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PREFACE 

The purpose of this paper is to glean lessons from the Micro and Small Business Project financed 
by the U.S. Agency for Internazional Development in the Dominican Republic (USAID/Dominicaaj 
Republic) on the role of second-tier financial institutions in micro- and small-scale enterprise finance. 
Given this project's innovative nature in working via FondoMicro - a second-tier financial institution 
- it was selected a a demonstration project under the Growth and Equity through Microenterprise 
Investments and Institutions Project's action research program, The Frontiers of Financial Assistapce to 
Microenterprise. This paper summarizes the lessons of the demonstration to date. 

The paper was written in close consultation with Mario Davalos, Executive Director, FondoMicro, 
during the week the author spent in the Dominican Republic. The paper is a!so based on extensive 
interviews with the staff of FondeMicro, with clients, and with other active players in the sector. 
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DESIGN AND OBJECTIVES OF FONDOMICRO
 

The Micro and Small Business Project was initiated by the U.S. Agency for International 
Development in the Dominican Republic in August 1990. It is expected to end in July 1997. The project
is being implemented through a cooperative agreement with FondoMicro - a private nonprofit 
organization created with financial support from USAID. FondoMicro is a second-tier funding
organization that wholesales donor, government, and commercial funds to nongovernmental organizations
(NGOs) for micro- and small-scale enterprise (MSE) credit programs. FondoMicro also provides 
technical assistance to upgrade the lending capacity of NGOs. 

The Micro and Small Business Project's goal is to increase the productivity and the employment 
generation capacity of the MSE sector. To achieve this end, the project is to develop FondoMicro into 
a viable, financially self-sustaining institution that can provide, in an efficient way, the financing and 
technical assistance demanded by NGOs operating MSE credit programs. The project aims to increase 
the capacity of local financial markets to better address the financial needs of the MSE sector on maiket 
terms. Conceptually, this coincides with the Growth and Equity through Microenterprise Investments 
and Institutions (GEMINI) Project work in MSE finance, which aims to integrate MSE finance as part
of local financial markets development, as articulated in the paper, "A Financial Systems Approach to 
Microenterprise Development."' 

U-... the project, FondoMicro was assigned to seek and deliver financial resources on viable 
market terms to NGOs, and strengthen the capacity of these NGOs to be better credit retailers and better 
FondoMicro borrowers. USAID envisioned that FondoMicro would become a permanent structure in 
the Dominican financial landscape, serving as a bridge between the formal financial sector and the MSE 
sector. FondoMicro was to use NGO credit retailers to provide credit to MSEs. Interest rates would 
cover FondoMicro's operating costs and ensure its capital base. Rates charged by the first-tier retailers 
would also allow them to become viable institutions. Having FondoMicro act as the capturer and 
wholesaler of donor and other funds targeted to the MSE sector would allow for a unified policy on MSE 
credit and negate distortions created by conflicting donor policies, agendas, and practices. 

FondoMicro was designed in response to a perceived market need: NGOs were interested in 
streamlining their operations and gaining access to funds to serve an increasing demand for credit from 
MSEs. International ard domestic funds were scarce, and the process of obtaining them was long,
tedious, and costly. In 1988, Dominican NGOs were thought to be servicing 9,000 of the estimated 
147,000 MSEs.- The NGOs had developed the idea of forming an association that would capture and 
channel donor funds to various NGOs. Eventually, the concept of an independent FondoMicro, with 
credit and technical assistance housed under one roof, was developed. 

To comply with its mandate, FondoMicro received a grant of $7.25 million from 
USAID/Dominican Republic, of which $3.5 million was allocated for capitalizing the loan fund and die 
remainder was disbursed for technical assistance, commodities, training, evaluations and audits, and 
operational support, in declining proportions. 

' Elisabeth Rhyne and Mria Otero, GEMINI Working Paper No. 18, April 1991. 

2The total number of MSEs was grossly underestimated, as revealed by baseline surveys conducted by Michigan 
State University and FondoMicro. This is discussed later in this paper. 
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PROJECT ASSUMPTIONS 

The project was predicated on several assumptions, some explicit and some implicit. These were 
that: 

" 	 Unsatisfied demand for credit from MSEs was substantial, and was constraining the sector's 
development and employment opportunities; 

" 	 The supply of credit was constrained by the lack of institutional capacity to deliver credit to 
the MSE sector profitably; 

* 	 This institutional constraint could be overcome through the provision of technical assistance 
to the "scores of NGOs" that could profitably service the MSE sector with loans, upon 
receiving technical assistance; 

" 	 Access to credit for on-leading from private commercial banks was limited for these 
institutions, donor funds were increasingly drying up, and there was a need for an institution 
mandated to seek resources and to wholesale funds to the credit retailers. 

" 	 NGOs and perhaps credit cooperatives were the only institutions likely to support the sector. 
Private commercial banks and other nonbank institutions were unlikely to get involved, and 
thus should be excluded from FondoMicro's defined client segment; 

" 	 Credit retailers were sufficiently capitalized, and they could expand based on capitalizing their 
portfolios; and 

* 	 Other donors had objectives similar to those of USAID/Dominican Reput)lic regarding 
financial policies for MSE development, were interested in a one-stop shop financial 
intermediary to channel funds to the MSE sector, and could coordinate activities and policies 
for 	the sector. 

DISPARITY BETWEEN ASSUMPTIONS AND REALITY 

The design assumptions, except for the first two, turned out to be myths. Mario Davalos 
articulated three major project design fallacies: the market dimensions perception, the bridge theory, and 
the funnel theory. 

