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EREFACE

This Final Report is the result of a contract between USAID/
Washington D. C. and Development Associates, Inc. under which
the latter would, through Dr. Eliodoro G. Robles, an Associate
of the company, perform consultant services to assist USAID/
Panama and the Asociacion Panamena de Ejecutivos de Empresa
(APEDE)in carrying out an evaluation of the USAID - APEDE En-
trepreneurial Development Project.

Contract services were performed under the policy guidance of
the Chief of the USAID Office of Private Sector Development
and directly under the operational guidance of the Pro-

ject Officer of the same office with the cooperation of APEDE
and assistance of local consultants affiliated with the
Instituto de Investigacion y Educacion para el desarrollo
(INEDESA) a local consulting firm, subcontracted to conduct a
field survey and tabulate results for analysis and evaluation.

The Report is here presented in two parts, preceded by an
Executive Summary and an Introduction. Part I deals with
Project Analysis and Evaluation and Part II is on Project
Self-sufficiency Strategy and Implementation Plan. The en-
tire report is the result of 34 staff working days including
consultant’s travel time.
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This study was entrusted with the responcibility af assisting

USAID and &FEDE in carrying out an evaluation of the AFEDE-AID

Marmagement Traiming Froject for Small Eusiness Entreprereurs.

Th@ project was approved in S=agtember 1980 with & grant of
485, 000, This was subsequently increacsed bv $310,000 to

to cover eupaneion of the project to the interior provinces

of Fanamz, uvndsr grant terms ending December 71, 198S. The

maicr obliectives of the evaluation were to measure the pro-

aress and impact of the training program and to develop

a self-sufficiency strategy and implementation plan for the

projiect.

#lvsig and Evaluation

Fart I cf the repart presents findings of the field survey
conducted for the study and a qualitative evaluation of the
Program.

fi total of 115 participants stratified by geographic area,
type of busin=zss. number of emnloyees, number of hours
training, position in the enterprise. set, level of educa-
tion, ascets., and monthly sales, were perconally interviewsd.
This representad almost ?.35% per cent of the entire sampling
univerge which consisted of 1,230 participants: &91 graduates
ariedl 939 non-graduates.

The most important findings of the suwrvey were as follows:

a. Satisfactic sures:

1. Participants were asked to rate various aspects
of the program to elicit a measure of satisfaction
or dissatisfaction with each espect and also to
indicate for project management what needed to
be improved. Arcross strata, the highest frequency
of goed (?3%) woent to professional gualifications
of instructors. This was folleowed in the descend-
ing arder by methods of instruction (91%) program
content and written materials (eack 83%4), adapta-
tion of didactic materials to local conditions
(82%), phveical inmnstallation and fzcilities (76%),
adaptation of audiovisual media to local
conditions (72%) and audico-visual media (&67%).

2. Eighty onz percent of surveved participants, across
strata, stated that the ARPEDE program had satis-
fied their needs, 157 anlv partially and 3% ng.
Eighty five percent (835%) alco opined that the
current cost of $20 per module 1nstruction being
charaed by AFEDE was chezp.



ii

Similarly, 91% across strata expressed satisfaction
with the training they received from the program.
Eight percent (84) were neither satisfied or dis-
csatisfied and less than 1% were dissatisfied.

An overwhelming 994 (100% both in the commerce

and industry sectors) would wish the program to
continue.

No notable incidences of differences in opinian

by strata wers evident. Overall, there was a high
degree of satisfaction converging on the 90-100%
range of satisfaction so that any variation, if
any at all, had no statistical significance.

e e e S s =

Minety eight percent (98%) of the respondents
(100% in the commerce sector) stated that the
AFEDE training had been benefical for them.
The recspondents cited increase of knowledge,
better business administration and control

and improvement in general of their ability to
manage their businesses.

A careful tally of respondents’ detailed comments
showed that the following could be attributed
to the APEDE program:

Business sav.s (e.g.

avoided bankruptcy) 23 (20%)
Eusiness expansion 28 (24.3%)
Business starts 9 (7.8%)
Success Stories 26 (22.67%)

Ninety five percent (?9%) across strata told in-
terviewers that they received instructional
materials during their AFEDE training. &I%

were verified to be still using the matsrials.

Minetv three percent (93%) across strata stated
that their AFEDE training definitely improvied
their business. On this data base, ths nusbear
of snployees in all sectors increased from 370

hetors training o &4z atter training, am in—

creass of 93 emplovees. Based on respondents
gstimates, the service sactor will increase by
170 employees by 1987. The commerce s2chor

Wwill increase by 26 employees and the industry
sector by 101 employes=s,
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S. UOverall, the increas# in monthly gross sales in
all sectors amounted to $269,190, representing
an increase of 307 from before training to after
training or at an average monthly sales increase
of $2,1465 among all participants.

6. The total value of assets of all surveyed parti-
cipants before training amounted to %3,501,907.
This amount rose to $4,423,100 after training,
an increase of #921,197.

7. Overall, the total loan amounting to $1,47%5,500
far all sectores before training rose by $1461,500
to $1,637,000 after training.

8. Eighty-three percent (83%) of participants
said they had received follow-up visits by AFEDE
staff. These visits were regarded most useful
and they would be willing to pay for these
visits if conducted more in depth.

9. Other indications of how AFEDE training had im-
proved participants’ businesses include better
accounting, labor management, cost reductions,
improved quality cantrol and evaluaticn of per-
sonnel and better management of inventory. The
survey verified that 84% of the respondents kept
and maintained boolkkeeping record systems.

The above findings lead to the conclusion that there is a

high degree of satisfaction with the program and that the
APEDE project has had a great impact an the small business
community as evidenced by quantitative measurements recording
changes before and after training. O0Of course, the changes in
empl oyment, monthly sales, assets and loans could have been due
to factors other than the AFEDE training but neither could the
same changes be ruled out either as direct or indirectly the
result of that training., If the field survey revealed over-—
whelmingly positive and complimentary results, it alzo brought
to lioht some desiderata which should be considered:-in
conjunction with other components of this report net only to
enhance the rzlevsnce of the project to the needs of itts
clientele but also to increase its resources towards eventual
self sufficiency.

c. The qualitative evaluation cf the program with res-
pect to training materials, instructional effective-
ness and AFEDE management showed positive results.
The training materials were found to be of good
qualityv, relevant to the rneeds of the program’s
clientele, adaptable to local conditions {(since
they were developed loczally) and were rated
"good and e:cellent" by the overwhelming majority
of participants in the program.
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Constant fine-tuning of the modules and development of "hands
on" materials to enhance instruction, however, has to continue.
Instruction and presentation of the courses were ghserved to be
effective and there is a high degree of satisfaction with
instructors and the way they taught. The academic and pro-
fessional qualifications, as well as the practical experiences
of the instructors relating to the areas they teach, were also
found to be high.

Some constraints and obstacles (such as lack of audio-
visuals, varied and wide disparity of participants’
characteristics in a study group) impeded instructional
effectiveness, but they were not overriding. Frecccupation
with outreach and recruitment of participants, as well as
with conduct of instruction, caused management to overlook
the project®s information system about which the latter has
only recently started to mend and bring it up to date.
While APEDE management deserves credit for providing train-
ing services to a wider audience, it is likewise vulnerable
ta the criticism that it had done very little to lay the

groundwork necessary for project self-sufficiency and
long term growth.

S e e et o e e e s e D == R R - D0 A — A TR L~ e S T R

Fart Il examined the cost and cost benefit matrix of the
project from 1981 to the present. O0f the total fund grant of
$795,000 the amount of $4670,841.14 has so far been

spent as of June 30, 1985: Needs as=sessment/Investigations
$12,497.23, Models Development $75,657.45; Transfer of
Knowl edge, %268,011.48 and Project Management $314,675.08.
The total current cost of operating the project was deter-—
mined at $203,743 broken down as follows: Needs
assessment/Investigation, $2,174; Models Development,
$6,000; Transfer of knowledge, $80,000, and Project
management, 4115,35569.

Superficially, the cost structure of the project would give the
impression that the program is a very costly operaticn.
However, if the annual total cost figures were correspond-
ingly divided bv the number of cours=zs/medules and alzo by

the number of direct beneficiary participants served during
the period, & coct henefit picture emerges and belies the
impression. The cost per module consistently declined fraom

517,500 in 1981 to $1,992.29 in 1998, The high cost in 1781
was of course, duz to start up expences. Similarly, thes cost
per person participant declined from $1,535.08 in 1981 to
$445,14 in 1985. The cost per moduls per participant also
followed the pattern: from $700 in 1981 to $77 in 1735.

The unit costs would be even lower if the annual total cost
figqures were to be divided by the number of person module


http:1,535.08
http:1.992.29
http:314.675.08
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participants, in contrast toc the person participants (used
in the abawve figures) where the person is counted only once
regardless of the number of modules he cempleted. On this
basis the cost per participant similarly dropped fram
$336.533 in 1991 to $87 in 198G.

To date, the program has conducted a total of 253 modules
and provided training to a total of 6,929 person module
participants, representing 1,270 person trainees, of whom 4671
are graduados f(i.e. complaeted the training package aof 4

and 5379 nc graduados (i.e., who have attended at least one or

more courses but did not complete the training package.)

The field surwvey also showed that to the project could be’
attributed 23 business saves, 28 business expansions, 9
business starts and some 25 success stories. The evidences
adduced in terms of dollar increases in monthly sales, in-
crease in number of emplovyees, assets, as well as data on
loans of participants before and after training, provide
same hard data relevant to cost-benefit analvsis. Thus,

the incidence of benefits relative to the cost structure

is not in question. In addition to the positive findings of
the field survey, there are overwhelming indications that the
benefits invariably derived from training programs, such as
the AFEDE program, would in fact go far bevond measured
indicatars. The other benefits would imclude 1egically
those generated by the "multiplier capacitiss" of the

of the pragram graduates and their roles as agsnts

of chang=.

The conclusion from the revisw of the entire cosh benefit
structure of the program is that the AFEDE proaject has
steadily moved to higher levels of expenses but palpalpably to
higher b=nefit cost ratios as indicated by the dcwnward trend
in the unit cost of training per participant zrnd the results
of the field survey. While this trend has besn zalutary. it
doee not appear to have besn matrhad by =fforts t- 1nstitutio-
nalize the project by making it z=2lf-financing.

The follaowing strategy for sel+—-sufficiency wars
recommended:

1. Geebing cost efficiency through eliminabi;g
wnnscessary costs, conkrolling erpenses Fhah
are st cost effectior, striving For miotanam
coshks and inikiating progrems that are coaf
effectbive (@.9.):

&. Feplacement of current promotional
terchriigues by low cost/no cast
advertising techrnquas. e.q9.. flvers,
word of mouth and Jirstribution of
annual class schedale to general public.

W
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b. Reduction in the number of technicians from & to 2.

c. Raising the fee charged to participants
from $20.00 to $35.00.

d. Elimination of coffee-break costs and
saving up in pencils, papers, by requiring
participants to provide their own, and
copyrighting of APEDE materials and selling
maodules at say $5.00 each.

——— s T, e —_————— RS RS =

Joint APEDE Small Business/CESA venture to:

a. Organize training groups for Small Business Alumni
and hold special conferences and seminars for a
fee.

b. Organize training pragrams for professional groups
such as architects, engineers, medical doctors,
etc.

c.. Put up an annual conference far Small Busirness
Executives similar to CADE (Annual Conferencs
for Senior Business Executives) as fund raising
activity.

3. Additional Respurces:

a. Froduce start up manuals and self-instruction book-
lets showing scep by step how to =start a business,
covering as many lines of business in Panama judged
to be the most profitable in the context of small
business operations.

b. Organize an Alumni Acssociation and charge a
rnominal fee of $12.00 a vear aor %1.900 & nonth.
Use alwmni association as promotional arm of
the praoject and for fund raising activitiss.

c. Ineresse management and technical assicstance
(M/TAY by utilizing the services of businssz-—
esperienced and well known professors from
ecstablished universities and creating a oroup of
retired and active AFENE executives. slso to pro-
vide M/TA.

Nther. sourczs:

a. Arrazngements with organtzations such as
UNFYME, National Bank, as well as Ministry
of Commerce and Industrvy, aimed at making
them feerders into the AFEDE program.
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b. Marketing services to other organizations.

c. Arrangements with banks to help finance
operations on easy terms.

An objective, strategy and time - phased implementation plan
of the above suggested measures indicates financial goals to
be matched by actual performance passibly at guarterly stages
in the coming vear. Even on format alone, the plan should
provide a road map for the project toward sventual self-
sufficiency or near self-sufficiency.

Crucial to the success of any training project, such as the
APEDE Small Business Training Froject, is the extent to

which all prcegram components are developed and browught to
bear on the entire process of implementation. A good train-
ing programn must have adequate physical plant facilities

and an attractive instructional program that is relevant,
respansive and adaptable toc the needs of its target clientele.
It must have a strong faculty, with high professionsl qual-
ifications and practical experiences in the arsas they teach,
to carry out the training program. It is also imperative
that the training program have a strong administrative man-—
agement and arganizational structure to provide institutional
support and leadership necessary to achieve goals and object-
ives. Faoremost, it should have adequate funds and & solid
financial structure to warrant self-sufficiency and long

term gQrowth.

Tha AFEDE Small Business Training Froject matches strongly
all the criteria for a good training program excspt the
lagt, which is its weakest ares. It would be fitting to
close the study with an old arisntal proverb which says:

"Give fish to a man and he will live
for a day. But teach him how to fish
and he will live a lif=time."”

Since the inception of the prolect in 1981, the treond oppears
tno have been that zs long as fich was coming fraom ALD, thare
was not much of the compulsion or concern for the projsct to

be taught how to fish! And if any blame has tao be laid for

this inmadvertence, it ig only farr that it be shared by both
ATD and APENE. Hopefullwv, this report would teach the AFEDE
project henceforth how to fish go that it will live vuor a

lifetime!



EVALUATION QF THE USAID/PANAMA - APEDE
ENTREPRENEURIAL DEVELOPMENT PROGRAM:
MANAGEMENT TRAINING FOR SMALL BUSINESS

A. Project Background:

In 1981, USAID, in recognition of the need for small
business development with the private sector, developed
an Entrepreneurial Development Project to assist the
Asociacion Panamena de Ejecutivos de Empresa (APEDE) to
broaden its educational program by providing business
skills training to small business entrepreneurs. The
total project funding amounted to $795,000 and project
assistance completion date was set for December 31, 1985,
It was understood that efforts would be made to institutio-
nelize the project by making it self-financing during the
life of the project.

In the implementation of the Project, APEDE (which in fact
prepared the project in 1980 and presented it to USAID)
created a Commission of Small Business, which in turn or-
ganized the executive staff of what came to be operation-
ally known as the APEDE-AID Project of Management Training
for Small Business Entrepreneurs. Then, as now, the Pro-
Ject’'s executive staff consists of a Director, six tech-
nicians, a secretary/receptionist and a pool of profes-
sionals from which the project draws its instructors to
carry out the actual training program.

Statement of Work and Objectives of Evaluation:

The task on hand 1s to "carry out an evaluation of the
project to date and develop a plan to make the transition
to financial self-sufficiency” after December 31, 1985.
The general objective 1s to "measure the results achieved
in relation to the stated purposes and outputs of the
project.” The specific objectives are to:

a, Determine the effectiveness of the project in achiev-
ing stated purposes and quantifiable target outputs.

A
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Determine the impact of the project in the =small
business community and

Develop a strategy, together with APEDE, for attaining
self-financing enabling APEDE to continue its program
after the AID project reaches its completion date.

C. Development Asaocclates, Inc, Tasks in the Evaluation:

On July 31, 1985, the APEDE/USAID Joint Evaluation
Committee met to prepare the Terms of Reference for
the final evaluation of the APEDE project and to
define responsibilities for carrying them out. The
Joint Committee agreed on the two major objectives
(goals) for the evaluation as follows:

"1.

To measure the progress achieved with respect to

the stated project outputs and to measure the impact
(e.g., measurable performance based on interviews
with graduates) of the Project on stimulating en-
terprise development in Panama.

To develqp.a strategy for attaining self-financing
or near self-financing so that APEDE is able to
continue the prograr without AID resources.”

More specifically, the following activities and assignment of
responsibilities were agreed upon for the evaluation:
(Underlining of DA’s task supplied for convenience).

With reaspect to Goal 1 (Effectiveness and impact)

1.

APEDE will obtain the data on effectiveness in
achieving stated purposes and outputs and prepare a
statement summarizing those data for the Joint Committee.

To measure Project’s impact, APEDE staff with the

guidance of outside consultant (Dr. Robles) will design

a stratified sample survey of the graduates of the

APEDE program, aimed at gathering quantitative and subjective
measures of small business performances. Stratification

will be by personal characteristics of APEDE graduates,

small enterprise characteristics and number of APEDE

Modules completed.

65)
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Field work and tabulation will be done by Instituto de

Investigacion de Educacion para el Desarrollo
(INEDESA) .

Analysis of data by APEDE /USAID/Dr. Robles.

Qualitative evaluation of the program by Dr. Robles to
include the training materials (including their useful-
ness as a reference guide to small business owners/
managers, the presentation of courses and the APEDE
management (can it modify/adapt activities to meet the
needs of various target groups within the small enter-
prise community).

With respect to Goal 2 (Self-financing Strategy)

1.

Evaluation of the cost savings that can be introduced
which would not affect the quality/relevance of the

program-- Dr. Robles and APEDE staff.

Increased income that can be derived from the existing
APEDE program-- Dr. Rohles and APEDE staff.

Additional income that could be derived from other ser-
vices which APEDE can offer and which add more to
income than costs-- Dr. Robles and APEDE staff.

Selection criteria for limiting APEDE enrollment to
those individuals who can most benefit from the train-
ing program (related to the stratified sampling of gra-
duates described above)-- Dr. Robles and APEDE staff.

Suggested sources of income to cover any deficit that
is left after cost reductions--income enhancement (in-
cluding the establishment of a level of subsidy which
is justifiable for such a program)-- Dr. Rohles and
APEDE staff.

D. Study Methoda

Four study methods were used to carry out the work. These
included:

Documentary review of records: Grant Agreement,
Program Description Documents, project files,
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previous progress report and evaluation of the
project by Partnership for Productivity Inter-
national and AITEC International, Inc.

2. Interviewa mainly with APEDE Management and technical

staff, Project personnel in APEDE’s Small Business
Program, USAID staff involved in the project, in-

structors in the training program, alumni/parti-
cipants in the program, and others involved in

small business development programs or organizations.

