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EXECUTIVE SUMMARY 
This evaiuation of the Enrreprenems Internationd (EI) initiative was conducted by Abt Associares Inc., for 

the USAID Office of International Trahhg/Participant Progars (OIT/PP), under a subcontract to the Omega 
Group. EI is a demonstration training initiative designed in part co rest the feasibility of a propam to provide on- 
the-job training to business leaders from third-world countries. This tvduation examined the Fust ye= of the 
program. The fmrfinPs show some positive economic benefits and point to areas of potential improvemenr for a 
permanent program. 

The participaat sample for this evaluation consists of 39 cntreprenenrs who completed training d m  the fust 
year of the program. Evaluation instruments were designed to collect a variety data from the entrepreneurs in- 
cfudmg bock quanritauve information on sales, prof i~ ,  etc., and information abouc any conceptual breakthroughs 
rhe entrepreneurs may have achieved. Partial evaluation informa~ion was collected from 22 of the 39 participrtlcs 
included in :be survey, bur conplete data exist for ody 11 of the participants. The evaluation staH interviewed the 
majority of U.S. hosts and collected data on 148 meetings between participmts and US. hosrs. Interviews were 
also completed with all USAID missions. 

Data collected from fist-year participanrs, U.S. hoses, and USAID missions indicages br rhe Entrepreneurs 
International program may have, in many instances, successfully met its goal of providing individualized training 
for outstanding enuepreneurs from developing countries. Many of the entrepreneurs have Icarned about techni- 
ques which have dowed them to increase their business's productivity. Thzy gained valuable knowledge which 
h e y  would nor have gained if &ey had not participated in the program. Some of rhe concepa and ideas the 
entrepreneurs acquired will be imnnediatcly applicabIe whiie others wilI take longer to implement. 

..2 majority of U.5. business hosts found that the Entrepreneurs International program provided them with a 
unique opportunity for intercdturai exchange with entrepreneurs from developing countries. Many hosts also 
mentioned that [hey considered their participation ia the program as laying the groundwork for funue commer- 
cial transactions. 

USAfD missions were very pleased with and enthusiastic a b u t  the EI program. Several of the missions who 
became involved in the earliest stages of the program (e.g. Jordan, Peru, Kenya) expressed frusrrarion with the 
long delay berween b e  nominarion an& placement of the early participams. Nevertheless, ali but one mission 
respondent remained optimistic and edhusiastic about the program. 

Evaluation of the fust year of the Entrepreneurs International initiative showed cunsiderabie potential for 
positive economic impacts on participants and their countries. Recommendations for improvements in Future years 
include the following: 

a Participants need to have specifically-defined goals for heir training in Ehe L.S. and a support system fcr 
implementing post-training plans when they return to their home countries. 

In addition, coiiaboration with host country business associations and USPLLD private sector initiatives 
should be encouraged. 

a In order for the U.S. hoscs to best meet participant needs, they must have detailed information far enough 
in advance so the mining will be as cechnologicalfy appropriate as possible. 

e For evaluation purposes, a 1  participants should have exit interviews before returning to their own countr- 
ies. During these i n t t ~ e w s  partidpaats should complete thorough evaluations of their EI [raking and 
list [fie goals they hope to meet upon their rerurn home. All participant foliowup darashouId be collecred 
via in-person visits to participants after they return home. 

The Entrepreneurs htemtional initiative has shown great promise. With these improvements, along with 
status as a permanent A.I.D. program, EI can make important contributions to ecoaomic development and to im- 
proving understanding berween the U.S. and developing nations. 



CwTm 1 

INTRODUCTION 

Entrepreneurs International (EX) is a demonstration training i n i r i z t l v e  

of the U.S. Agency for International Development (A.I.D.) designed to bring 

entrepreneurs fromdeveloping countri~ 3 the United States for on-the-job 

training with U.S. businesses. It was ~ ~ i g i a a l l y  conceived by Dr. Thomas 

Melady of Spring Brook College. A.I.D. sponsors EI through the USAID O f f i c e  of 

InternationaLiParticipant Programs (OITIPP), in ccoperation with the k3ite 

House Office of Private Sector Initiatives and the International Trade 

Administration of the U.S. Department of Commerce. 

The central cbjective of the EI initiative is to demonstrate the 

feasibiiity of providing U.S private sector training to emerging third-world 

business leaders. The training itself, originally ellvisioned as lasting three 

to twelve weeks, is provided by U.S. hosts at their places of business and 

without compensation. The training is intended to provide participants with 

information which they can apply in improving their busiaesses through better 

technologies, organization afid management. marketing or any other techniques 

they may learn during their stay in the U.S. Another key objecrive of EI 

training is to give participants a better perspective on the American way of 

Life through participation in professional, social and cultural activities. 

The EI initiative was announced in Septenber, 1986, and is currently in 

its third year of operation. As a demonstration initiative, it was implemented 

without a new, separate staff or a defined budget. Partisi.panes ace recruited 

in their home countries under the auspices of the USAID missions. The c o s t s  of 

their U.S. travel and per diem during training are funded from training funds 

available to the missions. U.S. employers were infomed about the exj-stenca of 



the  iniciarive during 1987 Ehrough a series of conferences anC luacheoz 

meec ings  hosted by local Chambers of Ccmerte and other business organiza:ioas. 

Individual training piacements and U.S. logistics are arranged by a training 

contractor. Partners for International Education and Training (PIET). a 

consortium of organizations whose primary mission is the support 3f students 

enrolled in U.S. academic institutions. 

This report presents the results of an evaluation of the outcomes of 

first year of the EI initiative. The primary objectives of the evaluation a r e  

rc measure the inpacts of Entrepreneurs international training on the 

participants' 3asinesses, on the host country private sector development goals. 

and cn commercial relationships between host countries and U . S .  businesses in 

the first year after training. Other objectives are t~ pilot-test an 

evalrration nethodology for potential use by OITIPP for continuing evaluation of 

the EI p r o g r m ;  to assess the ~ d m i n i s t r a t i o r i  of the initiative; and t o  develop 

recommendations fo r  the operation of a full Ef training program, if A.L.D. 

decides to implement a permanent program. 

Evaluation data were collected from first-year participants about one 

yesr aftsr their visit to the United States. from a i l  U.S. host businesses 

identified in eravel itineraries, and from all USAID nissions. The avaiLable 

zeprts from entrepreneurs at the  completion of their training visits to the 

Visited States were quite positive, and many participants reported plar,s t.o use 

the h o v l e d g e  they had gained  during their visits to the U.S. 

This evaluation attempted to rneavure the extent  to which program 

participants were able to implement the things they Learned in their home 

countries. Social. political and economic barriers to successful 

implementation of new business practices nust be overcome, and many of the 

innovations entrepreneurs would like to implement could take a considerable 

anoune of time. Therefore, this evaluation indicates their initial success in 

applying the howledge gained during training, but may not measure the full. 

long-term SUCCESS. 



3 e  evaluation a l s o  attempted to develop lessons for parcicipanc 

selection and  re-training preparation, for U.S. enployer recruitment and 

training placement, and far post-training f o l l o w - u p  and s u p p o r t  needed i n  the  

psr:lcipant's home countries to insure the maxinun possible utilization of 

their training experiences. Many of the findings from chis evaluation indicace 

issues in the operation of EI that need improvement. The implications of  these 

issues f o r  the pasc operation of EL should be considered in light of its status 

as a demonstration initiative, but their implications are important for the 

design of a permanent EI program. 



CBAPTEEl2 

EI PARTICIPANT PERCEPTIONS 

who completed training during the first year of the program. Evzluation 

instruments were  designed to collect a variety data from the entrepreneurs 

~ including bath quantitative information on sales, profits. etc., and 

infornation about any conceptual breakthroughs the entrepreneurs may have 

achieved.  For example, from a technical staadpoint such breakthroughs might 

include learning about the importance of animal feed quality and quality 

control or the availability of embryo transplants to introduce new cattle 

varieties. From an organizational standpoint such breakthroughs might include 

i5eas concerning the benefits of industry organization, producer groups, 

customer education, or governmental standards. 

Another major aim of the survey questionnaire was to fiad out the extent  

to which the entrepreneurs have been able to implement plans to meet the goals 

and objectives they had expressed at exit from training- Unfortunately, e x i t  

interviews conducted with participants at the completion of their training 

tours did not contain consistent information regarding participant 

expectations of what they could accomplish upon their return to their own 

countries. Thus, in many cases it was not possible to determine what the 

participant thought he or she would be able to implement after the training. 

2.1.1 Data Collection 

Evaluation surveys were mailed to participating entrepreneurs, except 

those in Xenya and Peru. OIT/PP staff collected data from all Peruvian and 

Kenyan participants during previously-scheduled trips to Peru and Kenya using 



,-,.ezt as v a s  s e n t  to the o t h e r  gar=icipan:s. Sf the 25 scr-regs t h e  same :zs-- . . -  
I 
I m i l e d  ou: ?ar~icipants, o n l y  7 compieted questionzaires w e r e  returned :a 
I 
1 ~irne  fsr  :he writing af this report a f u L i  five months after the surveys were 
I 
I f i r s t  sen: o u t .  The l a c k  of response may be due to inefficient nail systems, 
I 

incomplete addresses. o r  other factors. OIT/PP conducted ia-depth interviews 

with I1 of t h e  Kenya p a r t i c i p a n t s ,  but t he  tapes containing G of those 

interviews w e r e  canaged. The remaining interviews and the rasalcing 

:ranscri?cs w e r e  discursive and did not directly answer all of ~ h e  evaiuation 

qaestions. In s u n ,  p a r c i a i  evaluatiorr infornation was collecred f r ~ m  2 2  o f  che 

39 p a r t i c i p a n t s  included i n  t he  survey. but complete d a t a  e x i s t  for only 11 of  

t h e  participants. 

2.1.2 Participant Country and Industry 

Participants came from Africa, Lat in  Anerica, and the Middle East. The 

najority. approximately 60  percent, were from African countries, including 

Kenya, Mali, Ghana, Burkina Faso, Yvausitius and Zimbabwe. As shown ir: 

Exhibit 2.1 

Participant Countries 



I Exhibi: 2.1, a total of 41 percent of t h e  participants were from Belize, I e r s .  

! and Paraguay. The renaining 10 percent w e r e  from Jordan. 

?he participants represent a wide variety of industries includicg niniag, 

Laa.5er,  agricuiture, tourism, v o l ~ n t e e r  a g e n c i e s ,  finance. food ~ r c c e s s i n g ,  

and textile mnufac:uring,  as su.m.arized in Exhi5it 2 . 2 .  The benefits :he 

parcicipants have derived from the EI program are equally as varied. Some 

learned general concepts while others discovered specific technologies. Xany 

identified particular pieces of equipment =hey are interested i n  purchasi2g. 