The Market Dimensions Perception 

The Project Paper assumed the existence of "scores of NGOs" with the capacity to absorb a 
predetermined quantity of credit in a specified time frame, with some technical assistance; in fact, there 
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were eight NGOs with MSE lending programs.' In addition, if one were to select as clients those NGOs 
hat conformed to USAID's criteria - a minimum of one year of experience in lending to MSEs, and 

at least 200 active clients - Fondo/licro's potential client base would shrink from eight NGOs to three: 
ADEMi. FDD. and ADOPENI. ADEM! was the only one creditworthy at the time of project start-tip.
The limited absorptive capacity of the NGOs to serve a larger NISE sector was noted as early as 1991.
Financial projections for FondoMicro were based on overestimated assumptions of acertain critical mass
of NGOs with the technical and administrative capacity to expand operations by 20 percent pet year. 

Relating to the issue of absorptive capacity, the technical abilities of the client NGOs were grossly
overestimated. Whereas the Project Paper presumed that the identifiable weaknesses in the NGOs could
be rectified with targeted short-term technical assistance, the institutional weaknesses turned out to be
much more systemic, and included shortcomings in managerial, financial, and general know-how. The
technical assistance requirements of the NGOs were more demanding than the sporadic spurts of technical 
assistance originally estimated. Instead, they required ongoing assistance, on an on-call basis, in almost 
every aspect of institutional development. 

The Bridge Theory 

The project design envisioned FondoMicro as a bridge linking the formal banking sector with 
NGOs. In effect, four client NGOs - ADEMI, ADOPEM, FDD, and FONDESA - already had lines
of credit established with the banks at the prime interest rate. Offering loans at 80 percent of the prime
rate establishes FondoMicro as a bank with cheaper interest rates rather than a financi-l intermediary
filling acritical and debilitating unmet demand. Once USAID funds ai-e disbursed, FondoMicro cannot 
expect to fill the niche, because it isalready being met by the banks themselves. 

The Funnel Function 

The funnel function of FondoMicro was based on the premise that donors have similar objectives
and usual!y act in unison. Donors would agree on financial policies and objectives with respect to 
support of the MSE sector. Efficiencies would be gained for the donors because they could deal with 
aone-stop institution - FondoMicro - to channel resources to diverse NGOs, and NGOs would benefit
from the increased efficiency drawn from fulfilling standardized information needs for only one
institution, as opposed to conforming to each donor's specificiies. In reality, donors do not coordinate 
with one another to the degree anticipated. The NGOs have continued to receive funds directly from a 
host of heterogeneous donors, on different terms, ranging from grants to 2 percent loans with 40-year 
grace periods to bank loans at commercial interest rates. 

At about the time FondoMicro was launched, MSE became amore popular development initiative 
among donors worldwide. Because of this, credit for the sector increased in the Dominican Republic,
constraining ihe abilities of local NGOs to absorb the infusion of funds effectively, in contrast to the
situation when FondoMicro was being conceived. Several NGOs that were eligible for concessionary 

' The eight potential NGOs listed in the Project Paper. Annex C, pages 22-24, were Asociaci6n para el
Desarrollo de Microempresas (ADEMI): Asociaci6n para la Promoci6n de la Mujer (ADOPEM); Asociaci6n para
el Desarrollo, Inc. (APEDI)/Programa de Promoci6n de Pequefias Empresas (PROPE) (these two institutions merged
into FONDESA); Asociaci6n para Inversi6n y Empleo (ASPIRE): Asociaci6n para el Desarrollo de la Provincia 
Espaillat (ADEPE); Fundaci6n Dominicana de Desarrollo (FDD); Instituto para el Desarrollo Integral, Inc. (IDDI);
and Mujeres en Desarrollo Dominicana, Inc. (MUDF). 
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loans under the Inter-American Development Bank's Small Projects Funds were afraid of compromising 
their eligibility to receive these virtual grants by also borrowing fro.A FondoMicro at market interest 
rates. GEMINi's analysis of credit demand of NGOs found that most of the institutions had or thought 
they had access to less expensive sources of external capital, which made funds from FondoMicro less 
attractive. 

IMPLEMENTATION 

In its first three years of operation, FondoMicro has earned a reputation for competence, 
efficiency, and integrity. It has established lines of credit totaling $5.1 million with five NGOs: ADEMI, 
FDD, ADOPEM, FONDESA, and ADEPE; and two credit cooperatives: Nuestra Sefiora de la 
Candelaria and Cooperativa de Ahorro y Cr6dito Neyba. It has also succeeded in becoming more than 
just a financial intermediary. FondoMicro is close to surpassing its project performance indicators of 
providing technical assistance to strengthen 10-12 institutions over the life of the project.' FondoMicro's 
clients consider its technical assistance its most valued service. Although envisioned primarily as a credit 
institution, FondoMicro is perceived as a technical assistance and institutional development specialist. 
FondoMicro's clients all mentioned as an invaluable service the quality of its courses and its institutional 
diagnosis, installation, and systematization of accounting and management information systems on 
computer systems. FondoMicro is creating a team of five persons to service its current and potential 
clients, with funding from the USAID Mission under a project amendment. The Inter-American 
Development Bank is approaching FondoMicro to provide the technical assis-knce component of its Small 
Projects in the Dominican Republic. FondoMicro has instituted financial rigor in incipient NGOs with 
good intentions but poor financial discipline. 

