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PREFACE 

Egyptian Women and Microent-rprise: The Invisible Entrepreneursis among the first in-depth 
surveys of female entrepreneurship. The study is also significant because it ;.!ovides the most ext-nsive 
comparative analysis to date of female and male business owners and of the difficulties each group 
experiences. The study present empirical evidence on the way women distribute their resources, the way 
they balance business and domestic priorities, and the way their business growth patterns compare to 
those of men. Funded jointly by the U.S. Agency for International Development-Washington/Bureau for 
Research and Development/Office ofWomen in Development (R&D/WID) and USAID/Cairo. this survey 
was initiated as a meiodulogical test for R&D/WID before that office undertakes similar studies of 
women and entrepreneurship in other regions. The report was also intended to synthesize lessons learned 
from WI) activities and from A.I.D.'s Growth and Equity Through Microenterprise Investments and 
Institutions (GEMINI) Project being implemented by Development Alternatives, Inc. 

Anothe: purpose, of the survey was to provide information to USAID/Cairo to help guide the 
expansion of its enterprise development portfolio. USAID/Cairo is a leader among USAID missions in 
this field and will soon replicate its successful Rural Small Scale Enterprise Project as the Small 
Enterprise Credit Project for urban areas. 

The 	focus of the study w.s threefold: 

0 	 Determine tle ature and extent of women's participation in the informal sector as owners 
aad operat,"s of small- anC aicro-scale enterprises by examining activity sectors, business 
sizes, ownership patterns, types and numbers of employees, profitability, failure rates, 
financing, assets, production levels, and markets; 

I 	 Identify the constraints and problems faced by women entrepreneurs in the informal sector, 
specifying those that they share with men and those that are special to women; and 

* 	 Suggest interventions or changes in the policy or institutional environment that would 
alleviate the orstraints faced by female entrepreneur, and improve their opportunities. 
Specifically, the study was diu to give new directions to A.I.D. project interventions 
and identify changes in .Aisting projects that would help address the need- of women 
entrepreneurs. 

The study's team leader was Dr. Jean Weidemann of Weidemann Associates, Inc. She managed 
the complete study and wrote the final report, conducted a review of U.S. literature, synthesized the 
Egyptian and U.S. reviews oi literature, and designed the specific methodology (including the sample 
design, and the design and testing of a precoded entreorcaeur's questionnaire). 

Dr. Weidemann worked with Zohra M,.rabet of North South Consultants Exchange, a consulting 
firm in Cairo, in designing the loan officer's qaestionnaire, field testing and revising the entrepreneur's 
and loan officer'. questionnaires, analyzing and interpreting data, and preparing the final report. Ms. 
Merabet and her staff conducted the Egyptian review of the literature, carried out the Management 
Information System work and case studies, collaborated in testing the questionnaires, translated the 
qiestionnaires into Arabic, administered the entrepreneur and loan officer questionnaires, entered data 
from the precoded questionnaires, cleaned and verified the data, and prepared two-way cross tabulations. 
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External events set back the planned time table for completion of this project. Because of 
USAID-mandated administrative procedures, it took six months to select an Egyptian contractor to help 
with the field survey. The August 1990 haqi invasion of Kuwait and the 1991 Gulf War further delayed 
the study. The literature review and questionnaire design began in January 1991. The team leader made 
the first field visits in March-April 1991. Most of the data were collected in August-October 1991. Data 
entry and data analysis were completed between October and December 1991. The final report was 
drafted in December 1991. 
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EXECUTIVE SUMMARY 

Female entrepreneurs in Egypt make up a dynamic class of business owners that has gone largely
unnoticed in official circles. Female-owned businesses are typically components of the informal sector 
- they are usually small, self-financing, sole proprietorships that rely on family labor, require low skill 
levels to run, and sell directly to the consumer. Typically they are unregistered, do not maintain bank 
accounts, do not apply for credit from mainstream credit institutions or operate in public places, and do 
not keep business records. It is not surprising therefore that these businesses escape official scrutiny. 
Their owners are invisible entrepreneurs. 

Egypt's 55 million people are almost equally divided between rural and urban areas, with over 
12 million in greater Cairo alone. The economy has recently been strained by the 1991 Gulf War that 
produced a downturn in the three traditional sources of foreign currency: worker remittances, tourism, 
and Suez Canal fees. Rigid domestic price controls, tight import restrictions, an overvalued exchange 
rate, and low domestic energy prices have created distortions in the economy. Currently, the Government 
of Egypt (GOE), supported by the International Monetary Fund (IMF), the World Bank, the U.S. Agency
for International Development, and other major donors, is striving to achieve economic reform. The 
government is liberalizing the economy, easing constraints on the private sector by moving prices closer 
to opportunity cost, increasing the role of the private sector, and making the economy more responsivw 
to market forces (USAEf 1989). 

Economic adjustment will increase the importance of the informal sector, because this sector has 
traditionally been a buffer in times of downward mobility for workers losing jobs in the formal economy.
The informal sector also contributes to upward mobility for the poor who eke out a living in the slums, 
the streets, and sweat shops. Egypt's informal sector is absorbing some of the 350,000 repatriated
workers and their families following the August 1990 Iraqi invasion of Kuwait, just as it assimilated 
returnees during previous downturns in the oil-based economies of the region. 

USAID/Cairo has placed growing emphasis on small- and micro-sca!e enterprise (SME)
development over the last decade. The mission has significantly stepped up its efforts within the past few 
yea-s with two SME projects. One is the Cairo and Alexandria urban-based Small and Microenterprise 
Development (SME) Project (263-1212), designed to increase employment and profitability in small firms 
(6-15 employees) and in micro manufacturing businesses (1-5 employees). Under this project, two 
privately managed foundations deliver credit, technical assistance, and training to the entrepreneurs. The 
second project is the Rural Small Scale Enterprise (RSSE) component of the Local Area Development 
Project (263-0182). RSSE provides credit to rural and urban small- and micro-scale entrepreneurs
through the branches of the National Bank for Development in Damietta and Sharkeya. Two mare 
initiatives are under way. The Small Enterprise Credit (SEC) Project (263-0228) will replicate and 
expand upon the successful mechanisms of the RSSE project in greater Cairo. It will cooperate with the 
World Bank's Social Fund to ameliorate the effects of economic adjustment. A Credit Guaranty
Company for Small Scale Entrepreneurs is a new and innovative project directed at small-scale enterprises
(except trade) that includes doctors, medical centers, and laboratories. 
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Reliable data on the informal sector and on microeaterprises, especially female participation in 
the sector, are scarce.' This study of Egyptian women and small- and micro-scale enterprises was 
commissioned to determine the nature and extent of female economic participation in the informal sector; 
identify constraints, whether sociocultural, technical, or financial, to the expansion of female 
participation; and make recommendations to USAID for enhancing opportunities for female 
entrepreneurship in existing and proposed Agency projects. Entrepreneurs in the SME and RSSE projects 
participated in the survey with a comparison group of entrepreneurs selected according to procedures 
described in Chapter Two. 

The study was carried out in three stages and resulted in two additional products. The first stage 
was a review of Egyptian and U.S. literature on female entrepreneurship and the informal sector. In the 
second stage, the Egyptian subcontractor consolidated preliminary background data on the two USAI) 
enterprise projects. This involved entering data from records of 5,926 borrowers from the projects' 
Management Information Systems (MIS).2 The third stage involv;ed design of a precoded questionnaire 
and collection of primary data from 323 Egyptian small- and tricro-scale entrepreneurs.3 The sample 
included males and females in rural and urban areas. Although not originally in the scope of work, a 
second questionnaire was developed and administered to 47 lcan officers from the two projects. The 
purpose of this second stuvey was to help USAID/Cairo develop strategies for expanding its SME 
program. A fifth and final product of the study, a series of mini case studies, was added to illustrate the 
variances in female-owned businesses. These narratives provide perspective on, and enliven, the 
empirical data collected (see Appeftix A). 

The entrepreneur's questionnaire had six main sections: 

* Characteristics of the household; 

" Characteristics of the entrepreneur; 

* Characteristics of the enterprise; 

- Type/ownership of business and premises 
- Business history 
- Business operations 
- Business assets 
- Inputs 
- Product sales and marketing 
- Income 
- Problems and constraints 

Jensen (1991) reported that there were at least 375,000 microentrepreneurs in Egypt, with an 
estimated 75 percent of SMEs located in Cairo and Alexandria, which contain 25-30 percent of the 
country's population. USAID (1989) reported there are 250,000 urban-based manufacturing small 
enterprises, and more than 800,000 rural enterprises in Egypt. 

2 This task proved to be larger than anticipated, since RSSE records were in the form of handwritten 
loan applications, and although SME had an automated MIS, data for certain variables impoitant for this 
study were not available. 

I These results are the basis for most of the analysis presented in this report. 
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- Use/control of business income
 
- Attitudes about business growth and location
 

* 	 Participation in financial markets; 

* 	 Training/technical assistance; and 

* 	 Questions addressed to SME and RSSE project borrowers only. 

The entrepreneur's questionnaire was field-tested with more than 25 entrepreneurs. Four 
revisions preceded the full survey. The final Arabic version took approximately 70 minutes to 
administer. A sample of 92 female and 123 male borrowers was randomly selected from the universe 
of 5,926 borrowers in the SME and RSSE projects." Entrepreneurs in a comparison group were also 
randomly selected (N=59 males and 49 females).' 

KEY FINDINGS AND CONCLUSIONS 

The results should be viewed as pilot and exploratory. This was the first study of its kind under 
the Growth and Equity Through Microenterprise Investments and Institutions (GEMINI) Project, and 
subsequent work in this area is crucial to get a reliable picture of female entrepreneurs. 

* 	 One striking finding was that 38 percent of households in the sudy were dependent on 
women's income for survival. Women's earnings are a family safety net, ensuring survival 
when the husband is unemployed or absent. 

* 	 Equally remarkable was the dynamism of the microenterprise sector. Fully 59 percent of 
female and 72 percent of male entrepreneurs said they planned to expand their businesses. 
This represents 67 percent of the 323 entrepreneurs interviewed; this expansion (if effected) 
should create employment and income with few governmert resources spent or services 
provided. 

* 	 More women were in services than in trade, which ranked second, and few were in 
manufacturing. Women are generally under-represented in manufacturing worldwide. 

" 	 The primary motivation for women and men to get into business differed slightly. 
Interestingly, women were more likely -to be seeking increased income (62 percent) when 
compared with men (39 percent). Men were more likely than women to be seeking 
independence (40 percent) when compared with women (19 percent). 

* 	 Women received smaller loan sizes from the projects, but were more satisfied with loan sizes 
than were men. 

4 The universe of borrowers for the control group consisted of 5,242 males and 684 females; by 

design, females are over-represented in the sample. 

' Refer to Chapter Two on survey methodology. 
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" 	 Women have been in business for a shorter time than have men. Fifty percent of women 
have been in business less than five years compared with only 29 percent of men. 

" 	 Fewer females (4 percent) were previously involved in failed businesses than were men (16 
percent). 

* 	 Ninety percent of women used personal spings or gamaye (rotating savings and loan 
association) to start their businesses, while men listed their work outside Egypt as well as 
personal savings as thei: primary sources of capital. 

" 	 Women's businesses (35 percent) were less frequently registered than were men's (56 
percent). 

* 	 More women (70 percent compared with 18 percent of men) started their businesses from 
home. Not surprisingly, more women (53 percent) continued to run their businesses from 
their homes than did men (19 percent). 

* 	 Half of the women surveyed would prefer a home-based business to an outside location, even 
if they made significantly less profit. Only 10 percent of men felt the same. 

* 	 Women were more likely to run their businesses part-time than were men and to work certain 
periods of the day, often in the evening. 

* 	 Male businesses tended to receive more credit for supplies than female businesses, and to 
extend less credit to customers. Seventy percent of women paid cash in advance or on 
delivery for supplies and materials, and 87 percent extended terms to their clients. This 
creates working capital problems for female-run businesses. 

" 	 Of the loan officers surveyed, 28 percent said that weekly visits consumed too much time to 
identify new clients and one-third said that weekly visits consumed too much time to 
supervise problem borrowers. 

Characteristics Shared by Male and Female Entrepreneurs 

* 	 The number of visits and the number of days required to receive a project loan were similar 
for both men and women borrowers, suggesting equitable project procedures. 

* 	 Both male and female entrepreneurs expressed a compelling need for working capital. 

* 	 Both men (88 percent) and women (87 percent) entrepreneurs tended to be sole proprietors. 

* 	 Both female (91 percent) and male (84 percent) entrepreneurs lived within 15 minutes of their 
businesses. 

* 	 There was little gender difference in management of businesses - 93 percent of males and 
90.5 percent of females managed their businesses regularly. 

* 	 Both female (77 percent) and male (72 percent) entrepreneurs kept no business records; this 
was not an unexpected finding for small- and micro-scale entrepreneurs. 
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* 	 There were few gender differences in use of income derived from the business - about two
thirds of both men and women used the income to support personal and family consumption.
Abxut 35 percent of males and 30 percent of females reinvested in their businesses. 

* 	 Both men and women expressed the opinion that they would prefer a higher income to more 

leisure time, if their business started operating more efficiently to allow such a choice. 

* 	 Few females or males expressed a need for technical or business training from the prcjects. 

* 	 Few men (12 percent) and women (8 percent) had savings besides the amount required by 
the project. 

IMPLICATIONS FOR USAID PROGRAMMING 

Identifying and Approaching Women Clients 

Encourage loan officers to be proactive in identifying women clients. These methods could 
include surveying businesses, inquiring in the neighborhoods, asking business owners already in the 
program, and querying social workers and nongovernmental organization (NGO) officers if they know 
of female entrepreneurs who need assistance. 

Consider that women are more likely to be discouraged by neighbors, relatives, and spouses
in applying for project loans. Although women have considerable autonomy, it is still advisable to keep 
males in their families well informed about the project. 

Consider different communications vehicles to inform women about projects. Women must 
be sought out, as mo't will not likely come forward. They are also less literate and will not respond to 
written announcements about project services. Future projects must take these factors into consideration. 

Recognize the reasons why women go into a particular business. Women were more likely 
than men to go into a business that could be done from home or a business that could easily be combined 
with domestic responsibilities. Other responses such as "knowing the business" or "getting raw 
materials" did not seem to elicit much different response rates between males and females. Males, 
however, seemed much more attuned to market conditions. Nearly twice as many males as females 
mentioned "good market" as a reason to produce a particular product or provide a service. 

Assisting Female Entrepreneurs 

A small business program must be decentralized to meet the needs of clientele who are home
or neighborhood-based. 6 New methods must be explored to identify these female business owners and 
to help their businesses. Some of these methods might include using loan officers to observe and ask in 
neighborhoods, using more female loan officers who could enter houses, and working with the gamaye
associations that are popular in Egypt to identify potential entrepreneurs. 

I In this survey, 91 percent of women and 84 percent of men worked within 15 minutes of home. 
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Emphasize working capital versus fixed capital. A major program implication flowing from 
these findings is the inappropriateness of using fixed capital financing to encourage small business 
develorment. Although this type of financing may be useful to a small minority of businesses, it does 
nothing for the large majority with working capital constraints. The evidence seems overwhelming that 
working capitil is the key to successful microenterprise development, especially for women. 

Investigate means to get women (and men) into savings programs. It makes good sense to 
involve women as savers. In this survey, few men (12 percent) and women (F percent) had savings 
besides any required by the project. In Egypt's Agricultural Production Credit Program, women 
constituted 19.8 percent of borrowers but 25 percent of savers (NSCE 1989). M!rouk (1989) also reports 
high savings rates for women. The ability to accept deposits is a desirable feature in financial institutions 
because it expands lending capability, protects portfolios, and fulfills an often unmet need among women 
and the poor. Many credit schemes that have high female participation rates, such as the ACCION 
programs i': Latin America, the Baden Kredit Kecamatan in Indonesia, :nd the Grameen Bank in 
Bangladesh, require compulsory savings. Interestingly, the structuie of the savings component or 
instrument seems more relevant in determining savings rates than gender of the depositor. Except for 
project participants, there is extremely low participation in the formal banking system at even the most 
rudimentary level, such as having a current account. 

Place less emphasis on training of entrepreneurs. Neither men nor women expressed a need 
for it at this point. To overcome the severe technological barriers that Egyptian women confront, 
consider funding visits to other countries for leading female entrepreneurs to view alternative 
technologies. Women have less exposure to the outside world, travel less, have lower literacy in Arabic, 
and less ability to read foreign language trade and business magazine. than do men. 

Design assistance programs that take women's work schedules into consideration and that 
do not require large blocks of time. Day-long training programs or lengthy travel away from the 
buginess site would have a 'isproportionate impact on female entrepreneurs and their families. This is 
because women tend to work part-time during certain segments of the day. 

Continue to target women by emphasizing the informal sector because fewer women than men 
register their businesses. 

Consider targeting women in any poverty-oriented program. Women in the survey had an 
average of 4.75 persons fully dependent on them versus 4.2 dependents 'or men. This implies that female 
entrepreneurs are in business because of need and should be included in poverty programs. 

. Consider assisting the apprenticeship system that is widespread in Egypt. Apprenticeships 
are actually trade schools functioning at no expense to the government. The skills learned and the 
equipment used in apprenticeships are often more appropriate than government-sponsored vocational 
schools. After training, masters often help set up apprenices in business and even "job-out" parts of 
production to former apprentices. USAID might explore a strategy used in a World Bank project in 
Indonesia to encourage female entrepreneurship in Egypt. Loans or scholarships are given to students 
to study at private institutions or workshops as apprentices. 

Consider u subchapter for women in the Alexandria Businessmen's Associations. Names of 
selected future associations should not imp!y that only males can join, since wonen are generally shy 
about approaching a group that seems male dominated. 
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Include more upscale women's businesses by targeting unemployed university graduates in 
commerce and economics. For example, in Alexandria, a female graduate unable to get a job started 
a successful boutique and a home-b., sed embroidery business. 

Increase women's awareness of the more remunerative markets. The confectionery and 
wedding cake business has a 50 percent profit margin compared with a 15 percent margin in poultry 
raising, and yet is an unsaturated market in many areas. 

Consider using or developing women's groups. Although solidarity groups are not so necessary
here as in other countries because repayment rates are already high in Egypt, groups do raise self
confidence, empower women, and assist illiterate women to retain knowledge. With group lending,
transaction costs are often shifted from the financial institution to the group that distributes, monitors, 
and collects loans. Economies of scale are significant when the lender does not have to form the 'roup.
Financial institutions and projects can identify existing women's groups, such as gamaye, or obtain 
assistance in organizing new groups. This can be done through government workers, agriculural 
extensionists, adult education staff, social workers, or home economists. 

Consider using local "anchor" women. These would be respected women whe know many
other women and the neighborhood. They could serve as project paraprofessionals. This strategy has 
been successful with other women's programs in the Middle East. 

Do not limit SME programs to manufacturing businesses, or fewer women will be attracted. 
Consider encouraging petty trading among woraen; petty traders turned out to be no riskier than other 

, segments in the RSSE project test cases. Trading was also a successful microenterprise in the 
ADEMI project (Rubio 1991). 

Discard the false dichotomy between khe "productive" manufacturing sector in which men 
are more likely to operate and the service/retail sectors in which women are more likely to be found. 
The busineses in this survey created employment for 790 people (30 of which were part-time). This 
equated to 2.45 positions per business. There was little difference between female and male entrepreneurs
in the number of jobs created, although female businesses tended to make more use of fam2y and part
time labor. 

Loan Officers 

Every attempt should be made to attract qualified female loan officers because 26 percent
of Ayomen in the survey prefer them. Female loan officers might be sought from armong older women 
with less family responsibilities or younger unmarried graduates. However, the gender of loan officers 
is probably not so important as their understanding of the dynamics of female-run business,-,. Several 
male loan officers in the RSSE project and the Alexandria group of the SME project had high numbers 
of female borrowers. When asked, they had adopted special techniques to identify women clients. These 
officers could be mentors and should be used in training sessions to help other officers. For cultural 
reasons, some young, unmarried male loan officers could have some difficulty working with women 
entrepreneurs in their homes. For female loan officers, there are social constraints in Egypt that prevent
them from working late at Pight, which is often a necessity to reach small business owners. 