Some of the knowledge participzrics acquired has proven to be i m e d i a t e l y  

a p p l i c a b l e  in the participants' own countries. Other ideas my take years (or 

decades) to implement dae to difference i n  stages af industciaiization, scale 

of &mrkets, and cuitural differences between the United States and tne 

participants' countries. Some of the technologies entrepreneurs learned about 

in the U.S. may simply not be practical in t h e i r  own countries. 

Exhibit 2.2 

Participant Industries 

: -$Grriexgorr 
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A2alys i s  of the limited data available from 13 EI participarits  does 

i ~ d i c s t e  that the progrzm has net with varying degrees of success. A l l  of che 

participants reported that they had in some way benefited from the program. 

Although mast of the evidence is qualitative, and few quantifiable outcomes 

w e r e  reported, some comon themes which cone out of the evaluations nay be 

helpful ir, indicating areas for future quantitative program outcomes. 

2.2.1 Immediate Benefits 

Entrepreneurs most often reported benefitting from the management, 

production, and marketing techniques they had learned in the United Stetes. 

The benefits they most frequently cited was decrezsed costs, increased 

prodcctivity 2nd efficiency, and increased s a l e s  and p r o f i t s ,  though it is 

d i f f i c u l t  far  them to provide precise monetary values. The following 

paragraphs summarize the immediate benefits reported by individual EI 

participants, 

Theresc Marie Sowman Roth, a tourist hotel manager in Belize, through her 

training i n  the United States,  was able to identify a more profitable American 

tourist mrket  for her hotel business. By appealing to special higher income 

groups, such as natural history buffs ,  Ms. Bowman reported that she will be 

able to increase her profits by $15,000 to $20,000 per year. In addition to 

increasing her own business revenues, Ms. Bowman Bath thinks the marketing 

ideas she acquired in the United States will increase the area's tourist 

activity in general. 

Thomas Kaudia, a meat-packing production manager from Kenya. learned naw 

processing techniques. Dew management ideas, and new product definitioas from 

his participation in the program. For example, at the end of the year in which 

M.r.&iudia went to the United States, his business had 6 tons of turkey Legs and 

about 2 tons of turkey wings i n  Excess inventory. In the United States he was 



I exposed t o  che idea of t c r n i n g  t h e  leftovers into turkey loafs and turkey 

furters whicn has proved very helpful ir? reducing his company's excess 1 Lnventory. He has also introduced a cew recording systems to better keep crack 
I 
I of t h e  inventory. Mr.  Kaildia also .teamed new netnods of empioyee organizarion 

from his EI t r a i n i n g  and has introduced a big saies department within his 

company. Ee has employed two new clerks wnom he has trained himself. During 

his EI training Mr. Kaudia also learned about blast freezing, a food processing 

technique which he recently i c t roduced  at t h e  airport (one of his biggest 

customers), whicn will eliminate the problems ne has been having packing and 

preserviag f r e s h  sausages. 

j a n e s  Koorrre, who runs a corn oil m a ~ ~ u f a c t u r i n g  an6 a marketing business 

in Kenya. learned a l o t  of advettizing techniques during his EL t ra ining.  Bis 

experience with eke p r o g r a  helped him t o  organize his  company's mrketing 

strategy SG that his advertising deparment can b e t t e r  understand the company's 

overall strategy asld long term goals. Although Mr. Koome had already been 

familiar with the idea of market segmontatian. h i s  v i s i t  to the U.S. emphasized 

iis importance. His 53 training led him to che discovery t h a t  since his 

business could s e l l  more than it produced, his company could buy r a w  material 

fran other places and process rne o i l  itself. Over the last year Mr. Roome's 

business has grows, 16 percent arrd he predicts that it may grow another 16 

percent this year. M r .  Xaome noted that marketing i n  Kenya was going t o  become 

more and more important, espec ia l ly  I f  the government Lowers restrictions or, 

imports. 3e  will t r y  t a  cozwince people that Kenya's local goods are both 

superior tc imports end Less expensive. 

Ben Gacanja, another Kenyaa, learned a rrew system of cosr axalysis. 

Before he left for the United States, he discovered t ha t  his business had been 

selling its products at a loss for the previous 6 months. A U.S. host showed 

h i m  how t o  b e t t e r  t r a c k  pricing information which will help his business keep 

its products' prices at their appropriate level. 

Sophie Karmas5 learned how to see up an infornation and referral service 

for volunteer agencies in Jordan. She also purchased several software packages 



which have facilitated her organizarion's opera t iccs .  She will ase r t : ~ !  

software packr,ges as a model to create sofcware p c k a g e s  in A r a b i c .  Tken she 

w i l l  t r a i n  h e r  co-workers :o use the software. She reported: 

"The Entrepreneurs international program wss excellent. My visit 
to che United States was arranged so t h z t  I met all the goals t h a t  
I set for myself. I learned so much during my visit." 

Gaby Yshikawa from P e r u  produces clothing for the export market. From 

her experiencz with Entrepreneurs International Program, Ms. Yshikawa wrote: 

"[I acquired] a very good vision of the way American companies [do]  
business, which definieely has been used to improve {our ]  markering 
strategies: 1) It is imperative to have sornebody (agent, broker, 
or representative) in the sales area. 21 It is necessary for the 
buyers to sse the different colors ... we offer In each style from 
our coilection." 

Ms. Yshikawa also Learned about the technoiogy used i n  garment manufacture in 

the liTnited S t a t e s  wkrich helped her to focus her awn marketing strategy: 

'We know that in order not to enter in an uaeven competition with 
these production [techniques] we should give our garments the touch 
of exclusi-rity ... in stitches and shapes where high fashion should 
be involved, [we should] improve the workxnanship of our products 
each day. " 

Paria  Antonieta de Mann, also from f e r u ,  learned about the development of 

new fragrances for the f r a g r a n c e  and flavor industry, and most inportantly 

about the bottling of citrus flavors. She acquired greater knowledge of 

natural raw m t e r i a l s  and learned about new equipment far the analysis of 

powdered flavors. Because of the changes she's introduced i n  her own fragrance 

production as a result of her EZ training, Ms. be Mann's clientele has grown. 

She cannot estimate the value of the changes as yet. but she is sure that her 

market wili appreciably expand. 

John Meikie , from Zirobalrwe , learned a new technique for cutting lumber 

which he can use with his existing saw milling equipment. This new technique 

has led t o  a 12 1/2 percent increase in his mill's productivity and has 

improved the quality of his lumber as refracted by a price increase of  16 

percent. 



The participants have clearly gained a wide variety of inmediately 

applicable knowledge and skills from their EI training. The above examples 

i l l u s t r a t e  how the training has he lped  parr'cipants ir iprove the  q u a l i t y  of 

c h e i r  products and inprove t h e  efficiency of their operations. In some 

instances the knowledge gained by participants will p r o b a b l y  help other 

businesses i2 participants' countries. For example, new mar~eting strategies 

may i~lcresse international tourism to Selize and m2y increase the demand for 

goods produced domestically in Kenya. 

2.2.2 Future Benefits 

Since the U ~ i t e d  States is so much more industrialized than the countries 

represented by the program participants, it is not surprising that many of the 

techniques 3r i d e a s  the entrepreneurs acquired may not be immediately 

applicable in their own countries. However, as participant James Koome 

suggested: 

"Learn ing is a continuous process .  I'll continue to make use of 
what i've learned from your councry. Some af the things w i l l  be 
d i f f i c u l t  to inpleaent but we will not deal with the most difficult 
ones [first]; we'll start with the easy ones." 

Thus exposure to techniques and ideas not immediately applicable to 

participants' own countries may prove to be important in the long run. 

Mr. Mugwe noted t h a t  the most important thing for him about his visit to 

che Ucitea States was the exposure to new techniques. He appreciated seeing a 

large variety of mills, even though he didn't tnlnk they were presently 

appropriate for Kenya. In the future, however, he t h i n k s  the mills he 

constructs w i l l  be based on t h e  kinds of mills he saw in the United Stares. He 

also noted that although some ideas many not appear to make big differences 

right how, tneir usefulness increases as each new idea i s  built upon the last 

one. 

&other example is Mr. Jepeth W o r  who discovered the benefits of a fzrm 

nanufactzring its own feed for its animals; when peogfe see the animals doing 

well, it is testimony to the good quality of the feed.  He has already begm t o  

buy bull cows ar~d some poultry which he is feeding and tracking to see how long 



it takes for them to grow big enough to sell to butchers. While he was in rhe 

United States he bought a computer and computer program whicn will heip him 

determine the compositions of various animal feeds. He placs to use soybean in 

his feed compositian, bat is waiting to purchase an animal feed extruder which 

is necessary to its processing. Until he has the extruder, Mr. Owuout does not 

think farnerc will be willing to grow soya because there is no one in Kenya who 

is precessing it. With an extruder, be believes he could produce 10 kilos of 

concentrates per day, each kilo worth about 8-10 shiilings. 

The nature of the projects to be implemented may also delay the 

implementation of some of the ideas. For example, Ben Ngw.ba Gacanga learned 

about carbonless paper processing in the United States. He's currently doing 

market research in Kenya on the product and if it looks like a good investnent, 

he will build a factory which will provide employment for appsoxbrely 40 

people. 

Thus, although entrepreneErs may not be able to immediately apply 

everything chey have learned to their own businesses, observation of these same 

techniques does serve to give them an idea of one of the paths which might be 

open to them at some point in the near future. ~ l s o ,  entrepreneurs may be able 

to modify techniques learned in this country to more accurately reflect 

conditions in their OWL countries. 

2.2.3 Limitations on Technology Transfer 

There were several instances where the training provided was not very 

relevant to the situation in the participant's home country or business. For 

example, most of the industries in the participant countries a r e  labor 

intensive, and labor is a lot less expensive than capital in these countries. 

