi)ond t,) h", h"is Af too 
heterogeneous a svrl ot private ,o anYtrpr s,- swiT h onle 
pro) t.1 wi y as: each of "he '.'ir>< Il iquets 

and end up i Imp '-menl t :i !,a '-.t ttdice sI'; a;: 
resources anld PechaNrisms soli;tlor]s 

In the next six paqws w, pi snt h: lit of 33 snmall and 
medium private industr s :ncluded in the researcI s ample 9lass ified 
by sector of activity, :lze and go(graphical ]Ocation. 
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USAID PRIVATE SECTOR PROJECT DESIGN Ref: STAT
 
)Page 1 of 1
 

COPES & LYBRAND CLASSIFICATION OF THE COMPANIES Date: June 17, 1987
 

KINSHASA SHABA TOTAL
 
-SATA
MAIN SECTOR OF ACTIVITY 

<30 30 i <30 30 L <30 30 1 

PRODUCTION OFCONSUMER GODS 

Food products 1 3 4 4 4 8 5 7 12 
Hygiene and cosmetics 
Clothing 
Household requisites 
Household turniture 
Miscellaneous 

1 
3 
-
2 
2 

4 
2 
2 
4 
5 

5 
5 
2 
6 
7 

-
4 
-
1 
-

1 
2 
1 
2 
-

1 
6 
I 
3 

1 
7 
-
3 
2 

5 
4 
3 
6 
5 

6 
11 
3 
9 
7 

Sub-total: 9 20 29 9 10 19 18 30 48 

PRODUCTION OF INTERMEDIATE GOODS 

Food products - 2 2 - - - 2 2 
Textile 
 1 
 1 - - - 1 1 
Metal products 2 
 4 6 1 5 6 3 9 12

Wood products - 2 2 1 3 4 1 5 6 
Paper and cardboard 
 - 1 1 - 3 3 - 4 4
Construction mdterials 
 2 1 - 1 3 1 4 
Glass 
 - 1 1 - - - - 1 1
Plastics 
 - 3 3  - - J 3 
Paint 2 2 4 1 1 2 3 3 6 
Printing 2  2 2 2 2 4
 
Miscellaneous 
 2  - - - 2 - 2
 

Sub-total: 
 10 17 27 4 14 18 14 31 45
 

CON4STRUCTION AND TRANSPORT
 

Sub-total: 15 520 614 20 
 11 19 40
 

81 133 

N.B.: Companies are classified by number of permanent employees.
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USAID PRIVATE SECTOR PROJECT DESIGN 
 Ref: KIN
 - Page 1 of 3

COOPERS & LYBRAND LIST OF COMPANIES SURVEYED IN KINSHASA Date: June 17, 1987
 

REF 7 NAME MAIN ACTIVITY E DATE 

PRODUCTION OF CONSUMER GOODS (29)
 

Food products (4)
 
DIS Distribution Kinoise Bread and cakes 
 22 06/16

BIS BISCO-ZAIRE Biscuits 50 06/10

ACO ACOXA Candies, chewing-gum, milk 70 06/04
 
INT Interfruits Liquors 15 
 05/26
 

Hygienearid cosme t1 (5)

ELA ELAS 
 Soap 30 06/15

LAC LACOPA Cosmetics 100 05/27

PAR PARCOZAIRE Cosmetics 27 06/04

ALB ALBARAKA Toilet paper 
 37 06/04

LAP LAPHARZA Drugs 50 05/28
 

Clothing (5)
 
ATE ATENACO-LEVYTEX Ready-made garments 
 12 06/15

KED KEDAR Shoes 15 05/29

COP CORTHOZA Orthopedic shoes 11 06/08

JED JEDEX Underwear 96 06/18

TRI TRICOZAIRE Knitted wear 91 06/18
 

Household requisites (2)

MET METALU Aluminium pots and pans 82 06/03

SOZ SOZALU Aluminium pots and pans 30 06/16
 

Householdfurniture (6)
 

kC11 ACP-SAKU Kitchen furniture 115 06/15

DES DESIGN Modern style furniture 81 06/09

YNT INTERIOR Modern furniture and decoration 88 05/28
 
DIA DIAWA Carpentry and cabinet-making 16 06/10

DEK DEKA-MEUBLES Carpentry and cabinet-making 06/05

TAN TANGI-MOUSSE Foam and spring mattresses 57 06/12
 

Miscellaneous (7)

LAM LAMY "BIC" pens and razors 45 06/11

MAZ MAZADIS Zairian music records 37 05/27

ALP ALPHA & LUFF Plastic office supplies N/A 06/16

CAR CARTOZAIRE I School notebooks 46 
 06/04

MAS MASHI & Fils Blackboard chalk 18 05/29

SOC SOCICO Carment, Ice-cream, etc... 50 05/29

CEL CELYA Agricultural products 100 05/26
 

N.B.: E indicates the number of permanent employees.
 

C&
 



3 

15
 

USAID PRIVATE SECTOR PROJECT DESIGN 7PageRef: KIN
2 o 

COOPERS & LYBRAND LIST OF COMPANIES SURVEYED IN KINSHAS Date: June 17, 1987
 

REF NAME MAIN ACTIVITY E DATE
 

PRODUCTION OF INTERMEDIATEGOODS (27) 

I Food products (2)
LEZ LEZA Yeast 30 06/04
CMC C.M.C. Coffee roasting 34 06/11 

Textile (1)

FFR F.F.R. 
 Sewing thread 71 06/16
 

I Metal products (6)
AME AXEKIN Mechanical workshop 45 05/26

MAZ MAZAM'L Metal cabinets 50 06/18

TRA TRAMECOM Mechanical workshop 50 06/15

SCU SOUDOM Soldering wire 20 06/03

SOZ SOZABAT Car batteries 67 06/03

ARM ARMCO Steel pipes 
 17 06/17
 

Wood. products (2)
SOC SOCOBELAM Sawmill and Shipyard (metal) 
 140 06/04

LIG LIGNAKIN Plywood, 50 06/08
 

Paperand cardboard (1)

CAR CARTOZAIRE II Cardboarl boxes 
 59 06/04
 

Constiuction[ terials (3)

EFA EFABLO Bricks and bo'.d-stones 15 06/02

BRI BRIMBA Clay bricks N/A 06/06

ETE ETERNIT Fiber-cement 
 112 06/16
 

Glass (1)

ALL ALLGLASS-ZAIRE Plate-glass, Sheet-glass, Mirrors 46 
 05/28
 

Plastics ,J)

MUL MULTIPLAST Bottles, Jerrycans 70 
 05/27

POL POLYSAC Plastic bags 70 05/27

ZPL ZAIRE PLASTIQUE Plastic bottle-racks 48 ,.6/20
 

Paint (4)

GAM GAMMACOLOR Paint and lacquer 
 25 05/27

LAN LANGI-ZAIRE Paint and lacquer 30 06/08

DOM DOMBAZI Paint and lacquer 
 25 06/03

SON SONPEK Paint and lacquer 37 06/12
 

Printi ng (2)
TER TERRANOVA Printing-works 20 05/29
AET AETRAC Printing-works 18 05/29 

N.B.: E indicates the number of permanent employees.
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PRIVATE SECTOR PROJECT DESIGN __Ref: KIN
 
Page 3 of 3
 

COOPERS & LYBRAND LIST OF COMPANIES SURVEYED IN KINSHASA 
IDate. June 17, 1987
 

REP NAME 
 MAIN ACTIVITY E 
 DATE
 

PRODUCTION OF INTERMEDIATE GOODS (Cont'd)
 

Miscellaneous (2)SOR SORAMO Administrative ser-,ices 
 26 05/29

ELO Ets LO 
 Chemicals 
 N/A 06/11
 

CONSTRUCTION AND TRANS.PORT (20)
 

Pio PIOCHE 
 Building contractor 
 85 05/27
MAS MASSY 
 Building contractor 
 i 05/28
ETA ZAIRE-ETANCHEITE Water-tighLness and insulation 
 40 06/09

SEL SELE-SHABA 
 Road transport 
 14 06/04
DOV DOVELLE-N'KANDU 
 Road transport 
 ;4 06/10

BIK BIKY 
 Building contractor 
 15 06/05
COT COTRAGE 
 Building contractor 
 N/A 06/06

SIC SICORE 
 Building contractor 
 12 06/08

ENT ENTELKIN 
 Building contractor 
 12 06/09

AGI AGIMEX 
 Building contractor 
 20 06/10

PAK PAKAi 
 Building contractor 
 7 06/09

SET SETRACO 
 Building contractor 
 45 06/12

ACI A.C.I. 
 Electrical fitting-up 
 5 06/10
TRA TRAGEMA-ETRAZ 
 Civil engineering and construction 28 06/08

AUX AUXACOM 
 River transport 
 39 06/05
SOC SOCIMCOZA 
 Building contractor 
 8 06/11

SCOZ SOZECO 
 Building contractor 
 ii 06/12

ERC ERCO 
 Building contractor 
 27 06/11
ENT ENTREPRISE 
 Building contractor 
 105 06/1.0

COM COMPTOIR KINOIS 
 River transport 
 24 06/20
 

TOTAL INTERVIEWED: 76
 

NUMBER OF EMPLOYEES:
 
* Less than 30 : 34
 
* 30 and more : 38
 

N/A :4 

N.B.: E indicates the number of 
permanent employees.
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USAID PRIVATE SECTOR PROJECT DESIGN 
 Ref: SHA
 
Page 1 of 2
 

COOPERS & LYBRAND LIST OF COMPANIES SURVEYED IN SHABA 
 Date: June 17, 1987
 

REF NAME 
 MAIN ACTIVITY E 
 DATE
 

PRODUCTION OF CONSUMER GOODS (19)
 

Food products (8)
TAR TARICA 
 Corn flour 
 104 05/12
CR1 CRISTAL 
 Bread and cakes 
 40 05/18

LCL L.C.L. Sterilized milk, butter, 
cream 29 05/16

GEP GEPSY 
 Soft drinks 
 14 05/13
HU1 HUILZA 
 Oil 
 80 05/14

FFI FRIGO-MOERO 
 Freserved fish 
 18 05/14

OG COGETRA Ice-plant 
 60 05/18


ATO ATOMIC 
 Coffee roasting and ice--cream 13 05/19
 

lygiene _and cosmetics (1)
SAB SABUNI Soap 
 -26 05/18
 

Clothina (6)DIA DIANA Weaving and ready-made 31 05/13

TRI TRICOZA ieaving and ready-made 20 05/22

ROS Ets. ROSIER 
 Work clothes 
 52 05/18

CHA Ets. WA KUBIKUYU Shoes 
 19 05/14

SIR S.I.R. 
 Work shoes 
 20 05/14

SAV SAVA Leather goods 
 25 05/14
 

House old requisites (1)
SOT SOTRAL Aluminium and copper pots and pans 
 112 05/18
 

Household furniture (3)
ELI ELITEX Spring 
mattresses 
 92 05/19

NGO NGOIE MUTELE Carpentry and cabinet-making 55 05/26

KAL KALENGA TENBO 
 Carpentry and cabinet-making 15 05/19
 

PRODUCTION OF INTERMEDIATE GOODS (18)
 
Metal products (6)
 

SOM SOMETOLE 
 Steel products and corrugated iron 72 05/14

OU JOURET Miscellaneous; metal products 
 68 05/12


TEX TEXAL Foundry and metal works 
 39 05/21

CNS C.M.S. 
 Metal works 
 36 05/15
TM 
 T.D.M. Mechanical works 
 30 05/22

INC INCOMETAL 
 Nails, buckets, barbed & mesh wire 
 16 05/16
 

Wood products (4)
KAM KAMAREMBA 
 Sawmill 
 49 05/21

MAR MARUCCHI Sawmill, carpentry, building 112 05/19

SOZ SOZACOT Sawmill 
 85 05/15

KYU KYUBAKA 
 Sawmill, carpentry 
 20 05/15
 

N.B.: E indicates the number of 
permanent employees.
 

VI ! 
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USAID PRIVATE SECTOR PROJECT DESIGN Ref: SHA 
-Page 2 of 2 

COOPERS & LYBRAND LIST OF COMPANIES SURVEYED IN SHABA jDate: June 17, 1987 

REF NAME MAIN ACTIVITY E DATE 

pRODUCTION Of I NTERICEDIATE GOODS (Cont'd) 

Paper and cardboard (3) 
ASC ASCO Paper products 40 05/16
 
SAF SAFEM Paper and cardboard products 67 05/16

CAO CARTOZAIRE III Cardboard boxes 
 45 05/21
 

Build,ng materials (1)

LAF LA FATA Flooring-tiles 11 05/15
 

Paints (2)
ALP ALPHA Paints and lacquers 30 05/19

LAS LANGI SHABA Paints arid lacquers 18 05/15
 

Printing (2)
 
IMP IMPAZA Printing-works 12 05/13

INA INATRAP Printing-works 110 05/21
 

CONSTRUCTION AND TRANSPORT (20)
 

ECT E.C.T.M. Building contractor 50 05/14

BAM BAMPANGIDI Civil ivorks 60 
 05/15

BIO BI.O.KAM Building contractor 60 05/14

MUY MUYANGE MANGI Building contractor and Transport 40 05/15

PEU PEUTO Civil works and Transport 42 05/12

DIU DIUR Transport and Brick-making 55 05/15

ENK ENKIM 
 Building contractor and brick-mak. 17 05/13

KAS KASHALA Building contractor and Transport 37 05/14

NZA NZADJI Building contractor 45 05/13
 
MWA MWANDWE Building contractor 45 05/15

SAL SALA Transport 11 05/18

MAK MAKINA Transport 75 05/19
 
ETA 'ETAC Building contractor 86 05/18

MUK MUXAZ Building contractor and Transport 22 05/18

KAK KAKAKAJI Building contractor 46 05/19

KAM KAMUKA Building contractor 25 05/19

KAP KAPINDA Building contractor 50 05/18

KAZ KAZADI Building contractor and Transport 18 05/15

KAT KATSHIMBISHA Transport 
 30 05/15

TSH TSHIPOLA Building contractor 20 05/18
 

TOTAL INTERVIEWED: 57
 

NUMBER OF EMPLOYEES:
 
* Less than 30 19
 
* 30 and more 38
 

N.B.: E indicates the number of permanent employees.
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CHAPTER 2: ISSUES RELATIVE 
ENTERPRISES 

TO THE ASSISTANCE TO SMALL-SCALE ': 

I ' 

Small-scale enterpr,.Ses are increasingly recognized as 
having a rightful pla '.e in strategies for .socio-economic 
development. On a world-wide basis, these enterprises have been the 
target of substantial financial and technical assistance from
national and international development finance and technical
agencies, from aid program of more developed countries, and fromprivate voluntary agencies. -

A fair amount of evidence is ava'iiable on the role of small"enterprises in As'ian and Latin American countries, but much less is 
known about Africa. , 

Two questions arise from the attention to small enterprises: 

- First, is it justified in terms 
contribution in Africa ? 

of the potential~or actual 

Second, given the characteristics of. these enterprises in 
Africa, what measures can best enable them to take advantage
of their potential ? 

J 

The research' conducted in Zaire among a sample of small andmedium enterprises of the manufacturing and production sector was
designed to provide USAID with some answers,, backed by the
appropriate documentation, to these fundamental questions. 

1. POTENTIAL ECONOMIC DEVELOPMEN'T 
SECTOR 

ROLE OF THE SMALL ENTERPRISES 

In the post-independence period of the 1960s, policy andresearch in Africa focused .on expansion of large-scale, "modern" .

industry, especially to substitute for products imported from the
former colonial countries. Increasing . concern for the small
enterprises sector in ,the 1970s arose from several sources 'among
which a greater interest in aspects 'of development other than ' 
'investment and output growth, an increasingdissatisfaction with the
parastatal sector, rising emphasis 'on a' se]f-reliant ,approach'. o
development and the failure of past .industr{ial promotion policies to 
generate efficient, self-sustained growth. ' ' ' ' ' 

'Perhaps the most compelling: argumnent for ,small enterprise 
development'is that, at least in the present economic environment if 
not inherently, small enterprises are eefcno"n m . 
more efficient,' than, their large-scale counterpar,ts 'in the use of~all production inputs: labor, capital and materials. Import

-

'. 
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substitution industries were
that promoted through Government
 
incentives, capital subsidies, and 
 tariff 	 barriers are frequently

found to be large and highly capital-intensive, to operate at low
 
levels of total factor productivity, and to require substantial
 
physical and financial infrastructures.
 

Tt Is now widely recognized that a dynamic and growing small

enterprises sector can contribute to a 
wide range of development

objectives held 
 in -ommon by governments, donors, and international 
agencies. 

The purpost- ot ;i number of researches done in the past in
various African countries was to identify the key characteristics of 
the SME sector ii Africa, and particularly those of the small--scale
manufacturing sector, and ,evaluate 1.f they 	actually or potentially

favor the d v, lopm,:nt ,betives intended. 

Those obertties can be sumnaitiy presented as follows: 

- empl oyrnkn-It c,eal ]on, 
- efficien t us of resources,
 

mobilization of domestic savings and investments,
 
- expansion of the role of domestic entreprenehrs,
 
- training of managers and semi-skilled workers,
 
- use of local resourcs,
 
- more equitable income distribution, and
 
- growth of production oriented toward basic consumer goods.
 

1.1. 	 Employment has become i development issue in itself as it 
became apparent that the very small "modern" sector in
Africa could not absorb the burgeoning number of job
seekers, especially rural -.urban migrants. Although
individuall,, small in siZ ,t lt-2-iE, of ten provid, the bulk 
of employment in manufacturing, services and cnmmerce. 

1.2. 	 Economic growth in Aft la has been slowed by 1i(- low rates 
of domestic savings. Investment opportunitits in SMEs may
provide an incentive to savings since it constitutes an 
outlet for personal savings at relatively low income levels 
which w,-iud otherwiset go , d.u -rira: 


1.3. 	 In addition to growth of aggregate income, equitable
distribution of this income among the population has 
received increasing attention as 
a goal of development. SMEs
 
offer the possibilIty both of providing income the lowerto 
income population and of supplying t:heir needs . Large
import -subst it ut ion industries t-nd to produce pr imar iIy for 
re Ia tivel y hi ghe r -i ncom cons umers. 

1.4. 	 The desir,- to increase the role of nationals in ownership 

CALl
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2.1.3. The 
 industrial distribution of SMEs appears to be
 
somewhat different from that of large-scale firms, 
although they overlap at aggregate levels. Large-scale

private manufacturing 
in Africa is heavily concentrated
 
in food, beverages and tobacco, 
 and there is little
 
direct competition 
 between large and small enterprises 
in these sectors. Although textiles 
and apparels

usually become 
 a major modern manufacturing industry,
its production is concentrated in cloth, while SMEs 
produce mostly custom clothing which in most cases 
do
 
not even compete w' locally mass-produced clothing
for export . Wood p i .icts is another industry that is
often quite large in the "modern" as well as in the SME 
sectors, but generally bcause ,f sa mill .i rg and 
plywood-manufactuiring than furn it ure making. Metal 
working is 'he most important "hevy' Indust ry among
SMEs, and it aonotends to b, organi nore l: "modern" 
rather than "artisanal" i1nes. 

2.1.4. Even when large and small tirms produce substitutable 
products, they ar. nol always in dir, ct. compet J Ion.t 

For one thing, SMEs produ tis are of t,,n custm-made to 
individual orders and hence2 :ark, t.d l irec t I y by th
producer, whereas large-scalc products are mass
produced and marketed by whol,-alrs ind ,rtai lers. For 
another, the generally lowter quality and price of SME
goods enables them to supply thi, Iower-income market, 
which often cannot afford the cost of "modern" sector 
products. 

2.2. Ke_. common characteristics of African SMEs 

A number or studies demonstrate a pat tern of key
characteristics 
of the small enterprise secto in Africa. These

characteristics are discussed ii, that 
 they relate to the factors 
presented above.
 

2.2.1. Small firms, in general, la,-k acccss to institutional 
credit and incent ive scheme-;, while they are oft en ablI 
to pay workers (especially apprentices or temporary) 
less than the legal minimum wage. Large, "modern" 
sector firms, on the contrary, oten can brrrow capital 
at favorable interest rates, and may pay workers 
relatively high salaries to attract a :killd, stahlc 
work-foy ce. 

2.2.2. Data on total factor productivity in Aftican industries 
is virtually non-existent. Some evidence exist,
however, that small f-rms use capital more productively
than large ones. Since most entrepreneurs face much 

C' [L
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higher costs of borrowing capital, if they have access 
at all to credit, they would naturally tend to use it 
more produ-tively than do large investor!;. Although
lower labor productivity in small firms does appear to 
be generally offset by higher capital produc ivity, it 
is not clear, however, if the net result is greater or 
lower total factor productivity in terms of the true 
economic costs of these factors.
 

2.2.3. 	 Within the SHE sector, differences in the degree of
 
dependence on infrastructures are e:vident. Medium-scale 
firms are similar to larger ones in their dependence on 
public itilities, repair services, transport 
faci1li-,.s, industrial buildings. SmalIer ones,
however, generally provide their ,wn pwer , mechanical, 
hand or gneratoi , and can adapt relative.ly ,asily to 
different types ot location and shelter. 

2.2.4. SMEs are widely presumed to us, technologies that are 
less "niodern" than in large firms and that are more 
appropriate to local conditions. 

2.2.5. 	 SMEs are consistently descr i bd as i c tt1,t for 
indigenous ('ot repreneurshi p, in cont rast to the 
domi1natton or I arge-. sja !, prv;at o I du:;stry by ,orlgn
owned, o foreig-, anaged enterprises. In general it 
has been f ound that owners of small en! rpr ises in 
Africa originate from wi !hin the small enterprises 
sector, itihough as frequently from comme, rct: than from
manufacturing. A so rprising finding of many surveys 
conducted in A i(a is t be 1imi ted extent to which 
ski I Is learned in I arger fi rms form the basis of 
subsequent investment in small-scal, enter prises. 

2.2.6. 	 The level of formal educational atttai oment among sma]]
business proprietors art, quit, rud::t, altli',mqh is a 
group they reflect a highlr l e'] of foria l education 
than the population in gne1rall. Own, rs of :nterpri:es
particularly the more t.dItiona I small -scale 
activities are ge(I , ll i-ther c tilft .omen
entrepreneur!s who are techllcaly 1))of il1int in]the 
manufacturing pne- ss but lack Uxt ,n. , trailning in 
management, or merchant traders who usually have i ttie 
formal edlucation or techhic'al tra] iillg. 

2.2.7. 	 It is generally obse rved that SME!s art- no, managed as 
efficiently as they cold b, , etspoc 1111y in matters 
such as financial records and book-k, n L'argenpi. scale 
production reqilirec. trained, speciailiz,.d minagers and 
supervisors which, 
 in Africa, often means expatriates. 
Production skills also tend too be etnerated within the 

OU
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small scale sector, through on-the-job apprenticeship,
 

whereas large firms often depend on outside training.
 

2.2.8. 	 Investments in the SMEs are overwhelmingly financed by 

the personal savings ot the entrepreneurs, sometimes 

supplemented by loans from relatives. These savings 

often come from agriculture and trading, or ploughback. 

The paucity of funds obtained from commercial banks or 

public development agencies for initial cr continuing 
finance is striking. 

2.2.9. 	 It is commonly observed that SMEs provide much of the 
consumer goods demanded by the mediim or lower-income 
population whereas modern sector products are: 
disproportionately dLrct ed toward the upper-i ncome 
population. This fi, inq, iowever, is partly attri

butable to d If f en t consumpt.ion patterns across 

industries, part ly tl low-cost versus high-cost 
substitutes within an industry, and partly to quality 
dif ferences for a same pr oduct . The SME sector 
nevertheless -aters to a wide range of demand, since 
the quality and cost -f many custom-made products 
depend on the skill of the craftsman and the qua! Ity of 
the materials and production tools which it can afford.
 

2.2.10. 	 Subcontracting relatIionships between large and small 

firms seem to be rare in Africa. One reason might be 
the dominance in the modern private sector of foreign
owned import-substitution firms, which tend to import 
most of their inputs, and in the parastatal sector, a 

tendency to integrate activities as much as possible 

and to favor purchasing deals with foreign suppliers. 

2.2.11. 	 An important linkagu of the S.E sector to other sectors
 
is through 	 its use of raw materials. Agro-processing 
activities have a direct linkage to the agricultural 
sector, and SMEs sometimes have an advantage in 
utilizing and recuperating waste materials, often from 

large firms. The growth of large-scale industries also 
may generate additional demand for goods and services 
provided by certain small-scale industries primarily 
because the location of industrial sites draws wockeis 
away from 	 home and certain activities, such .s
 
clothing, food preparation, transport, construction,
 
may then be replaced by SMEs.
 

The field research conducted among a selection of small and
 
medium industries in the two surveyed regions of Zaire interestingly
 
supports most of these general findings as demonstrated in the
 
following chapter.
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CHAPTER 3: 	 OVERVIEW OF THE SMALL AND MEDITIM SCALE PRIVATE
 
MANUFACTURING SECTOR IN KINSHASA AND SOUTH SHABA
 

The objective of this chapter is to present the results of 
the field research conducted under the Terms of Reference of the 
"Private Sector Program Design" study based on a sample of 133 small 
and medium industries in the regions ot Kinshasa and South-Shaba. 

1. ORGANIZATION OF THE FINDINGS 

Although the research conducted in Kinshasa and South-Shaba 
is by no means exhaustive, it nevertheless covered a wide range of
 
enterprises, in terms of size and economic sector, and a fair number
 
of companies. The same detailed interview questionaire was used for
 
all the companies and, for a number of topics, the answers received
 
proved to be very similar from one enterprise to the other.
 

As a consequence, wk- bulieve that the sample surveyed is 
representative of the sector as ,a whole. and the results of the 
research are presented hereafter. 

In the analysis of the characteristics and present problems 
and needs of the sector, one should distinguish between: 

- the general characteristics and constraints which are common 
to all Zairian industrial enterprises, irrespective of the 
economic sector in which they operate, their sources of 
supply, their geographical location, or their size, 

- the characteristics and problems which are directly related 
to:
 
- the economic sector in which the company operates,
 
- the sources of supply of raw material,
 
- the geographical location of the company,
 
- the size of the enterprise.
 

- the individual characteristics and problems of the different 
firms. Case studies and company profiles for a number of 
different enterprises are presented hereafter. 

In the first chapter, we presented the list of companies 
included in the sample. These companies were classified by regional 
location, economic sector of activity and size. All of the companies 
mentioned were visited, an interview with the owner or manager was 
organized and a documentation questionaire was completed. 
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2. GENERAL CHARACTERISTICS AND PROBLEMS
 

2.1. Monetary depreciation
 

All Zairian companies have to face the 
 problem of the
 
national currency depreciation. This depreciation 
 remained
 
relatively moderate in 1984, 1935 and 1986, but 
 has been

acceleratin; brutally since the 
 end of 1986. The Zaire, in six
 
months, has lost approxinately tifty per cent 
of its value compared
 
to other foreign currencies.
 

The consequences (t this phenomenon are: 

- the extreme difficulty experienced by the industrial 
companles'managers to calculate a cost price which reflects
 
all of its components, and particularly the cost of supply
 
and the provisions for depreciation.
 

- in spite of this difficulty, the need to determine a selling
price which reflects the cost structure of the goods
produced and make the operat ion profitable. 

- the negative impact of the delay between, on the one hand,
 
the production of the goods and their 
invoicing and, on the
 
other hand, the collection of the payment by the 
customer.
 
Commercial credit 
has, in most cases, disappeared and is
 
replaced by a cash-on-order or cash-on-delivery policy.
 

- the fact that the Linancial statements of the enterprises 
have become almost meaningless since the fixed assets and
 
the corresponding provisionfor 
 depreciation and the 
inventory of goods and parts are not revalued. The operating
profit which is calculated is often fictitious and hides the 
decapitalization, in real terais, of the company. 

These consequences are made worse by certain aspects of 
the
 
existing economic regulations among which:
 

there is no fiscal advantage, although there are economic
 
ones which, unfortunately, are not understood by many
entrepreneurs given their level of management knowledge, in 
performing asset revaluation. The tax authorities reject the 
amortization on the revaluation and only accept the amorti
zation based on historic costs in the calculation of the
 
enterprises' opra"ing profits.
 

the previous law permitting revaluation with fiscal benefits
 
ceased to exist with effect on December 31st, 1985.
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the legal obligation to companies to calculate the cost
 
price of their products from the purchase cost of 
the latest
 
goods in stock, whatever the date at which those goods were
 
stocked.
 

The problem of the monetary depreciation is probably one of
 
the most, it not the most, harmful prob] em that the Zairian
 
industrial enterprises have to face. 

This monetary depreciation originates both from structural 
and from cyclical ,'auses. 

Structural ca(,ises are endogenous to the economic, social- and 
political si tulat in of Zaire. These structural causes are well
known, but it i.sstill useful to repeat them. 

They mainly, although not only, originate in the budgetary 
deficit of the State, which is itself a consequence of tht gap
between its collected resources and the cost of 
its yearly operation
 
and the result of unproductive past investme.nts. Present operating
 
expenses have to be met 
through the Bank of Zaire financing which 
occasions an inf lationary increase in the money supply and, 
indirectly, a shortage of credit made avai labl u to the economic 
operators through the commercial banking sector. Thet increase in 
money supply bears little relation to the increase in the Gross 
National Product and the unproductive past investments occasion, in 
spite of a trade balance which shows a surplus, a large deficit in 
the balance of payments which inevitably leads to a depreciation of 
tne Zaire currency with regard to foreign currencies. 

They also derive from the lack f diversification of the
 
officialy exported products generati nq foreign currency which are
 
recycled into the national economy. Gecamines' metal products share
 
now stands at roughly sixty percent of the total foreign currency

earned by the Republic while it stood at to
only thirty thirty-five
 
percent twenty-five years ago, at a time when petroleum products
 
were still not exported. This characteristics occasions an excessive
 
dependency of foreign exchange earnings on the world price of very

few commodities, that is to say on cyclical factors which are
 
exogenous to the national economy. However, the impact of these
 
factors are much felt sInce
that strongly the government
 
expenditures do not. vary much in relation to its income.
 

Obviously, the consequences cannot be- permanently addressed 
unless the causes of the phenomenon have been satisfactorily
 
resolved.
 

To try to assist the small and medium zairidn enterprises
 
without taking into account this fundamental aspect of their 
oper'ating environment is like implementing a fish-farm in a 
chemically polluted river 
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These problems are discussed and analyzed in greater detail
 
in the chapter devoted to the capital market and financial
 
intermediaries review.
 

2.2. Fiscal environment
 

All zairian industrial companies operating in the current
 
fiscal environment encounter a number of problems, both in terms of
 
direct and indirect taxation .
 

With respect to t he direct taxation, the major problem 
concerns the fact, that fixed assets revaluation does not bring any 
fiscal advantage, although monetary depreciation should make this 
operation systematic and permanent. As a consequence, a number of 
industrial companies dn not revalut, their fixed asse ts and their 
financial statements do not represent the reality of the ' results. 

With respect to the i ndirect taxation, we must distinguish 
between the import and export tax×tin (OFIDA), the internal opera
tions taxation (CCA, FCD taxes) and the- various local and national 
taxes:
 

- the problems caused by the OFIDA taxation vary with the 
nature of the activities performed by the different 
enterprises and their sources of supply. It is interesting 
to notice, however, that this taxation whose major objective 
should be -) encourage the development of the local 
production of goods through import tariffs and export incen
tives, often appeats to be designed less with this objective
 
in mind than with the maximization of the government's
 
fiscal receipts.
 

- the problems caused by the other taxes concern less their 
burden, than the proliferation of these taxes which 
occasion, for the industrial producers, d kind of "fiscal 
harassment". 

2.3. Regulatory environment
 

The problems occasioned by the monetzry and fiscal policies
 
are made more acute by a number of regulatory factors.
 

It can safely De said that the regulatory environment is not
 
particularly supportive to the small and medium enterprises, in
 
spite of official statements stressing the recognition of the
 
importance of the sector and the preoccupation of the government for
 
its well-being.
 



29
 

2.3.1. 	 The first problem is the well-known inefficiency of a
 
number of public organizations which are more than
 
often characterized by overstafttng, whose civil
 
servants are notoriously underpaid, often poorly
 
qualified and somet imes corrupt. The administrative 
"jungle" which results trom these factors presides over 
a multatiide of obscure and ot ten contradictory regu-
Sat ions, in wh ich th, sIgh te1,;t step, to obtain an 

otficia;I documentt or author izat ion tor instance, is 
always t.i usually 	 andLT.- consuming, frustrating 
sometimue; expeIew.e 

2.3.2. 	 The actual impact on the economic operators is diverse 
however. For instance, some might take advantage of the 
situation to evade, to a varying extent, their fiscal 
burden while other are hurt by the illegal import of 
goods in direct competition with their own locally 
manufactured products. The control of some important 
economic operations, such as coffee and diamond exports 
or second-hand clothes and textile imports for instan
ce, becomes in illusion. 

2.3.3. 	 Similarly, one can mention the restrictions to the free 
circulation of the persons and the goods which result 
from a number of haphazard controls, inside the country 
and at its borders. These hindrances add to the trans
portation costs and delays which already result from
 
the size ot the country and the condition of its road
 
and rail nietwork.
 

2.3.4. 	 The secohd problem comes, in spite of the official 
tenet of "lib6ralisme concert6" (concerted liberalism), 
from what has been for a number of years the increasing
 
involvement of the State in a growing number of
 
economic sectors and activities.
 

2.3.5. 	 This involvement has been characterized in the past by 
the promotion of a number of sometimes un-economic and 
often unprofitable indistrial and infrastructure 
investments. It can still be seen in the proliferation 
of a number of puolic agencies or parastatal 
organizations which intend, at different degrees, to 
assist, stimulate, coordinate, orient, control and
 
finally direct most aspects of the economic life. These
 
organizations are often extremely bureaucratic in their
 
staffing, outlook and operating mode and they
 
trequentl' have operat2ng costs "ihich bear lit tle 
relation to the amount of work actually performed or to 
the results they obtain, when they do not constitute an 
hindrance to the operation of the private economic
 
activit;es.
 

K.-----___ZtL 



30 

As a matter of fact, a large proportion of small and medium
 
businessmen interviewed claimed to be routinely subject to all sorts
 
of controls and interferences from official agencies' represen
tatives which, in their view, amount to harassment.
 

2.3.6. 	 The third problem originates from the tightness of the 
banking market. foi short--term credit and from the fact 
that there is no financial market for med rumand long
term funds. 

2.3.7. 	 The inadequacy of the- supply o shor t- ter,i funds 
through the commercial banks is a direct result of the 
policies implemented by the Central Bank. These 
policies, such as the r1.serve requirement, intend to 
compensate tor the in !atm.1onary nature of the role 
played by the Central Bank in financing the government 
budget delicit but prevents the: bankinq sector to play 
its normal rolt: of protitable recycling of short term 
liquidit 2es throigh the economy. 

2.3.8. 	 This negative factor is amplified by the chronic 
shortage of foreign exchange which are made available 
to the banks. 

2.3.9. 	 The absence at a iitnancii market tor medium and long 
term funds irimarily re.rults from the lack of real 
incentive for initernational risk capital to be invested
 
in Zaire, or from the percept ion their potenitial 
investors carry of the economic and political outlook 
of this country. Although no figures are available on 
zairian owned capital abroad, it -s nevrtheless widely 
believed that wealthy nat ionals share the same reser
vation; as Loreii n invtestors and that the former are 
recycl inq : Ii1 mit ed amount of t he r potentially 
available f und:; in I he !conomiy of tihe i country. 

2.3.10. 	 Finally, except f or :OFIDE whose funds art_ limited and 
originate for the ,ios;t part from tote gn bilateral or 
multilateral assigtanc, sources, there is no investment 
bank in Zairt whi.ch could _.ncourage long term private 
capital to be invested ck recycled in this country. 

2.4. Institutional e.nvio najent 

A imber of institutions exist in Zaire which claim to work 
for the pimot ion of the small and medium enterprises and for the 
satisfact lon of some of their most crucial technical, financial a I 
training nt!eeds. 

(( ____ 
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The major institutions, outside the training organizations
 
which are reviewed in a specific -ection of this report, are the
 
"Office de Promotion des Petites et Moyennes Entreprises Zairoises"
 
(OPEZ) and the "Association Nationale des Entreprises du Zaire"
 
(ANEZA).
 

2.4.1. 	 Office de Promotion des Petites et Moyennes Entreprises
 
Zalross
 

The "Oftice de Promotion des Petites et Moyennes Entreprises
Zairoises" (OPEZ) was established in 1973 by the Government to 
provide:
 

- tuchnical atssance to smiaiI and medium enterprises i-n 
equ i pment -ho ice, -1ivest men t analysis and new equipment 
installat ion, 

- consulting ass; l .illc'. oil managerial Ind operational issues 
for small and nedlum b ;iusi sses, 

- managerial training to promoters and their staff, and 
assistance in pre p.a,ring feasibility studies for investors 
and for firms ipplying for benefits under the Investment 
Code and the 	 _]lia aiitte Wuid. 

2.4.1.1. 	 Although OPEZ sta-irted with about eighty staff members, 
it soon proved Inabie to fulfill its role as promoter 
of small and medium zairian enterprises because the 
Government never actually contributed the necessary and 
planned funds to the institution's budget and the ten 
percent of thi pt ent tax, which regional governments 
were obligated to pass to OPEZ, was in fact never given 
to that 	 list itlit ionl. 

2.4.1.2. 	 Given thek paucity of its financial resources, OPEZ 
concentrated its5;first effort!; on preparing feasibility 
studies for clien t companies on request . Due to lack of 
discrimination ill the S I (c t I olcf the investment 
projects subm itt ed for st 1dy , and to inadequate colla
teral, only about ten percent of these efforts resulted 
in actual investments. 

2.4.1.3. 	 The Guarantete Fund on which a number of potential 
investor; wer also coun t ing was at the time not 
operational tn thur. 

2.4.1.4. 	 In addition, the effective role that such an official 
agency might actually be able to play can be questioned 
in the first place in view of the traditional attitude 
of entrepreneurs towards the Administration and its 
civil servants.
 

[1ji
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2.4.1.5. 	 As a result of 
 these factors, OPEZ could not fulfill 
its assigned role and the institution's affiliates, 
which numbered nine hundred in 1979, tell to one 
hundred and fifty one by December 1982. during 1983,
salaries for professionals could riot be met an. all the 
analysts resigned to join other organizations. Funds 
from donor agencies such as UNIDO also dried up and 
OPEZ lost most of the little reputation it had as an 
agency for small business aevelopment. 

2.4.1.6. 	 In 1935, the Government renewed its interest in OPEZ,
 
reorganized the management, 
 about thirly new
 
professionals were recruited and the Guarantee Fund 
became operational . It now regularly cotibutes funds 
but these still cover only about fifty percent of the 
operai.ing expenses. 

In spite of the recent 	 improvements, most entrepreneurs 
remain highly skeptical about OPEZ's actual potential for help, when
 
they are not downcight critical of its efficiency and the results
 
produced so far. This image will 
have to be changed before OPEZ can
 
perform its mandate satisfactorily.
 

2.4.2. Association Nationale des Entreprises du Zaire 

The "Association Nationale des Entreprises du Zaire"
 
(ANEZA), which is Zaire's only Chamber 
 of Commerce, was founded in
 
1973 as an association of Zairian employers to:
 

- inform members of ritgulatons affecting their businesses and 
of policy and adminastrat ve changes, 

- represent and defend the interests of Zairian enterprises in 
all forms, including the formulation and implementation of 
Government policies, and 

- promote a harmonious relationship between firms, employees 
and other agencies. 

2.4.2.1. 	 ANEZA has eight rveqioial and thirty nine sub-regional
off ices spread throughout the country employing at 
least one permanent profess ionnal ach in addition to 
its Kinshasa headquarters which iincludes thirty eight 
professionals. 

2.4.2.2. 	 In November 1986, ANEZA memb:rshilp stood at 3,215. 
About eighty percent of the members are classified as 
small and mediui, en(curprls s, a quarter of whom are in 
production and the remaining mostly in trade. 

2.4.2.3. 	 ANEZA's principal strength deriv,:s from its financial 
resources and independance. Its budget from membership
fees stood at US $ 1.8 millions in 1986. In addition 
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it was able to attract the technical and financial
 
interest of a number of foreign donor agencies such as
 
the World Bank, UNIDO, the EEC and the French "Fonds 
d'Aide et de Coop6ration" (FAC). 

2.4.2.4. One of ANEZA' seven departments is specif cal ly in, 
charge of small and medium businesses. It was 
established in 1985 to improve the services and support 
that ANEZA provides to its sinall and medium busi nessmen 
members.
 

2.4.2.5. So ft r, with e.spect I o sima Ii and mied iu hib i ,ss 
ANEZA has provided s uppo t for a four --year UNDP 
technical assistance project in K(iv and i twe)-year EEC 
management ass2 stanc ) oj tC t Iin Shaia . A t'h tee-year 

technical assistance projet-! funded by thne FAC to the 
amount of 13.1 million French Francs; s ;clheduied to 
star': in 1987 

In spite of this fairly good record for a newly established 
department, it was surprising to learn through the survey that a 
large number of entrepreneurs were not impressed by ANEZA's ictual 
results in defendi,,g it.s small and Medium illdust r; :il lle beir and by 
its contribution to their developmtent. Most b e; ;niii'n itervlew.-d 
declared thal ANEZA I s motoe preoccupied by lt needi s of I tf- larqe 
.companies and commuLeicail member; than by the problems of thte- small 
and-medium ndust rial members and that implementat ion of tanqgihlhe 
actions seldom follows the nmuLm/oLis< di.sCusSions held and documents 
p oducud. 

However, it I!; f a r to say thaI ANEKA polt, t a I lr
 
assistance is, probably than e
bette, , ved by th0 indust Io
 
entrepreneurs. They u1sualy st ress th: need for Iinancia]i s ss tance
 
which is not real y an organization I ike ANEZA's role, while they
 
often forget the useful actions which it: can play in such sectc rs as 
managetnent and technical traiining for l.n.staice. 

In conclusion it can Ie said that, although a lot of lip
service is be ing paid in favor of the small and mediuin enterprise 
sector and the role it plays in the economy, very lit tl seems to 
have been done, in actual terms, to he1p the local entrepreneurs 
operate and develop their buineses 

3. CHARACTERISTICS RELATED TO THE ECONOMIC SECTOF OF ACTIVITY 

The characteristics anid problems which are related to the 
ecoromic sector of activity in which the company operates are best 
approached in terms of market.
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In this matter, some fundamental trends seem to exist in

Zaire and they would 
 explain why different economic activities are
 
likely to experience either expansion or decline.
 

Among those trends one can mention:
 

- the demographic explosion of 
the city of Kinshasa.
 

- the increasing difficulty, due to transport, to market the 
produced goods in vast regions of Zaj.re (Shabian producers
 
are more and more limited to the market of the urban centers
 
of the region for instance).
 

- the continuous decline of the population's purchasing power
which favors the consumption of low-quality goods (second
hand clothes versus garment, plastic versus leather shoes 
for instance). 

- the change in dietary habits which, for some food products,

favors imported 
 goods (wheat 	versus cassava in Kinshasa for
 
instance). 

According to these trends, it is possible to classify the
 
industrial sectors which are 
likely to experience:
 

- expansion and growth such as production of basic food 
products, soap and drugs, plastic shoes and most of the
 
essential low unit cost consumer 
goods.
 

- decline such as manufacturing of ready-made clothing
(competition from second-hand clothes). fiber-cement 	roofing

(competition 	from corrugated iron) 
 and most of the medium
quality consumer goods. 

or 
those for which the market trends cannot be used as indicators of
 
the future 	 of the enterprises: most intermediate goods where, in
 
terms of 
type of goods produced and market niche, heterogeneity is a
 
fundamental characteristics.
 

3.1. 	 All entrepreneurs interviewed mentioned the decrease of
 
the population's purchasing power 
as a serious problem

for the local industry, although the research shows
 
that the impact varies greatly from sector to sector.
 
Hardest hit seem to be the companies manufacturing

mediun-quality consumer 
 goods such as ready-made

clothing, shoes and furniture. Companies producing the
 
essential consumer goods 
 present a more diversified
 
picture and, 
 in tbeir case, it is difficult to assess
 
if their problems stei: from the market aspects or from
 
other factors such a, the competition of large firms.
 
Bakeries would be a guod example the
of latter firms.
 
Companies producing intermediate goods, i.e. goods used
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in the production process of other industries or firms,
 
do not present a consistent encuqh picture on this 
point to pass a judgment, although a number did mention 
shrinkage of their solvent market as one of their
 
problems. The construction companies of Kinshasa face 
a
 
different problem. Apparently they are less affected by 
the lack of potential customers, since most are 
convinced that a lot of building is still taking place
in the capital, as by th,2 absence of regulation of. the 
profession and the loss, to "amateurs" and not
registered individuals, of a large portion of the 
solvent market. This aspect is also of concern to the 
printing shops sector. 

3.2. 	 For a number of companies the decrease ot the 
populatIoN' s purchasinlg power and consequent ely of 
their solvent market also explain the present status of 
equipment u~der-utilization. The large increases in 
revenues cver the past three years indicated in the 
survey by a number of companies should not be 
misleading on the actual results since those figures 
a:e expressed in current Zaires. Monetary depreciation 
tends, at first glance, to hide the fact that the 
production might, in fact, have decreased. 

3.3. 	 Tne impact ot the decrease in the purchasing power of 
th2 customers of the local industries is certainly made 
worse by the fact that almost no company, at present,
 
extends credit 
to private customers. This cash-on-order 
or cash-on-delivery policy is a direct conse-quence of 
the monetary depreciation which makes carrying receiva
bles for any period of tire extremely expensive. A
 
number of entrepreneurs admitted to the that
fact they 
have been experiencing some decrease in their sales 
since they implemented this policy, but all mentioned 
it was also an essential requirement for their very 
survival. 

3.4. 	 In addition to the generally admitted decrease of
 
purchasing power of the majority of the population, a
 
number of local industries also suffer from the
 
competition of imported products. We 
found a number of
 
cases where the import duty tax is a disincentive to 
local production since the duty applicable to the raw 
material is, in some instances, lower than the duty 
applicable to the finished product. In addition, it is 
a well-known fact that foreign producers tend to export 
those goods which, tor any number of reasons, cannot be 
sold on their usual market, to countries such as Zaire 
at a very low price, sometimes at the marginal cost of
 
their (large serie) production. Local industry, which
 
in the first place might produce the same goods more
 

iK72UL
 



36
 

expensively because of economies of scale and other
 
factors, obviously cannot compete on such a basis
 
unless it enjoys protection from such practices,
 
through heavy import duties for instance. But, in
 
addition to other limiting factors, it is generally
 
recognized that custom tax enforcement is not pursued
 
as effectively as it should in this country and that a
 
number of importers evade those taxes, even if they do
 
not evade the custom officials' attention.
 

3.r. 	 Established companies suffer greatly from the "unfair
 
advantage" which characterizes the importers'way of
 
doing business in this country and which allows them to
 
undercut, for a number of goods, the local producer.
 
Establlshed industries importing material are
raw far
 
more likely to be subject to control on their
 
purchasing invoices by tax collectors and custom duty
 
officers than a number of importers with no fixed
 
premises and hard-to-locate inventories.
 

3.6. 	 Producers of intermediate goods are more and more
 
undercut by importers on the parastatals and big

wholesalers' market. They usually have a higher unit
 
profit margin, less constraints for accounting and
 
lower overheads, when the custom duties are not
 
outright Incouraging use of imported goods (paper
 
versus school notebook for instance). Questionable
 
purchasing deals and lowest-bidder rule increasingly
 
put established local industries at a disadvantage
 
vis-a-vis "one-shot" traders.
 

3.7. 	 Parastatals (Gecamines and SNCZ), although they are big
 
customers for locally produced goods, usually do not
 
program their purchases from local industries which
 
consequentely cannot organize their production and
 
invest in new equipment and are constantly facing
 
market instability. In a number of cases, the
 
industries cannot answer urgent requests and the
 
contract goes to the foreign supplier.
 

3.8. 	 The administrative cost of setting up a small business
 
is extremely low, if not nil, which allows a number of
 
people to use their gains made in other ventures,
 
usually trading or transport, to "try their hand" at
 
small-scale manufacturing. They purchase one or a few
 
second-hand machines, locate in a low-rent building (or
 
their own house), hire poorly-paid workers and start 
producing some goods. Usually no market research, or 
financial evaluation of the long-term viability of the 
venture is carried-out beforehand. In these conditions, 
we have found a relatively large number of small 
enterprises in difficulty after a few months, or years, 
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of operation. In the meantime, these 
 companies badly

disrupt the market 
 since they tend to undercut the
 
better-established companies, either because they badly
 
need to capture a market at any cost, or simply because
 
the cost-of-goods sold is not properly calculated. A
 
number of these entrepreneurs we interviewed which fall
 
in this category appeared to have a very short-term
 
vision of their manufacturing activity and 
reason more
 
like brokers, in search of a profitable (?) one-shot
 
deal, than like industrialists establishing the
 
organization and facilities required to 
serve a market
 
on a long-term basis.
 

3.9. It is questionable, in first
the place, whether a
 
number of the industrial activities can operate

profitably 
in this country without a strong, and
 
strictly enforced, protection. Although labor is cheap,

its productivity is questionable and a number of costs,
 
especially raw materials and transportation, are high.

The reachable and solvent 
 market is limited and
 
economies of scale hard reach
to within the national
 
borders. Export to neighbouring countries faces a
 
number of difficulties and resistance, and export to
 
industrialised countries 
 would require, among other
 
things, a quality and reliability of production that
 
these small industries have difficulties to reach and
 
to maintain. An economic research, which 
 falls outside
 
the mandate of this study, should be conducted to
 
clarify and support this point.
 

4. SOURCES AND AVAILABILITY OF SUPPLY
 

4.1. Source of su2ply of raw materials
 

The nature of the problems differs according to the major
 
source of supply of the companies: direct imports paid for in
 
foreign currency, imported goods paid in at
for Zaires a local
 
importer, or locally produced and purchased qoods paid for in local
 
currency.
 

When they import their own raw materials, the companies, to
 
obtain the letter of credit, must deposit at a commercial bank, the
 
amount equivalent, in local currency, 
 to the full amount of the

goods purchased in foreign currency. In addition, they must 
also
 
deposit an amount equivalent to eighty per cent of the import taxes
 
which would be due when the merchandise is delivered in the port of
 
entry. Those amounts are revised when 
 the bank actually opens the

letter of credit according to its availability of foreign currency,
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and when the goods are invoiced, according to the evolution, in the
 
meantime, of the Zaire currency.
 

Since the delay between the opening of the license and the
 
actual delivery of the goods is, in most cases, considerable (2 to 6
 
months) and since the national currency depreciates at a rapid pace,
 
the consequences for the small and medium businesses are:
 

- an important and costly cash lock--up for companies which,
 
traditionaly, are 
always facing working capital shortage.
 

- a considerable exchange "risk" (in fact a certainty of loss)
 
for partial letters of credit, while the commercial bank
 
can, in some cases, enjoy the benefit of the commercial
 
credit 
(30 to 90 days) granted by the foreign suppliers.
 

The local industries have to support the cost of a
 
relatively high level of current assets 
in the form of goods-to-be
delivered and inventories since they have 
 to remain at the minimum
 
level required to ensure continuity of production.
 

For foreign supplies purchased locally, the importer
 
supports the above-mentioned costs but 
these, plus the importer's
 
profit, are obviously passed on to the 
cstomer. In addition, the
 
purchaser cannot always rely on the availability of those goods

which are necessary to maintain its production.
 

For local goods, the unreliability and, increasingly, the
 
shortage of 
supply is a problem. Additional difficulties arise when
 
those local goods can be exported and earn the local producer some
 
foreign currency. If the price of those goods is increasing on the
 
world market, the local producers would rather export their
 
production than sell it to the local 
 industry. This constraint
 
occurs regularly for such goods as wood, 
 palm oil, rubber and
 
coffee.
 

4.1.1. 	 Import licence regulations are a huge financial
 
handicap for small businesses which have to deposit at
 
the bank 100 % ot the Letter of Credit amount in local
 
currency and 	80 % of 
the custom duties and usually have
 
to wait a number of months before receiving and
 
processing the goods and sell the final product (the
 
average delay between the opening of he import license 
and the delivery of goods is between three and five 
months) . The lock-up of capital cost and the 
uncertainty of the availability of foreign exchange at
 
the banks are critical constraints, especialiy since a
 
number of banks strongly suggest to the small and
 
medium businesses that they maintain funds in their
 
non-interest 	earning current accounts 
 if they want to
 
have access to foreign exchange when it becomes
 
available.
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4.1.2. 	 Disruption, cost and unavailability of supply of local
 
inputs for transformation 
(milk, cotton & oil, thread
 
for textile, etc...) forces, unwillingly, a number of
 
companies to increasingly rely on imports to keep 
on
 
operating.
 

4.2. Availability ot raw materials 

Almost all companies surveyed suffer from a shortage of raw 
materials and a large proportion operate their equipment at a very 
low utilization level. 

Lack of working rapi taI and foreign exchange, and for some 
companies, difficulties to find on the local market a regular and 
large enough supply of locally produced goods, are the major 
constraints. 

A number of industries were equipped years ago, when these
 
problems did not exist, or were not as acute, with machinery and 
equipment which is now, and in spite of its prosent condition, too 
largely dimensioned for the flow of supply it receives. 

This under-utili:ation of the xisting equipment has a very
negative impact on a number of companies' profitability. 

4.2.1. 	 Under-utilization of the existing industrial equipment 
is the result of a number of factors among which the 
shortage, scarcity and unreliability of suipply of raw 
material seems to be the most harmful. Small and medium 
industries experience greatt difficulties in self
financing (usually the only avenue open to them) a 
regular and important enough supply of ra materials to 
operate their equipment at full cap:Jcity. In addition, 
the shortage or unavailability of foreign exchange at 
the banks can often delay for long period of time the 
opening of cuntirmed Letters of Credit, even where the 
company has the necessary Zaire funds to cover the 
Letter of Credit and import duties provisions. 

4.2.2. 	 Entrepreneurs , who usually are prevented from 
temporarily laying-of f their workers for production 
reasons ("ch6mage technique"), tend to operate at a 
reduced capacity Vhen they expect supply shortages 
instead of closing the plant and reducing the overhead 
and fixed costs. 

4.2.3. 	 Obviously, the under-utilization of the. manufacturing 
equipment has a negative impact on profitability 
because it makes the break-even point higher. A number 



40
 

of companies have tried to reduce their overheads and
 
fixed costs, but this is possible to a limited extent
 
only. It is likely that, if one included the provision

for depreciation calculated on a replacement cost basis
 
as an element of cost in the operating statement, a
 
number of companies would be in a loss-making
 
situation
 

4.2.4. As 
a co 4uence, the small and medium industrial base
 
has proOdbly suffered from de-capitalization over the
 
past years.
 

5. GEOGRAPHICAL LOCATION
 

Industrial companies located in South-Shaba are facing

additional difficulties compared to those of Kinshasa for two main
 
reasons.
 

First, the Shaba market is less important and more "closed": 

- less important because of demographic factors: 600,000 in
habitants in Lubumbashi, more than 3,000,000 in Kinshasa, 
and because of the transport difficulties outside the main 
urban centers. 

- less "open" because of the existence of a company such as 
GECAMINFS which, with its 36,000 employees providing for the
 
w'ants of more than 230,000 people, occupies an almost
 
monopsonir situation ,n the intermediate and certain 
consumer goods markets. 

Secondly, indust ci ni companies in Shaba are farther from the
 
traditioninal sources of supply than companies in Kinshasa. To the
 
delivery delay of the imported goods up to Matadi, 
 one must add
 
roughly 
 three months between Matadi and Shaba. This factor explains
the existence of important trade relations with the Republic of
 
South Africa from which 
a great variety of goods can be delivered in
 
Shaba in less than two months. Disruption of theu trade relations
 
with this ,ountry would have catastrophic results for the local 
industry in Shaba.
 

Important differences in the problems and prospects of the 
enterprises suirveyed have been found 
to exist between Kinshasa and 
South-Shaba. The survey conducted among the private industrial 
entrepreneurs of these two regions ended up presenting, for both 
regions, a difficult economic situation which, however, was seen 
quite differently by the people concerned. Generally speaking, its 
perception by the Shabian entrepreneurs was far more morose and they 
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appeared to be far more disheartened than their counterparts in the
 
Kinshasa region.
 

The causes, real or psychological, for such differences can
 
tentatively be explained as follows in 
the absence of a specific
 
study on the subject.
 

5.1. 	 The sheer size and wealth ot the Kinshasa market, over 
a small area, is obviously much larger than in South-
Shaba, which probably allows more companies, in a 
greater number of industrial sectors, to reach the
"critical mass" required to operate, or to remain above 
the break-even point , even in the present depressed 
ecOlomic si Iliat
I011.
 

5.2. 	 The greater diversitication of the industrial 
activities Ili the capital city, combined with the fact 
that a close-knit community of entrepreneurs, like the 
one in South-Shaba, tends to carry the same view on 
economic mat ter , lessened the chance tha t, i n 
Kinshasa, a relat ively small sample of interviews would 
have hit. oil n di:;trial sectors il difficulty only and 
bias tht: ,vi-ra l tiiinllngs. The wider range of companies 
surveyed in Kinshasa allowed us to identify a number of 
companies 4hc h are,, do1ng Pqq to well 1 sec!(.ted 

industrial sub-sectors, whi I e ino compally existed in 
these seictors 1n Shaba . The overall picture is conseq
uently more balanced il Kinshasa although, in general, 
the same sectors are troubled in both Shaba and in 
Vi nshasa . 

5.3. 	 The visibility of small and medium industrial companies 
in Shaba is undoubtedly greater, possibly making for 
greater administrative harassment. This aspect was 
certainly mentioned more of ten as a constraint by 
entrepreneurs Ii )haba thain Iii Ki nshasa. 

5.4. 	 The access to local Dr imported supply of raw material 
is probably easier, faster, more diversified in origin 
and consequent ely less costly ill Kinshasa, through
better air connection, the river and the deep-sea port 
of Matadi , than in Shaba. Although the railway link 
with the Republic of South Africa, the main supplier of 
the industries of Shaba, is functioning quite well, the 
goods have to cross three border points, occasioning 
multiple cause! for delays, before teaching Lubumbashi. 

5.5. 	 To serve thf, same number of potential customers, 
enterprises in Shaba have to market their goods across 
far larger distamces on a road or railway network which 
is reputedly iln such a bad condition that few think it 
feasiblie or worth attempting. The break-even point is 
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probably higher-, or for a similar level of necessary

sales, more difficult to reach, for industries in Shaba
 
than for industries in Kinshasa since it appears that
 
costs 
 in Shaba are not significantly lo%er than in
 
Kinshasa. Indeed, 
for the supply of raw materials and
 
spare parts. they might be higher.
 

5.6. 	 In a number of production activities, the small and 
medium companies in South-Shab- Lace the competition of 
big parastatals which have their own workshops and do 
not pursue a systematic sub-contracting policy. 

5.7. 	 In soifne cases, the local producer faces the competition

of products directly importtd by the parastatals which,
for a number of reasuns, do not actively pursue a local 
purchase poli(:y. 

5.8. 	 Although difficult to estimate its r,,Iity or impact, a 
far larger number of Shabian entripreneurs mentioned 
the illegal 	 import of goods as a major constraint to 
their marketing efforts than 
 in Kinshasa. it is true
 
that it is probably easier to transport a wider range

of goods across the long border with 7amba than from 
Congo for instance. 

Access to official5.9. 	 or less so, foreign exchange
 
resources for 
 import of raw materials is probably

easier in Kinshasa which allows entrepreneurs to keep
 
on 
operating their businesz, although, in some cases,
 
at a high cost.
 

5.10. 	 Price sensitivity of consumers, or 
at least of a large

number of them, is probably lower in Kinshasa than in
 
Shaba where the situation is more monopsonic. 

5.11. 	 A number of companies 
 in Shaba have been over-reliant
 
on the big parastatals 
 market and appear to have
 
developed little marketing effort towards 
 other
 
potential clients.
 

5.12. 	 Since, in most banks, the decision process on credit 
and loan is centralied in Kinshasa, the source of
 
financing is 	probably more 
 limited for industries in
 
Shaba than for those of Kinshasa. The delays of 
the
 
decision process are long, 
 and clients in the capital

city might be served first when funds 
for credit become
 
available.
 

5.13. 	 The quality and the ease of communications with the 
suppliers represenc an advantage for entrepreneurs in
 
Kinshasa which is difficult to measure but is real.
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5.14. This last: advantage probably exists also for contacts 
with potentlal local or foreign investors. 

5.15. Finally it is widely believed, although to our 
knowledge it has never been scientifically researched, 
and even le:ss proved, that people in Kinshasa are far 
mc;re entrepreneurially-minded than in South-Shaba where 
it is sid that the big parastatals create a kind of
"welfare-state" elivi ronmet for a large segment of the 
populat ion.
 

6. SIZE OF THE ENTERPRISE
 

6.1. Definition of 
the "small and medium" enterprise
 

To adequately formulate the characteristics and problems

which are related to the size, independently of other factors such
 
as the sector in which they operate, the sources of cupply or the 
geographical location, of the small and medium enterprises in Zaire, 
one should in theory hive at one' s disposal a critter i a which could 
be used to fudge the "size" of a company, and to Identity pr-r'sely
those companies which fall 1In th, reearched cate:ory. 

A iiuiiiber, of su ch cr, t e a have been proposed: number of 
employees, revenut, valle of the fi.xed asstets, organization of the 
ownership and managemen t , etc... 

The Zairi an Investment Code, for instance, defines a small 
and medium enterprise as an enterprise: where the owner take- charge,
by himself, of the imain administrative and financial activities. The 
UNDP defines the s]ina I and medium enterprise 11 devolopping
countries as a coipany wh Ih employs bet ween 10 and 100 permanent
employees and SoFrDE refers to the employment criteria of between 5
and 100 persons and I- otht Crnteria such s the revenue and the 
net fixed assets. 

The I esearoh conducte d imong more than 130 enterpri.ses in 
Kinshasa and in South -Shaba demonstrates that the use of these 
definition, although it. cons t iit,s a good basis for a preliminary
selection, has to be completed by on-site visits and field survey. 

- the (le inition used in the Investment Code is, in fact, more 
applicable to cot tage-industries than to sina 11 and medium 
in(lstries. As soon as a company evolves from purely 
hand icraft , an organ i za t Iona I st ruc ttire emerges , at least in 
embryonic form, In the fir!; t stages of its deve.?lopment. 

- the number of permanent employees cri teria must be mit igated
by notions about the sector of activity iv which the company 

[ 1L 
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operates and the technological level of its production
 
process.
 

the financial criteria would probably be the most reliable
 
if they could be used. Unfortunately, they are usually not
 
known when the sample is being identified and the financial
 
data collected at the issue of the field study often remain
 
questionable, either because the real figures are not
 
provided or, when they are, because they are usually
 
economically meaningless even if on a strict accounting
 
point of vue they prove to be correct. 

6.2. Managem e n t 

The people who start their own businessqs are
 
"entrepreneurs" in the noble sense of 
the word, i.e. individuals for
 
which action tollows, and sometimes precedes, thought.
 

Th.-: attitude is a powerful stimulus for the maintenance and 
development of any teconomic activity but, to succeed in the long
term, it must b) completed by an aptitude to manage. 

"Nascun t or poet ac , tioLunt oratores"
 
(one is born a poet, one becomes a speaker)
 

A number of studies conducted in different environments 
prove that if people are gifted with an entrepreneurial spirit than 
cannot really be taught, on the contrary, they have to learn to 
become managers if their company is to grow and endure successfully 
over a certain size. 

The research demonstrates that size is definitely correlated 
with the financial management knowledge or aptitude of the owner in 
the sample surveyed. 

In a number of cases in the smallest companies, the owner
manager had little, if any, knowledge of the necessary accounting or 
financial techniques although he usuaily had a good grasp of the 
technical and commercial aspects of his operation. He usually cared 
for little in the finance sector but for the monthly cash-flow of 
his company and, even that, in the most informal and empirical way. 
If he used th, services of an accbuntant, it was generally to 
prepare the legally required yearly financial statements only. 

As size increased, we found companies with good accounting 
and financial maoiagement practices and, in some cases, even cost 
accounting sys t rrs. 

V___.
...
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6.2.1. 	 The survey has shown that enterprises below tho 
(somewhat arbitrary but consistent) 30-employees .,vel 
have a management more craftsman-like than business
like. The internal organization is informal, the owner
manager usually personally participates in the 
production process, the fixed 
 assets are very limited 
and consist mainly in the building which house the 
factory and often the owner's family, the type of 
machinery is technologically simple and could be 
characterized as powered hand-tools rather than 
industrial equipment and the book-keeping, if any, is 
limited to some cash--in/ cash-out books which are 
generally prepared and kept by the owner. These 
enterprises seldom use the banking services at all, 
except for opt.lnlg tlt' import Iicenc :s and for checking 
facilities since (a minority of) their clients pays by 
check. Usually the company maintains a strictly limited 
amount of its funds i Ih,: chtecking accounlt and most 
transactions 	 art, conduct l on a cash basls. 

6.2.2. 	 On the contrary, we have found that companias at or 
above the 30-employees l evel operate like real 
industrial enterprises and possess, even in embryonic 
form, most oI the management characteristics of the 
larger firms. The internal organization is structured, 
tile manager " who in some cases is a1 employee, devotes 
most of his time: to administration and to "marketing" 
and, when he is involved in the production process, it 
is clearly at the supervision level. The equipment is 
usually expensive and cannot be classified only as 
powered hand--tools, the production process is already 
somewhat complex and usually involves quite a few steps 
to prepare the finished product;, the product ion 
operations take place in industrial premises and there 
are offices for the administration. The company 
maitains a complete accounting record and sometimes 
other management systems (cost-accounting, inventory 
management, budgeting, etc..) which arc prepared by
clerks. The company uses some banking services over and 
above the import licence and checking facility, such as 
overdraft and open credit, sometimes short-term loans 
and documentary credit , mort- rarely still medium-term 
cred it. 

6.2.3. 	 In the smallest companies surveyed, the "industrial" 
activity is usually not. the only one conducted by the 
owner-manager. In a number of cases, he has other 
interests among whic:h trading is the most frequent. 
Conversely, the Iarq, o companies have usually one 
activity only. 
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6.2.4. 	 The research also showed that a number of the small
 
companies were started by individuals who made some
 
money in trading or transport and decided to produce
 
one or some of the goods they thought potentially
 
interesting. riot infrequentely, no technical, financial
 
or marketing study prepared the move and the investor
 
had no technical training in production. As a
 
consequence, we have found a number of companies just
 
surviving, or not operating any more.
 

6.3. Financing
 

Access to external financing also proved to be correlated to
 
the size of the companies surveyed.
 

One important reason why the smallest companies have a 
difficult access, i.f access at all, to external short, medium or 
long term fiinancinq res.des not so much ip the lac;: of real security 
that the entrepreneurs could pledge against a loain, as in the lack
 
of confidence their management knowledge antd style inspire the
 
bankers. To grant a loan request, commercial bankc will always look
 
for and require:
 

- that the small and medium euterprise makes use of some form 
of management control system, even if it is rudimentary. 

- that the request for financing be supported by a document 
which contains the justification of the loan and proofs of 
the enterprise's ability to repay it. 

6.3.1. 	 The reliabili'y of the financial data provided during 
the course of the research is, in a number of cases, 
highly questionable for two main reasons. In the 
small-st companies, the level of training in evten the 
most basic notions of accounting has been found 
extremely limited and, in some cases, absent. In 
addition, when this was not the case, the disclosure of 
real. financial figures to outsiders is usually not in 
the habit of entrepreneurs anywhere in thi world, and 
this country makes no exception. 

6.3.2. 	 A number of small entreprenvurs do not keep any kind of
 
accounting hooks, except a cash-book, and financial 
management appeared to be extremely limited. Most of 
these small firms are managed on a cash-in/cash-out 
basis, somewhat like a small retail shop would be. 
Although all registered companies are required by law 
to maintain a proper set ot accounts for fiscal 
reasons, those who do not usually rely on their ability 

L.y;
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to find "arrangements" with the rep'esentativ.-- of the
 

tax authorities to overcome their absence.
 

6.3.3. 	 In the larger firms, accounting books are regularly 
prepared but it is difficult to vouch for the 
reliability and completeness of their content. It is a 

well-known fact that a number of businesses, in al) 

sectors and of all sikes, are sometimes managed with 
two sets ot accounts and that tax evasion, although not 
restricted to Zaire, is probably conducted in a large 
scale inlthis countny. 

6.3.4. 	 In addition to this, a purely technical factor limits 
the meaning aind usef ulness of the financial statements, 
and especially the Balance Sheet, and this might impact 
on the possibility of a number of firms to get bank 
loans. Since no company s trveyed proceeded to an asset 
revaluation, based on the technical value of the equip
ment, or the market value of the buildings for insta
nce, they show a depreciated book value for their fixed 
assets which is usually very ,al I and their Balance 
Sheet statements is totally "unbalanctd'", leaving them 
with littl o r no opportunity to increase the liabi

lities'side of thei r Balance Sheet through short or 
long-term loans. 

6.3.5. 	 In spite of th . limiting factors, the attractiveness 
of a possibl, i..;:;istance project, and the fact that the 

research was mandated by a respected foreign agency ai.d 
not conducted with the part icipat ion of gover'nment 
representatives, prompted a number of entrepreneurs to 
open the I boo:s and provide as much finai:c:, a I 
information as they deem :d safe under the 
circumstances. In add, tion, the st Luctmre and content 
of the questiohaire used, and their experience in 
financial. management , I1Iowed the researchers to 
verify, to some extent. the qual ity aid the reliab'.ilty 
of the f i nauc I a. dat a . Consequentely, when the 

information collected was deemed reasonably accurate, 
company profiles were prepared to illustrate the 
present analysis of the sector. 

Another difficulty comes from the fact that, if the amount 
of external f inancing appears large to the entrepreneur, it is 
usually very small for the banker. The consequences are: 

that the financial intermediaries are reluctant to disperse 
their funds in a number of small loans which reqire, 
individually, the same amount of time, and ver.y often a 
greater deal of it , to study and to control than l rger 
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loans and consequentely increase the banks'administrative
 
costs.
 

that the entrepreneur himself often proves reluctant to 
engage the company in important operations whose issue is 
doubtful and which, due to the monetary depreciation, appear 
risky and costly. The interest rates, the administrative 
costs added by the bank and the cost of the risk of change 
coverage are considered by most entrepreneurs as excessive 
when the financing is in local or in foreign currency. In 
addition, entrepreneurs, which usually operate in a very 
unstable and insecure market environment and consequentely 
have irregular revenues over the time, are extremely 
reluctant to comm1t themselves to a fixed repayment 
schedule. 

6.3.6. Borrowing Lor any purpose is not viewe:d as a feasible 
solution in the present depresse.d economic situation. 
Entrepreneurs have to assume the lull risk associated 
with an insecure market environment where purchase 
orders and client payments are_ highly irregular and
 
almost impossible to program, while their treasury 
position seldom allows them to bear the high interest
 
and administrative cost of the loan (almost 42 %).
 

6.3.7. 	 Commercial banks only exceptiooallv offer short-term 
funds for inventory fi naniing because of the risk 
involved and their limited funds available for lending. 

6.3.8. 	 There is a deep and (;. :a' resentment towards the role 
dnd attitude ot th, a},-nking sector which in all 
entrepreneurs' opinion do not share the risk of doing 
private constructive busi.ness in Zaire. Entrepreneurs 
consider that the full cost of the banks'huge overhead 
is fully charged to theii custo.,ers with little or no 
efficiency effort, that the banks are too geared 
towards the needs of the Government and the parastatals 
to demonstrate real interest in the private industries, 
that bankers are overprotecting themselves (import 
licence coverage for instance) and that the services 
provided are minimal : no factoring although clients of 
industrial companies, such as parastatais, often are 
customers of the banks and the risk of default is 
minimal, no inventory lodged as security, or no invest
ment banking 	 for instance. 

With respect. to long-term financing, the commercial banks 
policy is to use their availablt funds, which are coming mostly from 
short-term or even sight deposits, to finance short-term commercial 
operations rather than long-term investments. Zaire does not have 

L(3 _4L
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any private investmevt bank apl this deficiency is only partially
 
overcome by SOFIDE. The small and medium enterprises are suffering
 
more than the large private companies or parastatals from this
 
situation since the latter 
 have an easier access to international
 
money markets and sources of funds.
 

6.3.9. 	 Few new investments of any magnitude appear to have
 
been made in the small and medium sized industries over
 
the past three years (period considered in the
 
interview ,uestionalre), although most entrepreneurs
 
have a numaer of projects they would like to realize,

either in the field of modernization or rehabilitation 
of existing equipment and production process, or in the 
development of new products. 

6.3.10. 	 Under-ut.. -ation of existing equipment is no incentive 
to modernizec, even if most entrepreneurs realize that, 
should they find the nece-ssary financing to do so, such 
a move would reduce their costs and lower their break
even point (after provision fir depreciation).
 

6.3.11. 	 Difficulty, if not outright impossibility, to obtain or
 
afford the cost: oZ long or even medium-term credit for
 
investment financing constitutes a major constraint for 
most industries. 

6.3.12. 	 Although SOFIDE has been iound to play a role in fixed
 
assets financing for small and medium sized industries, 
its impact falls short of the needs. In addition,
 
SOFIDE financing has, in the past, created serious
 
problems to beneficiaries since the risk of change is
 
fully borne by the borrower. There are tilks that the
 
Government will set up an exchange risk guarantee
 
scheme whereby the borrower would only be exposed to 
fifty per cent of the risk but this 7'heme is only in 
its inception phase. 

6.3.13. 	 Even if the commercial banks were genuinely interested
 
in providing medium and long term financing to small 
and medium industries, it is doubtful that, under the 
present circumstances and characterist ics of the 
capital market in Zaire, they could. Their credit 
ceiling is severely limited under the Bank of Zaire 
regulations and the deposits they get from savers is 
mostly short-term, or even demand deposits, which 
restricts them to lend long or medium for fear of 
unbalancinc their financial position. 

6.3.14. 	 In addition to this real technical constraint, it is 
certain that, in a situation where the demand for 
credit and funds is so much greater than the offer, 
banks are inclined to select the biggest clients first 

ir lj
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when they allocate their credits. Small and medium
 
businesses loans are more expensive to evaluate and
 
administer than bigger loans to large companies, and
 
the risk ot default is believed to be much greater.
 
Commercial banks, in this country, have a tradition of
 
serving the agricultural market (mostly plantations),
 
the import-export, brokera, , and trade activities and
 
the large private industrial companies almost
 
exclusively and the range of services perfori.; d on
 
behalf of their clients is very limited and un
imaginative and reflect this attitude. The lack of
 
importance that the small and medium industry represent

for the banks is demonstrated by the fact that no 
precise statistics of loans to this sector is 
available. 

6.4. Technical aspects
 

For the small as well as for the large industrial companies,
 
one can distinguish between three major types of production
 
techniques:
 

- mass production on a continuous basis. A specialized 
equipment, permanently located )n specially designed
 
premises, manufactures finished goods from a continuous flow
 
of raw materials. In this category would fall flour m~lling,
 
the production of plastic goods, of paint, of plywood,
 
etc...
 

- discontinuous production in a workshop. Here, the equipment
 
is generally not overly specialized (machine-tools) and can
 
be adapted to produce a number of diftk'rtnt items. In this
 
category would fall metal working, the proddction of
 
furniture, printing, etc...
 

- discontinuous production on-;ite. This would be the case of
 
the building contractors, the interior decorators, etc...
 

Each of these different production techniques creates, for
 
small and medium enterprises, problems such as training of the work
force, equipment maintenance, or modernization of the existing
 
machinery, which are related to the size of 
the company.
 

6.4.1. Training
 

Training is usually relatively simple in the companies

operating along mass production techniques with a specialized
 
equipment, more complex in others. In these last 
 cases, most small
 
and medium companies rely upon on-the-job training performed by the
 
old workers, foremen, or the manager himself.
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In addition, nost entrepreneurs distrust not only the type

of academic 
 and/or general technical training which characterizes
 
the existing outside training institutions, but also their internal
 
administrative efficiency.
 

6.4.1.1. 
 The results of the research conducted amongst the 130
 
odd companies of between 10 and 120 employees show that
 
entrepreneurs do not consider training as 
a crucial 
need, and training assistance as particularly
appealing. In the present circumstances, other types of 
assistance are judged to have a far higher priority. 

6.4.1.2. 	 Small and 
medium e-nterprjses seldom, if ever, use the 
servicks of the e:: .ting training organizations. Cost 
is not a limiting factor but confidence in their
 
ability to provide the type of technical and managerial 
training they would consider . Thoy usually have poora 
opiiion of the quality of the courses offered, arid of 
the personnel empl oyed maager.a itor the -, o these 
(mostly) public organizations. 

6.4.1.3. 	 When trainign n eds was mentioned at all in th,: course 
ot the interviews with the entrepreneurs, it usually
concerned on-the-job technical training for workers. 
However, most of the ruspondents considered that the 
kind of training they considerd most useful could not
 
be provided by the existing outside organilzations. They

reasonsed that, if the arofessional schools could not
 
produce, in a number of 
years, better technicians and
 
skilled-workers than 
 those they were recruiting on the 
labor market, the 
 chance that the existing training
 
organizations would do a better job in a few weeks or
 
months was pretty dim, especially since they consider 
that the management and resources (academic and
 
administrative) are basically similar. In addition, 
they considered that what they neee. is workers who know 
how to use efficiently the specific equipment which
 
they own and use in their plants rathe: than workers 
trained in the general aspects of a trade. Obviously,
 
this type of training would require highly supervised
tailor-made practical courses which would vary fiom 
company to company and a great 	 deal of resources in 
terms of a variety of equipment and machinery that no 
institution could probably afford.
 

6.4.1.4. 	 Since most untrepreneurs mentioned the "increasingly 
very poor quality" of the youngsters trained by the 
school system and looking for employment as clerks or 
workers as a real problem, they declared that they have 
to spend more and more time and resources to assume
 
themselves, through in-house 
 training accomplished by
 

- 711)
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their old workers, foremen and even managers, what they
 
consider to be the education sytem's responsibility.
 

6.4.1.5. Although this has seldom 
 been mentioned by the
 
entrepreneurs -.emselves, the results of the research
 
clearly demons.:-ate that there is a real, if not always
 
conscious, nt.:d for management, and especially
 
financial, trai. ng. The most helpful type of training,

however, would .ive to be very practical and directly

applicable by the entrepreneurs in the day-to-day
 
management of their company. The managers of small and
 
medium size companies probably need, and re
-. certainly 
more interested in, management tools than .ngeneral
management concepts and principles. This point was 

ailu:;tratedby the comments of a number of 
entrepreneurs whc, in the attendedpast, some courses
 
supposedly adapted to the needs of small and medium 
companies'managers. In an overwhelming number of cases, 
they declared that these courses, although sometimes 
intellectually interesting, proved later to be of no 
practical 'aiue to solve the problems they have to 
address in the running of the various aspects of their 
businesses. 

6.4.2. Equipment
 

Maintenance ., the equipment can create problems the
to 

small company if the machinery it uses is technologically complex or
 
sopnisticated. To overcome this problem, the 
 snall and medium
 
industries usually 
 prefer to use simple and technically proven
 
equipment whichl, in a numbcer of cases, 
they purchase second-hand.
 

The choice of a new equipment has to be related, in
 
continuous mass production, to the size of the small enterprise and
 
the market 
 it serves, or hope to reach, since the small enterprise
has little (financial) margin for error. As a consequence, most 
entrepreneurs favor the purchase of small second-hand units over the 
latest technology. 
Companies investing in this type of equipment, 
however, cannot take, advantage of the provisions of the Investment 
Code. 

The field research demonstrates also that, the smaller the 
company, the more overused and the more badly in need of replacement

its existing was. number of small
equipment A industries are
 
operating with machinery and vehicles which, in the first place, 
were purchased second-hand, have not since been properly malntained 
because the company prefered, or did not have any other choice but, 
to use its resouircus to purchase raw materials to keep on operating
and were often used far in excess of their technical specifications.
In addition, this equipment has usually been fully depreciated long 
ago while no provision for depreciation wert, made and, now, the 
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entrepreneur does not 
have the resources to replace it and keep on
 
using a badly dilapidated production tool.
 