Consider reducing frequency of loan officer visits where weekly visits are still the norm. 
Loan Officers in the study perceived these as too time-consuming and as preventing them from finding 
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new clients and working with problem clients. Twice-monthly visits may be sufficient, with more 
frequent visits to problem clients. 

Offer brief training sessions for loan officers about the dynamics and differences bitween 
female and male busineses, using these survey ,esults as a basis for the cmiriculum. It is important 
to teach loan officers that home-based businesses are acceptable. The pr.survey interviews ana the survey
results suggest that women's home-based businesses were taken iess seriously. In developed countries, 
honie-based businesses are the wave of ihe future.7 

Recognize that lomt officers gave lower ratings to female borrowers. This co3,ild " an 
indictioa that female borrowers need stronger support and closer loan supervision. Loan officers also 
showed some frustratic. -'th female business owners about operating from home, not expanding, and 
not introducing new feattues into their businesses. Loan officem need to understand better the different 
values and responsibilities ofwomen, and their particular entrepreneurial growth patterns and preferences. 

Rezognize that monetary ncentives to increase numbers of female clients do not appear
appropriate. Of the 47 loan officers surveyed, 78 percent said they covid meet a quoa of 20 percent
of female borrowers in their loan portfolio. Twenty-two percent (all males) said to do so would be 
difficult, but only a few of these said a monetary incentive would help them achieve this. It would appear
miore appropriate to use training measures rather than cash incent;ves to encourage loan officers to attra t 
more female borrowers. 

7 The trend in the United States, made possible for service businesses by computer and 
telecommunications technologies, is for workers to choose home as the work place of choice. Top Chief 
Executive Officer's of selected corporations are operating out of their homes, and lower-level workers 
are working at home linked to their offices by computers. Advertisements by IBM, AT&T, and Fujitsu
advocate home-based work, and there are organizations and special trade magazines for the exploding 
numbers of home-based workers. 
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CHAPTER ONE 

BACKGROUJND AND INTRODUCTION 

CURRENT ISSUES IN THE EGYPTIAN ECONOMY 

Ninety-vine percent of Egypt's 55 milliua inhabitants live on 4 percent of its land in the Nile 
Valley, the Delta area, and a few oases. Already among the most densely populated areas of the world 
with more than 2,700 people per square mile, Egypt's population is projected to be 70 million by the year
2000. In 1988, the population growth rate was 2.5 percent and the per capita GNP was $650. The 
economy has recently been strained by the 1991 Gulf War, which produced a downturn in the three 
traditional sources of foreign currency: worker remittances, tourism, and Suez Canal fees. Rigid
domestic price controls, tight import restrictions, an overvalu, 4 exchange rate, and low domestic energy
prices have created distortions in the economy. Currently, the Government of Egypt (GCE), supported
by the International Monetary Fund (IMF), the World Bank, the U.S. Agency for International 
Development, and other major donors, is striving to accomplish economic reform through structucal 
adjustment. The government is working toward a more libaralized economy, easing of constraints on the 
private scwr by moving pices closer to their true opportunity cost, increasing the role of the private 
sector, and mtking the economy more responsive to market forces (USAID 1989). 

Poverty and Unemployment 

Egypt's already high unemployment and poverty may be exacerbated by structmal adjustment.
Statistics from the 1986 census show on unemployment rate of 14.6 percent, or 2 million persons out of 
work in a total labor force of 14 million. This problem has become more critical with the recent return 
of an estimated 350,000 workers wii, their families following the August 1990 invasion of Kuwait by
Iraq. Despite a high per capita caloric intake, poverty exists, primariy in rural areas.' Tale incidence 
of poverty in Egypt has been estimated at 25 percent of households. Significantly more of the poor live 
in Upper Egypt than in the Delta. The smaller urban centers of the Delta and Upper Egypt are the 
second major pockets of poverty. The economic activities of the poor are agriculture and services; 
probably less than 10 percent are in manufacturing. 

The poor are split into approximately three equal groups: farmers and farm workers, nonfarm 
rural wckers, and nonfarm urban workers. Economic reform will affect these groups differently. Those 
directly engaged in agriculture will likely benefit from higher prices for agricultural products, but may
suffer from cuts in social service infrastructure. The nonfarming urban poor are likely to suffer most in 
the short term from higher food prices, but in the long run they can be expected to benefit from growth
in manufacturing of exports and corresponding increases in urban employment. To buffer the effects of 
economic reform on the poor, the World Bank is currently wor!iig with the GOE on a social 
development fund with four majo" components that will aid microenterprise development. 

1 E-ypt's daily caloric intake of 3,213 per capita surprisingly exceeds that of such countries as Israel, 
Korea, Japan, and Finland (World Bank 1990 Atlas). Per capita protein intake is 82 grams/day. 
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Small- aul Micro-scale Enterprise in Egypt 

Small- and micro-scale enterprises (SMEs) are crucial to the smooth functioning of national
political and economic systems.2 They have always served as a buffer during periods of economic
change, providing employment for those who lose jobs in the formal economy during an economic
downturn, and contributing to upward mobility for the poor. Economic adjustment in Egypt is likely to
escale.-, the importance of SMEs, many of which are in the informal sector.' Egypt's informai sector
is absorbing some of the recently fired civil servants. It is also absorbing some of the 350,000 repatriated
workers and their families following the August 1990 Iraqi invasion of Kuwait, just as -tassimilated 
returnees during previous downturns in the oil-based economies of the region. The impact of these 
returnees on the economy and the need for jobs are highlighted by the estimate that one quarter of
households in Egypt have had a member workihg in the Arab Gulf States or Libya (Oldham 1990), and 
many Egyptian enterprises have been seeded by remittances from Egyptian migrants, particula'rly to the
Gulf. Besides providing a continuous flow of capita!, return migrants brought back fresh technologies
and management persp-ctives. 

SMEs are also important because of their geographic location. Conveniently, SMEs often
originate in and provide services in slum and squatter settlements, exactly where income-generating
activities and inexpensive goods are most needed. SMEs absorb significant numbers of urban and
semiurban residents who would not otherwise get jolis in the formal sector. They also create and sustain
jobs at negligible economic and social cost, without subsidies or special services. In contrast to economic 
sectors that continuously drain scarce national resources, the SME sector makes few demands ,)n the 
system. Additionally, SMEs are politically stabilizing in that small business owners tend to be
conservative and avoid extremist political positions. SMEs provide inexpensive goods and services to
the poor, offsetting the effects of inflation. These enterprises also have strong backward and forward
linkages to other elements of the national economy. This creates demand for goods and services from 
both the rural and the more modern sector.' 

2 Microenterprises are usually deiinf4 as having 1-5 employees and small enterprises, 6-15 
employees. Egypt's Small and Microenterprise Project uses this definition. The new Small Enterprise
Credit (SEC) Project is directed 3t firms with fewer than 15 employees and less than £E25,000 in fixed 
assets. A.I.D.'s definition of medium enterprises usually includes those with more than 15 but fewer than
30-50 employees; beyond that point, a business is considered large. Different agencies use varying
definitions for number of employees and amount of fixed assets. Some World Bank projects are still
categorized as small when they have as many as 50 employees. 

'Businesses in the informal sector are usually small, self-financing, sole proprietorships that rely on
family labor, require low skill levels to run, and seil directly to the consumer. Typically they are
unregistered, do not maintain bank accounts, do not apply for credit from mainstream credit institutions 
or operate in public places, and do not keep business records. These businesses usually escape official 
scrutiny. 

' There is a debate about the strategies necessary for LMEs. Some propose that two strategies are 
necessary, one for the formal sector and another for the informal sector. This suggests that the informal 
sector absorbs labor that is not appropriate for the formal sector (Howe 1984). Another (perhaps more
accurate) view is that the informal sector assimilates labor that may be appropriate to the formal sector,
but is currently being denied entrance. This summary reflects discussions with and readings from
Marguerie Robinson, Harvard Institute of International Development; John Magill, et al., Ecuador
Micro-Enterprise SectorAssessment, GEMINI Technical Report No. 12, p. xiii; Paul Guenette, et al., 
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Solid empirical data on microenterprise and on female participation in the sector are scanty. Only 
now are baseline and national census surveys being conducted to explain the dynamics of this sector. 
According to Jensen (1991), there are at least 375,000 microentrepreneurs in Egypt. An estimated 75 
percent of SMEs are located in the Cairo and Alexandria metropolitan areas, which contain 25-30 percent
of the country's population (World Bank 1984). Gardner and Proctor (1990) estimate that there are 
906,000 small-scale enterprises in secondary and rural cities in Egypt. 

The World Bank estimates that there are 250,000 private manufacturing firms with fewer than 
10 employees and 7,500 firms with 10 or more employees. Together, t"e no groups of firms employed
about 624,000 persons in 1981/1982, equivalent to over 40 percent of industrial employment. Factories 
of iOor more workers are concentrated inthe subsectors of building materials, engineering products, and 
textiles, with significant employment in leather products. Firms with fewe, than 10 employees are 
clustered in woodworking, leather products, textiles, and metallurgy/engineering (Oldfiam 1990). Jensen 
(1991) points out t'at SME experience worldwide has shown that manufacturing sector SMEs generate
the largest increments in productivity and new employment for each dollar invested in the participating 
firm (19 1). 

It is estimated that artisans' firms employed two-thirds of the industrial sector work force as of
1981, producing an annual gross domestic product equivalent to one quarter of the GDP of the entire
fbormal sector. Jones (1988) estimated that there are 150,000 artisans, employing 200,000 to 300,000 
persons, in the nonservice informal 3ector. There are presumably 800,000 rural enterprises in the country
(USAID 1989), but Davies et at. (1984) suggest that there are many more rural industrial establishments 
than the World Bank estimates. (he Davies study took into account more female small enterprises, such 
as part-time, home-based dairy production for home consumption and sale.) The researchers reported
that there were 94,000 establishments, employing 140,000 persons, in Fayoum and Kalubiya
governorates, which meant that one person in 15 in the total population of the two governorates - men, 
women and children - is involved in small manufacturing activities (p. 5). Only a small fraction of any
of the small enterprises mentioned above has access to bank credit. 

The private sector is dominated by publicly owned enterprises dating back to the time when the 
Nasser philosophy prevail,, of providing the population with necessities at low prices and with essential 
services free of charge (USAID 1988). Small-scale businesses face a oolicy environment that constrains 
market access and presents entry barriers. Financial institutions, encouraged to direct credit toward large
clients, discriminate against possibly riskier smaller clients. Restrictive regulatory and legal systems
create obstacles for small firms. This in turn encourages entrepreneurs to remain in the informal sector 
and deprives them of the benefits enjoyed by legally registered firms. Under the proposed IMF Stand
by/World Bank structural adjustment programs, many of these obstacles will be addressed by measures 
such as improved access by SMEs to government services, reduced collateral requirements for small 
loans, and market-determined interest rates for both borrowing and saving. Although the GOE removed 
the ceilings on interest rates, the banking sector has not yet responded by setting interest rates at a market 
clearing level (Jensen 1991). 

The microenterprise sector could be more dynamic soon for several reasons: (1)the government 
and the IMF signed an initial agreement on economic reform on April 9, 1991, including privatizing
state-owned enterprises; (2)the Gulf War resulted in many Egyptian migrant workers returnin gi home who 
may turn to the informal sector for their livelihood; and (3) the promise of government employment to 

Jamaica MicroenterpriseDevelopment Project: Technical, Administrative, Economic and Financial 
Analyses, GEMINI Technical Report No. 2, pp. 46-47, and personal observations. 
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university graduates began to be phased out in 1985 and many unemployed graduates can be expected 
to turn to the private sector for their livelihood. 

USAID/Cah'o Enterprse Projects 

USAID/Cairo has placed growing emphasis on small- and micro-scale enterprise in the last 12 
years. Microenterprise initiatives often began as small subcomponents of larger projects, sometimes 
involving agricultural credit. Among projects includhig such subcomponents are the $26-million 
Development Decentralization I Project, the $35-million Agricultural Mechanization Project, the $49
million Small Farmer Production Project, and the $1.6-million Small Scale Agricultural Activities Project. 

Additional projects specifically targeted entrepreneurs and, according to USAID/Cairo, reached 
their intended beneficiaries. The Coptic Evangelical Organization for Social Services (CEOSS) supported
income and employment generation in Upper Egypt from 1983-1986, with a total budget of $9.4 million 
in 1987. The Comprehensive Development Program operated a loan fund will a total arnual budget of 
£E1.7 million. The Small Enterprise Loan Program (SELP) was a separate component of the $12-million 
Helwan squatter upgrading project and operated a loan fund of $360,000 to expand or irmprove established 
enterprises. The latter two programs have helped increase household incomes. Although CEOSS is 
yielding high returns on investments, both this program and SELP are small. Further, inflation is eroding
their funds, making sustainabiity more difficult to achieve (USAID 1989 Stocktaking Report). 

USAID/Cairo has developed considerable experience in SME through two major projects within 
the past few years. One, the Cairo and Alexandria urban-based Small and Microenterprise Development
(SME) Project (263-1212), was designed to increase employment and profitability in small and micro 
manufacturing businesses. Two privately managed foundations deliver credit, technical assistance, and 
training to the entrepreneurs. The two foundations have extended about 6,000 loans valued at £E12 
million as of October 1991. The average loan length is six months. In Alexandria, nearly half the current 
loans are to repeat borrowers. Women make up between .05 and 9 percent of the total borrowers from 
both foundations. Female participation rates are low for two reasons. Female participation was not an 
objective for either foundation when they began, and I ans are given almost exclusively for 
manufacturing, a sector with few women. Alexandria has recently placed more emphasis on female 
participation and has currently achieved a rate of over 9 percent. When the SME project diversifies its 
sectors, as planned, female rates should increase. 

The second project, the Rural Small Scale Enterprise (RSSE) subcomponent of the Local Area 
Development Project (263-0182), provides credit through National Bank for Development branches in 
Damietta and Sharkeya to rural and urban-Lased small" and micro-scale entrepreneurs in service, trade, 
and production. RSSE targets off-farm enterprises with fewer than 10 employees and less than £E25,000 
in business assets including land and buildings. A June 1991 report states that over 9,500 loans were 
made with no losses recorded and that 2,433 new jobs were created (one new job for every £E3,300 
[$1,000] in credit extended). Over 50 percent of borrowers are repeat borrowers. Women received 
1,207 loans (13 percent), totaling £E2,278,850 (27.5 percent of the total amount loaned). The higher
female participation rate is due to the inclusion of trade and service enterprises. Most loans (52 percent) 
went to the investment sector for purchase of machines and tools; only 8 percent went to the service 
sector. Average loan maturity was six to nine months. Both projects targeted existing businesses; 20 
percent of the loans requested by women in Damietta were rejected since they were to start up businesses. 
Female participation rates for the above projects could increase dramatically with measures suggested in 
this report. 
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Two new projects for the greater Cairo area, both in their initial stages, will replicate and expand 
upon the successful mechanisms of the RSSE project. The Small Enterprise Credit (SEC) Project (263
0228) is directed at firms with fewer than 15 employees and less than £E25,000 in fixed assets. The 
innovative Credit Guaranty Company for Small Scale Entrepreneurs is directed at small-scale enterprises
(except trade) and includes doctors, medical centers, and laboratories. For the Credit Guarantee 
Company, the minimum guarantee offered to a bank loan for any one enterprise is £E25,000 and the 
maximum is £E700,000. This represents 50 percent of the loan value with no collaieral. The guarantee 
durations range from six months to five years. 

In addition to USAID projects, other microenterprise programs have been carried out in Egypt
by U.N. agencies, the European Economic Community, the World Bank, the Ford Foundation, European
donors, and nongovernmental organizations (NGOs). Many NGO programs have social aims and have 
been directed toward poverty alleviation. The Ford Foundation probably has t1e most experience with 
credit delivery and recovery through its work in the governorates of Damietta with the Principal Bank 
for Agricultural Development and Cooperatives, and in Minia, with the National Bank for Development;
this work provided many lessons that were integrated into the RSSE project. CARE has several targeted
credit initiatives; one for poor families in four rural governorates is administered through Community
Development Associations. The Dutch also are carrying out a targeted small enterprise assistance project
in Fayoum and another for fishermen in South Sinai. Most of these projects use market interest rates. 

Experience has shown that donor microenterprise loan schemes have high repayment rates. 
Traditional social and religious values, especially in rural areas, compel borrowers to repay. 

Credit For Business Start-up and Operation 

Donor programs can help only a fraction of SMEs. The USAID 1989 Stocktaking Report on 
Egypt suggests that the major sources of capital for microenterprise investment are savings or money
provided by family and friends. Suppliers extend the majority of informal business credit; money lenders 
are rare. (Other research shows that most small- and micro-scale entrepreneurs depend largely on credit 
from suppliers, and to a lesser extent, prepayment by customers [Jensen 1991]). Gamaye, rotating
savings and loans associations, are common and, together with family and friends, are often critical 
sources of capital for female entrepreneurs. A study by Marouk (1989) points out that pawnbrokers are 
a popular source of women's credit (this is consistent with the finding that women like to save in gold,
especially jewelry, because it serves the dual function of being decorative and a safe investment.) 

Barriers to Infusion of New Technologies 

Although social linkages among the various small-scale industries are dynamic, with money
flowing and marriages being made, little interaction takes place with the rest of society and almost none 
between these shops and the industrial world on the rest of the planet (Oldham 1991). In Europe,
innovations in technology spread rapidly without much regard for national borders. However, Egypt is 
bounded by countries whose industrial expertise is less than her own and her access to innovations is 
almost strictly internal, or augmented by pilgrimages to Mecca. Most Egyptiar.. speak and read only
Arabic, do not travel widely, do not participate in trade fairs, and have no access to trade magazines or 
technical research at universities, although admittedly, most of the latter may not be relevant to .he 
study's population. For women, these barriers are exacerbated by their relatively greater isolation and 
their lower literacy levels. Although new knowledge does travel rapidly, initial access to new knowledge
is restricted. Oldham also points out that although export markets have potential (including those of 
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nonindustrialized African countries and especially those with ties to Egypt such as Sudan and Somalia)
little initiative exists. 

WOMEN IN THE NATIONAL ECONOMY 

Key Indicators of the Status of Women 

Education 

After the 1952 revolution, education facilities were expanded and formal education was seen as
important for financial security. In the 1950s, many members of the urban upper-middle class resumed
their education to obtain jobs. The GOE policy of guaranteed employment to all graduates of secondary
school and above increased female education and employment. Although literacy in Egypt is higher than
in many neighboring countries, illiteracy among femaes 15 years of age and older is 78 percent,
compared with 46 percent for males. Primary and secondary enrollment is lower for girls compared with
boys (67 percent versus 87 percent). Nearly twice as many males as females are postsecondary enrollees 
(United Nations 1990). 

Health 

The fertility rate is 4.8, about average for the region (except for Jordan which has one of the
highest in the world: 7.2). Maternal mortality at 318 is high for the region. Contraceptive use at 38 
percent is about average for the region. 

Women and Poverty: Female Heads of Heuseholds 

According to a World Bank report (1989) on poverty alleviation, women tend to be more affected 
by poverty because they have fewer opportunities for work and to generate income. The groups of 
women most affected and considered economically vulnerable are widows and female heads of
households. The World Bank report estimates that approximately 10 percent of households ae female
headed households. This figure is probably underestimated since many de facto female-headed 
households are not included in statistics. The Central Agency for Mobilization and Statistics (CAPMAS)
Yearbook (1990) reports that 14 percent of the Egyptian female population are widowed or divorced.
Surprisingly, 32 percent of the female population between the ages of 45-59 are not married, compared
with 7 percent of the males. These groups of women are possibly motivated to work to ensure personal 
or family survival. 