In addition, governments often have a policy of encouraging Labor intensive 

operations to increase employment in urban areas. Fox example, one participant 

noted: 

'Ue don't need that high level of technology ....y ou [U.S. 
n?~nufacturers] computerize the whole production line and we don't 
have t ha t .  EIere, everything is manual [and we try] to use mare 
labor, [because] our labor is cheap ...[ When you consider the] 



capital costs of computerizing compared to cheap labor . . .  ic's 
still cheaper to use labor. " 

Several participants mentioned t h a t  the contractor should have had more 

knowledge about the realities of the participants' businesses before arranging 

their program. For example, one participant noted that be was matched with 

businesses whose operations were on such a large scale that there was very 

little common ground between his own business and the ones which were supposed 

to host him: 

"It's like talking a radio repair fellow who calls himself an 
electric engineer and he heads up with rockets going to the moon. 
You see, the two have no relationship. 1 discovered what is called 
family business in the United States might be a national business 
here [ in Kenya ] . " 

2.2.4 Business Transactions 

Entrepreneurs have identified essential equipment for such diverse 

purposes as meat packing. animal feed manufacturing, and flavor bottling. From 

the data we've col lected,  most of these major purchases are still in the 

plsaning stages. The most camon reasc.3 for purchasing delay has been problems 

in obtaining adequate capital. Both participants and U.S. hosts have expressed 

the need far  better financing arrangements for the purpose of purchasiag heavy 

rachinery.  There is also some indication thet it is easier for those 

participants living in Africa to purchase machinery from Europe than from the 

United States. Five of the participants do report having purchased U.S. goods 

for amounts ranging from $3.000 to $52.000. 

2- 3 .  ANALYSIS OF TRAINING PROCESS 

2.3.1 Training Design and Planning 

Some of the incompatible technology problems are, perhaps. unavoidabie 

given the difference between the U.S. and participants' countries. However an 

analysis of both participant and U.S. host business data reveals that some of 

the problems are also due to inadequate planning, organization and 

comunicatian on the part of the contractor and the missions. The areas of 

improvement needed include the following: 



More P3rtici~axt Lead Time 

One of the m o s t  comon c o m e n t s  made by the 
participants was that they had very little notice. as 
little as one to two weeks for some, before the time 
chey were scheduled to leave. 

Selection and Scheduling of U.S. Basts 

o Several participants noted that there was no time for 
them to discuss their schedules with the contractor. 
Also, the placement contractor didn't know exactly 
what the participant interests were, since there was 
no preliminary meeting to determine this, 

e One participant reported that his U.S. host business 
operated on much too large a scale for their methods to be 
compatible with his own business. Fortunately. the U.S. host 
business was able to set up a more appropriate itinerary for 
the participant. 

Another participant was interested in attending a Chamber of 
Commerce meeting. The contractor arranged for her to attend 
a meeting of the Washington, D.C. Chamber of Commerce which 
is a kind of umbrella organization and as such does not 
perform the sane functions as a local one would. 
Fortunately, one of the participant's hosts was able to 
arrange for her to attend a local chamber of commerce meeting 
which was nore appropriate to the participant's needs. 

One participant's business operates an the level of basic 
technology for processing sisal, while the American system 
is based on ranuf acturing from imported twine. Since these 
two industries are complementary. the match between tnem may 
be good for providing the potential for a business deal. 
However, according to the participant, the potential for any 
beneficial training resulting from the m t c h  is nil. 

More Bealistic Scheduling 

* One sentiment that came out strongly in the participant data 
was that their program schedule was too tightly planned. 
Several entrepreneurs mentioned that such a rightly packed 
schedule left little room for flexibility. Others mentioned 
they had very little time for cultural and social zctkvities. 



2.3.2 Logistics and Orientation 

Related to the problem of a rushed leave raking, were several requests by 

participants t h a t  they be provided a better orientation before their depar tu re  

and upon arrival in the United S t a t e s .  

o Cr.e parricipant nentioned that when he ar r ived  i n  New York. the  
cn?y information he had was a h o t e l  name (no ~ a d r e s s .  no telephone 
n m b e r ) ,  and he was distressed by the fact thsr h e  was at the cab 
driver ' s mercy. 

Another participant mentioned that when he arrived in the 
United S t a t e s ,  he'd expected someone to introduce him to his 
various contacts. Instead, after spending 2 days in a hotel 
he transported himself to his U. S . host business. 

2.3.3 Coordination Between fission and Contractor 

Several pafticipants mentioned the problem of insufficient corrrmunicaticn 

between t h e  mission contacts in their own countries and the people from the 

evaluation contractor in the Unitad S t a t e s .  

For example, one participant made a  point of asking the AID 
mission how much money he would be given for his t r i p  so that 
he would know how much to bring of his own. He was told that 
once he arrived in the United States the placement contractor 
would take care of all his other finances. He was given a 
check for expenses before leaving his own country aad when he 
arrived in the United States, the contractor representative 
told him he had been given too much money and had co return a 
portion of it. By t h a t  time it was too late for him to 
arrange for additional funds. 

a Another participant noted that the AID mission was not at ali 
helpful, basically b e c a ~ s e  they didnct know what was going on 
and the person in charge had left for the week during which 
the perricipant was supposed to be leaving f o r  the United 
States. 

2 3 . 4  Additional C-nts 

Many participants commented that there should be mors rime left for 

calrural or social activities. Participants also mentioned that they found it 

much more enjoyable to stay at the homes of American's rather than in hotels. 



CHAPTER 3 

U. S . HOST BUSINESS PERCEPTIONS 

The U.S. businesses who donated on-the j o 5  training to the foreign 

tntrepreneurs a r e  very important to the EL program and to the evalua~ion. They 

provide direct observations on the initial training outcomes. In addition, 

many of the entrepreneurs hoped to establish a business relationship, such as 

customer. supplier. joint-venture partner or service contractor, to one or more 

of the U.S. businesses who provided their  training. The extent to which such 

relationships were established and the views of U.S. businesses toward those 

relationships are key measures of the success of the program and its prospects 

for the future . 

3.1-1 Methodology 

The crave1 itineraries of the participating entrepreneurs listed about 

210 U.S. host contacts with about 150 different U.S. businesses, agencies, 

associations, and research institutions. Interviews were conducted by 

telephone, using an instrument designed by Abt Associates. Responses were 

transcribed manually, then coded and entered izta a database which was used in 

the analysis. Some of the hosts listed on itineraries had met with the 

participants too briefly or on a large group basis and thus were unable to 

recall any specifics about their meetings with participants. k'e were able to 

interview the majority of U.S. hosts and collected dara on 148 meetings between 

participants and U.S. hosts. 

3.1.2 Organizations & Businesses Represented by U.S. Hosts 

The industries represented by the U.S. hosts were quite diverse. 

Categoriziag the U.S. industries according to the Department of Labor Standard 



Industrial Code Index, graph below shows that agriculture production and 

services r e p r e s e c t e d  t h e  iargest category conprising 34 percent of t h e  totai 

nunber of U.S. intiustries providing parzicipant training. The next iargesc 

category was t h e  m n u f a c ~ u r i n g  industry, divided almost equally between durable 

acd non-durable goods, which comprised 25 percent of the t o t a l .  Service 

indusrries w e r e  the n e x t  l a r g e s t  category comprising 19 perceat of the t c t a l .  

The r e ~ ~ l a i n i n g  hosts were invoived in public administration ( 9  percent), fiaance 

and insurarrce (6 percent), retail trade ( 5  percent) and mining ( 3  percexitl. 

Table 1 in the appendix lists the d e t a i l e d  industries and the number of 

~articipanrs in each. 

3 - 1 . 3  Meetings Between Participants and U.S.  Hosts 

The central o b j e c t i v e  of the Entrepreneurs International program is to 

p r o v i d e  p r i v a t e  sector  training t o  emerging business leaders through intensive 

training of three to twelve weeks d u r a t i o n .  The majority of U.S. hosts (70 .9  

percent) spent iess than a half-day w i t h  the participants. Of the U.S. hosts, 

41.1 percent met with participants for 1-2 hours, and 28.1 percent spent 

approximately a half day with then. Only 2 . 7  percent of the meetings lasted 

f a r  less than i hour. Three-fourths of the meetings lasting a half-day o r  less 

were described as briefings or tours by the U.S. hosts. Many participants went 

on a s e r i e s  of these study t o u r s .  Another 22.8 percent of t h e s e  half-day or 

iess neetings were business meetings. 

1 Ths 5.5. hosts who provided training i n  the form of on-the-job 

observaeions or other more formal training (22.3 percent of all U.S. hosts). 

held longer s e s s i o n s  with the entrepreneurs: 3 6 . 4  percent o f  U . S .  hosts  who 

prov ided  such training spent two weeks or more with participants; 21 .2  percsar 

3f such training sessions lasted 5-8 days; 24 percent ., asted 2-4 days ; and 12.1 

percent lasted a full day. [See Exhibit 3.1 and tab les  2 and 3 in  the 

appendix.] 



Exhibit 3.1 
Nature of Meeting by Time Spent 

Reported by U.S. Hosts 

3.2. REPORTED OUTCOMES 

3.2 .1  General Benefits t o  Hosts 

3.5. hosts were asked about the benefits to themselves of p a r t i c i p a t i n g  

in the Entrepreneurs international program. The benefit nost often cited was 

that hosting provided them and their employees an opportunity for interculturai 

exchange - an opportunity to meet with people from third world countries and 
share ideas abouc business as well as ta lk  about general culturai differences 

and similarities, world problems, and possible solutions. 

A majority (approximately 53 p e r c e n t )  cf the hosts we interviewed. 

mentioned that meeting with third world participants was a unique experience 

for them; if it weren't for the Entrepreneurs International program they would 

probably never have mec w i t h  an entrepreneur from a developing country. 

m o t h e r  10 percent of host businesses mentioned t h a t  rneeting with rhe 



Exhibit 3.2 

Perceived Benefits U.S. Host 

:he entrepreneurs was an act of good will and was good for pubiic relations. 

U . S .  hcsts reported char in a small percentage of their meetings, 2.7 percent. 

t h e y  beneficed by iearhing about the business market in the v i s i t o r s '  country. 

Only 1 host ( . 7  percent of the total) mentioned that the meeting was good for 

his business advertisirrg and exposure. 

Of hcsts surveyed, 25 percent replied they did not perceive themselves to 

gain any benefits from the meeting. Most hosts who reported receiving no 

benefits were neutral about it because they  had not  expected t o  receive any 

benefits for themselves. Only 3 . 4  percent of them expressed negative attitzdes 

about receiving no benefits. Although their nmbers were small, their 

responses emphasize the  importance of g iv ing W.S. hosts a c l e a r  understanding 

of the Entrepreneurs International program in advance. 

3.2.2 Business Benefits to Host 

Zosts were asked specifically about how t h e i r  businesses benefitted f r o m  

cheir meetings with participants. U.S. hosts felt tbat only 19 percent of 



t h e i r  meetings resulted in any actual or potentiai benefits for their own 

businesses .  The most often cited business benefits w e r e  that hosrs were able 

to acquire a genera; knowledge of foreign markets and that the meetings m y  

have provided the ground work for future potent ia l  sales and/or purchases. A 

major factor influencing the percentage of host business ~ a r k e t  becefits i s  

t h a t  many of h o s t s  were members of associations, research organizations or 

goverrmenc agencies. The gcal o f  t h e i r  neetings w i t h  participants was not ~o 

promote sales or establish a business relationship, but ra share knowledge. 