3. Field survey of a stratified sample group of small
business participants in the program (by INEDESA)
and analysis of field data.

4. Claasroom obaervations to complement critical review

and examination of training materials and methods of
instruction.

The details and results of the study are based on the study
methods Jjust described. The presentation is in two parts.
Part I-Project Analysis and Evaluation deals with the
effectiveness and impact study. Part II-covers Project

Self-sufficiency strategy and Implementation Plan. Each part

contains conclusions and recommendations which are integrated
in an Executive Summary, preceding the report proper.

E. Previous Evaluation Reports

It is extremely relevant to close this introduction with
brief mention of the previous evaluation reports on the
project. In relation to the current task, they provide
useful information on the performance record of the
project during the experimental stage of the program,
1981-1983.

The first evaluation report is a progress report submitted

in 1982 by Partnership for Productivity International,
based in Washington, D.C. and the second evaluation was

made by AITEC International of Cambridge, Massachusetts on

Feb. 7, 1984. In both cases, the overall findings and
conclusions were salutary in that the APEDE-AID Simall

Business Program has considerably surpassed the goals and

expectations initially formulated.
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PART 1
EROJECT ANALYSIS AND EVALUATION

The Fleld Survey

The task in this regard called for the designing of a
stratified sample survey of participants and graduates

of the APEDE Program. A questionnaire was to be develop-
ed aimed at gathering quantitative and subjective measures
of small business performance, including satisfaction and
other related impact indicators on the part of program
participants.

Initial Sampling

A review of the project’s record files showed a total of
1230 participants since the inception of the training
program till July 1985. Six hundred ninety one (691)
completed the entire training package of 6 to 7 modules,
including conferences, and 539 attended at least one or
more courses-- 4 modules on the average. A close scruti-
ny of characteristics of participants resulted in five
criteria for selection of the sample. Table 1 shcws
these criteria and the number of participants for each
strata. Purposive sampling was used to insure representa-
tiveness of the sample in relation to the criteria.
Random sampling was used within each strata.

The initial sampling air:d at a total of 125 participants.
This represents 10.1% of the entire universe of parti-
cipants or 18% of those who completed the training

package (graduados).

‘The breakdown by geographic area was as follows: Panama

Cicty 60; Chorrera, 12; Colon, 10; San Miguelito, 4;
Chitre, 11; Las Tablas, 8; David, 11; Santiago 4, and
Aguadulce, 5.

By type of business, 53 were service, 19 commercial,
49 industry/manufacturing, 2 artisan/crafts, 1
construction and 1 transport.

By number of employees, 74 were micro (1-5) 43 small
(6 to 15) and 8 medium (16 to 20).

By the number of hours of training, 7 had 31 to 60 hours,
25 had 61 to 104 and 93 had 105 to the full 111 hours.

By position in the enterprise, 111 were owners, 3 were
spouses, 8 were relatives and 3, others.



The Questionnajire

Attached is a copy of the questionnaire finally developed
for the survey. For convenience and ease of reference,

the questionnaire is made part of the narrative (rather
than placed as annex). The instrument consisted of

33 items including general identification and information
on respondents, aimed &t soliciting subjective satisfaction
and impact measures, as well as quantitative measures of
small business performance.

The training of field interviewers and field testing of
the questionnaire were conducted on August 15, 1985

(see annex_A), and revisions were made as necessary.
Including a local consultant, 11 interviewers affiliated
with INEDESA were utilized for the field survey which took
place from August 16 through August 30, 1985.

Field Data Analysis: Summary af Findinga, Caonclusions and

The summaries and statistics of information gathered from
the field survey have been compiled in attached Schedules
1 to 17. (See Appendix A). Below is a description of the
general characteristics of the participants/enterprises
surveyed and a summary of the important findings of the
survey, based on computerized data tabulation (Canon C

X 8 bits Impressoria X 8290):

1. General Characteriatics of the Participants Surveyved

The members of the field team were able to interview
personally a total of 115 participants with varied
characteristics. Time constraints and the fact that
listed respondents were simply not available at the
time of scheduled interviews or have moved from
original addresses conspired against completing the
original target of 120-125 interviews. In fact,

there were instances in which replacements had to

be made causing delay. Nevertheless, the 115 partici-
pants surveyed constitute a substantial sample group
in that they represent almost 9.35% of the entire sam-
pling universe and roughly 17% in relation to the
number who have at least undergone more than 30 hours
of training or graduated from the program. The corres-
ponding distribution of the surveyed participants by
strata and characteristics were as follows (See Sche-
dules 1-2 in Appendix A for details):

By geographic area: Panama City, 52; Chorrera, 12;
Colon, 10; San Miguelito, 5; Chitre, 10; Las Tablas, 6;
David, 11; Santiago, 4; Aguadulce, 4. (Schedule 1C)



DEVELOPMENT ASSOCIATES, Inc.

Monogement ond Governmentol Consultonts Entrevistador:

APEDE Fecha: .

EVALUACION DEL PROGRAMA EMPRESARIAL APEDE-~USAID:

ADIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PENUENA EMPRESA

CUESTIONARIO

Este cuestionario se propone obtener informacidn Gtil para un estudio de evalua
' gién del Proyecto de Adiestramiento Administrativo de la APEDE para empresarios

de pequeiias empresas. Especfficamente, ha sido disefiado para obtener opiniones

y percepciones de participantes relacionados con el Proyecto.

Za enciesta es parte de un prograﬁa de la USAID-Panami para el desarrollo del

sector privado y se realiza con los auspicios de su oficina del sector privado,

con la colaboracifn de la Asociacifén Panamefia de Ejecutivos de Empresa '(APEDE) ,

Development Associates, Inc. y el Instituto de Investigacifn y Educacidn Para

el Desarrollo (INEDESA).

Adgradecemos su colaboracidn para responder a las siguientes preguntas.

Sus respuestas seridn manejadas en forma confidencial.

Bombra D 1

1. Nombre del encuestado: 2. Sexo Mujer [ 2
buefo [ 1 Primaria {3 1

3. Posicidn en - Administrador [ ]2 4. Ultimo afo de Secundaria C:I 2
la empresa otro [ 3 * educacidn aprobado: Universitaria [—1%

5. Nombre de la empresa:

6. DirecciGn de la empresa:

(indique el corregimiento)

Servicio . D 1
Comercio E] 2

7. Tipo de empresa/producto:
Industria D 3

Otxo D4

8. Nimero de empleados: 1. Permanentes 2. Eventuales
2.1. No. meses al afo



9.

10.

11.

12,

13.

14.

15.

16.

¢Cmc supo de la existencia del Programa de capacitacidn gerencial para
pequenas empresas de la APEDE?

Ao Mes

éCudndo recibid usted capacitacidn del Programa?

No. de horas

Fﬁ'
:

é0u@ razones tuvo usted para asistir al Programa? Por favor, sea tan especifiéo
como le sea posible. .

Costo de la capacitacidn:

Por qué?

¢0uién financid su capacitacién?

Considera usted que el costo fue

B/.

La empresa i |1
Usted mismo T_—‘ 2
Otro [:::]3

caro I
Recular ]2
Barato ]___—_:] 3

Cudntos médulos o cursos comp:2td?

{ponga en circulo) Nota Integrando el mi
mo contenldo se h

1 2 3 .
4 3 ® 7 dado 7 u 8.,incl.la
conferencias en el
Si usted no termlno todos los mddulos, sefiale abajo aquéllos que completd. . n 8
Colurma de prioridad ('Coni:es.tar-despu
Contabilidad de leer las instrucciones ‘en 1l

(Administracién Contable)
Costos e Inventarios

Anilisis de Registros y
Estados Financieros

Flujo de Caja y
Punto de Equilibrio

Mercadeo y Ventas

Administracidn de la
Produccidn (de la Empresa)

Planificacién de la Empresa
{(Desarrollo de Proyectos)

Otros (conferencias)
(especifique)

oo oot o

m

1 pregunta # 18)

! [_1? [
Contrat. vy Impuesto Insc. Pat;onal
R.Laborales S/Renta al S. Social

@
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17. ¢Planea usted tomar otros mdodulos en el futuro?

st [

O

18. De acuerdo a las necesidades de su empresa, por favor seffiale el orden de
" prioridad de los mddulos de capacitacidn arriba indicados, en una escala
de 1-7 empezando con el 1 como de mas alta prioridad al 7 como el de mas

baja prioridad.

de

19. é0ué métodos fueron utilizados en su capacitacidn?
Estudios de casos
Conferencias/Exﬁosiciones
Seminarios
Trabajo de grupo
Otros

la pregunta No.16).

10000

L

2
3
4
5

20. ¢CBmo calificaria usted.el Programa en los siguientes aspectos?

Deficiente Reoular

21. ¢Satisfizo especificamente el adiestramiento recibido en el Programa, Sus

Instalacidn/
facilidades fisicas

Materiales escritos

Adaptacidn de los materiales
escritos a las condiciones
locales

Medios Audiovisuales -

Adaptacidn de Medios Audiuvisuales
a las condiciones locales

Contenido del Programa
Métodos de instruccidn .
Calidad profesional de
los Instructores

00000 0o

10|

] | 2
12
,—-—7__2
T2

2

N

gaooon oo e

NN

(UtiliCe para indicar el orden de prioridad las columnas

W w

]

¢Alouna observacidn especifica?

necesidades?

Explique:

st [T

No j ] 2

Parcialmente
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22.

23.

24.

25.

26

¢0pina usted que hay otros cursos que deberian ser ofrecidos a administradores
de pequefios negocios, a través del Programa?

st [ o [ J-2

Si contesta si, por favor especifique:

ZRecibid usted material de lectura para referencia del Programa de capacitacidn?
st [JVv .m0 [J2

Si su respuesta es afirmativa, los utiliza todavia?

s [J7 N [12

éoué cambios, si los hay, sugeriria usted para mejorar el Programa?

—

¢Considera usted que el adiestramiento recibido a traves del Programa ha sido
beneficioso para su desarrollo personal en la empresa? Eg-Qecir; para Ud. mis:

s¢ [ No L[_12
Explique:

éConsidera usted, que su~capacitaci6n ha mejorado 5u negocio?

st [ No [ ]2

En caso positivo, en qué aspectos ha mejorado (por ejemplo: produccidn,
capital, ventas, niimero de empleados, etc.). Por favor explique.

(En este aspecto el entrevistador debiera obtener los siguientes datos indica
dores del comportamiento ‘de la empresa?

Antes del Después del Estimado en los
Entrenamiento Entrenariento -préximos 2 afios

1. Nimero de empleados:

2. Ventas mensuales

Explique si aumentaron o disminuyeron:

3. Total de activos* B/. B/. B/.

4. Préstamos de algin
tipo (total) B/. B/. B/.

] . 3 3 s -
5. Otros cambios en el manejo de su negocio como resultado de la capacitacion

En caso necativo, por favor explique:

*Todo lo que le pertenece a la empresa: dinero en banco y en caja., cuentas por
cobrar, inventarios de materias primas y productos, inversifn (equipos.,herra-
mientas, edificios, terrenas. etr }

4,
(;, l



27. iLe ha ofrecido la APEDE durante el Programa de capacitacidn, visitas de
seguimiento té@cnico-administrativo en su empresa para mejorar su negocio?

si [ No 12

28. En caso afirmativo, cuantas?

29. ¢Han sido Gtiles estas visitas?

st [_T1 No [—12 no aplicable [ 3

¥xplique brevemente:

30. ¢Estaria dispuesto a pagar por estas visitas?
si [ No |1 2
31. En general, cOmo se siente usted con respecto a la capacitacidn recibida a
través del Programa?

Insatisfecho Ni satisfecho Satisfecho
Ni insatisfecho

I —1° 3
32, ¢Considera usted que el Programa deberia continuar?

st [ No [ 2

Explique:

33. ¢Ha recibido usted algin tipo de adiestramiento adicional, despuaes del
recibido del Programa de la APEDE?

si [ No [__12

Por favor explique:

MUCHAS GRACIAS




By type of busineas: Service, 61 (covering specific
business activities, such as beauty parlor, dentistry,
upholstery, general repair and maintenance (electrical,
plumbing, etec.), tailoring, auto repair, private school,
air conditioning and refrigeration, etc.); Commerce, 14
(e.g. grocery stores, hardware, supermarket, textile,
miscellaneous stores and Industry, 40 (such as
furniture, food preparation and manufacture, printing
shop, ceramics, bakery, glass and mirror, clothing)
(Schedule I-A, 1-C).

By sex, 77% were men and 23% were women. (Schedule IA).

By position in the enterprise: 77% also were owners,
19% administrators and 4% others (Schedule 1A).

By level of education: 14% had primary education, 55%
had secondary and 31% with university education. By
number of years schooling, 24 participants clustered

on 12 years, 20 on 9 years and 16 on 6 years. Beyond

12 years, 8 had 15 years (3rd year at university level).
The rest were spread in small numbers in the educational
ladder. (Schedule 1A & 1B).

By size in number of emplovees, micro (1-5 employees)
accounted for 63% of the total, small (6-15 employees),
27%, and medium (16 or more employees), 10%. The total
number of employees covered by the sampling was 708.

Of this number, 91% were classified permanent employees
and were said to be covered by labor code and social
security, and 9% were part time employees. (Sched-

ule 9D and 2A).

By number of hours of APEDE training, 15% had less
than 30 hrs; 20% had 31-60 hours; 19% had 61-104

hours and 46% completed the training package of
105-111 hours. (Schedule 2B).

By total value of aageta. 73% were on $50,000 plus,
23% were on the $10,000 - $50,000 level, 4% on the
$1,000-$10,000 bracket and less than 1% had less
than $1,000. (Schedule 10B).

By amount of monthly &ross sales, 35% were on the
$50,000 and above level (e.g., gasoline business),

44% on the $10,000-$50,000, 21% on the $1,000-
$10,000 and 1% less than $1,000 (Schedule 3SC).

From the above summary, it can be seen that the surveyed
participants/enterprises represented practically all
possible strata in the wide spectrum of small business
characteristics.



2. Most Important Findings: The major findings can be sum-

marized as follows:
a. Information about the Program and Related Issues.

Almost half of the respondents (48%) said that
they learned about the program through APEDE,
mainly through the technicians of the APEDE-AID
program. Twenty (20%) per cent heard about it
from small business enterprises, 13% from friends,
6% from participants as also from newspapers, 4%
from the Ministry of Commerce and Industry, 2% from
banks and less than 1% from family members. By
type of business, the commerce sector indicated
small business enterprises as their main source
in contrast to both the service and industry
participants who mentioned APEDE as their main
source. The principal reasons for attending the
program were to “"increase knowledge" and to "have
better chances for obtaining financing".

(Schedule No. 3).

b. Saniaianzign'ueaaurﬁa

1. Ninety six percent (96%) of all the participants
surveyed said they were thinking of attending
other courses. While this is not directly a
satisfaction measure, it is nevertheless, indica-
tive of positive rather than negative attitude
toward small business training, which could per-
haps be attributed "o their attendance at the
APEDE program. The implications of this finding,
both to further training of alumni and development
of courses/modules to meet evolving needs are
obvious.

2. The participants were asked to rate various aspects
of the program, using the scale of good. regular,
or deficlient. This was designed to elicit a measure
of satisfaction or dissatisfaction with each aspect
and also to indicate for project management what
needed to be improved. Across strata, the highest
frequency of good (98%) went to professional qual-
ifications of instructors. This was followed in
the descending order by methods of instruction
(91%), program content. and written materials
(each 88%), adaptation of instructional materials
to local conditions (82%), physical installations and
facilities, 76% adaptation of audiovisual media to
local conditions (72%) and audiovisual media (67%).
The last two aspects were rated deficient by 7% of
the participants
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The ratings given to each of the above aspects by
type of business varied a little. For example,
only 73% of those in the commerce sector rated

written materials good, in contrast to 95%

and 86% in the industry and service sectors
respectively. Also, only 63% of those in in-
dustry rated physical installations and facil-
ities good, compared to 73% and 85% in the
commerce and service sectors respectively.
Overall, however, good was the dominant rating

on all the above mentioned aspects of the program.
Adaptation of materials and audio-visual media to
local conditions had the most frequencies both on

the remylar and deficient ratings. (Schedule 4A
and 4B).

. Eighty one (81%) per cent across strata stated that
the APEDE program had satisfied their needs, fif-
teen percent (15%) only partially, and 3% replied
ne. 87% of the commerce sector replied that the
program met thelr needs, compared to 85% and 77%
in the industry and service sectors respectively.
The satisfied respondent.s said the training increased
their knowledge. Some added that the materials used
were adapted to the characteristics and needs of the
study group. Five percent of the industry respon-
dents expressed only partial satisfaction because
"some instruction was not applicable to their
businesses”. To this, 3% in the service sector
added "lack of discipline in the class”. (Schedule
5).

Ninety one per cent (91%) across strata expressed
satisfaction with the training they received from
the program. Eight per cent (8%) were neither
satisfied or dissatisfied and actually less than
1% were dissatisfied. An overwhelming 99% (100%
both in the commerce and industry sectors) would
wish the program to continue. 75% considered the
program to be of great help and that it should
continue with emphasis on administrative techni-
ques, in addition to offering more courses for
instruction in depth. No incidence of differences
in opinion by strata were evident. Incidentally,
24% said they had additional training after the
APEDE program but 76% stated otherwise.

(Schedule 6).

b



Attempts to pursue possible differences in the
satisfaction measures, using as variables the
number of APEDE training hours or modules completed
yielded instances of slight variation. For example,
to the question whether the APEDE training
satisfied their needs, the 30-60 hr. training

group (2-4 modules) in the gervigce sector

showed the lowest satisfaction relative to the
other groups in the same sector. The lowest

percentage of satisfaction in the commerce
sector, however, was in the 104-111 hr. group

(i.e., those who completed the training package.)
In the industry sector, the lowest percentage of
satisfaction was on the 60-104 hr. group. The
percentage differences within each sector

however were slight so that the variations had
really no statistical significance. Overall,

the high percentage range of participants’ satis-
faction, which registered on the 90% to 100%,
showed that the number of training hours or modules
completed was not a significant determinant of
variance in terms of satisfaction with the program.
(Schedule 6B).

Other strata characteristics, such as sex, position
in the enterprise, level of education, number of
employees, total values of assets and amount of
monthly sales, were not also significant determinants
of variation in satisfaction. There was a high
degree of satisfaction across all strata converging
also on the 90% to 100% range so that any variation,
if any at all, had no statistical significance.