6.4.2.1. Apart from 
 a few cases, the under-utilization of the
 
existing industrial equipment of 
 the small and medium
 
enterprises is general and serious. In our 
sample, more

than 90 % of the companies operated below
at 60 %
 
(effective) capacity, while the median 
was around 35 %.
The situation might even be it considers that
worse one 

there is already an important gap between the
 
theoretical capacity of 
the equipment and its effective
 
capacity, which takes into theaccount present
condition of the equipment. Apart from reasons linked
 
to the shrinkage of their market which did not appear
to be the most impo rtant, it appears that the 
industries'situation has deteriorated for a number of 
reasons among which, by ol-dr of importance: 

- the shortage of foreign exchange made available to
 
small 
and medium industries does not allow them to
 
purchase the necessary 
amount of raw materials
 
needed to operate at full capacity. 

- what little cash, or foreign exchange, the company 
can ;t , '_t genr!a 1 y uses to purchase raw 
materials instead 
 of spare parts for the
 
manufacturing equipment and rely, f r maintaining
the level of production, on tinkering rather than 
on the normal maintenance procedure. 

- the companies usually have not provisioned for 
depreciation (account ing-wise or economic-wise) 
for a number of 
 years, either because their 
equipment is old and fully depreciated and no
 
revaluation of assets has taken place, or because 
they want to keep their operating costs at a 
minimum in a highly competitive market, or again

because their treasury position is so tight that 
they cannot afford tonot plough-back into the 
day-to-day operation of the business all the cash
they should have laid aside as provision for 
depreciation.
 

very little medium or long term and affordable 
financing for rehabilitation or replacement of 
aged machinery is made available to the companies

which, as a consequence, keep on operating wl.th an 
old and 
 badly in need of repair equipment which 
often breaks down, thus lowering the utilization 
levej . 
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6.5. Marketing and sales
 

In this domain, the size of the company is not always a
 
handicap. On the contrary, it is often considered an asset, since it
 
allows the entrepreneur to react very quickly to market demands and
 
to serve a specialized market niche which is not interesting for the
 
larger companies. In addition, he can make the decisions required by
 
a change i;,The operating conditions and the environment of the
 
company much faster tL7 
v-,-'ild be possible in a big, more bureaucra-
tic, enterprise. 

factor 
This commercial flexibility is 
explaining the very survival 

probably 
of the 

one of the major 
small and medium 

enterprises sector. 

It is interesting to notice that, 
in a number of occasions,

the small industry has been created with the capital earned in 
trading by the present owne) -maiiager. This factor seems to be 
particularly frequent in sma l industries owned and managed by 
zairian nationals. 

A few commercial problems are nevertheless related to the
 
size of the small unterprises.
 

For obvious reasons, small enterprises experience more
 
difficulties than larger ones 
 for their supply of imported raw
 
materials. To the general consLraints mentioned in section five
 
above, small and 
 medium businesses experience an additional
 
constraint since, in the situation where banks experience a shortage

of foreign currency, it is likely that the large companies are
 
se'ved first.
 

Almost all companies visited requested working capital and 
better access to foreign eycharqre to allow them to rebuild their 
inventories of raw materials and operate their equipment at a more
 
reasonable utilization level.
 

With regards to sale, in addition to the general problems

mentioned in section four above, we 
already mentioned the specific

problem of the small enterprises in South-Shaba for 
 which GECAMINES
 
ic," by far, the major client. In these conditions, GECAMINES can
 
dictate its conditions in terms of price, delay or credit and the
 
small company has but to comply'if it wants to survive in front 
of
 
such a giant.
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6.6. 	 Miscellaneous findinrs
 

Other observationis 
can be 	derived from the research.
 

A relatively large number of 
small entrepreneurs, especially

zairian nationals, attend 
 to numerous businesses such as

construction, transport 
 or trading in addition to their

manufacturing ac-ivity. in a number of cases, it has proved

difficult to assess 
the share of each of 
the different activities in
the total 
 revenue, 	 or in the sch,.dule, of the entrepreneur. This
diversification 
 is not 	 unhealthy per se, especially if some
activities are seasonal, bit wte 	 tound that. it sometimes led to
dispersio! of efforts and to acute management problems in all the 
sectors. 

Other small and medium industries, on the contrary, have one 
activity only but they belong to a large business group which,
itself, operate various industrial facilities. In most cases, each
industrial company has its own management 
 autonomy. This
 
organization has usiually been found 
to be efficient.
 

Still 
other small and medium enterprises are subsidiaries of
foreign 	companies. 
In this case, these enrt:rprises have been found
to be almost entirl y subjected to tlhe interest, or lack of it, of 
the parent compahy', .a::agement in the zairian market, especially
with respect to D,. investments. In general, the present economic
situation has pro,!e,, to be a disincentive to foreign interests in
 
their local subs5'liaries.
 

7. 	 CHARACTERISTICS AND PROJECTS OF A SAMPLE OF COMPANIES
 

In this section 
 we briefly present the characteristics,

problems and projects of some companies visited in Kinshasa and
South-Shaba. These are classified according to 
their major sector of

activity 	and intend tc provide thu :eader with an illustration of

the marked featurt of the small and medium industrial businesses in
 
the reglons cove.red by the study.
 

In addit ion to this brief introduction t.o the various
industrial sectors reviewed, 
 standardized individual 
 company

profiles have been prepared 
 to describe in more detail the
organizational, operational financial
and characteristics of the 
small and medium industrial companies researched, from which the
information collected proved satisfactory in terms of detail and
reliability. These company profiles are documented in Appendix 4. 
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7.1. Food sector
 

7.1.1. "Distribution Kinoise" (Kinshasa)
 

This enteiprise is a small bakery which employs xx permanent

employees. Its characteristics are such that it cannot reasonably be
 
considered as a small and medium enterprise but rather as an
 
"Artisanat" or cottage-industiy.
 

The oven is out of order and needs to be replaced.
 

The bakery sector in Kinshasa has lately experienced a wide
 
expansion but it is dominated by a fev large and powerful industrial
 
companies such as UPAK 
 or QUO VADIS which corner the market in
 
practicing very low prices and having very efficient distribution
 
crganizations. They presently leave little room for the small
 
enterprises in such products as bread.
 

The best chance for survival of these numerous small 
bakeries is in producing and selling specialized products such as 
low-cost pastries and cookies in thieir immediate neighbourhoods.
 
However, their chances of growth to the small and medium enterprise
 
level appear very poor.
 

Even so, the investment required to maintain this small
 
craftsman in operation is limited and therefore recommended. (see
 
company profile).
 

7.1.2. "Laiterie Coop6rative de Lubumbashi" (Shaba)
 

This dairy, which happened to be the only industrial
 
cooperative in the sample, processes the fresh milk produced by the
 
remaining five milk farms still operating around Lubumbashi.
 

As a consequence of the important decrease in local milk 
production since 1973, the plant, although badly in need of
 
rehabilitation, still operate far below its remaining production 
capacity. 

Maintaining in operation the dairy and the farms present 
an
 
obvious 
 social interest but it would require some financial
 
assistance in several sectors:
 

- purchase of cows and implementation o'f a share-cropping 
system to help small zairian farmers around Iubumbashi 
produce milk, 

- repair of existing and purchase of new vehicles for fresh 
milk collection and distribution of sterilized bottled milk, 

- installation of cold-storage facilities, 
- purchase of a sufficient inventory of nonl-disposable 

bottles, 
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study and possible implementation of a cattle-food
 
manufacturing facility, of a powdered-milk production
 
equipment and of a disposable milk containers facility,
 
technical and management training of the personnel.
 

This cooperative is presently receiving a US $ 700,000 
financing from the Federal Republic of Germany 's cooperation to 
repair and modernize its milk sterilization and bottling equipment. 
This program, however, might not produce the desired results if the 
above-mentioned needs, and primarily the problem of supply, are not 
addressed soon. 

The required investment is in the order of 15 million zaires
 
or US $ 125,000.
 

7.1.3. "Iuilza" (Shaba) 

This company was created in 1939 to produce oil from the
 
cotton then grown in the Shaba region.
 

As a result of the decline in local production, the plant
 
now operaties at 15 percent installed capacity.
 

Thet ny's owners have developed and studied an ambitious 
*)roject of I I oil production. This project ,equires the 
installation of a new plant and thet creation of a 2,000 hectares 
farm to produce the necessary soya seeds. At this time, however, 
they are looking for long-term financial assistance to supplement 
their own investnt . 

This project i.s interesting since it would supply the
 
regional needs with a locally-produced dietary-sound aliment and
 
replace the present impoits from Zambia paid for in foreign
 
currency.
 

The magnitude of the project, US $ 9,000,00 , which has 'o
 
far attracted the Interest of the French "Caisse Centrale de
 
Coop~ration Economique" only, will most likely require other foreign
 
financing in addition to additional sources of equity.
 

7.1.4. "Frigo-Moero" (Shaba)
 

This small compaiy supplies the population of Lubumbashi 
with local fish from the "Moero" lake.
 

The fishes are caught by independant fishermen and the 
company's own employees and preserved in ice blocks. The shipment 
takes place by boat until Kasenga (180 kilometers) and then by road 
till Lubuml-ishi (an additional 180 kilometers). 
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The importance of fish in the local population's protein
 
diet confers an obvious social interest to this activity.
 

The company needs financing to rehabilitate its fishing and
 
transportation equipment (truck, boat engine, nets). The amount
 
required is in the order of US $ 100,000 to 150,000.
 

7.1.5. "Leza" (Kinshasa)
 

This company owns an industrial yeast production plant built 
in 1980 with Austrian financing which has now been closed since 1985 
for a number, but mauniy managerial and financial, reasons. 

This modei n eqiipsent is r, .'.,y good conditilon and could be 
started again relatively cheaply. Tiie inventory of raw material 
would havt to be rubil . 

This plant is designed to manufacture yeast from molasses, a 
locally produced raw material which represents 80 percent of the 
necessary inputs. 

At present, Zaire imports all of the yeast it consumes. 

'he real solution to enable this company to operate again
 
efficiently lies less in tht! need for long-term financial assistance 
from the banking sector or a donor agency than in the need for a 
majority takeover by a technically and managerially competent 
shareholdr or parent company. 

7.2. Hygiene, cosmetics and drugssector 

Overall, this sector doeo seem to be relatively prosperous,
 
particularly with respect to drug manufacturing companies. It is
 
worth noticing, however, that no quality control is exercized on the
 
products manufactured or packaged by the numerous small and medium
 
local companies operating in this sector.
 

7.2.1. "Elas" (Kinshasa)
 

"Elas" is a cottage industry type of company whose owner is
 
involved in both small scale manufacturing and in commerce. These
 
latter activities represent the majority of his preoccupations.
 

The company used to operate a small soap-making equipment 
which, due to its age, has now ceased to function. It now bottles 
and packages drugs produced from unidentified components which are 
sold in the local chemist-shops. 

The owner declared during the research that he projects to
 
purchase and operates a new soap-making plant but it appeared that
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the investment required, US $ 900 000, is out of proportion with
 
both the size of the company and its resources.
 

7.3. Textile and garment sector
 

The very survival of the existing textile and garment 
industry in this count ry is endangered by the need to import, 
expensively, the cotton fibers which used to be locally produced and 
by the competition from second-hand clothes and fabrics which are 
imported in the absence of efficiet control., against dumping for 
instance, and often illegaly. Both the large and small companies are 
affected by the situation. 

7.3.1. "F.F.R. - alre" (Kinshasa) 

This enterprise produces sewing-yarn from imported raw 
thread. 

These local products face the direct competition of similar 
products which are imported by traders, mostly from Europe, and 
which often enter the! countrj without paying the custom taxes. Raw 
thread imported by the, established industrial enterpi ises which have 
far less opportunity for similar practices, is taxed at 35 perctn. 

ModernlltilOli of tht e'isting old .tnd technically obsolete 
equipment coul]d allow the company to re,duce its ::iallufactiuling costs 
and compete with the imported thread, provide d thu custom duties on 
the raw material were reduced.
 

The cost of the purchase ot the necessary modern equipMent 
is estimated at roughly US $ 100,000. The company is a subsidiary of 
a foreign group, COATS, which might provide a good part of the 
financing required if the investment climate were perceived as 
improving and insurance that the abh)ve-mentionAd supply constraint 
be lifted were given. 

7.3.2. "Atenaco - ,Vvytex" (Kinshasa) 

The p1lant of this garment manufacturing company, which 
employed more thar. 300 people in 1974 and then 190 in 1982, is now 
closed. The main reason mentioied by the manager being the inability 
to produce at a. cost which would make the local goods competitive 
compared to the imported second-hand clothing dumned, sometimes at 
their marginal cost of mass production, on the Zair an market. 

The compan y still employs 12 persons to maint ain the 
condition of its building and equipment. 

The company's owner intends to change its main activity in
 
purchasing and installing in the existing premises a new
 

.g(i"/[I
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fabric of
produce 	multi-colored 

technologically advanced machine 

to 


various patterns.
 

owner is prepared
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The project amounts 
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investment
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project 	 to only US $ 200,000,
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but the companies concerned 


funds to self-financ-
 it.
 

to be the creation of a production

The only solution appeani, 
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through parents or the local Savings and Loans Cooperative or the
 
commercial banks.
 

The outlook for growth appears promising given the market
 
potential and the quality of the management, but the financial
 
stumbling block remains in spite of the enterprise's efforts to lift
 
it.
 

7.4.3. "Corthoza" (Ki.nshasa)
 

This small enterprise is at the craftsmanship level and
 
manufactures orthopedic shoes for a variety of public and private
 
clinics in the capital.
 

The two machines used are now almost out-of-order due to
 
their age and the entrepreneur is desperately looking for the zaires 
equivalent of US $ 10,000 in external financing to replace them and
 
keep producing for an increasing market demand. 

7.5. Household requisites sector
 

The three companies visited in 'his sector all produces low
cost aluminium pots and pans and cooking ustensils for which the 
market is open. Th, ;ajor problem ill fact- is tht, )f their 
imported raw material which, at present, comes from Europ or 
Brazil . Cam,:roon also produces aluminium, and imports froum this 
neighbouring country would reduce the delivery delay trom 3 months 
to 3 weeks, and thus the cost of capital lock-up. Unfortunately, 
purchases of the: raw material from Cameroon is not possible because 
this country does riut buy from Zaire and const-quuntely here o,:s 
iot exist a ,i],arin, house for toreign exchange between tlio two 
countries. 

7.5.1. "Met.a li" (Finshasa) 

This industrial company projects to purchase a stamping 
press to accelerate the manufacture of its products which are 
presently lathured. 

Since the :nvestment is important, US $ 50,000 at least, a 
profitability study would have to be realized befnre any kind of 
financing can b(:req -,.sted. 

7.5.2. "Sotral" (Thaba) 

This company which was created in 1955 intends to widen 
considerably the range of products it manufactures in adding a whole 
new range of hign-quality copper cooking ustensils to i ts 
traditional aluminium one. 
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On.7e the remaining technical problem of 
 tinning are solved,

and provided the company can find the financing required to purchase

the equipment necessary to maintain a constant high quality of
 
production, the export prospects look bright since copper iiL
 
plentiful and ch,.ap in Shaba an products like these can be sold at 
a good price in -i k,veioped countries. 

The necessar'a nvestmer,t amounts to nly US $ 40,000 but the 
company, so far, has btan inabl- to raise it. 

-. 6. Household tuirniture sector 

7.b~l"I .C. De~ gn" (L<i-,shas,) 

This smalI but wed manajed and dynamic enterprise
spec:.al. izes in tht, product ii f furniture and in interior
 
decok-at ion.
 

The ccmpan y works with an ,qi ipm -nf which was purchased
second-hand ii, 1920 and which is ijow rtaching - Pcend of its life.
 
It has purchast-d machli ms wi c were
n w t insured through a SOFIDE
 
loan, and has !f-tnan:,ed th,! si ,:r of a plot of land 
 and 
the first stt ps of th<: (cnstruction ot an industrial building to 
house thers, theVn sd tf ,S1 0 

Foi tht tim bting, th in isa resources of this company
have dried u-, ind it is ]ooking for '.-e equivalent of US $ 300,000
in additional tend' to complete the Installation and purchase the 
first inventory of r o; matErials. 

If tlhi company cannot f ind the external financing required
at a :.easonabi c),t, all the efforts it has so far made will have 
been in van. 

http:spec:.al
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7.6.2. 	 "Diawa" (Kinshasa)
 
"Ngoie Mutele" (Shiba)
 

Those small wood-wor.ing and carpentry shops operate an old
 
equipment they cannot replace since they Lie unable to either self
finance 	or get external credit for the approximately US $ 100,000
 
which would be required to purchase new production tools.
 

7.7. 	 Metal products sector 

7.7.1. 	 "Amekin" (Kinshasa) 

This machine-toels workshop manufactures a whole array of
 
metal products and spare sparts for a variety of clients.
 

The couipany plans to replace some old machines and to invest 
in a small foundry with a capacity of approximately 10 tons per day. 

The t,tal investment required is in the US $ 50,000 to 

80,000 range for which the entrepreneur is presently looking for an
 
external long-term loan.
 

7.7.2. 	 "Mazam'L" (Kinshasa) 

This company is a very dynamic metal carpentry which
 
manufactures window frames, metallic doors, gates, 
etc...
 

The raw material used is mainly constituted by metallic
 
profiles which are cut, welded and assembled almost right in the
 
street. The owner, because of his religious beliefs, employs a
 
number of troubled workers be tries to rtinsert into society.
 

The company needs to purchase new metal working equipment
for a value of US $ 200,000 but its internal resources are strictly 
limited and no banking credit has ever been granted. 

7.7.3. 	 "Construction rP6talliques du Shaba" (Shaba) 

This very well-managed company has been founded and operated 
by an expatriate family whose thiz generation is now living in
 
Zaire.
 

The company mass manufacture a number of low-cost farming
implements such as eassava and corn hand-mills, shovels, pick-axes
and wheelbarrows and alsoi produce, upon request a great variety of 
metal products and parts. It even designed, bui It and assembled 
metallic road bridges.
 

Most or the machine-tools used have been built or
 
refurbished by the company itself and their diversity allcws the
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company to manufacture a wide range of simple or complex products to
meet 
 its clients' diverse specifications. Their condition is
 
excellent.
 

The major problem facing the company is in the supply of 
raw
materials which, 
for the most part, has to be purchased in foreign
 
currency.
 

7.7.4. 	 "Sozabat" (Kinshasa)
 

This well-organized company which manufactures car 
batteries
is the 	subsidiary of 
 a foreign group (Chloride) and employs 67
 
persons.
 

The company 	faces the direct competition of similar imported
goods, 	which in a number of 
cases are brought in duty-free. 

The company's manager has various projects such as a the
implementation of leada 	 recycling oven (US $ 170,000), 
 of afacility to produce lead-oxyde and to manufacture polypropylene

batteries (US 250. (00P) and the automation of its presentproduction cycil] ti lower the costs (US $ 80,000). 

These projects ate interesting since wouldthey substitutelocal products 
 to imports and allow the recycling of used batterieswhich are extremely abundant :i the market. However, the foreign

shareholding group 
 is shying away from any new investment in Zaire
for the 	time being and tere is little chance that 
 the company will

be able 
to raise locally the financing ret uired.
 

7.8. ood prod-ucts sector
 

7.8.1. 	 "Sozacot" (Shaba)
 

This sawmill operating in Kolwezi 
 from wood which is
supplied mainly from the 
 Kasai region has submitted a request for
long-term borrowing 
 to SOFIDE to renew its manufacturing equipment
and purchase the vehicles necessary to transport its 
 raw material

from the producing region. The investment amounts to $ 300,000.
US 


'he market 
 for wood products in South-Shaba, both for civil
 
and industrial uses, is healthy.
 

7.8.2. 	 "Marucchi" (Shaba)
 

This sawmill is owned and 
 operated by a third-generation
expatriate family which also operates 
a construction and a transport
 
company.
 

The owner sees a very good chance of being able to export
specialized wood products for 
 industrial 
 uses 	 in Europe
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(palletization) but needs to replace his existing aged machinery in
 
order to produce at the uniform high quality required by his
 
prospective buyers.
 

The investment required, that the company cannot at present
 
entirely self-finance is in the order of US $ 60,000 and the banks
 
contacted have not, so far, responded to a request for a long-term
 
loan.
 

7.9. Cardboard and paper products
 

The cardboard and paper industry suffers from the "unfair"
 
competition of the imports of finished goods which pay custom taxes
 
which are far below those the raw material necessary to produce
 
locally the same products have to support.
 

7.9.1. "Cartozaire I" (Kinshasa)
 

This company, which is part of a group which also have
 
another manufacturing plant in Kinshasa for school notebook and one
 
in Lubumbashi for cardboard boxes, manufactures various paper and
 
cardboard packaging prodicts.
 

Al three affiliates are managed independentely and there is 
no inter-company exchange of semi-finished products or sub
contracting. The corporate structure does not operate as a holding,
 
for bank credit negociation and temporary excess funds repartition
 
for instance.
 

The company operates far below capacity for lack of working
 
capital for raw materials purchase and because its traditional
 
market is undercut by low-cost imports.
 

It nevertheless wishes to invest in a new production chain
 
to cut costs on some products such as corrugated cardboard for which
 
it still sees market potential. The required investment, however,
 
appears to be too large (US $ 1,500,000) to be self-financed by the
 
present shareholders given the return on investment the group
 
provided over the past years.
 

7.10. Construction materials sector
 

7.10.1. "Efablo" (Kinshasa)
 

This small company manufactures various types of cement
 
bricks it sells to a number of construction companies or, given) the
 
fact that a lot of building is being done in Zaire by non-registered
 
craftsmen, to individuals.
 

[c&L
 



66
 

The company wishes 
 to invest in new equipment to p.oduce
other building materials such as metal doors and window frames and

steel carpentry to answer most of the needs of the 
contractors and
 
increase clistomers'loyalty.
 

The present activity is being conducted on a small scale and

increasing the size of 
 the company would probably require a good

amount of management training if it is to succeed.
 

7.10.2. 	"Brimba" (Kinshasa)
 

This company, which presently manufacture cement bricks, has
 
an interesting 
 project of brick manufacture based on local
 
stabilized clay. In those 
 new bricks, cement would 
 only represent

between 
 6 and 8 percent of the raw materials. The t ,-.hnology is
 
basically simple and tie 
 necessary equipment unsophisticated. It
would produce a low-cost 
brick whose technical properties are almost
 
as good as those of the more traditional product.
 

Technical 
and managerial assistance, as 
 well as 	external
 
financing, would be required to help the company solve the mass
 
production problems, acquire the 
equipment and 
start the operations.
 

7.11. 	 Printing-shog sector
 

7.11.1. 	"Impaza" (Shaba)
 

This company operates the most 
 important printing-shop in
Shaba. 	The technic 1 and managerial qualities of 
the managers and
 
workers 	is good.
 

The company obtaiijed a SOFIDE loan in 
1985 to buy some new

,aachints and rehabilitate its aged equipment. 
This loan amounted to

670,000 	DTS at 22 percent 
 rate of interest. However, since the
 
repayment rate 
 has been linked to the value of 
the zaire currency

compared to the DTS, 
it is 	very heavily burdened with financing

costs whose value, at present, amounts to 25 percent of its 
revenue.
 
This expense threatens the very survival of an however 
sound
 
activity.
 

The company is now looking for some 
financial assistance to

reschedule its debt 
(US $ 400,000), to purchase additional necessary
 
spare parts (US $ 75,000), and to purchase 
a much 	needed photo
ccmposition equipment to 
 solve a production bottleneck
 
(US $ 60,000).
 

7.11.2. 	"Terranova" (Kinshasa)
 

This small printing-shop is well organized and managed and
 
its equipment, though aged, is 
in good 	condition.
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However, like all established companies in the sector, it
 
suffers from the competition of a number of "amateurs" who start
 
operating ,ith unsophisticated second-hand equipment which can be
 
purchased cheaply abroad. Most printing-shop in industrialized
 
countries have completely changed their technology and printing
 
machines, which well maintained can last for tens of years, are now
 
available at very low prices.
 

The established companies of th,.s s~ctor tried, through
 
ANEZA, to enforce some sort of regulation of the market but the
 
results have so far been very disappointing. Cut-throat price
 
competition is presently the rule in this soctor in Kinshasa.
 

7.12. Construction sector
 

This sector is characterized by a large heterogeneity with
 
regards the nature of the activities performed by the various
 
companies, the managumt nt quality and the financial needs.
 

A number of entrepreneurs operate simulteanously as building 
contractors, manufacturers of building materials, transporters, 
traders and provider of temporary unskilled workers. This 
diversification of their activties increases tht regularity of 
their income but also creatus serious manaqement problems. 

Small and medium building companies ark, ustually involved in 
technologically simple construction and civil works activities such 
as the rliabilitation of existing buildings, the construction of
 
houses or the digging and earth moving. In most cases, tht
 
industrial construction and the building of offices or housing high
rises is don, by much larger companies which do riot usually sub
contract much of the work to smaller entrepreneurs.
 

The quality of the management, technical as well as
 
financial, varies to a great degree and the sector includes a number
 
of untrained people and of downright amateurs.
 

7.12.1. Building contractors of Kolwezi
 

All of the. construction companies of Kolwezi work mainly, if 
not only, for GT6camines.
 

Gticamines uni laterally determines the terms of th 
contracts, usually technically supervises the work in process, 
sometimes establishes itself the invoices and always pays according 
to its own rules. 

Most construction untrepreneurs in Ko]wezi operate with a 
limited equipaunt which is in bad condition. They usually do not 
include the depreciation of their material in their cost calculation 
to remain competitive, since most work orders are given by Gfcamines
 

7L'"
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to the lowest-bidder. It is worth noticing that 
 a number of
 
contractors did not seem to have good accounting notions either.
 

The entrepreneurs also face a problem in the fact that
 
G6camines do not reajust the 
terms of the contracts very often. The
 
rates which 
are fixed for the cubic meter of earth moved, the yard

of corrugated iron roofing installed or 
 the volume of concrete
 
poured for instance, do not take into account the depreciation of 
the local currency and a number of entrtpreneurs are probably making 
a loss on the- work they perform. 

7.12.2. Building contractors in Kinshasa 

During the course of the study, two meetings were held with 
a number of building contractors grouped into a professionnal 
association: the "Cc aitk Professionnel des PME de Construction au 
Zaire" (CPMEC). 

Following these meetings, 14 companies answered the 
questionnaire and were studied in greater detail. The result of this 
research demonstrates some similarities with the contractors in 
Shaba, and a number of important tifferences: 

,isin Kolwez:i, th smali construct ion 
 companies in Kinshasa 
are mostly working for a singIe client, the public 
administr.at ocn, wh:ch *njoy:s - quasi-monopsonic situation. 

hc, seem to have precise rulesThis c n , however, dos not 
for awarding the contracts, and is a far slower payer than 
G~camines. A number of entrepreneurs had receivables aged of 
more thau two years.
 

- as a rule, 1,trepreneurs
in Kinsh asa havc a construction
 
activity which is far more cyclical 
than those working for
 
G~camines and theirwork-forcu can vary by ten time since
 
they rely heavily on the use of temporary workers. They
 
usually start their construction activity and purchase the
 
necessary equipment 
when they are awarded one good contract, 
and a number of t het:m remain out of work for a number of 
months or years aittrwards. A company surveyed dropped from 
300 to 7 employees In two ye:ars. 

- the contractors _n Kinshasa have usually a far better 
management training level than those of Koiwezi, and they 
appeared to be more conscious of the need for such 
knowledge . 

a large number of contractors in Kinshasa consider that 
construction is a minor activity compared to their role as
 
traders or transporters and they seem to be always looking

for ntew business opportunities, in all sectors and sometimes 
without great realism. 

http:administr.at
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the request for financing introduced by a majority of the
 
entrepreneurs bears little relation with the level of their
 
company's present resources. One company interviewed
 
mentioned the need for long-term financing to the amount of
 
US $ 3,500,000 to build a pulp and paper plant while its
 
present revenues were 5,600,000 zaires !
 

In the next chapter, we document the characteristics and
 
operating modes of the 
 capital markets and of both the structured
 
and non-structured financial intermediaries in Zaire and we present
 
an analysis of their impact on the small and medium industries and
 
of the constraints it represents for this sector.
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CHAPTER 4: THE FINANCIAL INTERMEDIARIES
 

1. GENERAL OUTLINE OF 7HE STRUCTURE AND OPERATIONS
 

The financial sector in Zaire is composed of the Central
 
Bank (Banque du Zaire), nine commerciil banks and two development
 
banks. The non-bank tinancial sector includes a social security
 
system (INSS), 
 L postal savings network (CPP), national insurance
 
company (SONAS) and a savings institution (CADFA). There are also a
 
number of Credit Unions operating in Zaire.
 

In addition to the formal sector above there 
 is also the
 
informal sector which consists of individual and group savings and
 
lendings. 

1.1. The Bank of Zaire (Central Bank) 

1.1.1. Structure and organi zation 

The BZ performs the normal functions of a central bank. It 
monitors the operations of thu t inancial institutions, administers 
monetary and credit policies and manages international reserves. 
Since 1983, in compliance with the INF guidelines, it has followed a 
policy of credit controls through credit ceilings. Interest rates 
(except for agricultural loans - coffee excepted) are freely fixed 
by the commercial banks. There are generally no import controls and 
the exchange on arates are to a certain extent freely determined 
weekly basis through tht., interbank market . 

The BZ's role in the monitoring of the operations of the 
financial institutions has not always been stringent. While basic 
guidelines exist a:.d numerous statistical reporting requirements are 
imposed on the commercial banks, the enforcement thereof is not as 
effective in the absence of clear coordinated directives and
 
adequate inspectior: procedures. 

The Credit Department of the BZ plays a more distinct role
 
and is responsible for :
 

- establishilng and monitoring the commercial banks credit 
ceilings ; 

- monitoring their reserve requirements ; and, 

- controlling the 'Z's rediscount and lending facilities. 
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The BZ has a total of 3.250 staff, has its nead office in
 

Kinshasa and operates eight regional branches. The bank has 19
 

by the Governor and Vice-Governor (both
departments and is headed 

State). A Principal Director who is an
appointed by the Head of 


IMF also plays a capital role in
expatriate and financed by the 

uverseeiaig the management of the bank. 

1.1.2. Monetary poiic'iks 

in order
Principally as a means of ccntaining inflation and 

to abide by the standby arrangement with the IMF, Zaire has been 

focusing its attention on the control of the growth of its money 

supply. A number of policy measures affecting the operations of the 

exist such as credit ceilings, minimumfinancial ,nstitutions 
reserve rI 1.re Ments, rediscount ing facilities and interest rate 

Th,,sco policy measures affect the institutions ability topolicy. 
business sector. The amount ofextend ciedit to the small and medium 

foreign exchange held by the banks also comes under the Central Bank 

control.
 

1.1.3. Credit Ceilings
 

This policy instrument has the greatest effect in containing
 

the overall bank lending in the form of overdrafts and loans. The
 
openedceilings (plafond) do not apply to letters of credit (those 

are not taken) , forward exchangewhere full cover/margins 

are established overall
transactions and guarantees. The ceilings 

for the country by the Central Bank (currently approximately Z 14 
onbillion) and each bai, k is allotted a share of the total based 

and deposits. The credit department of
their 'ndlvidual capital base 


Central Bank examines on a we:ekly basis the compliance with thethe 

ceilings and severe penalties are levied for non-compliance thereof.
 

on a quarterly basis by controlled amounts.
The ceilings are raised 


Of tht total credit ceilings accorded, approximately 12

15 % of the c:rpdit nas to be reserved for agriculture (with the 

exception ol coffee) and for investment purposes. If such credits 

are not made to these designated sectors, the portion of the 

unutilized credit has to se transferred to the Central Bank. These 

blocked fui,ds, wich are non- interest bearing, can be drawn down 

banks if the latter find suitable
subsequently by the commercial 


clients for lending in the designated sectors.
 

1.1.4. Re:serve Rcquirements 

The reserve ruquire:ment is another instrument used by the 

Central Bank co sponge off "excess" cash from the banking syrt%:m. 

have varied from time to time. At present LheThe percentage:s 
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Reserve Requirement (coefficient de reserve obligatoire) stands at
 

the total of the deposits and
 
47 	%. The percentage is calculated on 


6 months), provisions made
 
current account balances (of less than 


minimum required
and other payables. This
under letters of credit 

Bank for which no
the Central
be lodged with
deposit has to 


remuneration is received.
 

relating to 
For "Fonds de Contrepart ;e" (counter part funds 

the reserve requirement has
held by the banks,aid organizations) 
 defacto transfer of
100 -. This results in a


been stepped up to 
to the Central Bank.counter part funds 


places considerable strain 
Thu minimum resere requl remnt 

on the banks liquiiiy. The facility, however, exists whereby banks 

%) 	when they are 
can borrow from the Ce-,ntral B.,nk (at 	 a rate of 24 

banks are

the "march6 monetaire" facility. M.ost 

short of funds usina 
it the Ctentral Bank. Inter-bank lending has 

now net borrowers 

stopped because: of their individual lack funds and
of 


temporarily 

to 	 hsrrow from the Central 

also because it is relatively cheaper 

the rediscountlng far itI s.


Bank rather than using 

from th( Central Baak areind horrowinoInter-bank Iend u; 
calculation.the Rserve Requiresent coefficientnot taken into 

1.1.5. Redisccunt Facilties 

the facility

In order to obtaini short term funds, banks have 

paper at the Central Bank.
of 	 rediscounting commercial 

set by tht Central
The t -s an vo:i.al! country cre:dit limit 

Each bank is thereforefor such facilities.of Z 5 billion 

in this overall credit cuiling.
 

Bank 
allotted a share 

at the rate of 29 %.Interest is charg-d 


the "marche monetaire"It 	 is i-jteresting to note! that with 

this source of liquidity by rediscounting is no longer
facility, 

used as it is a mer, expensive facility.
 

1.1.6. Foreign Exchange Holding 

The amount (offoreign exchange which 	 a bank can hold is 

reserves and retainedits combined capital,
limited to 40 % of 

the inter-bank market 

earnings. The exce-ss funds have to be sold on 


a daily basis.
or 	 to the Co-nt ral Bank on 

t-a ,f increasing the foreign exchange holding,means 
revalued their fixed assets. In so doing

certain banks have freely 
% 

the. net credit on revaluation is taken to reserves on which the 40 

upon.calculation is based 

?'ii. 
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Banks have been reticent in the past to sell foreign 
exchange to the Central Bank or the open market and have preferred 
to contact their own clients and block stch funds through 
commitments under letters of credit. In the current economic 
situation because of the scarcity of foreign exchange this "problem" 
does not exist and banks are finding it increasingly difficult to 
service their normal long standing customers. 

1.1.7. Interest rate and money market policy 

During the 1970s and up to early 1983 interest and deposit
 
rates were regulated by the Central Bank. This policy, however, 
changed in September 1983 when deposit and lending rates were freed 
except for agricultulra l loans (coftfee excluded) . The change 
nevertheless did not result in any material change in the interest 
rates ie the change was minor and did .,tcorrespond to the exchange 
devaluation or inflation rate at the time. 

In April 1984 the Central Bank introducei treasury bi Is to 
the non-bank public at interest rates ranging from 40 - 45 %. There 
ware a number of reasons for introducing treasury bills which inter 
alia were : 

- to partly bridge the Government fiscal deficit 

- to further clamp down on inflation by sponging off excess 
liquidity from the marktt ; 

- to pay realisti- rates of interest (in real terms taking
 
inflation into account) and putting pressure consequently on 
the banks to realign their deposit and lending rates. 

Commercial banks have therefore started paying interest on 
current accounts and mainly on deposit accounts of over 6 months. 
The banks, however, will never be able to compete with the treasury 
bill interest rates in real terms because the treasuiy bill interest 
is not taxable whereas bank interest on deposit accounts is subject 
to corporation tax. Also, with the reserve requirements, 47 % of 
such current account deposits (of less than 6 months) require to be 
placed with the Central Bank free of interest. As a result the: banks 
effectively can only use about, a half of short term deposits for 
profitable business. 

Whilst interest rates are supposedly tree, there is no 
perfect market mechanism to determine such rates. With the different 
credit constraints, there is insufficient credit available and 
customers cannot " shop around" to obtain the best terms and 
conditions. Up to September 1986 for example the interest rates in 
general were posltive in real terms. Since: this date, however, 
inflation has soared but interest rates have only marginally 
increased. The real rate of interest is now very much negative. It 

"-Lj
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is recognized, however, that the business pace has slowed down to
 

extent that further matcrial increases in the interest rates
such an 

would cripple most companies.
 

Sofe believe that the sudden surge in inflation in the 6 - 9 

months period commencing October 1986, during which time the rates 

od interest did not materially change, has been a temporary hiccup 

in the system. The Government expects a drop in the future since it 

has reconfirmed its monetary policies basically to tie in with the 

rates might therefore once again be
IMF requirements. The interest 
positive in real terms. 

1.2. The commercial banks
 

1.2.1. General outline
 

There are nine commercial banks operating in Zaire viz.
 

- Banque Commerciale Zairoise (BCZ) 
- Union Zairoia;f, dt: Banques (UZB) 
- Banque du Peuple (BDP) 
- Nouvelle Banqg,:o'=d Finshasa (NBK) 
- Citibank 
- Grindlays Bank 
- Barclays Bank 
- Banque Internntionalt. pour l'Afrique au Zaire (BIAZ) 
- Banque Continentale Africaine au Zaire (BACAZ) 

The BCZ, UZB and BDP are the three largest banks with 

extensive network in the interlor. Together they hold about 75 % of 

the commercial banks assets. The BDP and NBK are the only State 

The lat ter was declared bankrupt and taken over bycontrolLed bankb-
the State in 1986. It continues to opl.rate currently but is heavily 

thr BCZ and UZB are foreignindebted to the Central Bank. While2 
is heldbanks, a siqnificant parn or their stock ( more than 25 %) 

State:. The remaining f i v banks Citibank, Grindlays,by the 
Barclays, BIAZ and BACA Z compris e the smaller banks which are 

entirely foreign owned and have operations only in Kinshasa (exept 

for BIAS which has a small branch in the Shaba) . These banks prefer 

to service large corporate cilients and subsidiaries of multinational 
-companiet . 

is in the area ofThe commercial banks' main activity 

foreign trade financing either in direct import-export operations or 

in international trade financing. Other cirrent account servicus are 

reserved for large clients but are less lucrative to the banks' 

Personai account services are a]most discouraged by the banks by the 

charges and requirements for maintainingimposition of high service 

relatively high minimum balances. 
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1.2.2. Overview of operations
 

1.2.2.1.Source of funds
 

Besides the commercial banks own intrnally generated funds,
 
the banks have to rely primarily on the private sector customers.
 
In the absence of a formal money market in Zaire the commercial
 
banks immediate resert for liquidity has been to use the
 
rediscount-ng facility at the Central Bank. More recently, however
 
for liquidity needs, the commercial banks have been borrowing using
 
the BZ facility ("march monetairc"). The commercial banks are now
 
largely overdrawn at the Central Barnk.. Such borrowing is made at 24
 
% interest and is cheaper than the traditional rediscounting rate of
 
29 %.
 

The banks deposits from customers tend to be generally short
 
term (for current operating purposes including the building up of
 
sufficient funds for provisioning under letters of credit). Long
 
term funds are seldom received including from the insurance company,
 
SONAS.
 

1.2.2.2.Uses of furzds
 

The ,ommerciai banks lending is generally short term in 
nature in the form of overrafts (6-12 months with possibility to 
roll-over) and loans (up to 12 months but with possibility to 
renew). Lendinqs, being severely restricted, generally go to well 
established Frivate companies with repute. The main recipients are 
in the agriculture/trade, manufacturing and transport sectors 
receving respectively 65 %, 20 %, and 5 % of the. credits. 

Although short term lending continues to be the commercial
 
banks' major activity, the banks do provide a certain amount of
 
medium term credit. There is, however, the general constraint to
 
medium term lending insofar as banks have to match such lendings

with term deposits and funds (criteria set out in the BZ
 
instruction n' 8). The medium term lendings are minor and represent
 
approximately 20 % of the total lendings.
 

The decision making fIr granting term loans within the
 
commercial banks' is centralized in most cases in Kinshasa. The
 
management of some of the branch banks (Shaba regica) do have
 
certain decision-making powers but for any material lendings, the
 
decisions at board level are the preserve of the head office in
 
Kinshasa.
 

In all cases lendings are backed by some form of 4uarantees
 
(mortgages, floatiu.a charges on stocks and even parent company
 
guarantees if a ailable). The enforceability of some of the
 
guarantees have proved to be legally difficult and time consuming.
 

Cu-,L68,N
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The commercial banks' capacity at 
the level of loan reviews
and appraisals would appear to hie 
adequate. The area of examination

would therefore cover : the moral standing of 
 the borrower, sales
 
forecast, projected 
 cash flow, quality of management, etc... Their
talent, however, has not been put 
to the full test primarily because

credits 
are short term in duration and because the credit squeeze

has made it very much a lenders market. The banks therefore do nothave to market their credit services but are able to reserve 1. ' irservices only to the selected few representing those corporate
 
clients with very little risk.
 

The banks are gencrally well 
managed and profitable (except
for the NBx wihich is a special case in that it inherited significant 
non performing loans and is consequently heavily financed by the

BZ) The 
 accounting directives and criteria foc loan provisioning

have riot been clearly defined by the Central Bank (BZ).
disciplines if adopted would 

Such 
enhance the value 
 of the financial
 

statements and also make them more 
readily comparable.
 

1.2.2.S.Letters of credit and foreign exchange 

Letters of credit 
are used mainly for trade financing. There
 
are very few import restrictions and 
 the validation of the import
licence does not present much of a problem. Before opening a
confirmed litter of credit the commercial banks would initially
ensure that they have the available foreign currency at their

correspondent banks. This being 
 the case they would require
generally a 100 * margin/provision from 
 the customer. In creating

the provision, The foreign exchange is set aside specifically for
the 'oeration at the established rate of exchange. No exchange riskis subsequently incurred on maturity when settlement is made with
 
':he nupplier's hank.
 

In certain instances commercial banks have opened letters of

credit without full provisions. This practice is, however, very
not 

common for the following reason:: :
 

- The banks are committed to finding the foreign exchange at
 
the time of maturity.
 

- The customers are requi::ed to have, at the time of maturity,

the equivalent in local currency to purchase the hard
 
currency,
 

The above presents a two-fold problem in that 
 the banks may

not have the hard currency available and secondly between the
opening and settlement of the letter 
 of credit there could be 
an

exchange deterioration
rat e resul ting in the custorer (importer)
being exposed by not having the additional funds budgcted. 
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Zaire's foreign exchange is held by the Central Bank and the
 
commercial banks. The export proceeds (a percentage thereof) of 
the
 
mining companies, sales taxes and dividends etc of crude oil sales
 
goes to the Central Bank whereas other agricultural and commodity
 
exports go to the commercial banks which purchase and retain the
 
foreign currency in exchange for local currency.
 

Demand for foreign currency by the commercial banks'
 
customers exceeds the available supply. At the same time, however,
 
there are restrictions to augmenting credit facilities as a result
 
of the credit ceilings imposed (Central Bank/IMF medicine for
 
controlling inflation). In this uncomfortable situation therefore a
 
number of companies are working below optimum capacity and the
 
meagre amount of foreign currency and local currency finance avai
lable tends to go generally to the larger corporate clients.
 

1.2.2.4.Range of most frequent lending rates and commission
 

Interest Commission/fees
 
p.a.
 

Short term advances
 
and discounts, and overdrafts 33 - 40 % 	Quarterly fee of 1 % on
 

original amount (for
 
overdrafts the fee is
 
calculated on the highest
 
overdraft balance).
 

Medium term credit 32 - 45 	 Quarterly fee on
 
outstanding amount
 

Penalty rates 	 45 % and more
 

(A turnover tax (CCA) of 18 % is applied to all the interest and
 
commission charges except agricultural lending. It is intended to
 
stop CCA tax altogether by 1989).
 

1.3. The development banks
 

1.3.1. SOFIDE
 

SOFIDE is a limited liability company establishel in 1970
 



with a 40 % Government participation. The rest of the capital is
 

held by local and foreign shareholders including the IFC.
 

SOFIDE works with credit lines provided by national and
 

international financial institutions each of which have specified
 
of
requirements and obligations as to the terms financing and
 

the loans and resources are
reimbursements. The foreign element of 


revalued periodically in Zaire terms. In 1986 the Zaire resources
 
and the loans outstanding,
available amounted to Z 5.5 billion 


Z 5.9 billion.
 

During 1986 new loans granted diminished by 28 % in terms
 

of numbers. The main reason for 'the decrease is the high rates of
 

effective interest: (14-18 % interest rate plus the exchange risk
 
interesting to seek
factor). A number of clients have found it more 


local bank credit when availablti and some clients have even gone to
 

great pains to extinguish their debts prematurely in order not to
 

entail further exchange risks. A number of customers are, however,
 

finding it impossible to repay SOFIDE and would almost certainly go 

bankrupt if repaym nt was enforced. 

As of 19S6 approximately Z 1.5 billion of term repayments 

remain in arrears. 

As a means of reducing the real cost of interest on foreign 

currency loans, the Government has recently announced the abolition 

of CCA tax (18 %) on the interest charges. The Governement is also
 

studying the possibility of a guarantee mechanism scheme in which
 

future exchange risks will partially or entirely be taken up by the
 
be availed only to certainGovernment. Such guarantees would 


categories of companies (SMBs and investment oriented companies)
 

having contracted long term loans.
 

Two thirds of the credits accorded are destined for 
Working capital finance is norefurbishing and extension programs. 


lending, the manufacturing industry
longer made. In terms of sector 

has received 40 % followed by agriculture and transport at 27 % and
 

20 % respectively.
 

SOFIDE distinguishes its lendings also between the size of 

the enterprises. 90 % of the credits equating to 60 % in value terms 

go to the small and medium businesses (SMBs) . SOFIDE has set up in 

this regard a SMB unit to provide specialized services to borrowers
 
creditin order to facilitate the latter in preparing : demand for 

dossiers, prepraration of marketing and feasability studies, cash 

flow and budget statements, etc. 

The loan selection crittria is based on those projects which 

respond to : 

- the balance of payments 
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the satisfaction of basic needs ;
 

the rehabilitation and modernization of industrial
 
enterprises ;
 

the increase of local substitution
 

the creation of employment ; and,
 

the improvement of infrastructure in the interior.
 

SOFIDE will finance up to 
50 % of the cost of a new project
and 75 % in the case of an extension to an existing project. As is 
the case with banks, it requires security in the form of mortgages 
and other floating charges on assets as collateral. 

Th, averageuI ns are approximately Z 2G million ; the 
minimum could be nu: bialler (the amount needed for example to 
purchase a truck). The loan ouration varies over a period of 3.5 to 
15 years ; the average being approximately 8 years. The SOFIDE 
management meets once a week and has the power to decide on loans 
to S 1,750,000. Loans beyond this sum 

up 
have to be approved at the 

level of the '-xecutiwye board members and directors wh.ch meets once 
every three months.
 

"OFIDE employs 229 personnel of which 76 are graded
supervisory staff and above. 

1.3.2. The Banque du Credit Agricole (BCA)
 

BCA is a 100 % State owned bank and was set 
up in 1982 with
 
the aim of providing short, medium and long term credit to the
 
agricultural sector. Its statutes 
allow it to take deposits from the 
public and also enter into certain commercial banking operations. In 
this regard 
 it plays the role of a commercial as well as a 
development bank. The DCA is the smallest bank in Zaire and operates
in Kinshasa. A branch was opened up in May 1987 in KJkwit and a new
 
branch office is planned to be opened in Lubumbashi (SHABA).
 

The BCA has recently elaborated witi' the CC (Conseil
Permanent de la Comptabilit6 au Zaire) a chart of accounts 
specifically adapted to its needs. It has also takten steps to ensure 
adequate training is provided to its staff members. 

The share capital of BCA was funded by thE State by 5 
periodical transfers of 2 25 million each. The bank 
 has not been
 
generating much business and its 
 capital in real terms has been
 
seriously eroded in the inflationary climate. 

As nf september 1986 BCA's resources 
 including paid in
 
capital of Z 105 million stood 
 at Z 365 million. Of the demand
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deposits held of Z 260 million, approximately 80 % came from the
 
Fonds des Conventions de D~veloppement (FCD). in 1986 credits were
 
made to 84 pro3ects totalling Z 225 million.
 

From the interest rate point of view, the BCA is not
 
different from any of the commercial banks. This explains the very
 
high demands for credit facilities it receives compared to SOFIDE.
 
In lending terms, its portfolio is only one-sixth the size of
 
SOFT 2.
 

Approximately one third ct BCAs lending is medium term. The
 
loans 
are pr'ncipa!l]y made for the production and commercialization 
of agriculturai products. Approximately 20 % of its loans are in 
default ith bilao bankrIptcv or masanagei[ent dit the levelor b: 

of the proects.
 

-I if! (21 t'), r t,o i MpI o)Ve creid enI roo t h,the i P "0 
agr on it(--,r se t or he FCD was mter d with the ICA. it is expcted 
that the combine:d rosource]s wiIl cr,, t ly ht p in further advances 
being gtnerated to the agticu]tul 1 s - toi. The mrits and effects 
of the :u, ,:r however, rrTaln1 b,: se n. Sinct: the FCD tax (an
agriculturta. tax ot inltially 10 % levied en the turnovtur of 
manuf cturing firms ; thie tax uo,einsubsequently re:duced to 2 %) 
has now been absorbed and contan,d -i the overall CCA tax it is up 
to thi St te to nsue that p, lon -t rbtit, i ,,s represe-nt ing tht 
FCD fund (2 %) is allo.atezd to the BCA . In the absence of such 
funding and the low rical rates of interest (agricultural sector, it 
is doubtful that the BCA wall continue positively in its activity.
It is worthwil not ing, however, thIat cert an international 
institutIons have beci intefuted in the BCA's role and credit lines 
have recently bee-n gr ainted (KFW, counter )art funds) 

1.4. The credit uniuns (CUs; 

The C.Us have three teatliri s which distinguish them from the
 
financial institutions :
 

- they off, c services oily to theit members 

- their management is co posed of the elected members and is 
democrat acally controllod ; and 

- thetir profits are.divided and accrued to the members on the 
basis of their deposits. 

The fi-st C.U. was cruated in the "Equateur" region with the 
help of religious organizations. The movement grew rapidly btause 
of widespread interest in savings. As of December 31, 1986 there
 
were nine C.U. lines cperating in -aire with total savings of
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approximately Z 1 billion (represents 7 % of the total bank
 
deposits) and with a membership of 500.000.
 

1.4.1. Communautt Baptiste du Zaire Otiest 
(CBZO)
 

The biggest Credit Union is the CBZO-CPCL.. It has a
membership of approximately 155.000 and savings deposits of Z 626 
million with lendings of 
Z 68 million. They operate in the Bas-Zaire
 
and Kinshasa in 34 branch offices and employ 512 staff.
 

Approximately 50 % of the i 1,ndings hay. been riad,: as working
capital advances t ' mbe1s t) facilitate pr irmar,i!y purchases of 
agricultural product for resalk ; 40 % have been made to finance
housing const ruct ion and limprovemen s and 10 * for social iieeds 
(medical, scho-) f - s tc). 

.Mmbtrs r t:t-,ik. 6 % interest 
interest on 1oans at, 
statstics a re, not 
admi n st tat. v proc 
approxLmat:iy 10 % of 

>v,- ed at 
iii- tita itied 
dllr ,s .r' 
'h, ,.,a; 

theiron deposits whereas 
1.5 to 3.5 % per month. Detailed 

of the l oais to borrowers and 
lack ng. CB 0C be 1 ieves that 

art non-p-r f,-rt2no and will not 
eventlia'11 b e l . 

CBZC taintain Is link;;J with the protestant church in 
Germany and receives technical 35ssst.1nce, f roii OPE7. (Office de
 
Promotion des Pet ittes ,t Moyennes F~nrt epristes dii Zaire) 

1.4.2. Union des CCperatev~s Cntrales d'Epargne et de Cr~dit
 
(UCCEC1
 

The organization of the UCCEC (Union 
des Cooperatives

Centrales d'Epargne et de Cr!dit) is splt in 3 levels 
:
 

- The. basic leve compr i ses th, ind ivxdua 1 cooperative

brarches ie the COOPEC (Cooperative d'Epargne et de Cr6dit)
approx 200 in nimber and cmpluying (ever 1.000 personnel and 
with a membership of 300.000). At thi2s level the basic 
savings are accounted and l an:; made to nembers in 
accordance with the diroctI ::;. 

- Three secondary level s 'compns..d of groups from the primary
cooperatives which mak, tip the COOCEC (Cooperativ.e centrale 
d 'Epargne, ,t dt Credit ) . 'h , prform accoiin t rig and 
administ rat lv, services and po"it, back -- p services to the 

mebe-r 5 . 

- The third level conpiss:; th,,federation stage making up the 
secondary C.Us ie the- COOCEC's. (Four of the COOCECS are
 

)L
? 
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currently grouped under the UCCEC umbrella). The objectives
 
at this management level are to ensure proper coordination
 
and execution of the directives and also to Jiaise with
 
third party institutions both on a national and
 
international level.
 

The above COOCEC's are set up in Kinshasa, Kikwit, Basankusu
 
(Equateur) and Buhav (Kivu).The Kinshasa unit is the most important
 
with savings of ' 167 million. Lendings which are made for a maximum
 
of 12 months stood at Z 13 million as of December 31, 1986.
 

1.4.3. COOCEC-CEZ
 

A third unit in the Cooperatives Union network is the 
COOCEC-CEZ (Communaut' Evangeliq auue Zaire) which was created 3 
years ago. 

CoCCEC-CEZ has 16.000 members and deposits totalling Z 33
 
million as ot December 31, 1986. The total composition of the assets 
is not known but ioan advances make up Z 4.4 million. The 
cooperative is a small unit operating in Kinshasa and Bas-Zaire (29 
branch ot.!ces) and having a staff (,t 116. 

-posit 'ire rate
htheK,] iC counts remunerated at the of 3%p.a. 
whereas mntt-rest on loans vary from 5 to 20 % p.a. The: bad debts 
rate is ipproxih:Tite[y 9 % of the loans outstanding. 

Thert- is a lot of demand for advances particularly for 
working capital requirements. Manaqgrment is looking into ways of 
improving its own administratior, and loan monitoring. It recognizes 
the fact that lending to the small businesses is more beneficial In 
terms of development and growth rather than using excess funds from 
depositors to purchase Treasury Bills, although the latter in terms 
ot interest is more remunerative and virtually risk free. 

1.4.4. Ovecvlew of the operations and problems of the credit unions 

The C.U- through their various branch iffices operate widely 
in the interior. They have a network which is accessable far more 
than the commercia] banks. The tremendous growth of the C.Us in the 
past ten years is a cleat indication of the high regard for savings 
and growth through savings. Such services are not heing provided by 
the commrciil banks and the C.Us have, a capital role to play in the 

At thte (rariI.Lat )ional I evk!1,, however, th, C.Us operate 
inefficiently. Tiht C.Us do not come under the supervision of the 
Central Bank but are under the auspices of the Department of 
Agriculture. For years therefore, and until very recently, there has 

... . .il
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never been any serious monitoring of the management or financial
 

affairs of the activity and the C.Us have been illowed to grow
 

without any guidance. There has been consequently serious
 

mismanagement and frauds over the years.
 

In 1986 thu COOCEC-CEAZ came under the Central Bank's
 

scrutiny because a number of irregularities came openly to light.
 

The board of directors was suspended 
 and control was temporarily
 

given to UCCEC. (Technical help is rendered by the canadians is part 

of the cooperative aid programme between Canada and the Republic of
 

Zaire) 

An audit was immediately carried out in April 198'1 on the 

December 31, 1986 financial position and the following prcble:nS were 

noted : 

- The financial statements were not available as of December 

31, 1986. The! preparation of any meaningful statements was 

beyond the capabilities of thu staff. 

- The system of initjrle i ,ontrols was totally inexistent. 

A substant I J,,) t i )I, o I the loans/debts were 

non-performing. Th,- whereabouts of the borrowers could not 

always be as,:crt.iin.d. 

Certain Tember.; ut the board of directors and staff took
 

unauthorized loans. 

The abuv: list is not exhaustive and it is certain that a 

number of othert i ,,!,u -arities exist which could not come to light 

because of a t,)t, I)reakdown in the accounting trail. 

The abc've anoi,).iitI ; :i t, not n.cessarily indicative of the 

sort of problems 7r, th- o hr C.U's but in the absence of contruis 

and supervision one Cin u:xpect serious deficiencies in the uthe

C.Us. Part of the re,ion why managment defici(encies did not comt: to 

liyht earlier is 'hat the C.U's imar0lns between the: depos tinterest, 

paid of 3 - 4 % and what it earned lrough its treasury bills 40 

45 % has left it fluish, d with a. The ditferential in the cash 

margins have been ,enormOus and f raid and ot hi i ,tq it 1ina t e expenses 

have been incurreu usill ( such cash surluses without bringing the 

operat ,ir i g:l nditg halt.s to 

The cooperatives play a ma or r;I and th Ir pe r .1(,;11S are 

vital for the developmet.' of .hu county. The mt2mI-,t-rs of the C.Us 

are private i id vi duals and a number of them own small, btiSll,ess. 

Potential growth ,,f the small and miicium business ,ould be- fostered 

through Il, C.IJs by ensuring that the lattek.l IS ddequately ':quippe.d 

ano montored in orden to play its role effectitily. 
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Help is needed in the following areas
 

- The management and operational system of the C.Us need to be 
standardized and harmonized and affiliation to a central 
unit such as the UCCEC is recommended ; 

- The management and staff need technical and financial 
training aud s;upervision in a, orgoinq basis ; 

- Tne statu.es: aild (gan i za t ItonaI nIr rma t ion needi to be 
formalized ,-i;dapt ei to the needs of the C.Us. A code of 
practice no Id,-,st -3h, 1bihd with th,- I,-tral Bank 
and, 

The Central rank should contrt] and moni or tho: operations 
of the C .Us ii the same- marneii as the commr-ial banks. (A 
first step .has ben tasern by the Central ank in its..
instructn !,ott, l ;40 i wh :11 (itf , .r',ad y the 
requirement : o1 tht: C.Us . 1'u1ow -up of tht- I -por tINO 
requirements and other direct ve., however, have yet to be 
issued) . 

1.5. Other financial institutions
 

1.5.1. L. Caisse 2pargne au Zaire (CADEZA)
 

The CADEZA is a State owned savings institution and was 
tounded in June 1950 under its historical name "CAISSE D'EPARGNE DU 
CONGO BELGE ET DU RWANDA-URUNDI". The objectives of the institution 
were to encourage savings and to transform such savings into long 
term investments. 'he initial working capital funds came in the form 
of long term deposits by the State and parastatal companies. Also a 
number of expatriates working fot Gernment instit ut ions used the 
facilities of CADEZA for savings purposes. 

CADEZA has C,7branchv,- and employs a staff of approximately 
1.050. It has term deposits ot approximately Z 27[ million and pays 
interest of 12 % p.a. (The siz e of the indilvidual ave-agt leposit is 
Z 10.000). Its loan portfolio is 2 117 million (short ter.lm only). 
Interest on borrowing is 36 %. 

CADEZA's role was successful up to the eatly sixties :lsofat 
as its source and utilization of finds was concerned. The situlatiol 
radically changed after inde-pendence with the dimiiitloi in th,
expatriate community and consequently t he source of fminds. 

CADE.A lost its ideintity and image in the eyes of the publ ic 
when it was granted the statutes to operate as a commecial bank. 
Its primary responsibility of approaching and identifying itself 

http:statu.es
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with individual savers 
 and rewarding them with interest (not

normally accorded by the commercial banks) on their 
 term deposits

became secondary as it now 
 took on financial responsibilities

different 
from what it was accustomed to. Priority was now given to
 
managing short term company funds.
 

CADEZAs performance came 
 under further pressure when the 
Government introduced the Treasury Bills to the public at interest 
rates of 
 40 - 45 % p.a. CADEZA therefore found itself incapable ofretaining its savers and on the commercial banking front was unable
 
to match the :rst of the commercial banks who, relatively, had
 
better managqmnt . 

CADEZA!; operations are small if one compares the UZB which 
employs the same numiu:r o: staff but has 10 times more deposits and 
accords 15 times 
as much in loans and is highly profitable. CADEZA 
has recurring deficits and needs constant Government subvention to 
keep its operations going. 

1.5.2. Soci~t& Natiouali, d'Assurance (SONAS) 

SONAS was creatud i1 1)67 as a State Insurance company and
enjoys a monopoly situati-:n protected under the insurance law. 

SONAS dals eit her directly or through insurance brokers in
 
the insurance, of aut (mob i I, 
 shipping, air transport, fire,
constructior, and lif, insurance. The principal area of its business
 
lies in automobi l, id transport insurance.
 

SONAS e:mploys ever 1.60C per;,ons on the operational level,
SONAS has serious management probems. Part (i these problems stem 
from the fact 
that it enjoys a monopoly situation in a lucrative 
area with no competition and with no will to improve. The books have 
never been sub3ect to an audit under international standards and
there are ser ous 
 de fic e ents in its ccnt rels which have been 
recently voiced in the press. 

Insurance companies in geerl have- a significant role ill
 
the economy {)fa country vi : : 

- the collect ion of resources and transformation of such
 
resources. rhe resourges by their nature 
 would normally be
 
employed for long term purposes (construction and
 
development programs ; long term lending - treasury bills 
etc) , 

- using resources by placing lonq term deposits at the
 
commercial and development banks ; and,
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by providing indirect comfort to the financial institutions
 
by assuring the latter that the assets of its debtors (the
 
financial institutions) are adequately secured by a
 
reputable insurance company (building, life and other
 
insurance coverage).
 

SONAS does not play its dejired role in thc economy o. the 
country and in the transformation of its resources. SONAS does not 
have significant t rm deposits at the banks and nor does it have a 
significant portfolio of development land and buildings. Furthermore 
SONAS has a very bad reputation for settling insurance claims. The 
banks theretore do not have confidence in some of the securities 
they hold for their debtors giv -n that the insurance -over in 
reality does not provrl6, adequate safeguard. 

In the pres.n r state SONAS Is unlikely to change its 
per formanct2 and contribute to the economi.c development of the 
country. Major changes are requI 'd such as liberaliring the 
monopoly sit uat ion pr vat 1.ing the company subject i ng the 
company to audits under inter-national standards and thereby, 
improving the operational efficiency before SONAS car, be capable of 
playing al effective role. 

1.6. Informal cred it 

The informal credit facilities exist at the individual and 
family level and satisfies particular needs which cannot be served 
by the banks, cooperatives or at a company level ie loans to its 
employees. 

Ln 7,aro a popular form of savings is to form a group of 
selected -itm,1e-s where each member agrees to put aside or contribute 
a certLin amount each month. The total sum collected each month goes 
to an individual member. The beneficiaries are rotated each month 
and this ensures that on a periodcal basis each member r!ceives a 
"large" contribution made up of collective sums from the group. Such 
pool tng and distribution of resources enables the individual to 
engage in expjnditure which individually on hi' sole revenue, he 
would be unable to. This is 3 popular from of disciplined s..ving and 
is preferable to individual sdvings where the funds lie idl and 
lost InI value In t1!rms of pur-ichasing power because of rutfla ioni. 

Slch saving schemes are denoted "tantine" or "Li.kelemba". 

Credit is also available under the "Banque Lambert" scheme 
where interest is chargeid on loans at astounding rates which vary 
from 30 t I,0 , pe o tnlh. The: races are extremely high because of 
the rIsk factor .Sliclh loans are only taketn up when there is an 
urgent a'i 'i.ediat e hed for. funds. 
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Temporary saving facilities are also offered at the market
 
places. Traders with no security facilities will confide in
 
individuals with safes and strong boxes. 
Money is held overnight or
 
for longer periods for a specific charge.
 

The informal market 
 perhaps of most importance is
 
inter-company lending which can be made 
 in significant sums and
 
which by-passes totally the banking sector. 
 This practice is more 
common wi-th the commercial traders and is done so for a number of 
reasons : 

- Inter company borrowing and 	 il quicker thanlending much 
using the facilities of the commercial banks where 
signift ican t delays can occur. I" is niot uncommiron for banks 
not to have the liquidity aithough the clients have credit 
balances in thteir accounts 

- Certain cl{ounts wish to) keep their business op:rations very 
private. Deal ing; are strictly on a cash basis and no 
account ing tr.ct is maintained for tax evasion purposes 
and, 

- Some clients play 'h! rol,. c)f mone,', tridrs. ' Iqnificant 
amounts of air:: and for(,: o-lncturi,ncies are,7purchased and 
sold each lay. ?,mlh op .it ions are, not f acilitated isinjg the 
traditional hnk;i rvacules. 

2. 	 ROLE VIS A VIS THE SMALL AND MEDIUM BUSINESSES (SMBs)
 

In order to determine the role of 
the financial institutions
 
vis a vis the Small and Medium Businesses, interviews were conducted
 
with management staff of the principal commercial banks, the
 
development banks and tht: credit unions. A detailed questionnaire 
was used 
 in this regard 3,d cep!its have be n condensed anid are
 
presented in paragraphs 2.. 2.21 betlow.
 

With regard to the development ba, ks, the informat ion 
produced relates princTpally to that r}ceived from SOFIDE. The BCA 
plays a l-ss promin,-n t role towards the SMBs and accordingly the 
facts received, not biDng representative to thet overall situation, 
have been left out on occasions. 

2.1. 	 Percentage dlstribution of financial servics to customers 
by si. .
 

The banks d( not maintain statistics distinguishing thet size 
of the companies. One bank alone has a special SMB department to 
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monitor and administer such loans. (In the past the Central Bank had
 
a special credit line for advances to the SMB's).
 

SOFIDE (development bank) makes 90 %of its lo.ns in number 
to the SMBs. Such loans account for 65 % of the total loan 
portfolio. 

The Credit Unions (C.Us) make small working capital advances 
(+ Z 30.000) t, traders to cov,: r busliess or social costs. No 
statistics are maintained of such lendings 

2.2. 	 Percentage i st ribution of short medium and_ ong term loans 
(number -nd( t:il valuie) by sire of borrower 

oIn:r~e0h c 1a-I banks do not inakt I ong term cr-edit s
 
Approximately F5 % of ti, cr-ditr a short 
 I.rm (maximum 12 months)
 
and the :'-:st ar( ru ii; ' 2 - 5 years''
 

SOFIDE d e; !i, t .. Vance short terin working capital. The
 
average advantces r, ma for long term purposes of 7 to 8 years
 
with .amax;ium ot Il y;ra
 

The C.Us make only short term credits generally i.,n
exceeding i2 to 15 months. 

2.3. 	 Lega1 or statutory --constraints hamper ing financial
 
ins t i tut lons f r o _. playVi n g a more important role towa rds
 

There are no legal or statutory constraints preventing banks
 
from playing a more positive role towards the SMBs . Certain
 
prerequisites, how(eve:-, make lend ing to the SiM Bs di f f icu It . The SNBs
 
do not in genetr?. h. at, proper mia nagemen t structure ; the 
account i ig con t ro Is ar. very r ud i imen try or inex.sttent ; management 
is in the hands or tesponsib lty of onet single person (who i.n 
general is not ,over,. by any 1ife- insurance) . Furthermore, the 
administ 	rat i v tine and cost to th, banks to mnonitol the lending is 
high in 	 coirpar ,sonto tlh1 rrone to be gained from such business. 

T, qualify tor a C.U loant one should be a membtr foi at 
least thr,!J- yeairs and hav e in dep(-sit, at the time of the loan 
request, a-t ,eaSt 50 a)t theiadvance requested. The loan file is 
examined in ord,:r to st'i!nI.h the- purpose of the loan (loans for
marrying a seconid wi fe for example wold he reected) . For se:curIty 
purposes, the C.U!; would take In us, a1dy i ten of, value (bicycle, 
sewing Fiach~n,:not Import-r:Iool:; the title- deeds to. r ,r 
property a t llk -n -as :ollat.trai . (ThI - * tratl [tank ill a e cent 
circular ha; placed ovrali restrict tons limiting rnd ings to 40 % 
of the t tal ,].pos2 s) 
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2.4. 	 Technical or monesupply constraints hamperin development
 
of the SMBs
 

With the credit ceilings in force the banks prefer to
 
service 	their large corporate clients who have better security -nd
 
who also generate more lucurative business in tl: form of foreign
 
trade financing.
 

The development banks service primarily the SMBs. No
 
technical and money supply constraints exist.
 

The C.Us are uaable to lend long term to the SMBs because 
they hold ii .nly short term deposit accounts. Furthermore the 
Central Bank has also restricted lending based on their deposits 
40 %. 

2.5. 	 Type of banking services- most frteqientiy reuested and 

received by the SMBs (overdrafts,_bills discount ing, loans 

e tc) 

The SMBs 'request and receive the same services as the rest
 
of the cliei,ts (statistics are, however, not maintained for the SMBs
 
showing loan requests ; refusals ; type of business sector). The
 
Central Bank shows in its global lending situation, facilities
 
provided in the following ratios. 

- "Credit a court terme" 

(short term credit) 	 67 %
 

- Commercial paper (discountable) 1 %
 

- Commercial paper (non-discountable) 14 %
 

SOFIDE is practically the only significant lender to the
 
SMB. The effective interest rates are relatively more expensive
 
because of the exchange risk factor (loans are made in hard currency
 
with the borrower bearing the risk of exchange devaluation).
 

The C.Us only make straight loans and are not yet
 
sufficiently developed to deal with commercial paper.
 

2.6. 	 ExparLiionpriorities in terms oftypes of financial services
 
and types of clien.ts
 

The present policy and strategy of the commercial banks is
 
likely to remain in force which is to service existing corporate
 
clients for which better financial returns are achieved. While there
 

YF(
-tlI
 

http:clien.ts
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might be minor changes in the credi and monetary controls, there is
 
unlikely to be a change in the ;'an.s market view and policies. The 
limited business will therefort continue to be restricted to the 
existing clients. 

SOFIDE the development bank has more concern for the SMBs. 
The Government of Zaire has also recently emphasized the need to 
help the SMBs. Fu-ther interest has also been generated at the ANEZA 
(chamber of commerce) level. Collectively between the development 
banks, ANEZA and OPEZ, one can expect a more concerted effort 
towards the development of 'the SMBs in the tuture. 
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are also aware of the importance of the SMBs and

The C.Us 


assitance that 
 is needed. The C.Us
 
the financial and technical 


technical and management problems and are
 
recognize their own legal 


towards the SMB
 
aware that they are unable to play a ful.l role 


because 	 of this handicap.development 

:U- d marketinigjl uy] towards
2.7. 	 Financial service-sLs-pro_otion 

SMB '-s 

The banks do not provide financ:ial and promotijonal services 

to the SYBs.
 

has set 	 up a .mit to help the
The development bank (SOFIDE) 

SMB in appraising financial informat>'Th, preparing budgets and cash 

flow statements, loan requests, etc. 

of the C.Us has taken up contact with OPEZ
One branch 

les Petites et Moyennes Entreprises au(Office 	de Promotion Pour 
s et up to provide technical and

Zaire - a public inst i tuion 
towards 	 the

managi-ment help) to devc lop and coordinate forther help 

SMBs. 

in their oil req!yests
2.8. 	 Types ot projuct:s subinittt-d by SMBs 

the! cre: dit request is for the purchase andA majcr part of 
coffoe), timber

commercialization of agricultural ,roducts (mainly 
is also 	 rec,_ived for working

and also iiamcnds. Demand for cred:. 
of raw -ate.r ia ls and spare

capital requirements such as mpor t s 


parts.
 

Demand for medium term crud.-t is mainly for productive fixed 

banks are genrally not interested in such 
assets acquisitions (the 


lendings).
 

the annex to this report the total !endings under the ovrall
(In 

is split by sectoi of lending.
ceilings are indicated. The analysis 

No details are, however, maintained for the SMB sector in comparison 

pr type of borrowing).to the total letndlngs or showing detnils 

statistics showing loanThe developoent bank .:ee-ps detailed 


requests and loans qanted '.o the
 

ar,: ii 	nl y for small equipment purchases,Th e C.U l)ans 
loans for vehicle and house repairs, and advances tor working

small 

capital purpos,-s.
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2.9. Types of loans ranted to SMBs : shortm dium loj-tqerm 
and the 	percentage of each in relation to the total 

The commercial banks do not keep such statistics.
 

For SOFIDE, see annex to report.
 

The C.Us only make short term loans.
 

2.10. 	 Criteria used in loan request evaluations. 

For commercial bariks the most important criteria is the 
standing/prestige image of the client and turnovei-. Guarantees are 
requested in most cases. For medium rte in loans more emphasis is 
placed on mortgages and other col literal which can be obtained from 
the client.-;. The cash flow .n(I budget statements are also examined. 

SOFIDE is much in.re detailed in its evaluation and examines 
various management, financial and trading forecasts before granting 
any loans. 

2.11. 	 Method used to find information on proslpetive borrowers and 
typ_!"s of inf ta on sought. 

Fact finding : (at the level of the commercial and 
d-';,iopment banks) 

History 	 of previous criedit facilities; 

Checking informatiom, with other banks; 

Checking onforimation at the "Centrale de Risque" at the 
Central Bank (As of April 1 67, however, the most recent information 
at the Central Bank dates to Octuoer 1986) 

Information is sometiens sought from clients and suppliers 
in respect of the I]l;au applicant 
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Statutes and financial statements are also examined (the
 
banks do realize that the fiscal financial statements may not
 
necessarily represent the true financial position of the company.
 
Very often if the customer needs the funds urgently or knows his
 
bank intimately, the true financial statements and management
 
accounts are presented.
 

Management accounts and budgets and market studies, if
 
available, are examined;
 

Cash flow projections and the level of borrowing/gearing
 
ratio;
 

Contihgent liabilities, if any, are also discussed; and,
 

The annual audited accounts arc often asked. (Not much
 
reliancd is placed on audited accounts unless performed by an
 
international firm of auditors).
 

The C.Us do not have qualified personnel to perform credit
 
inspections and reviews. The loan requests are done on a rudimentary
 
and informal basis.
 

2.12. Average duration of loans to the SMBs
 

There is no distinction between the SMBs an') corporate
clients in regard to loan duration. Short term loans are for up to 
12 months period ; Medium term for 2 - 5 years ; Long term loans are 
not made.
 

BCA !ends short term (but the loan portfolio is
 
insignificant) SOFIDE does not lend short term. The average loans
 
are for 7 --8 years but could be for as long as 15 years.
 

The C.Us make oply .rt term loans (12 months).
 

2.13. Securit __Policy 

The commercial banks will look for maximum security ii 
possible but very often the customer may have other obligations and 
their fixed and other assets may already be pledged with other 
ii.sti-cfions. The banks for maximum security obtain parent and 
foreign b3nk guarantees. The title deeds are very often pledged to 
the binks who merely hold the documents without effectigng any legal 
registration. Inventories and other assets may also Ie pledged to 
the banks fnr guarantee purposes. 

The development banks have the same policies as the 
commercial banks. Plantation and pastures are sometimes pledged but 
land cannot be mortgaged since in law all land belongs to the State. 
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Land, however, is considered to be leased to the owner/occupier for
 
a 25 year period and the renewal of the lease is normally granted by
 
the State.
 

The C.Us also insist on securities for loans. The control 
procedures are more lax and a personal guarantee from a member of 
the C.U is also acceptable. 

2.14. 	 Value -ot the -_1oans _as a _per_cntage of the .value of the 
securitiyoff ered 

There is no readily available correlation but the SMBs are 
expected to present greater security because of the risk element 
involved. 

The C.Us do not keep statistics of such inforr. tion. They 
insist, however, that the value of the guarantee be in excess of the 
loan to be granted. 

2-15. 	 Characteristic:! ,ft the various loan categories (interest
 
rate, other costsssecuri-ty, _etc)
 

Most of the credit ;aries btt ,;t.en 32 % (coffee loans, 
rediscounting at the Central Bank) and 40 % (for overdrafts).In 
addition there is a commission charge of I % per quarter.On thet 
total charges a CCA (turnovert- ) tax is app!l ied of .18 %. For 
unauthorized overdratts, severe penalty rates can be applied by tie 
banks. This is ne_,cesn.-'ary to compt-:nate the Central Bank fines which 
are levied on th_ banks and which could arise for exce.ding the 
lending ceihl ngos. 

Th C.[s rate:. vary from 12 % p.a. to 42 % p.a. depending on 
the category and amount of the loan. 

2.16. 	 Average duration of a loan approval process 

Fot the 	 commercial, banks where the average loan request file 
is not large, the banks would take 1 - 3 weeks for loan approval. 
For syndicated loans the duration is much longer but such loans ar 
for the Stat e and large corporate clients only. Loan reviews can 
take longer than tht average 1 - 3 weeks if the borrower has appl ited 
to one, of the branch banks. Since the lending po),r aid decis oli 
making is very oft n centralized In Ki~ishasa, t imu I s spent III 
transmitt ig thie dossiers to and fro bwt weli liet Iijt ror and 
Kinshasa 

http:quarter.On
http:overdrafts).In
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In practice, most new loan requests would be rejected
 
because of the credit constraints currently in force.
 

The development bank, SOFIDE, has more complex procedures at 
different levels. Credits over $ 1,750,000 have to be approved by 
the executive council which meets every 3 months. Approval could 
take 3 - 6 months. Loans below this amount are approved at 
management level which feets once a month. 

C.Us : to 3 weeks 

2.17. Most frequent reason__for turning down a loan request 

Apart fror the credit constraints the banks would commonly 
refuse loan request to thos.e cl:ntr; who are not customers of the 
bank ; who do not have any p!ausibl, financial rucords and those who 
do not show a conmmitment of putfig i th--ir own funds in th(- usinetss. 

S.Us •Insuffc en t guaran tee and savings ; loa request for 
unqualify~ng purposes ; bad hi-tory of previous loan repayments, 
etc. 

2.18. Percentage ot loans._on which1 problems occur (defaultL 
r.epa2'm,.t del 1 , et,:) asd n:a.n reasons 

Banks 2 to i0 % 

SOFIDE apprtc.:imately 50 % 

C.Us 10 (Not all of the C.Us have auditable and 
reliable records. This percentage could be higher.) 

Defaults in reo-payments in SOFIDE's case is due to the 
exchange rate deterioration. Since 1976 there has been a steady
decline of the Zaire curency from 1 0.5 Zaire to S 1 : Zaires 

120. Those borrower.;swho-1 a to repay the Dollar equivalent at the 
current rates have an *str)noilic,!i it Iiot imposslblet task. 

Other reasons ft*. ion -paymeitnt : 

- Certain cli-ents are :vi,dasciplined and -)imply do not pay 
even if they 1,av-- th rtesouirces. --it hers pay but take 
unauthorize.*d exte,,ded ci,.d t and ii. so doing henritfi t as 
a result of ,nfl,if -fl . 

- In ca s es wht: ! I- t 1hV Ioans,1 have', bt.'I h 1sed fol the 
acquisi t lin of nion-product ive asset, (houses , cars 
etc) rpaym.-nt :nay be. di f f cu 1 t becaus,: no ne,,w f inds are 
genera ,d. 



96 

Bad management and lack of experience ; funds have ben
 
genuinely lost.
 

Dishonesty of customers. Once funds are received, the 
borrowers simpiy disappear. 

-l hntU- , ,t . .-". . . . . . ,. i- payinent are 
significant. The reason for the loss, however, is not 
considered Lad :redit management but rather dishonesty 
and embezzlement on tie, part of the main board members. 
In these instances unauthorized personal loans have 
been taken and no a(counting records m:aintain.,d in 
order to support the transact: on movements. 

2.19. Large St loar which can be nadt without nucssitating head 
of fie appr 

Banks I 1 ,o,:,:quests are centralized in Kinshasa (One 
bank mentioned (JC.' 

Deve 1opme it nan " (SOFIDE) All loan requests are 
transmitted to Kinshi-i-a wht.rf- decisions are collectively taken by
manaqemtnt or the ex ct ye board of directors. 

C. 'C: c. 50- -it the basic credit union level. 
Amounts exceeding this are referred tn the sub or board level le the 
COOCEC or UCCEC level. 

2.20. 	 Comparison between deposits and loans (for ail categories of 
customers) per branch 

Ir,overa l terms fhe loans and deposits are kept more or 
less in balance. At the bran ht:; there are signif icatly less loans 
and more deposits . II K 0:1h; sa (head office) the sit uation is 
contrary. 

C.Us : They ha v generally mor. deposits than loans. (The 
Central Bank's recent instruction restriclts lending in excess of 40 
% of the deposits). 