The Project Paper estimated that FondoMicro would work with 6 to 12 retail institutions over the 
seven-year life of the project. FondoMicro would cover all its operating costs, except the costs of 
technical assistance, from revenue from its lending program by project end. Other donor support would 
be sought for that component if deemed useful. The Project Paper also estimated that FondoMicro's total 
outstanding loan portfolio would grow to $30 million by project end. Although $3.5 million of the loan 
portfolio was from USAID/Dominican Republic project funds, the remaining $26.5 million was expected 
to come from the following sources: $2 million from the Government of the Dominican Republic, $2 
million from other donors, $8 million from the Inter-American Development Bark, and $14 million that 
FondoMicro would raise or borrow from the local financial markets. An additional $3 million would be 
raised from the lending program. FondoMicro's principal concerns would be to ensure that funds were 
used to provide maximum benefit in establishing a lending capital base for client NGOs, and to ensure 
that it receives a return of funds adequate to cover all of its own costs, as well as to establish an equity 
base to borrow from the local capital market.' By the end of the third year, FondoMicro was expected 
to make eight loans to six clients, for a total of $7.5 million.6 

' Technical assistance has been provided to ADEMI, ADOPEM, FDD, ASPIRE, FONDESA, ADFPE, IDDI, 
EDUDELC (Educadores Unidos del Cibao), and ADEPE. FondoMicro is also working with the two credit 
cooperatives: Nuestra Sefio'a de la Candelaria and Cooperativa de Ahorro y Crddito Neyba. 

Project Paper, p. 43. 

6 Project Paper, Annex A. 
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As of December 1993, FondoMicro was covering 235 percent of its operating costs from revenue. 
This excludes the costs of research and technical assistance activities, which are funded by
USAID/Dominican Republic under the project. The total outstanding loan portfolio was $4.5 million. 
FondoMicro had lines of credit of $160,000 with local banks, which it had not yet drawn down, given 
access to cheaper funds. Equity reserves stood at $4.1 million. 

However, as noted earlier, the financial projections for FondoMicro were predicated on false 
assumptions, the most important ones being the absorptive capacity of the NGOs and the underestimation 
of the level of technical assistance required to turn them into clients that meet FondoMicro's client 
eligibility criteria. It is thus unlikely that FondoMicro will reach the size of loan portfolio estimated; 
project output indicators should be revised in light of the market realities. 

With the publication of four books on the MSE sLCtor, FondoMicro is establishing self as a full
service center - combining research, technical assistance, finance, and a role in policy making.
FondoMicro's Executive Director and other professional staff are increasingly being invited to speak on 
television and radio talk shows on economic issues and the role of the MSE sector in national economic 
development. Three cabinet secretaries and the primary opposition's presidential candidate attended the 
FondoMicro book fair on August 17, 1993. 7 

Ironically, Fondo.Micro's role as a financial intermediary is the one most challenged by its clients. 
Its NGO clients continue to receive grant funds from a variety of donor organizations. The idea of 
having to pay close to market rates for capital to a financial institution that receives free monies from 
USAID is resented, and was resented even before the project begar. The NGOs complain that 
FondoMicro is an additional stratum that increases the cost of funds to MSEs. They advocate that 
FondoMicro be a conduit for funds  that it on-len_ funds at its cost of finds, including administrative 
costs and loan loss reserves, and not at a rate that allows it to preserve the capital base. FondoMicro,
in turn, argues that the resentment stems from the NGOs having to share their interest rate spread with 
FondoMicro, because the increased cost is not passed on to the final MSE borrowers. FondoMicro also 
argues that increased efficiencies gained through the technical assistance should reduce the operating costs 
of NGOs and put them in a better position to pay the market c,'st of capital. 

Yet, despite loud opposition to FondoMicro's interest rate policy, FondoMicro loans form a 
significant part of several of the NGOs' loan funds - 40 percent of ADOPEM's and 30 percent of 
ADEMI's. According to one FondoMicro client, the Inter-American Development Bank's Small Project
loaris at a 2 percent interest rate and 40-year grace period are more costly than FondoMicro's rate of 80 
percent of prime, given the bureaucratic difficulties in accessing the former. 

7The four books are titled Evoluciin del las Microempresas y Pequefias Empresas en la Repfiblica Dominicana 
1992-1993, Miguel Cabal (1993); Microenipresas y Pequeaas Empresas de Vujeres en la Repablica Dominicana, 
Resultados de una Encuesta Nacional, Patricia Cely (1993); Micro y Pequefia. Empresas en la Reptiblica
Dominicana, Resultados de una Encuesta Nacional, Mi'uel Cabal (1992); and Lov CoeficientesFinancieros cono 
Herranientas de Gerencia en Programas de Criditoa la Microemprrsa, Margaret Bartel (1992). Two books are 
currently under publicatio -. one on the economics of micro- and small-scale enterprises in the Dominican Republic
and one on sector analyses of the metalworking and textile sectors in the economy. 
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FUTURE DIRECTIONS FOR FONDOMICRO 

FondoMicro realizes that it will be a largely irrelevant financial player if it restricts its activities 
to serving only NGOs and credit unions, as its original mandate specified in the cooperative agreement 
with USAID/Dominican Republic. Its growth is encumbered by several factors: the small number of 
NGOs and their limited absorptive capacity; the high portfolio concentration in one NGO -- 90 percent 
of its portfolio is concentrated in ADEMI; and the contractual restrictions with USAID that limit activities 
to disbursement of USAID funds and do not include mobilizing local deposits. Growth is not, howevcr,
hindered by lack of demand for credit. The baseline survey of MSEs done by FondoMicro and Michigan 
State University revealed a doubling of the initial MSE estimates - 330,000 enterprises employing
761,000 people instead of the original estimate of 145,000 MSEs at the time of project design. Seventy
seven percent of these MSEs have never had access to credit. A survey conducted in September 19913 
estimated the total unsatisfied demand for credit in the MSE sector to be $86 million. The problem is 
not lack of effective demand but, rather, lack of effective delivery mechanisms. 