Impact Measures

Ninety eight per cent (98%) of the respondents (100%
in the commerce sector) considered their APEDE train-
ing beneficial. Only 2% (both in the service and
industry sectors) replied in the negative. A careful
review of the interview sheets revealed specific
evidences of benefits derived from the training
program. The respondents cited improvement of
knowledge on how to make business projections and
evaluatior: of personnel, better business adminis-
tration and control, more self-confidence and
improved interpersonal relations. The overwhelming
majority explained that the training they received
from APEDE improved in general their ability to
manage their businesses. The infinitesimal minority
reason was that no benefit had yet been derived
because they had not yet put into practice the
knowledge they acquired. (Schedule 7)



The review of the interview sheets also revealed

the following indicators of impact based on the
respondents’ detailed comments on explaining the

benefits they derived from the training program:

Indicator No. of Enterprises

Business saves (e.g. avoided bankruptcy) 23 (20%)
Business expansion (sig-

nificant increase in sales, ete.) 28 (24.3%)
Business starts 9 (7.8%)
Success Stories 26 (22.6%)
3. Ninety five per cent (95%) across strata (100% in the

industry sector, 87% and 93% in the commerce and service
sectors) told the interviewers that they received
instructional materials during their APEDE training.

83% were verified to be still using their materials,
principally in the industx»y sector (90%) and in the
commerce sector (85%). (Schedule 8).

To gather more impact indicators, the survey took record
of hefore and after training data in terms of changes in
the number of employees, monthly sales, value of assets
and business loans. Such changes, of course, could be
due to considerations other than the APEDE training.

For example, an increase in monthly sales could be the
mere function of price increase in the market or say,

an increase in assets might have been due to some wind-
fall or to new partnership. -Nevertheless, it would be
useful vo see the after-training changes since they
might well have been directly or indirectly influenced
also by the training received for the APEDE project.

It is significant to add in this regard that according
to the field interviewers the changes were perceived

by the surveyed participants, rightly or wrongly, to be
due to their training by APEDE. The results of the
effort were as follows:

a. Ninety three per cent (93%) of the surveyed partici-
pants (100% in the commerce sector, 90% in the
service, and 95% in industry) across strata stated
that their APEDE training definitely improved their
business.

On the basis of this 93% positive replies, the number
of employees in all sectors increased from 570 before
training to 668, after training, an increase of 98
new employees (67 in the service, 3 in the commerce,
and 28 in the industry sector). In the next two
years, the cumulative estimate of the service sector
on the increase in the number of employees is from
288 to 418, an increase of 130 employees. The
estimate in the commerce sector over the next two
years is from 48 to 74, an increase of 26 em-
rployees. The industry sector expects an increase
from 234 to 335 employees by 1987, an increment of
101 employees. (Schedules 9A & 9B).
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b. There was a slight variation of impact among micro,

small and medium enterprises. There was a decrease
of some 8.63% in the number of employees among the
micro businesses, (due pershaps to reorganization as
a result of training), although there was an increase
of 5% among the small businesses and 5% among the
medium enterprises. Overall, the average increase

in the number of employees was from §.53 to 6.30
after training. The incidence was actually higher in
the service sector where the increase was from 5.54
to 6.57. (Schedule 9B & 9D).

The data on monthly sales also showed a similar
trend. The total sales of participants in the
gervice sector increased from $450,030 before
training to $572,850 after training, an aggregate
increase of $122,820 (27%). In the next two years,
the estimated amount of sales is $827,900. The
total sales for those in the commerce sector in-
creased from $87,150 before training to $114,500
after training and is expected to reach $136,100
in the next two years. Sales in the industry
gector before training was recorded at $368,450.
This rose to $487,470 after training (an increase
of 32%) and 1s estimated to incre :se to $801,200
in the next two years. Overall, the increase from
all sectors zmounted to $269,190 representing an'
increment of 30% from before training to after
tralning or at an average monthly sales increase
of $2,165 among all participants.

(Schedules 9A & 9B)

The changes in terms of the monthly sales measure was
actually varied among businesses. Those that had
monthly sales of less than $10,000 before training
did not experience any increase for some reason or
the other. However, those in the $10,000-$50,000
bracket, both in the service and commerce sectors
registered increases in sales, particularly in the
commerce sector (from 29.02% to 57.64%) although
those in the industry sector actually dropped.
In general, there was a 5% increase at the level
of $50,000 + monthly sales, particularly in the
industry sector where sales increased by 18%--from
27% before training to 45% after training.
(Schedule 9C)
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In terms of changes in sotal value of assets before and
after training, the total value of assets of all sur-
veyed participants amounted to $3,501,907 before train-
ing. This amount rose to $4,423,100 after training,

an increase of $921,123, of which $461,268 occurred in
the industry sector and $405,025 in the service sector.
The relative increase was 26% for all enterprises,
actually 44% in the industry and 22% in the service
sectors. (Schedule 104)

With respect to loans, respondents in the service sector
had an aggregate loan total of $1,062,000 before train-
ing. This sum rose to $1,249,500 after training, an
increase of $187,500 (18%). That for industry also
rose from $134,000 before training to $284,500 after
training, an increase of $150,500 (112%). Loans,
however, in the commercial sector dropped from

$297,500 to $103,000 after training, a drop of 63%.

This reduction could have been due perhaps to better
cash management position resulting from increased sales,
which enabled them to repay their loans. OQOverall,
however, the total loan amounting to $1,475,5600 for

all sectors before training rose by $161,500 to
$1,637,000 after training. In the next two years,

the amount has been estimated to rise to $1,829,000.

It may be recalled that one of the reasons for attend-
ing the APEDE training was to increase their chances
for obtaining loans, (Schedule 10A)

Under the APEDE training program, participants were
supposed to receive follow-up visits by technical
staff. Eighty three percent (83%) or 95 participants
said they did receive wvisits but 17% replied

in the negative. Sixty -3ix participants received

1-5 visits, 25 received 5-10 visits and 4 were visited
more than 10 times. Eighty six percent (86%) of those
visited stated that the visits had been most useful

in resolving their problems; 14% however, remarked that
the visits were "sporadic and were only a little bit
productive”. A pendant to this question was whether
or not they were willing to pay for these follow-up
visits. Seventy five per cent (75%) said they were
willing to pay if visits were conducted more in depth
and 25% said ngo. This result of the survey should
indicate a possible source for augmenting project
funds to defray expenses. (Schedule 11)
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Participants were asked for gother indications of how
their APEDE training had improved their businesses.
Ninety three per cent (93%) responded positively and
7% were negative on the matter. One of the specifics
on how training improved their business was better
accounting which was mentioned by 25% of the positive
replies. The survey alsoc verified that 84 partici-
vpants (80% of the respondents who replied in the
positive) kept and maintained their bookkeeping record
systems. Only 8 participants (7.6%) were still in
default of bookkeeping record system. No information
was avalilable on the rest of the respondents. Other
positive replies included improvement in clients re-
lations and increase in sales (13% of respondents),
better labor management (4%), “"helped me understand
my business more” (30%), lower production costs (7%),
better management of inventory (3%) and improved
quality control (3%). Specifically, some 12% in

the service sector said they "“could not apply their
knowledge because of changes in their business
location"”. ’ (Schedule 12)

. Attempts to pursue also possible differences in the

impact measures, using as variables the number of
APEDE training hours or modules completed yielded
results worth noting:

a. To the question whether or not their APEDE train-
ing had been beneficial all groups regardless of
the number of modules completed converged almost
on the 100% level of positive replies so that the
number of hours training was not a difference
factor. (Schedule 7B). This was also relatively
true with reference to the question whether or not
their training had actually improved their busi-
nesses, except for the isolated case of the
30-60 hr. training group in the service sector
where only 60% replied positively, compared to
the 80% to 100% range of positive replies for all
other groups in all sectors. The summary data
for all sectors on the question of business
improvement showed a 100% positive reply from
all those who had at least 30 hours of training,
80% from the 30-60 hr. group, 86.96% from the
60-104 hr. group and 96.43% from those who
completed all modules. (Schedule 9E)
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b. As to monthly sales as an impact indicator, all

groups who had monthly sales on the 3$1,000-%10,000
bracket in the service sector registered increases.
The 104-111 hr. training group (i.e. who completed
all modules) recorded the highest increase,--from
3.30% before training to 18.75% after training.
The 30-hr. group came next with an increase from
65.15% to 75.82% after training. The businesses,
which before training had less than $1,000

monthly sales, or those in the more than $10,000
monthly sales bracket did not experience increases
for some reason or the other.

In the commerce sector, those who completed all
the training modules on the $1,000-$10,000 monthly
sales group experienced the largest percentage
increase--from 18.75% before training to 36.35%
after training. The 30 hr. group also registered
a slight increase--from 94.74% to 100%. All the
other groups, both on number of hours training and
on the rest of the monthly sales bracket, did not
experience increases for aome reason or the other.
{Schedule 9F)

In the industry sector, all the hour training groups
on the monthly sales level of $1,000-310,000 record-
ed increases. As in the other sectors and as could
be expected, those who completed all the modules
registered the highest percentage of increase--
2.32% before training to 14.66% after training.

The same group on the 350,000 + monthly sales
experienced a significant increase--from 38.37

to 51.74% after training. (Schedule 9F)

With regard to changes in total assets, only slight
increases were reglstered in the aervice sector

by the 30 hr. group, the 60-104 hr. and those who
completed all the modules on the $10,000-$50,000
total value of assets before training. The highest
percentage increase was recorded by the 60-104 hr.
group.

In the commerce sector, only the 30 hr. group and
those who completed all the modules on the $50,000
+ asset bracket before training registered increases.
The largest percentage increase was achieved by
those who completed all modules--from 58.03% to

89.34% after training, an increase of 30.31%.
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In the industry sector, all training hour groups
(except the 60 to 104 hr. group) on the $10,000
$50,000 total asset group before training recorded
increases. The highest percentage increase was
achieved in the 30-60 hr. group. (Schedule 10C).

With reference to loans, significant increases were
recorded in the service sector by the 30 hr. group
and those who completed all modules on the $10,000
$50,000 loan bracket before training. The largest
increase on this loan bracket was in the group which
completed all modules-~-from 9.02% to 17.29% after
training. The 30-60 hr. group for which no loan at
all was indicated before training, registered a
$50,000 + loan after training.

In the commerce sector, the 30 hr. group on the
$10,000 - $50,000 loan bracket before training
registered an increase from 69.44% to 80.65% after
training. No loans at all were indicated for both
the 30-60 hr. and 60-104 hr groups, on the less
than $10,000 loan brackets before and after train-
ing. Those who completed all modules on the
$50,000 + loan bracket registered the highest
increase after training--from 59.17% to 83.33%.

In the industry sector, those who completed all
modules on the $10,000 - $50,000 loan bracket
recorded a remarkable increase--from 61.54% to
89.66%. All the other hour training groups did
not experience increases. {Schedule 10D)

It should be noted that the statistical data on
loans showed not only increases, which have just
been discussed, but also decreases. For instance,
the 30 hr. group on the $1,000-$10,000 loan bracket
in the service sector registered a decrease from
8.47% to 2.54% after training. The same group

on the same bracket in the commerce sector de-
creased from 30.56% to 19.356% after training.

The 60~104 hr. group and those who completed

all the modules on the $1,000-$10,000 loan
bracket in the industry sector also recorded
significant decreases. These decreases, which
could only be logically explained as the result
of repayments, could also be regarded as indi-
cators of positive impact.
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On all the after training changes those who completed all
the modules almost consistently experienced the mosat
benefits and advantages.

d. Other Findings

1.

Eighty five percent (85%) of all respondents opined
that the cost charged them by APEDE for the train-
ing (320 per course for 15 hours) was cheap.
Thirteen per cent (13%) considered it regular

and less than 1% thought it expensive. (Schedule 2A).

With reference to the importance they attach to the
various instructional modules of the APEDE program,
participants in the induatry sector considered
accounting to be top priority, followed in the
descending order of priority by marketing and

sales, costs and inventory, production administra-
tion, financial status and registry analysis, cash
flow and point of equilibrium and business planning.

In the gcommerce sector, the order of priority was
as follows: Accounting, costs and inventory,
marketing and sales, cash flow and point of
equilibrium, Registry Analysis and Financial
Status, production management and business plan-
in.

Similarly in the gervice sector, the order of prece-
dence was as follows: Accounting, marketing and
sales, costs and inventory, registry analysis
and financial status, production management,
cash flow and point of equilibrium and business
planning. (Schedules 14A and 14B)

It is more than significant to note that business
planning which is the basic foundation of business
success was given the lowest priority in all
sectors! Obviously, small business entrepreneurs
seem to be preoccupied by the daily race for sur-
vival or profit that they overlook the importance
of business planning which should give them a road
map in their business so that they can earn more!
APEDE should take ncie of these perceptions of small
business managers and convince them that business
prlanning should come first before anything else

in any business venture.
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3. Seventy six per cent (76%), against 24%, of all
respondents are of the opinion thet APEDE should
offer additional courses. These courses in the
order of preference are as follows:

. Human relations and Personnel Administration
. Marketing and Sales

Filling gaps in the various themes

Labor laws

Cost Accounting

Computer programming for small businesses

Business Planning
. Production Management
(Schedule 15)

4. Other specific observations and comments on the
training program worth noting are lack of biblio-
graphy and library materials, and the necessity
to improve audiovisual media and to "have more
examples and case studies adapted to the needs of
small business enterprises.”

5. Seventy six percent (76%) of the participants had not
been able to attend additional training for various
reasons. In the order of frequency, these reasons
were:

Lack of time (12%)

Lack of money and resources (4%)

Lack of information about new courses (12%)
Lack of interest (6%)

No course offered in the area (2%).

Some 24% of the participants said they had attended
other courses such as production planning, labor
laws, etc. in other places.

Conclusions and Recommendations

The above findings of the field survey lead to the
conclusion that there is a high degree of satisfaction
with the program and that the APEDE-AID project appeared
to have had substantial positive impacts on the small
business community as evidenced by a range of quanti-
tative measurements recording changes before and after
training of participants. If the field survey re-
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vealed overwhelmingly positive and complimentary
results, it also brought to light some desiderata which
should be considered in conjunction with those of the
other components of this report not only to enhance
the relevance of the project to the evolving needs of
its clientele but also to increase its resources toward
eventual self-sufficiency.

To increase the visibility network of the program

and to make it more viable, project management
should:

1. Embark on a crash p. ram of low cost/no cost
advertising campaigi.. by strengthening the
sources of information (mentioned by the
participants) which had not been fully utilized
in the past (e.g., word-of-mouth through parti-
cipants periodicals, distribution of flyers to
mail boxes, family members, MICI and banks,
including UNPYME and other small business
organizations.

2. Plan to develop new "modules” within existing
modules to accommodate preferences or needs for
other courses indicated in the survey (e.g.,
Human and Interpersonal Relations, Loan
Packaging, Feasibility studies, etc.).

3. Emphasize the importance of business planning
and project development and advise participants
to take this module first before other courses.

4. Improve or augment audio-visual equipment/media,
as well as library facilities and resources.

5, Raise the amount of $20 which is currently being
charged participants for one module. The current
cost was regarded cheap by an overwhelming number
of the participants surveyed.

6. Organize a more intensive management/ and technical
assistance service group and charge clients for the
services rendered to them by the group.
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Qualitative Evaluation of the Program

This portion of the report deals with a critical review of
the training materials (i.e., the modules), presentation
of courses or instructional effectiveness and APEDE
Management, particularly with respect to whether
activities can be modified or adapted to meet the needs of
the various groups within the country’s small enterprise
community.

The Training Materials: Critique

The project’s training materials originally consisted of
seven modules. These were later reduced to six as a result
of reorganization and integration of course contents. The
-8ix modules (or manuals) now in use deal with:

.Accounting

.Cost/Inventories (storage) and Break-even point
.Financial Status, Register analysis and Cash Flow
.Marketing and sales

.Enterprise Administration, and

.Business Planning and Project Develcpment.

The above modules are supplemented by conferences and
counseling services designed to improve administrative
skills and techniques and to provide managerial and
technical assistance (M/TA). A description of the
above training materials and services is attached
(Chart 1).
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CHART I - DESCRIPTION QOF IHE MODULES

TITLE OF MQDULE
ACCOUNTING

COST INVENTORIES
AND BREAK-EVEN POINT

FINANCIAL STATUS AND
REGISTER CASH FLOW
ANALYSIS

COURSE DESCRIPTION/PROGRAM CONTENT

Module is divided into three
themes:

1) Simple system of accounts,
covering cash register, bank
statements, accounts receiv-
able, inventories, investments,
accounts payable, sales, costs
and expenditures.

2) Profits and losses

3) General Balance

a. Assets
b. Liabilities
¢. Capital

No. of pages: 38
Size: pamphlet 8 1/2 x 11

Deals with the concept of cost,
classification c¢f costs, pricing
and sales, cost and gross profit,
reduction and rationalization of
costs, break-even point and
inventory, practical exercises,
problems and solutions.

No. of pages: 50
Size: pamphlet 8 1/2 x 11

Covers understanding of financial
statements, balance sheets, profit
and loss statement indicators and
their use, e.g. capital ouvtput/
return, debt, debit/credit, in-
ventory, turn-over collection
schedules. Cash-flow analysis,
practical exercises/case studies.

No. of pages: 33
Size of pamphlet: 8 1/2 x 11.



MARKETING AND SALES

ENTERPRISE ADMINISTRATION

BUSINESS PLANNING
AND PROJECT DEVELOPMENT

CONFERENCES

(Designed to improve
administrative skills
and techniques, limited
to a day or two. A
conference is planned
every two months).

COUNSELING

22

Deals with concept of market and
methods of market investigations:
product or service pricing; ad-
vertising, promotion;
identification of customer

target, consumer needs, aspects of
sales in small enterprises.
Questions

No. of pages: 30
Size of Pamphlet: 8 1/2 x 11

Starts with concepts of
administration, business
communication, production,
planning and control covering
details such as personnel agree-
ment and materials programming,
productivity and quality controls,
cost control, plant capacity,
"bottle necks"”.

No. of pages: 29
Size of pamphlet: 8 1/2 x 11

Deals with basic concepts of plan-
ning process. Diagnosis of bus-
iness capabilities and necessities
identification and prioritization
of problems, feasibility studies,
project development for financing/
loan packaging. Checklist

No. of pages: 37
Size of pamphlet: 8 1/2 x 11

Managerial Development

Labor agreements and
relationships, social
security coverages by
employer and professional
risks.