-. 21. 	 Recommended measures financial technical, legal 
reguatory id* ath1er s) to _el)theh _hfinancial institutions in

playing 	a more important role: towards the SMBs.
 

Answers 	have varied here:
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Banks
 

Either have no suggestions or refuse to accept 
the fact
that banks are 
doing very little towards the SMBs.
 

Others believe that 
 the State and 
 other technical
 
institutions (OPEZ/ANEZA) 
should 	provide technical ind
 manaqt,:m,,rt h,'1p 
to the SMBs so that they develop aknow- how to business and thatso 	 they becone more
creditworthy customer:; to the banks. 

Two of 
the- banks mentioned that it is 	 not .their policy
to dua w th the S!Bs. in the:ir strategic plan they
foresee 	 no change 	 in th, conom1c environment and
therefore 
 do not 	 exp, c t to implement any change to 
their current policy. 

3. 	 ANALYSIS OF THE FINDINGS
 

3.1. 	 General
 

Based on our interviews with the 
 financial institutions'
management staff, 
 were able to identify firstly
we 	 the need3 and
t,;:.. of 	project finance to the SMBs and secondly the related
constraints to 
lending hampering development in this 
sector.
 

The type of t inancing required, the economic environmeatunder which business is operating and the economic factors affecting
particularly the financial institutions are discussed hereunder. 

3.2. 	 Conditions and ruqul rements for project finance 

It is 	recognized that project finance is an 
important
element 	 influencing orowrh of the Sinal and Medium Businesses (SMBs)without 	 minimizing the importance of management and technicalassistance services which'ire 
also required if only at the initial 
dev, lopm nt Ststag.:s. 

From the credit front the needs cal be split at two 1evels 

need for routine operations (trade and wcorking 	 capital). 
and,
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need for capital acquisition (property, plant and
 

equipment).
 

The first need necessitates generally short term finance
 
whereas the second requires longer term Lund and equity. 

The terms and conditions of the credit are very important. 
Borrowing on short term facilities for financing long term 
requirements couid result in an unfavourable exposure of 
inappropriate matching of revenue and debt service requirements. At 
the inception stages of the project development, where the unit may 
be working below capacit,, th,: revenue generated is not sufficient 
to absorb the c.t: re overheads including the financial/borrowing 
costs. Nomi.nai intertst charges therefore appear high. 

The availability of such funds is influenced by the: general 
economic scene and other constraints rtelated to monetary measures. 
These factors are discussed in the following paragraphs.
 

3.3. The financial and economic scene in Zaire
 

In order to enhance development it is necessary to invest
 
and in order to invest, it is necessary to save since borrowing 
using external financing is not always possible. It is, however, not 
rational to save in a situation of galloping inflation and where the 
general interest rate is less than the rate of inflation. In such a 
situation saving by renouncing immediate utilizations results in a 
capital dlminut ron in real terms. in such ar. inflationary situation 
it is difficulr if not impossible to install and operate a money 
market systk'i of any credence 

Th, ctirre;it interest rtes in Zir were, at the.. tim', of The 
study, well be low i, lat 1on and it was therefore more economical to 
borrow funds for optr ations even if tht rat e of return on the 
opetatons is below the rate ,f inflation. To be profi table in 
micro-economic terms it i-; sufficient if the rate of rrturn on the 
investment is above the rate of interest ; in macro- economic terms, 
however, the c-pital of the business may well be regressing. .a' nq 
an .nterest rate below inflation is not economically justifiable and 
has the effect of subsidiz,ng operations which may not be profitable 
in real terms.
 

The: negative-, ratte of interest ment oned above was belli.,eved 
by some bankers to be a temporary quirk in the banking system. There 
were signs that the rate of inflation was beginning to fall and this 
should have, once again, resulted in the real rates of interest 
being positive. 
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The demand for credit well exceeds the available supply.
 
Because of economic reasons mentioned above and coupled with a lack
 
of confidence or risk uncertainty. companies as a priority will
 
attempt to borrow in local currency rather than in foreign currency
 
(exchange risk). The parent companies very often 
are reticent about 
making any foreign currency loans or injecting fresh capital because 
of the poor record of past earnings. Credit is relatively cheap and 
in the inflationary environment, enterprises prefer to borrow than 
use their own funds. Companies have therefore preferred legally ot 
otherwise to transfer out dividends, royalties, technical asslstance 
fees etc and preserve at group l-evel funos which maintain the 
purchasing power. Such funds if transferred later could result in 
exchange losses at group level or alternatively, it any debt is 
denominated :n forHign exchange, the repayment in Zaies would 
substantially increase because of exchange losses locally. Local 
credit is therefort., hi ,hly sought after but remains in short supply 
because or monetary cont.:o s. 

The monetary policy in force lacks coherennce and has a 
negat ive effect on the business operations in Zaire. One is not 
questioning the reasons for the budget deficit and the resultant 
effect on inflation. It is, however, regrettable that in order to 
contain inflat-,on (provoked by the Government deficit) severe credit 
constraints have to be imposed which eventually have the negative 
effect of hamperinig the development of the productlv( sector of the 
economy. 

Growth in the econonic sectoi has been tha rg 1 c over a 
number of years in Zaire. The investment 'Ii:nate has not 
sufficiently appealed to the investors although the Government has 
offered certain concessions and incentives- in its investment code. 
In the Iurrei.t economic cl imnaite a t i1. r-cogn ized that donor 
financing and rescheduiing..arto not enough. Pr vat e caplal flows, 
especially in the form of di rc t investmetnt by nationals and 
foreigners alike, is required. The fiscal and monetary me-asureIs also 
need s'abiliszng In ordet to giv assurance to the Investors as to
 
the general (difect lon .n which the economy is heading.
 

It has ':0 t: rc-cogn-iztd however Iha" investors' confiod nce in
 
the general eTonoinio arnd potltical, med lun-term out Iok of country
a 
is a CI ucIja. factor, befor, Ih(- at t. ct ivtno-!;s of t lnaiicial and 
fiscal i r cent ives developed by its Government an,, even considt.ed. 
In the casEI of Zaire, th s :on fidence, shat t cied durIna the 
"Zaitianizatcion" and "Radica1izat ion'" period (if the early 70s, has 
never been f ully reccvered. 

The broad economic and fiscal measures are not the s'bjecf 
of this report . The over all pol cy f ramewor k , however , i s of 
importance to the e-ntrepreneurs hecause t influences toitdecislon 
making an( has a bearing on the rate of development of the SMB's. 
The recommendatl on, and suggtstions discussed lin this report towards 

http:considt.ed


100
 

developing the SMEs and the success thereof are dependent on the
 

general eaonomic climate and stability.
 

3.4. Commercial Banks 

Following the IMF recommendations and its cwn cimmitment to 

control inflation, the Central Bank has imposed creditevere 


controls. These controls impact directly the level of operations and
 

more importantly the services which the banks can render to the 

SMBs. 

The banks encourage ilgs becaus,_, tilei lLrestcannot sav n-
rates they can aftord to pay are well below the treasury bill rates 

of fered by the Central Bank which additionally is free of corporate 

tax. Fuirthermore, of all the curreiit deposits received (of those 

ander (, months) 47 % have to be blocked at the Central Bank free of 

interest . The commerca! 1 banks theretore have less liqulidity at 

their dl sjpsal in order to gene rate profi tableL business. There is no 

interest for the baiks iii seeking 'ong term funds tram customers 

since they (the banks) can go into overdraft with the Central Bank 

usn ,arch mon6t aito" facility at an int -est cast of only 24 

%. If c~ aent: deposits were taken long term tht interest rates would 

certa:n1y havt to be ovur 24 % in order to e-ncou rage such 

depositors.
 

The "marchd :nontairt-" facilI ty octs in oppt)2ltion to the 

reserve obligation requirements. The lat tel ar s to cont rol the 

liquidity in circulation whereas the former ("marche monitair'") 
further tecyclies liquidity back into tile system and in so doing 

gives the Centr l Bank the rnfair advant age of ,arning 24 * inlkrest 
on such borrowinigs. 

Concerning t it., mon ,tary contlr I II i 1r s the pa1 Icies have 

been volat ale and subject to sudden changes. Tihet res,rv- obligation 
percentages have cianged tra in t ime to t ime and su, has tet 
composition of th, ba i Tn e sheer i ttms entte ting into the- reserve 

calculati1on. A very recent meastre was the: application of a 100 % 
Reserve Requiremeat which1 has to b applied to any CDunterpart 
Fund- held by the bank. Such ':inds caii run into tens )f m:illons of 
Zaires and banks will now be unable to pay interest on such funds. 
Such pollry m,a:asuros are .rratic, liack coherIence and force the banks 
and public ildirectly to maintain short term hotizons. 

Ite lInding const ra1nts h y,. I,-.Iltd in conmiercial banks 
playing a negligIbile role t,,owards the SlIibs . Tho baiks pr_ f or to deal 
with their lung sta nding corpoat c Ii ienit s where. more prof i table 
foreIgaI trade £ Illarac bual11tness SIS g-it .,i and where thu risk 

factor is relat iveiy low. This r ea.t:on)1ng is!: _conomically defendable. 
Furthermore the adminiistrat v- and management tine at the level of 

the banks needed to cater for the SI. Bs makes it economically 
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uninterest.ng quite apart from their lack of technical expertise. In
 
this context there is a lack of competition at the level of the
 
banks and the efficiency and marketing policies of their staff are
 
not being put to the full test or use.
 

Short term credJ ts which come under the ceilings control 
account for 80 % of the banks total lending. Medium and long term 
credits which account tor 20 % of the total bank lending, have to be 
covered by erm deFo, -t. For making term loans to the SMB, however, 
the Cenii i iank waives the necessity of nalri-ainng t er:n deposits. 
Such an exei.ption, howev,,r, does not particulary favor thitS'B 
give that the banks out of piudot banking practice ar- unlikely to 
lend long without mantaihing corresponding lon t,:ri ,iposits; 

Thie c ic , .iek's c,:' s IhoaHi. ' can t-, e! t-r,I r.dit
 
facilities which ire nn! itcted by the credit (tolrl .cnstraints:
 

Opcning letters o credit Witholt provi asoa;. ih this 
instance the customer bears the tx:Kch- iige00i4 " ;k that the 
rate of exchange to be applied will be al thl,mitlurlty of 
the L.C. (Between optning and settlement (, t.,t .C. there 
could b, a significant deterioration in th, r .s)The hank 
also has the commi tiint/risk ensulr n i. ha.; the; fore.g. 
exchange at t.ht-tim, af the itiirity. This :att2ie rIk I; 
becoming more pronoun1ces ano banks ar, hesitant at the 
moment to opo cont rm d ,. , wi.hout n f'ull .argilns 
and enstiring they have the iva ial. fou. 

- Importinq unthlr consHitnt-t theh t-er1)bank do not take 
margins and the goods are imortued an the isis of the 
approved liceiic es. The custoimr- has tht ,:tdedcredit in 
that the goods are genrally not paid foi the bank in 
local currncy unti l t he guods are taktu n out of bond. Tht, 
bank has Thei r obligation Ao finding te for-:: at this 
stage. Becaust of rho. shortage of for,: this pract i:e Is 
not widuly t cd. 

Import:rig ulndet r tae financing pr;gr ams (ug. C.T.P.I. The 
custom- bmnefting fru msuch a progiam facility does not 
put the i ocal currency up front at the time, of irporting but 
has a sp,.,cifi- schedtle of repayment by traot:he.s of up to 7 
months. 

The abt-v: mt.tnods can it: categorized as 3hort ter credit 
reprieves gran:ed to customers. The benefit availed o the SMB using 
such ac :, art- negligibl,.. 

In the present ,irrom rorment, the cntrciai bnks ar, not 
perforning the desirablt f u n c t. ion f a m r a t ig savings andos gt 
directing t.h, to' ard; prodri t :,t. Al StPs.m t, Inv iiient-: th, The 
development banks and Credit Unions could play ,i rit.. tlusltivu role 
In t his rdI 

http:uninterest.ng


102
 

3.5. Development Banks
 

The development banks are not affected by the Government's 
monetary controls (credit ceilings ; reserve obligations ; foreign 
,'rrency holding). They remain free therefore to lend to the SMBs 
and corporate clients as long as they have the available funds and 
on cond ition that the projects qualify for lending. 

"'ht- BCA has particular problems in that it dos not have 
suA:Cicllnl funds and is unable t) moe t the needs of its cust me s. 

SOFIDE on the other hand has !arg, t,,murces (A available fiuds (see 
annex to etport). 

A arge ii b,:e t the-' OFDE ci -.nts ore in t he S1i.B bracket 
and in valeu iuant ftr up to 5"' i, of the total lendings. This is 
in sharp c a 't t 1t1h(- commercial banks. SOFIDE, however suffers 
fro; a vary hiqh rate or default (clients eithur bankrupt or slow to 
;ay). The reasn fr the high dAtam t rate is that th loa.s are 
designated i; fre ign currency i5(d the repayments in Zaires are 
calculated at tiht rales; ruling at th. time of repayment. With the 
Zaire curre cyonst antiy devaI i ,q, this has resulted in repriyments 
which art beyond the capab!i t1i. of t he borroWers. 

it is interesting to note ad fa" to say tha. the SMBs have 
been attracted a, SOFIDE min0 b,1 LlS, , the corrmerci al banks are 
unable to any u tf. - , teras SOFIDE is farprovidte he lp -coonlm 
less interesting a proposition thon th, commericial banks becaust, (.t 
the very high effective and real inttest 'ost:; of the former. 

The men t his rocgol1 :d thi pihI t:: 
reducing the ,.e cost, .bri tli i,-i tion the 

r has s anid as a me-anIs Of 
y 7f ha ished app of 

turnover tax (CCA - 18 't) (on injter(st charqges calcularv:d .,II fortign 
currencl loans. The (;OVuiclnent Is also stuid ng tht i.p] c it Ion of 
an exchanq: guarantee m chanism whh will r-duce th,: bhbrun ut 
exchange losses to the cust oners. In tihe proposed documnent, a funid 
will be set up funded by borrower fees, grants etc and will b,- used 
to off-set part of the exchange lsses (50 % currently proposed). 
The concept of the quarant,-,: fund and th,_ appli cation thefreal is 
very much a new idea and at the planng oa rad stage. The eve.nItual 
appl icat ion could t ak, sveral onth:;. 

3.6. Th.e Credit Unions (Cts) 

The C.Us have a potential for growth and could further 
greatly the development of the SMs. 
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The C.Us have a vast network in the rural areas and they

provide the primary service needed by the populatioi, that of
 
savings. The savings are not necessarily long term and the
 
individual deposits are relatively small. The members place so much
 
importance on the safecustody of their savings and the area in which 
they operate that they arto not really concerned that the interest 
rates are as low as 4 %. to 6 %, i.e. largely below inflation. 

The C. Us focus their lundings to their members who fall very 
much in the lower size category of the SMBs. These are art sanal 
groups lacking sophist icat ion and who are not yet industrialized. 
They are -ge in numbers, promising and very often employ as little
 
as 10 20 per-sons (as appren ti!s). Such groups are unable to 
obtain ,iiycredit from tle banking sector becauset amongst other
 
lending 
 const raints, they are unabl t, ro present any plausable
 
security. They thertretore! work with miiinor borrowed funds (from family
 
members or the C.Us) and tor security can onI y pret.selt the

traditlin:tV "familly' or- "creis.nrity"' guarantee.
 

The main setback o(f th, C .J; is that the organization has
 
not been given !much crtede.nc, t Government leve] and has been 
allowed to gi ow without any st r ict guidance and monitoring. As a 
result they do not havt a strong manage men t str cture, and 
administrative polici:!; to ensure" that they oplrat o an et ficlint 
basis. Several frauds and emz lement s ha t therefore been 
pe[peftratezd by sanagiement in th, mtcant ;mte. Thlls si tlatio,, howu%er, 
is known to th, Central Bank and steps aru be ing t aken to 
fundamental ly c-hange the orgai zat Ional str u tur of th, C.Us. 
Technical h(1p is being rendered in part by the Canadians. 
The change re.quirQd, however, in organization, methods and c:ont ois 
etc is significant and could take, a number of years to install. More 
donor hl, p I S roquired and mort so at tbe technical and
 
administrative luvel rather than pure financing for working capital
 
purposes.
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Cash laddeposits 14.199 1.094 5.163 669 	 2.566
1.262 	 1.104
 

Property,PHlt lideqaipilit 1.530 520 533 13 29 57 63
 

16.429 	 7.614 5.696 612 1.291 2.623 
 1.247
 

Deposit a14liabilities 14.166 6.933 4.950 622 	 2.415
1.204 	 1.106
 

Capital a d 1eserTes 1.452 611 647 I 11 
 1 52
 

letained 0arnials 111 63 99 52 
 76 207 89
 

16.429 
 7.614 5.696 682 1.291 2.623 1.247
 

letprofit foryear(after tax} 110 40 24
99 	 60 I01 09
 

Cross lcote 2.146 1.52 1.061 139 201 
 311 382
 

latios
 

lt profit "Gross ilcome 1 3.1 2.6 9.3 17.2 	 26.7
29.1 	 23.3
 

- letProfit/Capital t 7.5 7.6 15.3 

- letprofit/Capit&. lployed 7.0 7.1 13.2 * I 	 * 

- ClrreAt Issets/Curreat
liabilities 1.0 1.4 1.0 1.1 1.0 
 1.1 1.1
 

NB 	 Certain ratios have not been included in order not to render the
 
figures meaningless. The distortions arise becauae 
certain banks
 
have not revalued their fixed assets and accordingly their
 
reserves are materially understated. Others that have revalued,
 
have not all done so as of December 31, 1986. With the high
 
inflation in the past years and with no uniform accounting policy
 
in this regard (ie inflation accounting), any comparison of
 
figures to assess relative performance becomes necessarily misleading.
 



CREDIT CEILINGS
 
(As of Hay 22, 1987)
 

Zaires
 
(millions)
 

Short term credit 
 12.041
 

Medium and long term credit 2.247
 

Total credit 
 14.288
 

Split between 

Credit "Repartis" 

Agriculture 3.026 
Manufacturing Industry 1.275 
Distribution 980 
Transport 272 
Other (including World Bank) 4.212 

9.765
 

Credit "Non-r6partis"
 

Cotton, Fibres, Sugar
 
+ Agriculture 2.275
 

Medium + long term 2.248
 

4.523
 

14.288
 

N.B. : As from June 1987 the credits ("Repartis" and "Non-repartis")
 
have been merged into one single ceiling (see page ). Authorization
 
is now not needed from the Central Bank for any type of lending. The
 
commercial banks have to ensure, however, that 7 % and 5 % of their
 
individual ceilings are used to finance agricultural and investment
 
projects respectively.
 



T1E CRMIT UNIONS 

(C2Q/CPG4 OX)CEf/CFAZ a c 

Number of Bran-hes 34 36 29 
- Kinshasa Rexlicn (20) (16) (10) 
- Other Reqions (14) (20) (19) 

Employees 512 206 U6 
Saving D_ pxsits 
Total As3ets 

Z 626 millions 
Z 685 millions 

Z 167.520.248 
Z 154.911.901 

Z 33.605.787 
? 

31/12/86 

Loans Z 68.460.416 Z 13.147.309 Z 4.434.592 
Interest on Deposits 6 % 6 % 3% 
Interest on loans 12 %to 42 % 15 % 5 %to 20% 
Loan DIraticn 15 months 12 ux iths 12 months 
%of upaid loans 
Uses of furns 

5 - 10 % 
- Trade 50 % 

70% (?) + 9% 
Small trade 

- House repairs 40 % Purchase oi coffee 
and agricultural 
produce j 



PARTICIPATION OF SOIDE LENDING TO
 
THE SMALL AND MEDIUM BUSINESSES
 

1970 - 1986
 

NUMBER OF PROJE~CTS TOTAL INTERVENTION (000 Z)

YEARS 'Ita lndix~q -&j%-
 % Tobtal value- SMB prtion% 

in number portion1 

1970 5 2 40 1.300 80 6,15
 

1971 I8 9 50 5.580 655 11,71 
1972 12 4 33 2.257 305 13,58 
1973 19 10 52 4.562 1.211 26,55 
1974 26 13 50 7.278 1.680 23,08 
1975 24 14 58 5.010 890 17,77
1976 36 17 47 10.100 3.140 31,09 
1977 51 33 65 22.017 8.091 36,75
1978 ,16 29 63 22.613 7.028 31,08 
1979 64 45 79 51.664 22.338 43,24 
1980 36 29 80 66.130 14.652 67,39 
1981 47 40 85 134.873 52.211 38,71 
1982 47 40 85 103.475 36.165 34,95 
1983 59 43 73 116.007 170.102 40,89 
1984 70 56 80 944.810 407.072 43,09 
1985 75 67 89 1.589.897 703.372 44,24 
1986 70 62 88 1.238.893 722.424 58 

705 513 72,7 4.626.466 2.181.416 47 
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CHAPTER 5: SURVEY OF THE TRAINING INSTITUTIONS
 

The research on the locally available training centers
 
focused on those which might be able to answer the needs of small
 
and middle size enterprises, SMEs for short, since they already
 
provide technical or managerial training for the workers, employeees
 
or middle and top managers in private firms and parastatals or in
 
the Civil Service.
 

A number of the most highly regarded and best endowed, both
 
financially and in qualified trainers, of these centers operate
 
within large private and public companies such as ONATRA, GECAMINES
 
- EXPLOITATION, SNCZ, REGIDESO, CHANIMETAL and so on. Usually they
 
are not open to outsiders.
 

Other centers are specialized in training and recycling
 
human resources and their programs and resources are designed and
 
organized to serve the employed adult market at large. Our study is
 
based on the latter category and, for those, we have documented the
 
following as far as the informatioa was made available:
 

- Organization;
 
- Type of training offered;
 
- Training methodology used;
 
- Clientele and admission criteria;
 
- Duration of the programs;
 
- Assistance from outside Agencies, and
 
- Financing.
 

The following eight institutions were researched with the
 
objective of providing USAID with the information on their
 
operations and sbme indications of their results and image:
 

- INPP;
 
- CEPETEDE;
 
- CADICEC;
 
- CIDEP;
 
- ISST;
 
- IZAM;
 
- CENACOF, and
 
- CPCZ.
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1. INSTITUT NATIONAL DE PREPARATION PROFESSIONNELLE (INPP)
 

INPP is a parastatal which has been created in June 
 1962 by

statutory order n0 206. However its activities have ef-ectively

started only in 1966 with the technical and finaricial assistance of 
the International Labour Office (ILO) . It is ;orth noting that this 
assistance came to an end in 1972.
 

It is, by far, the largest and best funded (compulsory tax
 
on salaries) of all the training institutions reviewed. It is known
 
to provide an adequate service in training workers but is 
not highly

regarded with concerns the training of middle-managers.
 

INPP is a parastatal under the "Technical Tutelle" of the
 
"D6partement du Travail et de la Pr6voyance Sociale" (Labour

Min.stry). After independance, the initial objectives of INPP were
 
centered )n the training of skilled 
workers and of the supervisory

staff (i.e. foremen) in order to 
 replace departing expatriates by

local staft in industria] companies.
 

Generally speaking, the mission of INPP is to contribute
 
towards the development of local human resources and thus towards
 
the achievement of the country's objectives of economic and social
 
development.
 

Until 1972, the role played by INPP on the one hand and the
 
National Education on 
the other hand were clearly distinct. The
 
National Education had to train young people before they could enter
 
the labour market, whereas INPP was in charge of the training of
 
workers and administrative staff already employed.
 

The distinction 
 of roles between the National Education and
 
INPP is now in question since the technical schools, whose
 
functionning costs more than classical schools, are not 
sufficiently
 
developed to meet all the needs.
 

For this reason, INPP now goes far beyond its traditional
 
framework of intervention for 
 the benefit of workers and employees

and takes charges of the training of young and jobless people 
in
 
manual disciplines.
 

Finally, it is interesting to point out that the law

specifies that INPP has no monopoly in 
recycling the staff of
 
companies in Zaire but that 
it has the right to control the quality

of the training given by companies themselves and eventually by
 
other private institutions.
 

INPP is financed -rough a tax that all companies, public or
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private, have to pay. This tax is proportional to the salary cost of
 
the enterprises.
 

INPP offers training in five cities. The Regional Direction
 
of Kinshasa whose offices are on the 66me rue at Limete, was opened
 
in 1966. The Direction of Boma in 1969, the one of Lubumbashi in
 
1971 and the one of Kisangani in 1973. The agency of Bukavu was
 
established in 1981.
 

There is a plan to establish INPP training Centres in the
 
other regions of the country but their creation and their opening
 
are still conditioned by the financial possibilities of INPP. For
 
the time being, no precise timetable can be given for those new
 
openings.
 

i.1. Oiqanization
 

The organizational structure of training at INPP is divided
 
into two main elements.
 

The actual teaching is carried-out by the Regional
 
Directions of Kinshasa, Boma, Lubumbashi and Kisangani and the
 
branch of Bukavu. These are supervised by the "Direction Technique".
 

The programs design, the methodology and the teaching
 
methods and some research are the responsibility of the "Direction
 
des Etudes" at headquarters.
 

Some data on the number of trainees of the four Regional
 
Directions and of the Agency of Bukavu are displayed in pages 113 to
 
116.
 

There is no need of any particular comments on tae
 
organizational structure. However these figures demons,:rates that
 
the overhead in general, and particularly the number of teachers, is
 
very high compared to the actual training activities performed and
 
the efficiency of the overall organization does not rank very high.
 
A full 60 % of the budget of INPP is used outside teaching. These
 
are detailed and commented hereafter.
 

For instance, one might notice that some Regional Directions
 
have teaching sections fully staffed though they did not give any
 
teaching in that speciality, at least in 1986. It is the case of the
 
Regional Direction of Kinshasa writh the electrotechnic service. The
 
same Direction, and the Direction of Kisangani, are noticeable by
 
having a Tra'ning Methodology Unit with two people each, whereas in
 
the other Directions this activity is organized and 3upervised by
 
the teachers themselves, each trainer in his speciality and in any
 
case, this service is redundant with the Direction of Studies at
 
headquarters
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Finally, one can notice the importance of the personnel of

the Administrative and Financial Departments conpared to the
 
teaching staff. The ratio of the administrative staff with regards

to the total staff reads as follows 24 % for Kinshasa (although it

is located near headquarters), 41% 
 for Boma, 37 % for Lubumbashi,
 
51 % for Kisangani and 50 % for Bukavu, 
or a total of 107 people out
 
of 311 employees in the Regional Directions and at the Agency of
 
Bukavu.
 

Those percentages are the more since all
high almost the

administrative and financial operations 
 are done at headquarters

which itself has an important administrative staff of about 194
 
people (including the General Direction, Internal Audit, the
 
Administrative and Financial Direction and the Direction of External
 
Relations, but excluding the 23 people of the Direction of Studies).
 

Given the fact that 
 the salaries represent about 70 % of
 
INPP expenses, the overhead seems out of all proportion compared to
 
the resources directly allocated to teaching.
 

The Direction of Studies is organized in 4 services:
 

Department of Planning:
 
Its main assignment is to ensure external 
contacts with
 
other training institutions in Zaire and in Africa in
 
general. The aim is to gather relevant information on the
 
evolution of 
the teaching given by those institutions and to
 
analyse the benefits that 
 INPP could draw from their
 
experience 
 or from an eventual collaboration. This
 
Department includes 6 peoplc, which seems very high for the
 
type of work to be done, esp~cially as a great many contacts
 
are already taken care of at LUl level of 
the Direction.
 

Moreover we were able 
 to notice that the existing

documentation in the Direction of Studies 
 on courses taught

by other zairean institutions (Centres of Training of public

companies such as the G~camines or ONATRA, for example) or
 
by foreign ones was almost non existent except for a huge

collection of technical 
files from the Centre Inter-Africain
 
pour le D6veloppement de la Fo,,iation (CIADFOR) in Abidjan.
 

The exchanges of educational documents seems to be very
 
limited.
 

Department of Methodology and Programmes:

It is composed of 
five people and is in charge of designing

and adapting teaching methods and programmes. Besides, it
 
must ensure the follow-up of educational services of
 
Regional Directions and the retraining of 
INPP teachers. If
 
this Department carried out its mission completly the number
 
of the staff would seem reasonable, however 
one can notice
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that during these last years only the Executive Secretaries'
 
training programme of has been remodelled. The Direction of
 
Studies has other planned projects: in-service training, to
 
make the psychology services more dynamic, training programs
 
in electronics and electricity with Japanese assistance and
 
training in general mechanics with Italian assistance.
 
However, the activities have not really starded yet.
 

As for the actions ol adapting the programmes to companies
 
within which an integrated training has been planned, they
 
are ensured by the staff or Regional Directions themselves.
 

Finally, we were told that this Department did not carry out
 
any systematic retraining actions of INPP teachers at
 
regular intervals (for example once a year). Only new
 
teachers are trained to educational methods of INPP.
 

Thus, it: appears that the actual production of the staff of
 
this department is far below the organization's Deeds. In
 
fact the majority of courses taught at INPP are adaptations
 
from AFPA programmes realized during the early 1970's, or
 
are old programmes designed with BIT experts' assistance
 
between 1966 and 1972.
 

Department of Labour Psycholoay:
 
It is in charge of supervising the psychology services of
 
the Regional Di.ections and of adapting and carrying out
 
employment tests for the benefit of companies. This
 
Department is composed of five agents.
 

We could not obtain information about the number of
 
companies which have actually asked for this
 
Department'services.
 

Moreover, the supervision of the regional psychology
 
services seems to be limited by logistic problems
 
(transportazion). Given available information, it is
 
difficult to give one's opinion on the productive capacity
 
of that Department's agents and on the extent to which its
 
mission is realized.
 

Department of Technical Studies:
 
It has two agents and is in charge of all new training
 
projects sponsored by international cooperation agencies
 
(Japanese or Italian projects, for example). It is also in
 
charge of the assistance to companies in the creation of
 
internal training centres. The actual activities conducted
 
in the framework of the second mission of this Department
 
seem very limited. For instance G~camines created between
 
1981 and 1984 an important trainLng centre for its workers
 
and managers with the collaboration of Canadian experts
 
without associating INPP and particularly its Department of
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Technical Studies. It does not 
even have any information on
 
the organization of that Centre, its activities, its
 
realizations and has no copies of the numerous educational
 
documents designed and used.
 

In addition to the above mentionned main tasks, the
 
Direction of Studies undertakes, at the request of the General
 
Direction, studies concerning the internal administration o' INPP
 
and is responsible for the management of the library and of the
 
archives.
 

For lack of organization and of budget, the last point seems
 
to be neglected and the available documentation at INPP is extremely
 
limited and obsolete. The existano information is hardly accessible
 
for lack of filing equipment and procedures, of indexing and of 
follow-up of books and documents lent and given back. It is worth 
noting that an assistance of CIADFOR has been planned in order to 
reorganize that service.
 

Finally, it is important to point out that the Direction of
 
Studies does not play any official role in the control of the
 
quality of the teaching staff of Regional Directions. This fLils
 
within the competence of the Technical Direction which supervises
 
them directly. This his organization entails potential risks of
 
"interest conflicts", that Direction being at the same time judge
 
and jury in that matter.
 

In conclusion, it seems that the numbe. of 23 agents of that
 
Direction is supernumerary compared to its real activities, although

the task to carry out is immense. With the available staff, that
 
Direction could undertake many more activities and complete

successfully a lot more effective realizations than it does at 
t'he
 
moment.
 

1.2. Traininq offered
 

The training offered by INPP is of two kinds : integrated
 
and external..
 

It is said to be integrated when it is carried out within
 
the premises of the companies whose personnel is trained by INPP.
 
This kind of training reserves 20 % of the total duration of 
the
 
program to theoretical courses and 80 % to practical training

supervised by INPP teache-s at the trainees' place of work.
 

It is said to be external when the whole teaching programme,

including practical tasks, take place in INPP premises.
 

In view of the mission of INPP, we can distinguish t;o kinds
 
of potential needs to be met. On the one hand, new needs (of the
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macro-economic type) stemming from the evolution of the labour
 
market in Zaire and from the introduction or the development of new
 
jobs because, for example, of the establishment of companies in new 
industrial areas (chemistry, iron and steel industry) or else the
 
appearance of nev technology (computers). On the other hand, already
 
existing general or specialized needs (of the micro-economic type)
 
specific to a company or a category of existing companies. In this
 
category we find, for instance, the retraining cf a category of 
workers in an existiig craft in order to improve their productive 
capacity, or the introduction in the company, of a new production 
technique (tar instance, arc-welding). 

INPP does not use any formal method to identify the new 
developing need which would allow it to get ready in advance in 
order to meet the requir!2ments of the labour market. The only 
existing document on which to base a prospective analysis at the 
training needs in the medium ana long term is the five-year plan of 
the Republic of Zaire which determines the main economic development 
orientations and in particular industriel development in Zaire. 
However, even th,_,o its data are not sb ject to any :inzilysis at the 
level of the potential impact on the trainig needs to be met in the 
future by the services of INPP.
 

An attempt of col laboration between INPP and the ANEZA in 
the definition of traininu needs in the long-terx according to the
 
evolution o the labour market in Zaire did not ei.d up producing any 
pratcical results.
 

The lack of training program planning in the medium and long
 
term by IEPP is reflected in the abseace of new courses taught since 
the development of training courses in management started at the 
beginning of the 1970's. The range of courses taught not only is not 
diversified enough, especially at the technical level, but it has 
not changed since the creation of INPP.
 

The lack of formal mechanism to identify new labour market
 
needs risks to lead to a certain inadequacy between the real needs
 
of the employers and the possibility of training offered by iNPP.
 
One might think, for example, of the need to teach the new computer
 
programming languages (Pascal, Language "C") which more and more
 
replace, in the rest of the world, the older ones (PL 1, Fortran,
 
Cobol).
 

As regards the existing training needs, it is necessary to
 
distinguish between the needs which are common to a category of
 
companies (for instance recycling Executive Secretary or metal
 
workers) and the specific needs of a unique company that wishes to
 
recycle part of its personnel according to its specific requirements
 
(specific type of machinery recently purchased or loss of
 
prod'wt!il~y for instance).
 



There again for tho first categozy, there is no formal
 
mechanism which ,ould allow INPP to keep up to date, 
 at regular

inter,-als, with the requirements of existing companies. INPP does
 
not carry out systematic investigations of its affiliated members.
 
The existence of a questionnaire designed to that effect might well
 
exist, but we have been unable to get a ccpy cither at 
the Direction
 
of Studies nor at the Technical Direction. In any case, it is not
 
used.
 

Only when thu feed-bock at a large ,umber of. client 
companies is negative dues some analyisis theof adequacy ot INPP
 
training programs seems to be carried out. However, given the low
 
number of companies that have benefitted from INP services during
the last three years (see chart above, and the relatively limited
 
number ol contacts between the Technical Direction and the employert.
(about 30 per year according to that Direction), INPP runs the risk 
of not being informed, or ot being in crned too late of the needs in 
changing its teaching (content and methods). 

The Direction of Studies should probably look into the
 
problem that 
 could explain the lcw numbar of companies that have 
recourse to INPP services and the relatively important drop of 
integrated actions in the total of training. 

With ragards the specific training needs of the affiliated 
companies, the contacts are generally made at the companies
initiative, in a lesser number ot cases at NPP's, either through
supervisors and teachers of integrated training who discover new 
training needs, or by courtesy visits that 
the Technical Direction,
 
or Regional Directions sometime- ma).e. 

In a small. number of rases, that analysis of specific needs
 
leads to the design of a new program by INPP.
 

Sometimes INPP att6mpts to group companies have
which 

similar needs in order 
to maximize training activities, on the level
 
of content as well as on the logistic one.
 

There is no formal mechanism for the setting of priorities

of actions at the level of INPP between the different type of
 
applicants. According to the Direction of Studies, INPP tends to
 
make its decision on the basis of the 
size of the applicant company

and whishes that youngsters and unemployed do not exceed 25 % of the
 
total number of people it trains. In practice this figure is higher
 
given the relative constanit increase of the jobless compared to
 
workers and employees trained.
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1.3. Mechanism used for program design
 

As said above, INPP has initiated very few new general
 
programs during the last years. Most of the programmes taught at
 
present are composed of courses designed in the 1960's with BIT
 
experts, or adapted in the 1970' from courses circulated by the
 
AFPA.
 

Since then very few new educational material has been
 
designed, except the training programme of Executive Secretaries,
 
already mentioned, which was subject to a significative revision by
 
the Direction of Studies following comments from employers.
 

It is the responsibility of the Direction of Studies at
 
headquarters t design new programs but Regional Directions can also
 
contribute to it.
 

As regards the methodology used for common program design,
 
the actions undertaken with the assistance of the ILO and the
 
adaption ot the AFPA programs are too ancient to represent the
 
methods now used by INPP.
 

As far as integrated teaching is concerned the
 
responsibility to design the courses modules specifically adapted to
 
the needs of the company in which this integrated training is going
 
to take place belongs to the Regional Directions.
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The mechanism used is standard and consists in the following

steps.
 

The Technical Manager or more generally his assistant
 
goes to the applicant company in order to define
 
exactly what the needs are.
 

He talks with the concerned managers and the workers 
or
 
employees to be trained 
 in order to identify existing
 
problems, the number of 
people to train, the objectives
 
pursued, the available resources, etc. This step can
 
last 2 or 3 days.
 

- According to that analysis, INPP gives the Head of the 
teaching department copcerned (mechanics, for instance)
the responsibility to carry out a preliminary survey in 
the company. This survey aims at gathering the purely

technical data which are necessary to design 
 the
 
integrated programme specifically adapted to the needs
 
of the company in which it is to 
 take place. Relevant
 
modules are then developed or adapted from existing
 
programs.
 

- That preliminary survey is presented and discussed with 
the INPP's "Committee of Methods" which meets first to
 
examine whether the action 
 can be undertaken and then
 
to control the quality of the courses which have been
 
designed to meet the company's request.
 

- According to the decision taken by the Committee, a
 
training contract (including the terms of reference and
 
objectives) is then prepared and, if the company agrees

with its content, the training action can star'.
 

The design of an integrated programme usually lasts from 10
 
to 15 days since the tech-iical services work essentially on basis of

existing material. For this 
reason, TNPP is able to answer, within a

delay of about three weeks, to 
 a request for training assistance
 
introduced by a local company.
 

According to 
 the Technical Direction, an integrated action

lasts around 3 months at the rate of 2 to 4 teaching hours a day and
 
the rest in practical follow-up. An external action (traditional

program taught at INPP) lasts 
 from 6 to 9 months. The students
 
attend on a full-time basis from Monday to Friday, during opening
 
hours.
 

No evening classes which would allow a whole category of

workers and 
 employees to improve themselves outside their working

hours are organized by INPP. Apparently, transportation and security
 



which prevent the Institution to offer
 
are the major constraints 

this service.
 

Finally, training by correspondance has 
been abandoned after
 

of communication problems between the
 
an unsuccessful try because 


INPP and its students scattered on a vast territory.
 

1.4. Characteristics and evolution of the teaching methods
 

have remained very

As regards the pedagogai methods, they 


traditional and consists in theoretical lectures and practical works
 

time ago by the AFPA to train
some
which follows the model used 


adults (active and participative methods).
 

we were told that some original educational
 
Although 


yeaching material had been developed by INPP'staff
 
techniques and 


case studies or "role-playing

such as, for instance, the use of 


find any

games" for the training of managers, we have been unable to 


the relevant documentation.
trace of 


not used although the "Fonds
methods are 


Europden de D~veloppement" gave INPP the necessary equipment several

Audio-visual 


years ago. That donation concerned only projection 
material and INPP
 

has not yet purchased any training video-cassettes 
although there is
 

on the
a very reasonable price, 

a vast choice of these, at 


does not make
It must be noticed that INPP

international market. 
 educational
purchase of that type of 

budgetary provision for the 


for general documentation.
material, not even 


INPP wishes to produce its own audio-visual documents and
 

an external assistance (USAID) which would allow
 seems to wait for 

the already
 

to equip a video laboratory in order to benefit from 

.t is totally unused. The
 

acquired projection equipment. Meanwhile 

in transparencies


only audio-visual aids which are now used consist 


produced locally and used with overhead projectors.
 

permanent INPP teachers, are not regularly recycled.
The 

a short seminar to familiarize
 

Only newly hired teachers go through 
 INPP. However it
 
them with the training methods and material used at 


the low rate of the rotation of the
 
must be pointed out that 


that methods do not change very
personnel coupled with the fact 

as as the quality


much, do not make recycling a high priority long 


of the teaching given by each lecturer is regularly assessed. If
 

is no systematic internal recycling, some INPP lecturers have
 
there 


context of international
abroad training in the
been sent for 


assistance projects.
 

to Turin in Italy to be trained in
 
In 1985, 30 teachers went 


In 1986, 5 teachers went to Japan in the
 
job classification. 


to the equipment
programme linked
framework of automobile mechanic 




115
 

donation planned by that country. In 1987, it is planned that 12
 
people will go to Milan, in the framework of a similar assistance by
 
Italy, to be retrained in general and agricultural maintenance
 
mechanics. Those retraining periods can last from 3 to 6 months..
 
INPP expects also a positive impact from the development of contacts
 
dnd exchanges of experiences with other african training
 
institutions such as the "Centre-Africain pour le D6veloppement de
 
la Formation" (CIADFOR) in Abidjan and "l'Association des
 
Institutions de Formation et de Perfectionnement en Management
 
d'Afrique Francophone" (AIMAF) recently created in Ivory Coast.
 
However, the contacts between CIADFOR and INPP which go back to 1978
 
do not seem to have yielded much concrete results, neither in terms
 
of program content, nor with regards the training methods and
 
teaching material used by INPP.
 

Some teachers of technical courses are som-times sent in
 
companies that intioduce technological novelties. INPP also
 
maintains informal contacts with other public or private Zairian
 
training institutions for adults such as the "Centre de
 
Perfectionnement aux Techniques du D~veloppement" (CEPETEDE), the
 
"Institut Zairois de Management" (IZAM), the Centre Inter-

Disciplinaire pour le D6veloppement de l'Education Permanente"
 
(CIDEP), the "Centre inter-Disciplinaire pour le D6veloppement de
 
l'Education Permanente" (CIDEP), the "Centre National de
 
Coordination de !a Formation au D~veloppement" (CENACOF) or the
 
"Centre de Promotion en Management et D~veloppement" (CEPROMAD).
 

The contribution cf those informal contacts to the
 
distribution of roles (in order to avoid duplication) and to the
 
improvement of programs and of educational methods is difficult to
 
assess but it does not seem to be very high.
 

The law stipulates that INPP has no monopoly in recycling
 
Zairian companies' employees and managers, but that it gives it the
 
right to control the quality of the training given by companies
 
themselves and by other private institutions.
 

1.5. Quaglity control mechanism
 

The Technical Direction has a team of technical inspectors
 
who have the responsibility of controlling the quality of INPP's
 
teaching. As already mentioned, this might present the risk of
 
"conflicts of interest", in the sense that 
the same Direction which
 
is responsible for carrying-out the teaching activities is also
 
responsible for the evaluation of their quality.
 

Apart from the individual evaluation realized at the end of
 
the training program, there is no formal mechanism to appreciate,
 
after several months, the real impact of INPP's teaching in terms of
 

i
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productivity improvement or quality of the work performed by the
 
staff trained at INPP.
 

If such a mechanism is extremely difficult to implement for
 
the unemployed (it would nevertheless be useful to know if the INPP
 
training certificate helped these students integrate the labour
 
market), it is not the same for workers and employees. An evaluation
 
questionnaire could systematically be sent to their employer after
 
a period of 3, 6 or 9 months, in order to ask them if the trained
 
staff has really displayed new abilities and if the training has
 
been efficient. But that survey, although crucial for any training
 
institution is not carried out in a formal way and we have not been
 
able to discover any trace of a questionnaire for that purpose
 
though we had been told it used to exist.
 

This presents the danger of believing that everything is all
 
right for lack of comments, while their lack would denote that
 
employers lose interest in the k d of training offered by INPP.
 
Consequentely, corrective measures would not be taken in time. The
 
small number of companies, though affiliated and paying for the
 
service, which have recourse to JNPP and the decrease of the
 
percentage of integrated actions are disturbing elements that should
 
prompt INPP to launch an operation to assess the pertinence and the
 
quality of its training actions. Companies and organizations which
 
are compelled to pay, through the tax, jor INPP's operations havw
 
the right to expect a satisfactory service.
 

1.6. Analysis of INPP's traininq activities
 

The information that was available at the moment of our
 
mission on training activities undertaken by INPP during the last
 
three years has been synthetized in the four following tables. An
 
analysis of these data has been done and is displayed in the
 
following sections of comments.
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TABLE 1
 

GENERAL EVOLUTION OF THE IPPP TRAINING ACTIVITY
 

(The figures of 1986 have been extrapolated on 12 months from the available
 
figures) 

1984 

Nber % 

Integrated actions 60 44.0 
External action 78 56.C 

TOTAL OF ACTIONS 138 100.0 


Quant/Value 


Number trained 2,244 

Teaching hours 35,082 

Number ot teachers 151 


Number of companies
 
and institutions served
 
(without internal
 
actions at the INPP) 65 


Total expenses 


Number 'rained/
 
teacher 


Number trained/
 
training action 


Teaching hours!
 
teacher 


Cost per training
 
action 


Cost per trained
 
person 


1984 


Not available 


14.8 


16.3 


232 


Not available 


Not available 


1985 


Nber 

124 51.0 

118 49.0 

242 100.0 


Quant/Value 


3,4].4 

47,410 

151 


82 


1985 


Not available 


22.6 


14.1 


313 


Not available 


Not available 


1986 Growth
 

Nber % in %
 

68 33.0 4 13.3 
137 67.0 + 75.6 

205 100.0 + 48.5
 

Quant/Value % of
 
growth
 

3,733 + 66.0
 
50,532 + 44.0
 

163 + 8.0
 

109 + 67,7
 

1986 	 % of
 
growth
 

Not available Not av.
 

22.9 	 + 55.0
 

18.2 + 11.6 

310 4 33.0 

870,730 Not avail. 

47,752 Not avail.
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TABLE 2
 

BETWEEN REGIONAL DIRECTIONS
COMPARISON OF ACTIVITIES 


1986
 

12 months)
(Extrapolation of figures available on 


Kinshasa Boma L'shi Kinsagani Bukavu Total
 

28.8 % 7.3 % 100.0 %
7.9 %
45.3 % 10.7 %
Training actions 

4.3 % 2.9 % 67.9 % 11.7 % 13.2 % 100.0 %
 

Integrated 

9.5 % 5.1 % 5.1 % 100.0 %
65.7 % 14.6 %
External 


3.1 % 100.0 %
% 22.0 %
Number of teachers 51.0 16.5 % 7.4 % 


6.9 % 100.0 %
 
lumber trained 52.6 % 13.0 ' 20.4 % 7.1 % 


57.2 % 12.4 5 12.1 % 14.5 % 3.8 % 100.0 % 
Teaching hours 


16.8 % 20.9 % 15.7 % 5.1 % 100.0 %' 
Direct expenses 41.5 


L'shi Kisangani Bukavu AverageKinshasa Boma 


348 232 168 612 379 347
 

RATIOS 


Hours taught/teacher 


Integra ted actions/ 
3.2 % 9.0 % 78.0 % 53.3 % 56.2 % 39.9 %


Total actions 


Direct cost/
 
Z 505.733 Z 153.125 Z 252.084
 

Training actions Z 215.268 Z 368.454 Z 170.813 


Direct cost/
 
Z 10.172 Z 16.713 Z 13.225 Z 28.626 Z 9.496 Z 15.616
 

trained person 


Number or companies
 
and institutions
 
served (real figures
 
for 1986, without
 
internal training
 

13 13 23 14 21
 
at the INPP) 44 
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1.6.1. Evolution of the type of training
 

The percentage of integrated actions, i.e. the specific
 
training given within an individual company or institution's
 
premises (on-the-job training), is low about one-third of the total
 
while the objective of the technical direction would be to realize
 
at leant EC % of that kind of teaching since it believes it is the
 
most profitabl, for the trainees.
 

The share of integrated actions compared to the total of
 
training actions carried by INFP has dramatically decreased between
 
1984 and 1986, from 44 % of the total in 19e4 to 33 % in 1986.
 

There has been a growth of each category of training
 
activities since !NPP conducted 48 % more actions in 1986 than in
 
1984 (205 against 138) but integrated actions have increased by only
 
13 % (from 50 to 58) whereas external actions have increased by 76 %
 
(from 78 to 137).
 

One Regional Direction, the "Direction R6gionale de
 
Lubumbashi", represented alone more than 70 % of all the integrated
 
training actions of INPP while the "Direction de Kinshasa", the
 
largest, had only 4 %.
 

This tends to show that the contacts of INPP with companies
 
are not developed enough. The average yearly number of companies and
 
institutions that have benefited from INPP'services over the past 3
 
years is only 85, which represents approximately 1,2 % of the total
 
of companies which pay contributions.
 

This unfavoraLle trend puts INPP at risk of slowly infringe
 
on the mandate of the more traditional training institutions, such
 
as those which are dependent on the National Education Ministry, and
 
for that reason, of going away from its original mission which
 
stressed tf.e training and recycling of workers, employees and 
middle-managers rather than the education of the young, or 
unemployed people. 

1.6.2. Teachers'productivity
 

hours taught by a teacher during one year are very few: 310
 
hours on average (extrapolation on 12 months of available figures,
 
i.e. until 30/9/86). Even if one takes into account that a teacher
 
has to reserve part of his time for the preparation of his lesson
 
and for administrative tasks, that figure, though it has increased
 
by 50 * between 1984 and 1986 (up from 232 teaching hours per year),
 
remains far below Lhe standards of the protession. Moreover, as the
 
ccntent of almost all the courses has remained the same year after
 
year, the time imparted to preparation should decrease in accordance
 
with the the teachers' learning curve.
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If a minimum of 1,600 hours (200 days of 8 hours) are
 
available per year, allowing for holidays, illnesses, public
 
holidays, at least half or at the minimum one-third could be devoted
 
to the teaching itself. This would represent about 530 hours per
 
year or an increase of 53 % compared to the present figure. At least
 
in one direction (Kisangani), teachers teach an average of 612 hours
 
per year which is nearer to the standards of the profession.
 

1.6.3. Number of persons trained
 

INPP had trained only 3'138 people (extrapolated figuies) in
 
1986 compared to 2,244 in 1984. Although this represents an increase
 
of 63 % in 3 years, those figures remain very low compared to the
 
potential market and to the immense needs.
 

INPP had a ratio of only 18 registered students per teacher
 
in 1986. Although small classes contribute to the teaching quality
 
by enabling each teacher to supervise his students better, those
 
figures are annual and the per,:entage of integrated actions, which
 
obviously tend to decrease the ratio, was very small in several
 
regions. This ratio could be improved without INPP reaching the
 
limit from which crowded classes could lead to the deterioration of
 
the quality of the training.
 

With the same teaching staff, it would probably be possible
 
to to train more people or, at least, to conduct more integrated
 
training for the benefit of the same number of people.
 

The increase of 12 % .f that ratio over the past 3 years is
 
not really signi: cative as it can very well have been caused by the
 
decrease by a similar value (11 %) of the percentage of the
 
integrated actions.
 

1.6.4. Number of companies henefitting from training actions
 

As far as the number of companies and institutions which
 
benefitted from training services of INPP is concerned, the
 
situation is also disturbing. Indeed, only 109 companies and
 
institutions in the whole country had their workers and employees
 
recycled in 1986. The increase from 65 companies and institutions in
 
1904 is important, because it represents nearly 68 %, but the 
absolute figure remains very low compared to the number of 
affiliated companies, about 7,000. 

Only 1.5 % of companies and institutions of the potential
 
market have benefitted from INPP services in 1986. Without
 
justifying it in no way, this figure might explain the difference
 
between the companies who actually pay their dues and those who are
 
affiliated. Indeed, companies and institutions may have some reasons
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to believe that they are far from benefitting from the service for
 
which they are legally obliged to pay.
 

1.6.5. Distribution of the training actions
 

It is rossible to 
notice an evolution ir the distribution of
training activities carried out 
 by INPP, but for lack of precise

need analysis, it is difficult 
to evaluate its relevance.
 

Training actions the of
in field administration and
management have increased from 32 % to 37 % of 
the total of actions
 
carried out between 1984 and 1986, while technical training actions
 
have decreased, in relative terms from 54 % to 49 %.
 

The 2 types of training have increased in absolute value but
 
the actions in the technical field have increased of only 1,3 %
while those in the administrative field have increased of 27 % over
 
the past 3 years. At the same 
time, the number of trained people

compared to the total has increased from 37 to 48 % for actions in

the administrative field, whereas it decreased from 43 % to 
 39 % in
 
the technica] domain. 

Again the absolute number ef trained people increased in thetwo type of training but the number in the technical domain has 
increased less 
 (+ 14.5 %) than the one in the administrative domain
 
(+ 60 %) in the 3 years considered.
 

It would be important to analyze the real causes of that

evolution and to ascertain 
 that it corresponds to the needs of

companies rather than to the internal policy of 
 the INPP's teaching

staff, or to the Institution's financial problems. Indeed one could
 
consider management training "more than
as noble" manual jobs

technical training else
or the lack of financial and technical
 
resources and equipment (for instance tools) could restrict 
 INPP to
 
a type of teaching which isless costly and easier to organize.
 

1.'7. Financ .n
 

The direct cost, including the salary of regional directions
 
staff, stood at an 
average Z 252,000 per training action or Z 15,600
 
per trainee in 1986. If we add the 
 overhed and headquarters
 
expenses to those direct 
 costs the figure jumps to Z 871,000 per

training action and Z 47,000 per trainee, which i' very high.
 

Administrative expenses contribute to 
 i increase of 300 %
 
to the cost of training which seems excessive.
 

Indeed, if we admit that the average monthly 
 salary of a
worker or employee, categories which represent, outside young people
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by INPP, was
and the unemployed, the majority of people trained 


about Z 4,000 in 1986, we notice that expenses devoted to training
 

or 
to recycling one person is almost equivalent to a full year of
 

salary. Consequentely, one can question the relevance and social
 

profitability of INPP actions towards the young and unemployed. With
 

the same financial resources, a full year job could be made
 
no to companies.
available to a large number of people at cost 


1.8. 	 Comments on the activities and realizations of each
 

direction
 

1.8.1. 	 Regional Direction of Kinshasa
 

With 61 % of the total teachers 	 of INPP, the Regional
 
the training actions,
Direction of Kinshasa carries out only 45 % of 


trains 32.5 % of the total number of students and uses 57 % of the
 

teaching hours' total.
 

Only 1476 people have been trained and only 44 institutions
 

and companies have bcnefitted from INPP' services in 9 months of
 

activity in 1986. Those figures are low compared to the importance
 

the labour market and of the needs of the region of Kinshasa.
of 


Moreover, the Direction 	 of Kinshasa has organized only 2
 
the total (70 on 30/09/1986).
integrated actions, or only 3 % of 


Consequentely, this Direction should make more efforts in
 

order to serve the companies of Kinshasa and to make sure that it
 

meets their training/retraining needs.
 

The direct cost of a training action carried out by the
 

Direction of Kinshasa is Z 215,000 or Z 10,000 per trained person
 

which is slightly lower than INPP average. Even if those figures
 

seem favourable, they are stil] to be compared to the very small
 

number of integrated actions, which are more expensive than external
 
thus hide a less favourable financial performance.
actions, and can 


Unfortunately, the lack of cost accounting makes it impossible to
 

draw any conclusion on that subject.
 

The Regional Direction of Kinshasa distributes its training
 

actions between administration and management (41 %, or 625 trained
 

people) and technical training (57 %, or 839 trained people).
 

It must be pointed out that the 	 Direction of Kinshasa
 

represents 75 % of INPP's total number of training actions in
 

general mechanics, 55 % in motorization, 80 % in electrotechnics, 60
 

'.in metal-working and welding and 100 % in electronics and in
 

building and construction.
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It is the only one to offer a management trAining course for
 
the small and medium-sized enterprises' managers. This course has so
 
far met with limited success.
 

1.8.2. Regional Direction of Boma
 

With 16,5 % of INPP's available teachers, the Regional
 
Direction of Bona trains only 13 6 of the total number of trainees
 
and teaches only 12,5 % of teaching hours. In addition, it carries
 
out only 11 % of the total of INPP training actions.
 

In 1986, that direction trained only 364 people and served
 
only 13 companies and institutions of its region.
 

Hours taught annually per teacher stood at 232 hours in 
1986, which is far under INPP' s average of 347 hcirs, which is 
already very low. 

Moreover, only 9 % of i i actions are integrated and only 7 
% of the total number of trained people have been trained in 
technical jobs, or 25 people only. No training has been given in
 
electronics, building and construction or in metal-working.
 

A training a'.tion at the fegional Direction of Boma has a 
direct cost of Z 368,000, which represents 2 16, 700 per trained
 
person. This is higher than INPP's average. 

These data and ratios show that the productivity and the
 
profitability of that direction are very low and that it probably
 
does not contribute as much as it should, and probably could, to tive
 
attainment of the goals assigned to INPF.
 

1.8.3. Regional Direction of Lubuambashi
 

With 22 % ot the available teachers, the Regional Direction
 
of Lubumbashi has trained only 20,5 % of the total number of
 
students and has taught only 12 % of the teaching hours of INPP.
 

That Direction has the lowest number of teaching hours given
 
per year and per teacher, with 168 hours.
 

On the bright side, integrated actions represent 78 % of the
 
training actions of that direction which is an excellent
 
performance. Alone, it carries out nearly 70 % of all the integrated
 
actions of lUPP.
 

The figure of 13 institutions and companies which have 
benefitted from its actions in 1986 tends to prove that it reserves 
its servizes to "big" clients. Pez huips the importance of integrated 
actions can account for the small number of hours taught per 

(0 &j 
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is possible that 	training supervision within
teacher. Indeed, it 

companies has not been included in those figures.
 

in a region
It is surprising to notice that technical jobs 


where the industry is important, represent only 20 % of trained
 

people whereas training to management represents 60 %. This is
 
large companies of Shaba
perhaps accounted for by the fact that 


possess, for technical training, their own training centres and
 
teachings.
therefore have recourse to 	 INPP only for other types of 


that 42 % of people trained by INPP in
Indeed, it is noticed 

followed 	 in management. They
Lubumbashi (233 people) have a course 


a sign of the maturity
all came from large parastatals. It might be 

market which, because of a long tradition
of the industrial labour 


or thanks to a high stability, requires little technical recycling.
 

It might also mean that the Regional Direction dedicates itself
 

mainly to meeting the needs of local large companies without trying
 

to small and medium size enterprises, or to
to extend its services 

more qualified executive
craft companies which would be in need of 


staff.
 

by the Regional Dir, ction of
Training actions 	 carried out 

171,000 per training action and Z 13,000
Lubumbashi have costed Z 

is below INPP average and given the fact
 per trained person, which 


that 78 % of those actions are integrated, represents a good
 

financial performance.
 

1.8.4. Regional Direction of Kisangani
 

With 7.5 % of the available teachers, the Regional Direction
 

the total number of people trained
of Kisangani has trained 7 % of 

by INPP but has given nearly 15 % of the total of hours. The
 

teachers have taught twicw the average number of hours of other
 

directions (281 hcars).
 

That excellent ratio and the encouranging fact that 34 % of
 

actions carried out were integrated, are however associated with
 

much less positive aspects.
 

In 1986, that direction only 	199 people and barely 22 people
 
very low for a region such as
(11 *) in technical jobs, which is 


Kisangani. Only mechanics and motorization were taught in 1986.
 

are
At the same time, expenses and costs of training actions 


much higher than the average. With 7 % of the training actions and
 

7 % of the total number of people trained, that direction represents
 

16 % of the direct expenses of all the regional directions. Its
 

high costs: Z 506,000 per training
training actions reach very 

action and Z 28,600 per train2d person which is more than twice the
 

average of other regions.
 

Ll
Q& 
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1.8.5. Bukavu Branch
 

With 3 % of the available teachers, the branch of Bukavu
 

trains 7 % of all the people trained at INPP and carries out 8 % of
 

training actions. As for teaching hours taught, they are

all the 

very near the number of teacher, or 4 % of the total.
 

The branch of Bukavu divides its teaching between integrated
 

-ctions (56 %) and external ones (44 %). It is not, therefore, far
 

Direction.
from the objective set by the Technical 


That branch has trained 194 people in 1986 which is almost
 

to the total of people trained by a far more important
similar 

Direction such as Kisangani (199).
 

14 institutions and
Moreover, it has met the needs of 

in tferms of
companies of the region, a figure which is higher, 


the Regional Directions of Boma
number, than the figure reached by 


and of Lubumbashi (.3 each).
 

If one adds that training efforts are almost equally
 

"commerce and administration" (office C-nployee
distributed between 

49 % and technical jobs (workers'training) with 51 %
training) with 

not only a good productivity, but also a good
 

, one notices 

orientation ,nd distribution of activities.
 

the branch of
Finally, one notices that training actions of 


at costs far lower than the average of other
Bukavu are carried out 

% of the training actions, the direct
directions. Indeed, with 8 


expenses of the agency of Bukavu represent only 5 % of the total of
 

the direct expenses cf all regonal directions and its direct cost
 

per trained person : Z 9,500 is
 per training action: Z 183,000 or 

% less than the average of othe directions and 66 % less
nearly 33 


trains practically the saine
than the direction of Kisangani which 


numbers of people (199 against 194) in conditions that should be
 

financially more favourable (34 % in integrated against 56 %
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Given its present performance, it would be possible to
 
contemplate giving it additional resources in order to allow a more
 
varied teaching, especially in technical jobs, which for the time
 
being ace limited to general mechanics, motorization and
 
electrotechnics.
 



1. Name of the institution 


2. Address 


3. P.O. Box 


4. Phone, telex 


5. Creation date 


6. People to meet 


7. Number of lecturers and
 
permanent supervisers 


8. Training courses offered 


9. Number of trained people 


10. Training methodology 


11. Applicants 


12. Registration 


13. Fees 


14. Operating budget 
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INFORMATION SUMMARY
 

INPP
 

136, 116 rue - Zone de Limete 

1150 Limete 

20104 

°
June 1964 by Ordinance-law n
 
206
 

Citoyen IKAMBA
 

General Manager
 
Citoyen BAVO Program Manager 
Citoyen BILE Public Relations 
Director. 

163 

Technical training,
 
administration and management.
 

3.000 per year on average
 

Academic and on-the-job
 

Labour force in search of
 
employment, workers and
 
employees of parastatal and
 
private enterprises.
 

: Recommended by the employer
 

: N.D.
 

: N.D. for 1987
 

15. Financial and technical support 
 Japanese and Italian
 
cooperation, ILO
 

16. Short comments 
 Fair image for technical
 
training, efforts to shift
 
towards management training is
 
not met 

Teaching 

compared 

resources. 

companies 


with much success.
 
actions limited
 
to available
 

Fewer and fewer
 
use service.
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2. 	 CENTRE DE PERFECTIONNEMENT AUX TECHNIQUES DE DEVELOPPEMENT
 
(CEPETEDE)
 

The CEPETEDE was created in September 1981 at the initiative
 
of the following institutions :
 

tho Executive Council represented by the Portfolio
 
Ministry;
 

-
 the Bank of Zaire;
 
-
 the "Office de Gestion de la Dette Publique" (OGEDEP);
 
-
 the "Soci6t6 Financi~re de D~veloppement" (SOFIDE);
 

Later some other institutions have joined the above ones:
 

- the National Association o Zaire Firms (ANEZA); 
- the "Fonds de Convention du Developpement" (FCD).
 

The CEPEDETE is a non-profit-making association governed by
 
the zairian law, according to the statutory order of September 18,
 
1965.
 

The association aims at training and recycling managers in
 
the development techniques in general, and especially in the
 
evaluation and the management of agricultural and industrial
 
projects. However, it can carry out all the activities directly or
 
indirectly related to its training mandate.
 

The CEPETEDE is presently located on the first floor of the
 
ATC building in Kinshasa. It occupies a surface of 600 m2 of air
conditioned premises including 3 classrooms, 12 offices, a computer
 
room and some annexes. Classrooms can hold up to 150 participants.
 

2.1. 	 Oganization
 

The CEPETEDE is managed by a Board of Directors composed of
 
three members. Each member is assisted by a deputy.
 

No one can be Director if he has not got a deep knowledge of
 
the activities of the Centre and if he does not hold out a training
 
and experience level compatible with his responsibilities.
 

CAL
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Moreover, the permanent staff which was of 3 people is, at
 
present, of 12 professionnals as fnllows:
 

General Manaaer:
 
Cit. KANDOLO wa KASHALA who used to be Director of the
 
Research De'artment at SCFIDE is now on secondment at
 
CEPETEDE.
 

- Director of studies: 
Mr Joil CONAN is in charge of pedagogy. He is French 
and is put at the disposal of CEPEDEDE by the French 
Ministry of External Relations, Cooperation and 
Development. He holds a Ph.D degree in Management. 

- Head of the Mzcro-Ecoiomy Department: 
Mr Michel S..INT- ARMAND is in charge of coordinating 
all the training activities and is especially 
responsible for training in financial and economic 
analysis of projects. 

- Head of tie Departme,,t of Agricultural Projects: 
Mr Andr6 MARQUIS is responsible for all training 
activities in Business Management and in Agricultural 
Production projects. He is also responsible for the 
organization of short seminars and counselling 
activities in private arid public companies ard in 
agricultural projects. 

- Head of the Computer Training Unit: 
Mr Alain MEDEVILLE is responsible foi training in 
micro-computers. He is a mumber of the french technical 
assistance. 

- Head of the Business Management Department: 
Cit. MUSENGA TSHIMPANGIIA is in charge of coordinating
 
all his module activities and of carrying out or
 
leading counselling missionu, in companies. He is also a
 
lecturer at the University of Kinshasa.
 

- Common-core modules and training in financial analysis: 
Cit KABUYA KAYAMBALA. Former trainee at CEPEDETE, Cit. 
KABUYA is on secondment to CEPEDETE from the Portfolio 
Department. ipart from his pedagogical functions, he 
also has administrative and financial responsibilities 
in the management of CEPEDETE. 

- Macro-Economy Department Attache: 
Cit. KUZONDISA MBONGO ,s responsible for training and
 
macro-economic studies whithin this Department. He is
 
professor at the University of Kinshasa.
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Attach6 at the Department of Agricultural Projects:
 
of training in
Cit. BULABANGA BUSHIMANA is in charge 


Department and also responsible for research in
this 

the field of cattle breedings' management.
 

Commercial -xecutive:
 
Cit. KABE' NYONGA is responsible for CEPETEDE's
 

commercial relations. He also
 managemer :ontrol and 

lectures .., group dynamics.
 

Pedagogic supervisor:
 
assistant to the
Cit. MWANI SASA-NKATU is a pedagogic 


Head of the Direction of Studies.
 

Training in Financial and Banking Institutions:
 

Mr Daniel LABBE, put at the disposal of the CEPEDETE by
 

the World Bank and the french "Fonds & lad'Aide 

Cooperation" (FAC). 

interventions areApart from the permanent staff, many 

or outside experts.
carried out by local 


Up to now, 141 lecturers have intervened at CEPETEDE and are
 

divided up as follows :
 

- Local lecturers : 101 ('4.8 %) 
- Zairians: 75 (55.5 V; 
- Expatriates: 26 (19.2 %). 

- Foreign lecturers: 34 (25.2 ) 
- Europeans: 28 (20.7 %); 
- Africans: 5 (3.7 %); 
- North American: 1 (0.9 %). 

the permanent lecturers are professors at
The majority of 

the University of Kinshasa.
 

The administrative support staff is presently composed of 32
 

people :
 

- 7 secretaries; 
- 1 chief accountant; 
- 1 accountant; 
- 1 intendant; 

1 switchboard operator;
 
4 drivers;
 
5 workers for maintenance and security.
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2.2. Training services offered
 

The training program at CEPETEDE is either long-term and
 
includes a common-core and optional courses or short-term and
 
consists mainly in seminars.
 

The training is not carried-out in the offices of the
 
companies but rather at CEPETEDE's and is organized as follows:
 

- Common-core: 
The common-core includes compulsory courses in 
Financial Analysis and Business Financing. Its duration 
is of 15 weeks of 5 days (6h/day) i.e. 480 hours.
 

- Optional courses:
 
- Business Management: The duration 
 is of 14 weeks
 

i.e. 420 hours. 
- Analysis, Evaluition and Follow-up of projects: 

The duration is of 14 weeks, i.e. 420 hours. 
- Management of Financ.ng and Banking Institutions: 

The duration is of 14 weeks or 420 hours. 
- Business Management and Management of Projects of 

Agricultural Production: The duration is 23 weeks 
or 780 hours. 

Short triining and free-choice training:
 
Short training essentially revolves around the
 
organization of seminars at the initiative of either
 
private and public organizations or of CEPETEDE.
 

The common-core module which in 1987 is at its 11th session
 
is generally the subject of two sessions per year.
 

2.3. Typ_ of teaching and methodoloqy
 

The training given at CEPETEDE is "full-time", at the rate
 
of 6 hours a day and during 5 days per week.
 

It is at the same time a theoretical and practical teaching,
 
based on active educational methods which devotes 75 % of the time
 
to case studies and to group work.
 

The cases are drawn from documents prepared by the Institut
 
Franqais de Gestion (IFG).
 

http:Financ.ng
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The methodology consists in:
 

- Lectures;
 
- Debates;
 
- Meetings and discussions with guest lecturers;
 
- Visits to industries, to completed projects or projects
 

in the process of being finalized; 
- Case study. The material that allows the study of those 

cases mainly coies from the Institut Franqais de 
Gestion, but is adapted to the local contexc by the 
Centre's permanent staff. 

- Simulation games with a computer (Business games and 
macro-economic games). 

- Writing of an individual paper 

Courses are prepared by the permnent staff of CEPETEDE even
 
if they are given by outside experts or consultants. This precaution
 
has been taken in order to safeguard the quality of the teaching
 
given and to exert an adequate control over it.
 

The CEPEDETE benefits from the World Bank and fron the
 
French Cooperation financial assistance.
 

The CEPETEDE has a variety of material necessary to its good
 
functioning:
 

Electric typing machines (IBM 96 typewriters);
 
- An APPLE II computer with printer;
 
- 6 IBM PC/AT computers with printers and a plotter;
 
- Duplication equipment; 
- A library of more than 1.000 books covering the 

subjects taught by the Centre. 

2.4. Clients and conditions of admission at CEPETEDE
 

Applicants to the common-core module must be introduced by
 

the official authority of their company or administration.
 

The candidates must:
 

- hold a university degree (licence, engineer's degree, 
...) or a training and experience deemed equivalent by 
the admission jury; 

- have a professional experience of a minimum of 2 years; 
- Wrive an admission essay describing their previous and 

present professional activities and displaying the 
reasons of their application for a training at 
CEPETEDE; 

- Take a written test of logics, arithmetics and 
accountancy (non eliminatory test); 
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Be interviewed by the administrative staff of the
 
Centre. During this interview their motivations and
 
their availability are examined.
 

Applications are presented to the CEPETEDE thrcugh a
 
standardize, file. They are examined by an admission jury which is
 
the only one entitled to decide on the admission.
 

The admission of an applicant becomes effective only after
 
payment of registration fees. A downpayment of 50 % at the end of
 
the second mc.ith ot the module is required.
 

The clients of CEPETEDE come from the civil service
 
(Department of Planning, of Finance, of Agriculture) as well as from
 
parastatal and private companies, especially from the banking and
 
financial sector. The trainees hold positions which vary from
 
employee (highly-skilled) to the level of Director or Head of
 
Department.
 

2.5. Actions realized
 

CEPETEDE opened up on March 1st, 1982. On March 13, 1987,
 
CEPETEDE had trained 2.549 persons during long-term courses as well
 
as ducing shrfrt seminars. This figure includes 124 executives of
 
zairean organizations and 15 of foreign organizations and represents
 
55.439 man/days of training.
 

The trainees of CEPETEDE are exclusively composed of adults
 
employed by public or private companies, who are recommended by
 
their employers. The companies finance their training. Men as well
 
as at women are admitted. The clients'average age is 35 years.
 

The standard course is composed of the common-core module
 
and of an optional specialized module. The participants can
 
undertake the optional module either immediately after the common
core or after an interruption of some months.
 

Trainees have to write an individual paper in which they are
 
encouraged to draw upon their professional experience and the
 
knowledge acquired during the module. This paper is presented before
 
a jury headed by the Director of the Centre.
 

The diploma is granted at the end of the course to the
 
participants who have obtained a general average of at least 11/20
 
in all the tests of 
control and who have attended their dissertation
 
satisfactorily. The achievement of the average of 11/20 in common
core module is a prerequisite for admission to the optional modules.
 

The average success rate at CEPETEDE is 88,2 %. 
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in contact
the Centre strives to remain 

The direction of 


receives feed-back from
and regularly
with the business world 

their employees or executives to be trained
 

companies that have sent 


at the Centre.
 

tries to use outside lecturers, in addition to
 
CEPETEDE 


permanent teachers from the Centre.
 

sectors: universities,

Those outside experts come from all 


various business
 
companies, international cooperation, and from 


sectors.
 

evaluate the training

CEPETEDE has developed a method to 


private companies, of Ministries such as
 
needs of parastatals and 


and of international projects. All
 
Portfolio,
Finance, Plan and the
selected on 


leaders are remunerated and they are 

outside course 

basis of their acknowledged competence and experience.
 

2.6. Services to SMEs
 

a project called "PME-SHABA" (Small

The Centre has developed 


and Medium sized Enterprises).
 

the CEPETEDE has organized 14
 From January to December 1985, 

training or recycling the managers of
 

seminars aiming mainly at 

in SHABA in modern management
and Medium size Enterprises
Small 


science and techniques.
 

the company managers were to
 those seminars,
At the end of to
 
dysfunctions within their organizations and 


be able to identify 

by naving recourse to
themselves or
implement solutions either by 


for in the framework of that
 
the consulting structure provided 


project.
 

This SME training program was financed by the European Funds
 

for Development (FED).
 

intervention and
 
The 14 weeks have involved about 70 days of 


tackled, mostly theoretically, were
 the various themes 


- presentation of the project;
 
- basic accounting;
 
- financial management;
 
- calculation of cost price;
 
- commercial management;
 
- budget preparation and control;
 
- choice of investments;
 
- treas,ry management;
 
- production management;
 
- personnel management;
 

- inventory management;
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- micro-L'rwyuter; 
- management control; 
- simulation game; 

2.7. Financing of CEPETEDE
 

No detailed financial statements were made available but the
 
Centre has nevertheless given the following information about the
 
evolution of its turnover:
 

(current Zaires) 
1982 1983 1984 

Z 2.000.000 Z 4.000.000 Z 8.000.000 

1985 1986
 
Z 16.000.000 Z 40.000.000
 

CEPETEDE costs per participant are Z 92.000 for the common
core and Z 69.000 for all the specialized modules. The Business
 
Management and Agriculture Projects modules costs Z 180.000 per
 
participant.
 

CEPETEDE charges Z 2.000 per person/day for short training
 
and Z 3.000 for the long training. This low cost is accounted for by
 
the fact that the Cei.trc operating cost is partially subsidized,
 
especially as far as expatriates' salaries are concerned, and most
 
of it-s investments were financed through grants.
 

The financial resources of the Centre come from several
 
origins :
 

- Zairean origin (71%): Working credit provided by the 
Zairean Government (1%), dues of associate members 
(1%), tuition fees (24%), counselling actions, surveys, 
seminars and miscellaneous (45%). 

- Foreign origin (29%): equipment credits and transfer of 
four experts on account of the "Minist~re des Relations 
Ext~rieures, Coopiration et D6velopment", technical 
assistance component of the lines of credits granted by 
the World Bank to the SOFIDE (1983, 1985 and 1987) 
intended to finance foreign experts' interventions and 
to buy the equipment. 

2.8. Comments
 

CEPETEDE seems to arouse much interest among local
 
companies. Several private and public organizations seek the
 

r
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collaboration of the CEPETEDE for the training and the improvement
 
of their managers.
 

Its permanent or guests lecturers are dedicated and
 
competent and have a good experience either in teaching or in
 
Business Management.
 

Training at CEPETEDE is centered on Business Management, and
 
especially on Financial Management and Economic Analysis.
 

CEPETEDE benefits from the financial assistance of a number
 
of international cooperation agencies and for this reason has at its
 
disposal all the appropriate documentation and didactic material for
 
the training it gives.
 

The training programme of CEPETEDE is geared to the needs of
 
the managing staff of large companies and public organizations.
 
However, it can also design programs aimed at Small and Medium
 
Enterprises if need be. In this respect, the experimentation carried
 
out for the Small and Medium Enterprises in SHABA, although not
 
conclusive on the point of view of the clients because too general
 
and theoretical, was nevertheless a good experience.
 

In spite of its successes, CEPETEDE must still fight in
 
order to definitely compel recognition and struggle against the
 
tendency of some companies to send their managers outside the
 
country for a trainina they could acquire locally at CEPETEDE.
 

It is to be feared that company executives demonstrate a far
 
greater enthusiasm for training outside the country than at
 
CEPETEDE, even if the quality, not to mention the relevance, of the
 
courses is certainly what most of them require.
 

Finally, it is worth noting that some information asked in
 
the interview questionnaire has not been given because it was not
 
available at the moment of our interview. It is the case, for
 
example, of the financial information.
 

M LI
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INFORMATION SUMMARY
 

1. Name of the institution 


2. Address 


3. P.O.Box 


4. Phone 


5. Creation date 


6. Officials to meet 


7. Number of lecturers
 
and permanent supervisers 


8. Number of yearly trained people 


9. Subjects treated 


10. Training method 


11. Beneficiaries 


12. Registration 


13. Fees 


14. Operating budget 


15. Financial and technical support 


16. Short comments 


CEPETEDE
 

Ist floor, ATC Building
 
Place Tombalbaye
 
Zone de la Gombe
 

989 Kinshasa I
 

22019 - 23854
 

September 1981
 

Cit. KANKONLO wa KASHALA
 

General Manager
 
Mr. Jo6 CONAN
 
Program Director
 

12
 

500 in average
 

Financial management
 
General managewaent
 
Management and agricultural
 
production projects
 

Practical and theoretical
 

Senior staff of large private
 
enterprises and parastatal and
 
senior civil servants
 

On recommendation hy the
 
employer
 

Comprehensive levels : Z 92.000
 
spacial et module : Z 69.000
 

In 1986 : Z 40.000.000
 

French Cooperation, IFG,
 

World Bank
 

'ell appreciated by the
 
partners. Provides appropriate
 
training programs. Motivated
 
staff. Eificient organization.
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3. 	 CENTRE CHRETIEN D'ACTION POUR DIRIGEANTS ET CADRES
 
DENTREPRISES AU ZAIRE (CADICEC)
 

CADICEC was created in 1956. It is a non-profit making

organisation whose objectives are:
 

- To give 	to business leaders the opportunity to meet and
 
discuss 	matters of ccmmon interest;
 

- To promote and to develop the consciousness of
 
christian ethics and christian behaviour towards others
 
within industrial society.
 

- To develop all the initiatives aimed at improving the 
quality of human relations in the enterprises; 

- To train employees and business leaders and to provide 
them with various information required for a better 
management. 

CADICEC is located in Gombe, 32, Av. Tombalbaye. It is
 
housed in an 8 rooms building.
 

Because 	of the cramped state of 
 itspresent installations,
 
CADICEC plans to shift to the "Rwindi Building".
 

3.J. 	 Organization 

The personnel of CADICEC is as follows:
 

A Secretary General: Father EKWA BIS ISAL, S.J. He is a
 
former catholic Education Bureau Chairman (BEC) and a
 
former secretary general of the catholic international
 
education organization based in Brussels. He has been
 
CADICEC chairman since 1983.
 

The secretary general is assisted by 12 aids, 6 women
 
and 6 men. Their appointments are as follows
 
- three typists
 
- a publication and training manager, she is a
 

"gradu6e" in religious sciences (theology and
 
philosophy).
 

-
 a legal 	adviser
 
-- an 	accountant in charge of finance
 
- an 	economic data analyst
 
- a bookkeeper
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a public relations offi.er 
an editorial staff officer in charge of 
supervising all texts relating to training 
an office clerk 

3.2. Services provided
 

To achieve its aims, CADICEC organises colloquia, debates,
 
meetings for business 'eaders, senior and junior administrative
 
employees, personnel oificers, officers in charge of finance,
 
executive secretaries, etc ...
 