In July 1991, FoadoMicro proposed expanding its scope of work tinder the project, while staying
within the original budget. The proposal presented to USAID included continued assistance to NGOs and 
credit unions, the formation of a for-profit MSE bank in which FondoMicro would hold a major equity
position, and involvement of other commercial banks in MSE finance through rediscount or guaranty
facilities. The ability to implement this proposaJ would establish FondoMicro as a permanent structure 
in the Dominican financial markets and would accelerate the achievement of the project's goals. In 
September 1991, USAID/Dominican Republic responded to FondoMicro, applauding it for its market 
initiatives but urging the institution not to "overload its circuits" or "create work plans which might
require changing the project" because USAID did not "have ':he resources to rethink or redesign 
projects ...."' 

In August 1992, FondoMicro's Board of Directors again formally presented the earlier proposal 
to USAID, noting that the interests of the MSE sector would be best served by providing both savings
and credit instead of just credit. This would be done by creating an MSE bank or by getting commercial 
banks involved, or both. Capturing savings from the public - true intermediation - would result in 
economies of scale that would reduce the cost of capital to MSEs and would dcvelop local financial 
markets. In large part because of staffing shortages, the USAID Mission has not formally responded. 
This inability to respond and amend the project is a severe constraint to its implementation. 

IF WE KNEW THEN WHAT WE KNOW NOW,
 
WHAT WOULD WE DO DIFFERENTLY?
 

Things we would handle differently include the following. We would: 

Study the market better - both the MSE sector and the institutional capacity to serve it 
prior to designing the project. Although a survey was commissioned, itwas cursory, and the 
baseline and other surveys since commissioned by FondoMicro have revealed many important 
MSE sector findings that better inform FondoMicro's project implementation plans and 

sRaymond Rifenberg, Director, letter to Dr. Andres Dauhajre and Mario Davalos in response to their proposal
for future strategic directions of FondoMicro, USAID/Dominican Republic. 
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policies. For instance, the market of MSE clients is much larger than originally estimated and 
the number of capable institutions willing to provide credit competently is much smaller; 

Specify a portion of project funds for capitalization of the NGOs. The design assumed that 
the NGOs had sufficient capital to expand but were lacking the technical know-how. Most 
of the NGOs are undercapitalized, even to serve their current MSE clients. We would 
provide loans to the NGOs on an inclining rate - the first tranche at 20 percent of prime, the 
second at a higher rate, and so forth. Over time, the average weighted rate should be above 
the prime rate. FondoMicro began lending at 80 percent of prime, because this was the floor 
established by the project design document. NGOs were already borrowing at prime rates, 
but were aware of the floor; 

" Invest a greater proportion of time than estimated in the design to strengthen the institutional 
capacity of the credit retailers - time is often underestimated for the difficult process of 
institutional development; 

" Not restrict the intended client base of the second-tier financial intermediary to NGOs. All 
institutions serving the MSE sector that FondoMicro's lending criteria bemeet should 
considered part of the potential client base. This better fits with FondoMicro's self
sustainability objective and with development of financial markets; 

" 	 Localize the technical assistance to the extent possible - technical assistance becomes 
powerful arid permanent if delivered in a sustained and ongoing manner by the same group
of solid technicians who become knowledgeable about NGO needs, rather than by a series of 
short-term tasks performed by everchanging outside experts. The nuances and relationships 
built with each organization get lost with a lack of continuity. Localization of the technical 
assistance is a more efficient use of scarce resources. To address this, FondoMicro is creating 
an in-house team of five financial experts, who operate like the family doctor on call rather 
than like the offsite sporadic visitor; 

* 	 Ensure that the concept is applicable to the context; the idea of a second-tier financial 
institution makes sense when the initial assumptions underlying the design hold true - it.has 
to be created to fill an unmet need; 

* 	 Launch the project concept only after building consensus among a coalition of donors 
supporting the MSE sector. This is to avoid the creation of and perception of a "USAID 
baby"; and 

* Most important, institute flexibility so that a project can be redefined and reconfigured in light 
of reality. That a design is premised on incorrect assumptions is to be expected, given the 
unknown variables at any one time. However, donor project management should be flexible 
enough to allow diversion from the original design when there are clear indications that 
change is warranted. 

OTHER ISSUES 

The case of FondoMicro raises several broader issues about the role of second-tier financial 
institutions in MSE development: 
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* 	 Is the concept valid, but hampered in this case by implementation constraints? 

" 	 If FondoMicro did not have a loan fund, would institutions be willing to receive the technicad 
assistance and comply with FondoMicro's rigorous financial discipline? Although 
FondoMicro's technical assistance is highly valued, would NGOs be willing to pay for it even 
partially, once Fondo~licro's USAID grant to provide this service dries up? 