3.2.3 Benefits to Participants 

We asked the host businesses how they thought t h e  participants had 

beneficred from their meetings. The responses to this q u e s t i o n ,  shown i n  

Exhibit  3.4, may be helpful as indicators of how useful the hosts felt their 

efforts were going to be to the participants. Xalf the hosts mentioned they 

felt the participants benefitted by an increase in hislher general knowledge of 

the industry. Approximately 114 (24.3 percent] of the hosts felt that 
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p a r t l c i ? a c t s  a c q u i r e d  knowledge of s p e c i f i c  techniques, m r k e t s  o r  nethods  and 

5 . 4  ? e r c e n t  af :he hosts felt participants benefitted via a g e n e r a i  cui:ural  

~ x c h a n g e .  Y .  S. h o s t s  bid n o t  know how che pa r t i c ipan :  m y  have Secefitted in 

13.5 ? e r  c e n t  ~f the cases and hosts felc char participants d i d  n o t  benefit i n  

any way ia Z 3 e r z e n c  of che mee t ings .  The naitber o f  bus ines s  deais turned o u t  

t o  be  very  smll with only L reported c a s e  of actual sales and 1 case w h e r e  

negotiations w e r e  i n  p r o g r e s s . '  

Exhibit 3.4 

Perceived Benefits to Participants 
Reported by Host 

\egz:.3!;or?s ~n Prag 

Soeciiic Tach, Mkr.  ! 

' A total of  five participants reported having arranged business deals 
with their kosts. This discrepancy is due to 1) some U.S. hosts were n o t  
i i s t e d  in participant's files 2)one of the hosts has been n o t  reachable by 
phone 3 2 t h  tine lag between the tine the host survey was conducted and when 
the pa r t i c ipan t  insrrtlnents were returned. 



Although the immediate comerc-  -2 f i t s  resulting from the neerings 

were minimal, on a broader scale 84  ~ n t  of the U.S. h o s t s  felt tnat t k e  

participating business leaders did : - 2 3  some way f rom the Entrepreneurs 

7 - 7  ,.l.ernacional program. In general, siting entrepreneurs were  able to see 

how -4mericans develop r.ew ideas,  mar.= - :-eir cur ren t  operations. and p l a n  f o r  

grcwth in a free and c~npetitive e n v i r a x e n t  which n a y  l a y  t h e  grcucdwork f c r  

l o n g - t e r m  economic growth, and promote long-term stzbility is economic and 

politLcaL reLationships between the U.S. and rhe developing countries. 

3 . 3  TRAINING PROCESS OBSERVATIONS 

After asking several specific questions, we asked the hoscs if they had 

any general comen t s ,  ideas, or suggestiehs about the Entrepreneurs 

international (El) Program. While some respondents had no additional comments, 

some had 2 or 3 .  Each response was noted and later divided into 10 general 

categories, shown in Exhibit 3.5. The comments, criticisms and suggestions 
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I 
i 

, Gooc program 

,--. 
72% 2% - Ucre parrtc!penr :nf 

M~re !ex! l ime 
7% 

6% 



which U.S. hosts of fe red  in this section of rhe interview should prcve v e r y  

useful in identifying possible areas for program improvements. Serious 
I 

consideration of host comments might increase the probability of successful 

application of the training to business improvement in the participant's 

country as well. a s  guarantee the continued interest of U.S. hosts in providing 

training. 

Good Idea, Good Program 

Of the general comments received, 32.6 percent of t he  comments expressed 

sentiments that Entrepreneurs international was a good idea and/or a goad 

program. Reasons for enthusiasm for the project ranged from hoping business 

transactions would result from the meeting to hoping the meetings might be the 

first steps toward solving world problems. Examples of such comments follow: 

1 "The Entrepreneurs International program should be expanded. It is 
ar. effective way to put entrepreneurs i.n touch witn U.S. 
investors." 

"I love it 1 [ the EL program] I th ink  i t ' s  fantastic. It gives us a 
chance to meet with third world people. EI is especially good 
because it brings over entrepreneurs instead of politicians.' 

"AI. I~ type of international exchange is good. The meeting of the 
minds is the way to solve the world's problems." 

More Information Needed cn EI Program 

Through the interviews it became c l e a r  that the background and goals of 

the Entrepreneurs international program need to be nore c lea r ly  explained to 

U. S, hosts. Of the conrments, 14.1 percent reflected a lack of knowledge about 

the EI program. Comments ranged from "I don't know enough about the program to 

comment intelligentiyn to "I didn't know there was a program". For example. 

several hosts felt that they were being taker, advantage of by USAID, that the 

Agency was trying to get services from their industry without paying for them. 

More Information Needed on Participants 

o Ahother 5.9 percent of the comments expressed a need for more 
information about the participants before their arrival. 
Several hosts mentioned that had they known more about what 
the participants were in te res ted  in o r  what  their background 
was, they would have arranged the participants* visits 
differently. 



e h need for more lead cine between notification of the 
partici?aat's v i s i t  and t h e  a r r i v a l  of  r h e  ptrticipant was 
r e f l e c t e d  by 7 . 4  percent of t h e  comments. These hosts said 
that if they had more lead time chey woilld b e t t e r  be able to 
arrange a visi: to neet the participant's needs. 

o Several hosts also mentioned that they should have had more 
tine with participants in order to give  them adequate 
training. 

Matchine U.S. Hosts With Particinants 

Patching participants with host businesses was mentioned as an essential 

f zc to r  in making meetings successful. A small percentage (3.7 percent) of the 

hosts said the natch between 7articipanrs and hosts was poor and several 

suggested Partners did not  have the necessary expertise to match the 

participants with businesses or didn't know how to gather the appropriate 

information for the h o s t s  so the meting would be productive. 

A few ( 4 . 4  percent of the comments] viewed the EI program is a "one-way 

s t r e e t " ,  with a l l  the benefits going to the participants. An example is the 

following comment: 

"The program should be taken more seriously. There was really quite 
a mis-match between the visitor [participant] and myself because we 
vere so different: the possibilities of any business transactions 
resulting from the meeting were very slim. If there had been a 
better match. there would be a better potential for a two-way 
benef itn . 
Miscellaneous Process Comments 

Other remaining process coments (12.5 percent] represent a variety of 

suggesiions. The comments also showed that there was some inconsistency in 

follow up. 

Q One host commented that if participants hope to arrange 
business deals they should come better prepared with sanpLes 
and photographs of goods, with the goods weil catalogued. 

E Another host reported she wzs being rspearedly contacted. 
thanked, and interviewed about her meeting with the 
participant when a l l  she did was "give the guy a tourn while 
another host said his plaque of recognition was sent to the 
wrong office and was made out to the company rather than to 
him personally as it should have been. 



Ocher Concerns 

Of all comments, 11.8 percent were somewhat favorable toward t h e  program 

5ut r e f l s cced  some strong reservations. One reservation was t h e  uncertainty of 

how applicable the techniques the  participant learned in the U . S .  woeld be back 

ir. t k i r  own country. Another reservation hzd to do with where rize 

p r t i c i p a c t s  wculb cone up wizh the capital to pity f o r  t h e  equipnent  necessary 

t o  a p p l y  new t echn iques  they  were observ ing .  O t h e r  reservations about the 

program. included concerns  about  g iving away technical knowledge to potentiai 

con?per i tors .  Another host questioned the necessity of sending a Peruvian t o  

the 'Jnited States t o  see modern mining technology when he could have visited 

mines in Peru which were using such technology. Only 1.5 percent of the 

comments shoved tha t  EI programs was a bad idea andlor a bad program and t h a t  

the G.S. shouldn't fund it. 



4.1. OBJECTIVES AND METHODOLOGY 

The overall evaluation of the Entrepreneurs International training 

program a s s e s s d s  the impact of the program on the American business community 

as well as on the individual participaats and development of the host country 

private sector. This chapter is intended to supplement that overall evaluation 

by providing documentation on the impact of EI from USAID missions. host 

country private organizations, and host camtry government agencies. Responses 

from mission and host country personnel involved with the project have provided 

a more complete picture of the following: 

a Recruiting and nomination procedures employed; 

e Integration of the program into other private sector 
development activities; 

e Availability of follow-up assistance to participants; 

e Aspects of the program needing improverrient or modification; 

6 Strengths and perceived benefits of the program from the 
mission and host country points of v i e w ;  

e Successful achievements of individual participants; and 

a Possibilities for further development of the program. 

All of the USAID missions which have bad participants complete tne EI 

program to date were contacted to participate in the evaluation. This adds 

Senegal, Zaire and Guatenala to the list of participants' countries included in 

the overall evaluation. Respondents were asked for referrals to any other 

Prepared by Eric Nelson, Consultant to USAIDIOITIPP 



persons within the missions or host country associations or governnenr agencies 

who have been involved with the EX program and could therefore respond to the 

evaluation. Appendix Exhibit 4.1 contains the names, titles and organizaticns 

of each of the 29 responden~s. Responses were abrained from 24 missicn 

personnel from 12 of the 13 missions contacted. These included 11 training 

officers, 6 private sector officers and 7 others. In addition, 3 responses 

were obtained from officers of host country organizations who have been 

actively involved in the EI progran. It was found that host country government 

agencies or, the whole had minimal involvement in the EI progran and theref ore 

were not ab le  to respond to the evaluation. Finally, two private sector 

officers at USAfD/Washfngtan also responded to the evaluation. 

The evaluation was conducted by telephone using an instrument created by 

Abt Associates. Cable and telefax contacts were also used when telephone 

interviews were not feasible. Responses were transcribed manually, then 

paraphrased for improved coherence. 

Gverali, respondents were very pleased with and enthusiastic about the Ef 

program. Several of the missions who became involved in the earliest stages of 

:he program le.g. Jordan, Peru, Kenya) expressed frustration with the long 

delay between the nomination and placement of the early participants. 

Nevertheless, all but one respondent remained optimistic and enthusiastic about 

the program. Thus, only one of the 29 respondents can be characterized as 

negative about the impact and operation of the EI program. 

The following analysis of the program based on the survey results will 

describe how missions implement the program, relay suggestions for its 

improvement, describe its strengths and perceived benefits, discuss 

alternatives for reshaping EI, and finally describe three applications, in 

Peru, Senegai, and Kenya, which may serve as models for other missions. 