Topics covered by the seminars vary in accordance with the
 
needs of the enter-.ses and the time they make their personnel
 
available.
 

CADICEC is not only commited to training but also to
 
publishing information especially on labour legislation. CADICEC has
 
recently set up an information and consulting center to help the
 
SMEs.
 

CADICEC is organizing seminars throughout the year.
 

The training is mainly oriented towards practical activities
 
for ernployees and employers.
 

To lecture in its various seminars, colloquia and
 
conferences, CADICEC, through its national and international contact
 
network, tries to invite local consultants and external lecturers
 
from all over the world. At the national level, CADICEC cooperates
 
with OPEZ, CENACOF and ANEZA.
 

This Institution has been getting grants from the Adenauer
 
Fondatin and from the Belgian overseas cooperation:
 

CADICEC has been associated with UNIAPAC sii.ce 1973. It also
 
works with business and community leaders of other African countries
 
united by the same Christian ethics on social relations which places
 
the human dimension above the economic dimension.
 

Thanks to the assistance of a number of external
 
organizations, CADICEC has the resources to operate regularly.
 

The institution owns an important library necessary to deal
 
with the participants' needs. It publishes its own News Bulletin.
 

CADICEC has a computer, duplication equipment ard some
 
audio-visual material.
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3.3. Clientele and registration conditions
 

CADICEC's main training efforts 2re directed towards the
 
medium-size local private companies and towards the following
 
clientele:
 

- Executive Secretaries;
 
- Heads of Personnel Departments; 
- Financial Officers, and
 
- since 1986 employees and employers of SMEs.
 

Once a month an evening debating conference is arranged for
 
company chairmen and executives. Participants are sent by
 
enterprises which pay all their expenses. Admission is not subject
 
to any other conditions.
 

On average CADICEC yearly trains:
 
- 60 Executive Secretaries;
 
- 60 Head of Personnel Departments;
 
- 100 to 150 Financial Officers.
 

CADICEC does not use an internal evaluation system to check
 
the quality and relevance of its actions nor does it systematically
 
assess the impact of its action on the enterprises or its image
 
whithin those enterprises.
 

3.4. Comments
 

CADICEC is a creation of the Zairian enterprises' christian
 
leaders. It is first and foremost a meeting place which aims at
 
providing a link between executives who have the same problems and
 
Christian business ethic preoccupations.
 

In addition, CADICEC provides a number of information
 
services on various aspects of the business environment and of the
 
financial and employment legislation in Zaire and train employees
 
and small-scale businessmen in basic financial and personnel
 
management.
 

Some consulting and training services are now offered to
 
help Christian business leaders solve a number of social problems in
 
their companies and their employees' families. For instance it
 
offers basic training in potentially profitable ventures such as
 
dress making, shoe repairing, auto repair, food parlor management,
 
etc...
 

Given its limited training goals, CADICEC has a good
 
reputation.
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INFORMATION SUMMARY
 

1. Name of the institution 	 CADICEC
 

2. Address 	 32/13, Av. Tombalbaye
 

3. P.O.BOX 	 3417 KIN/GOMBE
 

4. Phone 	 25033
 

5. Date of creation : 	 1956
 

6. Officials to meet : Father EKWA ESI ASAL S.J.
 
Secretary General
 

Ctne MUJINGA
 
publication and training manager
 

7. Number of lecturers and
 
permanent supervisors 6
 

8. Number of trained persons: 	 500 per year on avergo
 

9. Applicants 	 Executive Secretaries, Financral Officers
 
Head of personnel departments, SME
 
leaders.
 

l0.Application conditions 	 Any senior employee of a CADICEC member
 
private enterprise.
 

l1.Participation cost : 	 2.000 to 3.000 Z per participant.
 

12.Registra-ion : 	 on recommadation
 

13.Operating budget : 	 Not available
 

14.Organization financing : 	 Belgian Cooperation & Technical
 
Cooperation, OXFAM, Adenauer Foundation
 

15.Short comment 	 CADICEC's information service is well
 
regarded by the small and medium
 
businessmen. The adequacy and efficiency
 
of its some-fhat limited training actions
 
are nevertheless appreciated because very
 
pratctical and directly applicable in the
 
companies.
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4. 	 CENTRE INTERDISCIPLINAIRE 
 POUR L'EDUCATION PERMANENTE
 
(CIDEP)
 

The "Interdisciplinary 
 Centre 	for Permanent Education"

(CIDEP) 	was created by the order n0 
154/81 	of october 7th 1981.
 

CIDEP is a service of the Ministry of Higher Education,

University and Research.
 

Its first objectives were 
 to train already employed people

giving them the opportunity to obtain a university degree a few
 years after they had left school. Less ambitiously, the objective

later shifted towaLds the development and organization of seminars

and conferences to recycle civil 	 servants and employers of the

private companies. CIDEP aims at 
 playing an interli.nking role

between 	the university and the economic sector 
(public and private

companies).
 

CIDFP 	headquarters are located 
 at the corner of Av.
Mandariniers and 
 Av. du 	 24 Novembre in Gombe. It is an 
old, ill
serviced, one-storey building of 24 offices.
 

As CIDEP is no longer dealing with usual standard education,
its former classrooms 
are now used as offices for researches and
 
permanent administral -..
e personnel.
 

4.1. 	 Or ganzation
 

CIDEP is supervised by the Ministry 
 for Hiaher Education,

University and Scientific Research and is run by a Secretary General
 
assisted by two Officers, one dealing with program 
and the other
 
with the administration.
 

CIDEP has a staff 
 of 185 among whom 64 researchers ,id 121

administrative and technical personnel of various qualifications.
 

The Secretary General, 	 PANIJKA
Citoyen D'ZENTIMA, is
"licenci&" in Economics. He 
is a former Academic Secretary of ISTA,

former Director General of ISP/Gombe and former Director General of
 
ISC.
 

All the professionnals have, 
 as a minimum, a "licenci6"
 
degree and some have more cualifications in adult education.
 

CIDEP is represented in all the regions of 
the Republic.
 

I-%1
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4.2. Training Program
 

CIDEP provides training in
 

- Rural development management; 
- Management of non-Government organizations, Small and 

Medium and Community Association; 
- Management of public entreprises and institutions
- Recycling of Civil Service administration officers.
 

Seminars for senior staff are generally organized during tle
 
week-end in order not to alter the weekly timetable of these senior
 
officers. The training of managers and technicians of non
 
governmental organisations (SMEs) and community Associations take
 
from 5 to 15 days.
 

The number of sessizns per year depends on the requests from
 
the organizations which are interested. CIDEP receives an average of
 
25 participants per session. CIDEP is operational throughout the
 
year.
 

CIDEP courses are provided in the form of seminars. It is an
 
informal and practical education. The educational method used are
 
the presentation of repc:ts, tutorials and case study.
 

4.3. External cooperation
 

CIDEP collaborates with several foreign universities as well
 
as some professional organizations and individuals.
 

At the international level, the important contribution of
 
the Belgian cooperation to the administrative training centre must
 
be pointed out. That centre is under CIDtP Supervision. It is
 
dealing with the training of Senior officers from decentralized
 
organism and those working in the development sector.
 

CIDEP also cooperates with:
 

- The faculty of permanent education ol the Montreal 
University for the training of the professionnal staff 
of CIDEP. 

- A.I.M.A.F. (Association des Institutions de Formation 
et de Perfectionnement en Management) of which the CDA 
is a Founding member. The headquarters of this 
association are located in Abidjan; 

- CEPETEDE;
 

CLJ
 



146
 

F M C: A consulting company specialized in Management
 
training;
 

The Training Division of the "D~partement du Plan"
 
(Planning Ministry);
 

The training service of the "Banque Commerciale du
 
Zaire";
 

- the "Banque di Peuple";
Tihe training service of 


The training service of the "Banque du Zaire";
 

SEVOZA: the traiiing school of the "Voix du Zaire"
 
(Zaire Brodcasting Service).
 

CIDEP has two libraries with old books which have not been
 
renewed because of lack of financial ressources.
 

Participants in seminars organised by CIDEP must be
 
recommended by institutions they ,Tork for. In additicn the 
recommanded person must be perforning the duty relating to the 
nature of the training. 

The needs analysis for the training is made through a survey
 
within the organisation by means ot a questionnaire and interview.
 

During the last three yeirs, CIDEP has trained 500 agents
 
coming mostly from the civil service but also from a few private
 
companies.
 

The control of the quality and relevance of the training
 
offered is made during the sessions when participants are asked to
 
answer an evaluation questionnaire. In addition, a follow-up is
 
usually provided for one or two years after the session so as to
 
assess the impact of the traininq on the participants. At the same
 
time an investigatioa is made with their the employer to find out
 
whether the training improved either the work performance or the
 
attitude of the trainee.
 

4.4. Financing
 

CIDEP is entirely financed from the budget of the "Conseil
 
Excutif" (Executive Council). The funds are considered as wholly
 
inadequate for an efficient operation and almost non-existent for
 
any kind of new investments.
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Some additional income comes from the seminars it organizes.
 
The participation fees of which are:
 

-
 Z 5.000 per day and per person for senior staff
 

-
 Z 2.000 per day and per person for middle staff
 

These two elements are the 
 sole financial ressources of
 
CIDEP. So far, no International Agency has proved to be interested
 
in CIDEP.
 

Like most public services, CIDEP is facing serious
 
functioning problems because of 
lack of finance and of the necessary
 
office supplies and equipment.
 

CIDEP is moreover facing tne problem of number of
 
applicants. Despite the many efforts undertaken, a small
only

number of organizations, including the Ministries, have sent their
 
personnel for training at CIDEP.
 

4.5. Comments
 

In spite of the restatement of its objectives towards adult
 
education, the impact of CIDEP as 
a training organization for senior
 
staff members of the public and private enterprises and
 
administrations is sca 2ely felt. On 
 the one hand, the proposed
 
programs seem to be i - structured and do not meet exactly the
 
needs of the potentia''y interested enterprises. On the other hand,

despite their univetsity degree, CID"P professionnals do not usually

have the practical experience required to train senior and middle
 
managers and the whole organization suffers from a lack of
 
credibility.
 

CIDEP nas neither the training aaterial 
 nor the appropriate

documentation which would he necessary to 
 achieve its training

goals. The efficiency of its training actions started being
 
questioned from that moment. 
 Its public image among the potential

clientele is far from being bright. In the long run, 
 one can wonder
 
whether this centre should be dissolved or at least completely

changed by entrusting it with new clearly identified target and
 
endowing it with appropriate financial resources.
 

The bad condition of CIDEP building reflects its less than
 
adequate public image.
 

C L
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INFORMATION SUMMARY
 

1. Name of the institutiou: 


2. Address 


3. P.O.BOX 


4. Phone 


5. Date of creation 


6. Officials to meet 


7. Number of lecturers & permanent
 
supervisors 


8. Trained persons p2r year 


9. Subjects lectured 


10.Training methodology 


1l.Participation cost 


12.Operating budget 


13.Applicants 


14.Registration 


15.Supporting organization 


16.Short comment 


C I D E P
 

On the crossroad of Av. Mandariniers
 
& Av. 24 Novembre - Gombe
 

/
 

/
 

7th October 1981 by Ord.154
 

Cit. PANUKA DZENTIMA,
 
General Manager
 
Cit. PATY NKYIMBI
 
Officer in charge of CIDEP
 
programs
 

64
 

100 on average
 

Management, Proficiency courses for
 
teachers
 

Mostly seminars and conferences
 

5.000 Z per person
 

Not available
 

Administrative staff of the Civil
 
Service and some parastatals,
 
Teachers
 

On recommandation
 

None
 

Not very highly regarded - Not much
 
used, even by Government Departments
 
although it is a parastatal.
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5. INSTITUT SUPERIEUR DES SCIENCES DU TRAVAIL (I.S.S.T.)
 

The "Institut Sup6rieur des Sciences du Travail" (ISST) was
 
created in 1979 and is a specialized service of the Zaire Trade
 
Union (U.N.T.Za). Its targets are:
 

- To train senior staff members of the Union and client 
public and private companies in applied economic
 
science, with an emphasis on commerce and finance, and
 
deliver a diploma equivalent to a university "graduat"
 
or "licence".
 

- To organize conferences, colloquia and short-term 
training sessions for union staff members. 

- To research and publish data and texts relating to 
labour relations in Zaire and abroad. 

At the very start, the institution was created to make
 
researches in social development before becoming ISST with its
 
present orientation.
 

The ii. .ution is located within the premises of the Zaire
 
National Tradc Union (U.N.T.Za). The P.O. Bo% is: 3314
 
Kinshasa/Gombe and the phone number is: 22 364.
 

The institution makes use of the following wholly-owned
 
premises:
 

- a conference hall with a capacity of 500 people; 
- a classroom which ca house 80 people; 
- three classrooms for 40 people each; 
- a classroom for 25 people. 

Besides the classrooms, some offices are provided to the
 
senior staff officers and permanent personnel of the institute. ISST
 
ts now building a big training centre in Mont Ngafula. The
 
classrooms of ISST are properly equipped thanks to the collaboration
 
of the Afro-American labour centre.
 

5.1. Organzation
 

Thu institution is run by a Director assisted by an academic
 
secretary. At preselit, the Director is Citoyen MAMWANA MUNGONG,
 
"licenci6" in General Sociology. Previously he was the Director of
 
Studies of the Trade Union (UNTZa) before assuming the present
 
position. Ci,. VANGU KIMAKWALA is Academic Secretary.
 

http:U.N.T.Za
http:U.N.T.Za
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The institution employs 37 lecturers most of whom come, 
as
 
guest speakers, from other institutions:
 

- Lecturers fom the University and High Schools of 
Kinsnasa; 

- Private or state enterprises senior staff members or 
senior civil servants; 

- Union officers from UNTZa with a university degree, 
Ph.D. or "}icenci", qualified in Labour Relations, Law 
or in Economics. 

- Experts from different international and national 
organizations. 

5.2. Services _Available
 

ISST offers a theoretical training program. The training

comprises two sections: Labour Relations and Commerce and Finance.
 
It is open to applicants coming from outside the Trade Union but
 
apparentl this facility has not had much success yet.
 

In addition to the full time training for regular students,
 
the ISST organises seminars and symposiums for permanent union
 
agents and fur interested managers of SMEs.
 

ISST has the same academic year duration as any school. The
 
training program begins at the end of October and lasts up to July.
 

ISST training courses are entirely theoretical and the
 
course content and the pedagogy used are similar to those other
 
higher education local programs. The methodology is based on
 
lectures followed by group discussi'ns. The duration of the lectures
 
varies from 45 hours to 120 hours. Four years of training are needed
 
for graduation.
 

5.3. Outside collaboration
 

In matters of training, the institution benefits from the
 
collaboration of the ILO (International Labour Organisation) which
 
sends its experts to chair seminars for students in the third and
 
fourth years.
 

The institution also enjoys the collaboration of the UNIKIN
 
faculty of Demography.
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In addition to these regular collaboration programs, the
 
following foreign institutions have also worked with ISST:
 

- The International Institute of Social Studies in 
Geneva; 

- The Labour Studies Department of the Leuven University 

in Belgium;
 

-
 The Labour Science Institute of Belgium;
 

- The International Association o'f 
 Professional Relations
 
of the University of Paris Sorbonne;
 

- The University of Tel Aviv (Israel) for 
 studies on
 
cooperatives management.
 

The institution has a library which has been slowly
 
increasing over the years. Each lecturer must put a syllabus at the
 
students' disposal. In this matter the institute is financially and
 
technically assisted by the Afro-American Labour Centre.
 

5.4. Applcation and registration_.conditions 

Part of the student population of ISST comes direct from
 
secondary schools. Permanent union members recommended by their 
employers are welcome as well as civil servants sent 
 by their
 
administration.
 

The age of student varies from 20 to 45 years. These
 
students come mainly from Bandundu, Bas-Zaire and Kinshasa.
 

The registration conditions are as follows : 

- To be a secondary school state diploma holder or an 
equivalent certificate holder; 

- To be an employee (clerk, foreman or senior staff) from 
a private or parastatal firm or a civil servant in the 
central a local administration; 

- To pass the admission test; 

- To pay the tuition fee fixed by the ISST board. 

Since 1983, ISST has graduated 150 students in 4 academic
 
years, i.e. 30 students each year. The rate of success is close to
 
80 %. 
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In addition to the formal 
 training, the institution has
 
organised a series of conferences and seminars for permanent agents
 
and union delegates.
 

The evaluation of the quality of the training offered relies
 
mainly on the students' examinations at the end of the academic
 
year. Stddent are also given the opportunity to evaluate the
 
courses 
 they receive and their lecturers discusses these
 
evaluations. Another way of evaluating the actions carried out by

the Institute is to be found in 
letters of appraisal sent by

enterprises. These letters help 
 to assess the quality level of the
 
institution and the progress made by the students.
 

5.5. Financing
 

The important investments made in the educational field
 
consists mainly of records, tables, blackboards and the library of
 
the institute. The financing sources, in addition to limited 
funds
 
made available by the Union itself, are mainly drawn from:
 

- a financial subsidy of US $ 41.000 for 1987 from the
 
Afro-American Labour 
 Centre. This contribution will
 
soon expire, aowever;
 

- tuition fees paid hy the students = 500 Z for the 
registration and 1.500 Z of school fves per term. 

The problems encountered by the institution are mostly the
 
following :
 

- shortage of classrooms
 
-
 lack of offices for lecturers 
- inadequacy of documentation and books 
- lack of visual aids 
- lack of means of transport at the disposal of the 

Institute.
 



1. Name of the Institution 


2. Adress 


3. P.O.BOX 


4. Phone 


5. Date of creation 


6. Representative officials 
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INFORMATION SUMMARY
 

I S S T 

. On the Corners of 
Av. des Marais 

. 8814 Kin/Gombe 

: 22 364 

: 1979 

Av. du Commerce
 

MAMWANA MUNGONG, Directeur
 
VANGU KIMAKWALA, Administrative
 
and Academic Secretary
 

7. Number of l. Lurers & permanents
 
Supervisors 


8. Trained participants 


9. Subjects dealt with 


1O.Types of training 


ll.Tuition tees 


12.Application conditions 


13.Operdtlng budget 


14.Registration 


15.Financial and technical
 
support 


16.Short Comment 


: 37 persons 

30 persons 

program) 

per year (full-course 

: Social Sciences, Commerce & Finance. 

. Academic 

: 1.500 Z quarterly 

Secondary school certificate (state) 
holders, Union officers and Union 
permanent delegates of erterprises 

: 5.000.000.Z 

. Free 

ILO & Afro-American Labour Centre 

Training centre probably too 
strongly associated with the Trade 
Union to be much used by enterprises 
for the recycling of their 
employees. In addition the courses 
are very theoretical and not adapted 
to their needs. 
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6. INSTITUT ZAIROIS DU MANAGEMENT (I Z A M)
 

The Zairiar. Institute of Management (IZAM) was created on
 
3rd April 1981 by the Pre'ienti'l order n' 81/0054.
 

IZAM is a public organization. Its main mission 
 is
 
counceling and training in manacement. The objectives of IZAM are as
 
follows
 

To help the enterprises and civil service managers 
set
 
up effective maragement methods and techriqucs within
 
their organizations (consulting).
 

To train and prcvide proficiency cour,-es in nanagement 
to the senior heaas and senior staff of entreprises and 
civil service. 

To produce the necessary visual aids for the 
vulqarizaticn of management methods and techniques, to
 
design an publish a documentation of tt.e manajement
 
techniques tested elsewhere adapted to the lo:al
 
conditions.
 

To make survey in different sectors of the civil
 
service and enterp-irPes in order to determine the needs 
for training and assistance in management. 

The Drection Generale of IZAM is on 
the 5th floor of the
 
WTC building while its other offices are located in NDOLO. IZAM does
 
not own a building and has to rent meeting rooms in the case
 
seminars or debate-conferences are to be organized.
 

6.1. Orgqani.z ation 

IZAM'S organization is divided into three departments,
 
namely
 

- The Department for Training and Research;
 
-
 The Diagnosis Department;
 
- The Administrative and Financial Department. 

Like other public enterprises, IZAM has a board of Directors
 
and is run by a General Manager, Citoyen IFEFA MANDJI, Ph.D. 'n
 
Management Control at the University of Paris, 
 M.A. in Public
 
Finance. He was also controller at the "DLpartement du Plan"
 
(Ministry of Planning) for almost 15 years,
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The personnel is composed of 41 people compared to 100 in
 
1984 of whom 13 are lecturers and 28 are administrative staff.
 

The following is the list of lecturers as well as their
 
qualifications and professional eyperience.
 

- Human Resources management:
 

- Cit. KABURABUZA NGWABIYE: Licenci6 in Science of Education. 
Adviser in management and planning. Director for 

Research and Training for the past 6 years; 
- Cit. ALUMA MPEMA: Licenci6 in anthropology. Lecturer in 

training. Experience of 6 years as a training supervisor; 
- Cit. TSHITENGE KATAMBA: Licenci6 i-n Political and 

Administrative sciences, lecturer in management. 
- Cit. MULENGA HUNGU: Licenci4 in political and Administrative 

sciences, lecturer in management; 
- Cit. NKOSHAY AMAY. Licencie in psychology, ,ecturer in 

training. 

-
 Financial and Budgetary Management:
 

- Cit. ATALE EDEBEDI: Ph. D. in Economic Sciences, lecturer in 
Management and Organization. Twenty-one years of experience. 

- Cit. FAYETE FAY DIUNG: Ljcenci6 in Economic Sciences, 
lecturer in Management and Organization. Responsible for the 
diagnosis studies and cornsultinq assignments in cooperative 
management. Experience of 6 years; 

- Cit.MULENDA-a-LUTULA: Licenci in Commercial Sciences,
 
lecturer in Management and Organization. Experience of 6
 
years as Administrative and Financial Director.
 

- Management and organization of production:
 

- Cit. OSAMBI W'OTSHIMO: Licencit in Psychology, lecturer- in 
Management and Organisaticn. Responsible for diagnostic 
studies and consulting assignments in production management. 
Six years of experience. 

- Cit. LIVELI MAIIPWA3F: Licenci6 in Economic Sciences, 
lecturer in Management and Organization. Experience of 5 
years as Office Manager. 

- Evaluation and management of development projets: 

- Cit. KUYANGTJMUNU BOMBA: Licenci6 in Pedagogy, lecturer in 
Management. Head of the Department for the past 6 years; 

- Cit. YOLONKOY NK7M:Licenci6 in Political andAdministrative 
Sciences, lecturer in Management and Organization. 5 years 
of experience; 

- Cit. CITUKA: Licenci6 in Economic sciences, lecturer in 
Management and Organization. 

CJ L
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Cit. NYETERA: Licenci6 in Economics and Finance, lecturer in
 
Management and Organizsation
 

6.2. Traininq available
 

To achieve its objectives, IZAM carries out three main
 
activities:
 

-
 Consulting in management and organization;
 
- Training and Proficiency courses;
 
- Research and studies.
 

The subjects taught regularly are
 

- Evaluation and job classification;
 
- Human 
resources management; 
- Training needs identification and organization and 

manaqement of a training centre;
 
- Inventory and warehousing management techniques;
 
- Management control techniques;
 
- Overhead and indirect costs control;
 
- Management by objectives;
 
-
 Cash and treasury management;
 
- Organization of individual work timetable;
 
- Training for trainers;
 
- Design and implementation of a "Tableau 
de Bord" for
 

the General Management;
 
-
 Human Resources evaluation;
 
-
 Organization diagnostic, design and implementation;
 
- Investment 
project design, execution and evaluation; 
- Maintenance management; 
- Calculation, analysis arid control of costs; 
- The social balance-sheet as management tool; 
- Interpersonal communications in a company. 

IZAM also organizes seminars throughout the year.
 

In addition to the training and seminars, IZAM sometimes
 
conduct diagnostics and 
 performs consulting and op,rational audit
 
assignments at the request of companies 
and other organizations.
 

Courses are given in the form of seminars and the average

duration of each seminar is 5 days. During each year, IZAM organizes
 
28 seminars.
 

Each subject is taught during two sessions per year. The
 
average number of trainees in a classroom is 10. The pedagogic

methods are based on case and practical studies. At the end of the
 
session, participants are awarded a certificate.
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During the least three years, IZAM has trained
 

- in 1984: 46 persons, 37 in general management and 9 in 
human resources management; 

- in 1985: 85 persons, 46 in general management, 30 in 
human resources management and 4 in production 
management; 

- in 1986: only 8 persons, 2 in Finance and Budget and 6
 
in human rk'sources management.
 

As the courses provided by IZAM are in the form of seminars
 
the attendants are not awarded any certificate at the end of the
 
session.
 

IZAM carries out investigations within companies in order 
to
 
measure the impact of IZAM actions and its 
 public image among its
 
main applicants.
 

IZAM is gradually setting up its own library and all the
 
required documentation. At present each supervisiors 
 has to prepare
 
a monographv for each developed theme.
 

6.3. External collaboration
 

IZAM collaborates with a certain number of 
organizations, 
namely : 

- UNAZA; 
-
 The UNDP; 
- CADIC (compagnie Africaine des Ing~nieurs Conseils); 
- The Management Development Services of the ILO; 
- African Management Association (AMA) based in 

Casablanca, Morocco; 
- The Professional Association of Management based in 

Madras, India; 
- Association of Management Institutions for Africa
 

(AIMAF) in Abidjan, Ivory Coast.
 

6.4. Client ele and Relistrati'n conditions
 

IZAM training program aims at senior staff from the civil
 
service, parastatal and private enterprises.
 

The registration is iade thanks to a reply 
 coupon included
 
the information letter sent to all organisation which might be
 
interested in the programme. The program is financed by the
 
employer.
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6.5. Financing
 

IZAM functions only with the subsidy which it gets from the
 
"Conseil Ex~cutif" and with the tuition fees paid for the training
 
sessions.
 

The cost of the training is a flat rate of Z 2,017 per
 
training module plus Z 6,000 per participant and per day.
 

6.6. Comments
 

IZAM, a public organization, is facing competition from
 
better known and more highly regarded private organisations, even
 
for the training of Government and parastatals employees and
 
managers
 

The investments made for training IZAM's permanent staff
 
abroad were not made profitable as many of these departed over the
 
years.
 

IZAM also suffers from the fact that it does not own its own
 
building to carry out its mission. This makes its actions less
 
effective. The same is true of the inadequacy of the appropriate
 
documentation.
 

Several organisation such as IZAM, CENACOF, CEPETEDE and
 
ISST pursue the same objectives of training senior staff in
 
management.
 

The training market of all these organizations comes from
 
roughly the same parastatals and government administrations. Very
 
few local enterprises make use of the local training institutions,
 
especially the public ones. There is clearly a saturation of
 
institutions dealing with not only the same market but also offering
 
the same kind of management training. At present, there is an
 
absolute lack of coordination between all these organizarions.
 

IZAM, although a public organisation which received the
 
important mandate of training the civil service cfficers in
 
management and administration, has not met with much success in
 
convincing their administrations to make use of its services and its
 
record is far from satisfactory. Only 8 people were trained in
 
1986 !
 

There is no doubt that a somewhat bureaucratic approach, the
 
lack of resources (financial, naterial and human) and the limited
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practical experience of its officers have not convinced the
 
potential applicants about the relevance of its programs.
 

If the government is to maintain the existence of this
 
structure, its mission and objectives must be questioned and
 
redefined in order to find an untapped "market niche" and its
 
efficiency much improved. It *-ould, for instance, become a
 
management of public enterprises and administration research and
 
consulting centre and source of publications.
 

Its training mandate could well be carried-out by other
 
existing, well-regarded and active organizations, such as CEPETEDE.
 

7zL
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INFORMATION SUMMARY
 

1. 	Name of the institution 


2. 	Address 


3. 	P.O.BOX 


4. Phone 


5. Date of creation 


6. Contacts 


7. Number of lecturers & permanent
 
Supervisors 


8. Attendance 


9. Subjects 


10.Type of training 


ll.Participation co-t 


12.Operation budget 


13.Participants 


14. Registration 


15.External assistance 


16.Comment 


: IZAM
 

: 5th Floor of the CCIZ Building
 

: 3122 KIN I
 

: 32021 - 32029 ext. 8171 -8167
 

: 3rd April 1981 by Ord. No. 54
 

: Cit. IFEFA MANDJI
 
Chairman & General Manager
 
Cit. MAYENGE
 
Internal Auditor
 

13
 

40 in average
 

Production management, Financial
 
management
 
Human Resources management
 
General management
 

: Case studies, lectures, group
 
discussions
 

: 6.000 Z per person & per year
 

: 2.000.000 Z per month
 

: Senior staff of the Civil Service
 
and of some parastatals.
 

: On recommandation
 

: Not available
 

: 	Training offered and internal
 
efficiency poorly regarded by both
 
public and private employers.
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7. 	 CENTRE NATIONAL DE COORDINATION DE LA FORMATION AU
 

DEVELOPPEMENT (CENACOF)
 

The "Centre National de Coordination de la Formation al
 

D~veloppement", CENACOF for short, is an outcome o; the USAID
 

project 0068 called "Developpement - Manpower training " between the 

"Conseil Ex6cutif" and the government of the United States of 

America. 

CENACOF 	offers training services related to the nan,gem.ter 

and the development of institutions and projects. Its mandate. alsc 

provides for research, consulting and group devecpm'~nt CENACOF 

aims at developing the professional and h uman dimns:uons of the 

participants. The first dimension concerns tht-ir Uiow-how whereas 

the second one concerns .mproving their mar.ag,::,:eat ittltide. 

CENACOF was ..,unded on Septe-mber 10, 11;.G when an agrecoert 

between the USA and the "Consll E:x.cutif" was; signed. CENACOF has 

been under the sup ivision of the "Depart,-r-ne t dit P1 ah" Ic tlhe 

1st of Jine 1984. For merly it was unclder the dabinet t,f th Ft,>. 

Ministtr (lei Commissaire d'gtat). By the end of th,- prcj,c 

scheduled for 1987, CENACOF might beceoe a pa-i:: V. . 

lopInig n a nag ,e-rinCENACOF ali1ms at. imp rov i ng a ria d e.,, 

abilities. Thus l deals with :
 

- Managerial staff froi various p I I t I nts 'at the 
"Consll Excit if"; 

- Para-stat-i, -onfessiunal and piivi!,_ ,rganisat : (u s; 
- Educat lonal and research inst i itt ions and, 
- Development proj ects f i natnid uidb-i hr late! a nd 

multilateral agreements. 

CENACOF 	 )s .c:ati-d at n 22 av. Mwen--Ditu tin Gombe ZuOnt, 

B.P. 3719, Kinshasa I. Its phone number is 3211c. Its faclD ties 

include : 

- 7 pr--mises used as off ics for th,- adminis, !.tl I .'e- stlff 

and training officers. 
- a big hall for training which rari hold op to r0 

participants.
 
- 2 huts within the premises for sub -oup sessL0ons. 

7.1. 	 Organizatio'
 

CENACOF 	is headed by a General Directoi Prof. CHIZUNGU
 

I"I...
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RUDAHINDWA, Ph.D. in Education and Planning. He is assisted by 6
 
training officers and by 12 administrative officers.
 

7.2. Services offered by CENACOF
 

CENACOF has four main areas of intervention.
 
- Training,
 
-
 Research and assessment,
 
- Facilitation of group debates and,
 
- Consulting in organizational development.
 

The training tt CENACOF is organized in seminars and 
workshops. The duration varies from some days to several weeks. 

Seminars are divided up into 3 types :
 

- The firs- type is the ono initiated by CFNACOF itself 
and in which the latter invites the customer 
institutions to participate. The participant's profile 
is deturmlned by CENACOF according to a needs anaiysis
 
carried out on the, market beforehand in order to meet 
the requirements of varIlous work environments 
efficiently. 

- The second type uf seminars is organized in 
collaboration with the American Department of 
gricolture kOSDA). The content of those seminars is 
conceivea by USDA experts and adapted to the realities
 
and needs of the staff of different departments and
 
sectors related to agriculture in Zaire. This kind of
 
collaboration could be extended tu other international
 
organizations and friendly cru.>"ris willing to
 
contribute to the development of 

Time third type of sem!;inat is organized at the request 
of a Department institution or firm on a given theme. 
With its own experts or guest experts, CENACOF 
conc:ives and carries out the- training in favour of the
 
applying institution. This kind of troining generally
 
results from an f,ttort of consultation with the
 
inst 'tt ion.
 

Seminars organized by CENACOF cove1 5 main areas.
 

In-service training:
 
Those seminars aim at iecyclinrg or at training exist ing 
0o fr-ure teachers in mod tr n in-ervice, training 
techniques. The, objective i s to develop or i o 
reinforce, amonq the training staff of public and 
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private institutions, the abilities to conceive, to
 
carry out and to assess training progra.s.
 

The content of this program is as follows:
 

- Interpersonal communication 
- Group dynamics 
- Design of a training program 
- Execution of a training program 
- Assesment of a training program 
- Management of a training program 

General Management: 
In the area of maig,:ment, CENACOF offers various 
seminars. The objectlve of these seminars is the 
acquisition by the managerial .xecutives of e:ssential 
competence in management. How to u.se at best the human, 
financial and material r sources in order to reach the 
objectives of an orqanization. 

The content of this program is as follows:
 

- The manager's basic functions and responsibillties. 

- Management tools: Layout of objectives and 
policius, Financial plans and :ontrol, Production 
and marketing;
 

- Tht management of financial and material 
resources: General iccountancy, Actualization, 
Financial product iveness, Economic analysis, 
Budgetary program, Financial control , Supply and 
Inve!ntory managertwn,

- The management uf human resources: Process of 
solving probluils and con f i,'t s, So l,'t ion 
recruitmen t and carkkr advising, Asstessment and 
standards of performance, Ft ffct iye commun cat ion, 
Understanding of human behavioui , How to develop 
and help the suborrdinate st Aff to dev, iop 
themselves professionally and humanly, Ti ii:iii'j 
ana development of personnel , Organizat ton detsign 
based on the strngh of th,: exi. tng staff; 

- The management ,fI lnsit tuit :S: Diagnosis )f1 an 
organi zat ion, Process of organizat Itha I 
developmnt , How t f.i c,t h] r!st stance to, chaig, 
Formulation A , mission of th, organization: 

Each of these lete1 :;c ,onst t t i 1md(1ul, or I seml 
seminar of short leng th ac,-rding to the neetds of the applying 
institution. 
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Management, planning and the assessment of development
 
projects:
 
The objective of this training program is to help the
 
managerial executives to conceive, carry out and assess
 
development proj-ects.
 

The content of this program is as follows:
 

- Length of a project; 
- Study of environment and the problematic of a
 

project;
 
- How to in';olve and interest the beneficiaries of 

the project; 
- Structuration of a project (eg ose of a logical 

framework): 
- Market survey; 
- Study of feasibility and productiving of a 

project; 
- Program and budget planning; 
- Management of human, financial and material 

resources;
 

Assessment of 3 project (in and after execution).
 

Interpersonna ] -ommunicat ion:
 
The objective of this pro :ram ais to dvelop the
 
abilities of the participants to uset f ffective
 
communication in their professional env1ronm-nt.
 

The content of this prograii is as follows:
 

- Problematic of interpersonal communica tion; 
- Communication technique; 
- Feed-back;
 

Group dynamics and facilitaT ion of group cion: 
The objective of this progra. is to ,1-vu lop tht 
abilities to grasp groups' henomena in ordei to 
intervene efficiently in th,- group and to channel the 
members 'efforts towards thet:rach of commor, obje-tives. 

The- content of this program i. as follows: 

- Observation and diagnost c of th,- group;
 
- Interpersonal relations;
 
- Group theory;
 
- Group development;
 
- Process of group decisioi taking;
 
- Intergroup dynamics;
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USDA - CENACOF seminars:
 

The content of this program is as follows:
 

- Zoology and natural resources: Systems of small 
ruminants' production, Systems of poultry 
intensive production, Ecological analysis for 
tropical forest and natural resources management; 

- Economy and policy: Analysis of agricultural and 
rural projects, Policy and administration of
 
credits to small farmers, Establishment and
 
management of farm cooperatives, Economic
 
estimates for the 3gricultural policy and
 
planning, Development of regional agricultural
 
resources.. ManagUmen1 t agricultural management 
statistics, Survey methods and agricultural 
statistics. 

- Training, developmrient and management of the human 
resources in agricultural projects: Implementation 
and communication :r Y.esult s of agricultural 
research at the lev, if the community, In-service 
training for agracultiral and rural development, 
Management of chances within institutions, 
Management arid women 's role in development, 
Management of agricultural research, Integrated 
rural development.
 

- Production and technology: Methodology or 
agricultural r isrch, Crop saftty stock buil.ding, 
Reduction of tht loss of crops, Improvement of 
crops. 

Tailor-made Seminars:
 
Themes vary according t(,the customer's application.
 
The experts of CENACOF (r the consultants employed for
 
the occas iol onrei vi the courses in accordance with
 
expressed needs.
 

For instanc: , a progrH lto wome.n was developpud witlh 
the object t V: of e11cuurag ,,.qwomen living in rural 
enviro nmisj ::to organ iZte coop.ra-t ives and training them 
to run and to minaig,, those, cooperat ives according to 
modern cooper at ive princip1 :s. 

The contert ,f this specific, t.lilor -made proqram was 
as follows: 

- Creation and urqinizatloll of a cooperitiv*; 
- Cooperative administration:
 
- Functions and mechanisms o t adi in st rat ion;
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- Using the cash-book;
 
- Assessment and follow-up of farming results;
 
- Techniques of accounting control, inventory
 

management, the balance sheet;
 
Management of the staff, of the stocks and of the
 
equipment credit
 

Facilitation of group discussions: 
As for th organizational development, this 
intervont ioI is carr ieI out at the request of an 
institution. Several problems that crop up within 
institutions requir- rhat the concerned staff meet in a 
forum in order to find out solutions. Such for ums 
generally lead to st,r:ry discussions to worked up 
people and to deadL:ks.
 

CENACOF has ,,ot tt ,-xpcrlence to help in planninq and 
in supervising dis"is i: ,jiins, it detecting mechanisms of 
deadlocks and !n l ! 1o0i 1"'1rt iclpauts to clearly 
i.dentify the lu , t (evaluatu them and to adoptpro 1 
the most so itO
appiopriace I1n.
 

In the field of research, CENACOF is especially interested
 
in the management proble.ms in the zati ian cuntext;
 

Apart from thu possibility of formulating a diagnosis within
 
a given organization and of eventually suggesting an action of
 
training, CENACOF plans to undurtakt- global researching, i.e. on
 
zairean organizations taken as a whole.
 

As an example, here are some questions that research at 
CENACOF will ex m :-i.net 


- Harmony and conflicts batween Zairians and their 

expatriate counterparts; 
- Bantu and zairian r adition faced with modern 

management requirements; 
- The use of Wester it psychottchnique tools iri the 

selection, the professional advising and the assessment 
of performa tc.:; within it,a n organizat ions. 

CENACOF also coiidncts rSe r eb the causes of success and 
failure in and ii a rt, d-velopment projects and oilbilatucral mu :jiF 

the assessment techniques to measui t,) what extent a developmental 
project nas reached Its obj, o vii<. 

In the irca of educat ion and labour market, the rt:s,arch at 
CENACOF aims at : 

Examining the relationship between the training 
acquIr ed withIn the different typts of formal and/or 

,9
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non-formal teaching institutions on the one hand and 
tr,? labour market on the other hand. 

drawing up rstimates of skilled labour by category of
 
employment.
 

Apart from evaluations carried out for its own training
 
programmes, CENACOF can make four types of evaluation for 
training
 
programmes -,nceived by other institutions. 

- Ex-ante evaluation which aims at finding out the
 
participants'level before a t:raining session. 

- Training evaluat ion whose aim s to measure the 
progress made during the training, to detect possible 
weaknesses and to suggest a new line_ of actinn. 

lSummnug-up eva I oat Ion wh ic h measur S the imount of 
knowledge, of coompt-tencte and of abilities acquired 
after a training session. 

- !. aluation of the impact 'nhich aims at measuring tuiu 
impact of a training session on thc p,rtncipant and his 
work env i ronment. This type of ,valoation allows to 
e:valuate thef relevance ot a traIning and to ivoid 
training for th. ;ake of training. 

At the r teq,lest of a stt h:e r ins t ti t i oi, C(ENACOF can
 
diagnose ot ganzat ion psobl ems that handicap the smooth running of
 
the institutiot. Such a diagnosis can le ad to a trainig actioIl or
 
to the redefiniton of object ives and of attributions and the
 
reorgarizatior. -ift th r inst. totion.
 

CENACOF functions all the yeal round. Tht te.aching consists
 
in a ser ,-s ut s,,inars.
 

The- training at CENACOF is practical. It might be intra or 
extra. ntira whten it is carried out within a firm and extra when it 
is organ i::,d wthill CEIIACCOF premises. It is worth noting that a great
deal of si on.ars ha-vei been organized outside CENACOF premises and 
even outsId , capita city. 

The learnlng proe,,ss It CENACOF is based on th, use of the 
experiu-nt li r,,ethodology that it steks to Lntrodir, ,ind to establish 
in ZaIr,', qlv'Ill its w't]-I Iled e-ff citn1cy in trailling all uvel the 
world. The nod 2 ] aims at building part icipant ppI :it1'7cshi) oI)
COncret,. _ ),:I,:l (,:f;,-nsnd on -veryday r:al it is of toi r protess l]i 
env ie liot lnt s Thost expurli CeSl aI t. th,_e2e th- sIbJ ("t ;tl tel of 
ildiv idiua If grollp ref lexions, ill order to draw obseervat 1,nI ,. -, h 
must I0ad t a level of geneIalIzat ion wIth . view t) v loped 
bejhavn uitI- i I 

(K)......:
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The concepts in hypotheses furm are tested by active
 
experimentation which may lead eithei to usable results or to other
 
concrete experiences thus allowing the continuation of learning.
 

The adult learner at CENACOF is at the centre of his
 
learninc -ri so far as he is considered to have already acquired a 
high degree of abilities and competence that a good trainer must 
strive to channel and enrich in order to maximize his output. 
CENACOF favours the following learning principles: 

Appropriate pract'-e: Each traine. tarries out che 
specific action which is required by the behavioural. 

Progressive sequence: The approach consists in 
beginniDg by what is ,:-sy and known by the participar.t 
and then to end up with what is more difficult for him. 

Aim: The adult ]:a.ner must understand why he must 
learn a given subject.
 

Individual di fferentlation: The participant is given 
the opportunity to learn in the way that suits him 
better or that is more- profitable for hii,. 

At the beginning of its activities in 1.982-1983, CENACOF has 
particularly insisted, on the Executiv-e Council's recommendation, on 
agriculture and rural development. 

During that period, CENACOF has organised in collaboration
 
with USAID 5 seminars for participants from BURUNDI, the CONGO,
 
RWANDA and ZAIRE. In 1984, CENACOF has strtted the training, the
 
evaluation and the selection of its own team of trainers, with the
 
assistance of international experts and the support of USAID and
 
SDA.
 

It is in this context that i sewminar on management was 
organized for 12 participants fror various areas and then two 
seminars of nine weeks each for the training of trainers, aimed at
 
health and agriculture managers.
 

Other training interventions which took place that year are:
 

- a workshop on planning and management for thu benefit 
of the managers of CEPLANUT (National Centre for 
Planning and Human Nutrition) 

- A USDA-CENACOF seminar on integrated rural developmnt 
at K-i,!IT in the region of Bandundu. 
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During 1985, several other seminars were organised for the
 
benefit cf:
 

- Ctficers of the Ministry of Health; 
- Officers of the Ministry of Agriculture;
 
- Officers of the Ministry of Planning;
 
- Officers of the PNS (Northern-Shaba Project)
 
- Employees of ESTAGRICO;
 
- Officers of 
tne Womens' -ondition " Secr4tariat d'Etat"
 

(Seminar ordered by the MULPOC),
 
- Researchers and Heads of -gricultural research stations 

from Zaire and the Congo. 

CENACOF estima*es that it has re cycled 1,000 .mpl,)yees and 
managers since th,_- be.ginnina of its activities. 

CENACOF can assess tht: train ng needs during consultations
 
carried out w'th:i.,,an institution. Aft:e negociations, the 
ac].nowltedgenment of t:hne need can le.3d to tne organization of a 
tailored tra-iiing.
 

CENIACOF also publishes its training timetable planned during 
the year and tht people who are interested may then register. 

The" eVS ation of tne impact of the triniiinsq rece-ived within 
a firm or departme)t ,s carr ied out by way of appropriate 
questiosna 1 res fil.d in by t h- Lemp!,.o,yei -n the one hand and by the 
empioyeo who nenefitsd from the trai 'r.g or the other hand. The 
conclusions drawi from those question! give the information about 
how the employt(es perceive the qual ity ,f the teaching given by 
CEPIACOF.
 

In order to ensure the efficiency of its training actions, 
CENACOF puts a particular stress on fcllow--up, on the assessment of 
the impa,-t and on a theoretical and practical assistance of its 
preva ous partia i.pants in their work envanonl,,ent s. 

CENjACOF is we1l-euiowed in dicmentjat1on and modern training 
equipment. . A ii crc,- has beejn ) dered.Apmrei 

CENACOF tia iners idap tO h,: :iir,an context the documents 
they receive through :,Al aborat lon wit I,USAID. 

7.3. Cleail,.Ie and condit ions of admission 

CEJACOF trains i:sanager s who work in various Government 
Departments or public aid ptivatt firms. People in charge of Small 
and Medium privatet individuals register forn1t:)pris,..- can 
themselves. The parti cilpants average age is between 35 and 40 years. 

Q),;
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Participants come from Kinshasa, from the interior of the
 
country and from foreign countries (Congo, Rvanda & Burundi).
 

The participants register at different themes put forward
 
during the year on the basis of a registration card designed by

CENACOF. It describes the participant's profile.
 

In principle, CENACOF automatically admits all th,.
 
participants recommended by an organization, insofar as they hold a
 
university degree.
 

7.4. Outside collaboration
 

CENACOF has benefited from active collaboration of outside
 
organizations especially the USAID and USDA 
 which send several
 
consultants especially from the USA. However, permanent
no 

consultant has been sent so far in 1987.
 

In addition to USAID, CENACOF has benefited from the
 
collaboration of other institutions such as : 

- The CIdEP--CPA for tht: organization of a seminar to 
train trainers and for the organization of a symposium
 
on administrat ivu decentralization and its impact on
 
the training of regional project managers.
 

- The IDP (Africa Institute for Development) cl Douala in 
Cameroun foi another training seminar for trainers. 

7.5. Comments
 

The "National Coordina t ion Centre of Trinn for 
Development" (CENACOF), has, apart from its mission to train people 
in management, the mission to coordinate all the training activities 
organized by various management training inst it t ir;ic t tted in 
Zaire.
 

According to th: people. in charge of CENACOF, n(: sptecific
coordinating act ion has ber,n undertake n until now. Firsf because 
CENACOF is always in its structinnig phase, it has not yet deve-loped 
the necessary resources to insutu that function. Second, no clear 
policy has been dfined in that area nor the ,roncrutt attr btins 
of CENACOF precise:d. Finally, CENACOF specifically avoids 'onflicts 
with other institut ;ons, considering that up t o now the klid of 
training it gives is not in romptition with th,. Hiet, Orgahis cdiby 
the other institut'.ors. 
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INFORMATION SUMMARY
 

1. Name of the institution : 	 CENACOF
 

2. Address : 	 22 Rue Mwene-Ditu
 

3. P.O. Box : 	 3719
 

4. Phone no : 	 32316
 

5. Creation date : 	 30 september 1980
 

6. Officers in charge : Cit. Prof. CHIZUNGU
 
RUDIAHINDWA
 

7. Number of lecturers and
 
permanent supervisers : 6
 

8. Number of trainees 	 Not available (around
 
1000)
 

9. Subjects taught Financial and material
 
resources management,
 
Human resources
 
Management,
 
Management planning and
 
development projects
 
assessment
 
Interpersonal relations.
 

10.Tuition fees 	 Z 3.500 per day for each
 
participant
 
in Kinshasa
 
Z 8.500 oiltside Kinshasa
 

11. Training methods 	 Praxis
 

12. Budget 	 Not available
 

13. Participants 	 Administrative staff
 

employed
 

14. Registration 	 on recommendation
 

15. 	Technical and Financial
 
supports :USAID - USDA
 

16. 	Short comments Good training programme
 
but mixed results because
 
of internal management
 
problems.
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8. CONSEIL PERMANENT DE LA COMPTABILITE AU ZAIRE (CPCZ)
 

The "Conseil Permanent de la Comptabilit6 au Zaire" was
 
created on 3rd February 1965 by a Presidential order.
 

It is a Public service working undet thte supervision of the
 
Ministry of Finance.
 

The CPC. includes an Accounting Training Centre named 
"FORCO". 

The ob3, ctives of the CPCZ are as follows 

- disse:.fn-e the accounting standardisation principler 
relating to the new zair'an accounting system; 

- Organize refresht..r coutsos for professional accountants 
and bookkeep,:ri s 

- Design the accounting training program for secondary 
schools, ini't:rsities and colleges; 

- Organize an association of professionnal Chartered 
Accoun t ant s; 

- Act as the General Auditor for parastatals and set-up 
an archive ,.!ntre for their financial statements. 

The secretariat Genral of the CPCZ is on the 1st floor of 
the SNCZ building, while all its other departments are sheltered 
within the school financed by tho- EDF on Av. BANSEKE, opposite to 
centre Uganda in Kitambo. 

Theft schjol comprises 5 classrooms of an average capacity of 
30 to 40 people each, one reading room and 10 offices. 

The tr inii ig uipment ord ored by EDF has not yet been 
delivered and the contLnuous accounting tra iling centre "Fnrco" is 
awaiting its roil taki-off. 

8.1. Or g isa t iei, 

CPCZ was run by a Secretary General , Prof . KINZONZI 

MVUTUKIDI NGINDU until he was nominated Minister of Finaitce in 
August 1987. Prot. KINZONZI is still Secretary General of the 
African Accounting Council. 

K5Ii
 



173
 

There are two main sections in its organisation: the
 
Assistant 
Advisory Board on the one hand, and the Administration on
 
the other hand. CPCZ staftf is ,)mposed of about onte hundred members.
 

The 41 assistant advisors chair the seminars and other
 
training sessicns organized by CPCZ.
 

8.2. Servic(.- aval] able
 

CPCZ organiz s seminal., .n the following fields
 

- financial accoi:nting; 
- cost aciouin t 1ng; 
- financial analysis: 

- budgetary manage ment 
- inflatlon probl!m; 
- foreign exchange problem; 
- data procusslng; 
- account irog organz 1 i on; 

This. list is not r,-strlL:tiv,. 5 seminars are provided for
 
per year.
 

CPCZ organizes sei-,incirs throughout the Seminarsyear. 
lasting more or less 15 days take place generally in the afternoon 
from 14:00 to 17:00. 

The training offered by CPCZ is theoretical as well as 
pratical in so far is le.ct ares ar, fol lowed by prat 1ca exercises t. 
ensure that trainees have inderstc,od the lesson. 

ThL t-aining takesz; piace in CPCZ pre-mises and not in the 
trainee's company. CPCZ des sore,: foil ow -up or su p-lrvos c A',.tIins 
within some enterlpr :s s. So.emt!ses cast. sethods, prepared by CPCZ 
supervisors art, ustd. 

During the last h ere years, CPCZ has trained iI its own 
premises a!mos t 500 1a aduates from the "Inst tit Sp r IfuI.I d.! 
Commerce" of the Univt:sity of KinshasA and [rom private schools. Il 
addition it has ,,orjanziti accounting seminars for the employee:s cf 
public 'ompanies such as iOZIP or MIBA and tor the M iist ry ot 
Agriculti.re in Mhanza-Ngungu. 

Other part icular actiois were carried out at the re:qu,:st of 
enterprises such as SOFIDE, REGIDESO, TABAZAIRE, OZACAF, OZET, 
tCVC... 

Some SMEs froji V;,,itous regions of the cot ntiy c'til lipon CPCZ 
to train their staff. Follow-up actions were carruid out at BCA, 

Kt L 
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TABAZAIRE, and Union Centrale des Cooperatives de Credit (UCCEC).
 
The participants are awarded a certificate or a training
 
testimonial.
 

The future projects of CPC7 are
 

- The organization of a formal training program awarding 
a diploma of Chartered Accountant after 3 years of 
courses followed by 2 years of apprenticeship; 

- The development of an audit training program for its
 
own agents and the Financial Controller of the
 
"D6partmient du Port ef euille" (Parastatal Management
 
Ministry) and of the Ministry of Finance and Budget; 

CPCZ prepares a large number of the training documents it 
uses, notably the syl labuses and other acccunt i ng forms and 
documents.
 

CPCZ regulary reviews tht documentation to adapt itself to
 
the requirements of the evolution of accounting. To this end, it has 
a library of a hundre-d reference books and audio-visual aids. 

8.3. Apllicani ts and _Re9glst rati.n Con]dit i-nso


Applicants for the- troining organized by CPCZ are 

- Accounting professionals working in enterprises which 
support all the fees relating to the training; 

- Independent applicants. 
- Students from s tcond Ary schools, colleges and the 

university.
 

Employers and independant applicants pay for tht: training
 
whereas students receive a rPCZ apprenticeship premium.
 

Trainees are recommended by their enterprises or sch,:ols. 
CPCZ restricts the number of participants :n a given sessions tc 30 
persons at the maximum. Their age vari,s Ir,-,m 25 to 40 years ind 
they come from all over the countly. 

Part icipants are accepted wi th,,ut having to pass a test 
neither at the ,ntrance ror at the( end of the ir probation. 
Nevertheless, tests are organized during the training to make sure 
that lessons are understood. 

CPCZ did not develop , pa-ticular syst,.m to cllect the 
opinion of the_ employeis, but it can fi'id ou1t fit:. the syntht..,is 
tables and financial statements it receives wheth,.ri the e-nterprise: 
abides by the prescriptions of the national account ing system and, 
indirectly, whether the accounting training given was fruitful. 

t7P
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8.4. External collaboration
 

CPCZ does not benefit from any external collaboration as
 
regards the carrying out of its training programme. It operates with
 
its own human and financial resources.
 

The contribution of the EDF, French and Belgian Cooperation
 
in training CPCZ superv:isors must nevertheless be mentioned.
 

8.5. Financinqn
 

Thanks to EDF, the continous accounting training Centre
 
"Forco" has been endowed with some equipments. They still have to be
 
delivered though.
 

CPCZ operates with a state subsidy of Z 2.000,000 each
 
month.
 

The internal resources comej from
 

fees of participation in seminars fixed at Z 5,000 per
 
day and per participant;
 
the sale of syllabus;
 
the fines paid by private and public enterprises in the
 
case of delays in forwarding copies of their accounting
 
data to:CPC"..
 

8.6. Comments
 

The training role of 
 CPCZ is not its main mission and
 
accounting school "Forco" is fai 
 from being fully operational on a 
continuous basis. 

At pr-s ,nt, thtw 1 prof,s.-,nn as of CPCZ are to many and 
art: not fuliy n.et-d. That is why th a-av been nominated a auditors 
in d f fe ,:ij ; lbi c, . t :1p1s (.;. 

Tlnmt, : :)t,teecfr, n t ng, CFZ7. cciild become a very i nteresting 
training s t lict or when F")PCO opterAtts since it has probably tie 
best q,a i f 1,d an d ,j-'ilahi, huir an resoeurct"s outside profess ionnal 
iudilt:iq l,-ca] r:: 

Iiw,-vf:e ,r CPCZ prft:ssiin na rec-ogn1 z, their lack of 
expe lt'hI: III advanced .tru It ing and ti, di ff icult y thy experience 
at piesent , i ttra itniiq nor: Thall ba),k:t:pl I1 employees. 
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The building required for traininq exists but the training 
equipment and material ordered thanks to the EDF financing is not 
yet available. 

CPCZ deplores the conflicts of competence which seem to exit
 
between several accounting training institutions. It also deplores
 
the absence of external sponsors from which other training centres
 
profits. The contribution of sponsors could facilitate the
 
acquisition of books.
 

KJZ...
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INFORMATION SUMARY
 

1. Name of the institution : 	 C P C Z
 

2. Adress Av. BANSEKE opposite
 
Centre NGANDA
 

3. P.O.BOX 	 308 KINSHASA I
 

4. Phone no 	 24486
 

5. Date of creation . 3rd February 1975 b 
Presidential order. 

6. Persons in Charge 	 Cit. LUNDE MVULA AKIMANSIA
 
Assistant Adviser in
 
charge of traininC
 

7. Number of lecturers and
 
permanent supervisers : 414
 

8. Trained people per year .	 average 200 

9. SUbjects taught 	 Practical Accountinq,
 
Finaucial Analysis 
Data processing
 
Budgeting management
 
Accounting organization
 

1O.Training methodes 	 Theoretical and practical
 

11.Operating budget : 	 Not available
 

12.Tuition fees : 	 5.000 Z per person and per
 
day
 

13.Conditions of admission 	 High school graduates,
 
Professional accountants
 

14.Registration 	 Upon recommandation or
 
private individuals.
 

15.Outside Support : 	 None
 

16.Short comment : 	 Good for basic training in
 
accounting. Not equipped
 
for other managements
 
aspects.
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CHAPTER 6: RECOMMENDATIONS
 

1. MAIN PROBLEMS OF THE SMEs AND TYPE OF ASSISTANCE REQUIRED
 

In this section we summarize the major constraints and
 
difficulties experienced by small and medium industries 
 and we
 
suggest a number of 
practical ideas for the type of assistance which
 
could really help the small and medium industrial sector in Zaire.
 

Problems fall into two major categories, one which is
 
probably outside the donor agencies'potential for assistance, at
 
least in the short-term, namely the general. economic situation,
 
government policies and actions and a number of characteristics of
 
doing business in Zaire, the other which could be tackled 
 by a well
 
conceived and efficiently manaqed USAID project.
 

The major problems which can be addressed by a project such
 
as the "Private Sector Project" fit into three categorics :
 

- the cost and/or unavailability of input for production;
 
-
 the condition of the means of production;
 
- the cost of extending credit to the industries'consumers
 

which impacts on market size.
 

The supply problem, namely the almost insufferable cost of
 
lock-up of capital for import with the present Bank of Zaire and
 
Custom Office's regulatraons and the shortage of foreign exchange

which is made available to SMEs is absolutely general and
 
constitutes the major constraint.
 

Most entrepreneurs agreed that a project which would
 
implement a reasonably priced financing scheme to give them a better
 
access to 
 foreign currency to purchase and maintain an inventory of
 
raw materials and buy the spare parts necessary to rehabilitate
 
their equipment would be a big help in the present situation. For
 
instancc a large percentage of the capi.tal needed to open an import

licence could be provided at no, or low, cost and the repayment
 
terms for such a loan could be designed so they become affordable to
 
small and medium sized entrepreneurs. The lender could, for
 
instance, own the goods till delivery at which time the producer

would purchase them and 
 repay the advance in several installments,
 
and at fixed foreign exchange rate. Funds in short supply would not
 
be t-ed up for long periods of time, thus reducing the manufacturing
 
cost. The agency could also provide, pledged on inventory, short
term foreign exchange credit at low interest and administrative cost
 
or implement a system whereby 
 it would retain ownership of
 
inventories stored by the producers.
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Some ziew industrial and equipment rehabilitation projects
 
which look promising have been identified and the Agency could
 
examine the feasibility of a medium to long-term financing mechanism
 

for these projects, or of supplying some new or second-hand
 
production equipment at a reasonable cost to the manufacturers.
 

The inflation and monetary depreciation now prohibits the
 
industries to extend any kind of credit to their customers and
 
receivables are, in some cases, representing an enormous cost to
 
small industries. Some form of factoring whereby the small
 
businesses would receive cash as soon as they invoice large and
 
reputable purchasers and repay when they collect the payment would
 
be a big help since it 'ould allow them to increase their cash
 
turnover and provide for the murchase of new raw materials fc,r a
 
subsequent cycle of production.
 

Purchases by large consumers of (usually imported) goods
 
from wholesalers and traders according to the lowest-bidder rule of
 
provisioning generaly associated with foreign project financing is
 
viewed as ccunter-productive since those goods are often priced
 
below what they should cost if all custom taxes were paid. Although
 
enforcement of import regulations is rightly coasidered as outside
 
any donor agency's potential for assistance, ianagers of small and
 
medium local industries feel that all foreign donors should
 
encourage, whenever possible, locally produced industrial goods,
 
even if their price seem (economically speaking) to be higher.
 
Foreign donors, when they design their financing assistance projects
 
to large parastatals might insist that part of the equipment
 
purchased with the loan be locally produced goods instead of
 
financing big industrial projects only, where imported components
 
represent the major, If not the only, use of funds.
 

The Donor Agencies could also finance the studies required
 
tct encourage the parastatals, instead of buying piecemeal, to
 
systematically identify products and goods which can be manufactured
 
locally at a reasonable cost and to set-up medium-term purchasing
 
commitment, thus providing some stability in the market and enabling
 
industries to invest in equipment.
 

Finally, although the entrepreneurs did not rank training
 
very high, compared to tinancing, in their list of assistance
 
priorities, the Agency could usefully provide some well-conceived
 
(i.e. very practical) training in financial management techniques
 
for the managers of the .3mallest enterprises.
 

2. CRITERIA FOR SUCCESS
 

Although we had always been extremely well received by the
 
businessmen interviewed, there was a widespread and deep skepticism
 
towards the actual results of the mission.
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The reasons .gjven to us for such an attitude can be
 
summarized as follows and the final project design should certainly
 
answer some of these concerns. Indeed, even if these statements
 
sound unfair and are not true, they nevertheless represent the
 
general opinion of the clientele that the "Private Sector Project"
 
intends to assist and success often relies almost as 
much upon the
 
delivery mechanism, and the perception the intended beneficiaries
 
develop about a project, as upon the assistance package per se.
 

Most SME managers think that, so far, donor agencies have
 
not demonstrated any real interest in the i) small ii) private

iii) industry. Entrepreneurs estimate that financial assistance
 
has, almost always, been directed towards the agricultural sector,
 
the parastatals and the government organizations.
 

Donor agencies are perceived as unable, or unwilling, to
 
make contact with private entrepreneurs and acquire a thorough
 
knowledge of theii characteristics, problems and needs, economic and
 
social contribution and operating and management mode.
 

Assistance provided by donor agencies is viewed as too
 
rigid, too bureaucratic and too general in purpose to be adapted
 
to the operating characterictics and needs of the small and medium
 
private industry.
 

The time and efforts required to submit a project for
 
financing is viewed as too great and thus as unfeasible for small
 
and medium entrepreneurs when they compare it to the chance of
 
actually receiving assistance.
 

Assistance, when finally granted on principle is judged to
 
take far too much time to actually reach the beneficiary and to be
 
accompanied by too many expensive administrative constraints to be
 
of real value.
 

Private entrepreneurs do not feel at ease with
 
representatives of donor agencies rhey usually associate too closely

with the government and they experience difficulties in finding a
 
common management language, outlcok and exnerience.
 

There is a general feeling that donor agencies prepare

their projects without consultation with final intended
 
beneficiaries and often "miss the point" by offering assistance
 
packages which do not really answer the entrepreneurs' expectations
 
and priorities.
 

Private entrepreneurs stressed that donor agencies usually

require very tight guarantees and a proportionally large commitment
 
from the private companies owners to grant a loan at rates which are
 
seldom considered very helpful. They compare chis attitude with what
 
they see as an ineffective policy of free lending and/or outright
 

"Li1< 
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gifts to government agencies for project they consider largely
 
uneffective in the actual results they produ,:e and mismanaged in
 
their operation.
 

Entrepreneurs stressed that donor agencie. do not really try
 
to promote and encourage use of locally produced goods in their
 
projects and do not endeavour to document local capabilities.
 

Some basically sound provisioning regulations, such as the
 
lowest-bidder rule, promoted by donor agencies are viewed as conter
productive in a country where there is a large number of suppliers
 
who do not "play by the rule". In their view, it increases reliance
 
on imports from traders.
 

SMBs, which survive by being fast and tiexible to answer 
market needs, stressed that they need to intcr-face with similarly 
oriented representatives of donor agencies with the authority to 
answer quickly and adecuatly to thiet needs, rather than with 
persons which h .'e to follow rigidly a centralized and lengthy 
decision process 

To ensure suc:cess of the private sector project, three major
 
conditions appear to be essential :
 

- build up confidence in the ability of donor aeLncies to 
deliver quickly an assistance ,ckage tailored to the neels 
expressed by the intended beneticiaries themselves; 

- inplement a flexible projet preparation and administration 
structure operated by real managers with enough authority 
and adaptability to answer the industrialists'real needs; 

- do not involve a government agency in the management of the 
projet. 

3. RECOMMENDED PROJECTS
 

In the preceding chapters it has been concluded
 

- that the availability of own financial resources, in 
comparison to the average investment cost, is
 
insufficient and that the financial institutions
 
(aggravated by Government credit restrictions) are ill
 
adapted towards providing finance particulrly ior
 
medium anid long term projects;
 

- that the exchange risk buiden on foreign currency debts 
places severe pressure on borrowers. This factor
 
coupled with high inflation has the effect of eroding
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the capital worth of businesses who do not make a
 
sufficiently high return;
 

that it is obvious that financing arrangements without
 
technical assistance may place in doubt the success of
 
a number of projects; and,
 

that the small number of prQJec3ts well thought out and
 
which satisfy the criteria adopted by the financial
 
institutions indicate clearly the lack of management
 
expertise and financial know-how.
 

In spite of these real constraints and problems, some
 
suggest ins for assistance to the SMIs are discussed in the
 
followiig sections. The recommendations deal both with the policy
 
and regulatory issues requiring reform, which USATD could present to
 
the Government, and with ideas of projects which could be directly
 
implemented by the Agency.
 

3.1. Policy and regulatory issues
 

The fundamental issue today of primary concern in the
 
context of the overall economy remains the question of the
 
Government deficit. The drain on the resources through Government
 
spending results consequently in the decrease of the financial
 
resources made available to the private sector. To achie;e this
 
balance penal taxes and severe monetary policies are enforced which
 
results in a heavy burden on the private sector.
 

Addressing the above situation, vis a vis the Government,
 
may be beyond USAID's sphere of intervention. It must nevertheless
 
be recognized that the issue is of such importance that unless it is
 
corrected by the Government in the long run, the other suggested
 
proposals for reform discussed below will remain of secondary
 
importance and will lack efficacy.
 

Apart from the above, in order to foster development in the
 
private sector certain other policy and regulatory issues need to be
 
addressed at Government level. Such issues, if well conceived and
 
implemented, would have the effect of inspiring confidence in the
 
economy.
 

The policy reforms need to be clear, fair and geared towards
 
long term economic growth. Equally important, the political will and
 
c3mmitment by the Government towards long term growth and investment
 
needs to be seen and believed.
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USAID plays an important role in the private sector
 
development in Zaire. In this context it is well placed to take up
 
and discuss a number of policy and regulatory issues with the
 
Government. Such issues rela'inv to econcmic and fiscal matters are
 
briefly discussed below.
 

3.1.1. 	 Availability of information
 

An investor coming to Zaire does not readily have access to
 
information pertaining to business in Zaire on issues such as legal,
 
fiscal, commercial and other administrative matters. Information is
 
sparce and scattered at different sources ; i.e. information
 
available at ANEZA, financial institutions, representative
 
embassies, etc.
 

A promotional department should be set up (or alternatively
 
existing facilities at ANEZA strengthened) to coordinate all the
 
salient information and ensure that the system and structure cxists
 
whereby the available information is regularly updated. Promotional
 
offices should also be set up in some of the principal cities in the
 
world or alternatively, in the interest of economy, the Zairean
 
embassies abroad should be issued with relevant documentation.
 

3.1.2. 	 Investment code
 

The investment code and its application has given rise to
 
some concern such as :
 

(I) 	The investment code is sometimes unclear in its application.
 
It is suggested that the code contain examples to back up
 
the contents and understanding of the documents. There have
 
been instances where the fiscal inspectors dispute the
 
method in which the average taxcs, as stipulated in the
 
code, should be calculated and disputes as to the actual
 
date when production commenccs and hence the date when the
 
tax exemption commences.
 

In order to improve this area, there should be better
 
communications between the Inland Revenue and the Department
 
of Plan.
 

(II) 	 Better guidance should be provided so that the dossiers of
 
potential and well deserved investors are not delayed
 
because of bottle-necks in the administrative procedures.
 
There have often been complaints by potential investors in
 
this respect. The procedures should be accelerated and
 
communications improved between the commission and the
 
potential investors.
 

S.......Li
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It should not be forgotten that such investors often come
 
from abroad and time needlessly wasted in Kinshasa, is an
 
expensive proposition.
 

(III) 	 A number of entrepreneurs believe that some of the companies
 
established and benefiting under the code are not deserving
 
cases., They believe that such companies are entering market
 
sectors already saturated and unfairly compete because of
 
exemptions of turnover taxes (CCA).
 

It is recommended that the investment commission publish
 
statistics on those companics that have been recently granted the
 
investment code. Details of the activity, level of investment and
 
tax exonerations should be published so that the public can
 
appreciate such matters. Secondly, exonerati.ons to turnover tay-1
 
should be discouraged as other companies operating in the same
 
sector are unfairly placed. Instead, the exoneration cf taxes on
 
capital investments (import duties) and corporation tax should
 
continue to be granted but over longer periods particularly if
 
retained earnings are reinvested in the business.
 

It is also recommended that purchases of second hand
 
equipment qualify under the investment code. Currently there are
 
restrictions and only acquisitions of new plant and equipment
 
qualify as one of the requirements under the investment code.
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3.1.3. Department of Inland Revenue - Income taxes
 

The relationship between the Inland Revenue and the business
 
sector leaves much to 
be desired. There is very little understanding
 
and dialogue between the two parties.
 

The fiscal information very often lacks clarity and there is
 
no well structured system of updating, documenting and diffusinj the
 
legal texts to the public. There is no central library where
 
amendments and recent updates can be acquired. One has to depend on
 
the press and subsequent diffusions from ANEZA. If there is any

uncertainty and precision is required from the Inland Revenue, there
 
is no public service to which such 
 matters can be addressed.
 
Clarifications have to be requested in writing and the replies, if
 
at all received, can very often he ambiguous. In this confused
 
situation the tax inspectors have their own interpretation on
 
certain matters of the law. Their views can be very biased and the
 
taxes (penalties) that they are
impose very uften unjust.
 

The above-mentioned matters taken together have soured the
 
relationship between the Inland Revenue and 
 the public. It should
 
nevertheless be 
 noted that a number of the particularly small
 
businesses and those companies with no shareholding links with
 
Europe and the U.S. (where a 
stict business code of practice is
 
followed) do not consider business ethics as one of 
the priorities.
 
Their financial records and tax declarations do not bear any

resemblance to their actual trading situation. These companies do
 
not contribute fairly to the state taxes. 
This unfortunate situation
 
creates difficulty for the whole business community and partly

explains the hard line attitude taken by the fiscal authorities.
 

The computer department of the Inland Revenue is
 
inefficiently run. A number of tax payments made by companies 
are
 
not credited to their respective accounts. The incorrect balances
 
thereby arising (amounts due to the Inland Revenue) have to be taken
 
up repeatedly with the authorities thus resulting in a major loss of
 
time. Such imbalances automatically result in the tax clearance
 
certificates being blocked. The clearance
tax certiricate, which
 
requires to be renewed every tour months, is necessary if a company

is to engage in any foreign exchange transaction with the commercial
 
banks. The absence of a certificatc therefore for whate'er reason
 
can bring a company's activity to a virtual halt.
 

Radical improvements are needed if investor confidence is
 
not to be destroyed. The international companies and a number of the
 
local companies are not against paying taxes but believe that the
 
tax mechanism should be fairly operated. They realize that the 
taxes
 
form a major part of the Government's revenue and paying their fair
 
contribution is what assures their continued existence and future
 
business in the country. They are, however, opposed to the idea of
 
some companies evading 
taxes in a major way and the breakdown in the
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administrative structure 
 which permits such companies escaping
 
control.
 

It is recognized that improvements cannot be achieved
overaight. The administration, however, should set 
up a definite
 
plan of action and long tern objectives in order to correct these
fundamental problems. Particular attention should be given to
 
improving controls at 
the computer department. Furthermore, training

programs should 
 be held for the benefit of the tax inspectors so as
 
to ensure that their controls are more efficient. A high powered
task force or advisory team should be 
set up with the objectives of
 
improving the management and administrative controls 
 at the Inland

Revenu. The members 
 of 
 the task force should meet with various
businessmen and organizations for a consensus 
of opinion and trouble

shoot in problem areas. The 
 cost of such controls will not be

significant and once again the international lending organizations

could be approached for funding possibilities.
 

In addition to the administrative 
 role and improvements

suggested above, it is recommended that three specific issues of the
 
tax code be clarified viz (I) the law on 
revaluation of Property,

Plant and Equipment ; (II) the treatment of exchange losses tor

fiscal purposes ; and (III) the tax deductibility of training costs.
 

3.1.4. 
 Property, Plant and Equipment (PP&E) revaluation
 

The law on the PP&E revaluation was promulgated so 
that
 
companies could revalue their assets to take into 
account primarily

the devaluation of the local currency. In so doing, higher

amortization charges were recognized 
 in the financial statements

which were treated as 
 deductible expenses. The corporation tax was

therefore fairly computed on 
the current operating income and not 
on

historical profits (wY'h 
low historic amortization chargeE). The law
therefore had the efiect ct 
protecting the enterprises net worth and

ensured that taxes 
 and dividends were not etfectively being paid
 
out of capital.
 

Since the 1983 devaluation of some 480 %, the law on
revaluation has 
 not been modified to take into account 
this factor

and consequently companies are 
 no longer protected against capital
depletion. It is recommended therefore that 
this law be urgently reexamined to 
take into account 
the current economic situation.
 

The Government should also study other means of reducing the
 
fiscal burdern on enterprises eg :
 

(I) reducing the basic income tax rate from 50 % to 40 % ; or
 

(II) providing 100 % tax allowances (full write-off) the
on 

acquisition of productive fixed assets.
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3.1.5. Exchange losses 

The fiscal treatment of exchange losses requires urgent 
taken is thatclarification. The fiscal standpoint generally 


exchange loss provisions are disallowed as tax deductible expenses
 

and are only recognized once the debt is effectively settled. As far
 

as the accounting and fiscal treatment is concerned, the difference
 

is only that of timing of the loss recognition.
 

It is recommended, that the fiscal authorities accept the
 

the moment of the exchange loss movement.
recognition of the loss at 

If such a loss is not recognized at an advanced stage, the effect
 

could be damaging to the enterprises concerned particularly those
 
.eavily in debt in hard currency with SOFIDE or with any other donor
 

organization or parent company.
 

3.1.6. Training costs
 

The lack of qualified personnel is a fundamental problem in
 

Zaire. Training must therefore be featured as one of the priorities
 

in a company's management plan.
 

The fiscal inspectors often take a hard line and reject
 

training costs as disallowable for t purposes. Such costs are
 
in kind) and additional taxes
reintegrated as salaries (benefits 


levied.
 

It is recommended that tra ning costs should no longer be
 

treated as disallowable as this will have a negative effect on the
 

overall economy.
 

3.1.7. Tne Central Bank (Banque du Zaire)
 

For the benefit of the commercial banks and public, it is
 

important that the Government code relating to the exchange control
 

regulations be readily available.
 

The Central Bank or the Department of Finance does not
 

provide a comprehensive code containing the exchange control
 

regulations. Exchange control regulations and amendments thereto arc
 

made in the way of circulars. At any given time it is difficult to
 

ascertain the completeness in the total number of circulars.
 

It is recommended that the Central Bank codify all the
 

circulars in one complete document. A syrtem should be set up
 
whereby subsequent amendments and inclusions are properly handled
 

for sale
and distributed. Such a document should be available to the
 

public.
 

.......
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3.1.8. Credit Unions (CUs)
 

The CUs have the potential of playing a significant role in
 
the economic development in Zaire particularly in the SMB sector.
 
They are able to cater to a large extent to the needs of the SMB
 
sector, the latter of which is very often ignored by the commercial
 
banks.
 

In order to foster growth, it is important that the CUs are
 
brought under proper management cuntrol. The control and
 
administrative links which tie the commercial banks with the Central
 
Bank should also he extended to the CUs. To date, the CUs have not
 
been under any form of control and consequently have suffered due
 
to bad management.
 

It is reccmmended that the CUs come under the control of the
 
Central Bank. Their scatutes aeed to be reviewied and management and
 
reporting requirements set. up. Additionally, training programs need
 
to be sat up in order to improve the staff and management calibre.
 

3.1.9. Long term funds in local currency
 

Institutions such as SONAS and INSS should be required to
 
place a certain portion of their long term funds with SOFIDE and the
 
BCA. Such funds could then be on-lent for development purposes
 
particularly to the SMBs.
 

In addition, SONAS and INSS should be subjected to regular
 
audits so that the public is aware of the utilization of their funds
 
and can better evaluate the management performance of the
 
institutions.
 

3.1.10. Commercial Banks
 

The commercial banks do very little or no business with the
 
SMB's. This situation must change if development of the SMB's and
 
the overall economy is to be fostered. Financial incentives,
 
however, need to be provided to the commercial banks in order to
 
effect such a change in practice.
 

The commercial banks could be encouraged to take up
 
additional business with the SMB's if such business in the form of
 
loans and overdrafts were made outside the ciredit cei]angs.
 
Alternatively, the CUs could be encouraged to place funds with the
 
commercial banks. Such funds should not be subject to the reserve
 
requirements and, in addition, should be allowed to be on-lent to
 
the SMBs outside the banks own credit limits.
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The placement of fands with the commercial bainks is
 
recomnended if this can be made to generate further activity.
 
Currently the funds of the CU's are placed with the Central Bank
 
(Treasury Bills) and the depositors are not remunerated adequately.
 
The surplus income has often been depleted because of fraud or
 
inefficient management
 

3.1.11. OPEZ
 

OPEZ was set up by the Government in order to provide
 
technical help to the SMB's. A guarantee fund was also set up to
 
cover eventual non payment of loans. The functioning of OPEZ and the
 
fund was supposed to be guaranteed by the State in the way of
 
regular subventions.
 

The above subvention has not been forthcoming and OPEZ has
 
been unable to perform its desired function.
 

USAID shoold emphasize the importance of the presence of
 
OPEZ and strongly recommend that the Government regularly fund the
 
organization. In order to assure regular flow of funds the
 
Government should link such resources to the tax receipts of
 
enterprises suuh as OZAC (import tax contributions). A regular flow
 
of a percentage or OZAC's income or that of any other Government
 
department would ensure the survival of OPEZ.
 

3.1.12. Financial and Tax Incentives
 

An important factor to growth particularly in the interior
 
is the existence of a good infrastructure. Office des Routes,
 
however, does not have the resources to ensure the adequate upkeep
 
of the roads and bridges in the interior.
 

The Government should be encouraged to provide tax and
 
financial incentives (through parafiscal taxes already levied) to
 
the local communities and businesses in the interior to ensure the
 
maintenance of the roads aud related services.
 

3.1.13. Enforcement of Garnishee Orders
 

The financial intermediaries will very often not lend to the
 
SMB sector because the securities which they hold (title deeds and
 
mortgages over property) cannot be enforced as a result of non
payment of a debt. The process of reclaiming against debtors is a
 
time consuming and costly exercise.
 

The legal authorities should be approached on this subject
 
and any such constrictions within the enforcement procedures should
 
be regularized. The law should make it clear that borrowers are
 



190
 

committed to repay and that any security offered can be quickly
 
enforced in the case of non-respect in the reimbursement program.
 

3.2. Suj estions for possible USAID assistance projects
 

3.2.1. World Bank - Small Enterprise Development Project
 

The proposal and recommendations made by the World Bank
 
(IDA) in its recent staff appraisal report on the Small Enterprise
 
Development Project is of particular interest. The report results
 
from a thorough research, the plan of action is well structured and
 
the report has been agreed in principle by the Government of Zaire,
 

it is recommended that USAID examines further this document
 
and ascertains to what extent the mechanisms satisfy its own
 
requirements and conditions for 
 technical and financial support to
 
Zaire. The pooli'ng of such interests and the consolidation of
 
resources would have the advantage of establishing a unique and
 
standard plan of action. This would reduce unnecessary bureaucracy
 
and administrative problems at Government level in monitoring its
 
obligations.
 

3.2. 1 .1.The IDA scheme
 

The proposed project, a credit of $ 25 million to the Zaire 
Government has three components 

- an investment component;
 

- a technical assistance and training component; and,
 

- the establishment of a Project Management Unit.
 