" 	 Does FondoMicro, in its current iteration, make scnse? Without changing its directive, can 
FondoMicro survive? and 

" 	 A point raised by several observers and players in the sector was: Is it conceptually and 
ideologically market-oriented to create a monopolistic institution such as FondoMicro to meet 
the financing needs of the sector? What if FondoMicro was ill managed or corrupt? Should 
it be allowed to dictate financial policy for the MSE sector? 
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Nan Borton and Carlos Castello. GEMINI Working Paper No. 28. April 1992. $4.60. [See Technical 
Reports No. 36 and No. 39 for apex studies in Senegal and Thailand.] 
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29. "The Subsector Methodology, A Field Orientation for CARE/Egypt, January 20-February 7, 1992." 
William Grant. GEMINI Working Paper No. 29. April 1992. $9.50 

30. "'Poverty Lending and Microenterprise Development: A Clarification of the Issues." Mohini 
Malhotra. GEMINI Working Paper No. 30. May 1992. $3.60 

31. "The Solidarity Group Experience." Shari Berenbach and Diego Guzman. GEMINI Working Paper
No. 31. June 1992. $5.80 

32. "A New View of Finance Program Evaluation." Elisabeth Rhyne. GEMINI Working Paper No. 32. 
November 1992. $1.50 

33. "The Role of Savings in Local Financial Markets: The Indonesian Experience." Marguerite S. 
Robinson. GEMINI Working Paper No. 33. November 1992. $3.50 

34. "Assessment of Policy Issues and Constraints in the Construction Sector in Poland." Adam Saffer,
Miroslaw Zielinski, Jerzy Zielinski, Tadeusz Marek, and Matthew Gamser. GEMINI Working Paper 
No. 34. Ftbruary 1993. $5.20 

35. "BancoSol: A Private Commercial Bank. A Case Study in Profitab!e Microenterprise Development
in Bolivia." Amy J. Glosser. GEMINI Working Paper No. 35. February 1993. $8.60 

36. "The Structure and Growth of Microenterprise in Southern and Eastern Africa: Evidence from 
Recent Surveys." Carl Liedholm and Donald Mead. GEMINI Working Paper No. 36. March 1993. 
$5.60 

37. "Transformation Lending: Helping Microenterprises Become Small Businesses." Larry Reed and 
David Befus. GEMINI Working Paper No. 37. April 1993. $4.80 

38. "Should Principles of Regulation and Prudential Supervision be Different for Microenterprise
Finance Organizations?" Rodrigo A. Chaves and Claudio Gonzalez-Vega. GEMINI Working Paper 
No. 38. April 1993. $3.40 

39. "Application of the GEMINI Methodology for Subsector Analysis to MSE Export Activities: ACase 
Study in Ecuador." Gary D. Kilmer. GEMINI Working Paper No. 39. June 1993. $2.80 

40. "Private Business Organizations and the Legislative Process." Toni Gray. GEMINI Working Paper 
No. 40. July 1993. $4.20 

41. "Financial Institutions Development Prcject in Indonesia: Developing Financial Institutions to Serve 
Small Enterprises." Roland Pearson and Dallas Garland. GEMINI Working Paper No. 41. July 1993. 
$13.90 

42. "Review of Years 1-3 Activities and Workplan for Years 4 and 5 (December 1, 1991 to November 
30, 1992)." GEMINI Working Paper 'o. 42. June 1993. [not for general circulation] 

*43. "Care and Subsector Analysis: A Report on CARE's Formative Experience." Marshall Bear. 
GEMINI Working Paper No. 43. October 1993. $2.00 
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44. "Small and Medium Enterprise Development: ANational Assessment of the Agroindustry Sector 
of Poland." GEMINI Working Paper No. 44. Volume One, technical report; Volume Two, annexes. 
George L. Metcalfe and Debra Wahlberg. January 1993. $37.80. 

45. "FondoMicro: Lessons on the Role of Second-Tier Financial Institutions in MSE Development." 
Mohini Malhotra. GEMINI Working Paper No. 45. February 1994. $1.40. 

GEMINI Teclnical Reports: 

1. "Jamaica Microenterprise Development Project: Technical, Administrative, Economic, and Financial 
Analyses." Paul Guenette, Surendra K. Gupta, Katherine Stearns, and James Boomgard. GEMINI 
Technical Report No. 1. June 1990. [not for general circula.ionJ 

2. "Bangladesh Women's Enterprise Development Project: PID Excerpts and Background Papers." 
Shari Berenbach, Katherine Stearns, and Syed M. Hashemi. GEMINI Technical Report No. 2. October 
1990. $13.00 

3. "Maroc: Conception d'une Enqu~te pour une Etude du Secteur Informel." Eric R. Nelson and 
Housni El Ghazi. GEMINI Technical Report No. 3. November 1990. $12.50 

4. "Small Enterprise Assistance Project II in the Eastern Caribbean: Project Paper." James Cotter, 
Bruce Tippet, and Danielle Heinen. GEMINI Technical Report No. 4. October 1990. [not for general 
circulation] 

5. "Technical Assessment: Rural Small-Scale Enterprise Pilot Credit Activity in Egypt." John W. 
Gardner and Jack E. Proctor. GEMINI Technical Report No. 5. October 1990. $4.00 

*6. "Developing Financial Services for Microenterprises: An Evaluation of USAID Assistance to the 
BRI Unit Desa System in Indonesia." James J. Boomgard and Kenneth J. Angell. GEMINI Technical 
Report No. 6. October 1990. $9.00 

7. "A Review of the Indigenous Small Scale Enterprises Sector in Swaziland." David A. Schrier. 
GEMINI Technical Report No. 7. October 1990. [not for general circulation] 