Income tax declaration
Financial aid programs for
small businesses.

Covers managerial assistance
in administrative and technical
assistance (A/TA).

W™
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A module is popularly recognized and regarded as a very suit-
able form of instruction for the short term pragmatically
job-oriented, rather than the academically-oriented type of
training programs. It is particularly appropriate to the small
business managers, who constitute the base of the program’s
clientele. In general, small entrepreneurs have a low level of
education and their motivations are those of adults who, in
their busyness, d¢ not have the luxury of time and energy to
devote themselves to goals other than to achieve business
profits. The main concern of instruction in these
circumstances is to provide them with an organized and
simplified 1learning package to meet their needs in as rapid a
time as possible. That package unit is in essence a module.
The structure of a module is shown in the diagram below

A good module must necessarily have all the elements in the

structure.
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nrsut s six training modules basically conform with the above
structural model. They start with the main and specific
objectives of instruction and proceed to discuss relevant
learning areas. Later portions indicate curricular activities
and at least methods of instruction could be gleaned from them.
Hand-outs supplement instruction, and each module, upon
completion, is evaluated by participants, project technicians
and instructors.

As to coverage, APEDE’s training materials can favorably
compare with the course offerings of similar tralning programs
for small business entrepreneurs elsewhere in the region or
even in the United States. For example, the courses offered by
the Renalssance Entrepreneurship Center, (a popular private
non-profit small business development training program,
subsidized by the City and County of San Francisco, California)
include 1) Developing and Implementing a Business Plan, 2)
Finance, 3) Accounting, 4) Marketing and Sales and

5) Management and Personnel--all of which as a package is for
all purposes like that of the APEDE project. Also, as in the
case of APEDE’s training modules the above courses of the
Center are conducted from 6:00 p.m. to 9:00 p.m. (usually
Tuesdays and Thursdays) for a total of approximately 16 class
hours for each course on a staggered schedule over a period of
roughly 4 to 5 months.

Overall, the modules are good. It may add to the rating to
state that in an exchange of views on the subject, Eckart
Oehring, Principal technical Adviser to the UN-ILO Regional
Office in Costa Rica (who at the time of the review was also in
Panama City apparently looking into training materials for
small businessmen for possible use on a regional basis), rated
the APEDE learning modulas as "excellent and probably the best
in the region."

It is of some relevance that the APEDE modules have been
developed locally and reflect adaptation to local conditions.
Their orientation to program objectives do not suffer from
ambiguities and they appear to have been developed to meet
specific and current perceived and pragmatic needs of the small
business community. Together they present a functional
package, which make the participants feel that they should
complete all the modules. At the same time, each has a "stand
alone" character suitable to those who only need or wish to
attend a course or two. It is significant to add that from a
careful and patient poring over the tomes of evaluation sheets
made by participants after each training session, the modules
have overwhelmingly received very positive comments as to their
quality, coverage and usefulness as training materials. The
only opposing comment worth noting is that some of the modules
are "too theoretical to understand” and "do not have enough
practical materials.” Overall, the almost unanimous and
representative comment is: "The modules are excellent, we
learned a lot of skills from them and they helped us a great
deal.”



1ne apove observatlions, however, should not overshadow the need
for their further improvement. Constant fine-tuning of the
modules in terms of content and focus, format, levels of
language used in the material, amount of hands-on materials and
practical exercises, etc. to match the needs and participants’
levels of education is required. For example, slack attendance
at courses may reflect an absence of interest or suggest that
the module has to be reorganized to meet perceived needs of
training in a particular area. This may mean shelving or
outright cancellation of that module and/or its inclusion as a
smaller part of another module. A module is really a
"product”; if it can not be "sold", either marketing methods
are poor or the product itself is poor.

The modifications and fine-tuning of a module need not alter
the current title or general areas now covered by APEDE’s six
modules. Ideally, there should be different modules and/or
levels of materials within the broad categories of business
areas or topics from which the instructor can select to make
instruction more compatible or relevant to participants’ needs
or characteristics. For instance, Business Planning and
Project Development as the broad title of the module may remain
intact, but another module or level of material within this
broad title can be developed to meet a new order or level of
needs. To elucidate further, a module should be available for
participants who do not as yet have businesses but are planning
to gtart-up ventures. Similarly a module should be available
for those already in business. The existence of different
modules/or level of materials within a broad title or topric
will minimize the difficulties of instruction in cases where
participants differ widely in ability, experience, intereats
and the like. This is useful to consider in the long term
development and fine tuning of the modules.

It appears also odd that business planning and project develop-
ment appears last in the sequential list of modules often indi-
cated in the frontispiece of some modules. It is important
that Business Planning be given priority and APEDE should en-
courage all participants to take this module first before
other modules,

For the present, the existing modular program is essentially
adequate. It i3 also worth noting that the modules, are in
fact, in the process of "fine-tuning” by a local consulting
firm under contract with APEDE's Small Business Project. 1In
the process, 1t would be useful for APEDE and the contracting
company to see if some of the modules could be made to the
extent possible less theoretical to satisfy some of the
program’'s clientele. Also the addition of more hands-on
materials to each of the modules would certainly enhance their
quality and usefulness, as well as their adaptation to meet
the needs of various target groups in the smell business
community.



viner ways to improve the training materials should be
mentioned. In format, the modules should have different color
covers for ease of identifying subject area. Currently, they
are all in red covers and selection of a specific material
often involves opening each module one by one! Perhaps the

existing size could also be reduced to minimize printing costs.

Most importantly, all reference materials developed by the
project, especially the modules, must bear the copyright sign
"(C) All rights reserved, pending formal application for
copyright with appropriate agency in the country. This is to
insure proprietary rights and ownership of the material which
in the future should be sold in the market to augment revenue
sources.

2. Instructional Effectiveness
a. Presentation of Courses

The instructional program provides 15 class hours for each
module, 5 days a week (Monday through Friday) on a 3~hour
daily schedule arranged way ahead of time for the
convenience of the businessmen/participants. It would take
some 6 to 7 months to complete the entire training
package of six modules, plus conferences, because in
practice (ostensibly the result of experience), group
instruction is scheduled once a month basically for

the convenience of all concerned. Thus a group formed

to take a course for a week in say, July, does not

return for another instruction in the next module until
the following month.

Classes are from 6:00 to 9:00 in the evening at the APEDE
headquarters (a 4 story building) which provides two
air-conditioned classrooms, each capable of accommodating
20 to 30 participants at a time. Other classrooms (also
alr-conditioned) are available to the program if needed.
Actually the program shares plant facilities with CESA
(Centro de Estudios Superiores en Administracion), a

parallel training program also run by APEDE for senior
business executives.

b. Resumes and Qualifications of Instructors

By and large, the instructors of the programs are APEDE
members with the necessary educational qualifications and
profesional experiences related to their business acti-
vities and the program-module which they teach.

Currently, the program has a list of some 38 instructors,
26 of whom have regularly conducted classes and can be said
to constitute the core of the faculty The Program
instructors, technicians and other personnel of APEDE) have
attended seminars and trips abroad.
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A clogse scrutiny of the resumes and qualifications of the 26
instructors shows that collectively, the group is high on the
scale of academic training and professional experiences related
to businesses. They come from a good mixture of categnries.

Not a few are executives in government officialdom, and many
are owners and executives of well-known and successful private
business. Some are on part-time teaching position in the
university. One in fact, is a Dean of the Faculty of
Accounting and Business Administration of the National

University of Panama. Others hold positions in business and
professional organizations.

The table below (No.2 ) shows the distribution on the basis of
academic degrees:

TABLE NO_2: QUALIFICATIONS QF INSTRUCTORES:
Distribution of Academic Degrees

Degree No. Where Obtained
National Abroad
Licenciatura 14 (54%) 13 1
Masters 8 (31%) 1 7
Ph. D (Doctorado) 4 (15%) 4
Total 26 14 12

The 14 instructors under the national column earned their
degrees from any one of the following universities:
Universidad Nacional de Panama, Universidad Santa Maria La
Antigua (Panama) and Universidad Santa Maria La Antigua
(David). All the twelve who earned their degrees from abroad
represent different universities. Four studied in the United
States, three in Brazil, one in Chile, another in Mexico and
one at INCAE, Nicaragua. Two earned their degrees in Europe:
one in Madrid and the other, in Italy.

All have degrees and licenciaturas in a field or fields related
to business. All have had previous teaching and practical
experiences in business, both in the public¢ and private
sectors. The age range is from 28 to 52 with the majority in
the early thirties.



The conclusion here is that the program’s corps of instructors
on the basis of academic qualifications and professional
experiences, is a high-powered respectable and very capable
group. That capability is especially enhanced by their
involvement or linkages with the business world.

The evaluation record sheets which, among others, include
reaction and comments on professors’ methods of teaching and
instructional effectiveness, show that practically all the
instructors are also held in high esteem and praise by an
overwhelming majority of the participants. Interviews with
participants in the current training program, supplemented by
classroom observations, likewise yielded very positive remarks,
such as "bueno, muy bueno" or “"excelente"”. It is worth
mentioning that at the time of this review on instructional
effectiveness, APEDE instructors in the program were also being
utilized as instructors (covering the program’s six .modules),
in a two-week training session for small business development
trainees under an AID-MICI (GOP) development project for small
businesses. The interviews, too, with the participants in this
training session, showed a high degree of satisfaction with the
instructors and the way they taught the modules/courses. Some
instructors, of course, were regarded better than the others.
Some were rated higher and others, lower.

c. Conatralnts and obstacles

For purposes of this review, a discussion of the constraints
and obstacles to effective teaching gathered from the study
should be useful and instructive. Although, instructional
effcctiveness was relatively high, it was often 1limited by
the following:-

1. In those modules where there are common learning
areas to cover (e.g. costs, pricing and balance
sheets, cash flow and break even points in the
Accounting and Financial status and Register analysis
modules, or concepts of market pricing, advertising
and promotion in the Business Planning and Marketing
and Sales modules) there is very little or no coordi-
nation of focus, resources and materials among in-
structors due to time constraints, resulting in un-
necessary duplication and overlapping.

2. Disparate abilities, experiences and level of education
among participants very often presented great
difficulties and challenged the ingenuity and resource-
fulness of the 1instructors to provide effective in-
struction. Since there is really no sequential prere-
quisites to taking any module, a class was often
attended by beginners and by persons already with some
degree of business experience, resulting in a confusion
over appropriate teaching methodologies.
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3. For some reason or the other, classes frequently do not
start promptly--deducting from actual learning and
instructional time. Tardiness on the part of parti-
cipants and sometimes even of instructors has been
observed to be common. It is not surprising in
this regard that a number of participants had felt
that instruction was not very effective because of
"poco tiempo”.

4. The project’s library facilities and resource materials,
including audio visual aids and equipment are ina-
dequate. Instructors seem to be generally left
on thelr own to provide materials and instructional
aids for their students.

The above constraints and obstacles suggest that to maximize
instructional effectiveness, there should be periodic
consultation and coordination among instructors to lessen

the strong possibilities of duplication and unnecessary
overlapping in the thematic teaching of the modules. More
counseling and guidance to advise students on the selection
of, and enrollment in, the various modules should be
strengthened. As much as possible, students of similar
abilities and characteristics should be grouped to minimize the
difficulties of professors having to contend with widely
divergent and disparate abilities of students in a particular
module. It should be possible, for example to develop and have
a separate class for beginners and another for non-beginners.
The virtue of promptness should be emphasized by the project
for both participants and instructors alike, particularly at
the start of any module session to avoid unnecessary waste of
learning time. Needless to state that library facilities and
resource materials to suprort the instructional program should
be augmented and strengthened. A donation drive for books and
reference materials sliould be useful. In this regard project
administration should explore the possibility and usefulness

of developing a program of visiting professors as guest
lecturers, particularly from the business community to enhance
the instructional program. A good source of visiting lecturers
pr ctically at no cost would be members of external contract
teams that often abound in the country. Finally, conferences
and counseling services as well as technical visits should be
strengthened to follow-up class instruction.
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APEDE Management

The day-to-day management of the program is lodged in an
executive staff, headed by a Program Director who is

directly responsible to the Executive Director of APEDE. The
latter, in higher and larger organizational context, represents
general management on behalf of APEDE and its concerns and in-
terests in the training program. A Commission of Small
Business, composed of a President and Vice-President (both
appcinted by APEDE’s Board of Directors) and some volunteer
members, provide guidance on policies, organization,
supervision and evaluation of the program. Below the Program
Director are 8 technicians and a clerk-secretary. Three of the
technicians are in charge of the metropolitan area (Panama
City) and the town of La Chorrera. The others are basically in
the Central Provinces, David, Chiriqui and Santiago Veraguas.

For purposes of a management audit, it is necessary to review,
along with performance objectives and output, the main
functions of key project personnel who are directly in the
center of management role and are primarily responsible for
project performance. The largely monitoring roles of the
Executive Director of APEDE and that of the Commission of Small
Business have already been indicated and need not be included
in this review of main functions. The attached chart (No._2)
shows the main functions of the Program Director, the

the Instructors and the Technicians. How well these functions
in each case have been performed to achieve stated program
goals and objectives is the key question for review.
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CHAEIZMANAGEMEMEMQHSQEKEIEBQJEQIEEB&QHNEL
KEY PERSONNEL

The Director

FUNCTIONS

To coordinate the fulfillment
of the training and advisory
program, according to the
Commission’s (i.e. Commission
of Small Business) policies,
strategies and agreements.

To outline, fulfill control,
evaluate and document the ad-
visory models and programs.

To promote a2nd to maintain re-
lationships with other in-
stitutions int~":sted in small
business development.

To administer the Program’s
budget and to report through
detailed documents both to
AID and to APEDE the expendi-
ture of the Program’s funds.
To g:ide, control and evaluate
the work of the technician-ad-
visers.

To brief the instructors,
review their methods and
audio-visual aids, prior to
printing, to insure compre-
hensive material for the
Program’s courses and
conferences

B. Instructors Instructors have the responsibility
for:
1. Preparation of class notes.
2. To conduct the courses
{modules)
3. To visit the managers of small
business
C. Technicians 1. To conduct polls on
businessmen’s needs.
2. To promote the program,
3. To advise on the application of

the skills obtained by the bus-
inessmen in the training
modules.
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The results of the review on the subject can be stated and
summarized as follows:

1.

It is worth repeating that on the basis of the
evaluation reports on the project during the
experimental period 1981 to 1983, management
had more than exceeded its stated goals and
objectives. Much of the accomplishments
during the period could be attributed in
higher context to the special attention given
by the successive presidents of APEDE’s Board
of Directors, the Commission on Small Business
and the Executive Director, who then, as now
periodically oversees the day-ton-day operations
of the program on behalf of APEJE. In no small
measure too, were the achievements due to project
staff’s dedication and efforts. By early 1984,
the project had clearly passed the experimental
stage into an installation period, according to
which the project, on the basis of experiences,
was then ready to operate with more confidence
and efficiency.

Project administration, however, suffered a great
setback on January 28, 1984 with the tragic and
sudden death in a car accident of the then Program
Director, who had been responsible for the program
since its establishment in 1981. Not until

May of that year was a replacement made. In the
time between, program administration had to rely
heavily on an administrative assistant and on the
technicians with the supervision of the Commission
of Small Business and the Executive Director of
APEDE. The incumbent program director took over

in May 1984. Almost contemporaneously, the admin-
istrative assistant had to leave the program.

These staff turn-overs were bound to impinge on pro-
gram management, as well as on responsibility roles.
For example, program accounting of funds and expend-
itures appear to have remained largely under the
charge of the Executive Director of APEDE and the
Associations’ accounting office, with the result
that the current program director can not on his

own resources and information report through detailed

documents both to AID and to APEDE the expenditures

of the Program’s funds (as stated to be one of his
main functions) without the assistance, in fact, of
APEDE’s Executive PMirector and Accounting Office.
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3. A good mixture of comments can be posited on current
program management. If manadement has to be judged
by its performance in terms of short term goals,
there is indeed much to commend in that from 1984
to date, there has been a tremendous increase in
the number of courses conducted, as well as in the
number of participant/beneficiaries in the program.
The training program has also increasingly expanded
to areas outside of Panama and Colon and has served
such areas as Las Tablas, Santiago (Veraguas), Chitre,
and Aguadulce not to mention David, Chiriqui where
the program is becoming even more popular. Research
studies and assessment of needs of small business
enterprises appear to have also been conducted on a
wider scale. Whatever the underlying motivation or
reason for this concentration on program expansion
(be it to justify position or to impress or however
sincere the motive has been) is irrelevant at the
moment. Suffice it to say that on this overall
measure of performance output, the program director
and his staff, especially the technicians, deserve
pralse and commendation.

4. On the other hand, how much of the drive and pressure
to achieve short term goals in the form of increased
number of courses and participants, surveys and the
like, have been pursued actually at the expense of
the longer term health of the program in the form of
other actions and activities to lay the base for its
future growth and viability as a program is another
matter. It is also relevant to ask in the specific
context of opportunity costs how many and how much
of some of the stated functions of staff have been
neglected at the cost of long term growth. On these
measurcs, legitimate criticism can be lodged. For,
as in any program venture, the real challenge for
management is to balance short and long term goals.

In business the issue 13 a question of finding the
appropriate trade off between short term and long term
goals. In grant non-profit program (as in the case of
the APEDE project), the issue is more a question than
anything else of how in the long term the prcject can be
made self-sufficient and self-financing. In retros-
pect, serious considerations of this long term

issue by management should have dovetailed efforts

to achieve short term performance goals from the start
of the program or at least since 1983. For example,
the project could have started experimenting with
income generating schemes, such as developing and



copyrighting its training materials and marketing
them to the general public and to business centers
and technical training institutions.

The preoccupation of management in generating course
enrollments and program expansion to the maximum
possible would appear to have led somewhat to a

neglect of housekeeping duties, such as keeping
records up to date; reviewing evaluation sheets,
financial and accounting statements; holding

periodic formal staff meetings and to a certain

degree, in intensifying linkages and relationships
with other institutions interested in small business
development. Currently the project lacks exact figures
and ready data on a number of statistical areas, includ-
ing enrollment figures and breakdown in the number of
participants by certain basic characteristics, sum-
mary of faculty qualifications, certain costs and
expenditures, etc. Information sources are for the
most part scattered and a search for a particular

item 1s tedious. To be sure, project management has
since become aware of this area of weakness, but it
will take sometime for the program to reorganize its
record files and come up with a good system of retriev-
ing data necessary for management to plan for long term
growth. Specifically, the project’s accounting system
also has to be improved to make it easy for the Program
Director to examine costs and expenditures on a periodic
basis. In this regard, one of the problems encountered
in the management audit is that the accounting period
USAID for the project is by calendar (January to
December), while that of APEDE is October to September.
In no small measure was the difficulty of reconciling
figures for analysis due to this non-congruence.