The size ot the projects eligible to benefit from financial
 
assistance under this scheme has been established (investment worth
 
not exceeding $ 350.000) as well as the type of projects that would
 
qualify under the scheme (projects adding to the economic
 
development of Zaire).
 

The proposed credit will be used largely to finance
 
investment, but a limited amount also would be reserved for working

capital requirements. Those projects eligible to such credit would
 
have to prove financial and economic viability in their budget plan;
 
a minimum financial rate of return of 10 % in real terms needs to be
 
achieved.
 

The IDA credit would be made to the Government of Zaire and
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would be channelled via 
 the Central Bank, on to the financial
 
institutions and finally to the beneficiaries in the SMB category.
 

The exchange risk on this credit facility will be borne by

the Government of Zaire. The onlending rate to the financial
 
intermediaries will be 
based on the redis-ount rate in force.
 

The financial intermediaries would be responsibie for
 
identifying those projects which qualify and require such financing.

The term loan which will be granted will not fall within the
 
ceilings control of the Central Bank 
 and nor will such term loans
 
need to be covered by term deposits. The financial intermediaries
 
will be free to set 
their own lending rates to the SMB borrowers.
 

The Project Management Unit (PMU) to be established would
 
centralize the IDA credit 
Government/Central Bank with 

financing and 
the financial 

would link the 
intermediaries/SMB 

borrowers. 

The financial intermediaries would be responsible for
 
preparing the appraisal 
 reports (loan requests) for those SXB
 
borrowers that qualify for lending. These appraisal reports will be
 
examired by the PMU and if approved, a rediscount authorization will
 
be granted which will enable the 
 financial intermediary to obtain
 
the necessary credit at the Central. Bank.
 

The financial intermediaries would be responsible for
 
supervising and monitoring 
 the evolution of the subprojects and
 
would be required to make at least yearly progress reports to the
 
PMU. The PMU would also be given the right to conduct its own
 
selective supervision of the SMB subprojects, and coordinate the
 
technical assistance rendered to such projects.
 

The IDA credit line for the benefit of the SMBs also
 
incorporates technical and 
 training assistance to the latter.
 
Institutions such as CEPETEDE, ANEZA, OPEZ would initially benefit
 
from resources for training and are expected subsequently to play an
 
active role in assisting the SMBs in preparing loan applications, in
 
dealing with the banks and 
 in providing whatever assistance is
 
needed to enable the SMBs to better fulfil the fu-.ctions for which
 
they were created.
 

The PHU would be a separate unit set up within the Central
 
Bank and for administration purposes would report to the Governor of
 
the Bank.
 

The IDA would initially finance the operating costs of the
 
PMU (a component of the credit line) but the main revenue would be
 
generated by a 1 % spread 
on the loans disbursed to the financial
 
intermediaries. The function of 
the PMU would be
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To provide guidance at the level of the financial
 
intermediaries in selecting the appropriate subprojects; to
 
ensure that the technical assistance program is correctly
 
functioning and that guidance is provided to the intended
 
beneficiaries;
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To review the eligibity of applicants and to authorize the
 
release of funds under the terms or the IDA document; and
 
generally to ensure that the terms and conditions of the 1DA
 
credit line are being observed.
 

The IDA would cover only 67 % of the total project cost. The
 
remainder of the project finarncing has to come out from the
 
borrowers' 
own funds or loans taken throug], the participating
 
financial intermediaries.
 

3.2.1.2.Comments on the IDA proposed scheme
 

The IDA staff appraisal report is a detailed document which
 
presents a workable solution towards providing financial and
 
technical assistance to the ShBs. Its orientattion towards
 
investment rather than working capital 
 does not solve the main
 
present problem o: the local SMIs though.
 

The idea of filtering down the funds through the coumercial
 
banks, development banks and eventually the Credit Unions will
 
ensure a wider distribution and would further the development in the
 
rural areas.
 

An area of some concern, however, remains the status of the
 
PMU and its eventual performance.
 

The PMU role is critical in the whole operation in ensuring

the success of the project which is to direct help and foster the
 
development of the SMBs. The role of 
the PMU would be better managed

if a legal entity was set up e,,entually. Such an entity would
 
probably function better if it were a mixed enterprise with national
 
and foreign shareholding rather than a Department of the Central
 
Bank.
 

Some of the factors to be taken into account when setting up
 
such an entity are :
 

- Creation of the entity as a financial institution (thus

bringing it under the control/supervision of the Central
 
Bank) or as an orientation and audit organization;
 

- Setting up the legal entity under the investment code or 
obtaining certain fiscal benefits at least at the inception
 
stages;
 

- The entity should not deal in direct lending to the 
beneficiaries i.e. it should remain independent to monitor
 
the lenders' performance in complying with the IDA scheme
 
lending conditions ; and,
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The entity should operate as a profit-making enterprise.
-

is the net margins foreseen which
Another area of concern 


the financial institutions wfill make on relending. The net rate of 7
 

by assuming borrowing at the rediscount rate of 30 %
 
% is arrived at 


this regard the "march6
lending at 3*7 % to the SMBs. In
and 
% would seem more appropriate than the


mon,.taire" rate of 2d 

rediount raLt of 30 % which is currently not applied.
 

appear very healthy for the
The net return of 7 % may not 

made to the SMLs with certain
banks particularly as the lendings are 


be tempted at this "low"
inherent risks involved. The banks may nct 


if the rate of return proves to be a barrier, USkID should
rate. 

guarantee mechanism car, be set up
consider to what extent a loan 


which will render the package more interesting to the financial
 

institutions.
 

merits further discussion andTi IDA proposed scheme 
iollow-up. The general operatii)g framet4ork is a 2eptable although a 

aside for working
greater share of the available funds should be set 

that various government
capital; what is now needed is the 


in the SMBs consolidate their resources
donors/lenders interested 

a unique financial and
and efforts into recognizing and setting up 


training mechanism towards directing growth in the economy via the
 

SMBs.
 

3.2.2. USAID lending via SOFIDE
 

Small
A scheme somewhat similar to the World Bank' 


Enterprise Development Project could be set up, except that the
 

lending would be entirely handled by SOFIrE.
 

The scheme would have, however, two distinct features
 

differentiating it from the World Bank scheme viz:
 

- The exchange losses on the assumed USAID loan facility would 

not be borne by SOFIDE nor the Government. This would make 
toothe deal less interesting and would in fact not be 

tempting to SOFIDE who already has large fereign exchange 

funds for lending. 

- The funds in this instance would be channelled and limited 

only to SOFIDE. The eventual distribution of such funds 

would be less efficient because SOFIDE does not have the 

network and r'esources to penetrate a wide sector of the 

economy in Zaire that the commercial banks possess.
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In order to combat the exchange loss risk USAID wouli have
 
to study the possibility of instituting an exchange guarantee fund.
 
Such a scheme is now being considered by the Government but its
 
practical mechanism is still very much 
 at its infancy stage. USAID

would have to insist that suc' . scheme be operational or else the
 
loan package to SOFIDE would 
not ie of much interest.
 

In lending via SOFIDE, USAID would have to take certain
 
precautions and ensure 
 that the loans are actually made only to 
qualifiable projects. USAID would have to 
 have a -epresentative *it
 
the SOFIDE management level who would monitor the financing and
 
administration of the said loans. Alternatively USAID could request
that all proposals be eventually channelled through it for final 
approval. 

The funds committed would also need to be placed in a 
separate bank account, use of
the which would have to be strictly

controlled and regularly audited. There would have to be sufficient 
assurance and guarantee provided ensure that suci
to funds are not
"mixed" and "lent" to other funds SOFIDEwithin even on a temporary

basis to cover other lenders deficits. A complex and detiiled loan
 
document needs to be drawn up by legal advisers ensurinj. that USAID 
is fully protected.
 

The monitoring of such a facility ensuring that the
beneficiary is respecting the lenders/donors int,ntions and
 
requirements would require some manpower support which Kould not be

without its costs. USAID wouln have to establish whether it has the
 
available resources in -aire or whether 
 it would contract cut such a
 
service to a third party.
 

3.2.3. Loan guarantee mechanisms 

Loan guarantee mechanisms can be established in various

forms. It should be 
 noted, however, that loan guarantees are only

applicable where credit risk, real perceived,or is a factor
 
preventing the flow of 
credit to the target sector. Loan guarantees
 
will not affect the availability of funds.
 

The availability of funds both for project finance and 
working capital particularly for the SIIBs is severea constraint. 
The cnly aviJabie source of loans ,OFIDE but such areterm is loans 
designated generally in foreign ex:change and consequ-ntly have the 
exchange risk factor attaiched. A loan guarantee iechanism has 
limitations in Zaire and consequently we shall only touch briefly on 
the subject mater. 

Two program models which could be of interest should funds 
be available but where security needs present a problem are 
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3 .2.3.l.Direct Guarantees
 

In this form of loan guarantee program, USAID would act 
as
the direct guarantor to the loans 
 made by the financial

institutions. Agreement would reached
be between the financial
institutions and USAID on 
the selectioning, monitoring of the loan
applicants and other conditions 
as to the settlement of claims.
 

USAID could work directly with the financial institutions or
 use an organization to monitor 
 the program. The monitoring would
consist of approving the loan requests, checking the guaranteed

portfolio on 
an ongoing basis, reviewing the lending and collection

procedures and finally evaluating the guarantee claims and
 
authorizing payments.
 

A fund 
 to set
would have be up on deposit initially
capitalized by USAID for 
 the purposes of effecting the guarantee

payments. The fund 
could be topped up subsequently by borrower fees
to ensure its continuity and 
 growth irn relation to the loans
guaranteed. The fund 
 should become self sufficient and the fee

income plus interest should cover therefore the claims paid.
 

The direct guarantee scheme is simple to apply and gives
USAID a clear picture of 
the whole program. The drawback is that it

requires major follow-up on the part of 
USAID and that furthermore

the program would only last while 
 USAID supported it. The program
does not 
 necessarily lead to institutional growth and further

lending to the target sector 
 unless other institutions and
organizations 
found it rewarding and continued with similar loan
 
guarantee programs.
 

3.2. 3 .2.Central Bank Guarantee Fund
 

The alternative of 
 not getting directly involved in the
guarantee fund 
 is to get the Central Bank to monitor the fund. The

mechanism would largely remain unchanged in regard 
to the criteria
 
for loan lending, maintaining the guarantee fund, etc.
 

In Zaire, the Government has already started such a
guarantee fund which is controlled by 
 OPEZ. However, the financing

of this Fund remains a problem and it cannot be considered
 
operational yet.
 

A certain mechanism and 
structure is nevertheless already in
place and USAID could 
 usefully use the facility, but should first
ascertain the management and control of the fund 
 currently
 
installed.
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3.2.4. USAID support to financial institutions
 

In order to further development of the target sector (SMBs),
 

USAID could provide financial support in the form of lo& s and
 

guarantees to the financial institutions to enable the latter to
 

increase the amount of foreign currency for import licences they
 
or scheme is
make available to the SMBs. Whatever support 


is not diminished
established, it should be ensured that its effect 

by the monetary policies and controls enforced by the Central Bank
 

(credit ceilings, reserve obligations etc).
 

A useful support by USAID would be in the area of
 

importations through letters of credit. Banks can open L.C.s without
 
taking in full provisions. There are two risks, however, viz :
 

- The customer does not have funds 

movement could be severe and, lik
have funds at maturity. 

at maturity. 
ewise, the cli

The R.O.E. 
ent may not 

- The banks may not have the forex at maturity. 

USAID could guarantee the first above-mentioned risk
 

pertaining to the availability of forex prevails.
 

To be effective and ensure that a large number of SMBs
 

receive such help, the mechanism would become cumbersome and
 
administratively time consuming.
 

Such a scheme would be very useful to the S'MBs but the
 
administrative cost would be significant as one has to deal with a
 

large number of import dossiers albeit of small individual values.
 
Furthermore, such a scheme only results in very short term finance
 
and does not respond to the SMBs long term needs.
 

3.2.5. USAID support to Credit Unions
 

The C.Us play a very important role in Zaire because of the
 
value to which the members subscribe to savings. There is therefore
 
potential development which can be achieved in the private sector in
 
productive investments through savings and improving the mechanisms
 
of savings.
 

The C.Us are in urgent need of technical and management
 
help. USAID in conjunction with other donors could pl.y a useful
 

role in getting the Government to appreciate the potential growth in
 
this area. Pressure should be brought for reforms and controls so
 
that the C.Us can operate in time as efficieihtly as the other
 
financial insitutions.
 



198
 

Help on the part of USAID is not foreseen purely on the
 
financial front but more so in the area of management and technical
 
support. The management competence and controls of the C.Us cannot
 

be chanfed overnight particularly if one takes into account their
 
structrure, size and areas in which they operate. The staff and
 
management training programs could take years but such measures need
 
to be taken if the C.Us are ever going to operate on a sane basis.
 

Initially it may not be realistic for the CUs to take on the
 
role of commercial credit assessment and control since the
 
commercial banks themselves have enough difficulty in this role even
 
with their existing experience. USAID should look into ways on how
 
the CUs and commercial bdnks can usefully enter into mutual
 
financial engagements. The surplus funds from the CUs for example
 
could be placed with the banks on deposits for which exoneration
 
from the Reserve Requirements should be requested. The banks could
 
use such funds to support SMB projects on behalf of the CUs. The
 
banks could therefore use their technical capabilities but employ
 
funds of the Cus.
 

3.2.6. Establishing Trading Cooperatives
 

A significant amount of business is conducted at a level
 
below the criteria and parameters of the SMBs. Such businesses are
 
financed, if at all, by the C.Us. There is further potential for
 
growth if such small units were grouped into larger trading
 
cooperatives.
 

USAID could look into ways of how such units could be
 
consolidated into larger development units. Management and technical
 
help is more important initially in evaluating the organization and
 
management structure of such an organization. Once the structure is
 
in place and the market ascertained (fish production, furniture
 
making, agricultural development etc) the financial arrangement
 
would not be a major obstacle.
 

3.2.7. Practical management training assistance
 

Finally, USAID could help finance or organize a practical
 
training program for the smallest entrepreneurs.
 

This training should deliver in very concrete terms some
 
basic notions about the managemcnt principles and techniques which
 
are directly applicable to the day-to-day needs of SMIs' managers.
 
Past experiences show that it would probably be counter-productive
 
to try, at this stage. to develop a "Business School cursus" for
 
this type of clientele.
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Basic accounting methods, treasury management, cost control,

evaluation of small investment projects and relations with
 
commercial banks are undoubtedly the most needed courses.
 

The documentation of the local existing training

institutions which was carried-out 
 in the course of this project

might help USAID select the organization most suitable for this type

of training and most receptive to the pedagogic methods to be used
 
to successfully answer the needs and characteristics of the intended
 
audience.
 



NITED STATES GENCY FLR [NTER)AIONAL DVELOPXNT 

(US .AID) 

PRIVATE SECTOR STRATEGY AIND PROGRAM DESIGN
 

(660-0510)
 

PRIVATE SECTOR OVERVIEW
 

SURVEY OF CAPITAL MARKETS AND FINANCIAL INTERMEDIARIES
 

SURVEY OF TRAINING NEEDS AND RESOURCES
 

(CONTRACT NO 660-0510-C-00-8051-00)
 

FINAL REPORT
 

VOLUE II APPENDICES
 

DECEMBER 15, 1987
 

Coopers

&Lyfrand
 



UNITED STATES AGENCY FOR INTERNATIONAL DEVELOPMENT
 

(US. AID)
 

PRIVATE SECTOR STRATEGY AND PROGRAM DESIGN
 

(660-0510)
 

PRIVATE SECTOR OVERVIEW
 

SURVEY OF CAPITAL MARKETS AND FINANCIAL INTERMEDIARIES
 

SURVEY OF TRAINING NEEDS AND RESOURCES
 

(CONTRACT NO 660-0510-C-00-8051-00)
 

FINAL REPORT 

VOLUME II APPENDICES 

DECEMLK.R 15, 1987
 



APPENDIX 1
 

TERMS OF REFERENCE
 



Page 4 of 12
 

PIO-T Number 660-0510-3-70007
 

Project 660-0510 - PD&S
 

ATTACHMENT I
 

STATEMENT OF WORK
 

I. Background
 

Zaire's future prospect for higher living standards depend greatly on growth
 
among her private enterprises. In view of this, USAID/Zaire has made private
 
enterprise development a high priority in its future program of economic,
 

financial, technical and managerial assistance. Howt.er, there is substantial
 

agreement in the m,ssion that the design of a strategy and of programs in this
 
sector requires a nomber of action-orienced studies to provide the data base
 
necessary for decisionmaking.
 

USAID is currently conducting a thorough review of its long term private 
sector oljectives and strategy with a view to providing concrete guidelines
 
and s-ecLtic £ecorfrteridations for private sector program and project design 

over the next five years. Updates and additions to the information base, and 
furtier analysis ot tie implication of the findings, must be made in the 

foilu ,inc sectors: 

I) 	 Investment climate a~se$sment; 

2) 	 Private sector overview;
 

3) 	 Capital markets, financial intermediaries and management assistance
 

resources;
 

4) 	 Donor objectives, priorities and programs;
 

5) 	 Private sector training needs and available training resources;
 

.6) Private sector implications of the current USAID portfolio and,
 

7) 	 USAID mission structure and staffing. 

USAID wil carry out tas,:s 1), 4), b) and 7) with internal resources and will 
utilize outside local management consultants te conduct tasks 2), 3) and 5), 
although tne final rcLults will be consolidated in an integrated approach to 
private sector ne.tdc and possible USAID responses. 

The otjectives pursued ny the three interrelated studies designated as 

arpopriate for assignment to outside consultants and the scope of work to be 
compietec for eacii are presented below. 
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11. Objectlv
 

The Consultant's objective will be 
to provide specific, practical and
 
actionable recommendations through 
the development of an Integrated and well
 
researched 
view of private sector development prospects. The recommend;jtions
 
will then be used by USAID 
to design a private sector promotion strategy and
 
to develop programs and projects for 
future implementation.
 

II. Scope of Work
 

A. Prepare Private Sector Overview Report
 

1. Objectives
 

a. 	 Provide a private sector 
overview identifying practical opportunities for
 
USAID deveicpnmcnt initiatives.
 

b. 	 Recommend practical). action programs directly responsive to 
these needs.
 

2. Scope of Work
 

a. 	 Carry out background economic and business research focused on 
private
 
sector development activities and 
trends.
 

b. 	 Conduct private sector interviews and plant visits, and obtain views of
 
commercial and development bankers.
 

c. 	 Describe structure 
and invest~ment opportunities in key seyments:
 
agriculture, agroindustry, light industry and services, including
 
healtn.
 

d. 	 Develop private sector 
profiles for a cross section 
of businesses in each
 
of the major segments.
 

e. 	 Assess and prioritize private 
sector 
development needs, opportunities and
 
successful strategies by seg4ment, 
geography, ownersh:*, and size. 

f. 	 Recommend and prioritize USAID private 
sector development opportunities,
 
stratecies anid initiatives which respond to identified needs.
 

g. 	 Identify major policy reform areas and 
issues for stimulating private
 
sector development.
 

This 	part of t.H: :i'rinmerit will conductedbe throich in--depth intervi ewing
with a sar.ile .,it Small to mndium-sized establistned entrepeneur in the 
reQ ons on .inf-hayna, Shaba an B,n Iundu. The ptopuosed sample will be 
subnr t f,, f r appro:aI t( US IU at the beginn) ng of the stud,. 
Smdil to rei.,- , Sld be deftried as enrterprises with between 10 anoi 
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less 	than 1,000,000
100 employees with established premises, assets of no 


zaires and whose capital is, in majority, privately owned. In addition, 'the
 

least a share of the ownership of
full-time manager should have at the
 

firn;.
 

The sample ot private enterprises will primarily be drawn, in the production
 

sector, from the agro-industrial, light manufacturing and building and
 

in the service side, from the transportation,
construction companies, and 


repair, training and health care operators.
maintenance and 


firms studied across ethnic and
The Consultant will divide the sample of 


are associated with such
cultural groups, to the extent that the firms 


groups, and will study the correlations between cultural groupings and
 

business practices. The Consultant will also investigate the extent to
 

which the firms studied are parts of networks of firms grouped by social or
 

rather than operating atomistically.
ethnic ties, 


!he interviews will be conducted in the city of Finshasa, for the region of
 

Bandundu in Kikwit, Idiofa, Bulunqu, Masi-Manimba, and Mangai, and, for the
 

rec;ior of Shaba, in Lubumbashi, Likasi, Koliwezi, Kamina, and Kalemie.
 

Outside Kinshasa, no less than three private entrepreneurs in each location
 

ano toc each sector selected 4ill ie contacced and their operations,
 

prospects and difficulties studi ed in detail. In Kinshasa, this number will
 

total sample will be determined in
exceed five. The size of the 

the first week of work,
consultation between the Consultant and USAID during 


ano will incluae approximately O'J to 50 different cases.
 

B. Survey of Capital Markets, Financial Intermediaries, and Management
 

and Assistance Resources
 

1. Obective
 

Describe 	the structure, strateqies, weaknesses and utilization of capital
 

financial institutions a'd business service organizations available
markets, 

in Zairp for prc'.'idrni equity, locas and working capital financing for
 

private sector development.
 

2. Scope of Work 

a. 	 bescriu and evaluate capital markets, particularly with respect to how 

business is financed. 

b. 	 Evaluate- anJ asiss capabilities and involvement of commerc'.al and 

develor.nL in private sector development. 

ir rtance and activities of informal financial intermediaries.c. 	 Review 


d. 	 ldentify an,J assess capabilities of business advisory and assistance
 

serv ices .
 

http:commerc'.al
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e. 	 Identify major policy and regulatory issues in the finance and banking
 
sectors which hamper private sector development.
 

f. 	 Draw conclusions and make recommendations for involvement of financial
 
and services organizations in USAID private sector development
 
program.
 

The evaluation of the capital market and financial intermediaries will draw
 
heavily on the numerous studies which have been conducted on this sector of
 
the Zairian economy, on interviews with USAID and U.S. Embassy personnel
 
familiar with this sector, and on the Consultant's experience with the banks
 
and the international and national financial institutions. Additional
 
interviews needed to Lpdate the information available, to center on the
 
aspects most relevant for this mission, and to detail the major areas of
 
concern must be approved by USAID.
 

The Consultant will also collect infornation on credit cooperatives, private
 
moneylenders, trade credit suppl-ed b-Y nonfinancial enterprises, and the
 
infr mal, nonoank financial sector in general. In 
 farso possible, theas 
Consultant will at:tempt to determine the clientele served, sources and uses 
ot funds, the cost of funds to supp]iers and users, and the earnings from 
lending or intermediation. 

C. Conduct Private Sector Trainina and Development Needs and Resources
 
Survey
 

i. Ubective 

Assess private sector training and development needs, evaluate available
 
resources, and recommend strategies and programs for supporting private
 
sector develcpmunt. 

2. Scope of Work
 

a. Draw conclusions of private sector training and development needs from
 
survey studies.
 

b. 	 Identify and assess capabilities of existing institutions, inside and
 
outside Zaire, able to respond to private sector training and
 
development needs.
 

c. 	 Draw conclusions and make recommendations for use of training and
 
development institutions for private sector development in such areas 
as feasiilit' analysis, systems design and installation, technical 
assistance, short-term consultancy and specialized training cuurses,
 
medurl and lonj-tn; formial training, and short-term resident 
irternshri ps. 

/ 'if 
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d. Recommend content 
and use of public-private sector seminars for
fostering dialogue and encouraging policy reforms.
 

During the course of 
the interviews with the representatives of
sector and tie the private
financial intermediaries, the 
evaluation of 
the need for
technical and managerial training and human 
resource development will be
stressed. The amount aid the type of 
tra!nlng required and the 
p'iorities
 
will be addressed.
 

A detailed survey of 
the resources and institutions available 
in Zaire for
the training of adults will 
be conducted. 
 Their present operations,
results, capabilities and constraints as 
well as their development or
 
improvement prospects and programs will be assessed and compared to
findin.p ott t:e training needs survey. 

the
 

In addition, a documentary research of 
the pcograms offered by 
Institutions
outsice of Zaire will be carried out to 
identify potential alternatives for
the training of existing and potential Zairian private entrepreneurs.
 

D. General Methodology
 

The Conultant will 
conduct the three studies under consideration

simultaneou'ily and will integrate the results of the data gathering and
 
analysis phas: 
to 

develc::ment 

present a complete and coherent background for
ot meaningful, practical, coherent and actionable 
the
 

recommnuatLions for 
USAID private sector strategy and program or 
project
 
developm nt.
 

The Consulutan.r will maintain close links witi USAID anJ 
to ensure the
integration between the 
three interrelated aspects of 
the mission through
ass sofin as project supervisor a business expert who will reside in Zaire
 
and will coordinate the work accomplished, in parallel, by
consultants who will three teams ofcover slm'Itaneously the private sector overview, the
capital 
market and financial intermediaries survey and the training needs
anu rescurces;a;, 
 ssm n in the 
three 
selected regions, Kinshasa, Bandundu

and Snaob, over 
a [er iod of five to six weeks.
 

The synthesis o all the 
information available, the development ofrecommendations 
tor action, the preparation and discussion of 
the final
report will require an additional 
four weeks. 

I. Orientatlon 

In the first wek of work, the Consultant will 
identify, locate and 
colect
relevant documentary information for 
preliminary analysis and determination
or areas and sUbioects requiring additional or 
more detailed reseacch. The
Consulant will discuss with USAID the proposed sectorial arid geoqraphicalsamri i .rlVo,- secLor entrepreneurs and 
financial intermediaries
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representatives to be interviewed in the three regions and the content and
 
scope of 
the prepared questionnaire.
 

The Consultant will 
prepate a detailed work program for the data gathering
 
phase in the first week of work.
 

2. Daza collection and analysis
 

During this phase the Consultant will 
identify potential interviewees, make
 
contact, organize and conduct 
the interviews, according to 
the program
 
agreed upon by representatives of USAID.
 

For each interview, the Ccnc:ultant will prepare short case studies
 
documenting the background, operations, 
 financial and managerial

characteristics of the enterprises ani the opinions, comments, prospects,
 
needs and expectations of the entrepreneurs.
 

In g*-nera , the Consultant'5 reports will. take the form of case studies
 
rather tKan overa i, statistical summaries. To the extent 
 practical, theConsu trant will sby ntLnlize several (e.g., 5 to 10J) typical business profiles
baseo on oliimiliti<o witnin subgroups of the whole set of case studies. 

The Conn tua n will r tudy the documents available and will synthesize their 
content pectinent to thy context of the ntudy. 

At regular interva: during this phase, the Consultant wiil inform USAID of
the tasks accoimplished, the results obtained or difficulties encountered and 
proceeO to any necessary adjustment. In addition, these contacts will allow
the Consultant to familiarize itself and to take into account the results of
the other four information tasks which willUSAID undertake internally. 

3. Synthesis, definition of priorities and preparation of
 
preliminary report ci, injiuncs 

The Consultant will document all the information collected during the 
previous pnase in three preliminary reports and, based on its analysis, will
 
present 
ano comment on the ma]or finuings in an integrated view of the 
present situation, needs and attitude of the private sector reviewed and of 
the gene ral exter rai environment for business. 

4. Presentation of the findings 

Altnoug;r regular informal contLacts will be maintained with representatives
of USAID during the course of the study, the consultant will meet with USAID 
at ULAID's offices in Kinshasa at the end of the data gathering and analysisphase to discuss the findings and the orientations these are likely to giveto the second part of the work, whose purpose is to develop recommendations 
for 
USAIU's future action programs towards the private sector 
of Zaire.
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5. Recommendations and detailed action plan
 

This phase of the study is the most Important since its objective is to
 
develop, justify and propose to USAID specific, coherent and actionable
 
recommendations for the design of a strategy for action and for the
 
preparaion of private sector programs and projects over the next five
 
years.
 

The Consultant will make recommedations and suggestions covering a range of 
potential areas for action to promote the development of the small and
 
medium-sized private sector in Zaire, Including the external 
regulatory and 
financial environments and the various aspects of their operations and 
mandgement. 

The Consultant will strive to Lemain practical and precise in the 
formulation of the suggestions for action and to limit the general ideas to 
the minimum riequred tor a good undecrtStacding of the overall context of 
constraints to be addressed, or promising opportunities to be cap:talized 
upon, to successtully promote the development of a viable ani healthy 
private sector in Zaire.
 

In traming recommendations, the Consult, nt will consider: 

Le al or re gulat ory limitations on direct relations between USAID and 
private enterprise:; in Zaire; 

USAID's desire to supporL Le economic reform program that Zaire is 
undertaking with the assistance of the OhF and the World Bank; and, 

Thu imp! icat ion:: for USAID's overnead (managerent) costs per dollar of 
financial assistance.
 

If programs tnat are otherwise desirable appear to the Consultant to be 
problematic for any reasons 8uct, as the above, the concerns will be noted in 
the recommendation. 

IV. Report 

A. Detailed Work Plan
 

By the end of the first week of work, the Consultant will present USAID a 
written, detailed work plan for the remainder of the Scope of Work, and will 
discuss this work plan with USAID at USAID's offices in Kinshasa. 

B. Preliminary Repor t 

The Consultant will prepare a preliminary report of data gatnered and 
tentative conclusios reachied and further work to be performed by the end of 
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the seventh week from the beginning of the contract. This report will be
 
primarily an oral presentation to USAID at its offices in Kinshasa, with
 
written documentation as needed to support the oral report.
 

C. Final Report
 

The first version of the final in
report, the English language, will be
 
submitted in ten (10) copies by the end of the tenth week after the
 
beginning of the assignment, or tentatively by May 30th 1987.
 

A formal presentation meeting with USAID will be arranged a few days after
 
the ten copies of the final report have been submitted to allow for study of
 
its content and preparation of the discussion. 
The consultant will endeavor
 
to 
take into account all remarks and suggestions developed during the
 
discussion and incorporate them in the final version of his assignment
 
report which will be submitted to USAID/Kinshasa within one week.
 

V. Personnel and Level of Effort
 

The Consultant will field a team with two key members: the 
Private
 
Enterprise Analyst and the Financial 
Sector Analyst. The Consultant is
 
requested to assign as key personnel for this project:
 

Private Enterprise Analyst - Mr. Loup Brefort
 
Financial Sector Analyst - Mr. Paul DeSouza.
 

In any case, the Consultant will make maximum use of experienced business
 
experts wno possess 
in-depth and wide knowledge of business conditions,
 
constraints and opportunities in Zaire based on several years of
 
professional experience in the country. 
 USAID will approve the key memoers
 
of the team individually, and the Consultant will not substitute other
 
professionals for key team members without 
USAID's approval.
 

Minimum levels bf effort required from professional staff on the team will
 
be as follows:
 

Private Enterprise Analyst - 35 work-days
 
Financial Sector Analyst - 35 work-days
 
Other Professionals - 100 work-days
 

TOTAL - 170 work-days.
 

The division of this total level of effort between the three major
 
activities described in part III, 
above, will be presented by the
 
Consultant in tne detailed work plan at the end of 
the first week of
 
work.
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU
 

NOM: COOPERATIVE DE LOKALANA ? employ~s
 
Achat et vente produits agricoles
 
ADRESSE: Centre Lokolama, BANDUNDU
 
NOh DU DIRIGEANT: P~rcs Scheut
 

NOM: COOPERATIVE/TAKETA ? employ~s
 
Achat et vente produits agricoles
 
ADRESSE: Centre Taketa. BANDUNIDU
 
NOM DU DIRIGEANT: ?
 

NCM: ITUTU, Ets 10 employ~s
 
Achat et vente produits agricoles, Elevage
 
ADRESSE: B.P. 57, BULUNGU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. ITUTU Mbwisi
 

NOM: NGYAMA, Ets 20 employ~s
 
Achat et vente prDduits agricoles, Pisciculture, Elevage, Plantation caft
 
ADRESSE: B.P. 44, BULUNGU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. NGYA.IA Kavula
 

NOM: SOCOBE, Ets ? employks
 
Achat et vente produits agricoles, Production agricole
 
ADRESSE: TOLO, BANDUNDU
 
NOM DU LIRIGEANT: ?
 

NOM: COMAGRILAC, Ets. ? employ~s
 
Agriculture, Commerce g~n~ral
 
ADRESSE: B.P. 300, BANDUNDU
 
NOM DU DIRIGEANT: ?
 

NO: KOJSA NGAI, Ets ? employks
 
Artisanat
 
ADRESSE: Centre d'Inongo, BANDUNDU
 
NOM DU DIRIGEANT: Cit. MAKWA Monya
 

NOM: NILITA (Boulangerie Milita I.B.L.), Ets ? employks
 
Boulangerie
 
ADRESSE: B.P. 226, BANDUNDU
 
NOM DU DIRIGEANT: Cit. KAYINDA O'Nsindal
 

NON: SOPRAbAND, SARL ? employ~s
 
Brasserie
 
ADRESSE: B.P. 548, BANDUNDU
 
NOM DU DIRIGEANT: ?
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU
 

NOM: YHA-MBOK, Ets ? employ6s
 

Commerce de traite, Achat et vente de produits agricoles, Plantation caft
 
ADRESSE: B.P. 77, BULUNGU, BANDUNDU
 
NON DU DIRIGEANT: Cit. MBOKO Yhab
 

NOM: MUKWA ET FILS, Ets 12 employ~s
 
Commerce de traite, Achat et vente produits agricoles, Plantation caf6,
 
ADRESSE: B.P. 10, BULUNGU, BANDUNDU 
NOM DU DIRIGEANT: Cit. KUKWA Mupiere 

NOM: KA".IGU (KAPAY MIKODI GUYIDUGAY), Ets 
Commerce de traite, Produits agricoles 
ADRESSE: B.P. 206, KIKWIT, BANDUNDU 
NOM DU DIRIGEANT: Cit. KAPAY Mikodi G. 

? employ~s 

NON;: ALIBA MOMVULA 
Commerce g~neral 
ADRESSE: KUTU/BANDUNDU 
NOM DU DIRIGEANT: Cit. ALIBA Momvula 

? employ~s 

NOM: BAIBI BONKWIWE, Ets 
Commerce g~n~ral 
ADRESSE: KUTUJ, BANDUNDU 
NOM DU DIRIGEANT: Cit. BAIBI Bonkwiwe 

? employ~s 

NOM: BALEKA EPESI, Ets. 
Commerce g~neral 
ADRESSE KUTU, BANDUNDU 
NOM DlIDIRIGEANT: Cit. BALEKA Epesi 

? employ~s 

NOM: BATULI, Ets. 
Commerce g~n~ral 
ADRESSE: KOLE-OSHWE, BANDUNDU 
NOM DU DIRIGEANT: Cit. BATULI 

? employ~s 

NOM: BESEBE MOMPANGIA, Ets. 
Commerce gn~ral 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. BESEBE Mompangia 

? employ~s 

NOM: BETOKO MBONKOSO, Ets. 
Commerce gn6ral 
ADRESSE: Centre Kiri, BANDUNDU 
NOM DU DIRIGEANT: Cit. BETOKO Mbonkoso 

? employ~s 



3 

PRIVATE SECTOR PROJECT DESIGN 
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NON: BOKATOLA, Ets. 
Commerce g~nkral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. BOKATOLA 

? employ~s 

NOM: BOKELO IKAMBA, Ets. 
Commerce g4n~ral 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. BOKELO Ikamba 

? employ~s 

NOM: BOKOSI HAKAMBO, Ets 
Commerce gQn~ral 
ADRESSE: Centre Kiri, BANDUNDU 
NOM DU DIRIGEANT: Cit. BOLA Lokolo 

? employ~s 

NOM: BOLE XONZILI, Ets. 
Commerce g~neral 
ADRESSE: KUTU, BkNDUNDU 
NOM DU DIRIGEANT: Cit. BOLE Monzili 

? employ~s 

NOM: BOLUKA MPIA, Ets. 
Commerce g~neral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. BOLUKA Mpia 

? employ~s 

NOM: BO?.ARO MEKIPE, Ets. 
Commerce g~nerai 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. BOXJRO hekipe 

? employ~s 

NOM: BOMPANGU, Ets. 
Commerce general 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. BOMPANGU 

? employ6s 

NOM: BOMPUMBU, Ets. 
Commerce g6n6ral 
ADRESSE: NIO!I, BANDUNDU 
NOM DU DIRIGEANT: Cit. RONPUMBU 

? employ~s 

NON: BONGAL N'SEL:, Ets. 
Commerce g nral 
ADRESSE: Centre Kiri, BANDUNDU 
NOM DU DIRTGEA!;T: Cit. BONGAL, 

? employ~s 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU
 

? employ~s
NOM: BONSONKIE, Ets. 

Commerce g~n~ral
 
ADRESSE: BOKORO, BANDUNDU
 
NOM DU DIRIGEANT: Cit. BONSONKIE Nes'Avandela
 

7 employ~s
NOM: BOPELA MPIYELI, Ets. 

Commerce g~neral
 
ADRESSE: Centre d'Inongo, BANDUNDU
 
NOM DU DIRIGEANT: Cit. BOPELA Mpiyeli
 

? employ~s
NOM: EOSAY.A, Ets 

Commerce gon~ral
 
ADRESSE: Centre d'Oshwe, BANDUNDU
 
NOM DU DIRIGEANT: Cit. BOSAMA
 

? employ~s
NOM: BOSOLI WA BONZE. Ets. 

Commerce g~n6ral
 
ADRESSE: Centre d'Inongo, BANDUNDU
 
NOM DU DIRIGEANT: Cit. BOSOLI
 

? employ~s
NOM: BOTIKALI LIOMBO, Ets. 

Commerce g~n~ral
 
ADRESSE: Centre d'Inongo, BANDUNDU
 
NOM DU DIRIGEANT: Cit. BOTIKALI Liombo
 

? employ~s
NOM: BOTUKALE NGANZAME, Ets. 

Commerce g~n~rai
 
ADRESSE: Centre Boloba, BANDUNDU
 
NOM DU DIRICEANT: Cit. BOTUKALA Nganzame
 

? employ~s
NON: BOYAMA KASAKASA, Ets. 

Comterce g~n±ral
 
APESSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. BOYOMA Kasakasa
 

? employ~s
NOM: CHEZ NKOKO, Ets. 

Commerce g~n~ral
 
ADRESSE: Centre Bolobo, BANDUNDU
 
NOM DU DIRIGEANT: ?
 

? employ~s
NOM: CRISTOVAO, Ets 

Commerce g~n~ral
 
ADRESSE: Centre Bolobo, BANDUNDU
 

NOM DU DIRIGEANT: Mme. CHRISTOVAO
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NON: EMBONGO BOYANGI, Ets 
Commerce g6n~ral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DiRIGEANT: Cit. EMBONGC Boyangi 

? employ~s 

NON: FERREIRA, Ets 
Commerce g~n~ral 
ADRESSE: B.P. 424, BANDUNDU 
NOM DU DIRIGEANT: ? 

? employ~s 

NOM: GHPNDA MBE, Ets 
Commerce general 
ADRESSE: KUTU, BANDUNDU 
NO. DU DIRIGEANT: Cit. GHONDA Mbe 

? employ6s 

NOY: GRACIA,Ets 
Commerce genera! 
ADRESSE: Centre Bolobo, BANDUNDU 
NOM DU) DIRIGEANT: Mr. GRACIA 

? employ~s 

NOM: IBIA ELEKA, Ets 
Commerce g~neral 
ADRESSE: KUTU, BANPUNDU 
NOM DU DIRIGEANT: Cit. IBIA Eleka 

? employ~s 

NOM: IBULA ET FILS, Ets 
Commerce gvn~ral 
ADRESSE: Centre d'Inong. BANDUNDU 
NOM DU DIRIGEANT: Cit. IBULA Lokoso 

? employ~s 

NOM: IBULA MBENGA, Ets 
Commerce gen6ral 
ADRESSE: Centre Kiri, BANDUNDU 
NOM DU DIRIGEANT: Cit. IBULA Mbenga 

? employ~s 

NOM: IKOKO MPETI, Ets 
Commerce g6n~ral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. IKOKO Mpeti 

? employ~s 

NOM: ILONGA, Ets 
Commerce g~n~ral 
ADRESSE: Centre d'Incngo, BANDUNDU 
NOM DU DIRIGEANT: Cit. IIONGA Bosende 

? employ~s 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU
 

NOM: ILOY MEBIA, Etn 
Commerce g~n6ral 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. ILOY Mebia 

? employ~s 

NOM: ILUNGA NGOLO, Ets 
Commerce gen6ral 
ADRESSE: Centre J'Inongo, BANDUNDU 
NOM DI1 DIRIGEANT: Cit. ILUNGA Ngolo 

? employ~s 

NOM: INGOI, ET FILS, Ets 
Commerce 9Th6ral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. INGOLI Itumbalombe 

1 emplo- -s 

NOM: IYELA KONGO, Ets 
Cormerce gcn~ral 
ADRESSE: Centre d'lnongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. IYELA Kongo 

? employ~s 

NOM: IYENDELE, Ets 
Commerce g6ncral 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. IYENDELE 

? employ~s 

NON: IZE MUNDJU, Ets 
Commerce g6nerai 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. IZE Mundju 

? employ6s 

NOM: KANDOS, Ets 
Commerce gen~ral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. KANDOLO 

? employ~s 

NOM: KEBWI WACHA, Ets 
Commerce gn~ral 
ADRESSE: KUTU, BANDUNDU 
NON DU DIRIGEANT: Cit. KEBWI Wacha 

? employ~s 

NOM: KINDA YELEKELE, Ets 
Commerce g6neral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIFIGEANT: Cit. KINDA Ye]ekele 

? employ~s 
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PRIVATE SECTOR PROJECT DESIGN 

SMALL AND MEDIUMY ENTERPRISES IDENTIFIED IN BANDUNDU 

NOM: KOLO-MOSI, Ets 
Commerce gqntral 
ADRESSE: KENGE, BANDUNDU 
NON DU DIRIGEANT: Cit. MKINA 

1 employ~s 

NON: LASSE NZIKFWELE, Ets 
Commerce g~n~ral 
ADRESSE: KUTU, BANDUNDU 
NON DU.DIRIGEANT: Cit. LASSE Nzikfwele 

? employ~s 

NON: LEBEKE YASIL!, Ets 
Commerce g~n~ral 
ADRESSE: KUTU, BANDUNDU 
NON DU DIRIGEANT: Cit. LEBEKE Yasili 

? employ~s 

NON: LEBOMBE ESOPA, Ets 
Commerce g -n6ral 
ADRESSE: Centre Kiri, BANDUNDU 
NON DU DIRIGEANT: Cit. LEBOMBE 

? employ~s 

NON: LELAC, Ets 
Commerce general 
ADRESSE: Centre d'Inongo, BANDUNDU 
NON DU DIRIGEANT: Ci. MBOLO Etabe 

? employ~s 

NON: LEMFUMU EMANO, Ets 
Commerce g~n~ral 
ADRESSE: Centre Bolobo, BANDUNDU 
NON DU DIRIGEANT: Cit. LEMFUMU 

? employ~s 

NOM: LOPOTA MEXBE, Ets 
Commerce gen6ral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NON DU DIRIGEANT: Cit. LOBOTA 

? employ~s 

NON: LONGOLA MAY, Ets 
Commerce gqneral 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. LONGOLA May 

? employ~s 

NON: MAKEZO, Ets 
Commerce g6ndral 
ADRESSE: Cent, d'Inongo, BANDUNDU 
NOX DU D:RIGEANT: Cit. ?OKE Akeso 

? employ~s 
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PRIVATE SECTOR PROJECT DESIGN 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU 

NOM: MAKIADI, Ets 
Commerce g~nkral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. MBINGA Nzuanzu 

2 employ~s 

NOM: MALILI HA MBIEME, Ets 
Commerce g~n~ral 
ADRESSE: Centre bolobu, BANDUNDU 
NOM DU DIIGEANT: Cit. MALILI ma Mbieme 

? employ~s 

NO?: MANZWA 'EPA, Ets 
Commerce gen6ral 
ADRESSE: Centre d'Inongo, BAi'DUNDU 
NON DU PIRIGEANT: Cit. MANZWA Mepa 

? employ~s 

NOM: MARTINS DA SILVA JOAO, Ets 
Commerce g~neral 
ALRESSE: KENGE, BANDUNDU 
NOM DU DIRIGEANT: Mr. MARTINS da Silva Joao 

2 employs 

NOM: MBAO MOBILANGA, Ets 
Commerce gQn~ral 
ADRESSE* Centre Bolobo, BANDUNDU 
NOM DU DIRIGEANT: Cit. MBAO Mobilanga 

? employ~s 

NOM: MBEY ITINE, Ets 
Commerce gen~ral 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. MBEY Itine 

? employ~s 

NOM: XBEY XPAIU, Ets 
Commerce general 
ADRE iSE: Centre Bolob,,, BANDUNDU 
NOM DU DIRIGEANT: Cit. hBEY Mpamu 

? employ~s 

NOM: MBO EBENGO, Ets 
Commerce g~neral 
ADRESSE: Centre Bolobo, BANDUNDU 
NOM DU DIRIGEANT: Cit. MBO Ebengo 

? employ~s 

NOM: MBONKANZA, Ets 

Commerce g&nral 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIFIGEANT: Cit. MBONKANZA 

? employ~s 
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SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU
 

NOM: MBU LEVILO, Ets 
Commerce g~nral 
ADRESSF: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. MBU Levilo 

? employ~s 

NOM: MOBALI MOIMBA, Ets 
Commerce g6neral 
ADRESSE: Centre Kiri, BANDUNDU 
NOM DU DIRIGEANT: Cit. MOBALI Moimba 

? emplcyks 

NOM: MODIZO, Ets 
Commerce c n6ral 
ADRESSE: TOLO, BANDUNDU 
NOM DU DIRIGEANT: Cit. MUDIZO 

? employ~s 

NOM: MOKE KEMBUYI, Ets 
Commerce general 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. MOKE Kembuyi 

? employ~s 

NOM: MOKE SAMBA, Ets 
Commerce general 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. MOKE Samba 

? employ~s 

NOM: HOK!NI NSAY, Ets 
Commerce gen6ral 
ADRESSE: KUTU, BANDUNDU 
NOY DU DIRIGEANT: Cit. MOKINI Nsay 

? employ~s 

NOM: MKUBA KE>FU, Ets 
Commerce gentral 
ADRESSE: KUTJ, BANDUNDU 
NOM DU DIRIGEANT: Cit. HOKUBA Kemfu 

? employ~s 

NOM: XOLINDAW, Ets 
Commerce gteriral 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. FOLINDAW 

? employ~s 

NOY: MOLONKIENE, Ets 
Commerce genera! 
ADRESSE: FUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. MOLONKIENE 

? employ~s 
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NOM: MONSENGO NDALA, Ets 
Commerce g~n~ral 
ADRESSZ: KUTU, BANDUNDU 
NOM Du DIRIGEANT: Cit. MONSENGO Ndala 

? employ~s 

NOM: MONSHE BONINGI, Ets 
Commerce g±nral 

ADRESSE: KUTU, BANDUNDU 

NOM DU DIRIGEANT: Cit. MONSHE Boningi 

? employ~s 

NOM: MONTEIRO, Ets 
Commerce g6n ral 
ADRESSE: B.P. 24, BULUNGU, BANDUNDU 

NOX DU DIRIGEANT: Mr. NONTEIRO 

12 employ~s 

NOM: MONZO MANUNZA, Ets 

Commerce g6ncral 
ADRESSE: Centre Bolobo, BANDUNDU 

NOM DU DIRIGEAXY. Cit. MCNZO Manunza 

? ewployds 

NON: MOSENGO MOTULI, Ets 
Commerce g6n~ral 

ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. MOSENGO Motuli 

? employ~s 

NOM: MOTERI MWAN, Ets 
Commerce general 
ADRESSE: Centre Mushie, BANDUNDU 
NOE DU DIRIGEANT: Cit. MOTERI 

? employ~s 

NOM: MOYUALA BENTUIN, Ets 
Commerce gin~ral 
,DRESSE: KUTU, BANDUNDU 

NOM DU DIRIGEANT: Cit. YOYUALA Bentuin 

? employ~s 

NOM: MOZENGE INENA, Ets 
Commerce g~n~ra! 
ADRESSE: KUTU, BANDUNDU 

NOM DU DIRIGEANT: Cit. NOZENGE Inena 

? employ~s 

NOM: MPAKILI BOPOKO, Ets 
Commerce g6neral 

ADRESSE: Centre d'Inongo, BANDUNDU 

NOM DU DIRIGEANT: Cit. MPAKILI Bopoko 

? employ~s 
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NOM: MPETI NYIMI, Ets 
Commerce g~n~ral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. HPETI Nyimi 

? employ~s 

NOM: MPIA BOSOLI, Ets 
Commerce g~ndral 
ADRESSE: Centre d'Onongo, BANDUNDU 
NOH DU DIRIGEANT: Cit. MPIA Bosoli 

? employ~s 

NOM: KFIA EFEKE, EtL 
Commerce genral 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEAIT: Cit. MPIA Ebeke 

? employ~s 

NOM: MPOLIBALI, Ets 
Commerce gqndral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. MPOLIBALI 

? employ~s 

NOM: MU.KO.LO., Ets 
Commerce g6n~ral 

ADRESSE: B.P. 27, KENGE, BANDUNDU 
NOM DU DIRIGEANT: Cit. MUZINGA Koloso 

5 employ~s 

NOM: MULIDIKI, Ets 
Commerce g~n~ral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. NTIKALA Ibole 

? employ~s 

NOY: MWANKU MALELA, Ets 
Commerce gen~ral 
ADRESSE: Centre d'Incngo, BANDUNDU 
NOM DU DIRiGEANT: Cit. MWANKU Malela 

? employ~s 

NOM: MWANTOTE BOBOMBI, Ets 

Commerce genelral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIHIGEANT: Cit. MWANTOTE Bobombi 

? employ~s 

NOM: NDWANI KOKWANA, Ets 
Commerce U~nral 
ADRESSE: Centre Mushie, BANDUNDU 
NOM DU DIRIGEANT: Cit. NDWANI Kokwana 

? employ~s 
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NOM. NGOY BOMPAMBE, Ets ? employ~s 
Commerce g~ndr-l 
ADRESSE: Centre Kiri, BANDUNDU 
NOM DU DIRIGEANT: Cit. NGOY Bompambe 

NOM: NGULA LOYOHO, Ets ? employ~s 
Commerce g~neral 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DiRIGEANT: Cit. NGULA Loyomo 

NOY: NKELAVUKU NGA, Ets ? employs 
Commerce general 
ADREMSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. NKELAVUKU Nga 

NO,: NKLY BANOKI, Ets ? employs 
Cormerce qgnerai 
ADESSE: Ceitre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. NKEY Banoki 

NOY: NSANGIE M!O?,GO, Ets ? employ~s 
Commerce ci-neral 
ADRESSE: KUTU, BANDUNDU 
NON DU DIR!GEANT: Cit. NSANGIE Mbongo 

VOM: NSE YANGI Ets ? employ~s 
Commerce general 
ADRESSE: Centre d'Inonqo, BANDUNDU 
NOM DU DIRIGEANT: Cit. NSE 4 angi 

NON: NSE N?,1UPA. Ets ? employds 
Commerce general 
ADRESSE: Centre Nushie, BANDUNDU 
NOM DU DIRIGEANT: Cit. NSE Nzuba 

NOM: NSELE MBO, Ets ? employ~s 
Commerce Qen~ral 
ADRESSE: Centre Mushie, BANDUNDU 
NOM DU DIRIGEAN7: Cit. NSELE Mbo 

NOM: NSEY FANKISWO, Ets ? employ~s 
Commerce general 

ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. NSEY Fankiswo 
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? employ~s

NOM: NSEYA FATAKI, Ets 

Commerce g~n~ral
 
ADRESSE: Centre d'Inongo, BANDUNDU
 

NOM DU DIRIGEANT: Cit. NSEYA Fataki
 

? employ~s

NOM: NSOSOMBO BOSALE, Ets 


Commerce g ntral
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. NSOSOMBO Bosale
 

? employ~s

NOM: NTEBE KOSE, Ets 

Commerce general
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. NTEBE Kose
 

? employ~s

NOM: NTIKALA BOTIKE, Ets 


Commerce c~n~ral
 
ADRESSE: Centre d'Inongo, BANDUNDU
 

NOM DU DIRIGEANT: Cit. NTIKALA Botike
 

? employ~s

NOM: NTWA MOSENGO, Ets 

Commerce gt'n6ral
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DIFIGEANT: Cit. NTWA Nosengo
 

? employ~s

NOM: NTWANGIA XPUTU, Ets 


Commerce gn~ral
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANIT: Cit. NTWANGIA Mputu
 

? employ~s
NO!': NYOTA Bh&L0, Ets 

Commerce general
 
ADRESSE: Centre d'Inongo, BANDUNDU
 

NOM DU DIRIGEANT: Cit. NYOTA Bikolo
 

? emplowes
NOM: NZE NZALE, Ets 

Commerce g6n~ral
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. NZE Nzale
 

? employ~s
NON: NZEPELI LOBOTA, Ets 

Commerce g6nera]
 
ADRESSE: Centre Kir, BANDUNDU
 
NOM DU DIRIGEANT: Cit. NZFBELI Lobota
 

,lJ
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? employ~s
NOM: OBE LETUNITA, Ets 

Commerce g n~ral
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. OBE Letutina
 

? employ~s
NOM: SACOLAC, Ets 

Commerce gqn(ral
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANT: ?
 

? employ~s
NOM: SALISA, Ets 

Commerce gen6ral
 
ADRESSE: BOKORO, BANDUNDU
 
NOM DU DIRIGEANT: Cit. MOYABE Kiam
 

? employ~s
NOM: SAPEZA, SPRI, 

Commerce gtn~ral
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DlIIGEANT: ?
 

? employ~s
NOM: SEMAMI, Ets 

Commerc( g~n~ral
 
ADRESSE: BOKORO, BANDUNDU
 
NOM DU DIPIGEANT: Cit. NZIMINSE
 

NOM: SOCOBU (SOCIETE COSTA DE BULUNGU), SPRL 27 employ~s
 

Commerce gon~ral
 
ADAESSE: B.P. 38, BULUNGU, BANDUNDU
 
NOM DUIDIRIGEANT: Mr. A.S COSTA
 

NOX: SUNA NGONDA, Ets ? employ~s
 
Commerce general
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. SUNA Ngonda
 

NOM: TOSALISANA, Ets 5 employ~s
 
Commerce gentral
 
ADRESSE: B.P. 33, KENGE, BANDUNDU
 
NOM DU DIRIGEANT: Cit. BUKASA Mutukija
 

NOM: TOYOKANA, Ets ? employ~s
 
Commerce a6n6ral
 
ADRESSE: Centre Kiri, BANDUNDU
 
NOM DU DIRIGEANT: Cit. MPUTELA
 



15 

PRIVATE SECTOR PROJECT DESIGN 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU 

NOM: VELBE BELOBA, Ets 
Commerce g n~ral 
ADRESSE: KUTU, BANDUTIDU 
NOM DU DIRIGEANT: Cit. VELBE Beloba 

? employ~s 

NOM: WANSOME, Ets 
Commerce g~n±ral 
A'RESSE: BOKORO, BANDUNDU 
NOM DU DIRIGEANT: Cit. WANSOME Lesebele 

? employks 

NOM: WAWA EKINA, Ets 
Commerce gvn~ral 
ADRESSE: KUJTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. WAWA Ekina 

? employ~s 

NOM: YOBUAKA IKRAFUKA, Ets 
Commerce g n~ral 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. YOBUAKA Ikrafuka 

? employs 

NOM: ZAKWMWA, Ets 
Commerce g~n~ra] 
ADRESSE: BOKORO, EANDUNDU 
NOM DU DIRIGEANT: Cit. MBENGHO Taata 

? employ~s 

NOM: BONGELI MBUTA, Ets. 
Commerce gen~ral, Achat caf6 
ADRESSE: Centre Kiri, BANDUNDU 
NOM DU DIRIGEANT: Cit. BONGELI Mbuta 

? employ~s 

NOM: ANTONIO LOPES FELIX, Ets 
Commerce G~n~ral, Achat et .!ente de produits agricoles 
ADRESSE: B.P. 19 BULUNGU, BANDUNDU 
NOM DU DIRIGEANT: Mr ANTONIO Lopes F61ix 

20 employ~s 

NOM: KANUS, SPRL 
Commerce g~n~ral, Achat et vente de produits agricoles 
ADRESSE: B.P. 252, BANDUNDU 
NOM DU DIRIGEANT: Mr. NUNES et Cne. KAMWANYA 

67 employ~s 

NOM: NTAKA LWANA, Ets 
Commerce g~n~ral, Achat et vente de produits allricoles 
ADRESSE: INO5C., BANDUNDU 
NOM DU DIRIGEANT: Cit. LOKOTAMA Elongola 

5 employ~s 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU
 

NOM: LEFUNI ET FILS, Ets 
Comnerce gkn~ral, Achat et 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. LEF

vente produits agricol

UNI Bompongo 

es 
? employ6s 

NON: BOSANGO, Ets. 22 employ6s 
Commerce g~n6ral, Achat et vente produits agricoles, Plantations cafr
 
ADRESS: B.P. 1, INONGO, BANDUNDU
 
NOM DU DIRIGEANT: Cit. BOSANGO Mbouasa
 

NOM: LAMBUKU NKALYA, Ets ? employ~s
 
Commerce g~n~ral, Achat et vente produits vivriers, Elevage.
 
ADRESSE: B.P. 159, KIKWIT, BANDUNDU
 
NON DU DIRIGEANT: ?
 

NOM: MPOTE ET FRERES, Ets ? employds
 
Commerce g~n~ral, Achat et ventes produits agricoles
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. NABE Maindombe
 

NOM: MOLENDE, Ets 5 employ~s
 
Commerce g~n~ral, Achat produits de p~che
 
AI)RESSE: B.P. 80, INONGO, BANDUNDU
 
NOM DU DIRIGEANT: Cit. MOSI Nsanianga
 

NOM: SOZACOPA (Soci~t6 Zairoise de Commerce et Pro ? employ~s
 
Commerce genral, Agriculture
 
ADRESSE: B.P. 31, INONGO, BANPTNDU
 
NOM DU DIRIGEANT: ?
 

NOM: MOZA, Ets 8 employ~s
 
Commerce g~nral, Bar et Hotel, Pharmacie, Achat produits de p~che, Elev
 
ADRESSE: B.P. 136, INONGO, BANDUNDU 
NOM DU DIRIGEANT: Cit. MOZA 

NOM: MOMSEMBE, Ets 
Commerce g~n6ral, Boulangerie, Plantations, Elevage 
ADRESSE: KUTU, BANDUNDU 
NOM DU DIRIGEANT: Cit. NSINGA Udju 

? employ~s 

NOM: DIEU EST GRAND, Ets. 
Commerce g~n±ral, Commerce des produits vivriers 
ADRESSE: Centre d'Inongo, BANDUNDU 
NOM DU DIRIGEANT: Cit. LANDU 

4 employ~s 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU
 

NON: MWAMBA NZAMBI, Ets 8 employ~s 

Commerce g6nural, Commercialisation produits de p~che 
ADRESSE: INONGO, BANDUNDU 
NON DU DIRIGEANT: Cne. MWAMBA Nzambi 

NOM: MA-N'GWALU, Ets 10 employ6s
 
Commerce g~nral, Culture produits vivriers, Elevage, Hotellerie
 
ADRESSE: B.P. 308, BANDUNDU
 
NON DU DIRIGEANT: Cit. N'GWALUMUNA Mbunzu Ngwadi
 

NON: TAVARES, Ets 16 employ~s
 
Commerce gntral, Elevage
 
ADRESSE: B.P. 33, BULUNGU, BANDUNDU
 
NOM DU DIRIGEANT: Mr. J.M. TAVARES
 

NOM: TOUT DEPEND DE DIEU, Ets ? employ~s
 
Commerce g~n~ral, Elevage
 
ADRESSE: B.P. 28, KENGE, BANDUNDU
 
NOM DU DIRIGEANT: Cit. KINDEKE
 

NOM: MAFAMBE, Ets 40 employ~s
 
Commerce g~n~ral, Elevage Plantation caft, Hotellerie
 
ADRESSE: B.P. 48, BULUNGU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. MAFANDALA Mbembi
 

NON: BOUTIQUE DE LUXE, Ets. 3 employ~s
 
Commerce g6n~ral, Elevage, Commercialisation produits agricoles
 
ADRESSE: INONGO, BANDUNDU 
NOM DU DIRIGEANT: ? 

NON: MALENBE MAYANA ET FILS, Ets 
Commerce g6n~ral, Elevage, Pharmacie 
ADRESSE: KAHEMBE, BANDUNDU 
NOM DU DIRIGEANT: Cit. MALEMBE Mayana 

15 employ~s 

NON: MUWAY, Ets 
Commerce g&niral, Elevage, P].antation cat6 
ADRESSE: B.P. 95, BULUNGU, BANDUNDU 
NON DU DIRIGEANT: Cit. MUVAY 

8 employ~s 

NOM: !A-BUNTA, Ets 
Commerce g~nirai, Elevage, Plantation cafr, 
ADRESSE: B.P. 21, BULUNGU, BANDUNDU 
NOM DU DIRIGEANT: Cit. MAFUTAMINGI Bunta 

Hotellerie 
16 employ~s 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BA.NDUNDU
 

NON: BALE-CAR, SPRL 
Commerce qtn~ral, Elevage, Plantations caft, Achats et 
ADRESSE: B.P. 120, KIKWIT, BANDUNDU 
NON DU DIRIGEANT: ? 

? employ~s 
ventes produits a 

NON: UN, DEUX, TROIS, Ets 
Commerce g6n~ral, Hotellerie 
A.DRESSE: Centre Tolo, BANDUNDU 
NON DU DIRIGEANT: ? 

? employ~s 

NON: ISU-NKA, Ets 
Commerce g6n~ral, Hotellerie, Elevage 
ADRESSE: B.P. 97, BULUNGU, BANDUNDU 
NON DU DIRIGEANT: -it.ISUNGU Nkadimi 

15 employ~s 

NON: COPODIN, Ets 
Commerce gneral, H6tellerie, H6pital. 
ADRESSE: KUTU, BANDUNDU 
NON DU DIRIGEANT: Cit. BONDO Nsama 

? employ~s 

NON: ELE, Ets ? employ~s
 
Commerce g~n~ral, Hotellerie, Pharmacie, Menuiserie, Elevage, Plantation
 
ADRESSE: B.P. 24, IDIOFA, BANDUNDU 
NON DU DIRIGEANT: Cit. EKWAMPAK Nde b'Otemweng 

NOM: SOZAM (Soci~t6 Zairoise d'Alimentation et Mat 
Commerce gqn6ral, Import/Export 
ADRESS,: B.P. 31, KENGE, BANDUNDU 
NON DU DIRIGEANT: ? 

? employ~s 

NON: APOTHIPAR, Ets. 
Commerce G.neral, Pharmacie, Plantations caft 
ADRESSE. INONGO, BANDUNDU 
NON DU DIRIGEANT: Cit. INKONKOY Y'Onyanga 

2 employ~s 

NON: BOKANDI WATO, Ets. 
Commerce g~n~ral, Plantation caf6 
ADRESSE: Cen!.re Kiri, BANDUNDU 
NON DU DIRIGEANT: Cit. POKANDI 

? employ~s 

NON: FONSECA, Ets 
Commerce g~nral, Plantation cafr 
ADRESSE: Centre d'Oshwe, BANDUNDU 
NON DUI DIRIGEANT: Mme. FONSECA 

? employ~s 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU
 

? employ~s
NOM: AJAK, Ets 

Commerce gqn~ral, Plantation caf6
 
ADRESSE: Centre d'Oshwe, BANDUNDU
 
NOM DU DIRIGEANT: rit. MOKE
 

NOM: BULUNSANGA, ,. 20 employ~s
 

Commerce gin~ral, ;.lantation caft et produits vivriers, Piscultures, Ele
 

ADRESSE: B.P. 95, BULUNGU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. BULUMUKA Nsangaswele
 

NOM: KAISON MONDO COMMERCIAL, Ets 7 employ~s
 

Commerce general, Plantation caft, Elevage
 
ADRESSE: KENGE, BkNDUNDU
 
NOM DU DIRIGEANT: Cit. MONDO
 

NOM: NZAWA SUNGA, Ets 50 employ~s
 

Commerce g~n~ral, Plantation caf6, Elevage
 
ADRESSE: B.P. 29, POPOKABAKA, BANDUNDU
 
NOM DU DIRIGEANT: Cit. TUVABA Lewula
 

NOM: SOCITET SANTOS ET CIE, SPRL 72 employ~s
 
Commerce g~n~ral, Plantation caf6, Elevage, Boulangerie, Cinema, Bar
 

ADRESSE: B.r. 16, KENGE, BANDUNDU
 
NON DU DIRIGEAUT: Xr. SANTOS
 

NOM: SOCIETE SANGA SAM, SPRL 65 employ~s
 
Com:zerce geriral, Plantation caf6, Hotellerie, Elevage
 
ADRESSE: B.?. 25, IDIOFA, BANDUNDU
 
NOM DU DIRIGEANT: Cit. SANGA Same Ndwatshi
 

NOX: NDOY, Ets ? employ~s
 
Commerce general, Plantations
 
ADRESSE: C(ntre Kutu, BANDUNDU
 
NON DU DIRIGEANT: Cit. NDOY
 

NOM: NZALI LOPO, Ets ? employds
 
Commerce g~n~ral, Plantations
 
ADFESSE: Centre d'inongo, BANDUNDU
 
NOM DU DIRIGEANT: Cit. NZALI Lopo
 

NOM: MINi SHOP DE BEAUTE, Ets 2 employ~s
 
Cohmerce general, Produits manufactures
 
ADRESSE: Centre d'Inongo, BANDUNDU
 
NOM DU DIRIGEANT: Cit. DIOMBA Diabaka
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PRIVATE SECTOR PROJECT DESIGN 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU 

NOM: NASISAL, Ets 
Commerce g~n6ral, Produits manufactures 
ADRESSE: Centre d'Oshwe, BANDUNDU 
NOM DU DIRIGEANT: Cit. KEMUSABA 

? employks 

NOM: DEMENA & FILS, Ets. 
Commerce g~n~ral, Studio photo 
ADRESSE: B.P. 64, INONGO, BANDUNDU 
NOM DU DIRIGEANT: Cit. DAMENA Obashiewa 

1 employ~s 

NOM: ECOMARQUES, SPRL 
Commerce gn~ral, Transport fluvial 
ADRESSE: B.P. 91, INONGO, BANDUNDU 
NON DU DIRIGEANT: ? 

? employ6s 

NON: TRANSLUK, Ets 
Commerce g~n~ral, Transport fluvial 
ADRESSE: KUTU, BANDUNDU 
NON DU DIRIGEANT: ? 

? employ~s 

NON. WANGATA BOLINGO, Ets 
Commerce g'n~ral, Transport fluvial 
ADRESSE: B.P. 300, BANDUNDU 
NON DU DIRIGEANT: Cit. WANGATA Bolingo 

20 employ~s 

NOM: ONKASSO IKOKO ET FILS (Ets ONKASSO) 
Commerce g~neral, Transport fluvial, Elevage 
ADRESSE: Centre d'Inongo, BANDUNDU 
NON DU DIRIGEANT: Cit. IKOKO Mpoio Mompanda 

7 employ~s 

NOM: DIOMA, Ets. 
Commerce produits agricoles, Traitements rizerie 
ADRESSE: Centre d'Oshwe, BANDUNDU 
NON DU DIRIGEANT: Cit. DIONGE Omama 

? employ~s 

NOM: FERME KALVANDA 
Elevage, Plantation, Bar 
ADRESSE: IDIOFA, BANDUNDU 
NOM DU DIRIGEANT: Cit. KALVANDA Kungeshi 

12 employ~s 

NOM: P.R.K.S., SPFL 
Exploitation foresti~re 
ADRESSE: Localit6 Selenge, BANDUNDU 
NON DU DIRIGEANT: ? 

? employ~s 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN 
BANDUNDU
 

? employ~s

NOM: COMPAGNIE DU BOIS, SPRL 


Exploitation foresti~re, Scierie
 

ADRESSE: Localit6 Mbiem, BANDUJNDU
 

NOM DU DIRIGEANT: Cit. NDONGALA Tadi Lewa
 

? employ~s

NOM: SCIENEFBA, SPRL 


Exploitation forestire, Scierie
 

ADRESSE: Centre d'Inongo, BANDUNDU
 

NON DU DIRIGEANT: Cit. BAPE:E
 

13 employ~s

NOM: SCIERIE DE NGELO, SPRL 


Exploitation foresti~re, Scierie
 

ADRESSE: Localit6 Ngelo, BANDUNDIJ
 

NON DU DIRIGEANT: Mr. LAPEBIE
 

8 employ~s

NOM: HOTEL DE BANDUNDU 

Hotellerie
 
ADRESSE: B.P. 540, BANDUNDU
 

NOM DU DIRTGEANT: Cit. BONDO Nsama
 

3 employs

NON: HOTEL KENGE RAPIDE, Ets 


Hotellerie
 
ADRESSZ: KENGE, BANDUNDU
 

NON DU DiRIGEANT: Cit. WUMUMU Omokoko
 

4 employ~s

NOM: HOTEL LA BOUF, Ets 


Hotellerie
 
ADRESSE: BUKONGO, BANDUNDU
 

NON DU DIRIGEANT: Cit. BAFUMBA Lomamy
 

3 employ~s

NOM: HOTEL TUBY, Ets 

Hotellerie
 
ADRESSE: KENGE, BANDUNDU
 
NON DU DIRIGEANT: Cit. KIDIAKA Mwanza
 

? employ~s

NON: MAYELE, Ets 

Hotellerie
 
ADRESSE: Centre d'Oshwe, BANDUNDU
 

NOM DU DIRIGEANT: Cit. MAYELE
 

6 employ~s

NOM: SALA BISALA, Ets 


Hotellerie, Atelier m~canique, Elevage
 

ADRESSE: KENGE, BANDUNDU
 

NON DO DIRIGEANT: Cit. TSHOKUTA Sala-Bisala
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN BANDUNDU
 

NOM: BOLA ENTENI, Ets. 
 ? 

H6zellerie, Bar
 
ADRESSE: BOKORO, BANDUNDU
 
NOM DU DIRIGEANT: Cit. BOLA Enteni
 

NOM: LULA, Ets 

? 


Hotellerie, Commerce gtn6ral
 
ADREJSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. IBOFA Mpia
 

NOM: HOTEL XWILU, SPRL 
 ? 

Hotellerie, Restaurant, Bar
 
ADRESSE: 
B.P. 32, KIKWIT, BANDUNDU
 
NOM DU DIRIGEANT: ?
 

NOM: LA CAZELLE, Ets 
 13 

hotellerie, Transport routieL
 
ADRESSE: B.P.220, BANDUNDU
 
NOM DU DIRIGEANT: Mine. BOKENGE Mpote
 
NO?..: -ditxons Imprimerie Bandundu (EDIMBA), 


Imprimerie, Menuiserie, Garage
 
ADRESSE: B.P. 246, BANDUNDU
 
NOY DU DIRIGEANT: ?
 

NON: .ANKAPHAR, Ets 
 2 

Pharmac:.e
 
ADRESSE: .F. 58, INONGO, BANDUNDU
 
NOM DU DIRIGEANT: Cne. MAKINA Nkaba
 

NOM: MBUTA, Etn 

? 


Pharmacie
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. MBUTA
 

NOM: PLANTATION DE WALA, Ets 
 ? 

Plantation
 
ADRESSE: Centre d'Inongo, BANDUNDU
 
NOM DU DIRIGEANT: Mr. PADUA
 

NOM: NASUMBUKU, Ets 
 2 

Plantation ca6e
 
ADRESSE: Centre d'Inongo, BANDUNDU
 
NON DU DIRIGEANT: Cit. MASUMBUKU Vungwa
 

employ~s
 

employ~s
 

employ~s
 

employ~s
 

enploy~s
 

employ~s 

employss
 

employ~s
 

employs
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDF"TIFIED IN BANDUNDU
 

NOM: MOKE MOKWANDE, Ets ? employ~s
 

Plantation cafr
 
ADRESSE: BOKORO, BAND[NDU
 
NOM DU DIRIGEANT: Cit. MOKE Mokwande
 

NOM: VAL JULLES, Ets ? employ~s
 

Plantation caf6
 
ADRESSE: Centre Tolo, BANDUNDU
 
NOM DU DIRIGEANT: Mr. VAL Julles
 

NOM: IZIASUMA, Ets 10 employ~s
 
Plantation caf6, Culture vivri~res, Commerce g~n~ral
 
ADRESSE: B.P. 263, BANDUNDU
 
NOM DU DIRIGEANT: Cit. IZIASUMA
 

NOM: BELELI (PLANTATIONS DE), Ets. ? employ~s
 
Plantations caf6
 
ADRFSSE: TOLO, BANDUNDU
 
NOM DU ZIRIGEANT: Mmne TASSIN
 

zdOM: LIKITA, Ets ? employ~s
 

Plantation caf6 et produits vivriers
 
ADRESSE: KUTU, BANDUNDU
 
NOM DU DIRIGEANT: Cit. LIKITA Gbemqbo
 

NOM: SAMPEDRO FRERES, SNC ? employes
 
Production huile de palme, Commerce g~n~ral, Plantation caft, Elevage
 
ADRESSE: B.P. 4, KIKWIT, BANDUNDU
 
NOM DU DIRICEANT: ?
 

NOM: SOCIETE SOLAC, SPRL 19 employ~s
 
ral, Plantation caf(
 
.DRESSE: B.P. 127, INONGO, BANDUNDU
 
NOM DU DIRIGEANT: Mr. ALMEIDA Braulio
 

NOM: C.A.B., Ets employds
 
Rizerae
 
ADRESSE: IDIOFA, BANDUNDU
 
NOM DU DIRIGEANT: ?
 

NON: DEVELOPPEMENT PROGRES POPULAIRE, ASBL ? employ~s
 
Rizerie
 
ADRESSE: IEiOFA, BANDUNDU
 
NOM DU DIRIGEANT: ?
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PRIVATE SECTOR PROJECT DESIGN
 

SMAIL AND MEDIUM ENTERPRISES IDENTIFIED IN EANDUNDU
 

NOM: MBOLIAKA, Ets ? employ~s
 
Rizerie
 
ADRESSE: IDIOFA, BANDUNDU
 
NOM DU DIRIGEANT: ?
 

NOM: RIZIBAND (Rizerie de Bandundu), Ets ? emply~s
 
Rizerie
 
ADRESSE: BULUNGU, BANDUNDU
 
NOM DU DIRIGEANT: ?
 

NOM: LESSEJINA, Ets ? employ~s
 
Transport fluvial, Rizerie
 
ADRESSE: TOLO, BANDUNDU
 
NOM DU DIRIGEANT: Cit. LESSEJINA K.
 

Nombre d'entreprises commerciales et/ou agricoles: 194
 

NOMBRE TOTAL D'ENTREPRISES RECENSEES: 210
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PRIVATE SECTOR PRCIECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN KAIEMIE AND KAMINA
 

NOM: GROUPE MWADI, Ets 
Achat et vente de produits agricoles 
ADRESSE: B.P. 362, KAMINA, SHADA 
NOM DU DIRIGEANT: Cit. NGOI Mwadi 

17 employs 

NOM. TSHIBUABUA, Ets 
Achat et vente produits agricoles, Cultures vivri6res 
ADRESSE: B.P. 7, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: cit. TSHIBUABUA Tshibengabu 

? employ~s 

NOM: HOTEL FALU, Ets 
Achat et vente produits agricoles, Hotellerie 
ADRESSE: B.P. 10, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. FALU Lubimbi 

1 employ~s 

NOM: MUKENDI KABONGO, Ets 2 employ~s 
Achat et vente produits vivriers, Cultures vivri~res, Hotellerie
 
ADRESSE: B.P. 112, KITENGE-KAMINA, SHABA
 
NOM DU DIRIGEANT: Cit. MUKENDI Kabongo
 

NOM: MA CITADELLE, Ets 53 employ~s
 
Achat et vente produits vivriers. Palmeraie, Exploitation foresti~re
 
ADRESSE: B.P. 182. KAMINA, SHADA
 
NOM DU DIRIGEANT: Cit. KINGALA Mwana Lukuni
 

NON: SOCIETE AGRICOLE ET COTONNIERE DE L'EST ZAIRO 500 employ~s
 
Agro-industrie du coton
 
ADRESSE: B.P. 677, KALEiE, SHABA
 
NOM DU DIRIGEANT: ?
 

NON: MERKA, Ets 15 employ~s
 
Atelier de ferr,,nerie, Garage
 
ADRESSE: B.P. 157, KAMINA, SHABA
 
NOM DU DIRIGEANT: Mr. ATTILIO Merlin
 

NOM: MUSAO, Ets 1 employ~s
 
Boulanger1e
 
ADRESSE: E.P. 402, KAMINA, SHABA
 
NOM DU DIRIGEANT: Cit. MUSAO Malanco
 

NON: TSHILOBO ET OLB1PECHTS (TSHILOBO), Ets 16 employ~s 
Boulangerie, Cotorinerie, Biscuiterie, Cultures vivri~res, Commerce g~ner 
ADPESSE: B.P. 8, KAMINA, SHABA 
NON DU DIRIGEANT: Mr. OLBRECHTS Andre et Cit. TSHILOBO wa Ilunga 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN KALEMIE AND KAMINA
 

NOM: KIN-STAR, Ets 6 employ~s
 

Commerce d'habillement
 
ADRESSE: B.P. 18, KALEMIE, SHABA
 
NOM DU DIRIGEANT: Mr. SAID DAKIK
 

NOY: JETHABHAI, Ets 16 employ~s
 
Commerce de gros, Elevage
 
ADRESSE: B.P. 294, KALEMIE, SHABA
 
NOM DU DIRIGEANT: Mr. JE%'HAEHAI Gulamabas et Cit. NYONSABA Rugwe
 

NOM: ABDALLAII B.S., Ets 11 employ~s
 
Commerce general 

ADRESSE: B.P. 105, KALEUIE, SHABA 
NOM DU DIRIGEANT: Mr. ABDALLAH bin Saleh 

NOM: ABDALLAH M. "NAGASIN YA BOMOYI", Ets 8 employ~s
 

Commerce gen6ra]
 
ADRESSE: B.P. 446, KALEMIE, SHABA
 

NOY DU DIRIGEANT. Mr. ABDALLAH Matayabo Hamedi
 

NOM: ALl ABDALLAH, Ets 12 employ~s
 
Commerce g~n6ral
 
ADRESSE: B.P. 108, KALEMIE, SHABA
 
NOM DU DIRIGEANT: Mr. ABDALLAH
 

NOM: BAHATI SELEMANI, Ets 3 employ~s 
Commerce q6n~ral 
ADRESSE: B.P. 43, KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. BAHATI Selemani 

NOR: BANZA TUNKU (BA-'U) , Ets 3 employ~s 
Commerce g ncral 
ADRESSE: B.P. 136, KAMINA, SHABA 

NON DU DIRIGEANT: Cit. BANZA Tunku
 

NOM: ILUNGA KAYUMBA, Ets 3 employ~s
 
Commerce qgneral
 
ADRESSE: B.P. 497, KAMINA, SHABA
 

NOM DU DIRIGEANT: Cit. ILUNGA Kayumba
 

NOM: ISAZU KAYANDA, Ets 10 employ~s 
Commerce gqneral 

ADRESSE: B.F. 349, KAMINA, SHABA 
NON DU DIRIGEANT: Cit. ISAZIJ Kavarda 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN KALEMIE AND KAMINA
 

NOM: KABAMBA WA NKULU, Ets 
Commerce g~n~ral 
ADRESSE: B.P. 35, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. KABABA wa Nkulu ne M. 

2 employ63 

NOM: KABUYA DIKUTCHA, Ets 
Commerce g n~ral 
ADRESSE: B.P. 5, KABONGO-KAMINA, SHABA 
NON DU DIRIGEANT: Cit. KABUYA Dikutcha 

4 employ~s 

NOM: KALENG NUTEB, Ets 
Commerce g~n~ral 
ADRESSE: B.P. 33, KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. KALENG Muteb 

62 employ~s 

NOM: KAMBILOEBILO, Ets 
Commerce g~neral 
ADRESSE: B.P. 270, KALEMIE, SHABA 
NOM DU DIRIGEANT: ? 