8. "Ecuador Micro-Enterprise Sector Assessment: Summary Report." Johu H. Magill and Donald A. 
Swanson. GEMINI Technical Report No. 8. April 1991. $10.20 

9. "Ecuador Micro-Enterprise Sector Assessment: Financial Markets and the Micro- and Small-scale 
Enterprise Sector." Richard Meyer, John Porges, Martha Rose, and Jean Gilson. GEMINI Technical 
Report No. 9. March 1991. $16.00 

10. "Ecuador Micro-Enterprise Sector Assessment: Policy Framework." Bruce H. Herrick, Gustavo 
A. Marquez, and Joseph F. Burke. GEMINI Technical Report No. 10. March 1991. $11.30 

11. "Ecuador Micro-Enterprise Sector Assessment: Ins~ttutional Analysis." Peter H. Fraser, Arelis 
Gomez Alfonso, Miguel A. Rivarola, Donald A. Swanson, and Fernando Cruz-Villalba. GEMINI 
Technical Report No. 11. March 1991. $25.00 
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12. "Ecuador Micro-Enterprise Sector Assessment: Key Characteristics of the Micro-Enterprise Sector." 
John H. Magill, Robert Blaney, Joseph F. Burke, Rae Blumberg, and Jennifer Santer. GEMINI 
Technical Report No. 12. March 1991. $19.60 

13. "A Monitoring and Evaluation System for Peace Corps' Small Business Development Program."
David M. Callihan. GEMINI Technical Report No. 13. [not available for general circulation] 

14. "Small-Scale Enterprises in Lesotho: Summary of a County-Wide Survey." Yacob Fisseha. 
GEMINI Technical Report No. 14. February 1991. $6.40 

*15 "An Evaluation of the Institutional Aspects of Financial Institutions Development Project, Phase 
I in Indonesia." John F. Gadway, Tantri M. H. Gadway, and Jacob Sardi. GEMINI Technical Report 
No. 15. March 1991. $8.F'0 

*16. "Small-Scale Enterprises in Mamelodi and Kwazakhele Townships, South Africa: Survey 
Findings." Carl Liedholm and Michael A. McPherson. GEMIN! Technical Report No. 16. March 1991. 
$4.60 

17. "Growth and Change in Malawi's Small and Medium Enterprise Sector." Michael A. McPherson. 
GEMINI Technical Report No. 17. June 1991. $2.20 

18. "Burkina Faso Microenterprise Sector Assessment and Strategy." William Grant, Matthew Gamser,
Jim Herne, Karen McKay, Abdoulaye Sow, and S:bry Jean-Marie Tapsoba. GEMINI Technical Report
No. 18. August 1991. Volume One, Main Report, $7.60; Volume Two, Annexes, $14.20 

*19. "Women in the BPD and Unit Desa Financial Services Prograns: Lessons from Two Impact 
Studies in Indonesia." Sharon L. Holt. GEMINI Technical Report No. 19. September 1991. $3.80 

20. "Mali Microenterprise Sector Assessment and Strateg,." William Grant, Kim Aldridge, James Bell,
.Ann Duval, Maria Keita, and Steve Haggblade. GEMINI Technical Report No. 20. October 1991. 
Volume One, Main Report, $6.70; Volume Two, Annexes, $13.00 

21. "A Microenterprise Sector Assessment and Development Strategy for A.I.D. in Zambia." Eric L. 
Hyman, Robert Strauss, and Richard Crayne. GEMINI Technical Report No. 21. November 1991. 
$10.00 

22. "Bangladesh: Women's Enterprise Development Project Paper." GEMINI Technical Report No. 
22. August 1991. [not for general circulation] 

23. "Peru: Small Business and Employment Expansion Project Paper." GEMINI Technical Report No. 
23. November 1901. [not for general circulation] 

24. "A Country-wide Study of Small-Scale Enterprises in Swaziland." Yacob Fisseha and Michael A. 
McPherson. GEMINI Technical Report No. 24. December 1991. $5.40 

*25. "Micro and Small-Scale Enterprises in Zimbabwe: Results of a Country-wide Survey." Michael 
A. McPherson. GEMINI Technical Report No. 25. December 1991. $5.00 
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26. "The Development Irnpact of Financing the Smallest Enterprises in Indonesia." GEMINI Technical 
Report No. 26. January 1992. [not for general circulation] 

27. "Midterm Evaluation of the ASEPADE Component of the Small Business I Project, Honduras." 
Arelis Gomcz Alfonso, Wesley Boles, and Donald L. Richardson. GEMINI Technical Report No. 27. 
February 1992. $5.80. Also available in Spanish. 

28. "Midterm Evaluation of the ANDI/PYME Component of the Small Business H1 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 Ro!e of Financial Institutions in the Promotion of Micro and Small Enterprises in Burkina 
Faso." John McKenzie. GEMINI Technical Report No. 29. February 1992. $10.40 

30. "Small and Micro Enterprise Development Project No. 262-0212, Egypt. Midterm Evaluation." 
Katherine Stearns. GEMINI Technical Report No. 30. March 1992. $7.60 

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

32. "The Role of Private Sector 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 Burnett, Kathleen Stack, Marcy
Eiland, and Mark Gizzi. GEMINI Technical Report No. 33. March 1992. $11.80 

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

*35. "A Pre-Project Identification Document Analysis of the Lesotho Agricultural Enterprise Initiatives 
Project." Mike Bess, Don Henry, Donald Mead, and Eugene Miller. GEMINI Technical Report No. 
35. April 1992. $20.00 