The performance record of the instructors of the program
in relation to their stated functions appear to be
satisfactory. Previous discussions show that they have
and are performing their role very well. There is,
however, poor documentation concerning their visits

with managers of small business.

Rightly or wrongly, the technicians appear to have in
fact overly performed their stated functions. Over the
years, they have increasingly become involved in wider
areas of responsibility and operations more costly than
anticipated. Their stated functions are few, but in
actual practice, they are not only pollsters on business
needs, promoters and advisers but they are also in-
structional planners and coordinators, facilitators

7\
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and class assistants. They have to develop and form
groups of participants, draw up class schedules, notify
instructors and assist during the week of instruction,
prepare the certificates of completion, plan the
closing ceremonies and thereafter resume the routine
of going out to the field to render technical follow
up advise to alumni-trainees and perform thelr functions
all over again. It is easy to deduce from this brief
description that the role of technicians in the program
is crucial. Virtually, classes can not be conducted
unless the technicians can develop or create the study
groups. Thus, the pressure to go out to the field and
create study groups 1s omnipresently strong since
failure to create one can casily be interpreted as
inefficiency on the part of the technicians concerned.
The technicians thus have become virtually "beleaguered
areca marketing managers" and "hostage to their own
fortunes”,under a system which has yet to devise better
alternatives to sell the training program and carry on
with the recruitment of trailnees in a less costly
(and probably as efficient) manner than the approaches
now in use.

8. Recommendationa:

The above summary of the main points concerning direct

APEDE Management should not obscure the overriding

conclusion that project management, as already indicated, has
both areas of strength and weaknesses. Both areas, however,
combine to suggest that for both short and long term growth,
management should pursue a retrenchment and consolidation
policy. Specifically it would be useful for project management
to:

1. Update and improve its system of record keeping
and retrieval of data (including its accounting

system) so that at any given point in time, it

is easy for management to have the information
needed for planning and decision-making. (In

this regard the program director (in conjunction
with APEDE general management) should increasingly
involve himself in project planning for the future
and in seeking cost efficiency in the promotion and
conduct of courses.

2. Balance programvexpansion with cost considerations so

that as a rule, a training program being planned to
be conducted outside of Panama for instance should

be able to pay for itself.

™
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3. Review periodically the entire operational cost
structure of the project, prarticularly with the
view to rationalize and reduce costs as appropriate.

4. Review basic functions of key personnel to see which
ones are being neglected and need to be pursued more
vigorously.

5. Intensify contact and maintenance of relationships
with institutions (including universities) interested
in small business development, such as UMPYME, with
the view to enlisting these institutioris as regular
feeders of trainees into the training program.

6. Fxplore alternatives to the current usze of the tech-
nicians as area marketing managers (e.g. more use of
flyers and word-of-mouth through trainaes and alumni,
printing of annual plan showing schedule of course
offerings during the entire year sud distribution of
these schedules to organizations, associations, or the
general public and or posting of these schedules in
public places, such as markets, parkiag places,
churches, etc.).

7. Confine the promotional duties of technicians in due
course to follow up of the above promotion techniques
mainly through telephone calls and letters to minimize
costs and so that the technicians can concentrate on
their other duties.

8. Explore the possibility of organizing a volunteer group
of highly experienced businessmen, particularly retired
executives to promote in-depth management and technical
essistance for a reasonable fee to small business
managers in need of more than what the current techni-
cians are now able to provide. (For this purpose, the
current technicians can be utilized as facilitators).

The above recommendations are meant to indicate merely that
there are many opportunities for improving management of the
project. This review would be unpardonably remiss in its pre-
sentation if it does not allude to the continuing concern and
interest of APEDE General Management in the program. Meetings
and talks with the incumbent president of the association and
other APEDE officers, including the Executive Director and the
President of the Commission of Small Business, indicate that
APEDE continues to have strong and abiding interest in the
program so that there is reason to believe that the Association
will try all it can to maintain the program to the extent
possible after its completion date under the USAID grant.
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PART II
PRQJECT SELF-SUFFICIENCY STRATEGY AND IMPLEMENTATION PLAN

This final part of the report analyzes in historical pers-
pective the costs and cost-benefit structure of the project and
attempts to determine and project specific cost and revenue es-
timations useful to planning for program self-financing or at
least near self-financing. The analysis will utilize standard
costing as necessary and actual costs of operation to arrive at
certain "equilibrium points" in the process indicating the
number of participants per year necessary to match indicated
total project costs. Suggested measures to meet costs and an
implementation plan to guide the program after the project
reaches its completion date under the AID grant conclude the
discussion.

A. Qverview: QCqosts and Cost Bepefit Structure of the
Project: 1981-to Date

AID financial records show that the project as of June 18985 had
so far spent $670,841.14 of the total fund grant of $795,000
approved for the project. The expenditures by major headings
and by years since 1981 when the project began are shown on the
Table No. 3.

The attached copy of the Chart of Accounts (Chart 3) shows the
detalls covered by each of the above major categories of
expenditures. To the above yearly totals should be added
actually the amount of APEDE funds or contributions to the
project (mainly in the form of overhead/housekeeping expenses,
including cost-share allocations) which in 1981 amounted to
some $17,148 and approximately 351,226 annually in the
following years.

As can be seen, the largest amount of expenditures over the
years has been on (D) project management, followed by (C)
transfer of knowledge (all activities related to the actual
conduct of instruction) (B) models (=.g. modules, etc.)
development, and (A) investigation and assessment of needs.
The amount pertaining to project management however is
misleading in that it includes in the salaries of the prcgram
technicians (originally seven) other expenses (as previously
indicated in the discussion on APEDE Management) pertaining
more to needs assessment, transfer of knowledge and promotion
of training. Similarly, project management expenditures
include the costs of office/printing/ reproduction/audio-visual
equipment, including vehicle maintenance and library
materials--most of which were incurred particularly at the
start of the project.

o\
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TABLE NO. 3

MAJOR HEADINGS:

ANNUAL EXPENDITURES CFF THE PROJECT - BY
USAID FUMNDS

\

ITEMS

. = DEC
1981

JAN. - DEC.
1982

JAN. - DEC

1983

JAN. — DEC.
1984

JAN. - JINE
1985

A. NEEDS
ASSESSMTNT
AND
DNVESTIGATICN

6,442.83

617.54

1,495.66

3,197.80

743.40

12,497.23

|

i DEVELOPMENT

| (INSTRUCTINAL
l MODULES)

18,927.29

22,779.70

10,451.85

20,598.60

2,900.00

75,657.65

C. TRANSI'ER
or
KNCWLEDGE

10,626. 40

45,370.68

68,234.87

99,015.16

39,291.39

268,011.48

D. PROJECT
DEVELOP-
MENT.

37,882.45

65,433.25

63,694,72

89,341.26

58,323.40

314,675.08

TOTAL

70,351.89

143,201.17

143,877.40

212,152.82

101,258.19

670,841.44
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CHART No. 3:

INVESTIGACION DE NECESIDADES

Material para elaboracibn de cncuestas
Personal para encuesta (encuestadores)
ksesoria para encuesta(local y exterior
Entrenamiento para encuesta
Frawcibn/Publicidad
Tabulacién
Viajes (interior y exterior)
Vialicos
Ingprevistos

sub total.

DESARROLLO DE MODEI.OS

Asesoria para desarrollo e modelos
(local y exterior)

Material Did&ctico

Entrenamiento para desarrollo de modelo.
Viajes (interior y exterior)

Visdticos

Pramocibn/Publicidad

Imprevistos

sub total.

TRANSFERENCIA DE CONOCIMIENTOS

rsistencia Gerencial
rsesoria (local y exterior)

FEntrenamiento para transferencia de
wonocun entos y saguimiento

Jeosorfe @ engnesarios

Msterial Didéctlico

Infienamiento a enpresarios (sequiniento)
funinario taller otras organiziciones

Viajes (interior y exterior)

Vidticos
Provocibn/Publicidad

Chart of

C.2.

C.2.1.
C.2.2.
C.2.3.
C.2.4.
C.2.5.
C.2.6.
c.2.7.
C.2.8.

c.3.
c.3.1.
c.3.2.
c.3.3.
c.3.4.
c.3.5.

D.1.
D. 2.
D.3.
D.4.
D.5.
D.6.
D.7.
D.8.
D.9.

Sub total..

Accounts

Asistencia Tecnol&gica

Asesorfa (local y exterior)
Asesoria a empresarios -
Material Didictico

Suaninario Taller a enpresarios(se

Viajes (interjor y exterior)
Vi&ticos
Pranocidn/Publicidad
Imprevistos
Su

Cursos y Seminarios

Cursos y Seminarios Administrati
Cursos y Seminarios TecnolGgicos
Material Didactico

Pranocitn/Publicidad

Imprevistos
Su
TC

DIRECCI(N DEI, PROYECTO

Direccidn del Proyecto

Pranotores

Secretaria

Equipo de Oficina

Equipo de Lmpresibn-

VehSculo

Equipo Audio-Visual

Biblioteca

Inprevistos

' Su

Gr:

(¥
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The diagram below shows roughly the cost structure of the
program in terms of the major categories of expenditures just
described:

COST STRUCTURE OF THE PROJECT
BY CATECORIES OF EXPEND}TURES
1981 - 1988

PRCICT MANAGENINT

46 0%
D

314, c75.08

37.95¢
Tranafen of Knowledoe
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The next diagram shows the cost matrix of the program in terms
of fixed and variable costs, including investment, based on
cumulative fund disbursement totals as of June 1985:

COSTr SIRUCTURE OF THE FROJECT
TV TERMS OF FIXED AVD VARITASLE
" COSTS AND INVESTMENT,

.50
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. APEDE 64,800
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B. Current total cost of the Project

A closer look into the cost figures would be useful in
determining the current total costs of each of the key
components of the program.

1.

Needas Assesament Inveastjgation:: +the total cost on this
major item from 13981 to June 1985 was $12,497.23.
Much of that amount was spent on the start up of the

program till 1882. The annual average expenditure
from 1983 to the first half of this year was $2,174.44.

Expenses from January to June 1985 had registered at
$743.40. Based on these figures, it can be estimated

that total expenditures for the current year would range
roughly from $1,500 to $2,174.

Models Development: The cost characteristic of this
item is that eixcept for the start up year, expenses on
this account followed an alternating high and low
pattern. For instance, , expenses were high in 1382. -
Obviously the development of models started in 1981
continued well into 1982. Expenses dropped by more than
half in 1983 but rose sharply again in 1984, in fact,
almost to the 1983 level. Since January this year
expenses had started to drop again rather drastically.
The high and low pattern should be understandable.
Although models development needs constant review,
materials developed during a given year must necessary
be field tested so to speak in the following year so
that further revision as may be necessary does not
normally occur until after the trial year. Given this
cost character of the item, the current total cost of
model development this year can be expected to be no
more than $6,000. This amount can be expected to rise
again in 1986. However, because the program’s models
hanzeforth possibly ased only fina tuning total axpan-
ditures on this account should normalize at the $5,000
$6,000 level.

Tranafer of Knowledge: Expenses on this item have of

course depended on the enrollment generated for each

of the s3ix modules and conferences as well as counsel-
ing services, supplementing instruction. Expenses rose
from $10,626.40 in 1981 to $99,015.16 in 1984 quite un-
derstandably because of the tremendous rise in the num-~
ber of courses and number of participants over the four
year period. Expenses so far in the first half of this
year has reached $39,291.39. The details of expendi-
tures on this account include instructors’ fees, in-
structional materials, workshops,external and internal
travel/per diem, promotion, follow-up management and
technical assistance to entrepreneurs and contingencies.

o


http:39,291.39
http:99,015.16
http:10,626.40
http:2,174.44
http:12,497.23

On the basis of the 1983 and 1984 figures and current
enrollment trends, total expenditures on this account
can be estimated at approximately $80,000 which would
cover between 80 to 86 modules and from 1,561 to 1,648
person-module participants.

4, Project Management: The total cost on this category
of expenditures compose actually the fixed costs of
the project. Based on AID fund figures for December
1984, the total amount on project management is roughly
$90,000 including investment items (e.g. office equip-
ment, audio visual etc.) which amount to $10,920.57.
The major items are the salaries of the director,
$19,848, promotores (technicians $52,283.76 and that
of the Secretary, $6,947.46), all of which total
$79,079.22. APEDE's contribution to project manage-
ment amounts roughly to $37,200 mainly in the form
of overhead and supplementary salaries and personnel.
The current total cost of project management is
approximately $115,679.

A summary of the current total cost of the project would be as
follows:

ltem Current Coat
Needs Assesment $2,174
Models Development $6,000
Transfer of Knowledge 80,000
Project Management 115,679
Total: $ 203,853
C. Cost-Impact Indicators Points of Equilibrium

Superficially, all the above figures which form the project’s
cost matrix give the impression that the entire program is a
very costly operation. However, if the annual total cost
figures were to be correspondingly divided by the number of
courses/modules conducted and also by the number of direct
beneficiary/participants served during the period to arrive at
unit costs (i.e. per course, per participant, as well as per
course/per participant), a cost-beneficiary structure would
emerge and belie the impression.

Table No._4_shows this aspect. It can be seen that over the
period, the cost per module has steadily decreased from $17,500
in 1981 to $1,992.29 in 1985. The high cost in 1981 was of
course due to project start up expenses. There was a little
rise in 1984 but was quite negligible. Simi}arly, the cost per
person participant consistently declined from $1,535.08 in 1981
to $445.16 in 1985. If the cost per module were to be divided
by 25 participants (which has been established as the average
number per module) for each year from 1981 to 1885, the cost
per module/per participant would similarly follow a decreasing
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TABLE RO.5

Cost Structure by Number of Hodules/
Courses and Fumber of Person/Module Participants
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Trend--from $700 in 1981 to $77 in 1985. The downward trend
in the unit costs shown above and the considerable rise in the
number of person/participants during the period would indicate
that there had been a healthy and prominently positive
correlation between costs and beneficiaries.

The correlation between the two is even more perceptible if the
annual total cost figures were to be divided by the number of
person module participants in contrast to just person-partici-
pants where the participant is counted only once regardless

of the number of modules completed. The former, i.e. module
participant is counted every time he/she completes a module.
Thus, in person-module terms, a person participant who
completes say, 6 modules, quite logically has to be counted

6 times. Table No.5_shows the cost structure from

this point of view. The cnsts per participant during the
period were considerably much lower than shown in the previous
table -- from $336.53 in 1981 to $110.00 in 1983. The figure
rose a little bit in 1984 but declined to $87.19,compared to
$445.16 in 1985.

The foregoing review of the cost structure of the project leads
to the necessity of making estimations on the number of courses
and number of participants (more particularly person-module
participants) necessary to arrive at an "equilibrium point"” or
level of operation at which, under given conditions, total
project cost would be just enough to cover the fixed and
variable costs involved in the process. Bere, it should be
made clear that the equilibrium point referred to is not the
kind of break-even commonly referred in business where sales
and costs are even, resulting in no gain or loss. That concept
enters into the picture only after total project cost just
enough to cover fixed and variable costs has been determined
and the concern is then how to generate income sources to break
even with the total project cost.x

To arrive at a point of equilibrium for the project, let us
assume that the fair price per course per participant is
$100.00. This amount is reasonable and quite comparable to the
price paid for similar courses in the open market. The fee
currently being charged is $20.00, leaving $80.00 as subsidy
for each participant. Let us further assume that each course
would have to have 25 participants. The next step is to list
all fixed costs, and itemize all the variable costs involved
per course. With these data base, it is then possible to make
calculations and to arrive at an equilibrium point, indicating
the number of courses and total number of participants as well
as the amount of subsidy, required for the operation of the
project i.e. the point at which expected total project costs
would break even with the total of fixed and variable costs
involved in the process.

* This portion of the discussion updates preliminary work done
on the subject by Celso Carbonell of ODR in March 1984, who in
fact furnished the computer print outs used in this report.

The author wishes to thank Mr. Carbonell for his cooperation
and assistance.
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Table 6 is a constructed data sheet for the project based on
previous discussion. It also indicates the equilibrium point
arrived at through computer calculaticns. The equilibrium
point indicates that with 25 participants at the assumed price
of $100 per course and given the fixed and variable cost per
course, 58.17 courses and 1454 participants would be required
to break even with cost operations.

The next computer print outs (Tables 7 and 8) show other
equilibrium points if the number of participants per course
were to be changed from 25 to 30 and 35 respectively. These
calculations on the equilibrium point for the project should be
useful in that they would indicate for management how much
subsidy or revenue i3 needed to continue with the project at
certain levels of operation after the programs’ completion date
in December of the current year. In later pages another
computer print out on equilibrium point will be presented
taking into account possible reduction costs toward
self-sufficiency.

The Benefit Structure:

Thus far, the review has concentrated on the cost elements of
the project. The benefits side of the spectrum must now be
dealt with. The results of the field survey relating to the
impact of the project and the benefits more or less directly
attributable to the program showed that the project has been
responsible for some 23 business saves, 28 business expan
sions, 9 business starts and some 26 success stories in

only a sampling of 115 past participants on the project.

The evidences also adduced in terms of dollar increases

in monthly sales, increase in number of employees, assets,

as well as the data on loans of participants before and
after training provide some hard data relevant to cost
benefit analysis. On sheer number of participants/ben-
eficiaries alone, it is also worth repeating that to date,
691 small business entrepreneurs have draduated from the
7-module training program and 539 more have at least received
training in one or more courses--for a total of 1230 person
participants.

In terms of person-modules, the program has provided training
to 6,929 participants. About $850,273 have so far been spent
on the program. If, as has been ascertained, an investment of
from $3,000 to 35,000 in a training program with emphasis on
micro and small business enterprises could produce one new
direct job (AID sources) the project’s contribution to direct
job creation can be calculated at 218 new jobs.
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7 Points of Equilibrium at 30 Participants Per cours
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TABLE NO. _8 Points of Equilibrium at 35 Participants Per Counrse
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The benefits which can be expected to spin off from this number
of direct beneficiaries in the form of new job creation,
secondary employment, injection of new purchasing power, etc
can be perceived not only in light of logic but also of studies
on linkages of education and training programs with individual
well being and general social and economic growth.