The handling of the program varies in sophistication from mission to 

mission. The t r a i n i n g  office has p r i n c i p a l  responsibility for the progran at 

only a few 05 the missions, including Ghana, Zaire, and Zimbabwe. (These 

missions aiso have not had a pr iva te  sector office). At other nissions, such 

as Belize. Guatemala, Kenya, Peru, and Senegal, the  pr iva te  sector office or a 

private sector project assumes a  greater i n i t i a t i v e  for  participation i n  rhe 

program. Belize shifted responsibility from the training office just a few 

months ago. Two missions, V a u r i t i u s  and Parzguay, a re  of such - jIMll size 

that the "offices" are not segregated. 

Sever. missions reported collaborating with busiriess associations for 

publicizing the program. Three of these missions are actively a s s i s t e d  in the 

recruitment, nomination and follow-up processes by a host country business 

association: 

Belize : BEIPU (Belize Export and Investment 
Promotion Unit of the Chamber of Comerce) 

Kenya : (Keny~! Association of Manufacturers) 

Peru : CONFIEP (National Confederation of Private 
Enterprise Institutions!. 

Host country government agency participation in some countries is 

minimal, beyond approving PIOf s. In Jordan, a joint AIDlMinistry of Planning 

committee approves nominees, but the Ministry did not respond to our inquiries 

for additional information for the evaluation. 

Participants learn of the EI program through several means, shokn in 

Appendix Exhibit 5 . 2 .  mile a majority of missions r e p o r t  using a l oca l  

business assaciation to p~blicize t h e  program, p a r t i c i p a n t s  often learn of the 

program as a result of previous contact with mission personnel. Six missions 

reported that participsnts learned of the program through word of mouth.or 

personal contacts with mission personnel. Five missions reported participants 

having specifically had some previous professional relationship with the 

mission. 



The availability and application of follow-up procedures to support the 

participants in implementing new initiatives after their return v a r i e s  widely 

among the missions. Of the 27 missionlhost country respondents, 7 stressed the 

importance of follow-up and I4 (including the representatives of KAH and 

CONFIE?) expressed an interest in accomplishing more in this area. These 

respondents represented 8 of the 12 missions. Follow-up procedures are 

generally weak and not systematized. One EI program officer reported that 

so~etimes a participant would be back in the country 2 weeks before the mission 

even knew it. Another mission official responded, 

"We are short on manpower so any systematic follow-up is unlikely. 
The resources are not there. Some resources are availzble . . . , 
such a s  IESC [International Executive Service Corps] or a lending 
for snall business program which could assist participants. The 
spigots are there but we don't have the manpower [to tap them]. 
The participants have followed through on US contacts but on their 
awn initiative, without mission assistance." B. MacDonald. 
AIB/Jozdan 

Three missions cited a lack of time o r  staff to devote to adequate 

foliow-up. On the other hand. productive follow-up has occurred in several 

cases. For example, a participant from Mali recently received a visit from one 

of his U.S. Susiness hosts. They conducted a seminar for all poultry producers 

in Mali which was funded by the mission. 

Several respondents s~ocsd that the participants do not need or have not 

needed follow-up assistance in A~plementing the lessons learned or pursuing 

business contacts. Tkie caszient, "'They arc able to do that themselves. If they 

needed some assistance, I'm sure they would corrre to us on their own 

initiative*, is representative of individual responses from missions in Jordan, 

Kenya, Mauritius, Paraguay, Peru, and Zimbabwe. 

Appendix Exhibit 4.3 summarizes what  neans of follow-up were reported to 

have actually been used by participznts. This information sammarizes responses 

to a general question of whether there is follow-up assistance ava i lab le  to rhe 

participants. It may not be exhaustive, therefore, since respondents were not 

queried on each item. Follow-up assistance which is available but has not yet 

been accessed by a participant is not included in this exhibit. Follow-up 



assistance appears on the whale to be unsystematic. For  example, exir 

interviews are not universal and many participants are n o t  even oriented ta 

what r e s o u r c e s  a re  ava i l ab l e  t o  a s s i s r  then.  Follow-up visits were often the 

r e s ~ l z  of  a v i s i t  by Office  of International Tra in ing  personnel rather chzn an 

independent zission effort. 

4.3. STBENGTBS AND PERCEIVED BENEFITS OF PROGRAM 

Of 23 missian/host country personnel. 22 responded that the EI program 

relates very well or is very helpful to their private sector development goals. 

Some representative comments are presented below: 

"EI has been of great use when we're needing tailor made programs 
for private sector training." B. MacDonald, AID/Jordan 

"I am very  excited about the program. I hope it will be continued. 
The programs have been excellent, and El should be encouraged. 
Especially relative to its cost it is worthwhile." K. Zein, 
AID! Zaire 

"Definitely they [EI and private sector development goals] are 
connected. . . . in my estimatisn the best thing we have ever done 
[in private sector training] is to send participants under EI." L. 
Maurtua, AIDjPeru 

" [EI is j very much related to our private sector development goals. 
We are trying to get Malian businessmen introduced to the world. 
We believe they have several exportable products. On the flip 
side, a number need quality goods from the States, so it's a 
two-way proposition." W. Thomas, AID/Mali 

"I think in the past it [EI] has not related so well because the 
programwas not so oriented toward our private sector development 
goals. That is, previously the participants did not come from the 
areas we have targeted. . . . In the f u t u r e ,  we expect to make the 
program complement nission strategy better," M. Kenzi, AIDiKenya 

"We find the EL program very relevant to our private sector 
development goals. We are persuing the development of exportabie 
quality goods, and by sending participants to the US, they can 
observe the quality of goods demanded first hand. It is very, very 
appropriate." D. Balisle. BEIPU/Belize 

"We've also received coments  from companies that the candidates 
appear full of enthusiasm when they return from the program on how 
to include ideas they picked up. This w i l l  really l ead  t o  some 
improvements." Silas I t a ,  KAMlKenya 



4.4 . SUGGESTIONS FOR PROGRAM IMPROVEKENTS 

The most often cited weakness in the 51 program was  he l e n g ~ n  of  cime 

taken to program candidaces after their nomination. Seven respondents from 

four missions (Ghana, Jordan, Kenya, and P e r u )  ewpresssd ccncern that 

participants have waited up to two years co  comence  the trzinin g - 
"...We understand that the process is lengthy due to the nature of 
the program, but on the other hand, these are businessmen we are 
dealing with who are very busy and have many coimnitmencs . That's 
the biggest problem." B. MacDonald. AIDlJordan 

"The thing that's most important is the proapt reply to our 
nomination. We need to know. We had to insist and ihsist and 
insist before we got an znswer. We'd like to know early if EI 
feels there's a chance fox the specific program cr not. . . . Give 
us an idea of the feasibility. There's distress over the long, Long 
time." I.. Maurtua, AIDiPeru 

Both the missions and the programmers have been learning from experiehce 

what information is required for the design of appropriate programs for the 

participants. Initially, missions were accustoraed to providing only t ha t  

information included in the standard PIOP form. Because the programmers 

required more specific information, specific guidelines for information to be 

provided with each rxmina t ion  were finally sent out to the nissions late in the 

sbrzmmer of 1988. Several respondents cited the criticality of the early 

comunication between the prcgramers and the mission: 

"We need to have a clearer, better, more detailed understanding 
between the mission and the programers over the objectives for the 
trip. " B . Hammink, AIEl Senegal 

"The specific programs have been quite aseful although sometimes 
there have been comunication difficulties related to 
participants' goals for the training versus the reality of the 
program they end up in. Sometimes, the perticipant does not have a 
crystal clear objective [so good programming becoms more 
difficult]. EI has been successful in adapting. retooling to neet  
the participants' needs." B. MacDonald, AIDlJordan 

Host respondents are optinistic about continuing improvements in she 

programing process: 

"At the beginning, it was obvious that PIET had nat established 
contacts with firms and trade associations and established 
credibility. Lately, we have noticed a tremendous improvenent and 



they have been responding fairly rapidly to our requests. They 
also take very good care of the participants which is inportant. 
We 'nave found the programs appropriate acd cammunicazion with P I E T  
has gone well." C. Gutierrez, AIDlPeru 

-. z ~ v e  xissions stated that funding r e s t r a i n t s  hindered their 

p a r t i c i ? a c i o n  ir: t h e  program. These restraints include competition frcm other 

training programs and expeczed ternination of exiszing funding scurzes. Ghana 

and Peru also s t a t e d  tht f e r o i g n  exchange constraints m k e  i- difficult f o r  

participants to pay their share of the program. 

Five respondents w e r e  concerned about the appropriateness of the 

participants' programs. The Kenya mission stressed t h e  importance of 

participa2ts visiting appropriately sized firms that use compatible 

technologies. Secause participants' firms are generally smaller than 100 

enployees, it is difficult for them to envision app ly ing  the technology ox type 

of management program used in the iarge, 4000 to 5000 employee finns they 

visit. 

Respondents had several suggestions for improving the flow of information 

in the program. The Kenyan nission had suggested that the exit evaluation 

conducted in the U.S. by the progradng contractor be routinely shared with 

the mission. This would allow the mission to evaluate the individual prcgram, 

avoid duplication of tasks, and facilitate the mission's efforts in assisting 

the participant after their return. Kenya has also asked zo be Sriefed on the 

ccatent and objectives of the stateside orientation given by rhe programing 

contractor, again to avoid duplication of efforts. Other respondents asked f o r  

more i n f o r m t i o n  about the program in general: 

"We would Like to have more information on the program - a global 
picture of how the program operates [in each country]. That is 
what EI: has been doing, providing stztistics, cases, individual 
profiles. We have received some of this information but would like 
to receive it more frequently, be kept up-to-date - even if just 
statistics. The more info we have, the better. It helps us to 
generate more ideas for the program and potential candidates." K. 
Zeia, A I D /  Zaire 

3ne private sector officer repuested a snapping list or catalog from 

which to choose availajle training opportunities. rather than a few descriptive 



case histories. [The same officer stated the mission was too short-handed to 

nominate nore participants at this time.] Missions also expressed an interest 

in obtaining copies of this evaluation of the EI program. 

Two respondents thought that the program should focus on creating real 

trade oppcztnnities for the participants so as to neutralize the tendency to 

abandon initiatives that can occur a f t e r  they return from the program. That is, 

9rograms should be designed tc create immediate business transactions. Trade 

might be facilitated by involving embassy com,ercial officers more closely in 

t h e  program, o r  by drawing participants from those who have approached a 

commercial officer with a specific interest in trade. 

Missions in French-speaking Africa stated thet the language barrier 

significantly limits the number of potential participants. 