11 empioy~s 

NOM: KAT MASHIND, Ets 
Commerce g~nbral 
ADRESSE: B.P. 33, KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. KAT Mashind 

2 employ~s 

NOM: KAZADI ILUNGA, Ets 
Commerce g~n~ral 
ADRESSE: B.P. 374, KAMINA, SHAPA 
NOM DU DIRIGEANT: Cit. KAZADI ilunga 

? employ~s 

NOM: KIBA-ZAiFE, j':j 

Commerce genera. 
ADRESSE: B.P. 94, KALEMIE, SHABA 
NON DU DIRIGEANT: ? 

employ~s 

NOM: KILAMBA KALUKA, Ets 
Commerce g~nral 
ADRESSE: B.P. 13, KITEN(E-KAMINA, SHABA 
NOY DU DIRIGEANT: Cit. KALUMBA Kaluka 

1 employ~s 

NOM: LUZITU TESIMIKWA, Ets 
Commerce g~nral 
ADRESSE: B.P. 191, KAMINA, SHABA 
NOM DU DIRIGEANT: ? 

2 employs 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM.ENTERPRISES IDENTIFIED IN KALEMIE AND KAMINA
 

NOM: MAGASIN ELEGANT, Ets 
Commerce gtn.ral 
ADRESSE: B.P. 251, KALEMIE, SHABA 
NOM DU DIRIGEY'1: Mr. MAMADOU Jelah 

2 employ~s 

NOM: HAGASIN KALPIE, Ets 
Commecce g6n6ral 
ADRESSE: B.P. 105, KALEMIE, SHABA 
NOM DU DIRIGEANT: ? 

12 employ~s 

NOY: MAGASIN I CLOCHE, Et6 
Commerce genri. 
ADRESSE: B.P. 310, KALEMIE, SHABA 
NOM DU DIRIGEANT: ? 

22 employ~s 

NOM: HASIK1LIZANO, Ets 
Commerce g6neral 
ADRESSE: B.P. 267, KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. NGOY Mwana 

3 employ~s 

NOM: MOHSEN SALIM, Ets 
Commerce g@n~ral 
ADRESSE: B.P. 22, KALEMIE, SHAbA 
NOM DU DIRIGEANT: ? 

13 employ6s 

NOM: MOPOZA-GROS, Ets 
Commerce general 
ADRESSE: B.P. 79, KALEMIE, SHABA 
NOM DU DIRIGEANT: Cit. MOMA Mbengu Pondalami 

47 employ~s 

NOX: MPOYI BANGABERA, Ets 
Com.erce gqntral 
ADRESSE: B.P. 422, KAMINA, SHABA 
NON DU DIRIGEANT: ? 

5 employ~s 

NOM: MUSA SALEH FRERES, Ets 
Commerce g~ncral 
ADRESSE: B.P 251, KALEMIE, SHABA 
NOM DU DIRIGEANT: Mr. MUSA Ibrahim 

3 employ~s 

NOM: MUTOMBO BANZA, Ets 
Commerce y'n~ral 
ADRESSE: B.P. 23, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. MUTOMBO Banza 

1 employ~s 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN KALEMIE AND KAMINA
 

NOM: PETIT PARIS, Ets 
Commerce g~n~ral 
ADRESSE: B.P. 444, KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. NSENGA Nzadi 

5 employks 

NOM: PETIT-A-PETIT, Ets 
Commerce g6n~ral 
ADRESSE: B.P. 197, KALEMIE, SHABA 
NOM DU DIRIGEANT: ? 

6 employ~s 

NOM: PEZA N7OTO KILO, Ets 
Commerce g~n~ral 
ADRESSE: B.P. 191, KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. LUZITU Tesimikwa 

12 employ~s 

NOM: POTOPOTO, Ets 
Commerce general 
ADRESSE: B.P. 94, KALEMIE, SHABA 
NOM DU DIRIGEANT: 

? employ~s 

NOM: TAMBWE DIBWE, Ets 
Commerce general 
ADRESSE: B.P. 272, KALEMIE, SHABA 
NOM DU DIRIGEANT: ? 

3 employ~s 

NCM: TOUT KALEMIE, Ets 
Commerce general 
ADRESSE: B.P. 109, KALEMIE, SHABA 
NOM DU DIRIGEANT: Cit. MUTOKE Yebondo 

4 employ&s 

NOM: TSHIKEX, Ets 

Commerce g~ne:'i 
ADRESSE: B.P. 442, KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. MUANZA Mande Tshikenkula 

5 employ~s 

NOM: UMBA MUKALA, Ets 
Commerce g n'ral 
ADRESSE: B.P. 55, KAMINA, SHABA 
NO1. DU DIRIGEANT: Cit. UMBA Mukala wa Kyasha 

? employ~s 

NO.: MALI NI MAUA, Ets 
Commerce general, Achat et vente pi~ces pour v~los 
ADRESSE: B.P. 279, KALEMIE, SHABA 
NOK DU DIRIGEANT: Cit. BAKILONGO Oredi 

1 employ~s 
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PRIVATE SECTOR PROOECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN KALEMIE AND KAMINA
 

Commerce g~n~ral, Acbat et 


NON: KAHYA LUBINGO, Ets 
Commerce g~n~rai, Achat et vente produits agricoles 

4 employ~s 

ADRESSE: B.P. 32 KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. KAHYA Lubingo 

NOM: LUEBURI RAA.ANI, Ets 2 employ~s 
vente produit! agricoles, Culture mais
 

ADRESSE: B.P. 43, KITENGE-KAMINA, SHABA
 
NOM DU DIRIGEANT: Cit. LUMBURI Ramazani
 

NOM: BiZELE, Ets 
 4 employ~s

Commerce gin4ra1, Achat et vente produits agricoles, Hotellerie
 
ADRESSE: B.P. 01, KITENGE-KAMINA, SHABA
 
NOh DU DIRIGEANT: Cit. BIZELE
 

NOM: GENATANGA, SPRL 
 ? employ~s

Commerce gen6ral, Achat et vente produits agricoles, Minoterie
 
ADRESSE: B.P. 214, KALEMIE, SHABA
 
NOM DU DIRIGEANT: ?
 

NOM: K.N.A., Ets 
 5 employ~s

Commerce gqnera!, Achat et vente produits vivriers
 
ADRESSE: B.P. 349, KALEMIE, SHABA
 
NOM DU DIRIGEANT: ?
 

NOM: MATALA A.S., Ets 
 5 employ~s

Commerce g6neral, Achat e vente produits vivriers
 
ADRESSE: B.P. 423, KALENIE, SHABA
 
NOM DU DIRIGEANT: Cit. MATALA Adamu Salaka
 

NOM: KAYOMBO NASSOR, Ets 
 6 employ~s
 
Commerce g~n6ral, Achat et ventes produits agricoles
 
ADRESSE: B.P. 349, KALEMIE, SHABA
 
NOM DU DIRIGEANT: Cit. KAYOMBO Nassor
 

NOM: NGOI MWADI, Ets 
 17 employs

Commerce 96ntral, Achat et venyte produits agricoles
 
ADRESSE: B.P. .:,12, KAMINA, SHA3A
 
NOY DU DIRIGEANT: ?
 

NON: BAR-JUMBO (Magasin Petit A Petit), 
Ets 8 employ~s
 
Commerce g6neral, Bar
 
ADRESSE: D.P. 49, KALEMIE, SHABA
 
NOM DU DIRIGEANT: ?
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN XALEMIE AND KAMINA
 

NOX: CARREFOUR, Ets 
Commerce g~n~ral, Bouc ,3rie 
ADRESSE: B.P. 223, KAEI::A, SHABA 
NOM DU DIRIGEANT: Cit. BAYO wa Mwamba et Mr. BIL

12 

LIET Cyril 

employ~s 

NON: LWANIKA, Ets 
Commerce g~n~ral, Boucherie, Hotellerie 
ADRESSE: B.P. 49, KALEMIE, SHABA 
NOM DU DIRIGEANT: ? 

11 employ~s 

NOM- CHEZ TSHYTSHI, Ets 60 employ~s
 
Coamerce q6ne,al, Culture caft et vivri~res, Elevage
 
ADRESSE: B.F. 225, KAXINA, SHABA
 
NOM DU DIRIGEANT: Cit. TSHIBANGU Tshibangu
 

NOM: COMINA, SPRL 52 ewploy~s
 
Commerce gqn~ral, Culture cpf6 et vivri~res, Minoterie, Savonnerie, Menu-

ADRESS:: B.P. 174, KAI1NA, S:IABA
 
NON PU DIRIGEANT: Cit. NYEMBO Mulongo
 

NON: KAYUM13A WA MBABA, Ets 1 employ~s
 
Commerce g~neral, Culture produits vivriers
 
ADRESSE: B.P. 4, KITENGE-KAMINA, SHABA
 
NOe DU DIRIGEAN! Cit. KAYUMBA wa Mbaba
 

NON: KAMULETE DIULU, Ets 10 employ~s
 
Commerce g(nral, Culture vivri~res, Elevage
 
ADRESSE: B.P. 63, KITENGE-KAMINA, SHABA
 
NOM DU DIRIGEANT: Cit. KAMULETE Diulu Mwana
 

NOX: BALONDA DIWT, Ets 1 employ~s
 
Commerce g6neral, Cultures vivri~res
 
ADESSE: B.P. 23, KITENGE-KAINA, SHABA
 
NO DU DIRIGEANT: Cit. KALENGA Binyencele
 

NOM: BUNDA KISANGANI, Ets 4 employ~s 
Commerce general, Cultures vivri~res 
ADRESSE: B.P. 29, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. BU14DA Kisangani 

NON: KAKENKE WA MWAMBA, Ets 1 employ~s 
Commerce g~n ral, Cultures vivrires 
ADRESSE: B.P. 23, KITFN GE-KAYINA, SHABA 
NOM DU DIRIGEANT: Cit. KAKENKE wa Mwamba 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN KALEMIE AND KAMINA
 

NON: KAfn1UNGO WA ILUNGA, Ets 
Commerce g~n~ral, Cultures vivri6res 
ADRESSE: B.P. 35, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. KANYUNGO waiLUNGA 

5 employ~s 

NON: KAYAMBA NGONBA, Ets 
Commerce g n~ral, Cultures vivri6res 
ADRESSE: B.P. 4, KITENGE-KAMINA, SHABA 
NON DU DIRIGEANT: Cit. KAYAMBA Ngomba 

2 employ~s 

MOH: LUFUNDJA MBAY, Ets 
Commerce gqn~ral, Cultures vivri6res 
ADRESSE: B.P. 48, KITENGE-KAMINA, SHABA 
NON DU DIRIGEANT: Cit. LUFUNDJA Mbay Mwalimu 

? employ~s 

NOM: MALI NI NGUVU, Ets 
Commerce gtnral, Cultures vivri~res 
ADRESSE: B.P. 23, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. KASONGO Kalombo 

1 employ6s 

NON: NGOIE MPESHA, its 
Commerce g&neral, Cultures vivrieres 
ADRESSE: B.P. 16, KITENGE-KAMINA, SHABA 
NOX DU DIRIGEANT: Cit. NGOIE Npesha 

3 employ~s 

NON: NGOY MUNKALA, Ets 
Commerce g nral, Cultures vivri6res 
ADRESSE: B.P. 22, KITENGF-KANINA, SHABA 
NON DU DIRIGEANT: Cit. NGOY Nunkala 

2 employ~s 

NOM: NKONGOLO KATOLO (NKOKATSHY), Ets 
Commerce g~n~ral, Cultures vivrires 
ADRESSE: B.P. 23, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. NKONGOLO Katolo wa Tshikala 

1 employ~s 

NOM: NKULU KIMANDA, Ets 
Commerce g~n~ral, Cultures vivri~res 
ADRESSE: B.P. 23, KITENGE-KANINA, SHABA 
NOM DlU DIRIGEANT: Cit. NKULU Kimanda wa Kaseba 

1 employs 

NON: SHABANZA KITENGE, Ets 
Commerce g~niral, Cultures vivrires 
ADRESSE: B.P. 38, KITENGE-KAMINA, SHABA 
NON DU DIRIGEANT: Cit. SHABANZA Kitenge 

? employs 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN KALEMIE AND KAMINA
 

NOM: YUMBA MAKENDE, Ets 
Commerce g n~ral, Cultures vivri~res 
ADRESSE: B.P. 23, KITFliGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. YUMBA Makende 

? employ~s 

NOM: KBONGO &A2 [tDF. Ets 
Commerce gtnhral, Cultures vivri~res, Elevage 
ADRESSE: B.P. 5, KABONGO-KAMINA, ShABA 
NOM DU DIRIGEANT: Cit. KABONGO Kabwende 

25 employ~s 

NOM: KALENGA WA KASONGO, Ets 
Commerce gen~ral, Cultures vivri~res, Elevage 
ADRESSE: B.P. 13, KITENGE-KANINA, SHA'A 
NOM DU DIRIGEANT: Cit. KALENGA wa Kasongo 

3 employs 

NOM: KALONDA MUTOMBO, Ets 
Commerce gUneral, Cultures '.ri~res, Elevage 
ADRESSE: B.P. 4, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. KALOP)A Mutombo 

7 employ~s 

NON: TWITE KATIrMPA, Ets 
Commerce g~n~ral, Cultures vivri6res, Elevage 
ADRESSE: B.P. 43, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. TWITW Katump& 

? employ~s 

NOM: MUTU WA MILANGWE, Ets 
Commerce gn~ral, Cultures vivrires, Elevage, Hotellerie 
ADRESSE: B.P. 43, KlTENGE-KAMINA, SHABA 
NOM DU DIRIGEN;T: Cit. NGOIE Mavua 

3 employ~s 

NOM: QUATRE VERITES, Ets 
Commerce general, Cultures ":vrires, Pisciculture 
ADRESSE: B.P. 23, KITENGE-K2'INA, SHABA 
NOM DU DIRIGEANT: Cit. NUMBI ,isaba wa Ngoy 

? employ~s 

NOM: ?{ONGA WA NZAJI, Ets 
Commerce gon~ral, Elevage 
ADRESSE: B.P. 299, KAMINA, SHABA 
NOX DU DIRICEANT: Cit. MONGA wa Nzaji 

15 employs 

NOM: MUKYZA, Ets 
Commerce gerral, Elevage 

ADRESSE: B.P. 45, KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. MUTENTE Kitamba 

24 employ~s 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN KALEMIE AND KAMTNA
 

NOM: NDUMBA MIFWANO, Ets 
Commerce g~n~ral, Elevage 
ADRESSE: B.P. 14, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. NDUMBA Mifwano 

? employ~s 

NOM: NGOY MPOYO MIALO, Ets 
Commerce g~n~ral, Elevage 
ADRESSE: B.P. tO8, KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. NGOY Mpoyo Mialo Ndemba 

5 employ~s 

NOM: SOCIETE ZAIROISE DELEVAGE ET DE COMMERCE (SO 
Commetce g6n6ral, Elevage 
ADRESSE: 3.P. 63, KAMINA, SHABA 
NOM DU DTRIGEANT- Cit. MONGA Senga Umba 

28 employ~s 

NOM: FERME KIASHE, Ets 
Commerce g~n~ral, Elevage, Transport routier, Hotellerie 
ADRESSE: B.P. 392, KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. NGOIE Manike 

19 employ~s 

NOM: HOTEL DE LA GARE, Ets 
Commerce g6n~ral, Hotellerie 
ADRESSE: B.P. 2., XUALEIIE, SHABA 
NOM DU DIRIGEA'".: Cit. SELEMANI Bin Baruani M. 

14 employ~s 

NOM: HOTEL N SMBO, Ets 
Commerce gqn r i, Hotellerie 
ADRESSE: B.P. 161, KAMINA, SH"BA 
NOM DU DIJGFPJ;T: "it II,UNGA Nyembo Luba 

5 employs 

NOM: LA GROTT, Ets 
Commerce g~n~ral, Hotellerie 
ADRESSE: B.P. 61, KAYINA, SHABA 
NOY DU DIRIGEANT: Cit. NGOY Kisula Nkolo Nkolo 

4 employ~s 

NOM: CEDAZA (Culture-Elevage-Distribution-Alimenta 
Commerce g~n~ral, Import-Export, Elevage, Boucherie 
ADRESSE: B.P. 129, KALEMIE, SHABA 
NOM DU DIRIGEANT: ? 

? employ~s 

NOM: SOTIRIS, Ets 
Commerce g~n~ral, Pecherie 
ADRESSE: B.P. 184, KALEMIE, SHABA 
NOM DU DIRIGEANT: ? 

60 employ~s 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN KALEMIE AND KAMINA
 

NOM: PHARMACIE MODERNE, Ets 4 employ~s
 
Commerce g~n~rdl, Pharmacie
 
ADRESSE: B.P. 183, KAMINA, SHABA
 
NOM DU DIaIGEUNT: Cit. LUMBALA wa Mbayo
 

NON: PHARMACIE DU PEUPLE, Ets 5 employ~s
 
Commerce gdn~ral, Pharmacie, Elevage, Transport
 
ADRESSE: B.P. 514, KAMIINA, SHABA
 
NOM DU DIRIGEANT: Cit. BAKAJIKA Hongo
 

NOM: NGOIE MUSHINGWE MUYA (NGOHUZ), Ets 2 employks
 
Commerce g~n~ral, Pisciculture, Elevage, Cultures vivri~res
 
ADRESSE: B.P. 23, KITENGE-KAMINA, SHABA
 
NOM DU DIRIGEANT: Cit. NGOIE Mushingwe Muya
 

NOM: NSENGA TSHIKALA ILUNGA, Ets 12 employ~s
 
Commerce g6n~ral, Plantaticns, Elevage
 
ADRESSE: B.P. 492, KAMINA, SHABA
 
NOM DU DIRIGANT: Cit. NSENGA Tshikala Ilunga
 

NOM: WA MBALA, Ets 3 employs
 
Commerce gtn&ral, Studio photo, Elevage, Cultures vivri6res
 
ADRESSE: B.P. 12, KITENGE-KAMINA, SHABA
 
NOM DU DIRIGEANT: Cit. MBAYO wa Mbala
 

NOM: TSHAKAKA, Ets 8 employ~s
 
Commerce g~n~ral, Transport
 
ADRESSE: B.P. 281, KAINA, SHABA
 
NOM DU DIRIGEANT: Cit. KALALA Tshabakaya
 

NON: ILUNGA WA NDALA, Ets 4 employ6s 
Commerce gn~ral, Transport routier 
ADRESSE: B.P. 312, KAMINA, SHABA 
NOX DU DIRIGEANT: Cit. ILUNGA Ndala 

NOM: LUMPALA WA MBAYO, Ets ? employks
 
Commerce gtnral, Transport routier
 
ADRESSE: B.P. 188, KAYINA, SHABA
 
NOM DU DIRIGEANT: ?
 

NOM: XPIANA DISWA (MPIDIS), Ets 15 employs
 
Commerce g n~ral, Transport routier, Imprimerie
 
ADRESSE: B.P. 363, KAXINA, SHABA
 

NOM DU DIRIGEANT: Cit. YPIANA Diswa
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN KALEMIE AND KAMINA
 

NOM: SHABA LUX "BATA YA SIKA", SPRL 
Commercialisation souliers "Bata" 
ADRESSE: B.P. 350, KALEUIE, SHABA 
NOM DU DIRIGEANT: ? 

3 employ~s 

NOM: KOBOLA KIBEMBA, Ets 
Cultures vivri~res 
ADRESSE: B.P. 23, KITENGE-KAMINA, SHABA 
NOM DU DIRIGEANT: ? 

? employ~s 

NOM: KOMBE KAFUNAMA "KOFAK", Ets 
Cultures vivrieres 
ADRESSE: B.P. 77, KAMINA, SHABA 
NOM DU DIRIGEANT: ? 

? employ~s 

NOM: MUTIDJAWA KAHAMBO (SAMUKA), Ets 
Cultures vivri~res, Hotellerie 
ADRESSE: B.P. 118, KALEMIE. SHABA 
NOM DU DIRIGEANT: Cit. SALUMU Mutidja wa Kahambo 

13 employ~s 

NOM: COGIZA, SPRL 
Fabr . -Ion et vente mousse, Transport routier 
ADRE. KALEMIE, SHABA 
hOM DL DiRIGEANT: ? 

3 employe's 

NON: HOTEL "AUX QUATRE COINS", Ets 
Hotellerie 
ADRESFE: KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. UMPASA Monga Kadiba 

1 employ~s 

NOM: FOTEL DU LAC, Ets 
Hotellerie 
ADRESSE: B.P. 98, KALEMIE, SHABA 
NOM DU DIRIGEANT: Cit. FALU Ilunga 

40 employ~s 

NOM: HOTEL FASI-YETU, Ets 
Hotellerie 
ADRESSE: B.P. 206, KAINA, SHABA 
NOM DU DIRIGEANT: Cit. FUENDE Lupona Ntalaja 

6 employ~s 

NOM: TSHIBANVUNYA, Ets 
Hotellerie 
ADRESSE: B.P. 49, KALEMIE, SHABA 
NOM DU DIRIGEANT: Cit. TSHIBANVUNYA Byadunia 

11 employ~s 
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PRIVATE SECTOR PROJECT DESIGN
 

SMALL AND MEDIUM ENTERPRISES IDENTIFIED IN KALEMIE AND KAMINA
 

NOM: HOTEL KANAMU, Ets 6 employ~s
 
Hotellerie, Bar
 
ADRESSE: B.P. 125, KALEMIE, SHABA
 
NOM DU DIRIGEANT: Cit. KANANDA Mussa
 

NOM: MUNGONGA KASONGO MAKANYAKA (MKM CHALU), Ets 12 employfs
 
Hotellerie, Elevage volailles, Plantation palmiers, Cultures vivrires
 
ADRESSE: B.P. 287, KALEMIE, SHABA
 
NOM DU DIRIGEANT: Cit. MUNGONGA Kasongo Makanyaka
 

NOM: KABWE MUYENGA KAZADI (KAM'KA), Ets 6 employ~s
 
Hotellerie, Menuiserie
 
ADRESSE: B.P. 145, KALEMIE, SHABA
 
NOM DU DIRIGEANT: Cit. KABWE Muyenga Kangoli
 

NON: HOTEL YOHARI, Ets 4 employ~s
 
Hotellerie, Transport routier
 
ADRESSE: B.P. 191, KALEMIE, SHABA
 
NOM DU DIRIGEANT: Cit. ISSA Abedi Lodimba
 

NOM: FILTISAF (Filatures-Tissages et Impressions A 1369 employ~s
 
Manufacture de textile
 
ADRESSE: B.P. 677, KALEMIE, SHABA
 
NOX DU DIRIGEANT: MM. KOB Jean et LECHIEN B.
 

NOM: MEKA, Ets 8 employ~s
 
Menuiserie
 
ADRESSE: B.P. 365, KALEMIE, SHABA
 
NOM DU DIRIGEANT: Cit. KALUNGA Tuite Dodo
 

NON: PECHERIE INDUSTRIELLE NYUNZU (P.I.N.), Ets 60 employ~s
 
Peche industrielie
 
ADRESSE: B.P. 187, KALEMIE, SHABA
 
NOM DU DIRIGEANT: Mr. SIDERIS Panayotis
 

NOM: KAPATA WA UMBA, Ets 9 employ~s 
Pharnacie, Librairie-Papeterie 
ADRESSE: B.P. 31, KAMINA, SHABA 
NO?: DU DIRIGEANT: Cit. NGOY Kapata 

NON: CIMENTS-LACS, SARL ? employ~s
 
Production de ciment
 
ADRESSE: B.P. 39, KALEMIE, SHABA
 
NOM DU DIRIGEANT:
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PRIVATE SECTOR PROJECT DESIGN
 

SHALL AND MEDIUM ENTERPRISES IDENTIFIED IN KALEMIE AND KAMINA
 

NOM: GARAGE DU ZAIRE, Ets 
Rkparation et entretien vehicules 
ADRESSE: B.P. 45, KAMINA, SHABA 
NOM DU DIRIGEANT: Cit. MANGALA Senji 

? employ6s 

NOM: SOCIETE DE TEXTILES INDUSTRIELS AFRICAINS (TE 
Tissage et confection lourde 
ADRESSE: B.P. 677, KALEMIE, SHABA 
NOM DU DIRIGEANT: ? 

61 employ~s 

NOM: KYASHA BILENGE, Ets 
Transport routier 
ADRESSE: B.P. 310, KAMINA, SHABA 
NOM DU DIRIGEANT: ? 

? employ~s 

NOMBRE TOTAL D'ENTREPRISES RECENSEES: 120 



APPENDIX 3
 

DATA COLLECTION QUESTIONNAIRES
 

SMALL AND MEDIUM ENTERPRISES
 
FINANCIAL INTERMEDIARIES
 

TRAINING INSTITUTIONS
 



COOPERS & LYBRAND 

USAID
 

PRIVATE SECTOR STRATEGY AND PROGPAM DESIGN 

QUESTIONNAIRE D'YVALUATION DES P.M.E.
 

CHECK-LIST FOR THE ANALYSIS OF S.M.Bs.
 

1. IDENTIFICATION DE L'ENTREPRISE
 
IDENTIFICATION OF THE COMPANY 

Nom le l'entreprise;
 
Name of the company; 

1.2. Statut juridique;
 
Legal status;
 

1.3. Num6ro didentit6 nationale;
 
Registration number; 

1.4. Secteur d'activit6;
 
Sector of activity; 

1.5. Nom du dirigeant/propri6taire;
 
Name of the owner/of the manager; 

1.6. Localisation de 1'activit6 principale;
 
Location of the main activity; 

1.7. Adresse de l'entreprise;
 
Address; 

1.8. Date de cr6ation de la socit6;
 
Date of the formation of the company;
 

1.9. Chiffre d'affaire actuel;
 
Present gross sales;
 

1.10. Nombre d'employ±s;
 
Present number of employ_es;
 

1.11. Date d'entrevue; 
Date of interview; 

e.
1.12. Nom et position de la personne interrog 

Name and title of interviewee.
 



2. ACTIVITES
 
ACTIVI7TIES 

2.1. Activit prinzipale de l'entreprise;
 
Main activity of the company; 

2.2. A-tivitd(s) seccadaire(s);
 
Other activities; 

2.3. Type de proiuitis) et de service(s) rendus;
 
Type of products/services sold;
 

2.4. Repartition de 1'activit6 par produit co type de produit;
 
Breakdowii of the activity by product o- category of products; 

2.5. Lhcalisation du centre de prcduction principal;
 
Loc. tion of the main production center' 

2.6. Loci Lsation d'autre(k) centres) de production; 
Locacion of otnr production centers; 

2.'A. hachines et technologie utilis o; 
Type of equipmwnr and technology Jse'; 

2.8. Principauy fournisseurs locaux et 
Main local and foreign suppliers; 

&crangers; 

2.9. Montant woyen d'achat par type de marchandises achet~es; 
Aerag purchase order value by type of merchandise bought; 

2.10. D61ai i3yen de rdception des marchandises commandoes; 
Average delay between purchase order and delivery of goods; 

2.11. Saiconnalitmf de 1'activit6 de 
Yearly procuction cycle; 

production; 

2.12. 	 Hcluveaux produits/services 'abriqu~s/ iendus ai cous des 
trois dernires nnnes; 
New product(s) or service(s) manufactured/sold over the last
 
three years;
 

2.13. 	 Valeur du stock de produits finis e'n jours de production;
 
Value of 	 the finished products inventory in days of produc

2.14. 	 Taux moven de rebut A l'issue du processus de production et
 
de distribution;
 
Average percentage of rejects at the end of the manufacturing
 
process;
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2.15. 	 Projets de nouveaux produits ou services;
 
Proposed new products and services to be marketed;
 

2.16. 	 Projets d'achat d'6quipement, de modernisation de
 
l'outillage, d'agrandissement des installations, etc...;
 
Proposed new investments in manufacturing and distribution
 
equipment, improvement of existing facilities, etc...;
 

2.17. 	 Principaux probl~mes de production et suggestions pour
 
l'am6lioration de la situation.
 
.ain production problems and recommendations for their
 
imp;ovemen t.
 

2.18. 	 Probl~mes d'approvisionnement (d4lai, financement, fiabilit6
 
des fournisseurs, etc...);
 
Prcblers in purchasing and provisioning (delay, cost, relia
bility of 	suppliers, etc...);
 

3. ASPECTS CON2ERCIAUX
 
MARKETING 	AND SALES
 

3.1. 	 Nombre et type des clients r~guliers (par taille, produit ou
 
services acnet~s, localisation, etc...);
 
Number and type of regular clients (by size, products or
 
services purchased, location, etc...);
 

3.2. 	 Fourchette et taille moyenne des commandes;
 
Min, max and average size of client's purchase;
 

3.3. 	 Repartition du chiffre d'affaire par client;
 
Breakdown 	of gross sales by client;
 

3.4. 	 Evolution du chiffre d'affaiue (en monnaie courante) au cours
 
des trois dernitres ann~es;
 
Change in gross sales over the last three years (in current
 
za f z'es) ; 

3.5. 	 F4partition du chiffre d'affaire par produit ou type de
 
produit;
 
Breakdown 	of gross sales by product or type of products sold; 

3.6. 	 M~thode utilis~e pour 6tablir les prix de vente;
 
Mfethod used for pricing;
 

3.7. 	 P~riodicit6 de r6vision des prix;
 
Frequency 	of price review;
 

3.8. 	 M6thode de r6vision des prix;
 
Process used for price review;
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3.9. 	 M~thode employde pour d~velopper les ventes (contacts
 
directs, annonces, utilisation de repr6sentants, etc...);
 
Marketing method (direct contacts with potential customers,
 
advertisement, rep., etc...);
 

3.10. 	 Canaux de distribution/vente emplcyds (directe, grossiste,

ddtaillants);
 

Distribution channels (direct sale, wholesilers, retailers);
 

3.11. 	 Principaux concurrents et caractdristiques (taille, produits
 
vendus, prix pratiquds, localisation de leurs activitds,
 
etc..);
 
Main competitors and their characteristics (size, prbducts
 
offered, price of their products, location of their activit
ies, etc...);
 

3.12. 	 Politique de vente: comptant, credit (dure, montant ddp6t
 
requis);
 
Sale policy: cash, credit (days credit given, downpayment,
 
etc...);
 

3.13. 	 Politique d'escompte pratiqu~e;
 
Discount policy;
 

3.14. 	 Durde moyenne du credit octroy6 aux clients;
 
Average duration of customer credit;
 

3.15. 	 Modalitds d'octroi du credit client;
 
Policy for granting credit to customers;
 

3.16. 	 Volume et balance ague des comptes A recevoir;
 
Total aged receivables;
 

3.17. 	 Principaux problmes commerciaux et suggestions pour l'am6
lioration de la situation.
 
Main marketing and sales problems and recommendations for
 
their improvement.
 

4. DIRECTION GENERALE
 
TOP MANAGEMENT 

4.1. 	 Dirigeant seul propriftaire, gdrant avec ou sans participa
tion au capital, aux b~ndfices;
 
Managing Director as sole proprietor, principal or minority
 
shareholder, manager with or without profit sharing;
 

4.2. 	 Autre(s) propridtaire(s) et r6le dans la gestion de 1'entrep
rise;
 
Other shareholders and their role in the company management;
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4.3. 	 Age du dirigeant;
 
Age of the Managing Director;
 

4.4. 	 Formation du dirigeant et experience ant~rieure;
 
Education, training and former experience of the Managing
 

Director;
 

4.5. 	 Dur~e A la tate de l'entreprise;
 
Duration as Managing Director;
 

4.6. 	 Presence de parents dans l'entreprise;
 
Relatives 	employed in the company;
 

4.7. 	 Repartition du temps du dirigeant (production, veate, admi

nistration financifre, gestion du personnel, relations avec
 

les autorit~s, etc...);
 
Percentage of the Managing Director's time spent on various
 

activities (production, sales, finance, personnel, relation

ship with 	Covernment representatives, etc...);
 

4.8. 	 Principaux probl~mes au niveau de la direction et suggestions
 
pour l'am~lioration de la situation.
 
Main organizational and personnel problems and
 

recommendations for their improvement.
 

5. ORGANISATION ET PERSONNEL
 
ORGANIZATION AND PERSONNEL
 

5.1. 	 Organigramme (si existant);
 
Organization Chart (if exists);
 

5.2. Personnel employ6 par cat~gorie (cadres/main-d'oeuvre), par
 

m~tler, secteur de l'entreprise (production, administration,
 
vente, etc..);
 
Breakdown of personnel employed by category
 

(manager/workers), by trade, by department (production,
 
administration, sales, etc...);
 

5.3. 	 Evolution du nombre d'employ~s au cours des trois derni~res
 
ann~es;
 
Changes in total employees over the past three years;
 

5.4. 	 Nombre de d6part volontaires ou non au cours des trois
 
dernires ann~es;
 
Turnover of employees over the past three yeais;
 

5.5. 	 Nombre de personnes recrut~es au cours des trois derni~res
 
ann.es;
 
Number of 	employees recruited over the past three years;
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5.6. 	 M~thodes employees pour recruter le personnel;
 
Recruitement policy and methods;
 

5.7. 	 Structure salariale et salaires moyens par categories d'emp
loyes;
 
Salary structure and average pay per category of employee;
 

5.8. 	 Avantages en nature octroy~s au personnel;
 
Existing fringe benefits;
 

5.9. 	 P~riodicit6 des revues de salaire;
 
Frequency 	of salary review;
 

5.10. 	 Utilisation primes de rendement ou autres incitations mon6
taires ou non;
 
Productivity and performance bonuses;
 

5.11. 	 Utilisation main-d'oeuvre temporaire (raisons);
 
Use of temporary horkers (reasons);
 

5.12. 	 Coit comparatif main-d'oeuvre temporaire et permancnte;
 
Comparative cost of permanent and temporary workers;
 

5.13. 	 Existence syndicat actif ou non;
 
Presence of Union whether active or not;
 

5.14. 	 Niveau d'absent&isme;
 
Average level of absente;qm;
 

5.15. Principaux probl~me- rsonnel et suggestions pour l'am6
lioration de la sit. 
Main personnel manag, problems and recommendations for 
their improvement. 

6. BESOINS ET EFFORTS DE FORMATION
 
TRAINING NEEDS AND PROGRAMS
 

6.1. Anciennet6 moyenne du personnel dans l'entreprise;
 
Average length of employment of the personnel in the company;
 

6.2. Age moyen du personnel employ6;
 
Average age of employees;
 

6.3. Besoins de formation du personnel (type);
 
Training needs by category of employees; 

6.4. Existence d'efforts de formation interne A l'entreprise;
 
Internal training program and facility;
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6.5. 	 Utilisation de services de formation ext~rieurs;
 
Use of external training organization(s);
 

6.6. 	 Nombre d'employ~s form~s par 1'entreprise ou A 1'exterieur au
 

cours des trois derni~res anres et type de for-Lation
 
dispens~e;
 
Number of employees trained over the past three years and 
type of training provided; 

6.7. 	 Coft est.in de la formation interne ou externe d'un travail

leur;
 
Estimated 	cost of training an employee;
 

de la qualit6 des services de formation
6.8. 	 Appr~ciation 

utilis~s;
 
Evaluation of the quality of the training services used;
 

6.9. Programme(s) de formation pr~vu(s) A court terme (I an).
 

New training planned in the short term.
 

7. ASPECTS FINANCIERS
 
FINANCIAL 	DATA
 

au cours des trois dernires
 

annes;
 
7.1. 	 Evolution du chiffre d'affaire 


Change in turnover over the past three years;
 

7.2. 	 Saisonnalit6 du revenu;
 
Seasonality of gross sales;
 

7.3. 	 Evolution du b6n6fice en zaires et en pourcentage du ctiffre
 

d'affaire au cours des trois derni~res ann~es;
 

Change in profit, in zaires and as a percentage of turnover,
 
over the past three years;
 

7.4. 	 Revenu net sur Fonds propres;
 
Net profit on shareholders'aquity;
 

7.5. 	 Revenu net sur chiffre d'affaire, sur immobilis~s;
 

Net profit on revenue, on fixed assets;
 

7.6. 	 Repartition du capital et de la proprit6;
 
Shareholders and their percentage ownership;
 

7.7. 	 Valeur des princapaux postes du bilan;
 
Value of the ma. components of the balance sheet;
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du capital depuis la creation de
 
7.8. 	 Evolution de la structure 


l'entreprise;
 
since founding of
Change in capital anJ ownership structure 


company;
 

7.9. 	 D6penses d'investissement r6alis~es au cours des trois
 

dernires ann~es;
 
Capital expenditure over the past three years;
 

cours des 	trois
Evolution 	de l'endettement de l'entreprise au

7.10. 


derni~res ann~es;
 
the past three years;
Change in 	company's debt position over 


valeur totale des comptes A payer;
7.11. 	 Balance ag~e et 

Total aged accounts payable;
 

actifs immobilis~s de l'entreprise par

7.12. 	 Nature et valeur des 


ige et

cat~gorie (bAtiments, vehicules, machines, etc..), 


6tat;
 
book value of the various fixed assets
Type, gross and net 


age and condition;
(buildings, equipment, vehicles, etc...), 


7.13. 	 Valeur et composition du stock de mati~res premieres, fourni

tures et pieces de rechange;
 
by category) of raw materials,
Inventory value (total and 


consumables and parts;
 

Balance hgoe et valeur totale des comptes A recevoir;7.14. 

value and 	aging balance of accounts receivables;
Total 


entre fourniture prestation/produit et factura
7.15. 	 D6lai moyen 


tion;
 
Average delay between delivery of goods to client and invoi

cing;
 

facturation et encaissement total

7.16. 	 D6lai moyen entre ou
 

part iel; 
Average delay between invoicing and payment by client;
 

7.17. 	 Pourcentage du total de la facturation et montant moyen des
 

cr~ances douteuses;
 
and total as a percentage of
Average value of bad debts, 


sales;
 

Valeur des principales composantes du compte d'exploitation;
7.18. 

Value of the main components of the income statement;
 

des achats effectu~s, en
7.19. 	 Montant annuel ou mensuel moyen 


zaires et en devises;
 
Average yearly and monthly purchases, in zaires and in
 

foreign currency;
 

'C
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7.20. 	 Montant mensuel moyen des salaires pay6s et coat total du
 
personnel (incluant frais m~dicaux,cotisations sociales,
 

avantages en nature, etc...);
 
Average monthly cost of personnel and its breakdown (direct
 
salary, fringe benefits, taxes and other turdens, etc...);
 

7.21. Existence d'un budget pr~visiunnel de revenus et d~penses;
 
Preparation of revenue and expenses budget;
 

7.22. M~thodes de suivi des r~alisations par rapport au budget;
 

Budgetary 	control process;
 

7.23. 	 Existence d'une comptabilit6 audit~e ou non;
 
Company books audited or not;
 

7.24. 	 Type de comptabilit6 tenue (partie double, caisse,
 

analytique, manuelle ou informatis~e, etc..);
 
Type of accounting used (double-entry, single-entry, cash
 
accounting, cost accounting, etc...);
 

8. FINANCEYENT DE L'ENTREPRISE
 
FINANCING 	OF THE COMPANY
 

8.1. 	 Situation actuelle de tr6sorerie;
 
Present cash position;
 

8.2. 	 Besoins en fonds de roulement;
 
Working capital needs;
 

8.3. 	 MNthodes d'6tablissement des besoins et principes d'investis
sement;
 
Investment 	policy;
 

8.4. 	 Depenses d'investissement projet~es, financement total requis
 
et moyens de financement pr6vus (fonds propres, emprunt);
 
Proposed capital expenditures and sources of financing for
 
the project (equity, borrowing);
 

8.5. 	 Moyens de financement A court, moyen et long terme utilis6
 
(cr~dit fournisseur, fonds propres, emprunts banquaires ou
 
autres);
 
Short-, medium- 3nd long-term financing used (suppliers'
credit, equity, retention of profits, bank or other borrow
ing);
 

8.6. 	 Utilisation des fonds de tresorerie quand disponibles (r6

investissement, placements, distribution, etc...);
 
Utilization policy of available cash (ploughback, payment of
 
dividends, investment, etc...);
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8.7. 	 Exigences requises par les fournisseurs pour donner du
 
credit;
 
Suppliers'credit policy and requirements;
 

8.8. 	 Dure moyenne du credit octroyk par les fournisseurs et
 
montant total obtenu;
 
Average duration of credit obtained from suppliers and total
 
present aiount;
 

8.9. 	 Nom des banques ou autres institutions financires avec
 
lesquelles l'entreprise fait affaire;
 
Name of banks or other financial intermediaries used by the
 
company;
 

8.10. 	 Types de services demand~s aux banques ou autres institutions
 
financi~res (compte de d~p6t, dtcouvert, lettre de credit,
 
emprunt, etc...), et types de services obtenus;
 
Fianncial services asked from the banks or other financial 
institutions (checking account, overdraft, Letters of credit, 
loans, etc...) and services provided; 

8.11. 	 Raisons invoqu~es par les institutions financires contact6es
 
pour refuser de fournir un service demand6;
 
Reasons given by the financial institutions approached to
 
turn down 	 a servive request; 

8.12. 	 Si emprunt, projet soumis, montant demand6 et obtenu et
 
conditions exig~es par la banque pour l'octroi du pr~t
 
(garanties, taux d'int6r~t, dur~e, d~lai de gr&ce, etc...);
 
If bank or other borrowing, project submitted, amount reque
sted and obtained and general conditions of the loan (secur
ity, interest, term, etc...);
 

8.13. 	 Montant des frais f :nciers annuels et charge de rembourse
ment d'emprunts;
 
Yearly banking costs and loan repayments;
 

8.14. 	 Principaux problmes financiers et suggestions pour 1'am6
lioration de la situation. 
Main financial problems and recommendations for their impro
yemen t. 
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PRIVATE SECTOR STRATEGY AND PROGRAM DESIGN 

QUESTIONNAIRE DANALYSE DU ROLE DES I"TERMEDIAIRES FINANCIERS
 
FINANCIAL INTERXEDIArIES INTERVIEW QUESTIONNAIRE 

1. IDENTIVNCATION DE L'INSTITUTION FINANCIERE 
IDENTIFICATION OF FINANCIAL INSTITUTION 

1.1. 	 Nor de l'institution financi~re 6tudi~e; 
Name of the f~nancf a] .institutionreviewed; 

1.2. 	 Date de l'entrevue;
 
Date of interv:c%'; 

1.3. 	 Nom et position de la personne interrog~e;
 
Name and title of person interviewed; 

1.4. 	 Pr6sentation g4n~rale (montant total des d~p6ts, actifs
 
totaux, nombre de personnes employ~es, structure d'organisa
tion, nombre et localisation des agences, montants tocaux des
 
prets, etc...).
 
General overview (total assets, deposits, number of
 
employees, organization, number and location of branches,
 
total loans, etc...).
 

2. ROLE JOUE VIS A VIS DES P.M.E.
 
ROLE PLAYED TOWAD S S.M.Bs. 

2.1. 	 Distribution de la client~le (tous services financiers
 
confondus) par taille d'entreprise;
 
Percentage distribution of financial services customers by
 
size of company;
 

2.2. 	 Distribution des pr~ts A court, A moyen et A long terme
 
(nombre et valeur totale) par taille dentreprise
 
emprunteuse;
 
Percentage distribution of short, of medium and of long-term
 
loans (number and total value) by size of borrowers;
 

2.3. 	 Contraintes r6glementaires ou statutaires limitant la possi
bil't6 de rpondre aux besoins des P.M.E.;
 
Legal or statutory constraints hampering financial
 
institution to play a more important role towards S.M.Bs.;
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2.4. 	 Contraintes au niveau des ressources disponibles (financibres
 
et techniques) g~nant le d~veloppement du credit aux P.M.E.;
 
Technical or money supply constraints hampering development
 
of credit to S.M.Bs.;
 

2.5. 	 Type de facilitks banquaires demand~es par, et accord~es aux
 
P.M.E. (dcouvert, escompte des effets A recevoir, pr~ts,
 
etc...), par ordre de fr~quence;
 
Type of banking services most frequentely requested by, and
 
offered to S.N.Bs. (overdraft, bills discounting, loans,
 
etc...)'
 

2.6. 	 Priorit6s d'expansion en terme de type de services financiers
 
et types de clients;
 
Expansion priorities in terns of type )ffinancial services
 
and type of clients;
 

2.7. 	 Politique de promotion des services financiers en direction
 
des P.M.E.
 
Financial 	services promotion and marketing policy towards
 
S.M. Bs. 

3. CARACTERISTIQUES DU CREDIT AUX P.M.E.
 
CHARACTERISTICS OF CREDIT TO S.M.Bs 

3.1. 	 Types de projets onumis par les P.M.E dans leurs demandes de
 
prits, par ordre de fr~quence;
 
Types of projects submitted by S.M.Bs. in their loan
 
requests, in decreasing order;
 

3.2. 	 Types de pr~ts accord~s aux P.Ii.E.: court-, moyen-, long
terne et r~partition en pourcentage du total accord6 A cette
 
cat6gorie de clients;
 
Type of loans granted to S.M.Bs.: short-, medium-, long-term
 
and part of each as a percentage of total granted to this
 
category of customers;
 

3.3. Crit~res utilis~s dans l'valuation des demandes de pr~ts;
 
Criteria used in loan request evaluation;
 

3.4. 	 M~thodes utilis~es pour obtenir des informations sur le
 
demandeur d'un pr~t, et type d'informatio, recherch~es;
 
Method used to find information on the prospective borrower
 
and type of information soJght;
 

3.5. 	 Terme maximum, moyen et mndian des pre ts accords. aux P.M.E.;
 
Maximum, average and median S.II.Bs'loans term; 



3
 

3.6. 	 Politique suivie en mati~re de garantie;
 
Security policy:
 

3.7. 	 Valeur des nontant pr~t6s en fonction de la valeur des
 
difftrents types de garanties offertes;
 
Value of the loans as a percentage of the value of the
 
security offered;
 

3.8. 	 Modalit6s des diff4rentes categories de pr~ts effectu~s (taux
 
d'int~r~t, garanties exig6es, frais divers, etc...);
 
Characteristics of the various loan categories (interest
 
rate, other costs, security, etc...); 

3.9. 	 D6]ai moyen d'approbation d'une demande de pr~t;
 
Aver3ge duration of a loan approval process.:
 

3.10. 	 Raisons, par ordre de frdquence, de rejet des demandes de
 
pret;
 
Most frequent reasons for turning down a loan request;
 

3.11. 	 Pourrenta,- des pr~ts accord6s sur lesquels des problmes de
 
rembourse;: . interviennent et principales causes;
 
Percentage of loans on which problems occur (default, repay
ment delays, e c...) and main reasons ;
 

3.12. 	 Montant maximal des prks qui peuvent 6tre accord~s sans
 
l'accord du Si~ge;
 
Largest loan which can be made without Head Office approval;
 

3.13. 	 Comparaison entre ddp6ts et pr~ts accord6s (toutes categories
 
de climnts), par agence.
 
Branches as net savers or lenders (all categories of borro
wers).
 

4. CONDITIONS DE DEVELOPPEMENT DE L'ACTION ENVERS LES P.M.E.
 
ACTIONS REQUIRED TO INCREASE ROLE TOWARDS S.M.Bs.
 

4.1. 	 Suggestions de mesures A prendre (dans les domaines financi
ers, rdglementaires, techniques et autres) pour accroitre le
 
role de l'institution financi~re vis A vis des P.M.E.
 
Recommended measLres (financial, technical, legal, reglemen
tary and other) to help the financial institution in playing
 
a more important role towards S.M.Bs.
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PRIVATE SECTOR STRATEGY AND PROGRAM DESIGN
 

QUESTIONNAIRE D'EVALUATION DES RESSOURCES DE FORMATION
 
TRAINING RWSOURCES EVALUA I7ON QUESTIONNAIRE 

1. DESCRIPTION GENYRALE DE W'ORGANISHE DE FORKATION
 
GENERAL DESCRIPTION O tHE TRAINING INSTITUTION 

1.1. 	 Date de l'entrevue;
 
Date of interview;
 

1.2. 	 Nom et position de la personne interrog e;
 
Name and title of person interviewed;
 

1.3. 	 Nom et localisation de l'organisme de formation;
 
Identification of the training center;
 

1.4. 	 Date de creation de l'organisme de formation;
 
Founding date;
 

1.5. 	 Status juridique;
 
Legal status;
 

1.6. 	 Objectifs de d~part en terme de formation A dispenser et en
 
terme de clientele vis~e, reorientation 6ventuelle et raisons
 
pour celle-ci;
 
Original objectives in terms of training and of clientele,
 
change made and reasons why they were made;
 

1.7. Localisation et description des installations disponibles;
 
Location and description of the training center;
 

1.8. 	 Nom, formation et experience du directeur;
 
Name, education and professional experienre of the managing
 
director;
 

1.9. 	 Nombre de personnes employees par secteur (corps professoral,
 
administration, divers) et 6volution des diverses categories
 
au cours des trois derni@res ann~es;
 
Number of employees by department (teaching, administration,
 
other) and change over the past three years;
 

1.10. 	 Sujets enseign6s r~guli~rement et occasionnellement;
 
Courses taught regularly and occasionally;
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1.11. 	 Description de la qualification et de l'expkrience des divers
 
membres du corps professoral permanent.
 
Description of education and training of the permanent
 

teachers.
 

2. DONNUS SUR L'ENSEIGNIMXNT OFFERT
 
CHARACTERISTICS OF THE TRAINING OFFERED
 

2.1. 	 Nombre d'heures de cours dispens6 annuellement, par discipl

ine, et 6volution au cours des trois derni~res ann~es;
 
Number of hours of teaching, by type of course, and change
 

over the past three years;
 

2.2. 	 Dur~e moyenne d'un cours (nombre d'heures r~parties sur
 

combien de jours ou semaines);
 
Average course duration (number of hours over how many days
 

or weex's);
 

2.3. 	 Nombre de sessions, dans I'ann6e, pour chacun des sujets
 

enseign s;
 
Number of time in individual course is.taught during the
 

year;
 

2.4. 	 P~riode d'ouverture dans l'anne et horaires de
 

fonctionnement du centre de formation;
 
Number of weeks per year the center is operating and regular 

business hours; 

2.5. 	 Taille moyenne des classes et variation d'un type de cours A
 
un autre;
 
Average number of students per class and significant differ

erces from one type of course to the other;
 

2.6. 	 Nombre de personnes formes annuellement par discipline ct
 
6volution au cours des trois derni~res ann~es;
 
Number of people trained annually, by subject, and change
 
over the past three years;
 

2.7. 	 Caract~ristiques de la clientele estudiantine, par discipline
 
(inscription individuelle ou programme financ6 par l'employ
eur, Age, provenance gographique, donn~es socio-profession

nelles, sexe, etc...);
 
Characteristics of the students (individual enrolement or 

program paid for by employer, age, sex, origin, socio
eConoCJ( data, etc...); 

2.8. 	 Tape d'enseignement dispens6 (tiieorique, pratique, sur le
 
lieu de travail, etc...);
 

Type of craining (academic, practical, on-the-job, etc...); 
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2.9. 	 Taux moyen de r~ussite, par discipline;
 
Average success rate, Ly discipline;
 

M~tbodes p~dagogiques utilis6es (audio-visuel, 6tude de cas,
2.10. 

cours magistraux, travaux pratiques, etc...);
 

Training methods (audio-visual, case studies, lecture,
 

seminar, workshop, etc...);
 

2.11. 	 Documentation et 6quipcments p6dagogiques disponibles (bibl

cours imprims, materiel de travaux
ictOaque de r6f~rence, 

pratiques, etc...);
 

and equipment (library, course
Available training material 

documentation, tools, etc...);
 

2.12. 	 M~thode de contr6le de la qua)it6 et de l'ad~quation de
 

1'enseignement;
 
Training relevancy and quality control process;
 

un
2.13. 	 Enseignement sanctionn6 par un certificat ou diypT6me offi

ciel;
 
Deliverance of an official certificate or diploma;
 

2.14. 	 Critkres et mithode utilis6e pour l'admission des candidats;
 

Criteria and method used for enrolment;
 

2.15. 	 M~canismes d'6valuation des connaissances acquises A l'issue
 

de 1'enseignement;
 
Individual progress control method; 

A moyen 	 term, l'impact de
2.16. 	 M~thode utilis~e pour 6valuer, 

l'enseignement dispensk sur 6tudiants (facilit6 dans la
les 


recherche d'emploi, enqu~te de productivit6 aupr~s des
 

employeurs, etc...);
 
Method used to evaluate the medium-term impact of the
 

training (interview of employer to assess increase of
 

former research former
productivity of trainees, among 


students to assess if training helped to obtain job, 'tc...);
 

2.17. 	 R~alisation d'enqu~tes po'ir 6valuer l'image de marque du
 

centre de formation et de l'enseignement dispens6 aupr~s de
 

la poulilation ou des employeurs;
 
Measures taken to evaluate image of the Center and of the
 

quality of its training among population and employers;
 

2.18. 	 Utilisation de professeurs ext~rieurs, sur une base occasion

nelle, et provenance de ces ressources associ~es (autres
 

instituts de formation, coop6ration internat'onale, monde des
 

affaires, etc...);
 
Use of associate professors and their origin (other training
 

institutions, international projects, business world,
 
eLc ...)
 



2.19. 	 Existence d'6changes r@guliers ou occasionnels avec d'autres
 
centres de formation nationaux ou 6trangers, et type de ces
 
6changes;
 
Fxchange programs, on a regular basis or not, with other 
local or foreign training centers and their type; 

2.20. 	 M~canismes d'analyse des besoins de formation A satisfaire;
 
Method used for analysis of the training needs;
 

2.21. Nouveaux cours de formation en preparation et date pr~vue de 
leur mise en oeuvre. 
New courses in development and date at which they will be 
offered. 

3. ASPECTS FINANCIERS
 
FINANCIAL 	DATA
 

3.1. 	 Evolution du bilan et du compte d'exploitation au cours des
 
crois derni~res ann6es;
 
Balance sheet and income statement of the past three years;
 

3.2. 	 Investissements ralis~s (dans le domaine p~dagogique ou non)
 
au cours des trois dernires ann~es;
 
Training and other investments made over the past three
 
years;
 

3.3. 	 Coit moyen de la formation d'un 6lve;

Average trrininq cost per student; 

3.4. 	 Montant des fvais d'inscription et de scolarit6 demand~s;
 
Tuition and courses fees;
 

3.5. 	 Sources Permanentes de financement de l'organisme (subven
tions, entreprises, 6lves, etc...) et 6vo~ution du montant
 
et de la provenance au cours des trois derni~res ann~es;
 
Sources of regular income (State, private companies,
 
students) and change in value and percentage over the past
 
three years;
 

3.6. 	 Existence d'une assistance financi~re ou technique ext~rieure
 
et, dans l'affirmative, caract~ristiques de celle-ci (prove
nance, objet, dur6e, montants accord~s, etc...).
 
Outside financial or technical assistance and its character
istics (source, type, duration, value, objectives, etc...).
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4. PROBLEMES RENCONTRES ET SOLUTIONS PROPOSEES
 
PROBLEXS AND SUGGESTIONS 

4.1. 	 Contraintes rencontrkes dans le d6veloppement du centre de
 
formation, par ordre d'importance, et recommendations pour
 
leur solution.
 
Nain constaints hampering the development of the training
 
center, and recommendations for solutions. 



APPENDIX 4
 

COMPANY PROFILES
 



USAID
 

PRIVATE SECTOR PROJECT DESIGN
 

LIST OF COMPANY PROFILES
 

NAMES 
 CODE
 

ALLGLASS - ZAIRE 
 ALL
 
ALPHA Peintures 
 ALP
 
ASCO (Manufacture d'Articles de Papiers) 
 ASC
 
ATOMIC (Atelier Torrefaction Moderne) ATO
 
AU BON GOUT 
 BON
 
CARTOZAIRE III (Cartonnerie du Zaire) CAO
 
Chaussures WA KUBIKUYU 
 CHA
 
C.M.S. (Construct. M~talliques du Shaba) 
 CMS
 
MENUISERIE CONCEPT DESIGN 
 COD
 
COGETRA (Compagnie G~n~rale de Transformation) COG
 
COMPTOIR KINOIS 
 COK
 
CORTHOZA (Cordonnerie Orthop~dique du Zaire) COR
 
D%,;5 (Ste Indust. Zairoise de Texti'ps) DIA
 
DISTRIZ1TION KINOISE (Entreprise Individuelle) DIK
 
Ets DOVELLE N'KANU 
 DOV
 
ELITEX (Socikt4t des Dtrives Textiles) ELI
 
ENTRICO (Ent. Industrie, Commerce, B~timents, Tray.) 
 ENT
 
ZAIRE ENTANCHEITE 
 ETA
 
FRIGO-MOERO 
 FRI
 
IMPAZA (Imprimerie et Papeterie Zairoises) 
 IMP
 
INATRAP 
 INA
 
INCOMETAL 
 INC
 
KEDAR (Entreprise Individuelle) KED
 
LANGI - SHABA 
 LAS
 
LANGI - ZAIRE LAZ
 
L.C.L. (Laiterie Cooperative de Lubumbashi) 
 LCL
 
Entreprise MARUCCHI G. 
 MAR
 
MAZAM'L (Entreprise Individuelle) MAZ
 
Menuiserie Fbenisteries DIAWA (Ent. Individuelle) MEN
 
METALU 
 MET
 
Maison XGE
MUTELE 
 NGO
 
ROSIER (Anciens Etablissements) 
 ROS
 
SABUNI Limited 
 SAB
 
SAFEM (Socit6 Africaine de Tubes & Emballages) SAF
 
SAVA et MILLER 
 SAV
 
S.I.R. (Soci6tt des Industries R6unies) SIR
 
SOMETOLE (Socite de Mtcanique et de T61erie) SOM
 
SONPEK 
 SON
 
SOTRAL (Sociat6 de Transform. de l'Aluminium) SOT
 
SOZABA'? 
 SOZ
 
SOCIETE NATIONALE DE LA MAIN D'OEUVRE 
 SNM 
TANGI et Fr~res/OUSSE TAN
 
TARICA Freres 
 TAR
 
UPEKO (Usine de Peinture Kombe) UPE
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USAID I PRIVATE SECTOR PROJECT DESIGN Ref: ALL
I 	 Page 1 of 2
 

Date: June 26, 19871
COOPERS & LYBRAND 	 COMPANY PROFILE 


Nber: A 03546E
JId.
Name: ALLGLASS - ZAIRE (S.P.R.L.) 


Address: lOeme rue Limete, KINSHASA B.P. 745 Phone: 


(60 k)
Shareholders: 	Mr. Walther VAN SCHOOR 

Cit. Tukutiti Malu Munzila (40 %)
 

Walther Van Schoor 1st Oper: 1952 Creation: 1977
Manager: Mr. 


Sales 1986: 43.901, Employees: 48
since: 1977 


Act.vity: Glaziery and mirror manufacturing and cutting.
 

PROVISIONING PRODUCTION
 
Raw materials: Sheets of float glass Process: Custom-made glass items.
 
Chalk & Palm oil (for mastic).
 

Sources: Mostly import, Local for Age of machinery: From 2C to 2 years.
 

mastic ingredients. Installed capacity: 100.000 m2/year
 
Used capacity: 40.000 m2/year.
 

Value of 1986 purchases: N/A
 

Delay (months): 3 months Projects: New equipmunt to improve
 

Purchasing mode: Documentary credit quality (thick glas.
 

Problems: Lack of foreign exchange to Problems:
 
build inventory of all the various
 
types of glass required by the mrkt.
 

ADXINISTRATION 	 MARKETING AND SALES
 

Personne I anagers rs ITOTAL Products: Custom-made mirrors and glass 
t items (table tops to bullet-proof 

~Production 26 winlow.)
kAdmin. 	 8
 

Sales 8 Clientele: Kinshasa market, main 
Others 6 clients are LAFLEUR, CASA, AUXELTRA 

_ _ _SAFRICAS. the Banks. 
48 Channels: Wholesalers, Building 

Permanent 1984 1985 1986 contractors and direct sale to public.
employees: 	 46 44 42
 

Sales policy: Cash on order or delivery
 
Temp. worker,-: No
 

Average Nber of years in Cy: 12 years
 

Competitors: None with capacity to
 

Training needed: A-counting, Computer offer the whole range of products.
 

English lanquage. 
Problems:
 

iTraining orr. used: Technical training
 
institute 1:; bei u:M. 

-RiQuairt e f I Q t:,n: Goc: 

N.P: Salt. f ic:r,:r are "rl,C :0a:res. 



USAID PRIVATE SECTOR PROJECT DESIGN Ref ALL
 
Page 2 of 2
 

COOPERS & LYBRAND COMPANY PROFILE Date: %June 26, 1987
 

STATEMENT OF INCOME BALANCE SHEET 
(1986) (12/31/1986) 

REVENUE: FIXED ASSETS: (depreciated book value) 
Sales: 43,901 Buildings: -

Vehicles: 2,544 
Other: - Machinery: 1,123 

TOTAL: 43,901 TOTAL: 3,62
 
EXPENSES: CURRENT ASSETS:
 
Raw materials: 40,489 Inventories: 3,031
 
Other goods & services: 997 Receivables: 5,046
 
Personnel: 4,321 Liquid assets: 1,688
 
Overhad: 2,867
 
Finance costs: 38 TOTAL: 9,765
 

TOTAL: 48,712 TOTAL ASSETS: 13,437
 

GROSS MARGIN: (4,811) STOCKHOLDERS-EQUITY:
 
Common stock: 1,637
 

Deprec.& Provision: (703) Income retained: 1,871
 

NET INCOME: (5,514) TOTAL: 3,503
 

1984 1985 1986 THIRD PARTIES LIABILITIES:
 
_ - _ Long-term debts: 

Frod.(t.) Short-term debts: 9,929 
Income. 
Margin % 2.0 0.0 1.0 TOTAL: 9,929 
Invest. 

TOTAL LIABILITIES: 13,437
 
Books audited: No Liquidity ratio: 0.67
 

AVAILABLE EXTERNAL FINANCING REQUIRED FINANCING 

SOURCES Short-term Long-term Needed monthly oper.cash: N/A
 

Banks: None Required short-term financing:
 
Suppliers: of
 
Clients: any
 
Others:. significance
 

Comments:
 

Required long-term financing:
 

Purchase of new glass cutting and
 
polishing equipment: S 3.000
 

f 14.000
 
Banks use : UZB, BCZ, BDP.
 

:Bankuna st rvices refused (reasons): 

N.E: Za res f ir are 1,0 zares.z 
Li q :idty ratic detIinf as: (receivables + liquid assets) / short- erm debts 

(I 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: ALP
 
Page 1 of 2
 

COOPERS & LYBRAND COHPANY PROFILE 
 1987
1Date: May 15, 


Name: ALPHA Peintures - Entreprise Individuelle Id. Nber: KO 25819
 

Address: 2, Ave. des Paturages, LUBUMBASUI B.P. 1244 Phone: 3982
 

Shareholders: Mr. VRATSALIS Alexandre - Sole owner
 

Manager: Mr. VRATSALIS Alexandre 	 1st Oper: 1973 Creation: 1973
 

since: 1973 	 Sales 19?6: 20,000 Employees: 30
 

Activity: Manufacture of paint and associated products.
 

PROVISIONING PRODUCTION
 
Raw materials: Solvants, Pigments Process: Grinding, Mixing.
 
Resin
 

Sources: RSA (100 ) 	 Age of machinery: 1976
 
Installed capacity: N/A
 
Used capacity: N/A
 

Value of 1986 purchases: 23,000
 
Delay (months): 3 months Projects: -

Purchasing mode: Import Licences
 

Problems: Cash lock-up during import, Problems: None (though old, the
 
unpredictability of foreign exchange machinery is well-maintained).
 
availability at the banks for import.
 

ADMINISTRATION 	 MARKETING AND SALES
 

Personnel Managers Workers ITOTAL 	 Products; Paints (85 V, Detergents &
 
_ _-__ Disinfectants (7 %), Other (8 %).
 

ProductloiL 26
 
Admin. 4
 
Sales Clientele: Gecamines-Exploitation (50%)
 
Others SNCZ (25 V, Others (25 %)
 

Channels: Direct sales (with GCM and
 
Permanent 1984 1985 1986 SNCZ) and Wholesalers.
 
employees: 29 28 30
 

Sales policy: 30 to 60-days credit to
 
Temp. workers: No major clients, otherwise cash.
 

Average Nbor of yearr in C': 5 years 
Cc,,ipetitors: PENAZA in Lubumbashi.
 

Traininq needed: None (on-the-job).
 

Problems: Competition of similar
 

Trainin7 org. used: No 	 products imported by GCX, cost of
 
unavoidable credit with GCM and SNC2 

due to monetary depreciation (real

Qua ! ty evaluat:o,: credit to SNCTZ scD;et imes exceeds 6 to
 

8 r oniths) 
:-_ __ 	 Jl.N.Ej: Zair'j tlcres are in 1,0CC zaire. 
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 PRIVATE 	SECTOR PROJECT DESIGN Ref: ALP
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COOPERS & LYBRAND COM4PANY PROFILE Date: May 15, 1987
 

STATEMENT OF INCOME 
 BALANCE 	SHEET
 
(1986) 	 (12/31/1986)


REVENUE: 
 FIXED ASSETS: (depreciated book value)

Sales: N Buildings:
 

0 Vehicles:
 
Other: T Machinery:
 

TOTAL: A 
 TOTAL: 148
 
EXPENSES: 	 V 
 CURRENT ASSETS:
 
Raw materials: A Inventories: "1,599

Other goods & services: I Receivables: 2,932
 
Personnel: 
 L Liquid assets: 942
 
Overhead: 
 A
 
Finance 	costs: 
 B 	 TOTAL: 11,473
 

TOTAL: E 	 TOTAL ASSETS: 11,621
 

GROSS MARGIN: N/A 	 STOCKHOLDERS'EQUITY:
 

Common stock:
 
Deprec.& Provision: 	 Income retained:
 

NET INCOME: 
 N/A 	 TOTAL: 5,096
 

1984 1985 
 1986 	 THIRD PARTIES LIABILITIES:
 
Long-term debts:
 

Prod.(t.) 
 Short-term debts: 6,525
 
Income. 15,000 17,000 20,000 

Margin % 23 20 22 
 TOTAL: 

_ 

6,525 
Invest. - - -

TOTAL LIABILITIES: 11,621

Books audited: No Liquidity ratio: 0.59
 

AVAILAFE EXTERNAL FINANCING 	 REQUIRED FINANCING
 

SOURCES Short-term Long-term Needed monthly oper.cash: ± 1,500
 

Banks: (A) 
 Required short-term financing:

Suppliers: 
 Working 	capital (B. Sheet): 1,000

Clients: 
 requested: 5.000
 
Others:
 

Comments: (A) Documentary credit for
 
import of raw materials.
 

Required long-term financing: None
 

Banks used: BCZ, NBEY. 
bankirn serv:ce- refused (reasons):
 
Cred:t celiina reached by banks.
 

N.b: a r ,s 71,_rs are ir 1,000 zairec.
 
Liquid:tv r.ii , , f:red a: (receivables + liquid assets) / short-term debts 4]
 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: ASC
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COOPERS & LYBRAND COMPANY PROFILE Date: May 16, 1987
 

Na:3: ASCO (Manufacture d'Articles de Pdpier) - SPRL JId. Nber: AO 3571G
 

Address: 114, 	Ave. Industrielle, LUBUHBASHI B.P. 73 Phone: 3931
 

Shareholders: 	Mr. SAELS Guy
 
Cit. KIBWE Pampala
 

Manager: Mr. Guy SAELS 1st Oper: 1962 Creation: 1962
 

since: 1962 Sales 1986: 33,000 Employees: 40
 

Activ-ty: Paper products manufacturing.
 

PROVISIONING PRODUCTION
 
Raw materials: Rolls of raw paper. Process: Mechanical proress.
 

Sources: RSA, Europe, Uocal (10 %) 	 Age of machinery: Old but good condit.
 
Installed capacity: 750 t/year
 
Used capacity: 30 %i
 

Value of 1986 purchases: 22,000
 
Delay (months): 4 months Pro3ects: Purchase of a PC computer.
 
Purchasing tode: Import licences.
 

Problems: Lack of cash to open more Problems:
 
licences and cost of capital lock-up.-


ADMINISTRATION 	 MARKETING AND SALES 

Personnel Managers Workers TOTAL Products: Toilet paper, Carbon paper,
 
__Paper for printing, Wrapping paper.
 

Productnon 1 2 23 
Adm n. 3 14 17 
Sales Clientele: Gecamines (32 V, SEDEC 
Others (7 V, Wholesalers (61 %). 

Channels: Direct sales to Gecamines
 
Permanent 1984 1 1985 1 1986 and local printers. Wholesalers.
 
employees: 40 40 40
 

Sales policy: Cash except Gecamines
 
Temp. workers: No and SNCZ.
 

Average Nber of years in Cy: 7 years.
 
Competitors: No local industry but
 

Traininc needed: No imports.
 

Problers: Unfair competition from 
Training org. used: Training of two products illegaly imported frow 
accountants (night courses). Zambia. 
Orc ianatolon used not disclosed. 
QuaLitv eva ;ar j&r. 

N'.B: Zalr- finures a. ir l,O00 zaires. 



PRIVATE SECTOR PROJECT DESIGN Ref: ASC
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COMPANY PROFILE 
 Date: May 16, 1987

COOPERS & LYBRAND 


STATEMENT OF INCOME BALANCE SHEET
 
(1986) (12!31/1986)
 

FIXED ASSETS: (book value not revalued)
REVENUE: 

Salis: 32,896 Buildings: 48
 

Vehicles: 722
 

Other: 211 Machinery (+ Others: 1,998) 2,815
 

TOTAL: 33,107 TOTAL: 3,585
 

'EXPENSES: CURRENT ASSETS:
 
Raw materials: 22,048 Inventories: 5,547
 
Other goods & services: 2,224 Receivables: 6,623
 
Personnel: 5,165 Liquid assets: 502
 
Overhead: 3,224
 
Finance costs: 106 TOTAL: 12,672
 

TOTAL: 32,767 TOTAL ASSETS: 16,257
 

GROSS MARGIN: 340 STOCKIIOLDERS-EQUITY:
 
Common stock: 48
 

Deprec.& Provision: 403 Income retained: 473
 

NET INCOME: (63) TOTAL: 521
 

1984 1985 1986 THIRD PARTIES LIABILITIES:
 
Long-term debts:
 

Prod.(t.) Short-term debts: 15,736
 
Income. 28,500 24,400 32,900
 
Margin % 1.1 (0.1) (0.2) TOTAL: 15,736
 

.. .......
Invest. - .. 


TOTAL LIABILITIES: 16,257
 

Books audited: No Liquidity ratio: 0.45
 

AVAILABLE EXTERNAL FINANCING REQUIRED FINANCING
 

SOURCES Short-term 1Long-term Needed monthly oper.cash: ± 4,000
 

Suppliers: Working capital (B. Sheet): 5,000
 

Clients:
 
Others:
 

Comments: No information provided
 
on details of the bank financing.
 

Required long-term financing: N/A
 

Banks used: BCZ, UZB, NBK.
 
Bankinc services refused (reasons):
 

kBan Zaire rec-lations.
cf 

N.h: Zaarts icg re are in 1,000 zaires.
 

Liquidity ratio defirned, as: (receivables + liquid assets) ' short-term debts
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COMPANY PROFILE Date: May 19, 1987
COOPERS & LYBRAND 


Nane: ATOMIC (Atelier Torrefaction Moderne) - Private Id. Nber: C 348992
 

Address: 120, A7e. Industrielle, LUBUMBASHI B.P. 2758 Phone: 2286
 

Shareholders: Mr. Franco VAUDANO, owner.
 

Manager: Mrs. Franco VAUDANO 	 1st Oper: 1967 Creation: 1967
 

since: 1967 	 Sales 1986: 7,500 Employees: 14
 

Activity: Coffee hurning, manufacturing of ice-cream.
 

PROVISIONING PRODUCTION
 
Raw materials: Raw coffee, vaiious Process: 
products for ice-ceam.
 

Sources: Local (Kivu) 	 Age of machinery: Recent
 

Installed capacity: N/A
 
Used capacity: 25 %
 

Va!.ue of 1986 purchases: N/A
 
Delay (mcnths): N/A Pro3ects: 

Purchasi:.g mcde: Cash
 

Problems: Difficulties in purchasing Problems:
 
good qua!it,- coffee which is exported
 

ADXINISTRATION 	 MARKETING AND SALES
 

Personnel Managers Worters TOTAL 	 Products: Burnt coffee (80 %)
 
S - Ice-cream (20 %).
 

Prodicti c,. 13
 
Adm.n. 1
 
Sales Clientele: Retail shops, Hotels and
 

Others 	 restaurants in Lubumbashi.
 

Channels: Direct sales.
 
1 1986
1984 1985
ermancnt 


employees: 16 18 14
 

Saies policy: Cash.
 
Temp. workers: No 

AveraceL Nber of years in Cy: 5 years 

Competitors: A number of burnt coffee 
Training, nteded: None. producers (large and small) in Goma 

(Kivu) and Kinshasa. 
Problems: 

Training org. used: None 

,iualty evaluation: 

N.E: -aire ficures are in 1,000 zaires. 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: ATO 

Page 2 of 2 

COOPERS L LYBRAND COMPANY PROFILE Date: May 19, 1987 

STATEMENT OF INCOME 

(1986) 

REVENUE: 
Sales: 7,520 

Other: 

TOTAL: 7,520 
EXPENSES: 
Raw materials: 

Other goods & services: 

Personnel: 

Overhead:
 
Finance costs: 


TOTAL: 6,811 


GROSS MARGIN: 709 


Deprec.& Provision: -

NET INCOME: 709 

1985 1936 
---

I5,332 7,520 

5.3 9.4 
- -

398, 
Prod 

Prod. (t. 1 
Income. 3,176 

Margin % 4.6 
Invest. 


Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES [Short-term Long-term 


Banks: 

Suppliers: 

Clients: 


Others: 


Comments: Company works entirely on
 
earnings.
 

Banks used: UZB, NBK.
 
Banking services refused (reasons):
 
*N/A 

N.B: Zalref. f lgcr. s - in 1,000 zaires. 

BALANCE SHEET 
(12/31/1986) 

FIXED ASSETS: 
Buildings: 
Vehicles: 
Machinery: 

CURRENT ASSETS: 
Inventories: 
Receivables: 
Liquid assets: 

TOTAL: 

668 

TOTAL: 

TOTAL ASSETS: N/A 

STOrKHOLDERS'EQUITY: 
Common stock: 
Income retained: 

TOTAL: N/A 

THIRD PARTIES LIABILITIES: 
Long-term debts: 
Short-term debts: 

TOTAL: 

__ 

N/A 

TOTAL LIABILITIES: 
Liquidity ratio: N/A 

N/A 

REQUIRED FINANCING 

Needed monthly oper.cash: N/A 

Required short-term financing: 
Working capital requested: 200 
Open credit of 5,000 to purchase
 
coffee in Kivu.
 

Required long-term financing:
 

L-quidit' ri io d: ired as: (receivables + liquid assets) / short-term. jebts 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: BON
 
-Page I of 2 

COOPERS & LYBRAND CCMPAN-Y PR~OFILE Date: June 26, 18 

Name: AU BON GOUT (Entreprise Individuelle) ld. r-ber: NRC 3432 

Address: 2, Ave. Mawana, Ngaliema, KINSHASA B.P. 4876 Phone: 

Shareholders: Cit. SEBINWA BAVUGABGRE (sole owner) 

Manager: Cit. Sehinwa ist Oper: 1985 Creation: 1985 

since: 1985 Sales 1986: 5.400, Employees: 14
 

Activity: Manufacturing of various food products (mostly pastries).
 

Raw materials: Flour, sugar, butter, Process:
 

etc.. 

ISources: Local 

Vaiue of 1986 purchases: 150, 
Delay (months): 

Purchasing mode: Cash.
 

Froblems: 


ADXINISTRATION 

Personne-' l anaoers Workers 

Product lot, I 
Adm-r,. 

Sales 

Others 


Age of machinery- 5 years (oven).
 
Installed capacity:
 
Used capacity:
 

Projects: Diversification of products
 

Prob)ems:
 

MARKETING AND SAi:YS 

TOTAL Products: Cakes, Waffles, Meat 
fruit pies, other catering pr

and 
oduces. 

3 
8 
I 

Clientele: Neighbourhood 

14 Channels: Direct sales to public.

Permanent 1984 1985 1986
 
employees : - 2 6
 

Sales policy: Cash sales.
 
Te[P. workers: No 

IAverage Nber of years in Cy: I year
 

Competitors: Large industrial companies
ITraining needed: Technical training and chain of food stores. 

in bake.y and pistry. 

Problems 
a~ning Orc. 1;sec: Noone. 

ty evainatici,:fiQual 

N.5:2, : 0 za f res a::in lO e cure 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: BON 
Page 2 of 2 

COOPERS & LYBRAND COMPANY PROFILE Date: JunL 2r, i987 

STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 


Other: 


TOTAL: 

EXPENSES: 

Raw materials: 

Other goods & services: 

Personnel: 

Overhead: 

Finance costs: 


TOTAL. 


GROSS MARGIN. 


Deprec.& Provision: 


NET INCOME: 


1984 I 1985 

Prod.(t.) 

Income.
 
Margin % 

Invest.... 


Books audited: No 


4,831 


-

4,831 


4,800 

-


208 

356
 
-


5,364 


(533) 


-


(533) 


1986 

-


11 


AVAILABLE EXTERNAL FINANCING 


SOURCES ort-term Long-term 


Banks: 

Suppliers: 

Clients:
 
Others: (A)
 

Comments: (A) Loan from parents and
 
relatives: 150, z.
 

Banks used: None
 
jBanking services refused (reasons):
 

N.E: Zalres figurts art In 1,000 zaires.
 

BALANCE SHEET
 

FIXED ASSETS: 

Buildings: 


Vehicles: 

Machinery: 


(12/31/1986)
 
(depreciated book value)
 

-


500
 
700
 

TOTAL: 1,200
 
CURRENT ASSETS: 
Inventories: 300 
Receivables: 
Liquid assets: - 150 

TOTAL: 450
 

TOTAL ASSETS: 1,650
 

STOCKHOLDERS-EQUITY:
 
Ccmmon stock: 990
 
Income retained: 500
 

TOTAL: 1,490
 

THIRD PARTIES LIABILITIES:
 
Long-term debts: 
Short-term debts: 160
 

TOTAL: 160
 
.
 

TOTAL LIABILITIES: 
 1,650
 
Liquidity ratio: 0.93
 

REQUIRED FINANCING
 

Needed monthly oper.cash: ± 1.125,
 

Required short-term financing:
 
Overdraft: 550, z.
 

Required long-term financing:
 

Liquidity ratio defined as: (receivables + liquid assets) / short-term. debts 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: CAO
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COOPERS & LYBRAND COMPANY PROFILE Dte: June 4, 1987
 

Name: CARTOZxlRF III (Cartonnerie du Zaire) - SPRL id. Nber: AO 8894S
 

Address: 29, Ave. Usoke, LUBUPASHI B.P. 2999 Phone: 4062
 

Shar, holders: 	Cit. NKEMA LILOO (97 %)
 
Cit. NKALE IMPONDA (3 %)
 

Manager: Cit. 	KAOMA Mwansa 1962
Ist Oper: Creation: 1974
 

since: 1987 
 Sales 1986: 18,000 Employees: 45
 

Activity: Manufacturing of goods in carboard.
 

PROVISIONING 
 PRODUCTION
 
Raw materials: "Kraft" and "Fleeting" Process: Gluing of two "Kraft" plus
 
paper. one corrugated "Fleeting" paper.
 

Sources: Import from all countries Age of machinery: More than 20 years.
 
but rr.a"n> FA. Installed capacity: 
2 400 000 m2/year
 

Used capacity: 25 %
 
Value of 1986 purchases: 12,000
 
Delay (months): 2 months. Pro3ects: Manufacture of carboard boxes
 
Purchasing mode: Import licences and 
 to package fruits, vegetables and eggs
 
suppliers'credit (custom warehoised)
 

Problems: Shortage of foreign exchange Problems: Lack of spare parts to
 
and cost of cash lock-up, 	 maintain an old machinery.
 

A2MINISTRATION 
 MARKETING AND 	SALES
 

Personne Managers Workers TOTAL Products: Corrugated carboard packaging 

Production 
---
15 

I boxes (100 % 

Admn. 7 
Sales 
Others 

2 
21 

Clientele: SABUNI (65 %), V.A.P., 
TABAZAIRE, D.A.I.P.N. 

TOTAL: 7 38 Channels: Direct orders from clients.
 

Permanent 1984 1985 1 1986
 
employees: 42 40 45 
 Sales policy: Downpayment of 30 % to
 

60 % on order, balance cash or 30-days
 
Temp. workers: No credit on delivery.
 