It is increasingly becoming recognized that educating people to
perform specific career tasks can be the leading edge in
stimulating economic growth and business expansion in a
free-entreprise economy. Entrepreneurship is often referred to
as the fourth factor of production and quantitative studies
have shown that the economic returns in entrepreneurial
training generally exceed returns in alternative forms of
investment (UNESCO General Conferences in 1978). Also,
evidence suggests that entrepreneurial training ranks among
the highest types of education in regard to social returns.
Cost-benefit ratios, of course, depend on varying conditions.
However, sensitive analysis in the case of the APEDE project
(based on the field survey) shows no critical element which
would counter the high incidence of benefits that can be
expected to spin off from the program. It is generally
believed too, that the benefits derived from the training
programs would in fact, go far beyond measured indications.
The other benefits would include logically those generated by
the "multiplier capacities” of the program graduates and their
roles as agents of change.

Unfortunately, the state of the art in cost benefit analysis
has not yet developed to date ways and means of measuring
benefits that are not economic nor is it perhaps ever possible
to do so. It is simply that some benefits are subjective and
by their very nature are not measurable albeit clearly palpable
through perception and logic. Many of the benefits which can
be expected from training programs such as the APEDL. project
are of that nature. It is not by any means insignificant to
note in this regard that more than a dozen past participants
have written letters expressing satisfaction and grateful
thanks for the training and help they received from the
program,

The conclusion from this review of the program’s current
cost-and-benefit structure is that the APEDE project has
steadily moved to higher levels of expenses but palpably to
higher benefit- cost ratio as indicated by the downward trend
in the unit cost of training per course per participant and the
impact results revealed by the field survey. While this trend
trend has in general been salutary, it does not appear to have
been matched by efforts to institutionalize the project by
making it self-financing so that the problem now is how to meet
the costs after its completion date with AID funds. The
following section deals with this issue.



TALLE 1. HULSTRA REFPRESENTATIVA FARA LA EVALUACION DEL FROYECTO APEDE-USAID
—_— —

CANTIDAD DE CANTIDAD HORAS . POSICION DE |
T1PO DE EMPRESA EMPLEADOS DE CAPACITACION LA ENPRESA . TOTAL
LUGAR SERVICIO| COMERCIO | INDUSTRIA | ARTE- CONTRUC | TRANS |H1CRO| PENUERA | kEDIANA [0-30 31-60 [61-104 [105-111 Prople|Conyuos |Pariente|otro
SANIA |CION PORTE tario
PANAMA 10 3 24 - - - 24 30 6 - 1 [ 50 55 - 4 1 = 60
CHORRERA 3 F | 7 - - - 5 7 - - 1 2 9 10 1 1 - = 12
COLOM 4 2 2] - - 1 (] 2 - - - 3 7 8 - 1 1 = 10
£aN mcuz:t.‘:ro 2 = 2 = = = 451 K= = = = 4 < 3 = 1 = sind
CHITRE 2 4 2 2 1 - 9 1 1 - - > | a 11 - - - - 11
LAS TAELAS 3 2 3 - - - 7 1 - - - 1 7 8 1 - - - - 8
DAVID 5 1 s = - = 10 1 - ~ - 2 ) 5 1 - ) = 1
SANT1AGO 2 1 -y - ~ - 3 - 1 - ~ 1 3 4 - - - = ]
AGUADULCE 2 1 2 - - - 4 1 - - L1 - - 3 1 1 - - 5
TOTALLS 53 19 4% 2 1 1 74 (E 8 - 7 25 93 11 3 8 1 - 125
TOTAL COL PA“TICIP&HTCS 125
e e = v -
il
v/
: A
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d. Suggested measures to meet costs:

The current total cost of the project at its present level
of operation had been previously determined at roughly
$203,853. The exercises on equilibrium points (Tables 6-8)
indicated that the current cost of the project could be
reduced by further rationalization of the items on both
fixed and variables costs, without compromising the quality
of the program services.

Logic would dictate that the first step to take toward meet-
ing the above costs is to seek cost efficiency.

1. Seeking cost efficiency:

The task of seeking cost efficiency should be pursued along
the following lines:

Eliminating unnecessary costs

Controlling expenses for activities thot are
not cost effective.

Striving for minimum costs, and

Initiating programs that are cost effective.

It is significant to note in this regard that the project in
fact has already taken measures to seek cost efficiency. 1In
1984, it eliminated two positions, namely that of
Administrative Assistant and a Technician for Panama City,
resulting in a monthly reduction of fixed costs in the amount
of $1,455. It has also been able to reduce the remuneration of
instructors from $30.00 to $20/per hour, "coffee break"” costs
from $150.00 to $100 by each enrollment group and costs of
certificates from $3.00 to about $.50 per unit. The project
has also cut back on the costs of manuals, didactic materials,
surveys, trips, per diem, promotion and publicity and
seminars/workshops without deducting from the quality of
instruction. All these are steps in the right direction and
further efforts should continue, with the caveat of course
that seeking cost efficiency should stop where it starts to
affect the quality and relevance of instructional services
that the project offers. 1In any case, project management
should regularly examine cost expenditures on a quarterly
basis to check on cost efficiency. A record of reduction

in expenditures on this account should be updated and
maintained for purposes of budget planning and or restruct-
uring or redeploying available funds.

<
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The following cost reduction measures need to be investigated
further and implemented:

1.

Current promotional techniques, such as the

the use of technician’s services, which have the
tendency to be very costly, should be replaced by

low cost/no cost advertising techniques. Flyers
still in boxes if any, should be distributed and
succecded by a better format in which class schedules
for the coming year (1986-87) are announced for ready
reference. These annual class schedule-flyers should
be distributed all over the country through business
enterprises and organizations, chambers of commerce,
schools/universities, etc. and posted in places such
as parks, markets, department stores, parking areas,
churches, and other public places. More use should
be made of newspapers and periodicals, as well as

the radio, a means of outreach.

The estimated cost reduction (ECR) on this account
is $9,000 (on fixed costs) which is roughly the
difference between $52,283.76, (the amount paid
the six technicians for both their salaries and
promotional activities in 1984) and $43,200 the
amount representing their salaries, each at the
average of $600 a month or $7,200 a year).
(ECR: $9,000)

Reduce the number of technicians from 6 to 2 by
putting the rest of the technicians particularly for
the Central provinces and the interior under the

the control of APEDE 1local chapters (where these
exist), which as a rule should conduct their own
training programs.

Where there are no APEDE 1local chapters to abscrb the
technicians, the latter could be retained by the
Project as area agents to form study groups on a
recruitment fee basis, say at $8.00 per participant,
under agreed upon conditions (e.g. a study group
should at least be composed of 25 participants, which
will insure that the conduct of instruction for the
study group formed would at least be self-financing.
The estimated cost reduction on this account is
$28,800. ($7,200 x 4 technicians)

ECR: $28,800
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Eliminate the "coffee break"” costs altogether.
Classes at the start should be advised to provide
their own coffee breaks. For this purpose, a class
monitor may be chosen to develop a petty cash fund
through voluntary collection from participants. At
any rate, the class should be made responsible for
arranging its own refreshments. Let the matter be in
fact, an exercise in group leadership and organization!
In practice, the project spends for coffee breaks $100
per module., At the estimate of $66 modules per year,
the expected cost reduction on this account is $6,600.
ECR: $6,600

Save up on pencils, papers, etec. Participants should
be able to provide themselves with their own notebooks
pens, etc. ECR; $500.00

Raise the fee charged to participants from the current
$20.00 to $35.00 the increase of $15.00 to be paid in
installments at say $3.00 or $5.00 dollars a month if
the participant can not afford to pay the entire
$35.00 at time of registration. Not a few respondents
in the field survey felt that the current fee of $20.00
is relatively cheap. On the assumption that 66 modules
can be offered during the year, at 25 participants per
module, the estimated income or net earnings on this
account is $57,750.00.

ENE $57,750

Charge $5.00 per module if participant decides to have
and own the material. It must be explained that the
money realized from this account is enough only to
cover printing and material costs. At 66 modules of 25
participants each and $5.00 cost of module material,
the estimated income or net earnings on this aspect is
$8,250.00 (Note: The cost of printing will be included
in the variable cost per module training.)

ENE $8, 250

Finally it would be useful for APEDE management to
explore the feasibility of merging CESA and the

APEDE-AID Training Project under one administration
to see if in fact overhead and other administrative
costs could be reduced. Any merging of the two pro-

grams may not be advisakla abt this stags £for ) somnae
reason @ the other (as prelininzy ditoussed) but
the matter is cerbainly  workh farther thocohbt oandd

consideration.
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2. The Mew Cost Structure

- L]

il

Given the above cost reduction, as well as initial revenue,
reasuwrs2s, it would be useful to reconshtruct the new ozt
struacture of the project and arrive at a computer printout

on a new equilibrium point. For this purpose, Tahle 2 is a
data sheet incorporating the above cost reduction suggestions,
using prevailing amounts on fixed costs pertaining to the
salaries of personnel and adjusting variable costs to

reflect reasonable transfer of costs formerly included in
fixed costs such as promotion, per diem, didactic

materials, and contracted technicians.

All these cost calculations are of course subject to change
but they are demonstrative of the basic elements to be

considered in any planning for self sufficiency.

Table 3 assumes that $90 would be the fair market price for
each module (instead of the $100 per module used in
previous point of equilibrium estimations in Tables 6-8).
The amount is more consistent with the price of $87 per
participant in 1985 as indicated in Tables 4 and 5 in
earlier discussion. The fee charged per participant per
course is $40.00 ($35.00) registration fee and $5 cost of
course material). It is still assumed that each course

(as in the past) would have an average of 25 participants,
so that, the revenue per course at $90.00 each would amount
to $2,250. The subsidy for each participant is $50.00.

The fixed costs have been reduced to $71,900 mainly due to the
reduction in the number of technicians from six (6) to two (2).
The variable costs for each module have been estimated at

$785, which include, among ot*ers, $100 for promotion, $200 for
contracted technicians and $100 per diem. With these data base
the equilibrium point indicates that with 25 participants at
the assumed price of $90 per course, and given the fixed and
variable costs per course of $71,900 and $785.00 respectively,
49.08 courses and 1227 participants would be required to break
even with cost operations.

The total cost of the project would be $110,426.62, of which
$49,078.50 would be the revenue from registration fees and
custs of course material and $61,348.12 representing the
required subsidy which project management would have to raise
to meet costs. Because of APEDE’s overhead contribution of
326,300, the amount to be raised would be actually less,

i.e. $35,048.12.

o


http:35,048.12
http:61,348.12
http:49,078.50
http:110,426.62

TABLE #9 New Cost Structure: Point of Equilibrium
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It should be emphasized that the point of equilibrium is the
"rock pottom"” and any amount generated by additional course
offering and number of participants beyond the 49.08 number of
courses and 1227 number of participants indicated in Tahle 9
less corresponding expenses would in fact be "profit income."”

If it is considered that in fact the project has a history of
having conducted more than 49.08 courses annually in the past
(61.11 average from 1981 to 1985, see Table 4), it is quite

reasonable to project that for the pext year 1986, the train-
ing program can offer 66 courses. The following discussion

is based on this projection and on the fixed and variable
costs used in Table 9 which reflects the cost reductions

and initial revenue measures earlier suggested to meet costs.
It would be useful for the project to plan future operations
along the lines hereunder indicated.

The new project cost structure at 66 courses would be as
follows:

Fixed Costs $71,900
Variable (Direct:’

Costs for 66 modules

at 3$785/module $51.810

Total Project Cost $123,710

It may be observed that at this new project cost, the unit cost
per module would be $1,874.39, which is comparable to the cost
per module recorded in 1985 (i.e. $1992.29 see table 4) and the
cost per module per participant is $75, compared to $77, in
1385.

3. 32irategies

The problem brought to the fore is how to meet the above

costs (i.e. $123,710) for 1986 and what strateglies could be
devised to make the project self-sufficient. The strategy

of cost reductions has already been discussed. Strictly on
business terms, one alternative strategy is to require all
participants to pay the full $90 for each module they take--the
amount being the fair market price of each module as previously
explained. Thus, at 66 modules with 25 participants for each
module, registration fees would amount to $148,500 (i.e.

66 x 25 x $90), which would be more than sufficient to meet

the total project cost of $123,710. However, since it is not
possible to charge the full $90 at this stage without the risk
of having no one or just a few to register, the alternative
strategy of meeting total project cost solely on registration
fees would have to be discarded. At this stage, charging the
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participants at $40 per module (335 registration fee and $5
for course material as hinted earlier) would be reasonable.
It is worth repeating that the great majority of the surveyed
participants in the field survey opined that the current $20
fee per module was cheap and they were willing to pay more.

The question of other alternative strategies to meet cost
requires an examination of existing APEDE programs and activi-
ties, additional resources from services which APEDE may and
can offer, and other sources including the question of
selection criteria for limiting APEDE enrollment.

a. Existing APEDE Programs:

Existing APEDE programs anad activities include a training
center for senior business executives called CESA (Centrc de
Estudios Superiores de Administracion), which is self-
supporting and self-financing. CESA’'s institutionalized and
self-financing character is, of course, due mainly to the fact
that senior executives, unlike the small business entre-
preneurs, are more able to pay for their training indivi-
dually and collectively to meet total costs. The Center also
conducts special seminars and workshops and has sponsors and
and donors or patrons--a feature which should be similarly
pursued by APEDE for the small business training program.

The experiences of CESA in becoming a self-supporting program
should be useful to the small business training project.
Surely, the latter could draw insights from the former,
particularly with regard to soliciting and developing a list of
sponsors and donors, and could benefit from mutual exchanges of
views on business training programs. It would in fact be
extremely useful for both CES' and the Small Business Training
Project to share more closely not only resources (since they
are both in the APEDE building) but also instructors’ expertise
which could be harnessed to pursue such activities as holding
special training seminars, conferences and workshops. For
example, the Small Business Project can organize training
groups for instruction in subjects further needed by alumni

(as indicated in the field survey) and draw instructor exper-
tise from CESA, paying only for the instructors’fee. The
annual revenue on this account can be estimated congservatively
at $3,250 (7 modules at 25 participants at special charge of
$50 per module = $8,750 less expenses of $785 x 7 modules or
$5,485).

( ENE 33,250 )

2. In addition to special seminars and conferences, APEDE

general management should forge a joint effort by CESA and the
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Small Business Project to organize management training programs
for professional groups, such as architects, engineers,
doctors, etc. These are categories of clientele who can afford
to pay for their training and therefore should be sought. The
APEDE small business project already haz in fact provided
training to odontologists and the experience has been
productive. Training for the other professional groups should
follow. It is encouraging to note that APEDE is in fact
pursuing this matter and talks are continuing with owners

of beauty salons, the Panamanian Chamber of Construction,

the Panamanian Society of Engineers and Architects, Medical
Assoclations and other organizations.

The net revenue which can be expected from this strategy is
estimated at $3,320. (2 groups each at 25 participants,
4 modules at $60 unit cost = $9,600 ~ less $6,280 representing
the cost of 8 modules at the standard unit cost of $785 per
module).

(ENE: $3,320)

Another source would be for APEDE Management and the Small
Business component to put up an annual Conference of Small
Business Executives similar to (CADE) the annual Conference of
Business Senior Executives.. Estimated net earnings from this
suggested conference is $11,250. (1,500 attendees at $15
Conference fee for each = $22,500 less $11,250 (50%) Conference
Costs.

(ENE: $11,250)

b. Additiopal Resources:

A number of additional resources from services bhich APEDE can

offer can also be suggested:

1. The one with the greatest potential is for APEDE
to embark on a long-term project to develop and
produce business start up manuals and self-instruc-
tion booklet:z showing step by step how to start a
business, covering as many lines of businessess
judged to be most profitable in the context of small
business operations. For this project, APEDE could
parallel that which is being done by the American
Entrepreneurs Association (whose headquarters is in
2311 Pontius Avenue, Los Angeles, California 90064)
which has now more than 250 start up manuals for
small business showing how to start a particular
business with complete step by step instructions.
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These manuals have been found most useful to small
business development and have since been selling
like hot cakes in the open market at the price range
of $25.00 to $45.00 each manual.

APEDE could order start up booklets from the American
Entrepreneurs Association and used them as guides

or models in the development of similar APEDE materials
which could then be copyrighted. Incidentally, all
APEDE instructional bocklets should all be copyrighted
to protect proprietary rights. It would minimize costs
if the remuneration for the authors or developers of
materials will be arranged on royalty basis (say at 10%
of annual total sales of the material) instead of a
one-time remuneration for the effort.

The expected net revenue from sale of start up manuals
during the first year can be estimated at $8,750. (Assump-
tionsg: Five types of start up manuals can be developed
during the first year; 1,000 copies of each or a total of
5,000 copies will be printed at $5 printing cost per copy
= $25,000. It is further assumed that 500 copies of each
manual or 2,500 copies, will be sold during the first year
(leaving a balance of 2,500 copies for sale during the
second year) at the market price of $15 each, so that the
total sales will come to $37,500. From this amount should
be deducted a 10% royalty amounting to $3,750 for the
developer, leaving a net profit of $8,750 for the first
year.)

(ENE: $8,750)

2. Another suggestion which could be a source of revenue
would be for APEDE to organize an alumni association
with headquarters at the Project’'s Office, charging
a membership fee of say $12.00 a year, ($1.00 a month)
in exchange for say free technical advisory services
by project technicians and other related services.

The alumni association could be developed and utilized
as a promotion arm of the Project and could be stimu-
lated to hold fund raising activities such as raffles
and the like. A strong and active alumni association
could be a valuable "think tank"™ or "idea bank" useful
for the project. As in schools, colleges and
universities, the alumni are good sources of supplemen-
tary income.

By the end of December 1985, the Project shall have an
alumni of some 1,500 persons. The annual revenue which



52

can be realized from this strategy measure can be esti-
mated at $18,000, less expense of say $6,000 equals a
net revenue of $12,000.

(ENE: $12,000)

Agreements should be negotiated with established
colleges and universities, according to which the APEDE
project would be able to utilize the services of highly
experienced and well known faculty members in providing
specific management and technical assistance (M/TA) in
depth to small business managers having problems and
needing special assistance. Under this program, a
service charge determined on a sliding scale depend-
ing on the type of assistance rendered, should be
levied on clientele. It is worth noting in this

regard that the projcct has in fact started nego-
tiations with the University Santa Maria La Antigua

and has had talks with the Post-Graduate School

of Business Administration and the School of Indus-
trial Engineering Management of the USMA in which

M/TA for small business enterprises will be coordinated
with APEDE.