"Our biggest concern in Mali is having to find caadidates very 
fluent in English. Using interpreters reduces the number of 
scholarships. We could send many more people if not for the 
language barrier.  So our idea  is to send groups of people for t h e  
same training who will share an interpreter. " M. Keira, AIDlMali 

AIDlSenegal reported that the interpreter who escorted their two 

participants was invaluable mare for helping the participants meet their busy 

itinerary and make travel connections than f o r  facilitating cormnunication. In  

this case, the mission felt there were too many states scheduled for a two week 

visit, saying the participants might not have met their itinerary without the 

help of the intk~preter. Follow-up training or assistance in writing proper 

business letters was cited as necessary for some French-speaking participants. 

Other  suggestions which wci i ld  require more significant modifications or 

a l t e r  the scape of the existing prograr-are presented below. 

"We'd iike ta eventually see a Malian business c o u n t e r p a r t  of E I .  A 
reciprocity, an exchange program bringing Americans to MEli. The 
mission can give an introductory seminar for a group. I believe 
there are American srail businessmen out there with a lot to offer 
. . . but who are hesitant about following through. 1 expect we 
would target those who have had contacts with EL participants and 
then include others who heve a demonstrated interest." Wilbur 
Thomas, AID/M&li 



"I thought it would be helpful co  have the initiative come from rhe 
US en~erprise. That i s ,  if a firm i n  rhe US is interested in a 
v e n t u r e  in a certain sector in Kenya. I could probably find someone 
co send if I knew of their interest. But we never knew what 
businesses in the U.S. expressed an interest in EI." Peter 
Leifert, formerly ALDIRenya 

"The nission has thought of doing a separate contract with a firm 
in rhe US for private sector training, and also such things as 
observation tourslvisits by private sector individuals to the US, 
because of our fairly disappointing experience with EI in terms of 
length of t i s e  in placement and the appropriateness of the training 
for t h e  participant. Personally, I'd like to see a much better  
mechanism for getting private sector individuals to the US for 
training o r  just attending trade fairs and product exhibitions. I 
an not sure EI has t h a t  scope. Perhaps the scope of EI, trying to 
serve 70 missions, i s  too l a r g e  to be effective. The advantage of a 
mission specific projecr: would be :hat it would be nore responsive 
to che mission's and country's specific needs." Richard Russell, 
AIDIJordan 

"I'd like to see the program allow not only visits to the U.S. but 
also to U.S. companies in Europe, Japan, Australia, India, etc. 
where participants can be exposed to the different environnents. 
cultures and business approaches, to complete the exposure 
worldwide. Eiaving some do this will give them a wider 
perspective." Silas Ita,  K4M 

"Not only entrepreneurs and managers need training, but others who 
show potential. For example, we're working with a numSer of people 
starting [a new business] who have little knowledge of the Stzsiness 
but could gain a great deal by visiting producers in the U.S. We'd 
like to see EI inciuae people like chat." Pedro Perez, AIDIBeiize 

4 . 5 ,  INSTITUTION&G OBSTACLES TO =I.,-TATIOK 

An AIDiWashington private ssctor officer suggests that there are several 

institutional biases working against privzte sector training. The first i s  the 

uphill battle often involved in convincing host country governments to support 

private sector training. At the sane time, participant training does not enjoy 

equal preference among AID private sector officers since training is considered 

to have "nore headaches" than investment and export promotion or other 

contracted programs. That is. results may be harder to measure and occur o v e r  

the longer run, and focusing on personalities and people introduces more 

variability and difficulties. An organizational problemwithin missions has 



been that, participant training historicaily has not focused on private sector 

training. Thus, mission t r a i n i n g  offices are unfamiliar w i t h  t h e  private 

sector and find it difficult t o  r e l a t e  t o  its c i f  ferent needs. A special 

nomina t ing  cornittee f o r  private seccor rraining is advisable. separated from 

t h e  scholastic programs which have a different agenda. A result of these 

biases  i s  that " p r i v a ~ e  s e c t o r  t r a i n i n g  doesn't g e t  a fair proportion of 

resources or interest in t h e  missionu. 

Oae way to address these difficulties is through collaboration with 

organizations that have the necessary familiarity with the private sector and 

its needs. The use of an intermediary in Peru and Kenyr has proven fruitful, 

facilitating the selection process and providing cpportu~ities for more 

systematic follow-up. One respondent suggested that the IESC (International 

Executive Service Corps) board in a ccuntry could be used as an intermediary in 

the selection of participants. Typically, the IESC country director w i l l  have 

an advisory board of Iccal leaders who could facilitate recruiting and 

publicity. Or an active chamber of commerce, If broadly enough based and of z 

high enough stature, could be engaged. Such opportunities for collaboration 

vary from country to country. Potential jurisdiction21 prcblems and competing 

agendas must be considered when considsring an intermediary. The specific 

objectives of the training should be explicitly agreed upon, as AfD/Peru and 

CCNFIEP have done. Finally, as AID continues to involve itself in the 

development of the private sector, these instituticnal l inkages nay inspire 

other opport~riities for collaboration. 



C W T E I C  5 

SUMMARY OF FINDINGS AND RECOMWNDATIOEJS 

5.1, FINDINGS 

Entrepreneurs International is a demonstration training initiative 

designed in part to test the feasibility of a program to provide on-the-job 

training to business leaders from third-world comtr ies .  This evaiuation 

examined the first year of the program. The findings show some positive 

economic benefits and point to areas of potential improvement for a pernaaent 

progran. 

5.1-1 Participant Outcomes 

A review of data collected from first-year participarits,  i J .S-  hosts, and 

USAID missions i nd i ca t e s  that the Entrepreneurs international program may have, 

in many instances, successfully met its gcal of providing individualized 

training for outstanding entrepreneurs from developing countries. Many of the 

entrepre;,eurs have learned about techniques which have allowed them to increase 

their Dusiness's productivity.  They gained valaable knowledge which they 

would not have gained if they had not participated in the program. Some of the 

ccncepts and ideas acquired will be inmediately applicable while others will 

take longer to implement. 

Participants reported immediate economic benefits from improved 

marketing of tourism s e r v i c e s ,  new food products, better internal cost analysis 

and control, and higher productivity. Several participants developed 

inportlexport agreements with U.S. businesses. Although some participznts have 

identified specific types of machinery they would l i k e  t o  purchase from the 

United States, most  such purchases have thus far remained in the plenning 

stages. 



The firsc-year recruitment and training process did have scme probiems. 

The 9articipanr data indicate that a significacr nuiber of participants w e r e  

not adequately briefed about t h e i r  p a r t i c i p a t i o n  in the program 2or  were they 

given enough advance notice about their departure dace for the Uniced S t a t e s .  

There a r e  some indications that zhe worst cases occurred very early on in the 

progran, w k i l e  there were several very positive comments inade about logistical 

arzangenents from entrepreneurs who partitipzted in t h e  program towards the end 

or' :he year. 

The findings from the evaluation were limited by the absence of uniform 

data on the training process and the inmediate post-training goals and 

objectives of the participants. Many of the participants' files contained only 

a f e w  pieces  of information. Participant itineraries were  incomplete and were 

not updated at the end of the training period. Some itineraries included 

places the participant did not visit and meetings with various people which 

apparently d i d  not take place. Exit interviews were  nissing from mast of the 

first year participants' files, and the available exit interviews focussed on 

the process, n o t  the participant outcomes. 3 

5.1.2 U.S.  Host Outcomes 

A majority of U.S. business hosts found that the Entre~reneurs 

International program provided them with a unique opportunity for interculzral 

exchange with entrepreneurs from developing countries. V?ny hosts also 

mentioned t h a t  they considereci their participation in the program as laying the 

groundwork for future comercia1 transactions. 

However, the data also showed some potential problems. There was a 

significant lack of knowledge on the p a r t  of U.S. hosts about the EI program 

and participant's goals. Based on the data from the first year hosts, there 

was no trend towards improvement in this area dur ieg  the first year. In 

addition, a number of hosts expressed concern about the Long-term value to 

Some of these problems have since been addressed. Although not 
included in the sample, most files from entrepreneurs who parcicipzted in the 
progran; after October, 3988, do contain exit interviews. 



participants of the training. The concerns were of two types. First, many of 

the contacts involved a single meeting or a brief tour of a facility. Second, 

t h e  technology used in many U.S. businesses is too advanced or requires coo 

large a scale of operation to be applicable in many third-world countries. 
! 

Nonetheless, f e w  ' J . S .  hosts were completely negative about EI. 

5.1.3 U.5. Missions 

The evaiuation contacted all USAID Missions to obtain their perceptions 

about ~ h e  EI initiarive. Respondents to the survey were enthusiastic and 

optinistic about the EI program. Mission interest remains high despite early 

frustrations with delays in placing participants. It must be remembered 

t h a t  this is an evzluation of the E I  program's impacts a f t e r  the first year of 

training; t h u s  data were collected from f i r s t  year entreprenettrs and U.S. 

hosts. The Mission data, collecred by OIT/PP and their consultant, includes 

information on more recent participants and indicates that there has been some 

improveroent regarding logistics and cormnunications. For example, the Missions 

are sending more detailed information about the EI candidates to the 

contractor. Also, the training contractor is sending the missions copies of 

exit evaluations so the mission personnel will be kept more up-to-date on the 

resuits of t h e  EI training. 

One area  of concern is the lack of consistent followup with EI 

participants after training. While some EI participants may be less ia need of 

follow-up assistance to their training than others, the availability of 

assistance, such as credit, advice, or further training, can only irnpro~re :he 

probability of the participant's success. Nevertheless, follow-up assistance 

has generally been minimal and unsystematic, Collaboration witn host coun t r y  

business associations or other AID projects can improve the screening process 

and provide better opportunities for follow-up as well as dissemination of the 

participants' howledge. 



Our evaluation of the first year of the Entrepreneurs International 

initiative showed considerable potential for positive economic impacts on 

participants and their countries. It also showed some problems that would need 

t o  be addressed  if the EI initiative were to become a permrnent USAID program, 

o r  a permanent training tool available to all other USAID programs. This 

section summarizes our recomendations f a r  inprover-enrs. These 

recomendations assme that USAID would establish a small, permanent EI staff 

i r r  OITIPP for the purposes of program coordinstion and administration, and 

would mintain contractor placement support. 

5.2.1 Participant Selection and Pest-Training Support 

Participants need to have specificaily-defined goals for their training 

in t he  U.S. and a support system for implementing post-training plans when they 

return to their home countries. One approach to addressing this need is closer 

integration Setween EI and USAID grivate sector initiatives. Private sector 

projects crezte a good pool of potentiai candidates and offer follow-up 

assistance to the participant. In turn, EI participation can enhance and 

vitalize the local project. 