Women and Work 

The widespread problem of under-reporting of female labor force participation somewhat taints
the data presented here. Fortunately, new initiatives by CAPMAS address this problem. According to 
recent U.N. estimates, 10 percent of women are in the labor force. 
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Rural women have always had a significant role in earning money for household expenditures,
primarily through the sale of dairy and poultry products. Some of these activities, however, are now 
being absorbed into the large formal development projects controlled by men, and although women 
remain in these projects, their income is now being directly controlled by their husbands (USAID 1985). 

Most employed women, 70 percent, are salaried workers, especially in urban areas. Only 15.5 
percent are employers, and 14 percent are self-employed as Table 1.1 summarizing CAPMAS data 
illustrates. Among rural women, the most common employment areas are agriculture, services,
manufacturing, and trade, and among urban women they are service, trade, and manufacturing. Table 
1.2 summarizes CAPMAS data. 

Work and the Internal Dynamics Table 1.1 Women's Work Status
 
of Egyptian Households
 

Egyptian women gained the vote in the Status Urban Rural Total
 
1950s and most have somewhat more status and Wage Workers 88.2% 46.5% 70.0%
 
mobility then do women in other Arab and
 
Islamic nations, with the possible exception of Eiptoyer 3.5% 30.3% 15.5%
 
Turkey. Few women keep strict purdah or Self-Emfloyed 8.0% 21.3% 14.0
 
seclusion. Although several wear modem dress, Total 100.0% 100.0% 100.OX 

Source: Matak Za'touk. 1990. CAPM(AS Labour
Table 1.2 Women's Economic Activity Information System Project. Preliminary Report,
SG1, Women. 

Activity Urban Rural Total
 
Agriculture 2.nX 23.3%[ cover many women wear veils that4S.8 especially in the cities,the head. The family is a paramount social 
Mining 0.3% 0 0.1% institution; married women are autonomous within the 
Manufacturing 13.4% 15.3% 14.3% household and manage their responsibilities with little 

- interference from their husbands. Married womenElectricity .7%. 0 0.4% work to cover additional family expenses, so as not to 
Construction 1.9% 0.3%[ 1.2% place undue demands or strains on their husbands. 
Trade 14.7% 12.7% 13.8% Loza (1988) points out about married women: 
Transport 4.6% 0.16% 2.6% 

- - nWomen in Egypt who workgenerate extra income, rarely do thatand
to 

Service 5. 1 . increase their independence from men 
Total 100.0% 100.0% 100.0% nor for their individual materialinterest (p. 9).
 

Source: Matak Za'touc. 1990. CAPHAS Labour

Informtion System Project. Preliminary
Report, SG1, Women. Ile assumption is often made that women's 

earnings disappear into a unified household income 
stream. However, households are groups of

interdependent people with separate but complementary income streams and responsibilities, and with 
resourct3 allocated according to different preferences and needs. Even in households where men are 
theoretically responsible for all expenditures, women often need and keep their funds for famly
emergencies, ceremonies, social purposes, and the like. Women therefore have incentives for maintaining
income streams that they desire from enterprises. 
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Although there is great complementarity of gender roles, women have traditionally been
subservient to men. Despite a wife's contribution to family income, men formally retain their position
of authority as bread winners and protectors of the family. There is great social pressure for women to
favor their primary role as keepers of the family's internal well-being over their secondary role as income 
earners. Career success does not necessarily enhance social status or gain extra respect from others.Men may agree to their wives' working if it does not affect women's traditional responsibilities (Loxa
1988). 

The government policy of ensured employment had the effect of repressing wage increases andfamilies had to adapt one of three strategies to make end.' meet: (1)husbands teni,)rarily migrating to
Arab oil countries, usually leaving their wives behind with all the domestic burdens; (2) husbands seeking
second or third part-time jobs, leaving additional family responsibilities to their wives; and (3) wives
seeking employment to increase the number of bread winners, thereby assuming dual roles in the family. 

Women Entrepreneurs In General 

Although no generalizations are universally applicable, the following features often characterize 
women's businesses. 

* 	 Often home-based and sometimes ambulant. Women's role in the household shapes their 
businesses to a large extent. Women in both developed and developing countries are more
likely to keep their businesses close to home to minimize conflict between their multiple roles 
as wage earners, mothers, and homemakers. 

" 	 Smaller. Women's businesses may be smaller because they have fewer assets and can 
Iorrow less. Operating from a home base - with limitations on space, time, an6 mobility 
- constrains the size of women's businesses. 

* 	 Concentrated in certain sectors. In countries as diverse as Nigeria, Indonesia, and Egypt,
women entrepreneurs are often concentrated in the commercial sector and in services. Some
hypothesize that women concentrate in these sectors because of time constraints imposed by
domestic duties or other income-generating activities. One of the more surprising findings
from a recent study was that university-educated women were working as microvendors
(Mencher 1987 and Begum 1986). Women in production are likely to be found in light
industries and in manufacture of wearing apparel, leather goods, and handicrafts, where 
profits are lower. The preponderance of women in certain low-remuneration enterprises with 
few barriers to entry, such as food and craft production, exacerbates low profitability and
further limits opportunities for expansion. In rural areas, female agriculturalists tend to
produce relatively low-return food crops, while men are more likely to be in remunerative 
cash cropping. 

• 	 Part-time, seasonal and diverne. Women's businesses are also distinguished by their part
time and often seasonal nature, allowing them to accommodate other responsibilities such as
child care or agriculture. Women probably have more diverse portfolios than men, perhaps 
to spread risk (Downing 1990). 

• 	 Different growth strategies. Finally, women's growth strategies may differ from those of 
men. For example, among borrowers in the Dominican Republic, women who owned
medium-sized textile firms were more reluctant to purchase machinery and equipment than 
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were men. In the larger firms, the tendency of women owners to hire labor as a growth 
strategy resulted in lower output results than in firms owned by males (Rubio 1991). A 
typical pattern worldwide is for men to purchase equipment and for women to hire workers. 
Another common pattern is the multiplicity of women's small enterprises in contrast to men's 
tendency to invest in only one business. 

Women Entrepreneurs in Egypt 

Previous to this study little was known about female entrepreneurs in Egypt. CAPMAS reported
in June 1987 that only 0.2 percent of small enterprises were owned by women. Typically, available data 
is limited to enterprises with 50 employees or more, which excludes most female enterprises.
Governorate offices have records of registered businesses, but many women fall out of that net also. 

In gathering secondary data for the present study, North South Consultants Exchange (NSCE)
examined CAPMAS data from the 1986 census for the relevant governorates. The results showed as 
many as 10 percent of registered businesses in Cairo (including public, private, governmental, and 
enterprises not presently operating) were owned by women, compared with only 1 percent in Damietta. 
USAID/Cairo (1989) estimated that 1 million women were in the informal sector (unregistered businesses)
and that many of these were microentrepreneurs. The Davies et al. study on small- and micro-scale 
enterprises in the Fayoum and Kalyubiya governorates found that the preponderance of work in dairy
enterprise is done by women. Women are also important in other industry groups, making up over 30 
percent of the work force in all industries other than dairy products. Women make up almost 50 percent
of the work force in the textile subsector, and are important in Fayoum in the production of palm
products (included in the wood products category). Davies et al. also showed that the participation of 
women in the garment making, food processing, and trading sectors is much higher in the informal than 
the formal sector. These data sets show that women are economically very active in Egypt, with most 
female entrepreneurs in the informal sector. These findings were confirmed in the present study of 
women entrepreneurs. 

Apprenticeships are often means for women (and men) to become entrepreneurs. This 
phenomenon was observed and recorded empirically in the present study and corroborates the work of 
Oldham. 

Misconceptions About Women Entrepreneurs 

The nature of women's business has engendered certain misconceptions and left many female
owned businesses veiled in obscurity. There is much discounting of the importance of female businesses, 
even by the women themselves, who may see their businesses as only supplementary to the childbearing
roles deemed primary in many societies. Men also discount women's businesses, feeling that a working
wife is an affront to their masculinity. In Islamic countries where seclusion is practiced, women's 
businesses are not as visible as typical male-owned storefront operations. Women's businesses may not 
even be accessible to males outside the family. The way in which women conduct their enterprises also 
may be different from those of men, leading to the interpretation that sometimes women are not as serious 
about their businesses as are men. 'Lianciers look at the composite picture of women's ventures 
small, low-profit, and often home-based operations. They then tend to dismiss these as trivial enterprises 
or insignificant income-generating activities, neither needing or deserving financial services. These 
beliefs may be reinforced by general cultural notions about women's status. 
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Recent experiences counter these beliefs, as well as those that women and the poor use financial 
services strictly for short-term consumption, that they do not save, and that their business are not good
credit risks (Downing 1990). Women who are economically active are often spurred on by finally having 
access to credit and by their responsibilities for providing for their children. Consequently, they are 
determined to make the most of their opportunities (Rubio 1991). 

Donor Assistance to Female Entrepreneurs in Egypt 

Table 1.3 s!immarizes the main donor-assij- SME projects that benefitted women in Egypt.
Many donor projects had social goals intended tu YAeviate poverty, particularly in Upper Egypt, or to 
help women. Some lessons probably can be learned from these. The projects with subsidized rates are 
probably not sustainable in the long term a some projects included start-up businesses that had high
failure rates. The UNICEF Rural Family Project was less successful in income generation than the 
Productive Family Project (PFP). Male PFP beneficiaries tended to make more profit because of larger
loans and better access to marketing opportunities. The USAID/Cairo Stocktaking Report (1989) states 
that there were large numbers of beneficiaries in the USAID microenterprise projects it reviewed, and 
there was no evidence of lower economic returns or reduced sustainability in those projects with a gender 
focus. 

TABLE 1.3 

SUMMARY: DONOR-ASSISTED EGYPTIAN UHENIS ENTERPRISE PROJECTS
 

Target % Femate Project Urban/ Av. Loan Services Imptem.Donor Project Type Group Benef. Area Rural Loan Rate Amount EE Offered Agency 

UNICEF mother and child women 1001 5 governorates rural subsidized 200 - 450 T,C ISA,PBCUSAID financial institution farmers 10-201 14 governorates rural both 200 - 20,000 C PBDAC
USAID enterprise expensi on enterp. 5-7% 2 governorates urban commercial 500 - 10,000 C NGD,BANK
USAID enterprise expansion enterp. 5-20% 2 governorates rural commercial 200 - 2,500 C NBD
DUTCH enterprise formation aLl 50-701 5 governorates both subsidized 100 - 1,000 TVC,A MMS,NGD
CARE enterprise formation all - - 4 governorates rural subsidized 450 T,C gVSA, MC
CRS enterprise expansion unmptoy 371 1 governorate urban subsidized 2,000 - 10,000 T,C NGO
CRS enterprise expansion enterp. - - 1 governorate urban subsidized 100 - 800 T,C MIXEDCRS enterprise formation women 100% 1 governorate rural subsidized 50 - 100 T,C NGO
FAO enterprise formation women 100% 3 governorates rural subsidized T,C MOSA
ILO enterprise formation women 1001 1 governorate rural subsidized T,C IMA, NGOFF enterprise expansion enterp 381 1 governorate urban commercial, C NBDFF enterprise expansion enterp - - 1 governorate urban commercial C PBDAC
FF enterprise formation women 1001 1 governorate urban subsidized C NGO 

T Training, C Credit, A Technical Assistance; Ministry of Social Affairs (MOSA); Principal Bank of Development for 
Agriculture and Credit (PBDAC); National Bank of Development (NBO). 

Source: NSCE 1991 

Women and Credit/Savings 

In enterprise development and finance, it is now accepted that women are at least as good a credit 
risk as men. Economic efficiency and effectiveness provide sufficient rationale for extending financial 
services to women. Equity arguments further support this. First, women's repayment rates are usually 
excellent - 90 percent or above - in programs throughout the world. Second, in addition to using the 
profits of their businesses to purchase consumer goods, women also use their profits to invest heavily
in family welfare (Mencher 1987 and Begum 1986). Women's purchases of health and education 
services for their families enhance the human resource base, thereby contributing substantially to national 
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development goals. Finally, women also reinvest in their own productive enterprises, whether business 
or agriculture. 

As cited earlier, gwnaye, family and friends, and pawnbrokers are often critical sources of capital
for female entrepreneurs. 

Regarding savings, in the USAID/Cairo Agricultural Production Credit Program, women
constituted 19.8 percent of borrowers but 25 percent of savers (NSCE 1989). Marouk also reported that 
women's savings rates were high and that women were more disciplined and more responsible. 

Collateral 

Collateral constraints were the most frequently cited barriers to women's obtaining credit in
Marouk's study. Worldwide, women tend to have fewer assets to pledge than do men. This reflects 
cultural and sometimes legal obstacles. Land title is often required for obtaining formal credit and is
typically in the name of male household members. Female-headed households are especially without 
asset. In rural areas, they possess, less farm equipment and fewer cattle and small stock than do male
headed households (Saito and Weidemann 1990). Lack of assets among the poor is compounded by high
indebtedness. To meet basic survival needs, household assets are often sold or pawned, particularly in 
poorer female-headed households. Finally, women's assets are likely to be in nonliquid forms, such 
as jewelry or household furnishings. Although these may be accepted as collateral by moneylenders and 
pawnbrokers, they do not meet the collateral requirements of formal financial institutions. 

In urban areas, males often hold title to vehicles as well as housing and other property. Among
rural households, men usually possess the more valuable assets such as large livestock, while women 
own smaller stock such as goats or poultry. Further eroding their capacity to build assets is the common
practices of paying women less than men doing the same job. Their concentration in generally low
paying enterprises or jobs also reduces their ability to build assets. 

Egypt is primarily an Islamic country and, under Islamic law, men are required to provide for 
women. This is reflected in inheritance laws that give female offspring one-half that given to males.
Wives without children inherit half the husband's estate and those with children receive one quarter.
Therefore, although women may be cared for in Egypt, they will typically have fewer assets to pledge
than men will. 

Summary: Why Women Lack Access to Financial Services 

To summarize, women lack access to financial services for the following reasons: 

* Lack of collateral (usually land title); 

* Need for a male cosigner; 

* Low literacy, numeracy, and general education, which make women less comfortable with 
written forms and bookkeeping; 

* Distance, time, and cost of travel to credit institutions; 
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" Lack of knowledge and experience with formal institutions, resulting in lack of confidence; 

" Small scale ventures; and 

* 	 Sociocultural attitudes of the women themselves, as well as of the men and the staff of 
financial institutions. 
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CHAPTER TWO 

SURVEY METHODOLOGY 

DESIGN 

The objectives of this survey were to (1) determine the nature and extent of female economicparticipation in the informal sector; (2) identify constraints to the expansion of female participation,
whether sociocultural, technical, or financial; and (3) make recommendations to USAID for enhancing
opportunities for female entrepreneurship in existing and proposed Agency projects. 

The study was carried out in three stages. The first was a review of Egyptian and U.S. literature 
on female entrepreneurship and the informal sector, conducted by the researchers and synthesized by the 
team leader. 

The second stage was not included in the scope of work, but was undertaken by the Egyptian
subcontractor to consolidate preliminary background information on the two USAID/Cairo projects. A
database was built from the loan application files of 5,926 Small and Microenterprise Development
Project and Rural Small Scale Enterprise Project beneficiaries using January 1, 1991, as a cut-off date.
This database is referred to as the Management Information System in the present study and was used 
to identity types of businesses selected by project beneficiaries, 

The third and principal stage involved design of a precoded questionnaire and collection ofprimary data from 323 Egyptian small- and micro-scale entrepreneurs. This sample included males and 
females in both rural and urban areas. 

The questionnaire was designed by the team leader, and reviewed by the Growth and Equityihrough Microenterprise Investments and Institutions (GEMINI) Project team including the Michigaa State
University group that spearheads GEMINI's research; by he GEMINI coordinator in A.I.D./Washington,
and by the Small Enterprise/Middle East staff person responsible in the A.I.D./Washington Office of
Women in Development. The instrument was reviewed in USAID/Cairo by the chief enterprise officer,
the evaluation officer, and by the director of the local consulting firm, North South Consultants Exchange
(NSCE). 

The final questionnaire for entrepreneurs had six main sections: 

* Characteristics of the household; 

* Characteristics of the entrepreneur; 

• Characteristics of the enterprise; 

- Type/ownership of business and premises 
- Business history 
- Business operations 
- Business assets 
- Inputs 
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- - ~-duct sales and marketing 
- Income 
- Problems and constraints 
- Use/Control of business income 
- Attitudes about business growth and location 

* Participation in fiancial markets; 

* Training/technical assistance; and 

* Questions addressed to SME and RSSE project borrowers. 

The questionnaire was field-tested with more than 25 entrepreneurs (participants and 
nonparticipants in the two USAID/Cairo projects), in rural and urban areas, and with both male and 
female respondents and enumerators. After four revisions, the final version was translated into Arabic 
and checked in several locations and contexts to ensure its appropriateness. (he English and Arabic 
versions appear as Appendices B and C). The instrument took approximately 70 minutes to administer.5 

The sample was stratified by gender, geographic residence (rural/urban), and project
participation/nonparticipation. From the SME and RSSE projects, 215 borrowers (123 male and 92 
female) were randomly selected from the universe of 5,926 borrowers.' 

The project design called for interviews with a comparison group; however, complete sampling
frames do not exist for SMEs because of the informal nature of the sector. Therefore, a sampling frame 
from which to select a comparison group was generated by compiling a larger list than needed, consisting
of (1) entrepreneurs in similar type3 and sizes of businesses who were not receiving assistance of any type
but who were known to the enumerators; (z)potential borrowers who had applied and were on a waiting
list but who may or may not be approved for the two USAID/Cairo projects; and (3) similar small 
entrepreneurs in a credit scheme operated by the Ministry of Social Affairs. From this composite list,
108 entrepreneurs in the comparison group were randomly selected (59 males and 49 females). 

The survey covered four governorates: Cairo, Alexandria, Damietta, and Sharkeya. The first 
two were predominantly urban; the latter were rural, with many beneficiaries coming from medium-sized 
cities in the area. In each governorate, a sample of 90 respondents had been planned, composed of 60 
project participants and 30 nonparticipants, all equally distributed by gender. Due to difficulties in
administering the questionnaire in Cairo, the survey was cut short and the end sample totaled 323 
entrepreneurs instead of 360 as originally planned. 

The researchers had expected the small entrepreneurs to be anxious about the questions, and to
be in a hurry to return to their work. However, many entrepreneurs reported that the questions helped 

s It should be pointed out that the questionnaire assumed honesty of response from small 
entrepreneurs, which can be a leap of faith in this field particularly in the polite context of Egyptian 
culture. 

This report focuses on the gender variable. 

Total borrowers consisted of 5,242 males and 684 females; by design, females are over-represented 
in the sample. 

6 
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them review current and possible fixture strategies for their businesses. In addition, many entrepreneurs
felt this was a valuable opportunity to discuss their opinions on the project's management. 

ENUMERATORS 

The questionnaire was administered by 10 female and 28 male enumerators.' Almost half (48
percent) of female respondents were interviewed by females enumerators and the rest were interviewed
by males. Enumerators received 1-2 days of training and were supervised by a senior social scientist in
Cairo and by a senior logistics coordinator in Alexandria. Both supervisors were in charge of checking
the questionnaires and carrying out the field control of reinterviewing 5-10 percent of respondents. One
female and 17 male enumerators from the RSSE project carried out the rural interviews in the Damietta
and Sharkeya areas.' The urban interviews Ror the SME project in Cairo aud Alexandria were conducted
by nine female and 11 male extension credit officers from the Ministry of Social Affairs Productive 
Families Project. 

Additional Products 

Two other activities not in the scope of work were undertaken to enrich the study. 

Loan Officer Questionnaire 

To assist USAID/rairo in strategies for expanding its SME program, a questionnaire wasdeveloped and administered to 47 loan officers, of whom four were women involved in the projects.'0 
The questionnaire, which was five pages long and took 15 minutes to complete, was left with the loan
officer and collected several days later. (See Chapter Three for key results of this questionnaire). 

Case Studies 

Four in-depth case studies were developed to illustrate variances in female-owned businesses. 
(See Appendix A.) 

I Although it would have been desirable to have more female enumerators, there simply were no
other skilled females available who would be permitted by their families to work the necessary hours and
travel to distant neighborhoods. Furthermore, Anker and Anker (1989) found that the gender of the 
interviewer was no so important in Egypt as had been thought. 