Along similar lines, it would be useful for APEDE to
organize a pool of both retired and active business
executives who could be available to provide M/TA

at their convenience, say 6 hours a week, to supple-
ment the M/TA c¢omponent of the program. Not a few
participants interviewed in the study expressed
willingness to pay for technical services provided
the services go beyond generalities and mere audit
into solid solutions of their problems. Fees that
may be realized from this M/TA program could at least
cover some project costs.

On the assumption of 300 hours of management and technical
assistance (M/TA) during the year at the average of $30
per hour expected revenue would amount to $9,000. From
this amount, consulting/advisory services will be paid at
$20 per hour amounting to $6,000, leaving approximately

a net profit of $3,000.

(ENE: $3,000)
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Qther Sources:

Other sources, not by any means the least significant, are as
follows:

1.

APEDE should continue marketing the services of the

small business project to associations and organi-

zations including the National Bank which has a

training program and the government Ministry of Commerce

and Industry (MICI). It is noted that APEDE has been

contracted by MICI (in connection with a 5-year MICI

USAID Small Business Development Project), to help train

200 small business entrepreneurs of the Union Nacional

de Pequenas y Medianas Empresas (UNPYME) during the

first year of the project and a total of about 1000

small business entrepreneurs that are expected to

participate in the government project. For this contract,

APEDE expects to realize during 1986 $21,600 by providing

7 modules at the cost of $4.00 /hr. for 108 hours to the

200 small business entrepreneurs. From this $21,600 should

be deducted the cost of conducting the 7 modules at the

standard variable cost of $785.00/module (Total $5,495)

so that estimated net earnings would amount to $16,105.
(ENE: $16,105)

It is extremely important for APEDE to maintain close
relations with the Union Nacional de Pequenas y Medianas
Empresas (UNPYME) which has currently about 600 members
and expects to reach the thousand mark in the next few
months. GSpecifically, APEDE should aim at developing

an agreement with UNPYME, according to which the former
(capitalizyng on its current prestige and reputation

as the only organization that now provides quality
training to small business managers) through its Small
business training project would assist the latter in its
current drive for membership by exhorting participants
in the training program to join UNPYME and partake of
the benefits and services provided by the Union. In
return, UNPYME should agree to encourage and organize
its members into study groups for training by APEDE

at a training cost of say $100 per course per participant.
In an interview/conference on the matter, Mr. Hector
Yucre, President of UNPYME showed receptiveness to this
p}oposal and agreed to pursue the subject with his
directive council. Union members now pay $10.00 a month
in return for free consulting and legal services and other
services. It was suggested that perhaps the monthly fee
be increased to say $15.00, the increment of $5.00 each
to cover the costs of training union members by APEDE.
UNPYME could then advertise that membership in the union
carries with it entrepreneurial training to increase
members’ productivity. The proposed agreement would be
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obviously mutually advantageous. The advantage to

APEDE is that UNPYME as a feeder of participants into

the training program would help insure a steady source

of funding to meet APEDE +training costs. It is possible
according to Mr. Sucre that 500 person module participants
from the union could be fed annualy into the APEDE train-
ing program if an agreement acceptable to both parties
could be reached. Five hundred person/modules annually
at $100 each would provide the APEDE Small Business
Training project with $50,000 a year. Less cost for
conducting 20 mouules at $25 participants each (to cover

the 500 person module participants), the expected net earn-

ings on this account can be estimated at $34,300. Conser-
vatively, say 1/4 of this goal could be reached in 1986.
This would yield a revenue of $8,575.

(ENE: $8,575).

An APEDE-FUNDES (Fundacion de Desarrollo Economico y
Social) agreement is understood to have been extended

for a year according to which APEDE M/TA services will

be utilized in loan packaging for small business
enterprises seeking loans with Banco General and Chase
Manhattan Bank under guarantee by FUNDES. The amount of
$20,000 has been estimated in the agreement to cover
these services during the year. The APEDE Small Business
Project should be able to realize a net profit on this
account amounting to $6,660 (666 consultant hours at $30/
hours --310 for APEDE and $20 for consultant services.

In this regard, it is notable that Banco General and
Chasz Manhattan Bank have agreed to include in their
requisites for extending credit to small busineess
enterprises the requirement that the borrower has
enrolled or has received management training under
the APEDE Small Business Training Project.

(ENE: $6,660)

APEDE could also probably secure loans from banks (if
it becomes extremely necessary) to help finance the
training program under favorable conditions and spe-
cial guarantees which would enable APEDE to repay
the loan on easy terms as it develops income-generating
schemes and sources such as those suggested throughout
this section.
To suggest that APEDE should approach other international
or regional aid-giving agencies, such as UN-ILO, FUNDES,
World Bank, etc. for possible subsidy is hardly consist-
ent with measures toward self-sufficiency. However, it
is not entirely inconsistent if, in fact, the aid being
sought is merely to help tide over the project in its
transition toward a self-financing status.

(Estimated Net Earnings-$60,000)

\
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d. Selection Criteria for Limiting APEDE Enrcllment:

In light of the review on cost per module/per participant in
the previous section, a case for limiting APEDE enrollment as a
cost saving measure is weak. The low level of unit cost per
participant so far achieved in current operation militates
against any selection criteria aimed at saving costs since the
cost to be saved is most likely to be infinitesimal at the
expense of, and in proportion to, the benefit which could be
derived otherwise. In this context to limit enrollment is to
be "penny-wise and pound foolish." In any case when the number
of participants required for the operation of the project at
its "equilibrium level” has already been reached, limiting
enrollment might be a good idea, not however for purposes of
saving costs but more for insuring the quality of instruction.
The rationale or case for adopting selection criteria to limit
enrollment, aside from preserving the quality of instruction,
is really only in those instances where marginal costs per
participant is exhorbitantly high so that the addition of any
student would further raise costs and tax the revenue base. In
the present APEDE case, the more the merrier would seem to

arply.

e. Objective, Strategy and Time~Phased Implementation Plan
1986.

A recapitulation of the above strategies in an Objective
Strategy and Time-Phased Implementation Plan showing expected
expenditures and income for 1985-1986 is shown in the attached
chart No. 4. The emerging financial picture for 1985-1986
would be as follows:

Expenses
A. Fixed Cost $71,900
B. Direct Cost 51.810Q
Sub-Total $ 123,710
C. Strategy Costs 86.528
Grand Total $ 210,238
Income
A. Registration Fees $ 57,750
B. Sale of Course
material. $ 8.250
Sub-Total $ 66,000
C. Strategies $ 153.450 ‘
Grand Total $ 225.450 (+$15.213.)

B\\W
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Thus, if strategy goals will be achieved, the projzct should be
self-sufficient by December 1986. The time-phased implemen-
tation plan herewith presented, even only as a format of a
controlled and status of progress worksheet, should be use-

ful in that as a road map it should enable project manage-

ment to monitor itself on the progress being achieved during
the year. Changes should be made as they occur.

The next chart (No. 5) is also an Objective, Strategy and
Time-Phased Implementation Plan covering the period till
1990-91. It shows projected total project costs/expenditures
and income on an annual basis. The entries thereon are self-
explanatory and would be unnecessarily repetitive to discuss
them.

The issue of projecting cost-benefit considerations beyond

the coming year actually begs the question of utility of the
exercise, because of the variables (if not imponderables)
involved not only on costs and benefit calculations but also in
economic and national development conditions, including other
schemes on small business development that might impinge on the
current APEDE-AID Program in the rapidly changing conditions
and dynamics of present day society. Also the issue required
more gathering data and more time than has been made available
for the study. In any case, an attempt has been made, if
heroic, to present a projection covering the next five years.
The redeeming feature, of course, is that project management
should be able to make the necessary adjustments as necessary.

In closing, let it be however stated in candor that no
training program for small business entrepreneurs or any
small business development project for that matter by a
non-profit organization has to date been known to have ~ver
reached self-financing status. Even in the United States,
supposedly with the most affluent people in the world today,
small business training projects are being heavily subsidized
by the government. This is not to say that it would never be
possible for the APEDE project to achieve self-sufficiency.
The injunction here is that the project should not be harshly
judged for any shortcomings if it is recognized in fact that
all efforts are being made to make the project self-sufficient.
On the other hand, APEDE has in the project an opportunity to
make it a show window and a model of achievement.
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EPILOGUE

Crucial to the success of any training project, such as the
APEDE Small Business Training Project, is the extent to

which all program components are developed and brought to
bear on the entire process of implementation. A good train-
ing program must have adequate physical plant facilities

and an attractive instructional program that is relevent,
responsive and adaptable to the needs of its target clientele.
It must have a strong faculty, with high professional quali-
fications and practical experiences in the areas they teach,
to carry out the training program. It is also imperative
that the training program have a strong administrative manage-
ment and organizational structure to provide institutional
support and leadership necessry to achieve goals and object-
ives. Foremost, it should have adequate funds and a solid
financial structure to warrant self-sufficiency and long

term growth.

The APEDE Small Business Training Project matches strongly
all the criteria for a good training program except the
last, which is its weakest area. It would be fitting to
close the study with an old oriental proverb which says:

"Give fish to a man and he will live for a
day. But teach him how to fish and he will
live a lifetime".

Since the inception of the project in 1981, the trend appears
to have been that as long as fish was coming from AID, there
was not much of the compulsion or concern for the project

to be taught how to fish! And if any blame has to be laid
for this inadvertence, it is only fair that it be shared

by both AID and APEDE. Hopefully, this report would teach
the APEDE project henceforth how to fish so that it will

live for a lifetime!
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Schedule lA-

Schedule 1B-

Schedule

Schedule

Schedule

Schedule

Schedule

Schedule

Schedule

Schedule

Schedule

Schedule

Schedule 7

Schedule
.Schedule

Schedule

Schedule

1c-

2A-~

2B~

LA~

4B-

6A-

6B-

1A~

9C~

LIST OF SCHEDULES

Caracteristicas generales de las empresas encuestadas: Cuadro Restvmen.
(Tipo de empresa, sexo, posicidn en la empresa, educacidn).

Caracteristicas objetivas de las empresas y la capaci
(Nivel de escolaridad de las encuestadas por tipo de empresa).

Muestra estratificada final de las personas encuestadas.

Caracterfsticas Cbjetivas de las Empresas y la Capacitacidn por Tipo
de Empresa: Total de Mano de Obra Empleada, No. de Empleados, Financia-
miento de la Capacitacidn,.Gosto Total de la Capacitacion, Opinidn

sobre el Costo).

Caracterfsticas Objetivas de las Empresas y la Capécicacian por Tipo
de Empresa (Horas Recibidas por Curso de Capacitacion).

Caracterisitcas objetivas de las Empresas y la Capacitacidn, Opiniongs
acerca del programa de capacitacidn (Tipo de Empresa: Quién lo entero
del Programa, Razones para asistir al curso, piensa asistir a otros

cursos).

Calificacidn de aspectos del Programa de capacitacidn, por tipo de
empresa.

Resumen: Calificacidon de Aspectos del Prngama de capacitacion.

Evaluacidn del Programa de capacitacidn por tipo de empresa: Satisfizo
el Programa sus necesidades, explicacion,

Opiniones acerca de la capacitacién. Si debe continuar y explicaciones
si ha recibido adiestramiento adicional.

Si el Programa satisfizo sus necesldades, por tipo de empresa.
Si el adiestrarilento fue beneficioso y explicaciomes.

Si considera que el adiestramiento ha sido beﬂeficioso. Segiin cantidad
de horas de capacitacién.

Si recibid material didictico, si lo usa y tipo de cambilos que
requiere.

Si la capacitaciin mejord su negocio. Nimero de empleados y ventas_
mensuales antos y después de la capacitacién y en los proximos 2 anos.

Si la capacitncidn mejoré su negoclo, nimero promedio de empleados
y ventas mensuales promedio antes y después de la capacitacidn.y en

los préximos 2 afios.

Clasificacidn de exmpresas por niveles de ventas mensuales: gorCentaje
Je ventas en miles de B/., antes y despufs de la capacltacidon y en los

proximos 2 afos.
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Clasificacidn de las empresas por niveles de empleo, antes y después
del adiestramiento y em los proximos 2 afios.

Mejord su negocio, segiin cantidad ¢2 horas de capacitacidn (Por tipo

de empresa).

Clasificacidn de las empresas por niveles de ventas y por ventajas
(por horas de adiestramiento).

Clasificcidn de las empresas en totales de activos y de préstamos
antes y despu@s de la capacitacidn y en los proximos 2 afos.

Clasificiacidn de las empresas por niveles de activos en ‘porcentajes
antes y después de la capacitacidn y en los proximos 2 aiios.

Clasificacidn de las empresas en niveles de activos, y en porcentajes
por horas de capacitacion, antes y después de la capacitacion y en los
proximos 2 afos

Clasificacidn de las empresas por niveles de préstamos en porcentajes
porhoras de adiestramiento, antes y después de la capacitacion y en
los proximos 2 afos.

S1i la recibid antes de APEDE, cuantas, han sido dtiles y por qué,
estd dispuesto a pagar este tipc de visitas.

Si mejord o no la capacitacidn su negoclo y porqué.
Opinidn acerca del costo del programa y su beneficio y explicaclorec.

Pricridad asignada a cada modulo de la capacitacidn, por tipo de
empresas.

Prioridad asignada (em porcentaje) a cada mddulo de la capacitacion
por tipo de empresa.

Sugerencias sobre el contenido de la capacitacisn

Observaciones especificas sobre aspectos mis significativos de la
capacitacidn, porcentaje, por tipo de empresa.

Si ha recibido algin adiestramiento adicional y explicacicnes, y en
porcentajes.



Schedule 1A

EVALUACION DEL PROGRAMA EMPRESARIAL APEDE-USALID
ADIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEQUENA EMPRESA

CARARCTERISTICAS GEXZRALES DE LAS EMPRESAS ENCUESTADAS

e« CUADRO RESUMEN » i : - PAGINA 1 ©@

T1P0 DE TOTAL SExoD POSICION EN LA EMPRESA EFDRUBCHANCINITONN

EMPRESA/ DE -

PRODUCTO ENCUESTAR  HOMBRE MUJER DUENG  RDMIN  OTROS PRIMAR COMPL  INCOM SECUND COMPL  INCOM UNIVER COMPL INCOM
SERVICIO (1] a5.0ax 135.22% 81.66% 16.66% 1.6Ex% 13.00% B8.88% J1.11% Bl1.66X 15.13% E£4.856% 23.jl‘l 35.7\% b4&.28%
COnERCIO ‘13 66.66%  33.33x% 73.33x 26.66%  3.00x B.00%  3.22% 2.00%  6D.00X 44.44x S5.35X 40, Q0% 66.E£6% 33,213
INDUSTRIA 49 67.32%  312.%ax 70.20% 22.90x 1. dax 17.32%102.20% Q.02%  42.53% 52.94x 47.903%  40.00% 25.00% 75. sax
TOTALES 113 76-32x 23.47x 76.32% 19.13%  4.3ex 13.91% 91.75% E£.25%  54.78% 22,E0% 77.39% 31.30% 36.11% 63.88x%

Schedule No. 1D

EVALUACION DEL PROGRAMA EMPRESARIAL APEDE-USAID
ADIESTRAMIENTD ADMINISTRATIVO PARA GERENTES DE PEQUENARS EMPRESAS

CARACTERISTICAS OBJETIVAS DE LAS EMPRESAS Y LA CAPACITACION

El‘ll:ﬂuEg.’-E\f NIVEL DE ESCOLARIDAD DE LOS ENEU‘ESTHDQS POR T1PO DE EMPRESA

PRODUCTO 6 7 a 9 L 1R 11 12 13 14 135 16 17 18
GERVICIO 9 ' 1 & 12 2 3 e 2 3 3 1 2 3
COmERCIO e 1 1 3 9 1 3 o U 1 i 2 1
INDUSTRIA 7 [ ] 1 - 2 e 7 2 3 o 3 a2 f
TOTAL 16 2 a 20 4 S 24 - [ a S & [

L
.