Average Ne of years in Cy: 12 years Competitors: None in Lubumbashi.
 

Trainlnc needec: Technical training
 
for zalr enance workers. Problems:
 

rard:hlr,, used: None i; 

• a r. u I es a. , v 



USAID 
 PRIVATE SECTOR PROJECT DESIGN Ref: CAO
 

COOPERS & LYBRAND 	 COMPANY PROFILE Date: June 4, 1987
 

STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 17,201 


Other: 3,720 


TOTAL: 20,921 

EXPENSES: 

Raw materials: 	 12,148 

Other goods & services: 3,094 

Personnel: 4,614 

Overhead: 
 708
 
Finance costs: 
 136 


TOTAL. 20,700 


GROSS MARGIN: 221 


Deprec.& Provision: 82 


NET INCOEE : 	 139 


1984 i985 1986 

-
Prod.(t.) 
Income. 
Margin % 

8,000 
00.0 

13,000 
< 00 

18.000 
0.8 

Invest. 

Books audited: Not every year. 


AVAILABLE EXTERNAL FINANCING 


SOURCES 1 hort-term ILong-term 


Banks: 	 (A) 
Suppliers: (B) 

Clients:
 
Others:
 

Comments: (A) Open credit of 800 at
 
36 % interest plus admin. costs.
 
(B) Suppliers'credit of 7,600 on
 
12/31/9. (90-days from toreign

suppliers). 


Barks used: B-Z, NBE, UZB, BDP.
 
5ankairc, services refused (reasons):
 

N.b: 	 Za res fiour, s are i, 1,00c zaIres. 
i quicazy ratr, dh'rf ed as: fece vables 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Buildings: 32
 
Vehicles: 
 173
 
Machinery: 235
 

TOTAL: 440
 
CURRENT ASSETS:
 
Inventories: 5,766
 
Receivables; 1,685
 
Liquid assets: 1,327
 

TOTAL: 8,778
 

TOTAL ASSETS: 9,218
 

STOCKHOLDERS-EQUITY:
 

Common stock: 
 723
 
Income retained: (795)
 

TOTAL: (72)
 

THIRD PARTIES LIABILITIES:
 
Long-term debts: 
 0
 
Short-term debts: 9,290
 

TOTAL: 9,290
 

TOTAL LIABILITIES: 9,128
 
Liquidity ratio: 0.32
 

REQUIRED FINANCING
 

Needed monthly oper.cash: ± 2,600
 

Required short-term financing:
 
Working capital B. Sheet: 4,400
 

Required long-term financing:
 
- Spare parts: 1,000
 

- Vehicles: 8,000
 

+ liquid assets) / short-term debts 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: CHA
 
Page 1 of 2 

COOPERS & LYBRAND COhPANY PROFILE Date: May 14, 1987 

Name: Chaussures WA KUBIKUYU - Individual company. Id. Nber: -

Address: 76, Ave. Industrielle, LUBUMBASHI B.P. 4549 Phone: -

Shareholders: Cit. KABILA KINENKINDA, owner. 

Manager: Cit. KABILA Kinenkinda 1st Oper: 1977 Creation: 1977
 

since.: 1977 Sales 1986: 2,600 Employees: 20
 

Activity: Shoe making (normal and orthopedic).
 

PROVISIONING PRODUCTION
 
lRaw materials: Leather. Process: Hand made
 

Sources: Skins purchased localy and Age of machinery: 1977 to 1984
 
tanned in MOBA (Shaba). Installed capacity: 500 pairs/month
 

Used capacity: 40 %
 
Value of 1986 purchases: 1,600
 
Delay (months): N/A Projects: Modernization of the tools
 
Purchasing mode: Cash and building of a tannery.
 

Problems: Shortage and unreliability Problems: Need to improve management
 
of supply o tanned skins, techniques.
 

ADMINISTRATION MARKETING AND SALES
 

Personnel IManagers Workers TOTAL Products: Leather shoes (40 %) 
- Orthopedic shoes (30 %), Repair (30 %) 

?roduct1or. 10 
Admin. 7 
Sales Clientele: CEPC (30 V, Others (70 V 
Others 

Channels: Direct sales, Wholesalers
 
Permanent 1984 1985 1986 Retailers.
 
employees: 17 13 19
 

Sales policy: Cash and 50 % oh order.
 
Temp. workers: No
 

Average Nber of years in Cy: 4 years
 
Competitors: BATA
 

Traininq needed: Management and
 
technical.
 

Problems: Lack of working capital to
 
Training orQ. used: ANEZA (project finance inventory of raw material
 
financed by EEC) - Management and finished products, 
courses for tl.L cwner-mar.ager. Need for a sales agency to increase
 

Quality evaluator: Courses too margins.
 
theoret ical.
 

N.E;: Zalr' f~aures are in 1,000 zaires. 



USAID PRIVATE SECTOR PROJECT DESIGN 	 Ref: CHA
 
Page 2 of 2 
 1 

COOPERS & LYBRAND 


STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 


Other: 


TOTAL: 

EXPENSES: 

Raw materials: 

Other goods & services: 

Personnel: 

Overhead: 

Finance costs: 


TOTAL: 


GROSS MARGIN: 


Deprec.& Provision: 


NET INCOME: 


1984 


Prod.(t.) 

Income. 1,633 

Margin % 

Invest. (from 1984 to 


Books audited: No 


1985 


1,923 


1986) 


AVAILABLE EXTERNAL FINANCING 


SOURCL, Short-term Long-term 


Banks: (A) 

Suppliers: (B) 

Clients: (C) 

Others:
 

Comments: (A) Open credit of 100 at
 
34 % interest plus charges.
 
(B) Credit: 150
 
(C) Savings and Loans Cooperative
 
credit of 200 (-eimbursed). 


Banks used: BCZ. 

Bankinc services refused (reasons): 


Bank credit ceilin, reached.
 

N.B: Zalres ficurer are :n 1.000 zairks. 

COMPANY PROFILE 	 Date: May 14, 1987
 

2,640 


2,640 


1,600 


700 

200
 
34 


2,434 


206 


-


206 


1986 


2,183
 

1,500
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Buildings: 750
 
Vehicles: 600
 
Machinery: 3,115
 

TOTAL: 4,465
 
CURRENT ASSETS:
 
Inventories:
 
Receivables:
 
Liquid assets:
 

TOTAL: N/A
 

TOTAL ASSETS: N/A
 

STOCKHOLDERS'EQUITY:
 
Common stock:
 
Income retained:
 

TOTAL: N/A
 

THIRD PARTIES LIABILITIES:
 
Long-term debts:
 
Short-term debts:
 

TOTAL: N/A
 

TOTAL LIABILITIES: N/A
 
Liquidity ratio: N/A
 

REQUIRED FINANCING
 

Needed monthly oper.cash: ± 300
 

Required short-term financing:
 
Working capital (data provided cannot
 
allow calculation of required amount)
 

Required long-term financing: 

- Installation of a tannery (amount 
needed not determined),
 
Rehabilitation of existing equipment
 
and purchase of new one: ± 6,000
 
Building: ± 2,000.
 

Liquidity ratio detined as: (receivables + liquid assets) / short-te,. debts 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: CMS
 
Page 1 of 2
 

COOPERS & LYBRAND COMPANY PROFILE Date: May 15, 1987
 

Name: C.M.S. (Constructions Metalliques du Shaba) Private 1Id. Nber: C 32071M
 

Address: 40, Ave. Industrielle, LUBUMBASHI B.P. 1455 Phone:
 

Shareholder's: Mr. CILLARIO SABINO
 

Manager: Mr. CILLARIO Sabino 1st Oper: 1980 Creation: 1980
 

since: 1980 Sales 1986: 13,800 Employees: 36
 

Activity: Metal products.
 

PROVISIONING PRODUCTION
 
Raw materials: Sheet metal, sectio al Process: mechanical.
 
steel, wires, etc..
 

Sources: RSA, some local wholesalers. Age of machinery: Excellent condition
 
Installed capacity: N/A
 
Used capacity: 25 %
 

Value of !gs purchases: N/A
 
Delay (months): 3 months Projects: Hydraulic pumps repair.
 
Purchasing mode: Im;''t Licences
 

Problems: Lack of foreign exchange to Problems: 
import raw materials. 

ADM.INISTRATI0N MARKETING AND SALES
 

Fers n Ion ! naqers lWorkers ITOTAL Products: Miscellaneous metal products 
_ _ - made-to-order or not (corn mills, 

Production 3 32 35 farming implements). 
Admin. I1 BOSCH in3ectcrs repair. 
Sales Clientele: Very diversified. 
Others 

Channels: Direct sales.
 
OPermanent 1984 1985 1 1986
 
employees: 21 28 36
 

Sales policy: 30-days credit.
 
Temp. workers: Occasionnaly.
 

Average Nber of years in Cy: 3 years
 
Competitors: MECELZA and SOMETOLE in
 

Training needed: Technical on-the-job Lubumbashi.
 

Problems:
 
Training org. used: Non-

Quality evauaton: 

N.b: Zairv- f-c,res are in iOCK zaires.
 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: CMS 
Page 2 of 2 

COOPERS & LYBRAND COMPANY PROFILE Date: May 15, 1987 

STATEMENT OF INCOME 

(1986) 


REVENUE: 
Sales: 13,786 

Other: 

TOTAL: 
EXPENSES: 
Raw materials: 
Other goods & services: 
Personnel: 
Overhead: 
Finance costs: 

13,786 

4,898 
1,198 
1,649 
? 
0 

TOTAL: 

GROSS MARGIN: 1,269 

Deprec.& Provision: -

NET INCOME: 


1984 


Prod.(t.) 

Income. 5,580 

Margin % 6.7 


invest. (from 1984 


Books audited: No 


1,269 

1985 1986 
_ 

10,324 13,786 
5.0 9.2 

to 1986) 12,500 

AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term Long-term 


Banks: 

Suppliers: 

Clients:
 
Others:
 

Comments: The company has never
 
asked for a bank loan.
 

Banks used: BDF.
 
Banking services refused (reasons):
 

None asked. 

N.B: :a.res figures are in 1,000 zaires. 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Buildings: 
Vehicles: 
Machinery: 

CURRENT ASSETS: 
Inventories: 
Receivables: 
Liquid assets: 

TOTAL: 5,986 

2,348 

TOTAL: N/A 

TOTAL ASSETS: N/A 

STOCKHOLDERS'EQU
Common stock: 
Income retained: 

ITY: 

TOTAL: 4,542
 

THIRD PARTIES LIABILITIES:
 
Long-term debts:
 
Short-term debts:
 

TOTAL: N/A
 

TOTAL LIABILITIES: N/A
 
Liquidity -atio: N/A
 

REQUIRED FINANCING
 

Needed monthly oper.cash: N/A
 

Required short-term financing:
 
Working capital requested: 750
 

Required long-term financing:
 
Extensicn of building and machinery
 
cost: 15,000
 

Liquid:ty ratic defined as: (receivables + liquid assets) / short-term debts 



USAID 	 PRIVATE SECTOR PROJECT DESIGN 
 Ref: COD
 
!Page I of 2
 

COOPERS & LYBRAND 
 COMPANY PROFILE Date: June 26, 1987
 

Name: MENUISERIE CONCEPT DESIGN (S.P.R.L.) 
 jId. Nber: K 20538J
 
Address: 67, 13eme rue Limete, KINSHASA B.P. 12667 Phone: 77704
 

Shareholders: 	Cit. ?CUDINGA KABETA (66 %)

,-it MqAyI FoWPIry (11 1k)
 

Manager: Cit. 
hudnga Kabeta 1st Oper: 1979 Creation: 1985
 

since: 1979 
 Sales 1986: 9.500, Employees: 81
 

Activity: Woodworking, Interior decoration, Building.
 

PROVISIONING 

Raw materials: Building materials 

Wood and Plywood, Decoration items.
 

Sotrces: Local 


Value of 19QS purchases: 612,
 
Delay (monrths): 15 days 

Purchasing mouie: 30-days credit, 


Problems: 


ADMINISTRATION 


Personnel IManagers [Workers TOTAL 

Product-to:. 67 

Ada r.. 
 14
 
Sales 


Others
 

gl

Permanent 1984 1985 1986
 
employees: 	 45 64 81 

Temp. workers: No 

Averaqe Nber of years in Cy: 5 years
 

Traaninc needed: Management, Decora-


-tion, Archl tecture.
 

Trains:,- orc. used: No
 

ua i t y ev-auaon :1 

NB: Za:re ficures are in 1,000 zaares. 

PRODUCTION
 
Process:
 

Age of machinery: 1979 to 198. (second
 
Installed capacity: N/A hand)
 
Used capacity: N/A
 

Projects: Modernization of equipment
 
and production installations.
 

Problems: Market demand cannot be
 
served with existing capacity and
 
space.
 

MARKETING AND SALES
 

Products: Furniture, Interior decora
-tion, some construction.
 

Clientele: Large companies of Kinshasa
 

Channels: Direct sales
 

Sales policy: 	Downpayment on order.
 

Competitors: NEW-FORM, LAFLEUR,
 
MODULE-Z, DECO-MEUBLES.
 

Problem,:
 



USAID PRIVATE SECTOR FROJECT DESIGN Ref: COD 
- Page 2 of 2 

COOPERS & LYBRAND COMPANY PROFILE Date: June 26, 1987 

STATEMENT OF INCOME

(1986) 


REVENUE:

Sales: 15,131 


Other: -

TOTAL: 15,131 

EXPENSES: 

Raw materials: 6,613 

Other goods & services: 2,515 

Personnel: 2,520 

Overhead: 467
 
Finance ccsts: 686 


TOTAL: 12,301 


GROSS MARGIN: 2,830 


Deprec.& Provision: (1,2!9) 


NET INCOME: 1,551 


1984 1985 1986 

-

Prod.(t.) 

Income.
 
Margin % 

Invest.
 

Books audited: 


AVAILALLE EXTERNAL FINANCING 


SOURCE" Short-term Lona-term 


Banks: (A) 

Suppliers: 


Clients: 
Others: (B)
 

Comments: (A, Overdraft and short
 
term loa..
 
(B) SOFIDE loa!:1.650, z. at 30 % and 
43.24C0 DT2 at 1 % for new equipment 
and veh:c e. 

CA, :FIDE.
Banks use: Bc-', 

i1ank irc servi(c s refused (reasons): 

14.B: 2a~rer ficures art-- iOOC zaires. 
Liq;idity ratic defined ar: (r civablies 

BALANCE SHEET

(12/31/1986)
 

FIXED ASSETS: 
Buildings: 

(depreciated book value)
3,765 

Vehicles: 995 
Machinery: 985 

TOTAL: 5,745
 
CURRENT ASSETS:
 
Inventories: 7,265
 
Receivables: 1,151
 
Liquid assets: 1,879
 

TOTAL: 10,295
 

TCTAL ASSETS: 16,040
 

STOCKHOLDERS-EQUITY:
 
Common stock: 1,500
 
Income retained: 2,015
 

TOTAL: 3,515
 

THIRD PARTIES LIABILITIES:
 
Long-term debts: 1,643
 
Short-term debts: 10,882
 

TOTAL: 12,525
 

TOTAL LIABILITIES: 16,040
 
Liquidity ratio: 0.27
 

REQUIRED FINANCING
 

Needed monthly oper.cash: t 850,
 

Required short-term financing:
 
500, z. at ZO %
 

Required long-term financing:
 

To start production with new equipment
 

purchased with SOFIDE loan., the
 

company needs an additional 38.000, z.
 

+ liquid assets) / short-ter:' detts 



USAID PRIVATE SECTOR PROJECT DESIGN Ref COC
 
Page I of 2
 

COOPERS & LYBRAND COMPANY PROFILE Date: May 18, 1987
 

Name: COGETRA (Compagnie Generale de Transfo:mation) SPRL tId. Nber: D 44731Z
 

Address7 8, Ave. Shangungu, LUBU!QiASHI B.P. 2635 Phone: 2192-2297
 

Shareholders: Mr. CHRYSOCHOOS Nicolas, Sole owner.
 

Manager: Mr. Nicolas CHRYSOCHOOS 1st Oper: - Creation. 1980
 

since: 1980 
 Sales 1986: 24,000 Employees: 60
 

Activity: Air transport, Corn and cassava milling.
 

PROVISIONING 

kaw materials: Corn and cassava. 


Sources: Shaba (100 ). 


Value of 1986 purchases: N/A
 
Delay (months): N/A 

Purchasing mode: N/A
 

Problems: Unreiiabi1ty of local 

supply of corn and cassava.
 

ADMINISTRATIGN 


Personnel IManagers Workers TOTAL 


-- 65-------
TOTA, 65 69 

Permanent 1984 1985 1986
 
employees: 59 59 69
 

Temp. workers: 10 


Average Nber of years in Cy: 5 years.
 

Training needed: on-the-job.
 

Trainir,(g org. used: None 

Quality evai'uat ion: 

N.: 1-air taures are :n 1,OOC zaires. 

PRODUCTION
 
Process: Air freight transport as
 
representative of KATALE
 

Age of machinery: Milling equipt recent
 
Installed capacity: N/A
 
Used capacity: N/A
 

Projects: Purchase of Ice-making plant.
 

Problems: None
 

MARKETING AND SALES 

Products: Air freight transport (90 %) 

Corn a.nd cassava flour (10 % 

Clientele: N/A
 

Chinnels: Direct contacts.
 

Sales policy: Usually cash, 2-months
 
credit for major and regular clients.
 

Competitors: Air Zaire.
 

Problems: None in particular.
 



U DPRIVATE SECTOR PROJECT DESIGN Ref: COG
USI 2 of 2_TPage 
COOPERS & LYBRAND COMPANY PROFILE Date: May 18, 1987
 

STATEMENT OF INCOME 

(1986) 


REVENUE: 
Sales: N 

0 
Other: T 

TOTAL: A 

EXPENSES: V 

Raw materials: A 

Other goods & services: I 

Personnel: L 

Overhead: A
 
Finance costs: B 


TOTAL: E 


GROSS MARGZa: 


Deprec.& Provision: 


NET INCOME: N/A 


1984 1 1985 1986 

kLong-term 


Prod.(t.) 4200 4500 5000 

Income. (air freight tonnage)
 
Margin % n/a n/a n/a 

Invest. n/a n/a n/a
 

Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES IShort-term Long-term 


Banks: (A) 

Suppliers: (B) 

Clients:
 
Others:
 

Comments: (A) Overdraft (amount not
 
available)
 
(B) ± 2,000 on 3-months credit. 

Banks used: UZB, BCZ.
 
Banking services refused (reasons):
 
Does not ask financinq other from
 
overdraft.
 

N.B: Zares figures are in 1,OC zaires.
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Buildings: 10,000
 
Vehicles: 11,113
 
Machinery: 4,573
 

TOTAL: 25,686
 
CURRENT ASSETS:
 
Inventories: N
 
Receivables: 0
 
Liquid assets: T
 

TOTAL:
 

TOTAL ASSETS: A
 
V
 

STOCKHOLDERS'EQUITY: A
 
Common stock: I
 
Income retained: L
 

-A
 
TOTAL: B
 

L 
THIRD PARTIES LIABILITIES: E
 

debts:
 
Short-term debts:
 

TOTAL:
 

TOTAL LIABILITIES:
 
Liquidity ratio: N/A
 

REQUIRED FINANCING
 

Needed monthly oper.cash: N/A
 

Required short-term financing:
 
None
 

Required long-term financing:
 
Medium-term financing for purchase
 
of Ice-making plant (z $ 250,000).
 

Liquidity ratio definud as: (receivables + liquid assets) / short-term debts
 



USAID 

COOPERS & LYBRAND 

PRI7ATE SECTOR PROJECT DESIGN 

COMPANY PROFILE 

~Ret: COK 
Page . of 2 
IDate: June 26, 1987 

Name: COMPTOIR KINOIS (S.P.2I.L.) !Id Nber: C 94305H 

Address: 4, Doruma, Zone Kalamu, KINSHASA B.P. 3128 Phone: 81827 

Sharehodecs: Cit. Shemisi. Betutwa (sole owner). 

Manager: Cit. Shei~isi Betutwa Ntaa Irt Oper: 1974 t ationi 1974
 

since: 1974 Sales 1986: 2.120, Employees: 24
 

Activity: Building constriction arzd river transportation.
 

FROVISIONING 

Raw materials: Building materials, 


Shipschandling goods.
 

Sources: Local 


Value of 198F purchases: N/A
 
Delay (months): 

Purchasing mode: Cash 


Problerms: 


ADMINISTRATION 


Personnel managers Workers 


Product :c: 

Admin. 

Sales 

Others 


Permanent 1984 1985 1986 
employees. 1 21 24 

Temp. workers: None 


TOTAL 


13
 
4 
-

7 


24 


Average Nh : of y_ars in Cy: 13 years 

Trainrc needd: Accounting and 
Finance:.i:aC;,-.n 

Tral~;,c :r". used: None 

[,Qta]l t valuation: 

: c rs are in 1,000 za res. 

N.?: Za:V 

PRODUCTION
 
Process:
 

Age of machinery: N/A
 
Installed capacity: 300 tons boat.
 
Used capacity:
 

Projects: Purchase of new boat engine
 
(cost: 40.000, z.)
 

Problems: Condition of equipment, lack
 
of stability of building market.
 

MARKETING AND SALES
 

Products:
 

Clientele: Government admin. (building)
 
MARSAVCO, ZAIRE-FINA.
 

Channels: Private contracts, Public
 
tenders.
 

Sales policy: 50 % downpayment and
 
cash on delivery (except Government
 
contracts). 

Competitors: Large and small building
 
contractors (registered or not).
 

Problems :
 



USAID 
 PRIVATE SECTOR PROJECT DESIGN Ref: COK
 

STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 1,054 


Other: 
 616 


TOTAL: 2,120 

EXPENSES: 

Raw materials: 
 645 

Other goods & services: 197 

Personnel: 
 222 

Overhead: 
 35
 
Finance costs: 
 32 


TOTAL: 1,131 

GROSS MARGIN: 989 

Deprec.& Provision: (247) 

NET INCOME: 742 

19B4 1985 1986 

Prod.(t.) 


Income.
 
Margin % 31 2E 35 

Invest.
 

Books audited: No 


AV-ALABLE EXTERNAL FINANCT S 

SOURCEL, Short-term Long-term 


Banks: (A) 


Supllers:

Clients:
 
Others: 

!Commentc: (A) Overdraft.
 

Banks used: Barclay's

Banking services refused (reasons):
 

Nc reason provided, loan app,i'cation 
reiected. 

La.~::dity ratio; d Vrfned as: (receivables 

COOPERS & LYBRAND 
 COMPANY PROFILE Date: June 26, 1987
 

Required long-term financing:
 
Purchase of new boat engine and spare
 
parts for vehicles: 40.0C, z. needed
 

Buildings: 

Vehicles: 

Machinery: 


CURRENT ASSETS:
 
Inventories: 

Receivables: 

Liquid assets: 


BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
227 
929 

25,000 

TOTAL: 26,156 

18 
8,000 

340 

TOTAL: 8,358 

TOTAL ASSETS: 34,514
 

STOCKHOLDERS'EQUITY:
 
Common stock: 
 25,843
 
Tncome retained: 8,058
 

TOTAL: 33,901 

THIRD PARTIES LIABILITIES:
 
Long-term debts:
 
Short-term debts: 
 613
 

TOTAL: 613
 

TOTAL LIABILITIES: 34,514
 
Liquidity ratio: N/A
 

REQUIRED FINANCING 

Needed monthly oper.cash:
 

Required short-term financing:
 

]lquid assets) / short-term debts 



USAID PRIVATE SECTOR PROJECT DESIGN 


COOtERS & LYBRAND COMPANY PROFILE 


Name: CORTHOZA (Cordonnerie Orthopedique du Zaire). 


Address: 579? Ave. Lufutu, Lemba, KINSHASA B.P. -


Shareholders: Cit. olombi Masaya (sole owner)
 

Manager: Cit. Bolombi Masaya fist Oper: 1957 


since: 1977 fSales 1986: 972 


Activity: Manufacturing of orthopedic and medical shoes.
 

Ret: COR
 
- Page 1 of 2
 

Date: June 26, 1987 

Id. Nber: D 55740Q 

Phone: -

Creation: 1977
 

Employees: 12
 

PROVISIONING PRODUCTION
 
Raw materials: Leather. Process: Hand-making.
 

Sources: Local : 90 % Age of machinery: froa: 1975 to 1987. 
;..,rts: 10 % (Belgium and Installed capacity: 6 to 8 a day. 

Angola) Used capacity: 3 to 5 a day.
Value of 19S purchases: 180 
Delay (month:;): Irojects: Xanufacturing ot prosthesis 
Purchasing mole: Cash on delivery. 

Prcbl eL:.: Probleis: Bad condition of equipment
 
and lack of raw materials.
 

A),.NiSTRATION MARKETING AND SALES 

PersonneI Manacers Workers TOTAL Prodicts: Orthopedic shoes (62 %) 
She repair (48 %)
 

Production 1 10
 
Admin. 1 
Sales 1 Clientele:
 
Others
 

Channels: Direct sales to final custom.
 
Permanent 1984 1985 1986
 
;employees : 7 10 12 

Sales policy: 50 % down payment. 
Temp. wor ke, s : None 

Averaqe Nber of years in Cy: 7 years
 

Compet 1tors: 
Trainang rieeded: Accounting. 

Problems: 
Trair, ,c og. used: OPEP, CADICEC 

C E E wl:,<r 

Qua1 ,'';a] Iat ,n: Averac 

.P: Zairet2 r! ar'. 0,CC zalrcs,,e: n 




USAID PRIVATE SECTOR PROJECT DESIGN Ref: COR 
Page 2 of 2 

COOPERS & LYBRAND COMPANY PROFILE Date: June 26, 1987 

STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 972 


Other: 70 


TOTAL: 1,042 

EXPENSES: 

Raw materials: 450 

Other goods & services: 25 

Personnel: 164 

Overhead: 
 38
 
Finance costs: -


TOTAL: 677 


GROSS MARGIN: 365 


Deprec.& Provision: (28) 


NET INCOME: 337 


1984 1985 1986 


Prod.(pair 96 120 156 

Income. 

Margin % 8 12 17 

Invest.
 

Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term Long-term 


Banks: 


Suppliers:
 
Clients:
 
Others:
 

Comments: No external financing from
 
any source (bank or suppliers).
 
Company works with owner's and
 
owner parents' own funds.
 

Banks used: CPCL, CBZO (Credit Unions)
Banklng services refused (reasons):
 

N.B: Zaires figures are in 1,000 zaires.
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Buildings:
 
Vehicles:
 
Machinery: 255
 

TOTAL: 255
 
CURRENT ASSETS:
 
Inventories: 12
 
Receivables: 
 45
 
Liquid assets: -


TOTAL: 57
 

TOTAL ASSETS: 312
 

STOCKHOLDERS'EQUITY:
 
Common stock: 132
 
Income retained: 169
 

TOTAL: 301
 

THIRD PARTIES LIABILITIES:
 
!Long-term debts:
 
Short-term debts: 11 

_ _ _ 

TOTAL: 11 

TOTAL LIABILITIES: 312 
Liquidity ratio: -

REQUIRED FINANCING
 

Needed monthly oper.cash: ± 100
 

Required short-term financing:
 

Required long-term financing:
 
Long-term loan to purchase prosthesis
 
manufacturing machine: US S 69,000
 

Liquidity ratio deflined as: (receivables + liquid assets) / short-term debts
 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: DIA 
Page 1 of 2 

COOPERS & LYBRAND COMPANY PROFILE Date: May 13, 1987 

Namc: DIANA (Ste Indust. Zairoise de Textiles) - SPRL ld. Nber: C 21627 

Address: 69, Ave. Industrielle, LUBUMBASHI B.P. 1698 Phone: 

Shareholders: Mr. Robert COHEN, owner.
 

Manager: Mr. Robert COHEN 


since: 1972 


Activity: Textile
 

PROVISIONING 

Raw materials: Thread. 


Sources: Used to be local, now RSA. 


Value of 1986 purc. ses: 6,000
 
Delay (months): 3 to 5 months. 

Purchasing mode: Import Licenses. 


Problems: Lack of ready cash to open 

import licenses.
 

ADMINISTRATION 


Personnel Managers Workers TOTAL 

Production 
Admin. 
Sales 

3 
1 

27 
-~ 

30 
1 

Others 

Permanen' 1984 1985 1 1986 
employees: 57 45 31 

Temp. workers: ± 13 

Average Nber of years in Cy: 10 to 15 

Training needed: Personnel has to be 
trained on-the-job. 

TrainirO org. used: None. 

Quality evaluation:
 

1st Oper: 1952 Creation: 1952
 

Sales 1986: 8,200 Employees: 31
 

PRODUCTION
 
Process: Weaving. Cloth-making.
 

Age of machinery: Old but good state.
 
Installod capacity: N/A
 
Used capacity: 20 %
 

Projects: Manufacturing of cotton
 
blankets and jute bags.
 

Problems: Under-utilization of equipt.
 

MARKETING AND SALES
 

Products: Mainly towels, T-shirts and
 
cotton underwear.
 

Clientele: SOLBENA (17 %), HASSON (17%)
 
FAZ (14 A), SIXIS (10 V, Others (42%)
 

Channels: Wholesalers
 

Sales policy: 30-days credit.
 

Competitors: UTEXCO in Kinshasa
 
FILTISAF in Kalemie (Shaba).
 

Problems: Important decrease of the
 
consumers'purchasing power and unfair
 
competition from illegaly imported
 
products.
 

N.B: Zaire figures are in 1,000 zaires. 

(")
 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: DIA
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Page 2 of 2
 

COOPERS & LYBRAND COMPANY PROFILE Date: May 13, 1987
 

STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 8,186 


Other: 1,072 


TOTAL: 9,258 

EXPENSES: 

Raw materials: 5,973 

Other goods & services: 

Personnel: 1-- 2,695 

Overhead: 
 J
 
Finance costs: 344 


TOTAL: 9,012 


GROSS MARGIN: 246 


Deprec.& Provision: 123 


NET INCOME: 123 


1984 1985 1986 


Prod.(t.) 

Income. 1,877 7,236 8,186
 
Margin % (97.0) 2.0 1.5 

Invest. (Total 1984-19&6) 32
 

Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term Long-term 


Banks: (A) 

Suppliers: 

Clients: 


Others:
 

Comments: (A) Open credit 500.
 

Banks used: BCZ.
 
Banking services refused (reasons):
 
Bank credit ceiling reached.
 

BALANCE SHEET 
(12/31/1986) 

FIXED ASSETS: (book value not 
Buildings: 
Vehicles: 
Machinery: 

re7alued) 

CURRENT ASSETS: 
Inventories: 
Receivables: 
Liquid assets: 

TOTAL: 184 

3,420 
1,734 
2,338 

TOTAL: 7,492 

TOTAL ASSETS: 7,676 

STOCKHOLDERS'EQUITY: 
Common stock: 
Income retained: 

TOTAL: 36 

THIRD PARTIES LIABILITIES: 
Long-term debts: 
Short-term debts: 7,640 

TOTAL: 7,640 

TOTAL LIABILITIES: 
Liauidity ratio: 0.53 

7,676 

REQUIRED FINANCING 

Needed monthly oper.cash: ± 11,000
 

Required short-term financing:
 
Working capital B. Sheet: 2,000
 

requested : 6 to 8,000
 

Required long-term financing:
 

N.B: Zalres fiqures are in 1,000 zaires.
 
Liquidit%, ratio defined as: (receivables + liquid assets) / short-term debts
 



PRIVATE SECTOR PROJECT DESIGN Ref: DIK 
Page 1 of 2 

COOPERS & LYBRAND COMPANY PROFILE Date: June 26, 1987 

Name: DISTRIBUTION KINOISE (Entreprise 	Individuelle) lId. Nber: K 00474A
 

Address: 3558, Ave. Forgeron, Limete, KIN. B.P. 11456 Phone:
 

Shareholders: Cit. KINSIONA KIA KALIDA 	(sole owner).
 

Manager: Cit. Kinsiona Kia Kalida 	 lst Oper: 1978 Creation: 1978
 

since: 1974 	 Sal s 1986: N/A Employees: 8
 

Activity: Xdnufacturing of food products.
 

PROVISIONING PRODUCTION
 
Raw materials: Food products Process:
 

Sources: Local 	 Age of machinery: 1978
 

Installed capacity: N/A
 
Used capacity:
 

Value of 1986 purchases: N/A
 

Delay (months): Projects: Purchase of new electric
 
Purchasing mode: Cash on reception oven.
 

Problems: Problcms: Machinery in bad condition
 

(second-handl.
 

ADMIN!STRAT ION 	 MARKETING AND SALES
 

Personnel !Managers Workers TOTAL 	 Products: Bread (80 %) and cakes (20 %)
 

Production
 
Adin. 
Sales 1 	 Clientele: Neighbourhood 
Others
 

8 Channels: Direct sales to public.
 
Permanent 1984 1985 1986
 

employees: 12 10 8
 

Sales policy: Cash sales.
 
Temp. workers: Occasiornaly
 

Average Nbtr of years in Cy: 2 years 
Competitors: Large 
industrial bakeries.
 

Tranlr.; : Ttchinca] training
 
In bak-ry.
 

Problems: More and more difficult to
 
Tra.r,nc or,:. used: None 	 compete with companies like QUO VADIS
 

with huge financial resources and
 
access to flour.
 

Qua 1 u-valut i or 

N.b: Zaire ficures are in 1,0C zaires. 



TSAID PRIVATE SECTOR PROJECT DESIGN Ref: DIK
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COOPERS & LYBRAND COMPANY PROFILE Date: June 26, 1987
 

STATEMENT OF INCOME
(1986) 

BALANCE SHEET 
(12/31/1986) 

REVENUE: FIXED ASSETS: (depreciated book value) 
Sales: Buildings: 

Vehiclen: 
Other: Machinery: 

TOTAL: N/A TOTAL: N/A
 
EXPENSES: CURRENT ASSETS:
 
Raw materials: Inventories:
 
Other goods & services: Receivables:
 
Personnel: Liquid assets:
 
Overhead:
 
Finance costs: TOTAL: N/A
 

TOTAL: N/A TOTAL ASSETS: N/A
 

GROSS MARGIN: N/A STOCKHOLDERS-EQUITY:
 
Common stock:
 

Deprec.& Provision: Income retained:
 

NET INCOME: N/A TOTAL: N/A
 

1984 1985 1986 THIRD PARTIES LIABILITIES:
 
Long-term debts:
 

Prod.(t.) Short-term debts:
 
Income.
 
Margin % TOTAL: N/A
 
Invest.
 

TOTAL LIABILITIES: N/A
 
lBooks audited: Liquidity ratio:
 

AVAILABLE EXTERNAL FINANCING REQUIRED FINANCING
 

SOURCES Short-term Long-term Needed monthly oper.cash: N/A
 

Banks: Required short-term ftnancing:
 
Suppliers: None of any
 
Clients: kind
 

Others:
 

SComments:
 

Required long-term financing:
 

Purchase of a new electric oven at
 

a cost of 2.500, z.
 

Banks used: BIAZ.
 
Banking services refused (reasons):
 

N.B: Za res fi,res are in 1,000 zaires.
 
Liquadity rato d !aned as: (recelvables + liquid assets) ,/ short-term debts
 



LISAID PRIVATE SECTOR PROJECT DESIGN Ref: DOV
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COOPERS & LYBRAND COMPANY PROFILE Date: june 26,197
 

Name: Ets. DOVELLE N'KANU - SPRL 	 'Id. Nber: N/A
 

Address: 10, Ave. K(anda-Kanda, Kasa-Vubu, KIN B.P. 9308 Phone: 69496
 

Shareholders: Cit. DOVELLE N'KANU (Odce owner)
 

Manager: Cit. Dovelle NKanu 	 1st Oper: 1974 Creation: 1974
 

since: 13 ye~ars 	 Sales 1986: 8.000, Employees: 14
 

Activity: River transport and commerce.
 

PROVISIONING PRODUCTION
 
Raw materials: a!l required equipt. Process:
 
to operate a river boat.
 

Sources: Local 	 Age of machinery: 25 years
 

Installed capacity: 290 tons
 
Used capacity:
 

Value cf !'5,i purchases: 348,
 
Delay (months): 15 days Pro.ects: Rehabilitation of the boat
 
Purchasing moce: Cash-on-order (6.000,) and purchase of two trucks tol
 

transports goods to and from river
 
Prob e s: (14.000,)
 

Problems: Boat almost at end e.
 
productive life.
 

AT, X..!.:STEATION MARKETING AND SALES 

Personrel: ariagerr Workers ITOTAL 	 Products: Transport and sale ot locallySprod1uced (agricuitural) produces.
 

Procuctio:, 

Ad r.in. 
Sales C 1Clentel,: Kinshasa market (mostly 

6 8 14 brewt.r ies) 

Channels: Dirct sales and wholesalers.
 
Permanent 1984 1985 1986 
:emplovees: 24 I i 14 

ISales policy: Cash-on-delivery 
Ter[.worke:r. : No 

Average Ntmr of years in Cy: 9 
Competitors: All transporters. 

ITraini neded: Management and
I!Adr :r strati or,. 

roblems: 
.?ralnincc'C. used: None 

!Qua"- * 

..a:re ticlprts are in :,OOO zaires. 



USAI') PRIVATE SECTOR PROJECT DESIGN Ref: DOV
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COMPANY PROFILE Date: June 26, 1987
COOPERS & LYBRAND 


BALANCE SHEET
STATEMENT OF INCOME 

(1986) (12/31/1986)
 

REVENUE: 
 FIXED ASSETS:
 

Sales- 4.061 Buildings: 787
 

Vehicles: 
 993
 

Other: 3.467 Machinery: 522
 

TOTAL: 2.302
TOTAL: 8.068 

CURRENT ASSETS:
EXPENSES: 


-
3.376 Inventories:
Raw materials: 

Other goods & services: 2.501 Receivables:
 

Personnel: 402 Liquid assets: 384
 

Overhead:
 
37 TOTAL: 384
Finance costs: 


6.316 	 TOTAL ASSETS: 2.686
TOTAL: 


GROSS MARGIN: 1.752 	 STOCKHOLDERS-EQUITY:
 
Common stock: 254
 

-
(105) Income retained:
Deprec.& Provision: 


TOTAL: 254
NET INCOME: 	 1.647 


1984 1985 1986 THIRD PARTIES LIABILITIES:
 

Long-term debts: 937
 

Prod.(t.) Short-term debts: 1.495
 

Income.
 
TOTAL: 2.432
Margin % 


Invest.
 2.6S6
TOTAL LIABILITIES: 


Books audited: No 	 Liquidity ratio: 3.25
 

AVA!LALE EXTE.NAL FINANCING 	 REQUIRED FINANCING 

SOURCES Ighort-term jLong-term dNeeded morthly oper.cash: i 10.000, (?) 

Banks: Required short-term financing:
 

Suppliers:
 
iClients:
 
O~thers: 

Comments: Company operates entirely 
on owner's equity and sales revenues
 

Required long-term financing:
 

Rehabilitation of the river boat and 

I transport trucks: 20.000, z. 

Ba,.k se:C NEY, COOFEC
 
Bank nQ serv; es refuse (reasons):
 

Lac. :: se,: :r tles.
 

N.H: Z:r'1, . rus arezaies. 

Liquidity ratio cire:d as: (receivaales * liquid assets) / short-term debts 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: ELI 
iPage 1 of 2 

COOPERS & LYBRAND COMPANY PROFILE |Date: May 19, 1987 

Name: ELITEX Societe des Derives Textiles) - SARL jId. Nber: AO 3914E 

Address: 26, Ave. Kigoma, LUBUMBASHI B.P. 2096 Phone- 2824-5253 

Shareholdeis: Ste. TEXAF S.A.
 

Manager: Mr. J.P. DELEGLISE Ist Oper: N/A Creation: 1953
 

since: 1987 Sales 1986: 70,000 Employees: 100
 

Activity: Hanufacturing of metal furniture and spring mattresses.
 

PROVISIONING 
Raw materials: 	Metal sheets & wires 

Fabric 

Sources: RSA (100 ) 


Value of 1986 purchases: N/A 

Delay (months): 5 to 7 months. 

Purchasing mode: Import licences. 


PRODUCTION 
Process: -

Age of machinery: ) 10 years. 
Installed capacity: N/A 
Used capacity: Furniture (100 %) 

Mattresses (5 %) 
Projects: Manufacturing of foam sheets 
and foam mattresses. 
Installation of new paint shop. 

Problems: Shortage of foreign currency Problems:
 
Cost of cash lock-up, Heavy duties
 
on imported raw materials.
 

ADMINISTRATION 


Personnel Managers lWorkers 
_-

TOTAL 10 90i 

Permanent 1984 1 1985 1 1986
 
employees: 74 83 100
 

Temp. workers: Occasionnaly. 


MARKETING AND SALES 

TOAL Products: Metal furniture for the 
office (75 %), Spring mattresses (25%) 

100 

TA 1Clientele: Gecamines (60 %), Government 

administrations (25 V, Others (15 %). 

Channels: Direct sales and sales agents 

Sales policy: 50 % on delivery for
 
Gecamines'orders, cash on delivery
 
for all others.
 

Average Nber of years in Cy: 8 years. 

Competitors: FNMA in Kinshasa, Direct
 
.raining needed: Technical training imports from RSA.
 
ir, wk din,, machine-too ng, etc.. 

Problems: Competition from cheaper
Trainin org. use*d: TNPP foam mattresses, Competition from 

similarly priced but nigher quality
 
imported furniture.
 

jQuality cvaiuation. Poor 

1.b: Za r2 ficures are in 1,000 -alres. 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: ELI
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1COOPERS & LYBRAND COMPANY PROFILE Date: May 19, 1987
 

STATEMENT OF INCOME BALANCE SHEET
 
Y1986) (12/31/1986)
 

REVENUE: 

Sales: 32,000 


Other: 


TOTAL: 32,000 

EXPENSES: 

Raw materials: 12,800 

Other goods & services: 

Personnel: 12,200 

Overhead: 6,850
 
Finance costs: 150 


TOTAL: 32,000 


GROSS MARGIN: 0 


Deprec.& Provision: 

NET INCOME: 0 

I 1984 I 1985 1986 

Prod.(t.) 
Income. 
Margin % 
Invest. 

_ -

11,373 
5.0 

15,272 
n/a 

32,000 
0.0 

Books audited: Yes 


AVAILABLE EXTERNAL FINANCING 

SOURCES IShort-terin Long-term 

Banks: (A) 

Suppliers: 

Clients:
 
Others:
 

Comments: (A) Open credit of 1,000
 
which has not been modified for the
 
past 5 years. Rate is presently
 
34 %, or 41 k including admin. costs.
 

Banks used: BCL, UZB, BDP, NBK.
 
Banking services refused (reasons): 
Banks cred:t cell.nc (supposedly) 
reached. 

FIXED ASSETS: (depreciated book value)
 
Buildings: 
Vehicles: 
Machinery: 

CURRENT ASSETS: 
Inventories: 
Receivables: 
Liquid assets: 

TOTAL: 1,500 

TOTAL: 52,000 

TOTAL ASSETS: N/A 

STOCKHOLDERS'EQUITY: 
Common stock: 
Income retained: 

17 
300 

TOTAL: 317
 

THIRD PARTIES LIABILITIES:
 
Long-term debts:
 

Short-term debts:
 

TOTAL: N,iA
 

TOTAL LIABILITIES: N/A
 
Liquidity ratio: N/A
 

REQUIRED FINANCING 

Needed monthly oper.cash: N/A
 

Required short-term financing:
 
Working capital tequested: 20,000
 

Required long-term financing:
 
Installation of a new modernized
 
furniture paint shop: ± S 28,000
 

N.B: Zaires figures are 1 .1,000zaires. 
Liquidity ratio defined as: (receivables + liquid assets; / shorr-term debts 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: ENT
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COOPERS & LYBRAND COMPANY PROFILE Date: June 26, 1987
 

Name: ENTRICO (Ent. Industrie, Commerce, Batiments, Trav.)JId. Nber: K 03657
 

Address: 277, rue Libenge, Linguala, KINSHASA B.P. 58 Kin8 Phone: -


Shareholders: Cit. Kalala Hoana Ndibu (sole owner)
 

Manager: Cit. Kalala Mwana Ndibu 1st Oper: 1976 Creation: 1976
 

since: 1976 Sales 1986: 5,403 Employees: 20
 

Activity: Building contractor, Manufacturing of building mat., metal works.
 

PROVISIONING 

Raw materials: Local construction 

materials.
 

Sources: 100 % local. 


Value of 1986 purchases: N/A
 
Delay (months): 6 to 45 days. 

Purchasing mode: Cash on order, 


Problems: 


ADMINS1rRATION 


Personnel IManagers Workers 
rod ____ II 

Production 
Admin.ISales 
Others 


Permanent 1984 I 1985 1986 
employees: 22 19 20 

TOTAL 


Temp workers: 36 men-days a year. 


Average Nber o, years in Cy: 7 years
 

'Fra irn'needed: Accounting, Admin. 

Heavy e.q ipmk:r,t handling.
 

Trair.n.s orc. used: OPEZ
 

PRODUCTION
 
Process:
 

Age of machinery: 1976 to 1983.
 
Installed capacity: 2000 m2
 
Used capacity: 900 m2
 

Projects: New equipment and opening of
 
woodworking activity ( 10,500 z.
 
needed).
 
Problems: Condition of the equipment
 
and cost of receivables.
 

M'.RKETING AND SALES
 

Products: Buildings, Public Works,
 
Heavy metal products for construction.
 

Clientele: Private (85 V, Government
 
and Parastatals (15 %).
 

Channels: Public tender, closed tenders
 
direct contacts.
 

Sales policy: Down-payment on order
 
(receivables are now 6,537 z.)
 

Competitors: Large and small building
 
contractors.
 

Problems: Receivables with Government.
 

Quaaity ev au0ato: Good
 

N;.F: Za re fl'c are in 1,000 zaires.
 



Ref: ENT2 of2
PRIVATE SECTOR PROJECT DESIGN
USAID ~Page

I 


Date: June 26, 19871
COMPANY PROFILE
COOPERS & LYBRAND 


STATEMENT OF INCOME 

(1986) 


REVENUE: 

5,403
Sales: 


-Other: 


TOTAL: 5,403 


EXPENSES: 

Raw materials: 4,154 

Other goods & services: 45 


520
Personnel: 

Overhead: 
 22
 

62
Finance costs: 


TOTAL: 4,803 


GROSS MARGIN: 
 600 


Deprec.& Provision: (201) 


399NET INCOME: 

1984 1985 1986 

7,552Prod.(z. 7,361 13,078 


Margin % 15 6 7 


invest.
 

Books audited: No 


AVAILABLE EXTERNAL FINANCING 

SOURCES Short-term Long-term 

Banks: (A) 
Suppliers: 
Clients: 
Others: 

at 40 % int.Comments: (A) Loan of 60. 


Banks used: BCZ, UZB.
 

Banklnc services refused (reasons):
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
145
Buildings: 

Vehicles: 
Machinery: 29 

TOTAL: 174 

CURRENT ASSETS: 
Inventories: 93 
Receivables: 6,538 
Liquid assets: 

TOTAL: 6,631 

TOTAL ASSETS: 6,805 

STOCKHOLDERS'EQUITY:
 
Common stock: 
 2,669
 

:ncome retained: 
 3,000
 

TOTAL: 5,669 

THIRD PARTIES LIABILITIES: 
Long--term debts: 399 

737Short-term debts: 


TOTAL: 1,136
 

6,805
 

Liquidity ratio: 0.12
 

REQUIRED FINANCING
 

Needed monthly oper.cash: ± 400
 

Required short-term financing:
 
Short term loan (25 %): 400
 

TOTAL LIABILITIES. 


Required long-term financing:
 
New equipment, spare parts and opening
 

of woodwork require 12,700 z.
 

in lOO zaires.N.B: 2a-rufs f:cureF art 
c. ' rt:c drfired as: (inventor~es + liquid assets) / sho-t-term debts 



USAID 	 PRIVATE SECTOR PROJECT DESIGN Ref: ETA
pPage I of 2
 
COOPERS & LYBRAND 	 COMPANY PROFILE Date:
 

Name: ZAIRE ETANCHEITE - SPRL 	 Id. Nber: A 05701X
 

Address: 69, 13eme rue Limete, KINSHASA B.P. 7823 Phone: 78091 

Shareholders: 	Mr. Pierre DEKKERS (95%)
 
Mr. Albert THUELS ( 5%)
 

Manager: Ct. 	Mvukulu Mona Mbad 1st Oper: 1969 Creation: 1969 

since: 1969 	 Sales 1.986: 35.000, Employees- 47
 

Activity: Mrufacturing of building materials, Building contractor. 

PROVISIONING 	 PRODUCTION 

Raw materials: Synthetic rubber sheets Process:
 
Asphalted felt, Cement, Sand, etc.. 

Sources: Local and Imports (Belgium) Age of machinery: 1986
 
Value of purS: asd s: Installed capacity: 50.000 m2
 
Local: Used capacity: 16.000 m2
 
Imports: F . 300.000
 

Delay (mrmnits): 4. months for imports Protects: Purchase of new equipment
 
Purchasnq modle: Documentary credit to produce highly resistant water
Cash-on--ore' . proofing material.
 
Problems: 1_-,f financinq to Problems: High cost of imports
 
purchase raw mtrerials. (3.530.000 FB/year)
 

AELYTNISTRATION 	 MARKETING AND SALES 

!Personnol IManagers Workers TOTAL Products: Roof waterproofing (59%)
 
-, ] Building materials (37%).
 

Ad~ n. 

Sales, Clientele: Large companies located in
 

S40 all of (AUXELTRA, SAFRICAS),
[47 zaire 

___ -_ --- Building 	contractors and private (KIN) 

Sales force, direct sales.Channels:

Permanent 1984 1985 1916
I 
lemployees : 36 43 47
 

Sales policy: 	Direct sales: cash on
 
Temp. workers: ± 2 /year 	 order, Construction: downpaymernt of 

80 . 
Average Nber of years in Cy: 5 

Competitors: SIGA, SOLGERIC, ALLSTONE 
Training needed: N/A 

Problems
 

TraininQ org. 	 used: None 

uai y ev a ua t aon: 

N.b: Zalte iclres are in 1,00C, zaires. 



Ref: ETA

PRIVATE SECTOR PROJECT DESIGN
USAID 
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COMPANY PROFILE 

COOPERS & LYBRAND 


BALANCF HEET
 
STATEMENT OF INCOME 	 (12/311 .86)


(1986) 


FIXED ASSETS:
 
REVENUE: 


N/A Buildings :Sales: 
 Vehicles: 	 900 
800Machinery:

Other: 

1.700
TOTAL: 

TOTAL: N/A URRENT' ASSETS: 

EXPENES: 	 nventor ies: 5.400EXPENSES : 

5.000
nenies
Raw materials: 


Other goods & services: Receivables: 2.010
 

iuid assets:Personnel : 
"O v erhead TOTAL: 12.410 

Fln, nce costs:L:.410 

14.110TOTAL ASSETS:N/ATOTAL: 

N/A STOCKHOLDERS 'EQUITY:

"GROSS MARGIN: 
 100
Common stock: 


2.410
income retained:
Poiin
~Deprec.& Provision: 

2.510
TOTAL:
N/A
NET INCOME" 


THIRD PARTIES LIABILITIES:
19 61984 1985 
6.000
Long-term debts: 

5.600
Short-term debts: 


Prod.(t.) 

Income. i600
TOTAL:
 
Margin % 1.0 7.0 9.0 


Invest. 	 TOTAL LIABILITIES: 14.110
 

Yes 	 Liquidity ratio: 1.25
 
Books audited: 


REQUIRED FINANC TNGFINANFINGAVAILABLE EXTERNAL 
SU hor-e Long-term Needu( monthly op,_r.cash: i 3.000, 
SOUR=-. IShort-term Ln-em 

Required short-term financing:

(A)
Banks: 	 z.


Licence financing: 12.000,

Import


Suppliers: 


Others: I 
Comments: (A) Documentary Credit only
 

Required long-term financing:
 

Banks used: Barclay's Bark
 

Bankirg services refused (reasons):
 
to: a loar.
Lack of colIateral 

r ,. Ih , 0 zalres .14.F za 1r -s f. u- a 
+	 , short-trr. debts

(rece ivables liqui d assets)
Li-ud ity rat: :r, a : 



USAID PRIVATE SECTOR PROJECT DESIGN Ref:: FRIPage 1. of2 

COOPERS & LYBRAND COMPANY PROFILE Date: May 14, 1987
 

Name: FRIGO--MOERO - SPRL [id. Nber: A 26186N 

Address: 40, Route de llu ,ama, LUBUMBASHI D.P. 1974 Phone: 2826--4256 

Shareholders: Mr. S. HADJISTRATIS
 
Hr. H. HAOJISTRATIS
 

Manager: Mr. Stavros MADJIS' TTIS list Oper: 1968 Creation: 1982 

since: 1968 [Sales 1986: 162,000 Empicyees: 18
 

Activity: Fishing T-,irisport, Ice-making 

PRCVISIONING PRODUCTION
 
Rau materials: Fisbes (outside lishing Process: Transport by truck (not refri
season), Fis hing n.ts, Fuel and Oil. gerated), Ice-Maki.ig 

Sources: RSA (fishes/, Hong-Kong Age of machinery: N/A 
(nets), Local (Fuel & Oil). Tnstalled capacity: N/A 

Used capacity: ± 25 tons of fish/month. 
Value of 198( purchases: N/A 
Delay (,Ponths)" N/A Project!;: -

Purchasing modle: Import Licences
 

Problems: Lack of cash and, when lProblems: Seasonality of the fishing 
available, cost of cash lock-up for activity and age of equipment.
imparts. 

ADMINISTRATION MARKETING AND SALES 

Personnel 1Managers IWorkers TOTAL Products: Fresh fishes. (1st semester), 
.. .... .Import.d fishes (2nd semester), Ice. 

TOTAL 1 18 

Clientele: Gecamines (50 V, SNEL, 
SNCZ, Others. 

Permanent 1984 1985 1986 
employees: n/a n/a 18 Channels: Direct sales. 

Sales policy: 6-days credit except for
 
Temp. workers: Yes, during fishing Gecamines (45-days credit).
 

season. 
Avcrage Nber of years in Cy: 12 years
 

Competitors: Ets. KATEBE KATOTO.
 
Training netded: Technical training
 

in ntw fishing methods ton-the-3ob). 

Problems: Systematic sharing of GCM
 
Training org. u!sed: None market, even if more competitive.
 

Qu-i!1ty evaluation: 

N.E: Zaar,: fiqu:es are ir, 1,000 zaires.
 

http:Ice-Maki.ig


USAID PRIVATE SECTOR PROJECT DESIGN Ref: FRI
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COMPANY PROFILE Date: May 14, 1987
COOPERS & LYBRAND 


STATEMENT OF INCOME 

(1986) 


REVENUE: 

13,500
Sales: 


Other: 


TOTAL: 13,500 


EXPENSES: 

Raw materials: 

Other goods & services: 

Personnel: 

Overhead:
 
Finance costs: 


TOTAL: 12,701 


GROSS MARGIN: 799 


Deprec.& Provision: 530 


269
NET INCOME: 


1984 1985 1986 


Prod.(t.) 

Income. 7,600 10,100 13,500
 
Margin % 1.1 1.7 2.0 


invest. (total 1984 - 1986) 1,500
 

Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term Long-term 


Banks: X 

Suppliers: 

Clients: X 

Others:
 

Comments: No details available on
 
external financing.
 

Banks used: BCZ, UZB, NBK, BDP (checks 

Banking services refused (reasons): 

Banks said no funds for credit were 

avail a h i .
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
1,831
Buildings: 


285
Vehicles: 

Machinery (+ Others: 63) 1,418
 

TOTAL: 3,544
 

CURRENT ASSETS:
 
1,435
Inventories: 


432
Receivables: 

Liquid assets: 7,891
 

TOTAL: 9,848
 

TOTAL ASSETS: 13,392
 

STOCKHOLDERS'EQUITY:
 
Common stock: 
 300
 

Income retained: 640
 

TOTAL: 940
 

THIRD PARTIES LIABILITIES:
 
Long-term debts: 425
 

Short-term debts: 
 12,027
 

TOTAL: 12,452
 

TOTAL LIABILITIES: 13,352
 

Liquidity ratio: 0.70
 

REQUIRED FINANCING
 

Needed monthly oper.cash: ± 1,000
 

Required shnlt-term financing:
 
Working capital B. Sheet : 1,000
 

requested: 60,000 (?)
 

Required long-term financing:
 

Purchase of boat engine and transport
 

equipment: ± 20,000 of which 16,000
 
to be financed by loan.
 

- Two 7-tons trucks: 9,000
 
- Two boat engines: 5,000
 

Fishing nets: 2,000
 

N.B: Zaires figures are in 1,000 zaires.
 

Liquidity ratio defined as: (receivables + liquid assets) / short-term debts
 



USAID PRIVATE SECTOR PROJECT DESIGN 


COOPERS & LYBRAND COMPANY PROFILE 


Name: IMPAZA (Imprimerie et Papeterie Zairoises) - SPRL 


Address: 352, 	Ave. Pdt. Mobutu, LUBUMBASHI B.P. 228 


Shareholders: 	Cit. KANDOLO Omoyi
 
Famille KANDOLO
 
Cit. MBANGULA
 

Manager: Mr. GEURTS Antoine 

Directeur Technique
 

since: 1985 


Activity: Printing
 

PROVISIONING 

Raw materials: Paper, Ink 


Sources: Gecamines and SNCZ for their 

own orders, Europe for the rest of 

the work. 

Value of 1986 purchases: 3,200
 
Delay (months): 3 to 5 months 

Purchasing mode: Import licences. 


Problems: Cash lock-up due to BZ 

regulations concerning import 

licences and delivery delays. 


ADINISTRATION 


Personnel Mandgers Workers TOTAL 


Prod, ct ioi 104 
Admin. 13 
Sales 5 

TOTAL 16 106 122 


Permanent 1984 1985 1986
 
employees: 107 125 122
 

Temp. workers: ± 10 


Averace Nhcr of years in Cy: 15 years
 

Training n,,12ded: Technical training 
on Offset equipment.
 

Training org. used: None
 

Quality ,2vaiuation: 

N.h: Zair,: figures are in 1,000 zaires. 

I1st Oper: 1928 


Ref: IMP
 
Page 1 of 2
 
Date: May 13, 1987
 

Id. Nber: AO 4053F
 

Phone: 3566
 

Creation: 1967
 

Sales 1986: 48,200 Employees: 122
 

PRODUCTION
 
Process: Typography and Offset printing
 

Age of machinery: From very old to new
 
Installed capacity: N/A
 
Used capacity: 35 %
 

Projects: Doubling of the photo
composition equipment for safety.
 

Problems: Lack of spare parts and
 
accessories for typographical
 
equipment.
 

MARKETING AND SALES
 

Products: Administrative forms (65 V, 
Computer listings (30 V , Books (5 %) 

Clientele: SNCZ (40 V, Gecamines (31%)
 
SNEL (16 V, Brasamba (4 %),
 
Others (9 %).
 

Channels: Direct sales.
 

Sales pclicy: 3-months credit for
 
major clients only. Otherwise cash
 
on order.
 

Competitors: INATRAP in Lubumbashi.
 

Problems: 
Cost of 
receivables 
(SNCZ).
 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: IMP 
Page 2 of 2 

COOPERS & LYBRAND COMPANY PROFILE Date: May 13, 1987 

STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 


Other: 


TOTAL: 

EXPENSES: 

Raw materials: 

Other goods & services: 

Personnel: 

Overhead: 

Finance costs: 


TOTAL: 


GROSS MARGIN: 


Deprec.& Provision: 


NET INCOME: 


1984 1985 

Prod.(t.) 
Income. 25,165 36,741 
Margin % 
Invest. - 33,503 

Books audited: Yes 


48,176 


48,176 


3,225 

10,827 

12,907 

4,895
 

12,247 


44,131 


4,045 


5,438 


(1,393) 


1986 


48,176
 
(2.9) 


......
 

AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term Long-term 

Banks: (A) 
Suppliers: (B) 
Clients: (C) 
Others: (D) 

Comments: (A) Open credit BCZ: 500
 
(B) 30-days credit (C) GCM & SNCZ
 
with supplies provided (D) SOFIDE
 
financing for investments in 1985
 
670,000 DTS, 10 years, 22 %, Zaire 

linked to DTS. 


Banks used: BCZ, BDP, UZB, NBK. 

Banking services refused (reasons): 


BALANCE SHEET 
(12/31/1986) 

FIXED ASSETS: (not revalued) 
Buildings: 16,560 
Vehicles: 1,220 
Machinery + Others: 1,297) 29,892 

TOTAL: 47,672 
CURRENT ASSETS: 
Inventories: 21,452 
Receivables: 20.685 
Liquid assets: 1,493 

TOTAL: 43,630 

TOTAL ASSETS: 91,302 

STOCKHOLDERS'EQUITY: 
Common stock: 
Income retained: 

TOTAL: 50,924 

THIRD PARTIES LIABILITIES: 
Long-term debts: 16,788 
Short-term debts: 23,590 

TOTAL: 40,378 

TOTAL LIABILITIES: 91,302
 
Liquidity ratio: 0.94
 

REQUIRED FINANCING
 

Needed monthly oper.cash: i 5,500
 

Required short-term financing:
 

Required long-term financing: 
SOFIDE debt restructuring since 
linkage of Zaire to DTS increased 
value from 16,493 in 1985 to 40,378 
in 1986. 
Purchase of spare parts: ± 3 millions 
3elgian Francs, Doubling of photo
composition equipt: ± 2.5 millions BF
 

N.B: Zaires figures are in 1,000 zaires.
 
Liquidity ratio defined as: (receivables + liquid assets) / short-term debts
 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: INA 
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COOPERS & LYBRAND COMPANY PROFILE Date: May 21, 1987 

Name: INATRA' - SPRL Id. Nber: D 10482K 

Address: 70, Ave. Moero, LUBUMBASHI B.P. 1648 Phone: 2946-3172 

Shareholders: Cit. TSHILOMBO Mwin Tshit.l (100 %) 

Manager: Cit. ILUNGA wa Ilunga I1st Oper: N/A Creation: 1976
 
Directeur Technique
 

since: 1979 Sales 1986: 33,100 Employees: 110
 

Activity: Printing.
 

PROVISIONING PRODUCTION
 
Raw materials: Paper, Inks. Process: Typographical and Offset
 

printing.
 

Sourccs: Imports. 	 Age of machinery: Old
 
Installed capacity: N/A
 
Used capacity: N/A
 

Value of 1986 purchases: 10,300
 
Delay (months): 3 to 5 months. 	 Projects: Purchase of new printing
 
Purchasing mode: Import licences. equipment (computerized).
 

Problems: Cash lock-up for imports. Problems: Age and condition of the
 
equipment.
 

ADMINISTRATION 
 MARKETING AND SALES
 

Personnel Managers Workers TOTAL Products: Newspapers (40 %), Computer
 

listings (40 %), Others (20 %).

Production 	 98
 
Admin. 6
 
Sales 6 Clientele: Information Ministry (25 %)

TOTAL 17 93 110 Gecamines (7 V, Others in L'shi &
 

____Kinshasa 
 (68 %)
 
Channels: Direct sales and use of sales
 

Permanent 198A 1985 1986 agents.
 
employees: 112 9139
10
 

Sales policy: 30-days credit to major
 
Temp. workers: No clients who have an account.
 

Average Nber of years in Cy: 5 years.
 
Competitors: IMPAZA in Lubumbashi.
 

Training needed: Technical training
 
on printing equipment used.
 

Problems: Production and delivery

Training org. used: None delays due to age of equipment and
 

out of stock.
 

Quality evaluation:
 

N.b: Zairt icures are in 1,000 zaires.
 



PRIVATE SECTOR PROJECT DESIGN JRef: INA
USAID 
 -- Page 2 of 2 

COMPANY PROFILE Date: May 21, 1987
ICOOPERS & LYBRAND 


STATEMENT OF INCOME BALANCE SHEET 

REVENUE: 
(1986) (12/31/1986) 

FIXED ASSETS: (depreciated book value) 

Sales: Buildings: 1,174 

Vehicles: 613 

Other: Machinery: 3,125 

TOTAL: 4,912
TOTAL: 33,093 

EXPENSES: CURRENT ASSETS:
 

Raw materials: 10,314 Inventories: 7,253
 

Other goods & services: 3,028 Receivables: 12,236
 

Personnel: 7,811 Liquid assets: 236
 

Overhead: 648
 
Finance costs: 1,356 TOTAL: 19,725
 

TOTAL: 23,157 TOTAL ASSETS: 24,637
 

GROSS MARGIN: 9,936
 

Deprec.& Provision: 1,785 Common stock:
 
.... _ Income retained:
 

NET INCOME: 8,151 Long-term debts:
 

1984 1985 1986 TOTAL: 3.0,514
 

Prod.(t.) Short-term debts: 14,123
 
Income. 30,389 32,696 33,093
 
Margin % 0.5 6.7 24.6 TOTAL LIABILITIES: 24,637
 

Invest. (total 1984-1986) 1,352
 

Books audited: No Liquidity ratio: 0.88
 

AVAILABLE EXTERNAL FINANCING REQUIRED FINANCING
 

SOURCES Short-term Long-term Needed monthly o~er.cash: ± 3,000
 

Banks: (A) Required short-term financing:
 
Suppliers:
 
Clients:
 
Others:
 

Comments: (A) BCZ overdraft of 2,500
 
and BDP overdraft of 200.
 

Required long-term financing:
 
Long or Medium-term loan to purchas
new equipment. Cost estimates
 
between S 250,000 and $ 500,000.
 

Banks used: BCZ, BDP.
 
Banking services refused (reasons):
 
N/A
 

N.B: Zaires figures are in 1,000 zaires.
 

Liquidity ratio delined as: (receivaDles 4 liquid assets) / short-term debts 



USAID 

COOPERS & LYBRAND 

PRIVATE SECTOR PROJECT DESIGN 

COMPANY PROFILE 

Ref: INC 
.Page 1 of 2 
Date: May 16, 1987 

Name: INCOMETAL - SPRL IId. Nber: AO 4194J 

Address: 33, Ave. Kibati, LUBUMBASHI B.P. 2568 Phone: 2838-3214 

Shareholders: Mr. D. MANTZOURANIS (50 %) 
Mr. V. MANTZOURANIS (50 %) 

Manager: Mr. Dimitrios MANTZOURANIS [lst Oper: 1965 Creation: 1965
 

since: 1965 Sales 1986: 15,000 Employees: 16
 

Activity: Metai work:ng and manufacturing of metal products (industrial).
 

PROVISIONTNG 

Raw materials: Wires, Metal sheets. 


Sources: RSA (100 %) 


Value of 1986 purchases: N/A
 
Delay (months): N/A 

Purchasing mode: Import licenses, 


Problems: Lack of foreign exchange to 

import enough raw materials.
 

ADMINISTRATION 


Personnel Managers Workers ITAL 

JTOTAL 


Production
 
Admin.
 
Sales 

TOTAL 1 15 16 


Permanent 1984 1 1985 1 1986 

employees: n/a n/a n/a
 

Temp. workers: Occasionnaly. 


Average Nber of years in Cy: 8 years
 

Training needed: No
 

Training org. used: None 


Quality evaluationi: 

N.B: Zaire 1gures are in 1,000 zaires.
 

PRODUCTION
 
Process: Mechanical process.
 

Age of machinery: 1973
 
Installed capacity: N/A
 
Used capacity: 25 %
 

Projects: Manufacturing of tubes,
 
and galvanized metal products.
 

Problems:
 

MARKETING AND SALES
 

Products: Nails (54 %), Buckets (40 )
 
Mesh and barbed-wire (6
 

Clientele: Gecamines (13 ) 
Wholesalers in Shaba (87 "). 

Channels: Direct sales with Gecamines
 
and wholesalers.
 

Sales policy: 30-days credit (Gecamines
 
takes 60 to 90-days).
 

Competitors: Products from Kinshasa.
 

Problems: Competition from Kinshasa's
 
products favored by lower CIF value
 

(Matadi) and lower import taxes.
 
-Difficulty to evaluate cost of goods
 
sold and correct sales price due to
 
rapid monetary depreciation.
 



Ref: INC
USAID PRIVATE SECTOR PROJECT DESIGN 

Page 2 of 2
 

COMPANY PROFILE Date: May 16, 1987
COOPERS & LYBRAND 


BALANCE SHEET
 

(1986) N (12/31/1986)
 
0 FIXED ASSETS: (depreciated book value)
 

STATEMENT OF INCOME 


REVENUE: 

Sales: T Buildings:
 

Vehicles:
 

Other: A Machinery:

_V-


A TOTAL: 41
TOTAL: 

EXPENSES: I CURRENT ASSETS:
 

Raw materials: L Inventories: 1,066
 

Other goods & services: A Receivables: 413
 

Personnel: B Liquid assets: 2,704
 

Overhead: L
 
E TOTAL: 4,183
Finance costs: 


TOTAL: TOTAL ASSETS: 4,224
 

GROSS MARGIN: 

Deprec.& Provision: 

N/A STOCKHOLDERS'EQUITY: 
Common stock: 
Income retained: 

NET INCOME: N/A TOTAL: 345 

1984 1985 1986 THIRD PARTIES LIABILITIES:
 
_ _Long-term debts: 

Prod.(t.) 7 Short-term debts: 3,879
 

Income. (not available)
 
Margin % TOTAL: 3,879
 

Invest.
 
TOTAL LIABILITIES: 4,224
 

Books audited: No Liquidity ratio: 0.30
 

AVAILABLE EXTERNAL FINANCING REQUIRED FINANCING
 

SOURCES Short-term Long-term Needed monthly oper.cash: N/A
 

Banks: Required short-term financing:
 
Suppliers:
 
Clients:
 
Others:
 

Comments: No information available.
 

Required long-term financing:
 
Long-term loan to purchase equipment
 
for manufacturing of neA products
 
(tubes, wire mesh for nines)
 

Banks used: BCZ, UZB. Cost: ± $ 300,000.
 
Banking services refused (reasons):
 

N.B: Zaires figures are in 1,000 zaires.
 
Liquidity ratio defined as: (receivables + liquid assets) / short-term dubts
 



JRef: KED
PRIVATE SECTOR PROJECT DESIGN
USAID 

_ - Page 1 of 2 

COOPERS & LYBRAND COMPANY PROFILE iDate: June 26, 1987 

Name: KEDAR (Entreprise Individuelle) jId. Nber: 31025 A 

B.P. 8921 Phone:
Address: 674, Ave. Tombalbaye, Gombe, KIN. 


Cit. KUTELAIA KIBONGE (sole owner)
IShareholders: 

1st Oper: 1983 Creation: 1983
 

Manager: Cit. Kutelama Kibonge 


Sales 1986: 2.931, Employees: 18
 
since: 


Act.vity: Manufacturing of shoes and leather goods.
 

PRODU!CTION
PROVISIONING 

Process: Products -re hand-made.
Raw materials: Leather 


Age of machinery:
Sources: Local 

Installed capacity: 30 pairs a month
 

Used capacity: 25 pairs
 

Value ot 1986 purchases:
 
Projects: Purchase of additional floor
 

Delay (months): 15 days. 

space.
Purchasing mode: Cash. 


Hand tools are old.
Problems: Difficulties to find regular Problems: 


supply of raw material at affordable
 

price.
 

MARKETING AND SALESADMINISTRATION 


a7,agers lWorkers TOTAL. Products: Shoes, Belts, School-satchelsPersonnel 

. Repair of all leather products.
 

12
 
6
 

Product ion 


Admin. 

Clientele: Kinshasa market.
Sales 


Others
 

Channels: Direct sales to public.
 

Permanent 1984 1985 1986
 

employees: 8 12 1
 
Sales policy: Downpayment on order,
 

cash on delivery.
Temp. workers: No 


'Average Nhur of years in Cy: 3 years 
Competitors: CARLTON, RODRIGUEZ, 

GAZELLE, MISTER-MINUTE.Trainin- needed: Technical training 
in leat w:rwork, Accounting.
 

Problems:
 

Traic or:,. use d: OPEZ, CADICEC. 

Satlsfatory. 

N.P: Zaire ::curts are ,r lOGC zaires. 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: KED
 

________Page 2 of 2 
Date: June 26, 1987
COOPERS & LYBRAND COMPANY PROFILE 


STATEMENT OF INCOME 


REVENUE: 
Sales: 

(1986) 

2,994 

Other: 23 

EXPENSES: 
Raw materials
Other goods & services: 
Personnel: 
Overhead: 
Finance costs

T

: 

: 

OTAL: 3,017 

1,890 
-

750 
105 
-

TOTAL: 2,745 

GROSS MARGIN: 272 

Deprec.& Provision: (30) 

NET INCOME: 242 

1984 1985 1986 

Prod.(t.) 

Income.
 
Margin % 10 5 4 

Invest.
 

Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term Long-term 


Banks: 

Suppliers:
 
Clients:
 
Others:
 

Comments: No external financing,
 
company functions entirely on
 
ploughback and owner'own funds.
 

Banks used: BCZ
 

Banking services refused (reasons):
 
Not interested.
 

N.B: Zaires figures are in 1,000 zairus.
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Buildings:
 
Vehicles:
 
Machinery: 


CURRENT ASSETS:
 
Inventories: 

Receivables: 

Liquid assets: 


142 

TOTAL: 142 

95 
36 

101 

TOTAL: 232 

TOTAL ASSETS: 174
 

STOCKHOLDERS-EQUITY:
 
Common stock: 212
 
Income retained: 121
 

TITAL: 333
 

THIRD PARTIES LIABILITIES:
 
Long-term debts:
 
Short-term debts: 41
 

TOTAL: 41
 

TOTAL LIABILITIES: 374
 
Liquidity ratio: 3.34
 

REQUIRED FINANCING
 

Needed monthly oper.cash: ± 231, z.
 

Required short-term financing:
 

Required long-term financing:
 
Purchase of new equipment: 3.732, z.
 

Liqudity ritio defaned as: (receivables + liquid assets) / short-term deb:f 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: LA' 
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COOPERS & LYBRAND COMPANY PROFILE Date: June 26, 1987 

Name: LANGI - SHABA (S.P.R.L.) jId. Nber: C72782N 

Address: 1185, Ave. Salongo, KOLWEZI B.P. 1069 Phone: 2485 

Shareholders: 

Mara~er: Mr. Abraham PINHAS ist Oper: 1957 Creation: 1975 

since: 1981 Sales 1986: 7,929 Employees: 19 

Activity: Manufacturing of paints and varnishes. 

PROVISIONING 

Raw materials: Chalk, Diluant, Copal 

Resins, Pigments, Varnishes.
 

Sources: Local: 60 % 

40 % 


Value of 1986 purchases: N/A
 
Delay (months): 5 

Purchasing mode: rDcumeritary credit 

anc cash ou order, 
Problems : 

ADMINISTRATION 


Personnel Managers Workers TOTAL 

I 1 
Productio. 12 
Admin. 2 
Sales I 
Others 4 

19 

Permanent I%84 1985 1986 
umployees: I Iis60dy 

Temp. workers. None 

Averac . Nber of years x.nCy: 7 years 

Tra n,1c needed: Inventory managt. 

Tvaanl;c org. used: None 

ity e''a uatior,:
 

N.h: Zai:.r.f ,r,., ar r. 1": ts.iOOO z~r 


PRODUCTION
 
Process: N/A
 

Age of machinery: 1956
 
Installed capacity: 1,000 tons/year
 
Used capacity: 10 %
 

Projects: Purchase of new equipment for
 
*1,000 z., purchase of spare parts,
 
purchase of new vehicle (4,500 z.)
 
Problems:
 

MARKETING AND SALES
 

Products: Water paint (50 V, Oil 
pa_nt (33 %), Others (17 %) 

Clientele: Gecamines (90 %), Merchants
 
in Kasai and Shaba (10 %)
 

Channels: see above.
 

Sales policy: 60-days credit to GCM,
 
and cash for the others.
 

Competitors: PENAZA 
(Kinshasa, L'shi)
 

Problems: 40 % decrease in sales in
 
1986.
 



Ref: LAS
PRIVATE SECTOR PROJECT DESIGN
USAID 
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Date: June 26, 198
 

____w__ 

COMPANY PROFILE
COOPERS & LYBRAND , -- w
 -

BALANCE SHEET
STATEMENT OF INCOME 

(12/31/1986)
(1986) 


FIXED ASSETS: (depreciated book value)

REVENUE: 


7.928 Buildings:
Sales: 
 174
Vehicles: 

90
5 Machinery:
Other. 


264
TOTAL:
TOTAL: 7,933 

CURRENT ASSETS:
EXPENSES: 
 2,229
5,056 Inventories:
Raw materials: 
 2,378


Other goods & services: 675 Receivables: 

12
1,087 Liquid assets:
Personnel: 


671
Overhead: 

TOTAL: 4,619
200
Finance costs: 


TOTAL ASSETS: 4,883
TOTAL: 7,689 


244 STOCKHOLDERS'EQUITY:
GROSS MARGIN: 

1,050
 

Income retained: 

Common stock: 


188

Deprec.& Provision: 


TOTAL: 1,238
244
NET INCOME: 


1986 THIRD PARTIES LIABILITIES:
1984 1985 

debts: 18
 

3,627
 
__Long-term 


65 55 90 Short-term debts:
Prod.(t.) 

Income.
 

TOTAL: 3,645

Margin % 

Invest.
 

TOTAL LIABILITIES: 4,883
 

Liquidity ratio: 1.27
Books audited: Yes 


REQUIRED FINANCING
AVAILABLE EXTERNAL FINANCING 

SOURCES IShort-term !Long-term Needed monthly oper.cash: ± 4,000
 

(A) Required short-term financing:
Banks: 

Import Licences ± $ 200.000/yearSuppliers: 


Clients: 
Others:
 

Comments: (A) Overdraft.
 

Required lorg-term financing:
 

Banks used: BCZ
 
Banking services refused (reasons):
 

Bank credit ce~ling reached.
 

zaires.
N. : ZaIres furcsare r, 1, 0O 

Liquida ty ratio' de: n, as: (receivabies + liquid assets) / short-tera debts 



PRIVATE SECTOR PROJECT DESIGN Ref: LAZ
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COOPERS & LYBRAND COMPANY 	PROFILE IDate: June 26, 1987
 

Id. Nber: C 72783P
Name: LANGI - ZAIRE (S.P.R.L.) 


Address: 990, Ave. Plaine, Limete, KINSHASA B.P. 8598 Phone: 77604
 

Shareholders: EGOCOLOR, PROMIMPEX, Entreprises Reunies, E.C.I.
 

n 1 9 75Creatio :
Manager: Mr. Abraham PINHAS 	 1st Oper: 1956 


Sales 1986: 47,554 Employees: 64
since: 1976 


Activity: Manufacturing of paints and related chemical products.
 

PRODUCTION
 

Raw materials: Varnishes, Diluant Process: N/A
 

(local)
 
Resins, Acrylic, pigments (imported)
 
Sources: 	 Age of machinery: From 1956 to 1979
 

Installed capacity: 1,000 tons/year
 
Used capacity: 35 %
 

Value of 1986 purchases: 5,765
 
Delay (months): 4 Projects: Special paints for car bodies
 

Purchasing mode: Documentary credit
 
and cash on order.
 
Problem': Problvin;: Age and condition of the
 

equipment, lack of spare parts.
 

PROVISIONING 


ADMINISTRATION MARKETING AND SALES 

Personrc! xManagers Workf rs TOTAL Products: Water and Oil paints, Putty 
Varnishes. 

Productio. -

Admin. 
Sales Clientele: Building contractors and 

Others 128 merchants. 

Channels: Wholesalers and direct sales
 

Permanent 1984 1985 1986 to the public.

employees: 12E 128[ 128 

Sales policy: Cash on order and except--

Temp. workers: None -ionnally 45 days credit with good 
customers. 

10 years
Nber of years ii,Cy:

Average 
Competitors:
 

1Trainn- needed: Quality control, 
Inventory management, Accounting. 

Problems: 
INPPused:org.T eiainin 

Qua.:ty evaiuat:ro.: Fail 

N.L: Za:re fcures ar, irn1,000 zaires. 
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COMPANY PROFILE Date: June 26, 1987
COOPERS & LYBRAND 


STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 


Other: 


TOTAL: 

EXPENSES: 

Raw materials: 

Other goods & services: 

Personnel. 