To avoid bias, RSSE project loan officers were not permitted to interview their regular clients. 
10 Forty-seven represents the total available pool of loan officers from RSSE and SME, not just those 

from RSSE who served as enumerators. Three females were no longer actively visiting clients but had 
been doing so until recently; hence the decision to include their perspectives. 
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DATA ENTRY AND PROCESSING 

Since the entrepreneurs' questionnaires were in Arabic, NSCE carried out the data entry,
continually checking with the supervisors and enumerators regarding any discrepancies. A data storage
and processing plan was prepared by the NSCE systems analyst. Two-way cross tabulations by gender
and project participants and nonparticipants were prepared. Loan officer questionnaires were cross 
tabulated by gender of the loan officer and by governorate. 

Delays in the Study 

USAID-mandated administrative procedures resulted in a six-month delay in the selection of the
Egyptian subcontractor. The travel advisory/ban associated with the August 1990 Iraqi invasion of
Kuwait and the 1991 Gulf War further delayed initiation of the study. Although the literature review and 
questionnaire design began in January 1991, the first field visit could not be made by the tean leader 
until Ma:ch 1991. The bulk of the data was collected in August-October 1991. 

These results should be viewed as pilot and exploratory, because this is the first study of its kind 
in the GEMINI project." Clearly, subsequent work in this area is crucial and suggestions for follow-up 
appear in Chapter Four. 

11 Although Egypt is a fairly open Islamic society, cultural traditions demand certain protocols and
interview settings. Occasionally, it was sometimes difficult for male enumerators to interview females 
in their homes. Furthermore, in most cases, evening interviews could not be conducted by women. 



17 

CHAPTER THREE 

FINDINGS, CONCLUSIONS, AND IMPLICATIONS 

This chapter discusses the key results of the survey of 323 entrepreneurs in four governorates and 
the implications for USAID programming in small- and micro-scale enterprise. The discussion is 
arranged by respondent characteristics, and highlights differences between female and male entrepreneurs.
The chapter also includes the resilts of a survey of 47 loan officers from the USAID SME and RSSE 
projects. Four case studies in Appendix A provide rich, anecdotal detail on the origins and operations 
of women's small ventures in Egypt.12 

RESULTS OF SURVEY OF ENTREPRENEURS 

The distribution of the survey respondents Table 3.1 Respondents by Gender and Participation 
by project and gender is shown in Table 3.1. in RSSE/SME Projects 
Two-thirds of the respondents were participants in 
the SME project based in Cairo and Alexandria or Mate Female Total 
in the RSSE project. One-third were similar Project Participant 123 92 215 
entrepreneurs who were not participating in either Wonarticipant 59 49 108 
project. All were selected randomly according to Total 182 141 323 
procedures described in Chapter Two. 

Characteristics of the Households and the Entrepreneurs 

Household Size. The average household size of male entrepreneurs was larger than that of 
female entrepreneurs (5.7 persons versus 4.7 persons). Households of female entrepreneurs may be 
smaller because there are fewer male income earners present, or it may be that female entrepreneurs are 
disproportionately represented by women whose children have left home. 

Educational Level. Female business owners had a significantly lower educational level than their 
male counterparts. Almost half (49 percent) of female business owners were illiterate. By comparison 
one third of male business owners were illiterate. This lower literacy level must be considered in 
planning any enterprise program aimed at female entrepreneurs. 

Marital Status. Female entrepreneurs were more likely than male entrepreneurs to have been 
widowed. Among female business owners, almost 18 percent were widowed compared with just over 
1 percent of the males. This evidence suggests that some women may have started the business out of 
necessity after the death of a spouse. This is further supported by the fact that 38 percent of females 
were the sole income earners for their households. 

12 The studies include an aluminum workshop in Cairo, an embroidery enterprise in suburban Cairo, 
a rural weed rope weaver from Damietta, and a small grocery store owner from Fareskur. Of the four 
businesses, three are successful and one is in trouble, two are urban and two rural, and two proprietors 
are married and two are older widows. 

http:Egypt.12
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Women's Contribution to Family Income. A striking conclusion to emerge was that 38 percent
of households in the study were dependent on the woman's income for survival. This may be due to the 
large number of Egyptian males who worked abroad in the Gulf region and who experienced temporary
imemployment upon repatriation because of the Gulf War. Women's earnings form a family safety net,
ensuring survival in times of husbands' unemployment or absence. Worldwide, women's surplus earnings 
go toward family welfare through investments in health, education, and nutrition. 

Dependency Ratios. More people were 
dependent on the earnings of the female entrepreneurs 
than were dependent on the male entrepreneurs. Female 
entrepreneurs had an average of 4.75 persons fully 
dependent on their earnings while males had 4.2 persons 
fully dependent. This implies that female entrepreneurs 
are in business because of need. The program implication 
is that female entrepreneurs should also be included in any 
other poverty programs. 

Business Characteristics and Operation 

Geogaphic Location. Alexandria, Damiena, and 
Sharkeya provided nearly equal percentages of 
respondents (ranging from 26.6 to 28.2 percent), with 
Cairo somewhat lower (16.4 percent). Of the businesses 
surveyed, about a third were located in villages; the 
remaining two-thirds were located in governorate capitals 
and other urban areas. (Tables 3.2 and 3.3.) 

Business Premises. Almost all male 
entrepreneurs (94 percent) rent their business premises. 
One-third of women use their business premises free of 
rent. The research team noted that nearby premises 
owned by relatives were often a factor in launching a 
woman's business (see case studies in Appendix A). 

How Business was Acquired. Fourteen percent 
of males and 11.9 percent of females surveyed got their 
business through inheritance. In this survey, 63 percent 
of businesses that were acquired through inheritance 
were acquired by males. In the larger society in Egypt 
where the proportion of male-owned businesses is far 
greater, nearly all businesses that are inherited go to 
males. Occupational, sociocultural, and inheritance 
patterns tend to favor males over females in acquiring 
the family business. Earnings from outside Egypt were 
used to capitalize 20 percent of male-run businesses, but 
only 3 percent of female-run businesses. Out-migration 

Tabe 3.2 Location of Entrreneurs by 
Govertrate 

-

ate Femate Total
II - 86-

Alexandria 50 25.51 86
27.5X 36 26.61 

Coa ro 32 24 56
 
15.91 17.01 16.4% 

Dmietta 51 39 90
 
28.0% 27.71 27.91
 

Sharkeya 49 42 91
 
26.91 29.81 28.2% 

Total 182 141 323
56.3% 43.7% 100.0% 

Missing observations . 

Table 3.3 Location of Entrepreneurs by Size 
of Town 

-

Village 


Districtcapitst 

Governorate 
Capita-

City
_______44.91 

Total 

Fea-e 
62 42 104
 

-. 32.88% 30.2% 

29 34 63
16.31 24.51 19.91 

7 6 13
 
3.9% 4.3% 4.1%
 

80 57 137
41.01 43.21
4. - 42 

178 139 317
 
56.21 43.81 100.01 

usually supports the start-up of male-run businesses, but not female-run businesses. 
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Table 3.4 Primary Motive for Going into Business 
Length of Time in Business. Women 

had not been in business as long as their male 
counterparts. Half of females interviewed had Male Female 

been in business five years or less in contrast to 
only 29 percent of males in this category. It is 

wanted to be 
Independent 

73 
40.1% 

27 
19.1% 

100 
31.0% 

not clear what accounts for this difference. Increased 71 88 159 
Income 39.0% 62.4% 49.3% 

Motivation for Going into Business. 
Table 3.4 shows that the primary motivation for 

Combined with 
Family Duties 

1 
0.5% 

3 
2.1% 

4 
1.2. 

men and women to go into business also differed. 
Men were more likely to be seeking independence 

Could notFind work 116.0% 53.5% 
-

165.0% 
-

(40 percent) than women (19 percent); women 
were more likely to be seeking increased income
(62 percent) when compared with men (39 

Faui ty 
Business 
Returned from
Abroad & 

18 
9.9% 
3
1.6X 

10 
7.1% 
6
4.3% 

28 
8.7% 
9 
2.87 

percent). This suggests that the income Needed Work 
opportunities for women in the wage earning Other 5 2 7 
economy are not as satisfactory as those available 2.7% 1.4% 2.2% 
to men. Women are therefore more likely to Total 182 141 323 
pursue self-employment as an alternative. When 
asked about second motives for going into 

56.3% 43.7% 100.0 
% 

business, women mentioned the ability to combine issing observatis =

family duties with work about 15 percent of the 
time. This information is consistent with 
observations concerning female entrepreneurship 
elsewhere around the world. Among the secondary motives, the next most frequently mentioned reason 
women went into business was that they had returned from living overseas and could not find work. 3 

Failure Rates. Fewer females (4 percent) than males (16 percent) were previously involved in 
businesses that had failed. Although the number of failed businesses was small, there is no reason to 
believe that failure rates for female-run businesses are higher than those for male-run businesses. 

Management of Business. There was little gender difference in the management of the business. 
Ninety-three percent of males and 90.5 percent of females managed their own business on a daily basis. 

Apprenticeships. Apprenticeships are crucial to both males and females for learning occupational
skills in Egypt. Sixty-one percent of females and 68 percent of males surveyed had served as apprentices. 
The widespread use of apprenticeships has implications for program initiatives for working with small 
enterprise in Egypt. Apprenticeships are actually trade schools functioning at no expense to the 
government. According to Oldham (1990), the skills taught and the level of equipment used in 
apprenticeships are often more efficient for technical training than those available through government
sponsored vocational schools. Moreover, after training, the master often helps set up the apprentice in 
loans business and even jobs-out parts of production to him or her. In a World Bank project in 
Indonesia, loans or scholarships are given to students to study at private institutions or workshops in the 

11 It is not known whether this is a result of the particular sample drawn or whether there are wider 
policy and program implications behind this response. If this result holds up under further analysis, the 
implications for establishing female-run businesses need to be explored. Does living abroad encourage 
women to start their own business upon returning to Egypt? If so, this could provide a particular target 
group for entrepreneurship programs. 
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Table 3.5 Occupation of 
Entrepreneurs Surveyed in RSSEapprentice mode. This strategy might be explored in Egypt to and SME Projects 

encourage female entrepreneurship. 

Types of Businesses. Information on the types of Poutry Mate 39SID Femalebusiness enterprises was teken from two different sources. Table Carpentry 108 24 
3.5 gives the frequency of occupations as obtained from the MIS Sewing 390 258 

Hair Dresser
database as constructed from RSSE aud SME project borrower Watch Repair 47 2344 21
records as of January 1, 1991; N= almost 6,000. Women Ironing 238 05Mechanic 20 
clustered overwhelmingly in the sewing business, which is also Butcher 1132 194 
popular with men. Butchering, poultry, and restaurant/food Restaurant/Food 403 37
 
occupations Electrical 93 0
were also common female ventures. Among men, Bakery 26 0
butchering and carpentry were the predominant occupations. Driver 14 0
 

MetaL Work 114 7
 
Photographer 14 0Table 3.6 provides a breakdown of occupational categories Decorator 78 0 
Stationery 52 8of the 323 entrepreneurs randomly selected for this survey. Over Welding 80 4


half (56 percent) of female entrepreneurs were in service Leather 114 9

Plastic 318 13businesses. This percentage is significantly higher than the Other 101 7
 

percentage of males (35 percent) involved in service businesses.
 
Women are
 

Table 3.6 Occupational Categories of Businesses less frequently
 
Surveyed found in
 

manufacturing or trade businesses when compared 
with men. 

Hale Female Apparent reasons for the higher representation 
Agricultural 11 5 16 of women in service industries are that it is easier to 
Production 6.3% 3.7 5.2 run a home-based service business and less capitalAgricultural 1 2 3 investment is required. Service businesses are smallerProcessing A. 1.5 X. ~and are not as likely to be exposed to the scrutiny of 
Mining 37 1s 55 regulators. Under-representation of women inManufacturing 21.1 - 17.7 manufacturing and trade probably results from higher13.3% 
Services 62 75 137 investment barriers due to fixed capital and working

3 % requirements.5capital 

Trade 63 35 98
 
__ __ _ _ _ 3 6 . 0g . 9X
_ 2.5 31.6 X3tr 29 


other1 0 1
1.6 Ownership Patterns. Nearly equal 

0.6x 0.3% percentages of women and men (87 percent of women 
Total 175 15 310 contrasted with 88 percent of men ) were sole 

1 56.5% 43.5% 100.0% proprietors. The 323 businesses surveyed provided
Missing Observations = 13 - employment for 317 proprietors, 163 family

members, 183 laborers, 97 apprentices, and 30 part
time workers - 790 people, or approximately 2.45 
positions per business. It was not possible to

determine how many of these positions were paid or the number of hours worked per week in each. 
Female-owned businesses tended to make more extensive use of family labor and part-time labor. The 
conclusion that can be reached from this finding is that microenterprises do create direct employment 
opportunities. 

Business Location. Over half (53 percent) of female-owned businesses were home-based 
compared with just 10 percent of male-run businesses. Twice as many men (84 percent) as women (41
percent) run their businesses from a shop (Table 3.7). 
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Table 3.7 Location of Businesses
 
Furthermore, 70 percent of female-owned
 

businesses compared with only 18 percent of male-run
 
businesses were started in the home. That so many of these Male 
 Female 
businesses were started and run out of the home has -

probably contributed to a systematic undercounting of their 1ome10.01 73 28.7118 53.31 91 
number, activity, and economic contribution. Program 

Side 8 8 16implications are that new methods must be explored to Walk 4.4% .1X 5.0%

identify and enumerate these female business owners and to
 
assist their businesses. Some of these methods might Shop 151 56 207
 
include having loan officers observe and inquire in Mobie 3 0 3
 
neighborhoods, using more female loan officers who could _0
1.7_ 0.93
enter the houses, and . with rotating savings and
 
credit associations, gamaye, which are popular inEgypt and 56.8 43.21 100.0
 
frequently used by women. I %
 

Distance from Business. The business owners 
surveyed lived very close to their place of work. Ninety
one percent of women's businesses and 84 percent of men's businesses were within 15 minutes of home. 
This reflects the large numbers of Egyptian women working out of their homes. It also shows the 
tendency, despite the contrary wishes of municipal governments, for male-owned businesses to be located 
in residential neighborhoods. Any small business program must be decentralized to meet the needs of 
clientele who are home- or neighborhood-based. 1" 

Sources of Finance to Start Business. Surveyed entrepreneurs were most likely to have started 
the business themselves (80 percent of women and 72 percent of men). Money for starting operations 

came primarily from personal savings. Formal
Table 3.8 Sources of Finance to Start Business lending institutions did not play a significant role 

in financing start-up operations. Informal savings 
Male Female and lending groups such as gamaye play an 

Work Outside Egypt 36 4 
Personal Savings 97 89 important role in financing new business start-ups,
Family/Friends 25 18 particularly for women (Table 3.8). By far theFormal Credit Inst.
Fonmy Lender 34 most common source of start-up financing was 
Gamaye 29 34 from family and informal sector sources. The 
Inheritance 25 11
Other 7 2 program significance is that donor organizations 
This question allowed multipte responses. As are generally not adept at assisting start-up 
percentages would be a less appropriate measure, businesses. Therefore, the focus should be on
the table reports the total number of responses in providing assistance to organizations such as 
each category. 
 gamaye, which are effective in providing suchsupport. 5 

Balancing Domestic and Business Obligations. Women were more likely than men to try to 
balance domestic and family obligations with their business. Seventy-five percent of women reported
combining household responsibilities with work compared with only 58 percent of men. Ninety percent 

" Oldham (1990) points out that businesses of certain types tend to cluster in a select few areas of 
any city. 

11 It should be noted that some gamaye are only temporary groups, started for a particular need; 
these would be less suitable organizations with which to work. 



22
 

of women worked eight hours per day or less in their business. Many women chose to work only
selected segments of the day or to work irregular hours. Any assistance programs to reach women must 
be designed to meet women's work schedules and not require large blocks of time. Requiring day-long
training programs or lengthy travel away from the business site or home would have a disproportionately
negative impact on female entrepreneurs and their families. 

Registration of the Business. Only 35 percent of female businesses are registered compared with 
56 percent of male businesses. Of the women who have not registered their businesses, 89 percent saw 
no need for or benefit to registering. Businesses run by men are larger and more likely to be located in 
public areas. Their registration rates are likely to be higher because they are more visible to regulatory 
authorities. 

Informality of Female Businesses. Female-run businesses are much more firmly entrenched in 
the informal sector than are male-run businesses. This characteristic is shown by the likelihood that the 
business is unregistered, uses family labor, operates from the home, does not keep business records, and 
is done on less than a full-time basis. 

Record Keeping. Microentrepreneurs generally do not keep business records. Of those surveyed
in this study, 77 percent of women and 72 percent of men did not keep records. 

Suppliers. Women tend to get their business supplies from retail sources rather than from a 
manufacturer or wholesaler (Table 3.9). This is probably because female-run businesses are smaller and 
less able to take advantage of volume purchases. Other 
questions revealed that 55 percent of these businesses are Table 3.9 Sources of Goods and 
service businesses that do not require large amounts of raw Materials for the Business 
materials or product inputs. Service businesses require only 
supplies, and the savings realized by buying wholesale or 
from the manufacturer are not significant. Convenience of Retail 81 83 
suppliers is more critical to female entrepreneurs because over Whotesate 100 50 
half the businesses purchased supplies in their immediate 
neig'borhood. There is some limited evidence that women 

Manufacturer 
Other 

6 
4 

9 
8 

tend to purchase from other women. This is probably more fro each responsaent. 
dependent on the type of businesses that women engage in 
than a preference for seeking out female suppliers. This 
question needs to be investigated further. 

Purchaser of Product/Service. Female-run businesses generally sell to consumers. Seventy-six 
percent of female entrepreneurs cater directly to consumers compared with 35 percent of male 
entrepreneurs. This is consistent with the proportion of female-run businesses that are service or trade 
businesses (Table 3.10). A very small proportion of these microentrepreneurs are exporters. Because 
of economies of scale and the quality demands of export marketing, it would be very difficult for this 
category of entrepreneur to become active in export marketing. 

Reasons for Going Into This Business. The results of this question have important implications
for planners. When asked for the reason they entered this particular business, women were more likely
than men to say that it was because the business could be run from home or could be easily combined 
with domestic responsibilities. During pretesting, the researchers also noted the tendency for widows to 
inherit and operate their husbands' businesses. Other responses such as knowing the business or ability 
to obtain raw materials did not elicit very different responses between males and females. Males,
however, seemed more attuned to market conditions, and nearly twice as many males as females 
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Table 3.10 Principal Purchaser of Product or Service 
mentioned "good market" as a reason to produce 
this product or provide this service as Tablf 3.11 
illustrates. 

Supplier and Customer Credit. Women 

operate primarily on a cash purchasing basis. 
Seventy percent of female-run businesses paid
cash in advance or cash on delivery for supplies, 
materials, and products, and 87 percent of female 
entrepreneurs extended credit to their customers. 
Male-run businesses are more likely to get access 
to supplier credit and are less likely to extend 
credit to the customer. This helps to explain why 
so many women list working capital as a major 
constraint to business development (see Tables 
3.12 and 3.13). 


Table 3.11 Main Reason Owner Decided to 
Produce this Product or Provide this Service 

Male FemaLe 
Good Market 100 55
Can Get Raw Material 26 16 

LittLe Capital Required 24 18 

Know the Business 108 90
 
Can work at Home 15 45
 
Other 11 9 


This question aLLowed muLtipte responses and 
the table reports the totaL number of 
responses ineach category.
 

present, and future of the business.
 