In addition, coilaboration with host country business associations 

should be encouraged. This will help expand mission familiarity with the 

private sector and the resources for effective recruitment and screening. Scch 

cooperation provides opportunities for more systematic follow-ap as well as 

dissemination of participant's ideas and may inspire otner collaborztive 

ef forcs . 

USALD private sector officers :-3uld be given responsibility for 

generating more opportunities for joint action with private ssctor development 

projects. Private sector officers should also increase EI marketing contacts 

w i t h  embassy comerrial officers. Entrepreneurs and businesses who have had 

contact with these of f i c i a i s  would be a promising pool of potential 

participants as well as hosts. These participants and hosts, having a d e f i n i t e  



economic objective in s i n d .  nay be more l i k e l y  to capitalize on opportunities 

offered by the training. 

To faciiitate this process, the USAID Mission training officers would 

receive written guidelines for participant selection. Such guidelines might 

include the requirements thzt the participant be working with other USAID 

private sector initiatives or participating in sectDrs emphasized by the 

participant's .-a country. The training officers shouid atrend t h e  annual 

private sector conferences and expand contacts with private sector officers in 

Washington. Thus, the Mission would be responsible for conveying host country 

economic goals as well as t he  participant's personal goals to the placement 

contractor. 

With adequate staffing, conrmunications between the missions and O I T  and 

the placement contractor could be greatly improved and regular, standardized 

flows of information could be established. The mission would convey to the 

contractor adequate information concerning the participant's needs and goals as 

well as the host ccuntry's development priorities. The mission shouid also 

provide the placement contractor w i t h  detailed information regarding the 

nature, scale and technological level of the participant's business and how it 

is hoped EI training will improve his or her business's operations as well as 

complement the host country's development goals. 

5.2.2 Training Design and U.S. Host Selection 

In the f i r s t  year of the EI initiative, many participants were provided 

extensive tours across the United S t a t e s ,  rather than intensive training in a 

few locations. A brief tour of a facility might be considered part of 

"intensive trainingn if it is used to illustrate the application of a theory or 

techcique already discussed at length. Although isolated two-hour tours might 

provide an entrepreneur with information about possible producticn techniques, 

it is not clear how much cf what is briefly observed can actually be 

implemented. The evaluation data suggest t h a t  participants found the extended 

training sessions to be very useful in providing the c o e t e x t  in which to glace 

t h e  information they receive via tours. Of course. may be d i f f i c ~ l t  as it 



will be more difficult to find U.S. hosts willing to provide these longer 

training sessicns gratis than finding t h o s e  willing to simply give a tour. 

Since it nay noi be possible for the  placement contractor to have 

expertise in all of the fields represented by t h e  participants, the content of 

much of the training will depend on the host businesses' understanding of the 

participants' needs. In order for the U.S. hosts to best meet participant 

needs it is essential th2y  be given detailed information Ear enough in advance 

so the training will be as technologically appropriate as possible. 

U.S. hosts a i so  must have a clear understanding of Entrepreneurs 

International program's goals and the theory behind the program. Understanding 

the overall g o a l s  may give the hosts a better idea of what kind of training 

would be most useful for them to provide and may also aid in preventing U.S. 

business hosts from entertaining unrealistic expectations of benefits the 

meeting m y  bring to their own businesses. 

5.2.3 Training Process mpravements 

The training contractor should routinely send the missions adequate and 

timely descriptions of the U.S. businesses who have volunteered to provide 

training. Such descriptions should include t h e  t ype  of training the U.S. host 

is willing to provide as well as the dates when such training might be expected 

to take place. The contractor should aiso provide Mission program personnel 

with a detailed questionnaire which can be used as a guide in collecting data 

for the contractor's use in placing the participants. 

To the extent possible, participants should be given information about 

their planned itinerary far enough in advance so that they and the missions m y  

provide some feedback to the placement contractor. Even in the best of 

circumstances the contractor will n o t  be as knowledgeable about the 

participant's needs as the participants themselves. 

Participants should be notified of their selection and prepared for their 

training according to a stanOardizea procedure and time frame. Participants 



ail have major responsibilities a t  their own businesses and they need to be 

given adequate time to prepare for their absence from cheir businesses and 

families. Providing participants with too little advanced notice places an  

unrezsonable burden on participants and may also be detrimental to program 

craining . 

A11 participants should be given a full briefing before leaving for the 

United S t a t e s  so that they may adequately prepare for their visit. For 

example, if they hops to establish business transactions with U.S. businesses, 

they should know what kind of information, licenses, annaal reports, or 

catalogues of their crafts, a U.S. business will w a n t  to see. 

Participants should be given a full account of how much of their training 

will be covered financially by DSAID and which portions they will be 

responsible for. They should be given an accurate account of how much money 

they will be given for expenses as well as a lists of various c o s t s  of 

rraveliing in the United States. Participants should also have some idea of 

how much assistance he or she can expect from the placement contractor once 

they arrive in the U.S. For example, they should know whether they will be met 

a t  the a i r p o r t ,  and if n o t ,  be given the name, address, and information 

regarding means and c o s t  of transport to bring thsm t h e i r  hotel. They 

should know whether they will be escorted to their meetings w i t h  U.S. hosts or 

whether they should go an their own. Although participants shoulC be given 

this information before they leave their oTm co-tries, it would be a good idea 

to have the participants' first meeting be with a placement contractor 

representative who nay give the participant a brief post-arrival orientation. 

To the extent possible, EI should encourage hosting by and lodging with 

American families, because it clearly gives the participant a richer view of 

American life. It is obviously more complicated to arrange lodging for 

participants with American families than it is to arrange lodging in hotels. 

but the benefits of intercultural exchange appear to be substantial. 



5 . 2 . 4  Evaluation Design 

One of the goals of this pilot evaluation w s s  to report on lessons 

learned concerning t h e  evaluation itself so rhst future evaluations may be 

increzsingly irkformative and helpful. All participants should have exit 

interviews before returning to their own countries. During these interviews 

participants should complete thorough evaluations cf their EI training and give 

an indication of goals they hope to meet upon their return home. At this tine 

they should also be told about any resources available to help them implement 

the goals they set for themselves as a result of their training. To the extent 

possible, these exit interviews should be conducted by an evaluator independent 

from the placement contractor. 

The placement contractor should maintain and be ready to provide an 

outside evaluztor with "summary fact sheets" containing a set of standard 

information. Such "summary fac t  sheetsn should contair, all basic information. 

i.e., name, address. phone number (where a p p l i c a b l e ) ,  Line of business, primary 

training goals, significant meetings with U.S. hosts, host's name, phone number 

etc. 

All participant followup data should be coliected via in-person visits to 

participants after they return home. The decision to collect a portion of 

participant data by mail in this evaluation was largely determined by the 

limited budget. However, collecting participant data from mil surveys proved 

to be neither an especially efficient nor effective means of collecting 

information- One problem is that the mail service between the United States 

and the participants is too  slow and unreliable. Another problem arises when 

participant answers are either unclear or insufficiently detailed. For 

example, it is often difficult to tell whether entrepreneurs are reporting what 

they have already achieved or what they hope to achieve in the near future. 

Reliability of data coliection and analysis can be greatly improved if 

interviewers closely follow the evaluation instruments during interviews with 

participants. In order to maintain consistency among participant responses, 



the interviewer must transcribe whatever notes are taken during the interview 

to the corresponding question on the instr-ments. 

I n  any new program or demonstration initiative, the first year is a 

period of adjustment. learning and correction. Many of the recommendations 

contained in this report address issues known to OITIPP, the USAID missions, 

and the placement contractor, and some of these items were improved in the 

second year of Entrepreneurs International. As A.I.D. looks to the f u t u r e ,  we 

would expect t h a t  all of t h e s e  issues will be reviewed and addressed while 

impiementing EI as a regular program. 
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Appendix Tables for Chapter 3 

U.S. Host Data 

TABLE 1 U. S . HOST INDUSTRY 

Industry Grcup 
Ag. Production - Crops 
Ag. Production - Livestock 
Agricultural Services 
Mining 
Manufacturing - Nondurable 
Manufacturing - Durable 
Retail Trade 
Finance and Insurance 
Services 
Public Administration 

Total  

Number 
2 

2 7 
2 1 

4 
19 
18 

8 
9 

Percent 
1.4% 

18.22 
14.22 
2.72 
12.8% 
1 2 . 2 2  

5 . 4 2  
6 . 1 2  

1 8 . 2 2  
8.82 

100.02 

TABLE 2 NATUlZEOFMEETING 

TYPE OF MEETING Number Percent 
T R A I N I N G  3 3  22 .32  
B U S I N E S S  3$ 27 18.2X 

*d 
BRIEFING/TOUR 8 8 5 9 . 5 %  

Total 148 100.0% 

TABLE 3 Tim SPENT WITH U . S .  HOST AND NATURE OF MEETING 

All Tvper TraiPizw Business Brief inn! Tcur 
Time S ~ s n t  Number Pazcanz Number Perceoc NumberPercenr Numbor Percanc -------- 
X S S  TSAN 1 ax 4 2.72 0 0.0% 2 53.0% 2 50,O'L 
1-2 EWS 60 41.1% L 1.7% 19 31.7% 40 66.72 
112 DAY 41 28.1% 1 2-41. 3 7.32 37 90.2% 
I DAY I0 6.8% 4 40.02 3 30.0% S 50.OZ 
2 TO 4 DAYS 10 6.8% 8 80.0% 0 0.0% 2 20.0Z 
5 TO 8 DAYS 9 6.22 7 77.82 0 0.0'11 2 22.2X 
2 08 MORE YEEKS 12 8.21 12 100.02 0 0.02 0 0.01 

TOTAL 146 ?OO.O% - 33 - 22.6Z 27 18.52 -- - -  88 60.3% - - 



I TABLE 4 BOST BENEFIT 

TYPE OF BENEFIT 
None-neutral 
None-negacive 
Intercultural exchange 
PR-Goodwill 
Bus. Product AdlExp. 
Learned of buslmkt. 
N i 4  

Total 

Number 
3 3 
5 

7 8 
15 
i 2 
1 
4 

148 - 

Percent 
2 2 . 3 5  

3.4X 
52 .7% 
10.12 
8.12 
0.72 
2 . 7 2  

100.02 

I 
i TABLE 5 BOST BUSINESS/MARKET BENEFIT 

Reaorted Host Benefits Number Percent 
None 111 75.0% 
Actual Sales 1 0.72 
Negotiations in progress 1 0 . 7 2  
Future potential saLeslpurchases 12 8.1% 
Gen. Knowledge foreign. Mkt. 16 10.82 
N j A  7 4.7% 