Overhead: 

Finance costs: 


TOTAL: 


GROSS MARGIN: 


Deprec.& Provision: 


NET INCOME: 


47,554 


240 


47,794 


35,457 

2,462 

7,465 

1,640
 

3 


47,027 


767 


(204) 


563 


1984 1985 1986 
-

Prod.(t.) 
Income. 

560 568 672 

Margin % 
Invest. 

Books audited: Yes 


AVAILABLE EXTERNAL FINANCING 

SOURCES Short-term Long-term 


Banks: (A) 

Suppliers:
 
Clients:
 
Others: (B)
 

Comments: (A) 1,600 short term loan at
 
36% plus admin. costs
 
(B) BDEGL:i41743 DTS at 12% a year.
 

Banks used: BC:, BDP, UZB, BDEGL
 
BankinQ services refused (reasons):
 
Cred:i ilq re3Chd.
 

N.5: Zairis f:gures are in 1,000 zaires. 

BALANCE SHEET
 

FIXED ASSETS: 

Buildings: 

Vehicles: 

Machinery: 


(12/31/1986)
 
(depreciated book value)
 

524
 
633
 
673
 

TOTAL: 1,830
 

CURRENT ASSETS* 
Inventories: 7,880 
Receivables: 15,136 

Liquid assets: 2,956 

TOTAL: 25,972 

TOTAL ASSETS: 27,802 

STOCKHOLDERS-EQUITY: 
Common stock: 17,971 
Income retained: 5 

TOTAL: 17,976 

THIRD PARTIES LIABILITIES: 
Long-term debts: 

Short-term debts: 9,826 

TOTAL: 9,826 

TOTAL LIABILITIES: 27,802 
L~iuldity ratio: 2.64 

REQUIRED FINANCING 

Needed monthly oper.cash: ± 8,000 

Required short-term financing: 

Required long-term financing:
 
Improvement of existing machinery for
 
a total of z. 23,568 (BDEGL loan plus
 
company's cash).
 

Liquidity ra:- I dt:i ed as: (reccivables + liquid assets) / short-term debts 



USAID 	 PRIVATE SECTOR PROJFCI- DESIGN Ref: LCL
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COOPEPS & LYBRAND COMPANY PROFILE Date: May 16, 1987
 

Name: L.C.L. (Laiteiie Coopera'.ive de Lubumbashi) - COOP. JId. Nber: AO 4172K
 

Address: 16, Ave. Kato, LUBUMBASHI B.P. 211 Phone: 3114
 

Shareholders: 7 private individuals (farmers) regrouped in Cooperative.
 

Manager: Dr. YUMA Tist Opcr: - Creation: 1960
 
President of the Cooperative S e 1 6 , 0 p y s 2
 

since: 3 years Sales 1986: 25,000 Employees: 29
 

Activity: Production of milk and associated products (cream, voghurts).
 

[PC VISTONING PRODUCTION
 
Raw materials: Fresh farm milk. Process: Milk pasteurization and
 

bottling.
 

Sources: 5 ocal farms (± 1000 cows) 	 Age of machinery: ± 25 years.
 

Installed capacity: 2,000,000 1/year
 
Used capacity: 600,000 1/year
 

Value of 1986 purchases: N/A (theoretical capacity is 6,000,000 1/y)
 
Delay (months): none (daily collection Projects: Complete rehabilitation of
 
Purchasing mode: 30-days credit tc milk plant (German aid project),
 
supplying farmers (incl. members). Production of powdered milk, of non-

Problems: Scarcity of supply returnable containers, Cold storage.
 
Pro3ect: Finance purchase of cows to Problems: Equipment and milk collection
 
small local farmers, 	 vehicles in terrible condition.
 

ADMINISTRATION 	 MARKETING AND SALES
 

Personnel Managers Workers TOTAL Products: Germ-free milk (95 %),
 
__--- Butter (4 ),
 

Pr duct o:. 13 Cream and Yoghurts (i %)
 
Admin. 8
 
Sales 5 Clientele: Gecamines (50 %),
 
Other-; 3 Local retailers (50 %)
 

Some direct sale to public.
 
Channels: Direct sales to Gecamines
 

Permanent 1984 1985 1986 and public, food-shops.
 
employees: 29 29 29
 

Sales policy: casn (30-days credit for
 
Temp. workers: No large and regular customers).
 

Average Nber of years in Cy: 14 years
 
Competitors: DAIPN (Ferme Presiden-


Training needed: Technical training tielle) in Kisanga.
 
on new go rzai. ,quipment .
 
Tratninu of a :,cility-contrni employ. Problems: Seasonality of fresh-milk
 

Trainng rrg. us,-d: Nor, t. (German aid supply (November to April: 65 %) and
 
pro.ject wa1l prov:de tecillclar; for lack of cold-storage tacility.
 

ualty r.r,va a t : 

N.3: Za froaQ:res art ii 1,000 zaires. 
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COMPANY PROFILE Date: May 16, 1987
COOPERS & LYBRAND 


STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 


Other: 


TOTAL: 

ZXPENSES: 

Raw materials: 

Other goods & services: 

Personnel: 

Overhead:
 
Finance costs: 


TOTAL: 


GROSS MARGIN: 


Deprec.& Provision: 


NET INCOME: 


24,941 


N/A 


N/A 


N/A 


1984 1985 1986 


Prod.(l.) 627 000 635 000 600 000 

Income. 17,700 18,900 24,900
 
Margin % ( 0 0 < 0 

Invest. 0 0 2,009
 

Books audited: Yes (local CA) 


AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term ]Long-term 


Banks: (A) 

Suppliers: (B) 

Clients: 

Others: (C) 


Comments: (A) Authorized but unused
 
overdraft of 275
 
(B) 30-days credit supplied by own 


members (farmers), 

(C) Rehablitation of equipment 

financed by Ge-man assistance 

program (DM 1,400,000 = $ 700,000) 


Banks used: BCZ 

Banking services refused (reasons): 


N.B: Zaires figures are in 1,000 zaires.
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 

Buildings: 

Vehicles: 

Machinery: 


TOTAL: 

CURRENT ASSETS:
 
Inventories: 

Receivables: 

Liquid assets: 


TOTAL: 


TOTAL ASSETS: 


STOCKHOLDERS'EQUITY:
 
Common stock: 

Income retained: 


TOTAL: 


THIRD PARTIES LIABILITIES:
 
Long-term debts:
 

Short-term debts: 


TOTAL: 


TOTAL LIABILITIES: 

Liquidity ratio: 0.70
 

34,571
 
294
 

1,344
 

36,209
 

1,609
 
3,297
 
1,698
 

6,604
 

42,813
 

50
 
35,638
 

35,688
 

7,125
 

7,125
 

42,813
 

REQUIRED FINANCING
 

Needed monthly oper.cash: ± 4,000 

Required short-term financing:
 
Working capital B. Sheet: 1,000
 

requested : 15,000
 
(of which 7,500 to purchase returna
bles milk bottles).
 

Required long-term financing:
 
-To purchase milk collection truck
 
(3,000),
 

-To install cold storage facility
 
(project study available) (1,500)
 

-To finance purchase of milk cows on
 

behalf of small local farmers (1,500)
 
-To finance equipment to produce high
 
quality cattle feed (1,500).
 

Liquidity r,'io defined as: (receivablas ' liquid assets) / short-term debts
 

V. 



USAID PRIVATE SECTOR PRO-JECT DESIGN Ref: MAR
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COOPERS & LYBRAND COMPANY PROFILE 'Date: May 19, 1987
 

Name: Entreprise HARUCCHI G. SPRL lid. Nber: C 35344U
 

Address: 2, Ave. des Orangers, LIKASI. B.P. 537 Phone: 370
 

Shareholders: Mr. MARUCCHI Chierro Giuseppe.
 

Manager: Mr. G. MARUCCHI ist Oper: 1948 Creation: 1948
 

since: 1948 Sales 1986: 7,500 Employees: 112
 

Activity: Sawmil]ll, Carpentry, Construction.
 

PROVISIONING PRODUCTION
 
Raw materials: Wood and construction Process: 
marerials.
 

Sources: Local (100 V, most of the Age of machinery: Very old.
 
wood is coming from Kasai. Installed capacity: N/A
 

Used capacity: 15 %
 
Value of 1986 purchases: N/A
 
Del-y (months): N/A Projects: Manufacture and export of
 
Purchasing mode: Cash on order or on industrial palettes to Italy (Fiat).
 
delivery.
 

Problems: Transport of the wood from Problems: Complete rehabilitation of
 
the Kasai. sawmill necessary to produce constant
 

quality required for export.
 

ADMINISTRATION MARKETING AND SALES
 

Personnel IManagers Workers TOTAL Products: General construction (68 %)
 
__ Sawmill and carpentry (32 )
 

Production 5 105 110
 
Admin. 2 2
 
Sales Clientele: Gecamines (35 V) PIHA (15 %
 
Others SNCZ (12 V, Others (38 ).
 

Channels: Direct sales, Wholesalers,
 
Permanent 1984 1 1985 I 1986 Retailers.
 
employees: 112 112 112
 

Sales policy: Cash or 30-days credit.
 
Temp. workers: No
 

Average Nber of years in Cy: 20 years
 

Competitors: SAER and Nouvelle ATB in
 
Training needed: Technical Likasi.
 

Problems: Payment delays by Gecamine!,
 
Training org. used: (>camines' SNCZ, SNEL.
 
tecbnical schools.
 

Quality e-aluaticn: AveLage and
 
deteriorating.
 

N.B: Zaire fiqures are in 1,000 zaires.
 

[)U] 



Ref: MAR
PRIVATE SECTOR PROJECT DrSIGN
USAID 

...._ 	 Page 2of 2
 

Date: May 19, 1987
COMPANY PROFILE
COOPERS & LYBRAND 


STATEMENT OF INCOME 

(1963) 


REVENUE: 

Sales: 


Other: 


TOTAL: 7,500 


EXPENSES: 

3,820
Raw materials: 


Other goods & services: 

1,670
Personnel: 


Overhead:
 
180
Finance costs: 


TOTAL: 5,670 


GROSS MARGIN: 	 1,830 


Deprec.& Provision: 


NET INCOME: 1,830 

1984 1985 1986 
-____-. 

Prod.(t.) 
Income. 5,500 6,300 7,500 

Margin % 
Invest. 

18.0 15.0 20.0 

Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES 	 Short-term Long-term 


Banks: (A) 

Suppliers: 

Clients:
 
Others:
 

Comments: (A) 6-months loan (34 % plus
 

administrative costs.
 

Banks used:
 
Banking services refused (reasons):
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (replacement value)
 

Buildings:
 
Vehicles: 
Machinery: 

TOTAL: 40,000 

CURRENT ASSETS: 
Inventories: 
Receivables: 
Liquid assets: 

N 
0 
T 

TOTAL: 

TOTAL ASSETS: V
 
A
 
I
STOCKHOLDERS'EQUITY: 

L
Common stock: 

A
Income retained: 


TOTAL: L
 
E 

THIRD PARTIES LIABILITIES:
 
Long-term debts:
 

Short-term debts:
 

TOTAL:
 

TOTAL LIABILITIES:
 

Liquidity ratio: N/A
 

REQUIRED FINANCING
 

Needed monthly oper.cash: N/A
 

Required short-term financing:
 
Working capital requested: 1,000
 

Required long-term financing:
 

Equipment rehabilitation and purchase
 
of a new sav: 7,000
 

N.B: Zaires tigures are in 1,000 zaires.
 

Liquidity ratio defined as: (receivables + liquid assets) / short-term debts
 



USAID PRIVATE SECTOR PROJECT DESIGN 


COOPERS & LYBRAND COMPANY PROFILE 


Name4 MAZAM'L (Entreprise Individuelle) 


Address: 148/160 Ave. Kimbondo, Z/Bandal, KIN.B.P. 18707 


Shareholders: Cit. Mavua Ndontoni Diana (sole owner)
 

Manager: Cit. Xavua Ndontoni 


since: 1969 


Activity: Metal working.
 

PROVISIONING 

Raw materials: Metal products 


Sources: 100 % local 


Value of 1986 purchases: 

Delay (months): None 

Purchasing mode: Cash on 


Problems: Lack of funds 

raw materials, 


ADMINIFRATION 


600
 

delivery, 


to purchase 


Personnel Planagers Workers TOTAL 
-I-- -

Production 
Admin. 
Sales I 
Others _ 

Permanent 1984 j 1985 1986
 
employees: 26 31 53
 

Temp. workers: 


Average Nber of years in Cy: 10 years
 

Training needed: Technical training, 


CADICEC
Training org. used: OPEZ, 


Quality ev'aluatio.: Fair. 

N.E: Zalre' ficures are !n 1,o0n zaires. 

1st Oper: 1969 


Sales 1996: 7,000 


Ref: MAZ
 
Page 1 of 2
 
Date: June 26, 19871
 

Id. Nber: D 54893U
 

Phone:
 

Creation: 1969
 

Employees: 50
 

PRODUCTION
 
Process: Sawing, welding, assembling.
 

Age of machinery: from 15 to 1 year old
 
Installed capacity:
 
Used capacity: 35 %
 

Projects: Manufacturing of sectional
 
steel (equipment needed costs
 
F.B. 3.900.000)


Problems: 	Lack of space, condition of
 
machinery, lack of raw materials.
 

MARKETING AND SALES
 

Products: Window and door frames, car
 
and truck bodies.
 

Clientele:
 

Channels: Direct to customers.
 

Sales policy: Down payment on order
 
whose percentage varies with customer.
 

Competitors: MOBIMETAL and CHANIMETAL
 
in Kinshasa.
 

Problems:
 



Ref: MAZ
USAID PRIVATE SECTOR PROJECT DESIGN 

_Page 2 of 2
 

COMPANY PROFILE Date: June 26, 1987

COOPERS & LYBRAND 


STATEMIENT OF INCOME 

(1986) 

REVENUE: 
Sales: 6,500 

Other: 500 

TOTAL: 7,000 
EXPENSES: 
Raw materials: 4,950 

Other goods & services: 350 
Personnel: 850 
Overhead: 15 
Finance costs: 5 

TOTAL: 6,170 

GROSS MARGIN: 830 

Deprec.& Provision: (125) 

NET INCOME: 705 

1984 I 1985 1986 

Prod.(t.) 
Income. 
Margin % 5.0 10.0 20.0 
Invest. 

Books audited: Yes 

AVAILABLE EXTERNAL FINANCING 

SOURCES !Short-term Long-term 


Banks: 

Suppliers:
 
Clients:
 
Others:
 

Comments: dse banks only for checking
 
facilities. Loans refusei.
 

Banks used: UZB, NBK, Barclay's.
 
Bankinc services refused (reasons):
 

N.B: Zaires figurts arc- in 1,000 zaires. 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 

Buildings: 
Vehicles: 
Machinery: 1,150 

TOTAL: 1,150 

CURRENT ASSETS: 
Inventories: 230 

Receivables: 140 

Liquid assets: 475 

TOTAL: 845 

TOTAL kSSETS: 1,995 

STOCKHOLDERS-EQUITY: 
Common stock: 190 
Income retained: 120 

TOTAL: 310 

THIRD PARTIES LIABILITIES: 
Long-term debts: 1,025 

Short-term debts: 660 

TOTAL: 1,685 

TOTAL LIABILITIES: 1,995 
Liquidity ratio: 0.93 

REQUIRED FINANCING 

Needed monthly oper.cash: ± 600
 

Required short-term financing:
 

Required long-term financing:
 

Purchase of a sectional steel
 

manufacturing machine for
 

F.B. 3.900.000.
 

Liquidity ratio detil[,d as: (receivables + liquid assets) / short-term debts 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: MEN
 
Page I of 2
 

COOPERS & LYBRAND COMPANY PROFILE Date: June 26, 1987
 

Name: Menuiserie Ebenisteries DIAWA (Ent. Individuelle) Id. Nber: C 02589R
 

Address: 75, Ave. Dibaya, Z/Kasa-Vubu, KiN. B.P. Phone:
 

Shareholders: Cit. Diawa Nguanda Nkuaya (sole owner).
 

Manager: Cit. Diawa Nguanda 1st Oper: N/A Creation: 1953
 

since: 1983 Sales 1986: 1.600 Employees: 15
 

Activity: Carpentry, Wood-working, Sawmill.
 

PROVISIONING PRODUCTION
 
Raw materials: Wood and Plywood. Process:
 

Sources: Local 	 Age of machinery: From 30 to 10 years.
 
Installed capacity: 50 m3
 
Used capacity: 40 m3
 

Value of 1986 purchases: 260,
 
Delay (months): 1 month Projects: Equipment for standardized
 
Purchasing mode: Cash on order. mass production.
 

Problems: Problems: Equipment obsolete and in bad
 
cond tion, lack of financial resource
 
to purchase enough raw materials.
 

ADMINISTRATION 	 MARKETING AND SALES 

Personnel HManacers Workers ITOTAL roducts: Furniture, doors, plywood 
-______________~.. _____-.-----~..objects. 

Production
 
Admin. N/A
 
Sales Clientele: Kinshasa
 
Others
 

Channels: Direct sales.
 
Permanent 1984 1985I 1986
 
employees:
 

Sales policy: Cash on delivery,

Temp. workers: None usually downpayment required.
 

Average Nber o years in Cy: 5 years
 

Competitors: Other woodworkers in Kin.
Tra'.nina neec,.d: Woodworking and
 

Accountinc.
 
Problems: 

used: OPEZ
Trai irr;crq. 


Qiuabty e7aluation: Good 

N.E: Za:re far :r,. are n 1,000 zalres. 



-r 
Ref: MEN
PRIVATE SECTOR PROJECT DESIGN
USAID 
 IPage 2 of 2
 
Date: June 26, 1987
COMPANY PROFILE
COOPERS & LYBRAND 


STATEMENT OF INCOME 


REVENUE: 
Sales: 

(1986) 

Other: 

T
EXPENSES: 
Raw materials: 
Other goods & 
Personnel: 
Overhead: 
Finance costs: 

OTAL: 

services: 

N/A 

TOTAL: N/A 

GROSS MARGIN: N/A 

Deprec.& Provision: 

NET INCOME: N/A 

1984 j 1985 1986 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 

Buildings: 
Vehicles: 
Machinery: 

CURRENT ASSETS-
Inventories: 
Receivables: 
Liquid assets: 

TOTAL: N/A 

TOTAL: N/A 

TOTAL ASSETS: N/A 

STOCKHOLDERS-EQUITY: 
Common stock: 
Income retained: 

TOTAL: N/A 

THIRD PARTIES LIABILITIES: 
- - --Long-t rm debts:
 

Prod.(z.) 809, 1.184, 1.600, 

Income.
 
Margin % 

Invest.
 

Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term Lonq-term 


Banks: (A) 

Suppliers: 

Clients:
 
Others:
 

Comments: (A) Loan on inventory
 
collateral.
 

Banks used: BDP
 
Banking services refused (reasons):
 
Lack of security. 

N.B: Zaires figures art in 1,000 zaires. 

Short-term debts: 

TOTAL: N/A 

TOTAL LIABILITIES. 
Liquidity ratio: N/A 

N/A 

REQUIRED FINANCING 

Needed monthly oper.cash: ± 1.000,
 

Required short-term financing:
 
New equipment: SwF 102.000
 

Required long-term financing:
 
New equipment: SwF 170.000
 

Liquidity ratio defined as: (receivables + liquid assets) / short-term debts
 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: MET 
-Page 1 of 2 

COOPERS & LYBRAND COMPANY PROFILE Date: June 26, 1987 

Ndme: METALU (S.P.R.L.) 1~d. Nber: A 08658L 

Address: 1861, Ave. Gal. Bobozo, Kin.abva B.P. 16343 Phone: 
KINSHASA
 

Shareholders: Mr. A. CURIMBHOY (24 V, Mr. DERNELLE (52 V, Cit. BAHBULE (24%)
 

Manager: Mr. Dernelle 
 ist Oper: 1971 Creation:'1971
 

since: Sales 1986: 45.298, Employees: 82
 

Activity: Manufacturing of household appliances, aluminium doors and windows
 

PROVISIONING 

Raw materiels: Aluminium 


Sources: Imports (Europe and Brazil) 


1i36 purchases:
Value of 


Delay (months): 3 to 5 months 

Purchasing mode: Documentary credit, 


Prozlems: Lack of foreign exchange to 

purchase enough raw material. 


ADMINISTRATION 

Personnel jManaqers Workers TOTAL 
.... _ 

Production 
Admin. 
Sales 
Others 

Permanent 1984 1985 1986 

employees: 75 83 93 


Temp. workers: No
 

Average Nber of years in Cy: 15 years
 

Training needed: Quotation calculation
 

Training crg. used: INPP 


Quaiity eva1:Jato : Poor 

N.B: Zaire fig-ires are in 1,000 zaires.
 

PRODUCTION
 
Process: Aluminium stamping, iatherin%
 
cutting, assembliig.
 

Age of machinery: 1971
 
Installed capacity: 20 tons
 
Used capacity: 7 tons
 

Projects: New range of aluminium
 
household products (higher quality).
 

Problems: Age and condition of equip.
 
(pots and pans are lathered rather
 
than stamped).
 

MARKETING AND SALES
 

Products: Aluminium pots and pans,
 
Aliminium door and window frames and
 
on-site installation.
 

Clientele: Building contractors and
 
wholesalers. Biggest customers are
 
SCIBE, PLZ, NOGUEIRA, SIMIS, MAPENDO.
 

Channels: Whriesalers for household
 
ustensils, irdividuals and contractors
 
for aluminium frames.
 

Sales policy: Cash on order
 

Competitors: SOZALU, ALUKIVU
 

Problems: Competition of imported
 
products.
 



USAID [ PRIVATE SECTOR PROJECT DESIGN Ref: MET 
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COOPERS & LYBRAND COMPANY PROFILE Date: June 26, 1987 

STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 


Other: 


TOTAL: 

EXPENSES: 

Raw materials: 

Other goods & services: 

Personnel: 

Overhead. 

Finance costs: 


TOTAL: 


GROSS MARGIN: 


Deprec.& Provision: 


NET INCOME: 


45,293 


44,933 


90,226 


68,544 

-


6,700 

10,219
 
3,434 


88,897 


1,329 


(1,005) 


324 


1984 1985 1986 
-

Prod.(t.) 
Income. 
Margin % 
Invest. 

3 
I 

1 

Books audited: Yes 


AVAILABLE EXTERNAL FINANCING 


SOURCES 1Short-term Long-term 


Banks: (A) 

Suppliers: 

Clients:
 
Others: (B)
 

Comments: (A) Short-term loan
 
(B) Part of the short term
 
financing available and all of the
 
long term are borrowed from the
 

company's owners. 


Banks used: 6G=' 
Banking services refused (reasons): 

bank credit C' i.: reached. 

N.B: Zaires figures are in 1,000 zaires.
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Buildings: 13,439
 
Vehicles: 1,182
 

Machinery: 3,716
 

TOTAL: 18,337
 

CURRENT ASSETS:
 
Inventories: 44,564
 
Receivables: 7,247
 
Liquid assets: 4,206
 

TOTAL: 56,017
 

TOTAL ASSETS: 74,354
 

STOCKHOLDERS-EQUITY:
 
Common stock: 24,000
 
Income retained: 782
 

TOTAL: 24,782
 

THIRD PARTIES LIABILITIES:
 
Long-term debts: 12,392
 

Short-term debts: 37,180
 

TOTAL: 49,572
 

TOTAL LIABILITIES: 74,354
 
Liquidity ratio: 0.30
 

REQUIRED FINANCING
 

Needed monthly oper.cash: N/A
 

Required short-term financing:
 
Access to foreign exchange.
 

Required long-term financing:
 

Purchase of a stamping press for a
 

total of ± 6.000, z.
 

Liquidity ratio defined as: (receivables + liquid assets) / short-term debts
 
(V 



UISAID PRIVATE SECTOR PROJECT DESIGN {Page NGOI of2
Ref: 


COOPERS & LYBRAND 
 COMPANY PROFILE Date: May 26, 19871
 

Name: Naison NGOIE MUTELE - Private individual. Id. Nber: KO 6626M
 

Address: 161, Ave. Victimes Rebellion, L'SHI B.P. Phone:
 

Shareholders: Cit. NGOIE MUTELE INSHILAY, sole owner.
 

Manager: Cit. NGOIE MU'TELE 
 1st Oper: Creation: 1967
 

since: 1967 
 Sales 1986: 7,000 Employees: 55
 

Activity: Carpentry and cabinet making.
 

PROVISIONING 
 PRODUCTION 
Raw materials: Wood 
 Process: 

fabric for sofas. 

Sources: Local (100 %) Age of 
machinery: Old
 
Installed capacity: N/A
 
Used capacity: 20 %
 

Value of 1986 purchases: 5,900
 
Delay (months): 1 to 2 months 
 Pij'cts: Improvement of production

Purchasing mode: 45-days credit, building, purchase of new tools.
 

Problems: Unreliability of local wood Problems:
 
supply.
 

ADMINISTRATION 
 MARKETING AND SALES
 

Personnel Ianagers lWorkers TOTAL Products: Wood furniture (60 %)
 
-[J ----- Coffins (20 %)
 

Miscellaneous wood products

TOTAL 14 41 55 (20 %).
 

SClientele: 
 SNCZ (coffins), Gecamines
 

(tool handles), Individuals (furniture
 

Channels: Direct sales, Expo. shop on
Permanent 
 1984 11985 1986 production premises.
 
employees: 55 55 I 55
 

Sales policy: Credit: deposit (variable

Temp. workers: No 
 with size of order and client) plus
 

three monthly payments.

Average Nber of years in Cy: 15 years
 

Competitors: PIHA in Lubumbashi.
 
Trainiir needed: Technical tra]ning
 
of workers.
 

Problems: Not enough resources to
Trainii,q orq. used: None do an adequate marketing of the
 
company and its products.
 

Quailty evaluation:
 

N.L: Zaire ficures are in 1,000 zaires. 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: NGO 
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COOPERS & LYBRAND CO: 1ANY PROFILE Date: May 25, 1987 

STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 


Other: 


TOTAL: 

EXPENSES: 

Raw materials: 

Other goods & services: 

Personnel: 

Overhead: 

Finance costs: 


TOTAL: 


GROSS MARGIN: 


Deprec.& Provision: 


NET ISCOME: 


7,075 


7,075 


5,872 


1- 546 

J 

492 


6,910 


165 


165 


1984 1985_[ 1986 


Prod.(t.) 

Income. (not available)
 
Margin % 

Invest.
 

Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term Long-term 


Banks: (A) 

Suppliers: (B) 

Clients:
 
Others:
 

Comments: (A) BCZ loan in February
 
1987: 2,500 (details not available)
 
(B) 45-days suppliers'credit: 4,000
 

Banks used: BCZ, NBE, BDP. 

Banking services refused (reasons):
 

N/ A 

N.b: Zaries ficures are in 1,000 zaires. 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Buildings: 
Vehicles: 
Machinery: 590 

TOTAL: N/A 
CURRENT ASSETS: 
Inventories: 1,360 
Receivables: 6,150 
Liquid assets: 102 

TOTAL: 7,612 

TOTAL ASSETS: N/A 

STOCKHOLDERS-EQUITY: 
Common stock: 
Income retained: 

TOTAL: 7,449 

THIRD PARTIES LIABILITIES: 
Long-term debts. n/a 
Short-term debts: 1,500 

TOTAL: N/A 

TOTAL LIABILITIES: N/A 
Liquidity ratio: N/A 

REQUIRED FINANCING 

Needed monthly oper.cash: ± 1,000
 

Required short-term financing:
 
Working capital requested: 5,000
 

Required long-term financing:
 
- Purchase of new machines and tools
 

7,500
 
- Improvement and extension of product.
 

building: 2,000
 

Liquidity ratio defined as: (receivables + liquid assets) / short-term debts 



USAID PRIVATE SECTOR PROJECT DESIGN 
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CrJPERS & LYBRAND COMPANY PROFILE JDate: May 18, 1987 

Name: ROSIER (Anciens EtablissemeDts) - SPRL - ld. Nber: AO 4556A 

Address: 66, Ave. Industrielle, LUBUMBASHI B.P. 1616 Phone: 3552 

Shareholders: Cit. RWAKABUBA SHINGA 

Manager: 	Cit. NYAMUNCENZERA Nyanja Ist Oper: 1947 Creation: 1976
 
Directeur


since: n/a Sales 1986: 12,300 Employees: 52
 

Activity: Industrial ready-made garments manufacturing, Transport.
 

PROVISIONING 

Raw materials: Fabric. 


Sources: Imports, Gecamines'supply 

for its own orders. 


Value of 1906 purchases: 5,700
 
Delay (months): 

PurchasinQ mode: Cash on delivery, 


Problems: No credit for purchase of 

raw materials, 


ADMINISTRATION 


Personnel Managers Workers TOTAL 


Production 1 48 49
 
Admin. 3 3
 
Sales 

Others 


Permanent 1984 1985 1 1986
 
employees: 52 52 52 


Temp. workers: No 


Average Nber of years in Cy: 12 years 


Traininq needed: No 


Training 	org. used: None 


Quality evaluatl on:
 

N.B: Zaire laqurcs are in 1,000 zaires.
 

PRODUCTION
 
Process: Ready-made manufacturing,
 

Transport of agricultural
 
products.
 

Age of machinery: Old
 
installed capacity: N/A
 
Used capacity: 40 %
 

Projects: Extension of transport
 
activity.
 

Problems: Manufacturing equipment
 
should be renovated.
 

MARKETING AND SALES
 

Products: 	Work clothes,
 
Transport.
 

Clientele: For garments: Gecamines (50%
 
SNCZ, BRASIMBA (15 %).
 
For transports: Gecamines-Developpe

-ment (35 	'). 

Channels: Direct sales.
 
Sales policy: cash, except for
 
Gecamines (90-days credit).
 

Competitors: UTEXCO, SOFATEX in
 
Kinshasa, TRICOZA, COBROZA and
 
KASIMEX in Lubumbashi.
 

Problems: Major clients pay with long
 
delays.
 



1987 

USAID PRIVA"E SECTOR PROJECT DESIGN Ref: ROS
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1Date: May 18,
COOPERS & LYBRAND COMPANY PROFILE 


STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: Garments 7,914 


Transport 4,330 

Other: 


TOTAL: 12,274 

EXPENSES: 

Raw materials: 5,713 

Other goods & services: 1,414 

Personnel: 2,041 

Overhead: 333
 
Finance costs: 166 


TOTAL: 9,667 


GROSS MARGIN: 2,607 


Deproc.& Provision: 2,161 


NET INCOME: 446 


1984 1985 1986 


Prod.(t.) 

Income. 6,765 6,770 12,274
 
Margin % 2.8 3.8 3.6 

Invest. (from 1984 to 1986) 10,064
 

Books audited: No 


AVAILABLE EXTERNAl, FINANCING 


SOURCES Short-term Long-term 


Banks: (A) 

Suppliers:
 
Clients:
 
Others:
 

Comments: (A) Authorized overdraft
 
of 500.
 

Banks used: BCZ, BDP.
 
Banking services refused (reasons):
 
NI/A
 

N.B: Zaires figures are in 1,000 zaires.
 

BALANCE SHEET
 
(1'/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Buildings:
 
Vehicles:
 
Machinery:
 

CURRENT ASSETS:
 
Inventories: 

Receivables: 

Liquid assets: 


TOTAL: 8,250
 

5,397
 
3,242
 
n/a
 

TOTAL: N/A
 

TOTAL ASSETS: N/A 

STOCKHOLDERS'EQUITY: 
Common stock: 
Income retained: 

TOTAL: N/A 

THIRD PARTIES LIABILITIES: 
Long-term debts: 
Short-term debts: 2,687 

TOTAL: 2,687 

TOTAL LIABILITIES: 
Liquidity ratio: N/A 

N/A 

REQUIRED FINANCING 

Needed monthly oper.cash: ± 1,200
 

Required short-term financing: N/A
 

Required long-term financing:
 
Purchase of new equipment and spare
 
parts: up to 70 % on long term loan
 
(required amount not available).
 

Liquidity ratio defined as: (receivables + liquid assets) / short-term debts
 



- -----

Ref: SAB
USAID PRIVATE SECTOR PROJECT DESIGN 

Page 1 of 2
 

_ _T 
COMPANY PROFILE Date: May 18, 1987
COOPERS & LYBRAAD-- -

Id. Nber: A 046149Name: SABUNI Limited - SPRL 


Address: 18, Ave. Hahenge, LUBUiBASHI B.P. 56 Phone: 3881-5146
 

Shareholders: Mr. LENGEHA DULIA
 
FRANCO Family
 
Mrs. Eugenie GALANTE
 

Ist Oper: Creation: 1963
Manager: Mr. PRAHLAD PARBHU 

---....
Dir,.ctzur General 


Sales 1986: 172,000 Employees: 129
since: 24 years 

_ __ _ _,,__ _I __ _ _ _ __ _ _ 

Activity: Soap making.
 

PRODUCTION
PROVISIONING 


Raw materials: Palm oil, Salt, Brine Process: Chemical process.
Tand m.Lscl1aneous. 


Sources: Local for palm oil (Kasai), 


imports frnr RSA for the rest. 


Value of 1986 purchases: 133,000 

Delay (months): N/A 
Purchasing mode: cash (Max 30-days). 

Problems: PYlb oil supply irregular 
and insu t:,-ient. 

AD INISTRATION 


Personnel Hanacers Workers TOTAL 


Product ion
 
Admin.
 
Sales 

TOTAL 18 11 129 


-


Permanent 1984 1 1985 1986
 

employees: 12D 130 129
 

Temp. workers: No
 

Average Nb,,r of years in Cy: 16 years
 

Trainina needed: On-the-job taken 

car-. oJ by th,: company.
 

Trainlnm ort;. used: None. 

*.vaiuat ': nNRua: fy r 

N.B: Zar: tiOIrt:5 are in 1,000 zaires. 

Age of machinery: In good condition.
 
Installed capacity: 19,000 t/year.
 
Used capacity: 23 %
 

Projects: Production of glycerine,
 
modernization of the machinery.
 

Problems: Theft of finished product.
 

MARKETING AND SALES
 

Products: Vashing-soap (98 %) and 
toilet-soap (2 %) 

Clientcle: ± 100 customers in the whole
 
of Shaba, among which 16 large compa
nies for their own shops (fringe ben.)
 

Channels: Wholesalers and retailers.
 

Sales policy: Cash (Max. 30-days).
 

Competitors: AMATO in Lubumbashi,
 
MARSAVCO and SORGERI in Kinshasa.
 

Problems: Decrease of purchasing
 

power of consemer:;, even for essential
 

items like soap.
 



PRIVATE SECTOR PROJECT DESIGN Ref: SAB
USAID USAID 
 -7Page
2 of 2
 
COOPERS & LYBRAND I 


STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 


Other: 


TOTAL: 

EXPENSES: 

Raw materials: 

Other goods & services: 

Personnel: 
Overhead: 
Finance costs: 

TOTAL: 

GROSS MARGIN: 

Deprec.& Provision: 

NET INCOME: 

Prod.(t.) 
Income. 
Margin % 
Invest. 

8

1

3

984 

,236 
1.2 
716 

1985 
198 

123,755 
2.7 

461 

Books audited: No 


AVAILABLE K- RNAL FINANCING 


SOURCE'K Short-term Lon]g-term 

Banks: (A) 
Suppliers: 
Clients: 
Others:
 

Comments: (A) Open credit and
 
overdraft.
 

Banks used: BCZ, BDP, UZB, NBK.
 
Banking services refused (reasons):
 
No service requested.
 

CO:{PANY PROFILE Date: May 18, 1987
 

172,331 


3,171 


175,502 


132,768 

7,297 


21,402 

6,849
 

168,316 


7,186 


Ii1 


6,075 


1986 

- _Long-term 

IShort-term debts: 33,032
 
17...1
 

3.5 

717
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS:(book value not revalued)
 
Buildings: 
Vehicles: 
Machinery: 

CURRENT ASSETS: 
Inventories: 
Receivables: 
Liquid assets: 

TOTAL: 8,077 

34,271 
34,124 
11,677 

TOTAL: 80,072 

TOTAL ASSETS: 88,149 

STOCKHOLDERS-EQU
Common stock: 
Income retained: 

ITY: 
47,108 
8,009 

TOTAL: 55,117 

ITHIRD PARTIES LIABILITIES: 
debts: 

TOTAL: 33,032 

TOTAL LIABILITIES: 
Liquidity ratio: 1.38 

88,149 

REQUIRED FINANCING 

Needed monthly oper.cash: ± 21,000
 

Required short-term financing:
 

Required long-term financing: 
Medium-term loan to purchase: 
- Electrical boiler (50 000) 
- Oil trucks and tanks (25,000) 

N.B: Zaires fiiures are in 1,000 zaires.
 
Liquidily ratio defined as: (receivables + liquid assets) I short-term debts
 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: SAF
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COOPERS & LYBRAND COMPANY PROFILE Date: May 16, 1987
 

(Societe Afticaine de Tubes & Emballages) SPRLIId. Nber: AO 4571T
I 

Address: 7, Ave. Usoke, LUBU-MBASHT B.P. 2700 Phone: 3848
 

Shareholders: 	Mr. Guy SAELS
 
Cit. NKUNKU Fatetwe
 

Maiger: Mr. Guy SAELS 	 Ist Oper: 1958 Creation: 1958
 

since: 29 years 	 Sales 1986: 33,000 Employees: 67
 

Pctivity: Manufacturing of paper and carboard products.
 

PROVISIONING PRODUCTION
 
Raw materials: Rolls of paper. Process: Mechanical process.
 

Sources: RSA, Europe, some local Age of machinery: Old but good condit.
 
(ecamanes usual)y provide raw material Installed capacity: 1500 t/year
 
for manufacture of explosive tubes. Used capacity: 30 %
 
Vilue of 1986 purchases: 21,000
 
Delay (months): 3 to 5 months. Projects: -

Purchasing mode: Import licenses.
 

Problems: Lack of ready cash for Problems:
 
import and cost of capita' jock-up
 
due to delivery delay.
 

ADMINISTRATION 	 MARKETING AND SALES
 

Personnel Managers Workers TOTAL Products: School notebooks, Wrapping

4 paper. eggs carboard packages, 

Productioi, 1 52 53 carboard boxes, carboard tubes for 
Admin. 1 13 14 explosives, paper bags. 
Sales Clientele: Gecamines (21 V, RENAPI 
Others (19 k), Others (60 V. 

Channels: Direct sales to Gecamines
 
Permanent 1984 1 1985 1 1986 and printing shops, Wholesalers.
 
employees: 67 67 67
 

Sales policy: Cash (except Gecamines
 
Temp. workers: Occasionnaly. and SNCZ).
 

Average Nber of years in Cy: 10 years
 
Competitors: N/A
 

Training needed: No
 

Problems: Unfair competition from
 
Training org. 	used: None imported products which are taxed at
 

5 % against 10 % for the raw material
 
imported by SAFE".
 

Quality evaluation.
 

N.B: Zaire filures are in 1,000 zaires. 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: SAF
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COMPANY PROFILE Date: May 16, 1987
COOPERS & LYBRAND 


BALANCE SHEET
STATEMENT OF INCOME 

(1986) (12/31/1986)
 

FIXED ASSETS: (depreciated book value)
REVENUE: 

Sales: 33,001 	 Buildings: 25
 

Vehicles: 
 125
 

Other: 284 Machinery (+ Others: 620): 4,509
 

TOTAL: 4,659
TOTAL: 33,285 

CURRENT ASSETS:
 

Raw materials: 21,299 Inventories: 4,898
 

Other goods & services: 2,131 Receivables: 8,790
 
2,897
 

EXPENSES: 


Personnel: 6,502 Liquid assets: 


Overhead: 2,548
 
121 TOTAL: 16,585
Finance costs: 


TOTAL: 32,601 	 TOTAL ASSETS: 21,244
 

GROSS MARGIN: 684 	 STOCKHOLDERS'EQUITY:
 
Common stock: 154
 

Deprec..& Provision: 205 	 Income retained: 884
 

479 TOTAI: 	 1,038
NET INCOME: 


1984 1985 1986 THIRD PARTIES LIABILITIES:
 
-
Long-term debts: 


Prod.(t.) Sho-t-term debts: 20,206
 

Income. 18,100 17,900 33,000
 
1.0 1.5 	 TOTAL: 20,206
Margin % 1.3 


Invest. 1,000 1,000 1,151
 
TOTAL LIABILITIES: 21,244
 

Books audited: No Liquidity ratio: 0.58
 

AVAILABLE EXTERNAL FINANCING 	 REQUIRED FINANCI11G
 

SOURCES Short-term Long-term Needed monthly oper.cash: ± 4,000
 

Banks: X 	 Required short-term financing:
 

Suppliers: Working capital B. Sheet: 4,000 

Clients: I requested: N/A (for 

Others: production of school notebook which 
.are produced all year round and sold
 

Comments: No details available from June to September).
 

Required long-term financing: N/A
 

Banks used: BCZ, UZB, BDP.
 
Banking services refused (reasons):
 
Bank of Zaire credit regulations
 

N.B: Zaires figures are in 1,000 zaires.
 
Llq~lidlty ratio defined as: (receivables + liquid assets) / short-term debts
 



Ref: SAV
,SAID PRIVATE SECTOR PROJECT DESIGN 

_ _ IPage 1 of 2 

COMPANY PROFILE Date: May 14, 1987
COOPERS & LYBRAND 

aid. 


Name: SAVA et MILLER-Prvt.Ne:K271
 

Address: 588, Ave. Mahenge, LUBUMBASHI 


Shareholders: Mr. Louis MILLER
 

Manager: Mr. Louis MILLER 


since: 1971 


Activity: Fancy-leather work.
 

PROVISIONING 


Raw materials: Leatherette 


Sources: RSA and Italy, either 

directly or through local importers 


(RAPHAELLY, POPOROS). 

Value of 1986 purchases: 6,700
 

Delay (months): N/A 

Purchasing mode: Import licences or
 
cash.
 

Nber: K 20751Q
 

B.P. Phone: 3840
 

1st Oper: N/A Creation: 1971
 

Sales 1986: 9,000 Employees: 25
 

PRODUCTION
 

Process: hand tooling
 

.qceof machinery: Old but good condit.
 
5in.tdihd capcity: N/A
 
Usetd capacity, 15 %
 

Projects: -

Problems: Shortage of foreign currency Problems:
 

and cost of cash lock-up. Unreliabi

lity and cost of local supply.
 

MARKETING AND SALES
ADMINISTRATION 


Products: Imitation-leather travel
Personnel Managers Workers TOTAL 

bags (50 V, School satchels (50 %).
 

TOTAL 1 22 23 
TOTAL___ 1_____ - Clientele: Wholesalers (in all of 

Zaire). 

Channels: Direct sales to wholesalers.
 

F.rmanent 1984 1 1985 1 1986
 

employees: 34 26 23
 
Sales policy: 30-days credit.
 

Temp. workers: No
 

Average Nber of years in Cy: 10 years
 
Competitors: N/A
 

Training needed: N/A
 

Problems:
 
Training org. used: None
 

Quality evaluation:
 

N.B: Zalre f(iures are in 1,000 zaires. 



USAID j PRIVATE SECTOR PROJECT DESIGN Ref: SAV
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COOPERS & LYBRAND COMPANY PROFILE Date: May 14, 1987
 

STATEMENT OF INCOME 

(1986) 


RE'iENUE: 

Sales: 8,953 


Other: 1,076 


TOTAL: 10,029 


EXPENSES: 

Raw materials: 6,728 

Other goods & services: 

Personnel: 1-- 2,313 

Overhead: J
 
Firance costs: 798 


TOTAL: 9,839 


GROSS MARGIN: 190 


Deprec.& Provision: 72 


NET INCOME: 118 

1984 1985 1986 

Prod.

Incomt.. 8,033 8,487 8,953
 

Margin % 4.2 1.5 1.3

Invest. 0 0 0
 

Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term Long-term 


Banks: (A) 

Suppliers: 

Clients: 


Others:
 

Comments: (A) Cash advances.
 

Banks used: BCZ
 
Banking services refused (reasons):
 
Bank credit ceiling reached.
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)

Buildings: 129
 

Vehicles: 266
 
Machinery: 157
 

TOTAL: 552
 
CURRENT ASSETS:
 

Inventories: 2,653
 
Peceivables: 781
 
Liquid assetr: 300
 

TOTAL: 3,734
 

TOTAL ASSETS: 4,286
 

STOCKHOLDERS'EQUITY:
 

Common stock: 687
 
Income retained: 292
 

TOTAL: 979
 

THIRD PARTIES LIkBILITIkS:
 

Long-term debts:
 
Short-term debts: 3,307
 

TOTAL: 3,307
 

TOTAL LIABILITIES: 4,286
 

Liquidity ratio: 0.33
 

REQUIRED FINA1CING
 

Needed monthly oper.cash: ± 1,200
 

Required short-term financing:
 
Working capital B. Sheet: 2,000
 

requested: 20,000 (?)
 

Required long-term financing: N/A
 

N.B: Zaires figures are in 1,000 zaires.
 
Liquidity ratio defined as: (receivables + liquid assets) / short-term debts 



USAID PRIVATE SECTOR PROJECT DESIGN Ref: SIR 
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COOPERS & LYBRAND COMPANY PROFILE IDate: May 14, 1987 

Name: S.I.R. (Societe des Industries Reunies) - SPRL ld. Nber: KO 24010 

Address: 27, Ave. Usoke, LUBUMBASHI B.P. 180 Phone: 2185 

Shareholders: Cit. YABILI Yalala Asani 
Cne. YABILI Sungu Neru (spouse) 

Manager: Cne. YABILI Sungu Neru 1st Oper: 1974 Creation: 1974 

since: 1982 Sales 1 86: 9,200 Employees: 20 

Activity: Manufacturing of leather and rubber work shoes. 

PROVISIONI G 

Raw materials: Leather, Reactives for 

rubber processing, Rubber.
 

Sources: Imported leather (Colombia 

via Belgium) and reactives. 

Local rubber. 


Value of 1986 purchases: 5,600
 
Delay (months): 10 months. 

Purcha.-ing mode: Import icences. 


PRODUCTION
 
Process: -


Age of machinery: Fairly recent.
 
Installed capacity: 100 000 pairs/year
 
Used capacity: 15 %
 

Projects: Manufacturing of plastic
 
boots and shoes, Tannery, Tyre
 
retrading.
 

Problems: Lack of foreign exchange for Problems: Training of personnel.
 
imports, cost of cash lock-up.
 

ADMINISTRATION 


Personnel Managers Workers TOTAL 


Production 1 16 
Admin. 1 -
Sales 2 
Others 

Permanent 1984 1 1985 I1986 

employees: 23 22j 20
 

Temp. workers: 9 


17
 
1
 
2 


Average Nber of years in Cy: 5 years
 

Training needed: Technical training
 
of workers and quality control.
 

Training org. used: Project with
 
"Centre Technique du Cuir" (France)
 
and CDI (EEC .
 

Quality evalijation: Pro3ect has yet
 
to start.
 

MARKETING AND SALES
 

Products: Leather work shoes (90 %)
 
CTC boots (5 V, Glass cuttings (5 V
 

Clientele: Gecamines (20 V, SODIMIZA
 
(15 %), SNCZ (10 V, ONATRA (10 %),
 
Other companies (45 %).
 
Channals: Direct sales (80 V, Agence
 
in Kinshasa (15 V, Sales reps. (15 )
 

Sales policy: 30 to 90-days credit on
 
delivery.
 

Competitors: BATA in Kinshasa.
 

Problems: Cost of customers'credit.
 

N.B: Zaire figures are in 1,000 zaires.
 



Ref: SIR

PRIVATE SECTOR PROJECT DESIGN
USAID 
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COOPERS & LYBRAND 
OF, 


STATEMENT OF INCOME 

(1986) 


F 

REVENUE: 

Sales: 


Other: 


TOTAL: 

EXI'ZNSZ: 

Raw materials: 

Other goods & services: 


Personnel: 

Overhead: 

Finance costs: 


TOTAL: 


GROSS MARGIN: 


Deprec.& Prcvisnc:.: 


NET INCOME: 


1984 I 1985 

COMPANY PROFILE 


9,168 


975 


10,143 


5,619 

2,253 


602 

145
 
551 


9,170 


973 


884 


89 


1986 


Prod.(t.) 

7,713 9,168
Income. 5,163 


Margin % 3.7 17.3 1.0 


2,9 0 278 1,859
Invest. 


Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES 


Banks: 

Suppliers: 

Clients: 

Others: 


Comments: 

of 1,000 


IZhort-term Long-term 


(A) 

(B) 


(C' 


(A) Open cashier's credit
 
(6 months, 42 %) renewable
 

(B) 60-days credit by local suppliers
 

(C) Partners' loan of 6,000.
 

Banks used: BCZ 

Banking services refused (reasons):
 

Bank of Zaire credit ceiling.
 

FIXED ASSETS: 

Buildings:
 
Vehicles:
 
Machinery:
 

Date: May 14, 1987
 

BALANCE SHEET
 
(12/31/1986)
 
(12/31/1986)
 
(depreciated book value)
 

4,569
TOTAL: 


CURRENT ASSETS:
 
5,921
Inventories: 

1,957
Receivables: 


456
Liquid assets: 


TOTAL: 8,334
 

TOTAL ASSETS: 12,903
 

STOCKHOLDERS'EQUITY:
 
3,000
Common stock: 


334
Income retained: 


TOTAL: 3,334
 

THIRD PARTIES LIABILITIES:
 
1,284
Long-term debts: 

8,285
Short-term debts: 


TOTAL: 9,569
 

12,903
TOTAL LIABILITIES: 

Liquidity ratio: 0.29
 

REQUIRED FINANCING
 

Nee-ed monthly oper.cash: ± 1,100
 

Required short-term financing:
 

Working capital B. Sheet: 4,000
 
requested: 18,000
 

Invoice discounting to free cash.
 

Required long-term financing:
 

- Tannery: ± $ 200,000
 
- Tyre retrading: ± S 150,000
 

- Manufacture of plastic boots and
 

shoes: ± $ 400,000.
 

in 1,0 0 zaires.N.B: Zaires fiQur,:s are 
liquid assets) / short-term debts
as: (i,:ceivables +Liquidity ratio defined 




USAID PRIVATE SECTOR PROJECT DESIGN Ref: SOM 
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COOPERS & LYBRAND COMPANY PROFILE Date: May 14, 1987 

Name: SOMETOLE (Societe de Mecanique et de Tolerie) - SPRLIId. Nber: AO 4716B
 

Address: 5, Ave. Mahenge, LUDUMBASHI B.P. 2698 Phone: 2773-4485
 

Shareholders: CHANIC --Bruxelles (60 )
 
Private Zairian individuals (40 %
 

Manager: Mr. Robert COUSSY 


since: 1984 


Activity: Metal working.
 

PROVISIONING 

Raw materialz: Sheet-metal, rails 


Sources: RSA (100 %). 


Value of 1986 purchases: 29,000
 
Delay (months): 4 months. 

Puw hasing mode: Import licences.
 

.1-,lems: Lack of cash for import of 

enough raw mate-ials. 


ADMINISTRATION 


Personnel Manage:s Workers TOTAL 


Production 9 35 44 
Admin. 5 4 9 
Sales 
Others 19 19 

Permanent 1984 11985 1986 

employees: 55 64 72
 

Temp. workers: No 


Average Nber of years in Cy: 25 years
 

Training needed: Metal working.
 

Training org. used: Not any more.
 

Quality evaluation: Existing organiza
tions totally inefficient.
 

N.5: Zaire fioures are in 1,000 zaires. 


list Oper: 1949 Creation: 1949
 

{Sales 1F,86: 56,000 Employees: 72
 

PRODUCTION
 
Process: Mechanical
 

Age of machinery: Fairly recent.
 
Installed capacity: ± 1200 t/year
 
Used capacity: ± 300 t/year
 

Projects:
 

Problems: Shortage of qualified and
 
experienced foremen.
 

MARKETING AND SALES
 

Products: Miscellaneous (heavy) metal
 
products, cotiugated iron, stamped
 
metal products, metal frames, etc...
 

Clientele: Gecamines (50 V, TABAZAIRE
 
(10 V, AFRIDEX (10 %), BENAGLIO (10%)
 

Channels: Direct contacts and contract
 
bidding procedure.
 

Sales policy: 50 % cash-on-order,
 
remaining cash-on-delivery.
 

Competitors: MECELZA in Lubumbashi.
 

Problems: Payment delays by Gecamines.
 

-. , 



USAID 
 PRIVATE SECTOR PROJECT DESIGN Ref: SOM
 

COOPERS & LYBRAND COMPANY PROFILE 


STATEMENT OF INCOME 

(1986) 


REVENUE: 
Sales: 56,544 

Othcr: 

TOTAL: 
EXPENSES: 
Raw materials: 
Other goods & services: 
Personnel: 
Overhead: 
Finance costs: 

56,544 

29,053 
5,028 

15,170 
3,626 

130 

TOTAL: 53,007 

GROSS MARGIN: 


Deprec.& "rovision: 


NET INCOMe: 

1984 

Prod.(t.) 200 
Income. 17,600 
Margin % 3.2 
Invest. 500 

Books audited: No* 


3,537 

382 

3,155 

1985 1986 

329 
28,000 

3.5 
700 

n/a 
56,500 

2.8 
800 

AVAILABLE EXTERNAL FINANCING 


SOURCES IShort-term Long-term 


Banks: (A) 

Suppliers: 9,100 (B) 

Clients: 1,300 (B) 

Others: 1,300 (B) 


Comments: (A) Open credit of 9,000 

(36 %, 6 months) in 1987 to import
 
raw materials (cost: ± 2,500)
 
(B) re: Balance Sheet 1986.
 

Banks used: BCZ. 

Banking services refused (reasons): 

Bank of Zaire credit regulations.
 

N.B: Zaires figures are in 1,000 zaires.
 

FIXED ASSETS: 

Buildings: 


Vehicles: 

Machinery: 


Page 2 of 2
 

Date: May 14, 1987
 

BALANCE SHEET
 
(12/31/1986)
 
(depreciated book value)
 

-


655
 
855
 

TOTAL: 1,510
 
CURRENT ASSETS: 
Inventories: 10,590 
Receivables: 3,447 
Liquid assets: 4,549 

TOTAL: 18,586 

TOTAL ASSETS: 20,096 

STOCKHOLDERS'EQUITY: 
Common stock: 30 
Income retained: 2,212 

TOTAL: 2,242 

THIRD PARTIES LIABILITIES: 
Long-term debts: 2,581 
Short-term debts: 15,274 

TOTAL: 17,854 

TOTAL LIABILITIES: 20,096 
Liquidity ratio: 0.52 

REQUIRED FINANCING 

Needed monthly oper.cash: ± 6,600
 

Required short-term financing:
 
Working capital B. Sheet: 30,000
 

requested: 50,000
 
Availability of foreign exchange at
 
a better rate (6 months credit, risk
 
of change covered)
 

Required long-term financing:
 
The company has a project to build
 
and equip a railroad wagons repair
 
yard but technical and financial
 
evaluation not yet prepared (required
 
amounts not determined).
 

Liquidity ratio defined as: (receivables + liquid assets) / short-term debts
 



USAID 	 PRIVATE SECTOR PROJECT DESIGN Ref: SON
 
_____________ ____ ___ ___ ____ ___ ____ ___ __-Page 1 of 2 

COOPERS & LYBRAND 
 COMPANY PROFILE 
 Date: June 26,
 

Name: SONPEK 	 (S.P.R.L.) (Id. Nber: C 15573E
 

Address: 1370, Ave. St. Christophe, 	Limete, B.P. 6181 Phone: 78005
 
KINSHASA
 

Shareholders: 	Mr. Lelo TANGI
 
Hr. Sadi TANGI
 

Manager: Mr. Nensala TANGI 	 ist Oper: 1971 Creation: 1970
 

since: 1970 	 Sales 1986: 87.000, Employees: 37
 

Activity: Industrial production of paints and chemicals.
 

PROVISIONING PRODUCTION
 
Raw materials: Chalk, Resins, Pigments Process: Crushing, Mixing..
 
etc..
 

Sources: Local and Imports 	 Age of machinery: From 1971 to 1885
 
Value of 1986 purchases: Installed capacity: 3.600 tons
 
Local: 1.800, Used capacity: 1.000 tons
 
Import: 600,
 

Delay (months): 3 months. Projects:
 
Purchasing mode: Documentary credit
 
and cash on order for local product-


Problems: Problems: Market decrease, lack of
 
foreign exchange for imports of raw
 
materials and parts.
 

ADMINISTRATION 	 MARKETING AND SALES
 

Personnel Managers Workers TOTAL Products: Paints (98 %), Glue (1 %
 
--- varnishes (I %). 

Production 33 
Admin. 2 
Sales 2 Clientele: Customers of Kinshasa, but 
Others - mainly ONATRA and CHANIMETAL (rust 

proof paints).
 
37 Channels: Private contracts and closed
 

Permanent 1984 1985 1986 tenders.
 
employees: 48 54 37
 

Sales policy: 30-days credit to best
 
Temp. workers: No customers, otherwise cash on order.
 

Average Nber cf years in Cy: 7 years
 
Competitors:
 

Training needed:
 

Problems:
 
Training org. used:
 

Quality evaluation:
 

.L: Za:re figures are in 1,000 zaires. 



Ref: SON
PRIVATE SECTOR PROJECT DESIGN
USAID 
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Date: June 26, 198"7
COMPANY PROFILE
COOPERS & LYBRAND 


STATEMENT OF INCOME 

(1986) 


REVENUE: 

87,000
Sales: 


-
Other: 


TOTAL: 87,000 


EXPENSES: 

Raw materials: 40,000 


Other goods & services: 4,000 


Personnel: 12,000 


Overhead: 8,000
 

Finance costs: 
 1E0 


TOTAL: 64,180 

GROSS MARGIN: 22,820 

Deprec.& Provision: (190) 

NET INCO:!E: 
1984 1985 

19 

22,630 
1986 

-

Prod.(t.) 
Income. 
Margin 
Invest._______ 

I 1.115 

13 

1.077 

12 

816 

13 

Books audited: No 

AVAILABLE EXTERNAL FINANCING 

SOURCES IShort-term Long-term 

Banks: (A) 

Suppliers: (B) 

Clients: 

Others: 


Comments: (A) Overdraft
 
(B) Foreign suppliers'credit.
 

Banks used: UZB, BCZ.
 
Banking services refused (reasons):
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
140
Buildings: 


Vehicles: 
 540
 
1,614
Machinery: 


TOTAL: 2,294
 

CURRENT ASSETS:
 
24,464 (?)
 

Receivables: 

Inventories: 


2,900
 
332
Liquid assets: 


TOTAL: 27,696
 

TOTAL ASSETS: 29,990
 

STOCKHOLDERS'EQUITY:
 
Common stock:
 
Income retained:
 

TOTAL: N/A
 

THIRD PARTIES LIABILITIES:
 
Long-term debt : 295
 

Short-term dtbcs: 2,531 

TOTAL: 2,826 

TOTAL LIABILITIES: N/A
 
Liquidi.ty ratio: 1.27
 

REQUIRED FINANCING 

Needed monthly oper.cash: N/A 

Required short-term financing:
 
Foreign exchange needed to purchase
 

,enough raw materials to produce at
 
reasonable capacity: $ 250.000
 

Required long-term financing:
 

.
..
_____.
- - _-=___-_.. ... ____ . ..... f 

N.B: Zaires figures are in 1,000 zaires.
 

Liquidity ratio de!ined as: (receivables + liquid assets) / short-term debts
 

I 

http:Liquidi.ty
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COOPERS & LYBRAND 	 COMPANY PROFILE Date: June 26, 1987
 

Name: SOZABAT (S.P.R.L.) 	 Id. Nber: A 22090L
 

Address: 76, Bd. Lumumba, Hasina, KINSHASA B.P. 10397 Phone: 77210
 

Shareholders: 	Chloride Group PLC (99 )
 
Cit. Tshibangu (1%)
 

Manager: Mr. B. VAN DEN DRIESSCHE 1st Oper: 1973 Creation: 1976
 

since: 1986 	 Sales 1986: 48,000 Employees: 67
 

Activity: Manufacturing of car batteries.
 

PROVISIONING PRODUCTION
 
Raw materials: Corkdust, Sodium, Lead Process:
 
oxyde, Sulfuric acid, Epoxy glue...
 

Sources: Mostly local (Lead ± 300 t/y) Age of machinery:
 
Value of 1986 purchases: Installed capacity: 40000 to 70000 bat.
 
Local : 1.500 	z. Used capacity: 18000 batteries
 
Import: FB 3.000.000
 

Delay (months): I months Projects: Lead recycling oven, Lead 
Purchasing mode: Documentary credit. oxyde manufacturing, Polypropylene 

batteries (cost 60.000, z.) 
Problem:s: Lac): of raw materials (plant Problems: 
had to close during 3 months in 1986) 

ADMiNISTRATION 	 MARKETING AND SALES
 

Personnel Managers Workers TOTAL Products: Car and truck batteries, 
--. _ _ Acid. 

Production 49 
Admin. 10 
Sales 1 Clientele: All of Zaire, mainly PIREZA, 
Others 7 PIESAUTO, MOTUKA, COMINCA, and various 

dtstributors. 
67 Channels: Wholesalers. 

Permanent 1984 1 1985 1 1986 
employees: 66 76 67 

Sale- policy: 30-days credit. 
Temp. workers: Occasionnaly. 

Average Nber of years in Cy: N/A
 
Competitors: Impor'ers (only plant of
 

Training needed: English language this type in Zaire).
 
for supervisors.
 

Problems:
 
Training org. used: English Language
 
Center.
 

Quality evaluation: Satisfactory.
 

N.B: Zaire figures are ni 1,000 zaires. 



-- 
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COOPERS & LYBRAND COMPANY PROFILE Date: June 26, 1987 

STATEMENT OF iNCOHE 

(1986) 


REVENUE: 

Sales: 45,000 


Otner: 3,000 


TOTAL: 48,000 

EXPENSES: 

Raw materioIs: 32,000 

Other goods & services: 5,000 

Personnel: 10,000 

Overhead: 2,700
 
Finance costs: 500 


TOTAL: 50,200 


GROSS MARGIN: (2,200) 


Deprec.& Provision: (1,500) 


NET INCOME: (3,700) 


1984 1985 1986 


Prod.(t.) 

Income.
 

Margin % 

Invest.
 

Books audited: Yes 


AVAILABLE EXTERNAL FINANCING 

SOURCES Short-term Long-term 


Banks: 

Suppliers: 

Clients: 

Others:
 

Comments: (A) Overdraft, Documentary
 
credit, Short-term loan, Invoice
 
discounting.
 
Financial costs : 1.200, z./year.
 

BGIZ.
BDP, BCA, UZB, BCZ,
Banks used: 


Banking services refused (reasons):
 
Bank ot Zaire credit limitations.
 

N.B: ZaIres faqures are in 1,000 zaire-
Liquidi t ratio defined as: (receivablcs 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Buildings: 10,000
 
Vehicles: 1,500
 
Machinery: 5,700
 

TOTAL: 17,200
 
CURRENT ASSETS:
 
Inventories: 13,000
 
Receivables: 6,000
 
Liquid assets: 6,000
 

TOTAL: 25,000
 

TOTAL ASSETS: 42,200
 

STOCKHOLDERS-EQUITY:
 
Common stock: 5,700
 
Income retained: 2,000
 

TOTAL: 7,700
 

THIRD PARTIES LIABILITIES:
 
Long-term deots: 1,400
 
Short-term debts: 33,100
 

TOTAL: 34,500
 

TOTAL LIABILITIES: 42,200
 
Liquidity ratio: 0.36
 

REQUIRED FINANCING
 

Needed monthly oper.cash: ± 12.500,
 

Required short-term financing:
 
Banking loan: 2.000, at 35 %
 
IBRD loan : 10.500, at 35 %
 

Required long-term financing:
 
Improvement of existing equipment
 
and purchase of mini-smelter for a
 
total of 60.000, z.
 

liquid assets) / short-term debts 
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COOPERS & LYBRAND COMPANY PROFILE iDate: June 26, 1987
 

Name: SOCIETE NATIONALE DE LA MAIN D'OEUVRE (S.P.R.L.) [Id. Nber: C 51571R
 

Address: 93, rue Luvua, KINSHASA 
 B.P. 201 Phone:
 

Shareholders: Cit. TSHIMBUKA and his children (40 %)
 

Manager: Cit. Tshimbuka Dumi Buba 1st Oper: 1960 Creation: 1969
 

since: 1960 
 Sales 1986: 3.150, Employees: 100
 

Activity: Salary administration for private companies.
 

PROVISIONING 

Raw materials: Office supplies. 


Sources: Local 


Value of 1986 purchases: 50,
 
Delay (monchs): 

Purchasing mode: Cash payment 


Problems: 


ADMINISTRATION 


JPersonnel lManagers Workers TOTAL 


Production 


Admin. Ipersonnel 

Sales j 

O0thers
 

10 1'
100 

Permanent 1984 1985 19E6
employees : 

Temp. workers:
 

Average Nber of years in Cy: 22 years
 

Training needed: General administr.
 
and labour code.
 

Training org. used: None
 

uality evaluaticn: 

;.B: Zaire figures are in 1,000 zaires. 

PRODUCT ION
 
Process: Service bureau
 

Age of machinery: 1985 (computer)
 
Installed capacity:
 
Used capacity:
 

Projects: Owner wishes to diversify
 
into Commerce and Agriculture.
 

Proble__
 

MARKETING AND SALES
 

Products: Establishment of salary
 
chck and administrative documentsfor client companies, counseling in
 

management.
 
Clientele:
 

Channels: Small and medium enterprises.
 

Sales policy: Payment 
on invoicing
 

Competitors:
 

Problems:
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COOPERS & LYBRAND COMPANY PROFILE Date: uune 26, 19 87 

STATEMENT OF INCOME 

(1986) 


RZVENUE: 

Sales: 3,158 


Other: -chinery: 


TOTAL: 3,158 

EXPENSES: 

Raw materials: 81 

Other goods & services: 35 

Personnel 680 

Overhead: 
 480
 
Finance costs: 31 


TOTAL: 1,307 


GROSS MARGIN: 1,851 


Deprec.& Provision: (89) 


NET INCOME: 1,762 


19F4 1985 1986 


Prod.(t.) 

income.
 

Margin % 43 55 1 

Invest.
 

Books auditeC: No 


AVAILABLE EXTERNAL FINANCING 


SCURCE7' Short-t3rm Long-term 


Bankb: (A) 

Suppliers:
 
Clients (B)
 
Others:
 

Comments: (A) BCZ loan: 50, z.
 
(B) lients pay 50 % in advance.
 

Banks used: BCZ, NBK, BDP, UZS, CADEZA
 
Banking erices refused (reasons):
 

N.B: Zaires figures are in 1,006 Zaire-. 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Biildings: 577
 
Vehicles: 208
 

186
 

TOTAL: 971
 
CUnRENT ASSETS:
 
Inventories: 19
 
Receivables: 180
 
liquid assets: 50
 

TOTAL: '149
 

TOTAL ASSETS: 1,220
 

STOCKHOLDERSEQUITY:
 

Common stock: 1,064
 
Incme retaine: 14
 

TOTAL: 1,073
 

THIRD PARTIES LIABILITIES:
 
Long-tern debts:
 
Shore-term debts: 142
 

TOTAL: 142
 

TOTAL LIABILITIES: 1,220
 
Liquidity ratio: 1.61
 

REQUIRED FINANCING
 

Needed monthly oper.ca-h: N/A
 

Required short-terr. financing:
 

Required long-teri. financing:
 
Owner wishes tc borrow 50.000, to
 
start agricultural and ranching
 
activities.
 

Liquadit" ratio defined as: (receivables + liquid assets) / short-term debts 



USAID PRIVATE SECTOR PROJECT DESIGN 


COOPERS & LYBRAND COMPANY PROFILE 


Name: TANGI et Frezes/ MOUSSE (S.P.R.L.) 


Address: 159, 9eue rue, Li;ete, KINSHASA B.P. 6181 


Shareholders: Mr. Lelo Tangi
 
Mr. Sadi. Tangi
 

Manager: Mr. Nenala TANG! 1.st Oper: 1978 


Ref: TAN
 
-Page 1 of 2
 
Date: June 26, 1987
 

JId. Nber: AO 4754S
 

Phone: 77361
 

Creation: 1978
 

since: Sales 1986: 26.000, Employees: 72 

Activity: Plastic and foam products, Mattresses. 

PFOVISIONING 11RODUCTION 
Raw materials: Folyale (62 V, Process: Mass rroduction (Foam 85 % 
TDI (30 %) (Mattresses 15 %). 

Sources: Imports (Fed. Rep. of Germany Age of machinery: From 1977 to 1985. 
and BelgiuT). 


Value of 1986 purchases: 1.200,
 
Delay (months): 1 to 3 months 

Purchasing mode: Documentary credit
 

Problems: Lack of foreign exchange to 

import raw materials and spare parts
 

ADMINISTRATION 


Personnel Managers Workers TOTAL 
---

Production 
Admin. 

Sales 
Others 

Permanent 1984 1 1985 1986 

employees: 29 62 72
 

Temp. workers: None 


Average Nber of years in Cy: 5 years
 

Training needed: Accounting and
 
basic administrutlon.
 

Training org. used: None
 

Quality evaluation:
 

N.E: Zaire figures are in 1,000 zaires.
 

Installed capacity: 330 tons
 
Used capacity: 50 tons.
 

Projects:
 

Problems:
 

MARKETING AND SAbES
 

Proeucts: Foam mattresses and other 
sheets (85 V, Spring mattresses 

(15 )
 

Clientele: Kinshasa, mainly TUBETRA,
 
DECOMEUBLES, Ets. M.K., MEUBEFLEX.
 

Channels: Wholesalers and some direct
 
sales to final customers.
 

Sales policy: 30-days credit to wholes
-alers of repute, otherwise cash on
 
order.
 

Ccmpetitors:
 

Problems:
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COOPERS & LYBRAND COMPANY PROFILE Date: June 26, 1987 

STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 25,000 


-


Other: 


TOTAL: 25,000 

EXPENSES: 

Raw materials: 14,000 

Other goods & services: 870 

Personnel: 4,500 

Overhead: 3,000
 
Finance costs: 300 


TOTAL: 22,670 


GROSS MARGIN: 2,330 


Deprec.& Provision: (60) 


NET INCOME: 2,270 


1984 1985 1986 

_ 


Prod.(t.) 28 84 45 

Income.
 
Margin % 4.0 9.0 12.0 

Invest.
 

Books audited: No 


AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term Long-term 


Banks: (A) 

Suppliers: (B) 

Clients: 

Others:
 

Comments: (A) Overdraft
 
(B) Foreign suppliers'credit.
 

Banks used: UZB, BCZ.
 
Banking services refused (reasons):
 

N.h: Zaires figures are in 1,000 zaires.
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (depreciated book value)
 
Buildings: 
Vehicles: 

Machinery: 

738 

-

CURRENT ASSETS: 
Inventories: 
Receivables: 
Liquid assets: 

TOTAL: 738 

14,480 
2,800 

40 

TOTAL: 17,320 

TOTAL ASSETS: 18,058 

STOCKHOLDERS-EQU
Common stock: 
Income retained: 

ITY: 
150 
36 

TOTAL: 186 

THIRD PARTIES LIABILITIES:
 
Long-tera debts: 2,149
 
Short-term debts: 13,000
 

TOTAL: 17,872
 

TOTAL LIABILITIES: 18,058
 
Liquidity ratio: 1.33
 

REQUIRED FINANCING
 

Needed monthly oper.cash: ± $ 80.000
 

Required short-term financing:
 
$ 250.000 to purchase enough raw
 
materials.
 

Required long-term financing:
 

Liquidity ratio defined as: (receivables + liquid assets) / short-term debts
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COOPERS & LYBRAND COMPANY 	PROFILE IDate: May 12, 1987
 

Name: TARICA Freres - SPRL 	 Id. Nber: AO 4755T
 

Address: 1-3 Ave. Usoke, LUBUMBASHI B.P. 2321 Phone: 2229
 

Shareholders: 	MASANGU a Mwanza
 
KAYUMBA Mfunwabana
 
Famille TARICA
 

Manager: MASANGU a Mwanza Jist Oper: N/A Creation: 1973
 
Administrateur-Directeur F
 

since: 9 years JSales 1986: 227,000 Employees: 104
 

Activity: Corn milling
 

PROVISIONING PRODUCTION
 
Raw materials: Corn Process: Milling, Bagging
 

Sources: Shaba (100 ) 	 Age of machinery: ± 15 years
 
Installed capacity: ± 30.000 t./year
 
Used capacity: ± 60 %
 

Value of 1986 purchases: 160,000
 
Delay (months): 6 months (harvest) Projects: Manufacture of candles
 
Purchasing mode: 70 % of the total
 
value cab-on-order in April.
 
Problems: Corn purchasing from April Problems: Machinery needs to be reha
to October to be financed with short- bilitated.
 
term credit.
 

ADMINISTRATION 	 MARKETING AND SALES
 

Personnel Managers Workers TOTAL 	 Products: Corn flour.
 

TOTAL 19 105 124
 

(breakdown by sector not available) 	 Clientele: MIBA (41 V, SNCZ (37 V,
 
GCM (18 V, Others (4 V.
 

Channels: Direct sales.
 
Permanent 1984 1 1985 1 1986
 
employees: N/A N/A N/A
 

Sales policy: 30-days and documentary
 
Temp. workers: 100 duriDg the harvest credit.
 
for bag handling.
 
Average Nber of years in Cy: 5 years
 

Competitors: AMATO Freres, AGRICOM,
 
Training needed: Two millers should Gecamines-Developpement.
 
be trained abroad.
 

Problems: Unfair competition from the
 
Training cig. used: None Zambian flour (does not pay custom
 

taxes and heavily subsidized by
 
Government).
 

Quality evaluation:
 

N.B: Zaire figures are in 1,000 zaires.
 
I,,'
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COOPERS & LYBRAND COMPANY PROFILE Date: May 12, 1987
 

STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 227,756 


Other: 877 


TOTAL: 228,663 

EXPENSES: 

Raw materials: 163,370 

Other goods & services: 

Personnel: 1 49,580 

Overhead: 
 J 
Finance costs: 8,846 


TOTAL: 221,796 


GROSS MARCIN: 6,837 


Deprec.& Provision: 3,835 


NET INCOME: 3,002 


1984 1985 1986 


Prod.(t.) 

Income. 138,900 235,100 227,800
 
Margin % 0.4 1.4 1.3 

Invest. (total 1984-1986) 6,100
 

Books audited: Once (Coopers & Lyb.) 


AVAILABLE EXTERNAL FINANCING 


SOURCES Short-term Long-term 


Banks: 70,000(A) 

Suppliers: 34,800(B) 

Clients: 


Others:
 

Comments: (A) seasonal agricultural
 
credit to finance purchases during
 
harvest time (6 months),
 
(B) suppliers'credit (6 months).
 

Banks used: BCZ, BDP, UZB, NBK.
 
Banking services refused (reasons):
 
Credit ceiling reached by banks.
 

N.B: Zaires figures are in 1,000 zaires.
 

BALANCE SHEET
 
(12/31/1986)
 

FIXED ASSETS: (not revalued)
 
Buildings: 684
 
Vehicles: 2,438
 
Machinery (and Others: 14) 7,181
 

TOTAL: 10,313
 
CURRENT ASSETS:
 
Inventories: 2,286
 
Receivables: 69,879
 
Liquid assets: 5,043
 

TOTAL: 77,208
 

TOTAL ASSETS: 87,521
 

STOCKHOLDERS'EQUITY:
 
Common stock: 2,500
 
Income retained: 8,227
 

TOTAL: 10,727
 

THIRD PARTIES LIABILITIES:
 
Long-term debts: n/a

Short-term debts: n/a
 

TOTAL- 76,794
 

TOTAL LIABILITIE' 87,521
 
Liquidity ratio: N/A
 

REQUIRED FINANCING
 

Needed monthly oper.cash: ± 27,700
 

Required short-term financing:
 
Working capital requested: 200,000
 

obtained : 70,000
 

Required long-term financing:
 
Rehabilitation of the milling equip
ment: ± $ 60,000.
 

Liquidity ratio defined as: (receivables + liquid assets) / short-term debts
 



USAID PRIVATE SECTOR PROJECT DESIGN 


COOPERS & LYBRAND COMPANY PROFILE 


Name: UPEKO (Usine de Peinture Kombe) - Ent. Individuelle 


Address: 39, rue Paulisi, Ngaliema, KINSHASA B.P. 12281 


Shareholders: Cit. KOMBE DI NZIUKI (Sole owner).
 

Manager: Cit. Kombe Di Nziuki 1st Oper: 1977 


since: 1977 
 Sales 1986: 6.011, 


.ctivity: Manufacturing of paints and other such products.
 

Ref: UPE
 
Page 
1 of 2
 
Date: June 26, 1987
 

[Id. Nber: C 52502W
 

Phone: 80101
 

Creation: 1977
 

Employees: 16
 

PROVISIONING 

Rak iaterials: Titanium oxyde, Chalk 

powder, resins, pigments, etc...
 

Source.: 100% local 


Value of 1986 purchases: 367,
 
,Delay (nonths): 0 

Purchasing mode: Cash on order 


Problems: Difficulties to find a 

reliable and stable local source of
 
raw materials.
 

ADMINSTRATION 


Personnel Manaqers Workers TOTAL 
-Glue 

Production 
Admin.sales I I 

OthersI 

4 12 16 
Permanent 1984 1985 1986 
employees: 13 14 16 

Temp. workers: t 10 

Average Nber of years in Cy: 6 

Training needed.: Marketing 
and Technical training for workers. 

Tra:nlng crc. used: Nore 

QuaiI ty eva lat on: 

N.E: Zalre figires are in 1,000 zaires.
 

PRODUCTION
 
Process: Mixing of prepared components
 

Age of machinery: 1977
 
Installed capacity: 275 tons
 
Used capacity: variable with sales.
 

Projects: Manufacturing of waterproof
 
paint and purchase of spare parts for
 
existing equipment (12.000, z.)
 
Problems:
 

MARKETING AND SALES
 

Products: Paints and varnishes (75%),
 
(5%) , Thinner (5%) , Wall
 

protecting coats (15%).
 

Clientele: Building contractors in
 

Kinshasa, Bandundu and Bas-Zaire.
 

Channels: Direct sales to contractors
 
and sales through wholesalers.
 

Sales policy: Cash on order, sometimes
 
downpayment and credit (2 nonths max.)
 

Competitors: All paint manufacturers
 

Problems:
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COOPERS & LYBRAND COMPANY PROFILE 


STATEMENT OF INCOME 

(1986) 


REVENUE: 

Sales: 


Other: 


TOTAL: 

EXPENSES: 

Raw materials: 

Other goods & services: 


Personnel: 

Overhead: 

Finance costs: 


TOTAL: 


GROSS MARGIN: 


Deprec.& Provision: 


NET INCOME: 


1984 i9t5 
I 

Prod.(t.)
Income. 35,5 44,7 

,argin %Invest.I 

lbooks audited: No 


6.011 


-


6.011 


3.243 

345 


516 

420
 

4.524 


1.427 


(54) 


1.433 


1986 


85,3
 

AVAILABLE EXTERNAL FINANCIN 


SOURCES Short-term Long-term 


Banks: 

Suppliers: 

Clients:
 
Others:
 

Comments: Only source of financing is
 
owner's equity.
 

Banks used: Barclay's
 
Banking services refused (reasons):
 
Too srall to be of interest.
 

N.B: Za:res figures are in 1,000 zaires.
 

FIXED ASSETS: 

Buildings: 

Vehicles: 

Machinery: 


Date: June 26, 19871
 

BALANCE SHEET
 
(12/31/1986)
 
(depreciated book value)
 

883
 
106
 
245
 

TOTAL: 1.243
 
CURRENT ASSETS: 
Inventories: 1.083 
Receivables: 36 
Liquid assets: 470 

TOTAL: 1.589
 

TOTAL ASSETS: 2.823
 

STOCKHOLDERS'EQUITY:
 
Common stock: 922
 
Income retained: 1.434
 

TOTAL: 2.356
 

THIRD PARTIES LIABILITIES:
 
Long-term debts: 0
 
Short-term debts: 467
 

TOTAL: 467
 
-


TOTAL LIABILITIES: 2.823
 
Liquidity ratio: 1.08
 

REQUIRED FINANCING 

Needed monthly oper.cash: ± 250, 

Required short-term financing: 
Short-term loan of 10.000, z. 

Required long-term financing:
 

Liquidity ratio defined as: (receivables + liquid assets) / short-term debts
 