Problems When First Acquired Business. 
Respondents were asked whether they faced any major
problems when they first acquired this business. Forty

three percent (138 entrepreneurs) responded that they 
had faced major obstacles. These respondents could 
then indicate the primary and a secondary constraint 

Male Fe. al• 

Consumers 132 117 249 
34.71 77.5X 65.5% 

-4 

1et1is5 9.3 15.51 
36 13 49 

o tr 9.5% 8.61 12.9 
Foudations 10 3 13 

2.61 2.01 3.41 
Exrts 2 2 4 

0.5% 1.31 1.0 
Other 4 2 6 

1.0% 1.3X 1.61 
Total 229 151 380 

100.01 
Note: Some entrepreneurs Listed more thonloe type
of purchaser. 

The next set of questions deals with the past, 

that they confronted. Table 3.12 combines the primary and secondary constraints listed for each 
respondent. 

Lack of working capital was the most common obstacle faced by both men and women. Multiple 
reasons were permitted in the questionnaire. Over 76 percent of both men and women mentioned this 
as the primary problem at the time of start-up. Giving essentially the same reason, another 2 percent
mentioned getting capital for raw materials or stock as the primary constraint. As the second major 
constraint, 17 percent mentioned working capital or financing for raw materials or stock. In summary, 
over 95 percent of respondents listed some type of working capital as either the most important or 
second most important constraint faced at start-up. 

In contrast, fixed capital was mentioned as the primary constraint by only 5 percent and as the 
second constraint by only 7 percent of respondents. The only other constraint that was mentioned by 
many respondents was the problem of establisbing a market. Six percent mentioned this as the biggest 
problem and 36 perctnt mentioned it as the second major obstacle. 

Current Problems. When asked whether their business was currently facing any major 
problems, 55 percent (174 respondents) replied affirmatively. In the interview they were given the option 
of listing the most important problem and the second most important problem. When respondents gave 
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Table 3.12 Problems Faced When This Business First 
Opened 

orkin Capital 

Capital for fixed 
Assets 

Capital for Raw 
Material 


Obtaining Raw Material 
Administrative 

Regulations 

Licensing/Permits 

Obtaining Labor 

Tax System 

Transportation Problems 

Import Restrictions 

Customer Payments 

Other 

ate Femate 

73 46 

11 5 
-

10 a 
Ias 

16 8 

5 1 

11 3 

2 4 

18 0 

0 1 

1 0 

7 5 

9 7 
This question allowed mittipe responses 
reports the total nutber of responses 
category. 

Business Expansion. The 
microenterprise sector is dynamic and 
growing. When asked whether they 
planned to expand their business, 87 
percent of females and 77 percent of males 
indicated that they planned to do so. 
Interestingly, 38.4 percent of females and
only 7.9 percent of males stted that they 

would need spouse approval to expand. 
Those who suggested expansion plans 
were asked what they most needed to 
expand opcrations. Up to two major needs 
were recorded by the interviewer (Table 
3.14). Eighty-nine percent of females 
and 87 percent of males listed working 
capital as the most important need for 
business expansion. As a second need to 

Total 

119 
16 

18 

24 

6 

14 

6 

18 

1 

1 

12 

16 
et e
 
in each
 

Table 3.13 

more than one response to a question (more 
important-less important), both answers were 
tabulated. The responses are presented in 
Table 3.13. The largest single problem
facing these business owners was lack of
working capital. Seventy percent of business 
owners who indicated they were having a 
problem, listed working capital as the primary
problem, and 7 percent listed working capital 

the second major problem. Women have 
more of a problem with working capital 
than men. Eighty-seven percent of female 
entrepreneurs listed lack of working capital as 
either the first or second most critical 
problem being faced by their business. By 
contrast only 69 percent of maleentrepreneurs listed working capital as the 
first or second most critical constraint. The 
other common constraint facing 
microenterprise is marketing or establishing a 
client base. Six percent of respondents listed
this as their primary problem and 30 percent 
listed this as their second major problem. 

Major Problems Now Faced by the Business 

Mate 
Working Cupital 74 
Capitat-Fixed Assets 12

Capital-Raw Material 19 

Obtaining Raw Material 20 

Administr. Regulations 2 

Licensing/Permits 10 
Obtaining Labor 5 
BuitLdfng Client Base 32Tax Syste 6 
Transportation Problems 1 
Iuort Restrictions 1 

Other 7 

Femate Total 

59 133 
6 18 
10 29
 
10 30 
1 3 
2 12 
3 8 
28 57
2 8 
0 1 

0 1 
2 9 

Several problem were listed either as the primary 
remaining problem or the secondary remaining problem. 

expand operations, 29 percent mentioned raw materials and 21 percent mentioned equipment. 

A major program implicatior. flowing from these findings is the inappropriateness of attempting 
to use fixed capital financing for encouraging micro business development. Although this may be useful 
to a small minority of the businesses tha't find that financing for fixed capital is their major constraint, 
it does nothing for the vast majority of businesses that have working capital constraints. The evidence 
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seems overwhelming that working capital is the key to supporting success for microenterprises, especially 
for women. 

Technical/Business Training for Expansion. Not one oF the 323 respondents mentioned 
business or technical training as a necessity to expand his or her busi.ess. 

Total Sales. Eighty-four percent of female-owned businesses gross less than £E1,000 per month 
versus 74 percent for males, implying that female-owned businesses are smaller than those of males. In 
the next size category, £E1,000-4,999, 22 percent of male businesses as contrasted with 14 percent of 
female businesses fell into this range. 

Table 3.14 What is Needed Most to Expand the Business Expenditures. Eighty-four
Business percent of female-owned businesses gross less 

than £E1,000 per month compared with 74 
percent of male-run businesses. Twenty-two 

Male Female Total percent of male-run businesses and 14 percent of 
Working Capital 136 96 232 female-run businesses had gross sales of between
Fixed Capital 18 14 32 £EI,000 and £E4,999 per month. On the cost 
Raw Materials 51 28 79 
Labor 8 3 11 side, 89 percent of female businesses and 80
Transportation 7 3 10 percent of male businesses had expenditures of 
Markets 28 23 51
 
Space 20 14 34 less than £E1,000 per month. 
Equipment 31 30 61
 
Collect debts 6 1 7
 
Other 1 1 2
 

Number of replies Listed as either the most Use and Control of Income/Preferences for a 
important or second most important constraint. Home Base Versus Higher Earnings 

Use of Income. Few gender differences 
appear in use of income derived from the business. Slightly less than two-thirds of t th men and womel 
used the income to support personal and family consumption. Thirty-five percent of males and 30 percent 
of females reinvested business income into the business. This finding contradicts the popular notion that 
women use their earnings for family consumption and do not reinvest in their businesses. 

Control Over Business Income. Male entrepreneurs (87.9 percent) had more personal freedom 
to decide how to use the income from their businesses than did female entrepreneurs (70.5 percent). 
Women (6.5 percent) were also more likely than men (1.6 percent) to let their spouses decide use of the 
woman's business income. Furthermore, women were four times more likely (19.4 percent) to decide 
jointly with their spouse on the use of their personal business income than were men (5.5 percent). 

Preference for a Home-based Business Earning Less Versus a More Profitable Outside 
Business. When asked to state their preference for working either in a business at home that earned less 
or an outside business that was more profitable, the responses of men and women were significantly 
different. Fifty percent of the women said they would prefer the home-based work with smaller income 
compared with only 10 percent of the men. This finding is similar to results in Asia (Kudat and 
Weidemann 1991). 

Preference for Higher Income Over More Leisur. Tme. Assuming that their businesses 
started to operate more efficiently, allowing a choice between earning a higher income or cutting back 
on the number of hours worked, respondents were asked which they would choose. Both men (96 
percent) and women (90 percent) stated that they would prefer a higher income to more leisure time. 
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This choice is typical of householders stretched by economic necessity and of an ambitious entrepreneurial 
class. 

Finandal Services 

Use of Formal Financial Services. Seventy-one percent of the entrepreneurs had applied for a 
loan from a formal institution within the previous 12 months. This is a high percentage and results from 
that fact that at least 215 of the total sample of 323 were currently in a loan program. Some 
nonparticipants also may have had access to loans. It is worth noting that only 6 percent of those 
entrepreneurs who applied 'or a loan went to a commercial bank. 

When asked the main reasons they had Table 3.15 Reasons Particular Formal Financial 
chosen a particular institution, the entrepreneurs' Institution Selected 
answers varied. Reasons most frequently given 
were that loans were made in small amounts, 
officials were easy to deal with, and no collateral 
was required (Table 3.15). MaLe Female 

Loan Approval Rates. The loan Close to house 12 11 23
 

approval rate for women was 86 pe.cent and for NoWriten 13 7 20
 
men, 90 percent. Among project p:uricipants, the Request Required

loan approval rate was 98 percent; among rmo the Lender 22 16 38 
nonp,,rticipants, 33 percent. Thus, it would 
appear that one major reason for entrepreneurs to Low Interest 19 14 33 
apply to the two USAID projects for a loan is that Rates 
their chances for approval are substantially higher Favorable 32 29 61 
than at other formal institutions. Repayment Terms 

No Waiting 47 29 61
 
Loan Size. Women's loan sizes tended to Period 

be smaller than men's. Eighty-two percent of No CollateraL 46 27 73 
loans to females and 72 percent of loans to males 
were under £E1,000 (US$300). Although their Loans in Small 45 35 8o 
loans were smaller, most women felt the loans Amounts 

were adequate. No Penalty for 13 6 19 
Late Payment 

Informal Credit Sources. Many Officials Easy 41.7 41 88 
entrepreneurs had received credit from informal to Deal with 

sources within the previous 12 months. Family Provide Loans 20 19 39 
and friends were the most popular sources for When Needed 

males. Family, friends, pawning gold or jewelry, Few Visits 13 3 16 
and gwnaye were the favored female sources. he-ded 

Results a'e listed in Table 3.16. Over one-third Officer 32 23 55 
of wome: chose an informal source because it MLprespnses we R 
was closer to their home. Among men, one-third 
chose the informa? source because no collateral 
was required, and une quarter because no waiting 
period was required. 
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Banking Relations. Very few of the entrepreneurs are part of the formal banking systera. Only
8 percent of females and 12 percent of males have a carrent bank account. Interestingly, 26 percent 
of women had to have the signature of their spouse to open an account while only 9 percent of the 
men were subject to this restriction. 

The low participation at even rudimentary levels of the banking system has significant program
implications since establishing a checking account is relatively simple. This could help mobilize savings
and move microbusinesses to the threshold of the mainstream banking system. Establishing a credit 
history and perhaps a lending relationship could result. 

Table 3.16 Source of Informal Credit Within the Savings. Few men (12 percent) and 
Last 12 Months women (8 percent) had savings besides any 

required by the projects. The implication for 
USAID programming is to emphasize savings 

=t mobilization to tap wider community participation
Sate Female and enhance the soundness of loan operations in 

Money Lender 2 0 2 its projects. 

[mtyeGam e 611 66 1217 Business and Technical Training InGeneral. Business and technical training did not 
Friends 10 4 14 appear to be a high priority for the entrepreneurs. 
Suppt-ers 1 2 3 About one entrepreneur in three had received 
Setling GoLd 5 9 14 some type of training in the past. Two-thirds of 
or JeveLry the training offered was in the area of production. 
Other 3 0 3 When asked if they would take advantage of any 

Some respondents Listedmore than one response. business or technical training if it were offered,
less than half (45 percent) showed any interest. 
Of those who were not interested in training, lack 

of time was the reason cited by 60 percent of respondents. Fifteen percent of women said they would 
not be interested because they would need permission of their spouse to participate. Another 9 percent
of women would not want to participate because of shyness. 

It was pointed out in Chapter Two that lack of knowledge of new technologies was a major
constraint to improving small-scale industrial production. The responses of these entrepreneurs may come 
from lack of understanding of what appropriate technological exposure could do to improve the efficiency
of their businesses. Two points are, therefore, important to iuture USAID programming: small 
enterprise support programs must modify training needs to meet the time constraints of the entrepreneurs,
and entrepreneurs must be made better aware of the benefits they can reap from training. 

Results of Questions Addressed to USAID RSSE and SME Project Borrowers Only 

Source of Learning About the USAID Projects. Project officers were the most common means 
by which entrepreneurs found out about the project. Forty-four percent heard through a project officer, 
28 percent heard from a relative or neighbor, and 16 percent heard from colleagues in their trade. 
Women needed more encouragement to apply to the project than men: only 12 percent of women applied 
on their own, while 25 percent of men did so. Spouses and work colleagues seemed the most influential 
in getting women to apply to the project. Women were also more likely to experience discouragement 
from others (such as neighbors, relatives, and spouses) from applying, as compared with men. These 
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facts need to be considered in plans for publicizing any small enterrise project and identifying 
participants when increased female participation is a goal. 

Number of Visits by Project Officers. Participants reported that they were visited by prolect 
officers on a weekly (60 percent), twice,monthly (11) percent, monthly (16 percent), or less than monthly 
(13 percent) basis. The purposes of the visits were loan collection (5f percent), loan supervision (20 
percent), provision of advice (15 percent), and mixed loan supervision and advice (10 percent). 

Preference for Male or Femalr Loan Officer. Although most participants preferred to deal with 
a male loan officer, 26 percent of the female entrepreneurs suggested that they prefer dealing with a 
female 'oan officer. 

Participant Evaluation of Projects. Participants were asked to evaluate various aspects of the 
project, such as application procedures, length of waiting period, size of loan, length of repayment
period, interest rates, location of loan repayment, advice from loan officers, and follow-up by loan 
officers. Participants were generally satisfied with the services being received. The areas in which a 
significant number voiced need for improvement were the size of loans (36 percent), repayment 
period (32 percent), and interest rates (21 percent). It was not clear what was meant by improvement 
in the size of loans, but in other areas of the questionnaire respondents voiced dissatisfaction because of 
the small size of loans. 

Repeat Loans. Over half of the 323 participants surveyed had received more than one loan; 
however, only 63 of the repeaters were women. The size of subsequent loans is smaller for survey 
respondents; 72 percent of the first loans and 77 percent of the last loans were under £E1,000. Loans 
extended to women tended to be smaller than loans extended to men. It is not known whether this is 
because of the nature of their businesses, a desire for lower risk, or a bias in the system. 

Suggestions for Improvement. Seventy-nine percent of the RSSE and SME entrepreneurs 
suggested that the process for evaluating loan amounts needed to be improved. Twenty-six percent 
wanted improvements in the loan officer visits, but details on what these improvements might be were 
not specified. 

RESULTS OF SURVEY OF LOAN OFFICERS 

Forty-seven loan officers (4female and 43 male) from Alexandria, Damietta, and Sharkeya were 
interviewed for their opinions on gender-related behavior of borrower3. No significant differences 
surfaced between male and female loan officers in their responses. There was no cbserved tendency to 
single out either male or female borrowers as systematically requiring special assistance. 

Ways to Identify Clients. Loan officers indicated that they were able to identify entrepreneurs 
to participate in their projects by several different methods. These included sureying businesses, asking 
around the neighborhood, asking business owners already in the program, and giving public presentations, 
Male and female loan officers apparently identified male and female entrepreneurs in much the same way. 

Opinions About Female Borrowers. Loan officers - both male and female - gave lower 
marks to female borrowers for their knowledge of financial and technical aspects of their businesses. 
This could indicau that female borrowers need stronger support and closer loan supervision. Loan 
officers also voiced some frustration at female business owners over not expanding or introducing new 
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features into their businesses. Th3 implication is that loan officers need to understand the different values 
and responsibilities of women, and their particular entrepreneurial growth patterns and preferences. 

Means to Improve Small- and Micro-scale Enterprises. Loan officers felt that small businesses 
could be improved by increased access to credit, moving the business out of the home, hiring better 
workers, expanding the premises, and getting better equipment. In each of these cases, they felt that 
female entrepreneurs were more in need of these improvements than were men. 

Methods to Provide Increased Services and Improve Loan Officer Skills. Extending loans 
for retailing, providing marketing assistance, offerin0 technical training, and providing loans for service 
businesses were all seen by the officers as methods for the project to provide increased services. Loan 
officers felt that they could improve their own skills by exchanging information with officers in other 
projects and by receiving additional training ina variety of topics. They also felt that they would benefit 
from working with more experienced loan officers. 

ime Consumed by Visits. Loan officers reported that they visited clients weekly; more than 
one quarter said that weekly visits consumed too much time, and prevented them from identifying new 
cliel.ts. One-third of the officers said that weekly visits consumed too much time to supervise problem 
borrowers. 

Increasing Numbers of Female Clients. Seventy-eight percent suggested that they could meet 
a quota of 20 percent female borrowers in their loan portfolio. The four female loan officers said they
could meet the quota, but 22 percent of the officers (nine males) said it would be difficult to do so. Of 
those who said it would be difficult, four said they could meet the 20 percent quota if a monetary
incentive were established. Four said this would not help, and one did not respond. 

SUMMARY 

Female entrepreneurs in Egypt make up a dynamic class of business owners that has gone largely
unnoticed in official circles. These dynamic businesses are usually small, self-financing sole 
proprietornhips that rely on family labor, requiret low skill levels to run, and sell directly to the consumer. 
Because they are typically unregistered, do not maintain bank accounts, do not apply for credit from 
mainstream credit institutions, do not operate in public places, and do not keep business records, these 
businesses lr'gely escape official scrutiny. Owners of these businesses are the invisible entrepreneurs.
In the next chapter, suggestions will be made for raising the visibility and enhancing the productivity of 
this group. 

http:cliel.ts
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CHAPTER FOUR
 

IMPLICATIONS FOR USAID PROGRAMMING
 

This chapter summarizes key implications for .nhancing entrepreneurship programs for women
in Egypt, as well as in other Islamic countries and elsewhere around the globe. In Egypt's Small and
Microenterprise Project, women made up between .05 and 9 percent of the total borrowers from the two
implementing foundations. These low female participation rates are caused by two factors: female
participation was not an objective for either foundation when they began, and loans are given almost 
exclusively for manufacturing, a sector with few women. Alexandria has recently placed more emphasis
on female participation and has achieved a rate of over 9 percent. When the SME project diversifi&s its 
sectors, as planned, female rates should increase. The Rural Small Scale Enterprise component of the
Local Area Development Project has a higher female participation rate because trade and service 
enterprises are eligible. Most Icans (52 percent) went to the investment sector for purchase of machines
and tools and only 8 percent went to the service sector. Average loan maturity was 6 to 9 months. Both
projects targeted existing businesses; 20 percent of the loans requested by women in Damietta were
rejected because they were for start-up businesses. Female participation rates for the above projects and
the new Small Enterprise Credit Project could increase dramatically if the measures suggested in this 
report are taken.. 

IDENTIFYING AND APPROACHING WOMEN CLIENTS 

Encourage loan officers to be proactive in identifying women clients. Methods they could 
use include surveying businesses, asking around neighborhoods, asking business owners already in the 
program, and querying social workers and NGO officers about female entrepreneurs who need assistance. 

Realize that women are more likely to experience discouragement from neighbors, relatives,
and spouses in applying for project loans. These facts need to be considered in plans for publicizing 
any small enterprise project and identifying participants if increased female participation isa goal. Also,
although women have considerable autonomy, it is still advisable to keep males in their families well 
informed about the project. 

Consider different communication vehicles to inform women about projects. Women must
be sought out, as many will not otherwise come forward. They are also less literate and may not respond 
to written announcements about project services. 

Recognize the reasons why women go into a particular business. Women in this study were 
more likely than men to go into a business that could be conducted from home, or a business that could 
easily be combined with domestic responsibilities. Survey questions such as "knowing the business" or"getting raw materials" did not elicit significantly different responses between males and females. Males,
however, seemed more attuned to market conditions, and nearly twice as many males as females 
mentioned "good market" as a reason to produce a particular product or provide a service. 
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WOMEN'S BUSINESS NEEDS 

Emphasize working capital rather than fixed capital. A major program implication flowing
from these findings is the inappropriateness of using fixed capital financing to encourage small business 
development. Although this type of financing may be useful to a small minority of businesses, it does 
nothing for the large majority with working capital constraints. The evidence seems overwhelming that 
provision of working capital is the key to supporting successful microenterprise, especially for 
women. 