Total - 148 100.02 

TA3LE 6 PARTICI?A.NT BENEFIT 

P a r t i c i p a n t  Benefit 
Don ' t know 
None 
Actual Sales/Purchases 
Negotiations in progress 
Specific techniques, markets 
Gen. knowledge of industry 
Intercultural exchange 
NIA 

Total 

Number 
2 0 

3 
I 
1 

3 6 
7 5 
8 
4 

148 - 

Percent 
13.59: 

2.0% 
0.7'2 
0 . 7 %  

24 .  JT 
5 0 . 7 X  
5.4% 
2.7% 

100. oz 



TABLE 7 GENEML COMM3NTS 

General Comments Number 
Good Idea, good program 4 4 
3ad idea, U.S. shouldn't fund 2 
Need more lead time 10 
Need more info. re: program 19 
Need rncre Info. re: Part. 8 
People  wha know s e t  up schedule 7 
Should be 2- way street 6 
Luke warmlfavorable 16 
Process problems - other 17 
Other comments 7 

T o t a l  - 136 

Percent 
3 2 . 4 9  
1.5Z 
7 .4%:  

1 4 .  O X  
5 . 9 z  
5 .  I I  
4 . 4 2  
11.8% 
12-52 
5.1% 

100. O X  



Appendix to Chapter 4 

Three Promising Programs: Opportunities for J o i n t  Action 

The EI programs in Peru, Senegal, and Kenya deserve higbiighting since 

they may serve as models for successful programs in other countries. In each 

of these countries, the progrsm has been approached in a joint-venture fashion, 

tapping the support and expsrtise of other organizations or projects. 

Peru 

In Peru, a host country business association appears to be more actively 

I involved than i n  any other EI couatry. CONFIEP, the National confederation of 

P r i = a t e  Enterprise Institutions of Peru, has been working with AIDiPeru on 

i privace sector training initiatives. Together they maintain a joint committee 

that meets regularly to study the training needs of the private sector. 

CONFIEP handles all the publicity and candidate screening for the EI program, 

~ which the mission staff lacks sufficient staff and resources to accomplish 

adequately. Through i t s  constituent 60 chambers of commerce and 29 trade 

associatiocs, CONFIE? is able to widely publicize the EI program. The flyer 

which appears in its publications as well as Local newspapers is included as 

Zxhibit B. CONFIEP collects all documentation and screens the candidztes using 

:he following guidelines, preferring persons: 

I. 1 between 25 and 45 years of age;  
2 I from small or medium-sized enterprises; 
3 1 belonging to some member association of CONFIE?; and 
4 1 from industries that may obtain a US market, and for which there is 

applicable training in the US. e - g . ,  agro-industry, textiles, 
nan-traditional exports. 

The joint committee uses summary information prepared by CONFIEP t o  

invite candidates for an interview, after which nominations are finally made. 

Following completion of the program, participents are debriefed by the general 

management of CONFIEP as well as the mission. CONFIEP encourages participants 

to become more active in trade associations and plans to institute seminars 

where participants can share their experience with other entrepreneurs. 



Participation Ln the EI Frogram meets important goals for CONFIZP. It 

gives the organization greater insight into the activities of small s c a l e  

enterprises, especially in outlying areas, engendering a more balanced 

perception of national business activities. The requirement of belonging to 

some member association of CONFIEP dernonsrrares t ha t  there are advantages to 

being affiliared wirh a business association. Through its p a r t i c i p a t i o n ,  

CONFIEP hopes t o  change the perception that it is dominated by the t rade  

associations of large entsrprises by demonstrating that it also serves t h e  

smali entrepreneur. In general, t h e  program "has  created an atnosphere of 

expectztion and interest among the members of the associations". 

Senegal 

The two EI participants from Senegal are members of an association of 

bakers which has been part of an AID sponsored project ta develop financial 

ranagenent systems. In the course of that program, t h e  contractor decided chat  

the president and vice-president cf the association would benefit from the El: 

Frogran. The EI program "com2lenented very weli"the local training and 

enforced the credibility and value of the association and its affiliation witn 

AI9. Being ieaders of a iarge, new association allows the participants the 

opportunity to dissaninate their information to their colleagues. It also 

provides the opportunity for cooperation and pooling of resources in any 

venture such as importation or expansicn. 

"They made notes every night during their trip and prepared a 
d r a f t ,  surmnarizing their visits, contacts, and p o t e n t i a l  a reas  for 
coliaboration. T h i s  report they d i s t r i b u t e d  to the members at a 
general neering. This sparked interest in the association, such 
that afterwards they f o m e d  an economic interesc group. 22 
bakeries invesced $600 to $700 each to a comon fund to finance 
pro jec t s  such as importing yeast from Fleischmann's [an EI host], 
the potential of milling wheat using a seccnd-hand imported 
turn-key mill. and in conjirnction importing US wheat." "EI helped 
support and very much vitalized the association and our project." 
F. Lusby, Sahel Financial Management 7roject 



Their affiliation with t h e  fi~ancial mr.agement p r o j e c t  provides t he  

participants with significanz follow-up support, scch as a study of the l oca l  

mrket  to consider the grain milling opera~ion, or assistance in writing US 

business contacts and obtaining letters of credit. 

Kenya 

Kenya, the nost active EI program, has also turned to a local business 

association for assistance in recruiting candidztes. AiD/Kenya sponsors a 

program offering 1 week seminars in specialized industrial topics to menbers of 

t h e  Kenya Association of Yanufacturers. KPIY's sxecutive director says that, 

combined with the US based (EI) program, all efforts give a wider exposure to 

Kenya's private sector people for them to do better business donestically and 

internationally. Using KAX to solicit applicants has been useful and helped 

AID'S relationship with the association. Affiliation w i t h  the local 

association also offers opportunities for dissemination and support of 

participant ' s ideas : 

"I'd like to see a follow-up seminar in Nairobi for those who have 
participated so that they can reveal their experience since 
returning. This would allow for cross-fertilization among o t h e r  
enirepreneurs or managers t h a t  will rrigger a chain of action as i r  
inspires ideas, bringing change among ozhers. This would ailow for 
snaring concrete suggestions from the participaats themselves." 
S. Ita, KAMiKenya 

AID/Kenya has developed a list of criteria for preferred candidates. They 

are seeking: 

1) personsinamanagementposit ionintheircompany; 
2 1 the best opportunities for employment generation; 
3 )  indigenous Africans; 
4) firms with large numbers of women employees; 
5 1 firms from rural areas, outside the two urban centers; 
6 1 firms seeking to develop export capabilitiesjopportunities; and 
7 )  agro-processing firms. 

& ~ v a t e  EX'S tailored programs allow hID1Kenya to t a rge t  their specific p-; 

sector development priorities. 



Exhihit Ollre 
N~mDer  of Ef pdunrw * k r n  each Ccuntry 

Name, Title & Oqynizstion oi each Respondent 

m 1 imize Is] 
-4IE M. buds-Smith  Training Ass is ta~t  

?dm Perez Project M a x g r  {BEII'U) 
EEIPU Genton &lisle Executive Director 

27,zAina F25;~ [I.] 
phone contacts unsucress~: no cable response by report Idate 

Ghana fZ] 
A E  Emmanuel Dark0 Training Officer 

Guatemala [I] 
AXl Ruben Mejilla Private *tar Officer 

;orciaat 151 
AID Earq McDonald Deputv Director 

Richad Xusell ~mje t i  Officer, Private Enterpis 
hvdopment h j e d  

N m  Nar Training OfE-r 

SanqSevelir. Fnvate Enterprise Oevelo~ment 
Project Adsrisdr, El Pmgmrn r3Ecer 

Mark Remi Intern, Wvate Enterprise ilevefopment 
Pmi& 

MI. Ngama Training OZficer 
Peter Leidert bmer Private Enternrise tXicer 

'SAM Siam Ida Director 

PAali fl 
AID W i h . r  Thomas Deputy Director 

Manla5 Keita Tminhg Officer 

b.4auritius 111 
AI?B 5%ariff jlathwnia AID Specialist 

PaJI.p'p a 
AID Julio Basualda P . c p m  Asistant!T~khg CScer 



?eru f5J 
,410 Connie Gutierm Project M a n a ~ r ,  Pxivate Sector Office 

Luz Mautua Training ~dv lmr  
Veronica de Fcmm rJ'rLief of Training and %cid 

Ceve?oprnsn t Civision 
CC7NFIE? Anna Maria R q  dt CasM El P r o p r n  Officer 

~~1~~ 121 
:ID F m k  Lw* 

Mmagerne~t Pmject 
durnm@ N ' h u  Training 3fficer 
Bill H d  &&stant Development iifficer 

Zsire 121 
AID Mike Suilivan General Peve1opment Pmpm Oficer 

K a d  &in Trairring Direcfor 

Lg/ Wsshin&x-t - 
~ 5 - c  Jim Suma Private Sector Officer 
AFR Lilisne Willcns Maate  %or Qfficer 







PROG 
"EMPRES 10s INTERNACIONALES" 

Una oportunfdad para el Pequeflo y Mediana Empnsario 

Si Ud. esra plenaniento dcdicddo a1 desarrollo de su cmpresa ... 
Si es consciente de sus necesidadcs dc capacitad6n para mcjorar sus 

procesos dc praduccibn.. . 
Si sabe quc tlenc quc rcnovar su tecnologia y scr miis cornpeutlvo. abrtcndosc 

paso hacia nlAs arnplios nlcrcados ... 
Si ptcnsa que lodavia purde segulr aprcndienda.. . 

Ud. err el mefor candfdato al programs: 

Una beca en 10s Estados Unidos. 
disedada a la mcdda de sus rcquerin~icntos. 

por una duracidn dc tres semanaa visbtaado clnprcsas como la suya. 
aprendiendo nueva tccnotogia y *nculandose al mercado intcrnacional. 

Los rcquisitoe dt postdactbn son muy slmpjes: 

EPAI) 
Entrc 25 y 45 a~los 

am\O 
Propietarlo y / o  Ejecut(vw de fa crnpresa 

S$TUDEOS 
Sccundarios y/e tt!enfcos 

mmaw 
Mancjo de lngks nlvet conversacihn 

rn1CIBNAL 
Tener &grin proyecto de n u m  derarrolloa o divcmiflcaciOn de la emprcsa. 

Estar afilfada a un gemio dc CONFIEl3. o C:AII%~ dc Camercio. 