36. "Apex Study of the Small Enterprise Development Program of Catholic Relief Services, Senegal."
Arelis Gomez Alfonso. GEMINI Technical Report No. 36. May 1992. $3.00 

37. "The Private Operators' Perspective on an Agenda for Action," Dakar, Senegal, November 22-25,
1991. A Seminar on the Private Sector in West Africa. Organized by the Senegalese National 
Employers' Union (CNP), the Club du Sahel, CILSS and USAID. GEMINI Technical Report No. 37. 
May 1992. $7.00 

38. "Background Documents to the Seminar on the Private Sector in West Africa," Dakar, Senegal.
November 22-25, 1991. Technical Report No. 38. May 1992. $5.00 

39. "Apex Study of the Small Enterprise Development Program of Catholic Relief Services, Thailand." 
Arelis Gomez Alfonso. GEMINI Technical Report No. 39. May 1992. $3.20 
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40. "Study of Informal Cross-border Trade, Poland." SMG-KRC/Poland. GEMINI Technical Report 
No. 40. May 1992. $3.20 

41. "Study of the Informal Commercial Sector, Poland." SMG/KRC Poland. GEMINI Technical 
Report. No. 41. May 1992. $4.20 

42. "Evaluation of the Micro and Small Enterprise Development Project (MSED) in Bolivia." William 
Fisher, Jeffrey Poyo, and Ann Beasley. GEMINI Technical Report No. 42. June 1992. $10.60. Also 
available in Spanish. 

43. "Analysis of Funding Mechanisms for the Small and Micro Enterprise Development Project, Egypt."
Kenneth J. Angell and John M. Porges. GEMINI Teclnical Report No. 43. June 1992. $3.80 

44. "Get Ahead Foundation Credit Programs in South Africa: The Effects of Loans on Client 
Enterprises." Jennefer Sebstad. GEMINI Technical Report No. 44. June 1992. $3.00 

45. "Get Ahead Foundation in South Africa: Final Eval'ation." Robert Christen, Elisabeth Rhyne,
Doug Salloum, and Jennefer Sebstad. GEMINI Technical Report No. 45. June 1992. [not for general 
circulation] 

46. "Micro- and Small-Scale Enterprises in Botswana: Results of a Nationwide Survey." Lisa Daniels 
and Yacob Fisseha. GEMINI Technical Report No. 46. August 1992. $9.40 

*47. "The Growth and Dynamics of Women Entrepreneurs in Southern Africa." Jeanne Downing and 
Lisa Daniels. GEMINI Technical Report No. 47. August 1992. $3. 10 

48. "Small Business Development Programming Trip: Peace Corps/Albania and the Office of Training
and Program Support, Small Business Development Sector." Lauren Spurrier and Wesley Weidemann. 
GEMINI Technical Report No. 48. October 1992. $6.00 

49a. "Small Enterprise Development in the Russian Far East." Martha Blaxall, Yasuo Konishi, Virginia
Lambert, Jennifer Santer, and Timothy Smith. GEMINI Technical Report No. 49a. October 1992. 
$12.00 

49b. "Supporting Private Enterprises in Uzbekistan: Challenges and Opportunities." Nan Borton, John 
Magill, Neal Nathanson, and Jim Packard Winkler. GEMINI Technical Report No. 49b. November
 
1992. $5.60
 

49c. "Assessing the Prospects for Small Enterprise Development in Kazakhstan." Kenneth Angell,
James J. Boomgard, Mohini Malhotra, and Robert A. Rodriguez. GEMINI Technical ReportNo. 49c. 
December 1992. $3.90 

49d. "Small Enterprise Development in Ukraine." Dennis De Santis, Jean Gilson, Max Goldensohn,
Jennifer Santer, and Timothy Smith. GEMINI Technical Report No. 49d. December 1992. $8. 10 

*50. "Skins and Hides in Four Countries in Africa: The Potential Role for Micro- and Small-Scale 
Enterprise Development." William Grant. GEMINI Technical Report No. 50. November 1992. $3.00. 
Also available in French. 
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51a. "Morocco: Assessment of Programming Options for Microenterprise Development." Housni ElGhazi, Sheila Reines, Steve Silcox, Katherine Stearns, and Matthew Gamser. GEMINI Technical ReportNo. 51a. November 1992. [not for general circulation]
 

51b. "USAJD/Morocco: 
 Assessment of Programming Options forReport on 	 Microenterprise Development.Workshop and Field Investigations." Matt Gamser,Silcox, and Katherine Stearns. 	
Housni El Ghazi, Sheila Reines, SteveGEMINI Technical Report No. 5lb. December 1992. Also in French.[not for general circulation] 

52. "Small Enterprise Development in Armen;a: Programming RecommendationsVolunteers." Timothy J. Smith. 	 for Peace CorpsGEMINI Techitical Report No. 52. July 1992. $2.20 
53. "Results of a Nationwide Survey on Micro, Small, and Medium Enterprises in Malawi." LisaDaniels and Austin Ngwira. GEMINI Technical Report No. 53. January 1993. $11.80
 
*54a. 
 "A Review of Donor-Funded Projects in Support of Micro- and Small-Scale Enterprises in WestAfrica." William Grant. GEMINI Technical Report No. 54a. February 1993. $18.80
 