Investigate means to get women and men into savings programs. In this survey, few men (12
percent) and women (8 percent) had savings besides any required by the project, and except for project
participants, there was extremely low participation of th study group in the formal banking system, even 
at the most rudimentary level. It makes good sense to involve women as savers. In Egypt's Agricultural
Production Credit Program, women constituted 19.8 percent of borrowers but 25 percent of savers 
(NSCE 1989). Marouk (1989) also reported that women's savings rates were high, and that women 
appeared to be more. disciplined and more responsible. Many credit schemes that have high female
participation rates, such as the ACCION programs in Latin America, the BKK in Indonesia, and the 
Grameen Bank in Indonesia, require compulsory savings. Interestingly, the structure of the savings
component or instrument seems more relevant in determining savings rates than does gender of the
depositor. Finally, the ability to accept deposits is a desirable feature in financial institutions because it
expands their lending capability, protects their portfolios, as well as fulfills an often unmet need among 
women and the poor. 

Place less emphasis on training of entrepreneurs, at least for now. Neither men nor women
expressed a significant need for it. Yet, to overcome the severe technical barriers that Egyptian women 
(and men) face, consider funding visits for leading entrepreneurial women to other countries to view 
alternative technologies. Expressly targeting women for these visits has merit in that women have less 
exposure to the outside world, travel less, and have lower literacy in Arabic and less ability to read 
foreign language trade and business magazines for ideas. 

Design assistance programs that take women's work schedules into consideration. Requiring
day-long training programs or lengthy travel away from the business site would have a negative impact 
on female entrepreneurs and their families, because women in the survey tended to work part-time and 
in designated segments of the day. 

ASSISTING WOMEN ENTREPRENEURS 

Decentralize the small business program to meet the needs of a geographically diverse
clientele that is usually based in the home or the neighborhood. In this survey, 91 percent of women 
and 84 percent of men work within 15 minutes of home. 

Continue to target women by emphasizing the informal sector, because fewer women than 
men work in the formal sector and rgister their but:nesses. 

Consider targeting women in any povert/-oriented program. Women in the survey had an 
average of 4.75 persons fully dependent on them versus 4.2 for men. This implies that female 
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entrepreneurs are in business because of need. The program implicaion is that female entrepreneurs
should also be included inother poverty programs. 

Consider assisting the apprenticeship system that is widespread in Egypt. Apprenticeships 
are actually trade schools functioning at no expense to the GOE. The skills taught and the kind of 
equipment used in apprenticeships are often more appropriate than that available at government-sponsored 
vocational schools. Moreover, after training, the master often helps set up the apprentice in business and 
even "jobs-out" parts of production to the former apprentice. To encourage female entrepreneurship 
further, USAID might explore a strategy used in a World Bank project in Indonesia in which loans or 
scholarships are given to students to study at private institutions or workshops in the apprentice mode. 

Consider a subchapter for women in the Alexandria Businessmen's Associations. Association 
names selected in the future should not imply that only males can join; women are shy about approaching 
a group that appears to be dominated by males. 

Include more sophisticated women's businesses by targeting university graduates in 
commerce, economics, and the like who are unemployed. For example, in Alexandria, a female 
graduate who could not get a job started a successful boutique and a home-based embroidery business. 

Increase women's awareness of where more remunerative markets are. For example, the 
confectionery and wedding cake business has a 50 percent profit margin compared with a 15 percent 
margin in poultry raising, and could absorb more entrepreneurs. 

Encourage women's groups. Solidarity groups can raise self-confidence, empower women, 
assist illiterate members to gain or retain knowledge, and lower transaction costs. 

Expand SME programs beyond the manufacturing sector, or fewer women will be attracted. 
Encourage petty trading among women, as petty traders turned out to be no riskier than other industry 
segments in the RSSE project test cases. Also, the service/retail sectors in this survey, in which women 
are more likely to be found, created employment for 790 people (30 of which were part-time). This 
equated to 2.45 positions per business. 

LOAN OFFICERS 

Attempt to attract female loan officers, because 26 percent of women in the survey prefer them. 
Female loan officers might be sought from among older women .vith fewer family responsibilities or 
younger unmarried graduates. As desirable as this measure is, there are still some social constraints in 
Egypt that prevent female loan officers from working late at night, which is often a necessity to reach 
small business owners. And it may be that the gender of loan officer is not so important as his or her 
understanding of the dynamics of female-run businesses. Several male loan officers in the RSSE and the 
Alexandria SME projects had high numbers of female borrowers. When asked, they stated that they had 
adopted special techniques to identify women clients. These officers should be used intraining sessions 
to help other officers. Still, it should be kept in mind that, for cultural reasons, some young, unmarried 
male loan officers could have difficulty working with women entrepreneurs in their home. 

Consider reducing the weekly frequency of loan officer visits where these are still the norm. 
Loan officers in the study perceived these as too time-consuming and as preventing them from finding 
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new clients and working with problem clients. Twice-monthly visits may be sufficient, with more 
frequent visits to problem clients. 

Offer brief training sessions for loan officers about the dynamics and differences between 
female and male businesses, using these survey results as a basis for the curriculum. Because the 
presurvey interviews and the survey results showed that women's home-based businesses are taken less 
seriously, it is important to teach women and men loan officers that home-based businesses are 
acceptable. In developed countries, home-based businesses are the wave of the future. The trend in the 
United States, made possible for service businesses by computer and telecommunications technologies,
is for workers to go back to the home as the work place of choice. The top CEOs of select corporations 
are operating out of their houses and lower-level workers are being allowed to work a few days a week 
at home, linked to their offices by computers. Advertisements by IBM, AT&T, and Fujitsu support this 
trend. 

Recognize that loan officers gave lower ratings to female borrowers. This could be an 
indication that female borrowers need stronger support and closer loan supervision. Loan officers also 
showed some frustration with female business owners over not expanding or introducing new features into 
their businesses. Loan officers need to understand better the different values and responsibilities of 
women, and their particular entrepreneurial growth patterns and preferences. 

Recognize that monetary incentives to increase numbers of female clients do not appear
appropriate. Of the 47 loan officers surveyed, 78 percent said they could meet a quota of 20 percent of 
female borrowers in their loan portfolio. Twenty-two percent (all males) said it would be difficult to do 
so, but only a few of these said a monetary incentive would help them achieve the 20 percent goal. It 
seems more appropriate to employ some brief training measures to recruit more female borrowers. 
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CHAPTER FIVE
 

RECOMMENDATIONS FOR FOLLOW-UP RESEARCH
 

During the planning for this study, consultations were held with representatives of USAID/Cairo,
R&D/WID, and GEMINI concerning the desired work product. Because this survey was one of the first
anywhere to examine extensively the nature of female entrepreneurship in the small- and micro-scale 
enterprise sector, and to contrast them with male entreprereurs, the decision was made to add extra 
questions so that comparisons could be made with other countries where similar studies are under 
consideration. Also, it was felt that the additional information would be useful in any later, follow-up
analysis. Although crucial and significant implications for gender and enterprise program work have 
emerged from this analysis, further in-depth analysis might reveal other implications for donor programs 
and SME policy. 

DATA AND ANALYSIS 

Several unexpected and significant findings have already been revealed by the data analysis done 
for this study, yet the results presented have just scratched the surface of the available data. The data 
are in an electronically retrievable form that can be subjected easily to additional analysis that may 
uncover additional implications for programming. 

0 	In this study, only simple two-way cross tabulations were used. The results highlighted some 
significant questions that might be answered by using different variables in the cross 
tabulation, three-way cross tabulations, or more powerful analysis of variance. 

DISSEMINATION OF RESULTS 

Many local and regional researchers working in small enterprise and gender issues are not fluent 
in English. In addition, most small enterprise practitioners are not fluent in English. 

" Tae executive summary and main findings of this study should be translated into Arabic. 

* The results of this study should form the basis for training loan officers who work with 
microenterprise and female entrepreneurs. 

FURTHER RESEARCH 

This study has helped to refine some ideas that are useful for plazuaing new gender-sensitive 
program initiatives. 
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" 	A relatively simple questionnaire should be designed to be used as part of the loan application 
process. These results would be extremely useful for evaluating and planning programs that 
will be responsive to gender-related issues. 

* 	Liaison should be set up with the World Bank Social Dimensions of Adjustment Unit, which 
is also investigating microenterprise and gender in Egypt, as well as with the World Bank 
WID Officer for the Middle East, North Africa, and Europe. 

" 	The questionnaire developed in this research should be used as the basis for other studies 
comparing female entrepreneurs across regions. 

" 	More attention could be given in future iterations of the study to the subsector approach, 
which is defined in such GEMINT publications as A SubsectorApproach to Small Enterprise 
PromotionandResearchby James J. Boomgard, Stephen P. Davies, ;Steven J. Haggblade, and 
Donald C. Mead; and A FieldManualfor Subsector Pracdtionerv,by Steven S. Haggblade 
and Matthew Gamser. 
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APPENDIX A 

CASE STUDIES OF FOUR FEMALE ENTREPRENEURS' 

PLACE: Gamaleya 
GOVERNORATE: Cairo 
ENTREPRENEUR: Fatheya 
ENTERPRISE: Alumninum Spare Parts for Washing Machines 

Fatheya is a 65-year-old widow living in Gamaleya, a poor area in CzJro. Her husband died in 1974 
leaving her with four sons and three daughters to raise on her own. All her sons went to school and
worked at the same time in aluminum utensils workshops, bringing in Fatheya's only source of income. 
Eventually, due to the financial demands of the household, all of her sons were forced to drop out of 
school, except her younger son Abdallah. 

In 1981, Fatheya decided to invest her savings in her own aluminum workshop because her sons had 
previous experience in aluminum spare-part making. She first bought a piece of land across the street
from her house,as well as a "makhrata." Little by little her business grew and she eventually bought
three "makhrata." 

Fatheya begins production with the raw material, alurainum sheets from the government. She rents a 
truck in order to transfer the material to her workshop, thon she distributes the work among six workers, 
four of whom are her sons. 

Although Fatheya's sons are always present at the workshop, she prefers to constantly supervise to maake 
sure that everything is running smoothly. She oversees the purchase of raw material, production, sales,

amarketing. She also keeps records of different expenses, such as overhead, electricity consumption, 
cs well as sales. Sometimes when they have a deadline to meet for delivery, she even feels obliged to
help in the actual production. After a product is finished, F'atheya sends her younger son to deliver and 
receive payment for it. All deals, however, are done through Fatheya. She chose her son Abdallah for 
delivering products because he is the only university graduate and therefore he gives a good impression. 

Fatheya also put Abdallah in charge of bookkeeping, because she is illiterate. But she has learn¢d to read 
numbers and can now check all the accounts to ensure that every item is accurately recorded. Fatheya
treats her sons as if they were non-family members, so they will be more serious about: their work and 
there will be no financial problems. She pays them like the others, and gives them a portion of the profit 
as an incentive. 

At first, Fatheya used to rent a car and market her products herself. She felt that the good quality of her 
goods enabled her to easily enter the market. She concentrated solely on washing machine spare parts 
to sell to wholesalers. 

Later, she began recycling the metal scraps and dust, melting them and making them into smaller sized 
items, like plates and kitchen utensils, to sell directly to retailers. 

These four case studies were prepared by NSCE staff in November 1991. 
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Fatheya's ambition did not allow her to stop at having only a few wholesalers and retailers. Wanting to 
market her products even more, she made a stamp that she uses on all he products. She also made a 
business card that she gives out to all of her existing and potential cutomers. This has resulted in an 
expansion of her market, ard wholesalers have started coming to her from Upper Egypt, where there is 
a high demand for her products and no local supply. 

Fatheya had two loans from the USAID project, which she invested in raw material, the most expensive 
item in production. She bought 1,000 kilos of aluminum sheets for £E2,000. After repaying her loan,
she took another for the same amount and invested it the same way. This loan enabled her to buy raw 
material essential for production and invest her profit into another machine. 

Her major complaint, as well as her sons', is the high inflation rate that results in high costs of 
production. Fatheya states that although the market is growing, her real growth was in 1981. This was 
when the price of aluminum was low, the cost to the consumer was low, and, consequently, demand was 
higher. 

PLACE: Road W1 7Farag 
GOVERNORATE: Cairo 
ENTREPRENEUR: Sabah 
ENTERPRISE: Embroidery 

Sabah is a 28-year-old woman who lives in the popular area of Road El Farag. On first seeing her, one 
could tell that she was very active, ambitious, and full of life. At the time of this case study, Sabah was 
preparing for her marriage, which was to take place in two weeks. 

Sabah has a high school diploma in commerce. To acquire more skills, she took an English arid , 
computer course at the Division of Public Service at The American University in Cairo. 

Her family consists of her parents and their 10 children, including herself. In 1989, Sabah's father fell 
ill and the family had no source of income. At that time, Sabah was on her third level in the English 
course. Being the eldest child, she was obliged to drop out of both courses, cancel her pians for entering 
university, and concentrate on earning a living for her family. 

She got two jobs in a five star hotel and managed to support her family's needs. During this time she 
visited a friend's embroidery workshop. When he told her that it was a good enterprise and the demand 
for it was high, she thought about it and planned to start her own business. 

Sabah explained that the main benefits of this kind of vrork were financial profit and having a sense of 
accomplishment. People also are ,,reated according to what they do, and being daring and hardworking, 
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she wanted to run her own business. Sabah has also come to love embroidery through watching her
 
friend at his workshop.
 

Before starting her business, she took and paid for formal training at her friend's workshop. Then she
 
started working for him until she learned all the needed skills and details concerning business, production,
 
and sales.
 

The embroidery machine cost £E6,000, and Sabah had only £E1,500. Because her mother believed in
her abilities, her mother encouraged Sabah to sell her gold jewelry for the extra money she needed. 

The raw materials needed for production are bed sheets and thread, with the latter being the most
 
expensive.
 

In 1988, after feeling confident with her skill, Sabah decided it was time to start operating her home
based enterprise. 
 Sabah visited potentiai customers and showed them samples of her products, and 
eventually established several contracts with wholesalers. She then started to teach her three sisters the 
technique of embroidery. She chose her sisters, rather than her brothers, because she wanted them to 
experience being independent and dealing with outsiders. 

Sabah later expanded her market, selling to retailers and direct to customers. Her dream is to have a big
workshop that could cover the national market, but due to financial constraints which keep her from 
buying more machines and raw materials, it is not possible at the moment. 

Sabah sets her prices according to the electricity costs, wages, machine operation costs, and maintenance 
needs. The factor that causes a difference in price among items, however, is the amount and kind of 
thread used, as well as the labor involved. 

Sabah is aware that bookkeeping is important in enabling her to set prices and evaluate performance and 
profit. Her records include different items such as payroll, power consumption, raw material purchases, 
and expenses and income. 

Sabah said that a clever entrepreneur is one who does not close her ears to advice. She, therefore, listens 
to the advice of her friend who first taught her the embroidery technique. It is up to her then to decide 
whether or not to take the advice. Also, she always needs advice about the current fashion trends. She 
resorts to her friend for this advice, too. 

The embroidery enterprise is a seasonal one. Everybody involved in it has a break during the winter and 
summer sale periods. At this time the demand becomes very low because wholesalers do not make any
purchases. After the Moslem month of Ramadan, the rate of marriage increases and the demand picks 
up quickly. 

Sabah, however, does not take a break during this period. Rather, she gets involved in another income 
generating activity. She buys jars and makes a popular kind of homemade jam and sells it in the 
neighborhood to housewives and/or sandwich stands. 

/ 
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Because she is getting married, Sabah will be moving to Beni Suef. But her business will not collapse,
because she has made plans to keep it running, She told all of her customers that she will be taking her 
machine with her and she will carry out her work from there. She also toid her fiance that she would 
only marry him if he allowed her to stay in business. She also received his permission to come to Cairo 
on a weekly basis in order to supervise her work, make deliveries, take orders, pay her sisters' salaries, 
and give her parents the needed money. 

TOWN: Faraskor 
VIJAGE: El Ghawabin 
GOVERNORATE: Damietta 
ENTREPRENEUR: Fayza 
ENTERPRISE: Weed Mats 

The name of the village El Ghawabin comes from the Arabic root ghab meaning weeds, with the village 
name meaning weed producers. On entering the village the name Ghawabin becomes moreeven 
meanngful as one finds the ground covered with weeds and girls and women weaving magnificent weed 
mats and shades. 

Fayza, a local weed weaver, married a farmer when she was young and lived in Faraskur with her 
husband's family. After having three children, they moved into a separate house, which meant being
completely financially independent from her in-laws. As a result of this new financial situation, Fayza
felt obliged to help her husband and was willing to engage in any type of income-generating activity. 

Everyday, Fayza would visit her neighbors, who are weed weavers, in order to acquire some weaving
skills. When she felt confident with her skills, she decided that she wanted to open her own business. 
At that time, her husbard had just bought a small plot in Ghawabin village and had finished building a 
small house for the family. 

After moving to their new house, Fayza decided to start her enterprise. She needed raw material (weeds)
and wood bars for the loom, and borrowed the needed capital (£E700) from her husband. Because her 
business was profitable, Fayza was able to pay off her debts and become the owner of her home-based 
enterprise. 

When she first started, Fayza was the only person engaged in weaving. But, as the demand for her
products grew, she increased the number of looms from one to two and started employing others to assist 
her. 

Fayza uses weeds and ropes to make her products. The weeds are either the baladi type, grown on farms 
and used for making mats, or the lake weeds used for making shades. Fayza makes the weed mats on 
a regular basis, while the shades are only made upon request. Because this kind of weed is grown on 
farms, it has to be bought and stored annually. In the beginning, Fayza would go by rented car to 
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neighboring governorates to check the quality and cost of weeds at different farms. Her husband and two 
sons go to the farm and collect the purchased weeds. If the sons are not available (as they are going into 
the army), Fayza sends two workers with her husband. After collecting the weeds, her husband gives 
a down payment to the owner of the farm to reserve the next year's crop. It must be noted, however,
that Fayza's husband is not the one who decides on such agreements with the landlords. Rather, Fayza
is the decision maker and her husband plays the role of the consultant and executor. 

The ropes needed for weaving are bought on a daily basis, because they are available it the village and 
storage could ruin their flexibility and result in cracks. Fayza's sons purchase the ropes, but she makes 
the decisions about merchandise. 

Fayza's working hours are from 6 am to 12 pm and from 2-5 pm. In the morning, she does the actual 
weaving and in the evening she peels and prepares the weeds for the next day. During her two-hour 
midday break, Fayza prepares lunch for her family while her two young daughters take care of the rest 
of the chores. On Sunday, her day off, Fayza bakes enough bread to last for a week. 

Fayza's two maternal uncles were her first customers. After a while, however, she realized that she 
could sell her products at higher prices if she simply bypassed her uncles, as they were both wholesalers,
and sold directly on the market. She started her retail sales by remning a car and going to Sharkeya,
where the market is good for her kind of product. After finding her potential customers, Fayza showed 
them samples of her product and took orders. Now she does not need to go to Sharkeya anymore
because her customers come to her to place orders and collect them when they are ready. 

To expand her business, Fayza took out two loans from the USAID RSSE project. With this money she 
purchased more weeds, and made more profit. With this profit she bought a car necessary for her 
marketing and sales activities. She also made a contract with three weed weavers (two women and a 
man) in a neighboring village to work for her. Their work is carried out in their own homes. Every
evening, one of Fayza's sons takes the car, collects the woven mats from the workers, and delivers the 
raw material to them for the following day. 

Contrary to common belief about women entrepreneurs, Fayza has very good management and 
bookkeeping skills, as well as a business-oriented mind. Her bookkeeping was well organized and 
included income, inputs, payroll and profits. She explained that this was very important as all her 
decisions are based on the records. 

The only formal workers that Fayza has are the three weavers and the two workers who help her husband 
in collecting the weed crop. She pays them on a weekly basis, but it is not a fixed salary. The weavers' 
salaries uepend on the number of mats they weave and the weed collectors receive wages by the day.
Any kind of work that Fayza's husband and children do for her is considered as help, so they do not get 
paid for it. 

Fayza has considered expanding her business even more because the market is still expanding. She is 
very confident that her products will continue to sell despite the fact that the whole village is engaged in 
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the same kind of production. She is considering a third loan. Fayza's main concern is that her capital 
does not decrease, so she invests her profits in cattle, which are easy to sell when the need arises. 

TOWN: Faraskur 
GOVERNORATE: Danletta 
ENTREPRENEUR: Fekreya 
ENTERPRISE: Grocery 

Fekreya is a 65-year-old widow. She was married at a young age vnd gave birth to five girls and two 
boys. When her husband died 18 years ago, two of her daughters were married and the rest of her 
children were still her responsibility. The family had no income other than the father's pension, which 
was not enough for survival. When her elder son turned fifteen, he started working as a carpenter - a 
handicraft for which Damietta is very famous. With her husband's pension and her son's salary,
Fekreya managed to meet her daughters' marriage needs. Later, both of her sons got married and she 
had no other direct financial responsibilities. 

Fekreya's house is located in a rural suburb in Damietta. As is the custom in rural Egypt, both of her 
sons and their wives live with her in the same household. This takes the responsibility of performing all 
the chores off Fekreya's shoulders and puts it on her daughters-in-law. After her sons' marriages, she 
thought of doing something on her own to keep herself busy and generate income. Her daughter and son
in-law, who live next door, had an unoccupied construction office in the basement of their building.
When her son-in-law decided to close it down and go to work in Kuwait, Fekreya told him that she would 
like to use the basement of his building to start a grocery business and he agreed. She does not pay any 
rent to her son-in-law, as it would have been morally improper for him to ask. But when she realized 
that the electricity and taxes were automatically placed on his account, she sent him a letter saying that 
she would like to put the electricity meter in her name. This meant that she would register the place in
her name and pay the taxes. Her son-in-law agreed, and she wrote a will giving her daughter (his wife)
the place on her death. Her son-in-law sent her a contract saying that she is considered the official owner 
of the store. 

For her enterprise she did not need anything other than shelves and goods. She used money from her 
husband's pension to establish herself, and the enterprise began making good profits. Fekreya was a 
pioneer in the field of grocery stores in her neighborhood and she had no competition. Later, however,
all the men of the neighborhood who had been working in Arab countries returned with considerable 
capital that they invested in grocery stores. This threatened her enterprise, and she felt as if she could 
not keep up with this kind of competition. 

As soon as she heard from her neighbors about USAID's RSSE Project, Fekreya decided to apply for 
a loan. She said that the project officers were very nice to her and she got the loan very easily. After 
she received the loan, her younger son got a contract for a job in Kuwait, but he had no money for the 
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air fare. So, she used the loan to buy his ticket. This son, as well as her son-in-law, returned to Egypt
during the Gulf crisis, leaving behind all their savings. Now, Fekreya alone carries the burden of 
repayments. 

Fekreya's merchandise is bought from a wholesaler located in a neighboring village. Every day she makes 
a list of the items that she would like to buy, and her grandson goes by bicycle and purchases the items 
for her. She does not go on her own as she is old and cannot leave the store for a long time. 

Fekreya said the main reason that encouraged her to open up a grocery was the availability of a place
close to her home. It takes only one minute to go to and from her store. This enables her to go home 
for prayers or any other important reason. If she needs to go home, she calls one of her daughters, who 
live upstairs, and asks her to watch the shop. If her daughters are not available, she simply closes down 
the store for fifteen minutes until she finishes her duties. This flexibility is indispensable to Fekreya. 

Ir the store, Fekreya has petty commodities, which when compared to the variety displayed in nearby
stoi:es is very little. She has mainly soap, cigarettes, biscuits, candies, and stationery, with limited 
quantity and brands of each item. However, she has her own customers who have been with her since 
the beginning of the enterprise. 

Also, her store is in poorer condition than the ones next to it. It is so old and dim that it was difficult to 
write down notes or observations. Fekreya works in the shop alone and says that it is not too much for 
her to handle. 

Pookkeeping did not seem to be very important to this entrepreneur. She does not keep records of the 
income and/or expenses. The only item that she keeps records of is sales made on credit. She explained
that this is to enable her daighter, upon Fekreya's death, to keep track of which people owe her money.
Despite the fact that she does not keep any books, Fekreya was able to carefully recall her expenses and 
profits for the last 12 months. Fekreya said that the major growth period of her enterprise was in 1988, 
before other people started the same type of enterprise. 

Fekreya makes a daily profit of £E5. She showed good awareness of how to set prices and calculate 
profit. She said that the prices are supposed to be determined according to the expenses which need to 
be covered and the profit one wanted to make. 

When asked if she would consider expanding her enterprise, Fekreya did not seem very enthusiastic and 
stated that she was satisfied with what she had and she did not have the capital needed for sny expansion.
However, when she was told that she could get another loan after paying off the current one, Fekreya
said that she would not mind using it for expansion. 
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GE1IN1 PROJECT 
EGYPT YONEN AI NICROBTERMISE STUDY 
PROJECT BORROWERS AM NON-BORROIERS 

BIGLISH VERSION (Translated and Administered in Arabic) 

Date of Interview Questionnaire ID Number 
Project Participant?__ 1) Yes 2) No 
Respondent's Name 
Enunerator's Name Enumerator Gender Codes: 1)Mate 2) Female 
Supervisor's Name 
Address/Locality of usiness Governorate District 
Erunerator: Code type of location: Codes: 1) Village 2) District Capital 3) Governorate Capital
Address/Locality of Residence Governorate District 
Enunerator: Code type of location: Codes: 1)Village 2) District Capital 3) Governorate Capital 

Erumerator Instructions: Please explain to respondent that unless otherwise noted, the business 
referred to in this questionnaire is the one for which the Project Participants are receiving a 
loan. For non-participants, the business referred to is their primary business. ALL answers are 
confidential and will be used only to imrprove services to small businesses.
 

I. CHARACTERISTICS OF THE HOUSEHOLD 

1, Household Roster
 

Name ReLatfon to 
Head :I 
Household 
(a) 

Highest 
Education 
Acquired (b) 

Main 
Occupation 
(c) 

Gender 
(d) 

Age at 
Last 
Birthday 
(e) 

Marital 
Status 
f) 

Residency 
Status 
(g) 

Respondent 

(a) 1) Head of household 2) Spouse 5) Son/Daughter 4) Parent 5) Other Relative 6) Not 
Related 

(b) (Highest level of school completed) 1) No formal education/iLliterate 2) No formal 
education but can read/write (e.g. Koranic school) 3) Some primary 4) Primary graduate
Technical 6) Some secondary 7) Secondary graduate 8) Some university 9) University 

5) 

(c) 
degree 
1) Self-employed agricultural producer 2) SeLf-employed:Other 3) Wage earner:private 
sector 4) Wage earner:civlk servant 5) Student/traInee/apprentice 6) Unpaid family
worker 7) Other (Military, reLigious/conmunfty service, etc.) 8) Inactive 

(d) 1) Male 2) Female 
(e) At Last birthday 
f) 1) Single 2) Married 3) Widowed 4) Divorced 
(g) 1) Living at this place 2) Living elseuhere 3) Visitor 

/ 
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2. How many people depend on you economical ly? 

3. How many of these are children 12 years of age or younger? 

4. What is your own personal economic contribution to the family from aL businesses, jobs or other income 
earning 	activities?
 

Codes: 1) Entirely supports 2) Contributes half or more 3) Contribates, but Less than half 
4) Supports self only
 

5. How many people do you support economically partiaLly or totally? 

II. CHARACTERISTICS OF ENTREPRENEU 

1. 	 What did you do before you started this business? 
Codes: 1) Ran another business 2) Worked for someone else's business 3) This is the first businessI have ever worked in 4) Did oaid domestic/famiLy work 5) Did unpaid domestic/family work 6)
Worked In the civil service 7) Vas self-employed agricultural producer 8) Was unemployed 9) Was an 
apprentice 10) Other 

2. For 	how many years, including this year, h.ve you been engaged in this type of activity? 

3. Have you ever worked outside of Egypt? 1) Yes 2) No 

4. Ifyes, for how Long: years
 

5. Ifyes, which country: Arabic Non Arabic
 

6. Did your father or mother do, or are they doing the same kind of wo,'k? 1)Yes 2) No 

7. Were you ever an apprentice inthe trade or skill you now practice? 1)Yes 2) No
 

8. In order of i portance what were your main motives for getting into business? 
1st Motive
 
2nd Motive
 

Codes: 1)Wanted to be independent 2) This business offers better earnings/opportunities
3) This business can be combined with my family duties 4) I could not obtain other work/empLoyment
5) 1 Lost my other work 6) This is a family business which I wanted to carry on 7) Returned from
the Gulf and needed to make a living in Egypt 8) it is the cultural obligation of women to provide
family extras 9) Other 

9. Ask 	only if the respondent is a widow. Was this your husband's business? 1) Yes 2) No 

10. Have you owned any businesses which are no longer operating? 1) Yes 2) No 

11. Ifyes, how many?_:
 

111. CHARACTERISTICS OF THE ENTERPRISE 

A. TYFT/OMERSHIP OF BUSINESS AND PREISES 

1. Type 	of business: (See attached adapted SIC coding sheet) 

2. 	 Type of partnership:
1) sole owner 2) respondent with co-financer 3) respondent with partner through work 
4) respondent with partner co-financer and worker 

3. 	 If co-partner who is he/she?
Codes: 1) Respondent 2) Spouse 3) Relative 4) Respondent plus relative 5) Respondent plus non
relative 6) Other
 

4. Gender of proprietor

Codes: 1) Male 2) Female 3) MaLe and female 

. Who manages this business on a day to day basis?
 
Codes: 1) Respondent 2) Spouse 3) Relative 4) Respondent plus relative 5) Respondent plus non
ng4tiXve 6) Other
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6. 	 If other than respondent only, does the manager or co-manager get a share from the profit?
 
yes no
 

7. 	 Gender of manager
 
Codes: 1) Mate 2) Female 3) Mixed-ownership
 

8. 	 Current Location of business 
Codes: 1) Home based 2) Sidewalk 3)Shop/workshop/kiosk 4) Mobie/ambuLant 

9. 	 If business is located outside the home, what is your primary means of transportation? 
Codes: 1) WaLking 2) Motorsides transportation 3) Animal ride or driven 4) Bicycle 

10. How 	 Long does it take you to get from your home to the workpLace? (Minutes) 

11. Was this business ever Located elsewhere?_ _ 1) Yes 1 2) No
 

12. 	 Ifyes, indicatL where: 
Codes: 1) Hcmw based 2) Sidewalk 3)Shop/workshop/kiosk 4) Mobile/ambutant 

13. 	 Ifyes, why did you move the business? 
Codes: 1) Space considerations 2) Closer to market 3) Family moved to this Location 4) No longer 
needed to be close to home (if was home-based) .) Other 

14. Who actually owns the premises on which this business operates?
 
Codes: 1) Self 2) Spouse 3) Female ReLative 4) Mate Relative 5) Landlord
 
6) Municipality/Government 7) Other
 

15. 	 Ifpremises belong to another, under what terms do you occupy? 
Codes: 1) Rent 2) Use for free 3) Other 

B. BUSINESS HISTORY
 

1. Year/Month this business was acquired
 

2. 	 How many people worked at that time? (Enter number next to all categories which apply) 
Proprietor(s) _ Family-___ Hire%! Labor Apprentices Short term contract 

3. How did you acquire this business?
 
Codes: 1) Inherited 2) Started from scratcP 3) Purchased 4) Rented 5) Gift 6) Other 

4. 	 What was the princuipal source of the money you needed to start this business? 
Codes: 1) Family/personal savings acquired through work outside of Egypt 2) FamiLy/personal means 
acquired by other means 3) Loans/gifts from family or friends 4) Formal credit institution 
5) Moneylender 6) Gamaye/TradftionaL Saving Group 7) Inheritance 8) Other 

5. Have you since invested money from other sources into this business? Codes: 1) Yes 2) No 

6. ifyes, from what source? (Enter all which apply) 
Codes: 1) Job/employment 2) Another business/economic activity 3) Formal credit source, e.g. bank 
4) Informal k'ource, such as friends or moneylender 5) Other 

7. Do you personalty have economic activities inaddition to this business? 1) Yes 2) No
 

8. Ifyes, how many? 

9. If yes, what other economic activities do you personaLly engage in, are these seasonal, and how many 
workers are there including yourself? 

Ccde Activity 	 Semsonat Nuber of Workers 
a No 

Other activity #1
 
Other activity #2
 

_ 	 Other b'tlvity #3 

Enumerator Note: If other activity is a business, describe the business in the space provided. 
Codes for Column 1: 1) Self-employed agricuLtural producer 2) Self-employed: Other 3) Wage
 
earner:private sector 4) Wage earner:civiL servant 5) Student/trainee/apprentice 6) Unpaid family
 
worker 7) Other (Military, retigious/comunity service, etc.) 8) Inactive
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10. 	 Which of your personal economic activities gives the most income?
 
Codes: 1) This business 2) Other business(es) 3) Agricutture 4) Wage labor/paid enloyment 5)

Occasional work 6) Other
 

11. How many businesses are there altogether in this household?
 

12. 
 What portion of family income does this particular business contribute? (i.e. the one loan is for it
a

Project participant or principal business if non-participant)


Codes: 1) Provides alU of income 2) Provides more than half 3) Provides hbout half of income
 
4) Provides Less than half of income
 

C. BUSINESS OPERATIONS
 

1. isyour business: Steady__ Seasonal
 

.Z. In case of seasonal, how many months a year?
 

3. How many hours a day do you personally work or supervise this business on a typical day? 

4. When do you usually work this business?
 
Codes: 1) Full time all day Long 2) At time intervals throughout the day 3) Morning mainly
4) Afternoon mainly 5) Evening mainly 6) Seasonal 

5. How many hours do you work on household chores/chiLdcare in a typical day?
 

6. Do you carry out household chores/childcare in combination with the work you do in youe
 
business? Codes 1) Yes 2) No
 

7. Who Is the person who mainly shares with you the household chore/childcare?
 
Codes: 1) Spouse 2) Female relative 3) Male relative 4) Maid 5) No one 6) Not applicable
 

8. Numbier of workers in this business:
 

Male FemaLe
 

Number of Working Proprietors
 

Number of Unpaid Family Wqrkers
 

Number of Paid Worker's
 

Number of Apprentices
 

Number of Children under 15
 

Total Number of Workers
 

9. Is this business registered? __ 1) Yes 2) No 

10. If 	 no, what is the main reason for not registering? __ 
Codes: 1) No need or benefit 2) Do not know how to regfste. 3) Registration is too difficult or

time consuming 4) Registration is too costly 
5) Would have to pay higher taxes 6) Not desirable
 
to register because of labor codes 7) Other
 

11. Do 	you keep any record of your expenses and/or income?
 

12. 	 Who makes the main decisions for the business? 
Codes: 1) Primarily myself 2) Primarily joint decision with business partner/spouse/famity
3) Primarily someone else in family/spouse/partner 4) Other 
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D. BUSINESS ASSETS 

1. What kind of assets do 	you have in this business? 

Asset Yes No
 

Inventory
 

Bui lding
 

Furniture
 

Power Driven Machines -


Other Toots & Equipment
 

VehicLe
 

Cash or 	Savings
 

Other (specify)
 

2. Ifyou keep a balance 	sheet, what isthe current book value of fixed assets? LE
 

E. INPUTS
 

1. How do you acquire the raw materials you need for your business?
 
Codes: 1) Own 2) Gather/Collect 3) Purchase from someone else 4) Supplied by client
 

2. Is it easy or difficult to obtain the primary materials for your business?__
 
Codes: 1)Easy 2)Difficult
 

3. 	If you purchase from somere else, who is it? (Check all appropriate columns): 
Size Location Gender 

Large SmaLL 	 Within Elsewhere Cairo ELsewhere Male Female
 
Neighbo in Alexandria
 
rhood Governorate
 

Supplier 

Store
 

Manufacturer
 

Other (Specify)
 

F.PRODUCT SALES AND MARKETING
 

1. 	 What is the main reason you produce this V'rticuLar product?
Codes: 1) This product sells weLl 2) I can get the raw materials for this product 3) This product
requires little capital investment 4)This iswhat I know best 5) I can make this product easily

inmy home 6) Other
 

2. What were your total sales inthe past 12 months? L.E.
 

3. Compared to 	the rest of the year, was that Low_____ normal high 

4. 	 .On what basis do you produce or provide services? 
Codes: 1) By order 2) Written contract 3) Oral contract 4) Bifild up stock 

5. How do you get paid for your products/services: immediately after del;very_ Later
 
inadvance
 

6. Do you aLlow/provide payment by installment/credit to your cus':omers? Yes__ No___ 
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7. 	 Who is the principal purchaser of your products?
Codes: 1) ale final consumers 2) FemaLe final consumers 3) MaLe/FemaLe final consumers 4) Local 
wholesaLers 5) National wholesalers 6) Retailers in neighborhood 7) Retailers in nearby centers 
8) Other store, under contract 9) Goverrvnent 10) Institutions 11) Exporters 12) Other 

8. Do you have problems selling what you produce?__ 1) Yes 2) No 

9. 	 If yes, what are the impediments? (Enter aLL which apply)_

Codes: 1) Don't know 2) Lack of demand 3) Too much competition 4) Cost of product 5) Quality of
 
product 5) Don't know how to seLl it 6) Pricing syst', 7) Do not have sufficient outreach to
 
markets 8) Other
 

10. 	 How do you set the price of your product?__ 
Codes: 1) Don't know 2) Not applicable 3) Price fixed by goverrvnent 4) Everyone sells at about 
the same price 5) Price is in accord uith the market and competition 6) Price is determined by the 
cost of the product and the desired profit 7) Other 

11. Do 	you promote your products? Codes: 1) Yes 2) No 

12. 	 If yes, what is your primary promotional method?__
 
Codes: 1) Informally in the community and through word of mouth 2) Formally through mass media
 
3) Formally through a marketing contract
 

13. 	 Oat do you most need to produce more? (Choose up to three from this List)

Codes: 1) Credit for working capital 2) Credit for assets (fixed capital) 3) More equipment

4) More space 5) More Labor 6) Better Labor 7) General business training/information 8) Specific 
technical training/information 9) Credit for raw material 10) Other 11) Do not want to produce 
more 

G. INCOME 

1. On what time basis do you generally receive the income from your business? 
Codes: 1) Daily 2) WeekLy 3) Monthly 4) Every other day 5) Every other week 6) Every other 
month 7) Irregularly 8) When order is completed 9)Other 

2. Dues your income flow fit the expenditures you are required to make to keep your business operating?_ 
Codes: 1) Yes 2) No
 

3. If no, how do you accomnodate this?__ 
Codes: 1) Borrow money to keep up 2) Slow down my husiness until money owed me comes in 3) Get 
advances from suppliers 4) Take advance from customers 5) Other 

4. 	 How wojld you comparv the income your business received this past 12 months coampared to 2 years ago?
Codes: 1) Much Letter 2) Bet:ter 3) About the same 4) Worse 5) Much worse 

5. What 	 was your total exoenditure for this business In the past month? L.E. 

6. Compared to the rest of the year, was that Low normal , high__ 

H. PROOLEMS AND CONSTRAINTS
 

1. Did you face any problems when you first acquired this business? 1) Yes 2) No 

2. 	 IF YES, LIST MAJOR TWO IN ORDER OF IMPORTANCE 1ST 2ND 
Codes: 1) Getting working capital 2) Getting capital for fixed capital 3) Getting capital for raw 
materIal/stock 4) Obtaining quality raw materials 5) Administrative rules/reguLations
6) Obtaining permits registration 7) Obtaining tabor 8) Building a client base 9) Transport 
problems 10) Obtaining foreign exchange 11) Tax system 12) Inort restrictions 13) Collecting on 
debts owed to you 14) Other
 

3. Are you currently facing any problems inthis business?__ 1) Yes 2) No
 

4. If yes, List major two in order of importance 1st 2nd 
Codes: 1) Getting working capital 2) Getting capital for fixed assets 3) Getting capital for raw
 
materials/stock 4) Obtaining quclity raw materiaLs/stock 5) Administrative ruLes/reguLations
 

14 
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6) Obtaining permits registration 7) Obtaining Labor 8) building a client base 9) Transport
problems 10) Obtaining foreign currency 11) Tax system 12) Import restictions 13) CoLlecting on 
debts owed to you 14) Other 

5. Are 	you planning to expand your business? 1)Yes 2) No 

6. 	 If yes, what do you most need? (List major two items in order of importance) 1st 2nd
 
Codes: 1) Working capital 2) Fixed capital 3) Raw materiats/stock 4) Labor 5) Transport 6)

Markets 7) Foreign exchange 8) Space 9) Equipment 10) To collect debts owed to you 11) Other
 

I. USE/CONTROL OF BUSINESS INCOME 

1. What is the main use of your income from this business ?
 
Codes: 1) Cash savings 2) Reinvested in this enterprise 3) Invested in another business I own

4) Invested in other family business 5) Family consumption 6) Other
 

2. Who decides about the use of your income from this business?

Codes: 1)Myself alone 2)My spouse alone 3) Jointly myself and spouse/other relative
 
4) Jointly myself and business partners 5)Other
 

J.ATTITUDES ABOUT BUSINESS GROWTH AND LOCATION 

1. Do you plan to: (Choose one) 1) Continue in business 2) Expand 3) Abandon the business and go to work 
for someone else?
 