"54b. "A 
 Review of Donor-Funded Projects in Support of Micro- and Small-Scale Enterprises in WestAfrica: Case Studies." William Gra:nt. GEMINI Technical Report No. 54b. March 1993. $15.60 
55. "Business Linkages and Enterprise Development in Zimbabwe." Donald C. Mead and PeterKunjeku. GEMINI Technical Report No. 55. April 1993. $3.40 
56. "End of Project Evaluation, Enterprise Development Project, Bangladesh."Magill, and James 	 Mohini Mahotra, JohnPackard-Winkler, with the assistance of M.M. Nurul Haque. GEMINI TechnicalReport No. 56. April 1993. $19.20 

57. "Small Business Development Support Project in South Africa: Concept Paper." Richard Betz, IanClark, Matthew Gamser, Juneas Lekgetha, Jacob Levitsky, Neal Nathanson, Sango Ntsaluba, and BarneyTsita. GEMINI Technical Report No. 57. June 1993. [not for general circulation] 
58. "Attitudes and Practices of Credit Union Members and Non-Members
Synthesis Report." 	 in Malawi and Grenada:John Magill. GEMINI Technical Report No. 58. $5.00. 
59. "Midterm Evaluation of the Microenterprise Development Project in Jamaica." Surendra K. Guptaand Mario D. Davalos, with 	 assistance from Marcia Hextall. GEMINI Technical Report No. 59.September 1993. $13.80 

60. 	 "Investing in the Future: 
 Report of the Task Force for Small and Medium Enterprise in Poland."
GEMINI Technical Report No. 60. May 1993. $13.00 
61. "New Competitiveness and New Enterprises
Economy." 	

in Peru: Small Businesses !n an InternationalizedFidel Castro Zambrano and Ernesto Kritz. GEMINI Technical Report No. 61. August1993. $11.80. Also available 	in Spanish ($13.20). 

62. "Principles for Effective Design and Management of Small Business Development Centers."Santer, Neal 	 JenniferNathanson, Steve Thalheimer, 	and Anita Campion. GEMINI Technical Report No. 62.October 1993. $13.60 
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63. "Mongolia: Options and Strategies for Small- and Medium-Scale Enterprise Development." John 
Magill, Clara Lipson, and Michael McKone. GEMINI Technical Report No. 63. November 1993. [not 
for general circulation] 

64. "Credit Unions and Microenterprises: The WOCCU Perspective." World Council of Credit Unions. 
GEMINI Technical Report No. 64. December 1993. $4.00. 

65. "Strategic Option Paper for Malawi Small Enterprise Support Institutions." Stephen C. Silcox,
Anicca Jansen, and Mark Baughan. GEMINI Technical Report No. 65. January 1994. $9.20. 

66. "Integration of Gender into GEMINI." Catherine R. Neill and Olaf Kula. GEMINI Technical 
Report No. 66. January 1994. $9.80. 

67. "A Training Program for Microenterprise Lending Agencies in Jamaica." Mohini Malhotra, with 
assistance from David Logan and Valerie Tate. GEMINI Technical Report No. 67. January 1994. 
$3.60. 

Technical Notes: 

Financial Assistance to Microenterprise Section: 

*1. Series Notebook: Tools for Microenterprise Programs (a thr(e-ring binder, I and 1/2 inches in
 
diameter, for organizing technical notes and training materials) and "Methods for Managing Delinquency"

by Katherine Stearns. April 1991. $7.50. Also available in Spanish and in French.
 

*2. "nterest Rates and Self-Sufficiency." Katherine Stearns. December 1991. $6.50. Also available
 
in Spanish and in French.
 

*3. "Financial Services for Women." C. Jean Weidemann. March 1992. $5.00. Also available in
 
Spanish and in French.
 

*4."Designing for Financial Viability of Microenterprise Programs." Charles Waterfield. March 1993.
 
$10.00 with diskette
 

*5."Monetary Incentive Schemes for Staff." Katherine Stearns, ACCION International. April 1993.
 
$3.80.
 

Nonfinancial Assistance to Micoenterprise Section:
 

*1. "A Field Manual for Subsector Practitioners." Steven J. Haggblade and Matthew Gamser.
 
November 1991. $4.65. Also available in Spanish and in French.
 

*2."Facilitator's Guide for Training in Subsector Analysis." Marshall A. Bear, Cathy Gibbons, Steven
 
J. Haggblade, and Nick Ritchie. December 1992. $35.00 
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Field Research Section: 

*1. "A Manual for Conducting Baseline Surveys of Micro- and Small-scale Enterprises." Michael A. 
McPherson and Joan C. Parker. February 1993. $13.60 

Special Publications: 

*1. TrainingResourcesfor Small EnterpriseDevelopment. Small Enterprise Education and Promotion 
Network. Special Publication No. 1. 1992. $11.00 

*2. FinancialManagement of Micro-CreditPrograms: A Guidebookfor NGOs. Robert Peck Christen. 
ACCION International. Special Publication No. 2. 1990. $19.00 

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

*4.Microempresas y Pequetfas Enpresas en la Reptiblica Dominicana. Resultados de una Encuesta 
Nacional. Miguel Cabal. Michigan State University and FondoMicro. Special Publication No. 4. 1992. 
$9.00 

*5. "GEMINI in a Nutshell: Abstracts of Selected Publications." Compiled by Eugenia Carey and 
Michael McCord. Special Publication No. 5. 1993. $10.00 

*6. "GEMINI Publications Catalog." Special Publication No. 6. 1993. 

Other Publications of General Interest: 

1. "Expansion with Quality: Building Capacity in American Microenterprise Programs." Elisabeth 
Rhyne. Development Alternatives, Inc. July 1993. $3.30. 

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 
Avenue, Bethesda, MD 20814, U.S.A. 
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