2. From whom would you need approval to expand you- business or start a new one? (Check all which
 
apply)_ _
 

Codes: 1)No one 2) Spouse 3) MaLe relative 4) Female relative 5) Governent 6)Other
 

3. if 	you could choose between a business at home which earned Less, or an outside business which was more 
profitable, which would you prefer?

Codes: 1) Slightly Less profitable home-based business 2) Slightly more profitable outside business 

4. If your business started operating more efficiently so that you had the choice of earning a higher income 
or cutting back on the numbder of hours you worked in the business, which would you choose?

Codes: 1) Earning a higher income 2) Cutting back on hours worked in the business 

IV.PARTICIPATION INFINANCIAL MARKETS
 

1. How do you usually pay for primary materials used in making your product?
Codes: 1) Not applicable 2) Pay in advance 3) Cash 4) Pay Later on specified date 5) Pay when 
have enough money 7)Other
 

2.During the past 12 nonns, did you request a Loan for any of the following formaL/official Lending

sources: 1)Yes 2)No - If no, go to question 17 

3. Ifyes, which one?
 

Requested Loan? Received Loan?
 

Code 	 Type of Institution Yes No Yes No
 

1 	 Commercial Bank 

2 	 Agricultural Credit Bank
 

3 	 Islamic Bank 

4 	 Cooperative 

5 	 Local Council or Local Development Fund 

6 	 This project for Micro/Small Enterprise
 
DeveLopment (if applicable)
 

7 	 Other project or Program (Speicify)
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4. 	What was the min reason you chose that source?
 
Codes: 1) CLoce to my house 2) No need to be Literate as no written request needed 3) Know the

Lender 4) Low interest rates 5) Repayment terms are favorable enough 6) No waiting period 7) No
coLtateraL required 8) Simple Frwocedures 9) No penalty for tote payment 10) Institution provides
Loans insmaLl amounts 11) Los could be provided as frequently as needed 12) Officials are easy

to deal with 13) few visits are required 14) Other
 

5. Was 	any of your Loan approved? 1)Yes 2)No - Ifno go to question 11. 

6. If yes, what was the amount of the loan? LE
 

7. Ifyes, was the amount 1)adequate, or 2) inadequate for the purpose?
 

8. Ifyes, how many visits did you have to make to the office of the institution to Oet the loan ? 

9. Ifyes, how many days did ittake from your initial request to actuaLLy receiving the Loan? Days
 

10. Ifyes, did you have to open a savings account to get this Loan? 1)Yes 2)No
 

11.
 

12. fluring the past 12 months, did you request credit for your business from any of the following informal
 
sources:
 

Requested Loan? Received Loan?
 

Code 	 Type of Lender Yes No Yes No 

1 Money Lender 

2 Gamaye or Traditionni Savings Group
 

3 Relative or Family
 

4 Friends or Neighbors
 

5 PeopLe who sell you inputs 

6 Setting jewelry or gold
 

7 Other (Specify) 	 J 

13. 	 What was the min reason you chose that source? 
Codes: 1) CLose to my house 2) No need to be Literate as no written request needed 3) Know the
Lender 4) Low interesf rates 5) Repayment erms are favorable eno;Jgh 6) No waiting period 7) No 
coLLateraL required 8) Simple procedures with few visits required 9) No penalty for Late payment
10) Institution provides Loans in s"aatt amounts 11) Lcans could be provided as frequently as needed 
12) OfficiaLs are easy to deal with 13) few visits are required 14) Other
 

14. Did you have any of your request approved? 1)Yes 2)No
 

15. What was the amount of the Loan? LE
 

16. Enumerators: ASK NON-PARTICIPANTS ONLY: Ifyou have not requeited a loan from any source during the past
12 months, are any of these reasons applicable? (Enter all this apply)

Codes: 1) The religion forbids it 2) Do not want the risk of a Loan 3) No collateraL 4) Do not
know application procedures 5) Do not need loan 6) My spouse/reLative would not agree to my taking 
a Loan 7) Credit source is too distant/Inconxvenient 8) Illiterate, so application papers are 
difficult for me 9)Other
 

17. Do you have any deposit or savings for yourself or your family members other than required b/ the 
project? _ 1)Yes 2)No 

18. Ifyes, where?
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Code Type Yes No Aount Weekly Monthly Other time 
Savings 
Deposits? 

Savings 
Deposits? 

of 
deposits 

I Bank 

2 Savings & Loan 

3 Cooperative 

4 Gamaye or Traditional 
Savings Group 

5 Relative 

6 Moneylender 

7 Gold or Jewelry_ 

8 Other (Specify) 

19. 	Ifyes, how often are savings deposited?

Codes: 1)Weekly 2) Monthly 3)Other
 

20. If yes, what are the main purposes for which you are saving? (List two in order of importance) 
1st 2nd
 
Codes: 1)This business 2)Other business or income earning activity 3) Land purchase 4)Vehicle
 
5) Housing 6) Children's education 7) FuneraLs/Weddings/Ceremonies 8) Emergencies 
9) Aid retatives/friends 10) Other
 

21. Do you have a bank account? 1)Yes 2) No
 

22. Ifyes, did you need to have your spouse's signature to open this account? 1) Yes 2)No
 

V. TRAINING,'TECHNICAL ASSISTANCE
 

1. Have YOU ever had any training or technical assistance related to your business? 1)Yes 2) Wo 

2. Ifyes, what kind?__
 
Codes: 1) Production 2) Sates/Marketing 3) Bookkeeping/Accounting 4) Management 5) Other 

3. Ifyo u were offered a business of technical training, would you join it? _ 1)Yes 2) No
 

4. Ifno, what might restrict you?_ (Enter all which apply.)
Codes: 1)No time avaitabte 2)The cost 3) Inappropriateness of the contet 4) Lc. ,tion/distance
5) Spouse/family approval 6) Fear of tack of education 7) Would feel shy 8) Other 

VI. QUSTIONS TO BE ADDRESSED TO SHE AND RSSE PROJECT BORROWERS ONLY 

1.How did you hear about assistance avaitable through the Project? _ (Enter all which appty)
 

Codes: 	 1) Project extensionists/Loan officers 2) Bank employees 3) Television/radio or other mess 
media 4) Newspaper/flier or printed material 5) Colleagues in my trade 6) Neighbors/retative 7)
Informally (Street, taxi, coffee shop, etc.) 8)Othet 

2. Who advised or encouraged to participate in the Project? (Enter all which opply) 

Codes: 1)Did iton my own 2)Spouse 3)Mate reLative(s) 4) Female relative(s) 5)Business
 
associates 6)Neighbors 7)Bank staff 8)Project staff
 

3.Did anyone discourage you from applyir.g?__ 1)Yes 2)No 

4. Ifyes, who? (Enter all uhich apply) 

Codes: 1) Spouse 2) Male relative 3) Female relative 4) Business associates 5) Neighbors 
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5. How many times does the project extensionist/Loan officer visit? 
Codes: 1) Weekly 2) More than once a month 3) Monthly 4) Less than once a month 

6. For 	what puirpose does he/she visit?
 
Codes: 1) Loan repayment only 2) Advisory capacity only 3) Advisory capacity and Loan repayment 
4) Check that everything is OK 

7. Would you prefer to deal with a male or female extensionist loan officer?
 

8. 	 Please rate the following aspects of the project: 

Iot Applicable Acceptable Needs Improvement 

Application Procedures 

Length of Waiting Period
 

Size of Loan
 

Length of Repayment Period
 

Interest Rate\Bank Charge
 

Location 	of the Loan Repayment
 

Advice Given by Loan Officer
 

Follow up by Loan Officer 

9. How 	 many Loans did you take from the project? 

10. Amount of the first loan LE 

11. If more than one loan, amount of the Last 	Loan LE 

12. Would you apply for another loan from the project? 1) Yes 2) No 3) Don't know 

13. 	 If yes, for what activity and amount? 

Codes: 1) Same activity, same amount 2) Same activity but Larger amount 3) Different activity, 
same amount 4) Different activity and different amount
 

14. If no, why not? 

Codes: 1) My first loan was sufficient to develop my business 2) My first loan-funded activity was 
not successful 3) Did not Like dealing with the Project 4) ProJ-.cr did not approve my application 
5) Do not want to take the risk 6) Spouse/relative did not want me to 7) Witt apply for Loan 
elsewhere 8) Other 

15. 	 Suggestions for rroject improvement 

Types of Services Introckce Improve Cancel Acceptable No Need 
for New
 
Service
 

Supply General Business Information 

Supply Technical Business Information
 

SuppLy Training 

Suppty Marketing Assistance 
EvaLuation of the Require' Loan Amount
 

Supply of Loan in Kind 

.Visits by Loan officer
 

Others
 

http:ProJ-.cr
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APPENDIX D
 

LOAN OFFICERS' QUESTIONNAIRE
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Questionnaire number: 
Name of Loan Officer 
Project 
Governorate District 
Enumerator Name Enumerator gender 

The purpose of this questionnaire is to improve the services of small and microenterprise projects,
especially for women. Responses are confidential and will be used only to improve project services. 

A. OPINION ABOUT GENDER RELATED BEHAVIOR OF THE BORROWERS 

1. What is your gender disaggregated loan portfolio, from the time you started working with the project? 

Gender Total Active 

Female 
Male 

Total 

2. For what type of extra or special assistance do the majority of your borrowers most often ask? 

Type of assistance Male Female 
Yes No Yes No 

Larger loans 
Proper timing of loan delivery 
Change timing of the repayment 
Longer repayment period 
Assistance in bookkeeping 
Advice for improvement of product/services 
Marketing Advice 
Other (Specify) 

3. In general how did you first approach clients in your area? 

I systematk-Ily surveyed businesses street by street 
I asked around the neighborhood 
I randomly started up with the first businesses I saw 
I started with owners of businesses I knew 
I gave a prcsentation of the project services at public places
I select fr,m those who came to the project office 
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I prepared a written advertisement
 
Other (Specify)
 

4. From which approach did you get most of your first clients? 

Male Female 
Yes No Yes No 

Systematic svrvey of busmesses street by street 
Asking around the neighborhood 
Starting randomly with the businesses I noticed 
Starting with owners of businesses I knew 
Giving a presentation of the project services at public places 
Selecting from those who came to the Project office 
Written advertisement 
None of the above approaches brought results 

5. Today, what is your prevailing method to market more loans to your customers? 

Systematic prospecting street by street in new areas 
Asking around the neighborhood 
Prospecting randomly in new areas 
Cooperating with Project participants 
Giving presentations of the Project services at public places
Selecting from those who come to the Project office 
Selecting from the ones who approach me in my Project area 
Through written advertisement 
Other (Specify) 
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6. How would you generally rate the behavior of the majority of your borrowers?
 
Not Acceptable Very
 
Satisfactory Good
 

Knowledge of the financial aspects of their business by female borrowers
 
Knowldge of the financial aspects of their business by male borrowers
 
Knowledge of the technical aspects of their busine&: by female borrowers
 
Knowledge of the technical aspects of their business )y inale borrowers
 
Evaluation of their own credit needs by female bor iwers 
Evaluation of their own credit needs by male borrowers 
Respect of the repayment schedule by female borrowers 
Respect of the repayment schedule by male borrowers 
Willingness of female borrowers to expand their business 
Willingness of male borrowers to expand their business 
Willingness of female borrowers to introduce new elements in their business 
Willingness of male borrowers to introduce new elements in their business 
Physical accessibility by the loan officer to female borrowers 
Physical accessibility by the loan officer to male borrowers 
Social accessibility by the loan officer to male borrowers 
Social accessibility by the loan officer to male borrowers 
Female borrowers' ability to meet loan criteria 
Male borrowers' ability to meet loan criteria 

7. How would you describe the attitude of the majority of your borrowers toward their business and the 
project? 

True 	 Untrue Does not 
necessarily apply 

Preference given to family workers by female borrowers 
Preference given to family workers by male borrowers 
Preference given to women workers by female borrowers 
Preference given to women workers by male borrowers 
Preference given to male workers by female borrowers 
Preference given to male workers by male borrowers 
Willingness to give time priority to business by female borrowers 
Willingness to give time priority to business by male borrowers 
Willingness of female borrowers to search for new opportunities 
Willingness of male borrowers to search for new opportunities 
Female borrowers spend majority of profit on consumers good
Male borrowers spend majority of profit on consumers good
Female borrowers reinvest majority of profit in their business 
Male borrowers reinvest majority of profit in their business 
Female borrowers prefer to deal with male loan officer 
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Female borrowers prefer to deal with female loan officer
 
Male borrowers prefer to deal with male loan officer
 
Male borrowers prefer to deal with female loan officer
 

8. What do you think small and microenterprises most need to improve their operation/effectiveness? 

Female Male 
Yes No Yes No 

Increased access to credit 
Move business out of home 
Hire more labor 
Expand premises 
Get better equipment 
Get access to mgt./business training 
Get more equipment 
Get access to technical assistarce for product development 
Get access to marketing service. 
Other (Specify) 

9. What could the Project do to improve services for small and microenterprises? 

Female Male
 
Yes No Yes No
 

Give bigger loans 
Give loans for retailing/commerce 
Give loans for service businesses 
Provide marketing assistance 
Offer technical advice 
Offer general business advice 
Provide loans for "key money" to premises 
Others (Specify) 
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10. Do you feel that you can effectively communicate with most of your clients? 

Yes No Unsure 

Male clients
 
Female clients
 

11. What could improve your skill in dealing and communicating with your male clients? 

Yes No 	 Would not make 
difference 

Additional training in communication
 
Be helped by a more experienced loan officer
 
Exchange experience with other loan officers
 
Exchange experience with other Projects
 
Others (Specify)
 

12. What could improve your skill in dealing and communicating with your female clients? 
Yes 	 No Would not make 

difference 

Additional training in communication 
Training in behavior of female entrepreneurs 
Be helped by a more experienced loan officer 
Be helped by a more experienced female loan officer 
Exchange experience with female loan officers 
Exchange experience with other Projects 

13. Do you have problem borrowers? 

yes no 

Male borrowers 
Female borrowers 
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B. CHARACTERISTCS AND PERFORMANCE OF LOAN OFFICER
 

1. Sex 
Codes: 1) Male 2) Female 

2. Age years 

3. Marital status 
Codes: 1)single 2) married 3) widow 4) divorced 

4. Educational level 
Codes: 1)University 

4) Other 
2) Secondary school 3) Technical school 

5. Year of graduation 19 

6. Major field of study 
Codes: 1)Agriculture 2) Engineering/architecture 3) Business administration 

4) Economics 5)Liberal arts 6) Social sciences 7) Other 

7. How long have you worked as loan officer in this project?
Codes: 	1) less than 6 months 2) 6-12 months 3) 1-2 years 

4) Over 2 years 

8. What was your previous occupation? 
Codes: 	 1)Student 2) Bank officer 3) Development p,'oject officer 

4) Social worker 5) Civil Servant 6) Private Sector employee 
7) Operated/Owned a business 8)Other 

9. How often do your visit your curreat clients? Female Male 
Codes: 	 1)weekly 2) every othe- week 

3) monthly 4) less than once a month 

10. In your opinion does the frequency of the visits to your current clients consume so mud"of your time 
that it is difficult to identify r,:w clients? 
Codes: 1) yes 2) no 3) unsure 

11. In your opinion do the weekly visits to current clients in good standing or with several repeat loans 
consume so much time that it is difficult to properly supervise problem borrow rs? 
Codes: 1)yes 7)no 3)unsure 

12. Would it be difficult for you to meet d quota of 20% )f female borrowers? 
Codes: 1) yes 2) no 
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13. If yes, could you reach it if a monetary incentive to do so were introduced in the project? 
Codes: 1) yes 2) no 

14. What are the main reasons for turning down a loan recpest for a first or repeat loan? 

Female Male
 
Yes No Yes No
 

Late payment 
.1efusal to pay the loaa 
Not good reputation 
Has too much other debt 
Tt is a start-up business 
Not financially viable 
Other (Specify) 
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February 1992. $5.80. Also available in Spanish. 
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28. "Midterm Evaluation of the ANDI/PYME Component of the Small Business II Project, Honduras." 
Arelis Gomez Alfonso, Wesley Boles, and Donald L. Richardson. GEMINI Technical Report No. 28. 
February 1992. $6.60. Also available in Spanish. 

29. "The Role of Financial Institutions in the Promotion of Micro and Small Enterprises in Burkina
 
Faso." John McKenzie. GEMINI Tecbnical Report No. 29. February 1992. $10.40.
 

30. "Small and Micro Enterprise Devlopm.-nt Project No. 262-0212, Egypt. Midterm Evaluadon." 
Katherine Stears. GEMINI Technical Report No. 30. March !992. $7.60. 

31. "A Review of the Prospects for Rural Financial Development in Bolivia." James J. Boomgard,
James Kern, Calvin Miller, and Richard H. Pattern. GEMINI Technical Report No. 31. March 1992. 
$4.60. 

32. "The Role of Private Sectot Advocacy Groups in the Sahel." William Grant. GEMINI Technical 
Report No. 32. March 1992. $2.40. 

*33. "Access to Credit for Poor Women: A Scale-up Study of Projects Carried Out by Freedom from 
Hunger in Mali and Ghana." Jeffrey Ashe, Madeline Hirschland, Jill Btrnett, Kathleen Stack, Marcy
Eiland, and Mark Gizzi. GEMINI Tehnical Report No. 33. March 1992. $11.80. 

*34. "Egyptian Women and Microenterprise: the Invisible Entrepreneurs." C. Jean Weidemann. 
GEMINI Technical Keport No. 34. March 1992. $11.20. 

Technical Notes: 

Financial Assistance to Microenterprise Section: 

*1. Series Notebook: Tools for Microenterprise Programs (a three-ring binder, 1 1/2 inches in diameter,
for organizing technical notes and training materials) and "Methods for Managing Delinquency" by
Katherine Stearns. $7.50. Also available in Spanish. 

*2. "Inte:est Rates and Self-Sufficiency." Katherine Stearns. $6.50. Available in English and Spanish. 

Nonfinancial Assistance to Microenterprise Section: 

*1. "AField Manual for Subsector Practitioners." Steven S. Haggblae and Matthew Gamser. $4.65. 
Also available in French. 
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Special Publications: 

*1. "Training Resources for Small Enterprise Development." Small Enterprise Education and Promotion 
Network. Special Publication No. 1. 1990. $9.00 

*2. FnancalManagementofMicro-CreditPrograms:A GuidebookforNGOs. Robert Peck Christen. 
ACC!ON Internatioval. Special Publication No. 2. 1990. $19.00 

*3. The ADEMI Approach to MicroenterpriseCredit. A. Christopher Lewin. Special Publication No. 
3. 1991. $15.00 

Copies of publications available for circulation can be obtained by sending a check or a draft drawn on 
a U.S. bank to the DAI/GEMINI Publications Series, Development Alternatives, Inc., 7250 Woodmont 
Avenne, Bethesda, MD 20814, U.S.A. 
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