SCHEDULE 1¢

FINAL STRATIFIED SAMPLING OF SURVEYED PARTICIPANTS

GEOGRAPHIC TYPE OF BUSINESS vl N}’ggEgRggnggng P°s§§§§’§g§§ e ‘
AREA ' SERVICE |coMMERCE: INDUSTRY * b{difsg cgl-{?ls‘;‘ . '..b(uizg.-f )-0150 31~60 [61~104 [105-111 OWNER .|  APH. .|.0THER | TOTAL
PANAMA 31 | 2 19 24| 18 10 11 11 12 18 37 14 1 - 52
CHORRERA 4 -3 .5 6 V5 B -1 | -1 1 9 10 1 1 = 12
COLON 6 2 2 8 2- - 1 2 Z 3 "9 ] - = 10
SAN MIGUELITO| 4 - 1 5 - - = -1 i 3 4 - 1 =5
CHITRE 2 3 5 -9 1 - -2 -2 2 4 10 - - = 10
LAS TABLAS 3 2 1 4 2 - - 3 2 L 5 1 - - 6
. . : '
RAVID 5 2 4 10 1 - 1 :2 I 7 9 2. ~ - 11
SANTIAGO 3 1 1 4 - 1 1 i1 Q 3 3|2 - = 5
AGUADULCE 2 - *2 2 2 - - -~ 1 3 1 1 2 - 4
TOTALES 61 14 40 .72 | 31 12 17 123 .22 .53 88 22, 5. o115

Total number of Surveyed participantsg - 115




Schedule MNo, 24,

EVALUACION DEL PROGRAMA EMPRESARIAL APLDE-USAID
ADIESTRAMIENTO ADMINISTRATIVO PRRA GERENTES DE PEQUENR EMPRESA

CARACTERISTICAS OBJETIVAS DE LRAS EMPRESAS 'Y LA CAPARCITACION
e CURDRO RESUMEN e

PAGINA 1~ @

T1PO DE TOTAL mMANO NQ. DE EMPLERDQS FINANCIAMIENTO/CABACITAC, COSTO TATAL OPINION SOBRE EL. COSTO
EMPRESRA/ DE OBRA DE LA ARATO
PRODUCTO EMPLERDA PERMANEN GTVENTUAL EMPRESA UD.MISMO OTROS CRPACITACION CARD REGULAR BAR

SERVICIO 388. 79 88. 49x 11.35ax 63.33% 36.£6% . 2ax% ‘6.180.06 © o.00% 11.66% a8. 33x
COMERC1O 32. 41 93. 38% 4.61% 66.66% 33.33x Q. 3% $1,354S, 09 3. Jax% 26.66% 73.33%
INDUSTRIA 267. 47 94. S8x J.41% 80.90% 20.99x% Q. 0dx 84,412,020 3. 30% 12. 0% 83. 00%
TOTAL 798.59 91.30x% 8.69% 69. S6% 30. 43% 9. 20x $12,137.020 3. 86% 13. 04X 83.21%

schedule No, 2B

EVALUACION DEL PROGRAMA EMPRESARIAL RPEDE-USRID

RDIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEQUENAS EMPRESRS

CARRCYERISTICAS OBJETIVAS DE LAS EMPRESAS Y LA CAPACITRCION

TI00 DE HORRS RECIBIDAS POR CURSO DE CAPACITACION

EMPRESAY/

PRADUCTO -3 31-62 61~104 195-1131

SERVICIO 18. 18x 8. 18x% 16.67% 46.97x

COmERCIO 19.33x bc.ll% 21.95% 26. 32%

INDUSTRIR ) 11.63x% 13.95x 29.93x%x 33. 49%
*TOTAL 14.84% . 20.31% 18.73% 46.09x
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Schedule No, 3

- Sy mr e SRR T Y e ;_‘_;_'_“.i;;.::.:::_: ....... e e s, =
I TIPO pg Qur=w g ENTERD pgg. PROGRAMg ~ RAZONES PARA ASISTIAR PIENSh ASISTIR 2}
EMPRESQ { x) AL CuRsg ( x ) A OTRos Cursgs .
s -.._._...........______--._._.__ ....... ——-__._,___..._-_.___.._--..____ Te————
1 2 3 4 s (3 7 8 1 2 3 SI x ng 3
——— —-—_______._—..__--____—-____-____....-——-.___...____..._._-__ —_— . --..._--_..._..---......__---—-_...____--._
SERvVICIg SS.90 . 66 = _a, 20.00 g, 09. 10.09" e.2 3. 33 95. 00 3.33 1.66 93.90 s 00
’ COmERCIQ s 26.56 9.9 6.5 3333 6.65, 20.00 g (1 2. 20 92.85 7. 14 2. 20 103,99 i Oa J
1 INDUSTRIQ 45.22 7.%a 7.53 s, % . ga. 15.28 1a,ap 9. 29 97. se 2.53  9.0p 95.20 s 20
el T e ik -—-—_._.______.--___._‘-..._.______.._._ ______ e L) e _..._‘...,._._......._._,___..*_____...._ e ——
' TOoOTra 47.82 . aa &-28 329,00 9.86. 13, 04 4. 34 1.73 95.61 3.52. a.g7 93.85 34 )
s S —
A, PESCRIPCIgN DE Quien g ENTERQ pg. PROGRAMA
I--.--------ti-'--..--.--I-‘I-I'.‘“-----.-..I-.
1 = Qpgpe S = Fam:_-35 v -
= Dnanclmnrs 6 = CLIisn—¢ 0 AMISTAD = .
3 - PERIODICY 7 = MINI==FRrg DE Comercyg E INDUSTRIQ
& = PEauEng EmMPS=30310 8 = Banccos

{ .- -----a.----.-nn---q-nq---nu----u---.------------- = -
1l = REJORAR CQNMIHIENTQS 3= OTRcs
S e UBTENCION DE FINRNEI“H[ENTU




\n)

Cormarn sy ol BrULnewie EMPRESHRAIAL RPEDE-USAID
ADIESTRAMIENTO ADMINKISTRATIVO ZGRA GERENTES DE PEQUENRS EMPRESAS

schedule Ho. 4A e EVALURCION DEL PRCGAAMA DE CAPACITACION o

- SERVICIO -

CALIFICARCION DE RSPECTOS DEL
ASPECTGOS PROGRAMA DE CRPACITACION

BUENO REGULAR DEFICIENTE

INSTALRCION/FACILIDADES FISICA 85. ¢0x 13.33% 1.66%
MATERIALES ESCRITOS 86.66% 13.23% <. 002
ADAPTACION/MATERIALES COND.LOC 78, 33x 21.66% Q.2d%
MEDIOS AUDIOVISUALES 63, dOx 25.00x% 19.00%
ADAPTAC/MED. AUDICVIS. COND.LDC 7i.66% 18.33% 10.90x
CCNTENIDO DEL PROGRAMA 93.33x 6. 56% 9. 0%
METODQS DE INSTRUCCION 93.33x 3. 9ax% 1.66%
CALIDAD PROFESIONAL /INSTRUCTOR 96. 66% 3.33x% Q. a0x

- - e memae s memmamm v . mee———— o ———— e ———

+ COMERCIO -

CALIFICACION DE ASPECTOS DEL

ASPECTOS PROGRAMA DE CRPACITACION

BUENO REGULAR DEFICIENTE

INSTRLACI1ON/FACIL IDADES FISICA 73.33% 20. 003 g.gg:
MATERIALES ESCRITCS 73.33x% 2§.66$ e.ee‘
ADARTACION/MATERIALES COND.LOC 66. 66% 33.33% o'eex
MEDIOS AUDIQVISUALES 66.66% 33.33% e.gex
ADAPTAC/MED. AUDIOVIS. COND.LOC £6. 66% 33.33% a.aa‘
CONTEN!DO DE). PROGRAMA B!.BG! 20.6?1 O.Eei
METODOS DE IN3TRUCCION® 93.33x 6.63% o-au‘
CALIDAD PROFESIONRL/INSTRUCTOR 93.33x 6.66% o

—— e e ——

w» INDUSTRIA =

CALIFICACION DE RSPECTOS DEL
ASPECTOS PROGRAMA DE CRPACITACION

BUENO REGULRAR DEFICIENTE

INSTALACION/FACIL IDADES FISICA 62.50% 35.28% 2. SOxX
MARTERIALES ESCRITOS 95, Jox% S.00% Q. g%
ADAPTACION/MATERIALES COND.LOC 92. Sax% 7.50% @.00x
mEDIOS AUDIOVISUALES 70.00% 25. dax S.a2x%
ADAPTAC/MED. RUDIOVIS. €OnND.LOC 75. 22x 0. ¥ax 3. oux
CONTENIDO DEL PROGRAMA 62.59% 17.30% 2. 0%
"METODOS DE INSTRUCCION 87.52x% 12. 5% T 2.00x%

CALIDAD PROFESIONAL/INSTRUCTOR 102, Qax 3. 80% 9, 20%



Schedule No,

4B

EVALUACION DEL PROGRAMA EMPRESRARIAL APEDE-USAID

ADIESTRAMIENTO RDMINISTRATIVO PARAR GERENTES DE PEQUENAS EMPRESRS

¢ EVALUACION DEL PROGRAMA DE CAPACITACION e

- RESUMEN »

ASPECTAOS

CALIFICACION DE ASPECTOS OEL
PRCGRAMA DE CAPACITACION .

DUENO REGULAR DEFICIENTE
INSTALACION/FRCILIDADES FISICA 73. 63X 21,73% 2. 60x%
MATERIALES ESCRITOS 87.92x 12.17% 3. eux
ADAPTACION/MATERIALES COND.LOC 81.73% 18.26% 2. 90x%
MEDIGS AUDIOVISUALES 66. 95% 26.28% &§.95%
ADARTAC/MED. RUDIOVIS. COND.LQOC 72.17% 29. 86% 6.95%
CONTENIDO DEL PROGARMA 87.a2% 12.17% Q. 0U%
mETCDCS DE INSTRUCCION 91.39% 7.82% Q. B86x%
CARLIDAD PROFESIONALZ/ INSTRUCTOR 97.39x% 2.60% 9, 0%




Schedule No. 5

EVALUACION DEL PROGRAMA EMPRESARIAL RAPEDE-USAID

ADIESTRAMIENTC ADMINISTRATIVO PRRA GERENTES DE PEQUENAS EMPRESSSS

CRRACTERISTICAS OBJETIVAS DE LAS EMPRESAS Y LA CAPRCITACION

® EVALUACION DEL PROGRAMA DE CAPACITACION e

TiPO DE SATISFII0 EL PROGRAMA

EMPRESA/ SUS NECESIDADES ( X ) EXPLICACION (=3

PRODUCTQ n

S1 NOQ PRRCIAL ] 1 2 3 . L = 6

SERVICIQ 76.66 3.33_ Q0.3 73.99 1.66 3.0 1.66 X1 11.66

COmERCIO 86. 66 Q.00 13.33 73.33 6.66 13.33 Q.00 2--0B 6. 66

INDBUSTRIR as. 99 3.20 10.09 2. 5@ 2.53 2.38 3.0 [ 2 7.50
2.0 9.358

TOQTAL aa. 86 3. 47 15.63 77.39 2.6@ 3.21 2.60

A. DESCRIPCION DE LOS TIPOS DE EXPLICACIGNES
SEEEAESEIoEOEAEN N AANETESIETEEAMN D NSRS SO NS EERIGRISTODMENIED.TH NS ESDDSeEn
1 = MEJORD SUS CONDCIMIENTOS 4 = NO ERR LO QUE ESPERRBA
2 = SE ADAPTO EL MATERIAL AL GRUPG S = FALTA DE DISCIPLINA
3 = ALGUNAS CHARLAS NO ERAN APLICABLES 6 = NINGLNA EXPLICACION

A SU EMPRESA

WS e —m e S - —————— N ETN U AN AR RN R RGN N ANOEATARE S S BN e
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Schedule No, 6A

CARACTERISTICAS OBJETIVAS DE LAS EMPRESAS Y LR CAPACITACION
EVALUACICN DEL SEGUIMIENTO A LOS PARTICIPANTES

TIPO DE COMD SE SIENTE CON LR CRPACITR DEBE CONTINUAR EL PORQUE DEGE DE HA RECIBIDO RDIEST
EMPRESA/ CION RECIBIDA ATRAVE2/PROGRAMA PROGRAMA CONTINULAR ADICIONAL DESPLES
PRODUCTO
INSATIS NI INSATIS SATIS

FECHO NI SATISFE FECHO St NO 1 e 3 SI NO
SERVICIO Q. 20 19.00x 99. dax 98.53%x 1.67x 2°.67% 3.33% 15.20x ‘26.67% 73.32x%
COMERCIO d. dax &.672 93.33x 1323, 00x% 9, 30% S..33% 13.33% 33.33x 26.67% 73.33%
INDUSTRIA 2. 59x% S. 0 92.359x% 103, 20x 2. 00x% 72.52%  5.39% 22.59% 29, 0% 893.00%
TOTAL 2. 87x 7.83x 91.30% 99. 13x 2. 87% 74.78% 5.22% 22.28% 24.33x% 73.65x%

R. DESCRIPCION DEL PORQUE DEBE CONTINUAR
-..---.-.-.----.-.-.----I----..---.----'-l----- s -EWESOSaARD
1 = ES OE BASTANTE AYUDA

€ = DEBE CONTINURR CON UN ENFOQUE TECNICO RADMINISTRATIVO
3 = PARA PRUFUNDIZAR MAS




Schedule 6B

EVALURCION DEL PROGRAMA EMPRESARIAL APEDE-USAID
ADIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEOUENRS EMDRESAS

o EVALURCION DEL PROGRAMA DE CAPRACITACION ¢

» SERVICIO =

MORARS- DE CRPACITACION

De @ & 30 Horas
De 22 & 62 Horas
De 60 a 104 moras
De 1@4 2 11] Horas

SATISFI10 EL PROGRAMA
SUS NECESIDADES

SI 8O PARCIAL
76.72% e, dax ET.&7
60. oax 20, Q2% 20. agx
80, dax 10, Qdx 10, QOx
ae, a3x Q. eax 19.13%

* COMERCIO «»

HORARS DE CRPACITRCION

SATISF1Z0 EL PROGRAMA
SUS NECESIDRDES

De 0 a 30 Horas
De 30 & 60 Horas
De €0 a 1Q4 horas
De 104 o 111 Horas

* INDUSTRIA =

HORRS DE CAPACITACION

SI NO PARCI A,
100. COX Q2. oox [ 42
102, 0% Q. 0% Q. 0Qw
100, Qax 0. 0ax% Q. 0o
81.82x% Q. a0x 18, 18x%

SATISFI20 €L PROGRAMA
SUS NECESIDALES

De @ & 32 Horas
De 30 a €2 Horas
De €0 a 104 Hurasg
De 104 & 111 Moras

Sl NO PARCIAL
102, 00 0. 0% 0.;;;
102, edx 2. qox . Qx
E€3. €4x 18. 18% 18. 18%
92.31% Q. Ox 7.£9%

»* RESUMEN =

HORAS DE CAPACITACION

De @ » 30 MHoras

De 22 a €0 Mouras
De €2 & 1Q4 Huras
De 104 a 111 Horas

SATISFIZD EL ERGGRAMA
SUS NECESIDADES

S1 NOD PRRCIAL
63, 32x% . 0ox 1E.67%
8. 02x 10, ¢0x 10. e0x
73.91% 13, Q6% 12,04
84, T2x Q. Qex 15, 482
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Schedule No. 7A

EVALUACION TE1. PRAOGRAMA EMPRESARIAL RPEDE-USAILD
HDIESTRAMIENTO ADMINISTRRTIVO PARA GERENTES DE PEQUENRS EMPRESRS

CARACTERISTICAS O2JETIVAS DE LAS EMPRESAS Y LA CAPRCITACION
OPINIONES SW CUANTO AL PRCGRRMA DE CRPACITACION

FUE BENEFICIOSO | PORGUE
EL ADIESTR-MIENTO [ ]
SI NO 1 e 3
SERVICIO 98.33 .66 . 93.33 3.33 3.33
COmMERCIO0 122. 00 3. 00 109. 00 9.9 9. 230
INDUSTRIA 97.52 2.350 95. 08 2.59 2.50
TOTRL 98. 26 1.73 94.78 2.60 2.62

DESCRIPCION DEL PORQUE FUE BENEFICIOSO

nm- mmw L1 1] BUEFEALEARRNAEZDINEE RS
1 = MEJORO SU CRPACIDRZ DE MANEJAR SU NESOCIO
2 = MO SE PUSQ EN PRACTICA LOS CONOCIMIENTOS
3 = NADA




achadulie D

E /4. UACION DEL PRDGRAMA EMPRESARIAL AREDE-USAID
ADICSTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEDUENAS EMPRESAS

® EVALUACION DEL PRDGRAM& DE CAPACITACION e

» SERVICIO =

CONSIDERA QUE EL ADIESTRAM

HORAS DE CURSD HA S1DO RENEFICIOSO
51 NO
De 2 a 20 horas 100. 2% 9. 00x%
De 32 a 62 Moras 100, 00% 9. 00%
De 60 & 124 horas 92. Q0% 10, 00x
De 10+ a 111 Horas 122, pdx 2. POx%

* INDUSTRIA =

CONSIDERA OUE EL ADIESTRAM

HORAS DE CURSD HA SIDD FENEFICIOSD

S1 NO
De @ a 30 Horas 102, 20% Q. aax
De 32 a 62 Horas 102, 2ox 2. Q0%
De €0 a 134 Horas 190, 0Q% 2. 2ax
De 124 a 111 Horas 96. 15» 3.85x%

* COMERCIO '

CONSIDERA DUE EL ADIESTRAM

HORAS DE CUARSO HA SI1DD BENEFICI0SO

51 NO
De @ a 30 Horas 10Q, fox 2, dBx
De 30 » E? Horas 102, dQx Q. 00
De €@ & 104 Horas 1002, eex @, fax
De 104 a 111 Horas 182, fox @, dax

* RESUMEN =

CONSIDERA OUE EL &OIESTAAM

HORAS DE CURSO HA SIDO EENEFICICSD

51 ND
De @ 4 32 Horas 102, eOx 2. 0an
De 32 a 6] Horas 122, pax f. 02x
De ER a 104 koras 95. £3x 4, 353
De 104 a 111 Horas 98.81% 1.119%
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Schedule No, 8 : 00 2
TIPO DE RECIBIOD
EMPRESA MATERIAL = TIPD DE CAmBIO
DIDACTICO LO usa - (%)
SI NO S NO 1 = 3 & S (3 7
SERVICIO 93.33 6.66 78.57 21.42 40.29 35.0@0 13.00 2.32  3.33 1.66 S.ea J
COmERCIO 86.66 13.33 84.61 15.38 49.09 13.33 12.33 .20 13.33 6.66 13.33 e/ =
INDUSTRIA 120.30 2.2a 92.2% 10.v0 35.29 2. 23 3. 90 2.50 2.50 7.3 17.50 e
TOTAL 94.78 S.21 83. 48 10.43 o

DESCRIPCION DE LOS TIPOS DE CAMBIDS

--.-..-.-..-------.---‘---'----.---

= DARLE MAS TIEMPD A LOS mODULOS

= NINGUND

= HOMOGENIIAR LOS FAUPOS °

= ENTREGAR EL MATERIAL ENTES QUE
INICIE EL SEMINARID

LN -

16. 51 38.26 30.43 11.30 2. 86 4. 34

S = MEJORAR LAS INSTALACIONES Y HORARIO
& = ELEVAR LOS CONTENIDOS
7 = DARLE SEGUIMIENTO

4. 34




Schedule No. SA .

CRRACTERISTICAS OBJETIVAS LE LAS EMPRESAS Y LA CAPRCITACION ¥
* EVALUACION DEL PROGRAMA DE CAPACITACION = esEsEssnswe

TIFO DE mEJDRO SU :
EMEIESA/ MNEGOCIO LA NUMERD DE EMPLEADOS VENTAS MZNSUALES =
PAGZLCTO CAPACITACION - :
SI - NO ANTES DESPUES PROXIMOS 2 ANOS ANTES DESPUES  PROXIMOS 2 ANGS
SERVICIO S2.20x 10.20 288.00 353.90 418.92 8452, 230 $572,850 $827, 522 o=
CONERCIO 129.02% @. 900 a8. 02 51.92 74.02 887,150 ' s114,500 8135, 100
INDUSTRIA =~  95.29x 5.9 234.02 262.02 335. 23 3368, 452 $487,470 saal1, 220 ;
TOTAL S3.04% 6.96% S72.20  £58.20 - . B827.@2 - %925,633 81,174,820 81,765, 242

e —

Schedule No. 9B ; ; - -

T R e W ey —— N —— == s —
CARACTERISTICAS OBJETIVAS DE LAS EMPRESAS Y LA CAPACITACION .
® EVALUACION DEL PROGRAMA DE CAPACITACION Ssnssecasmns - T

TIPO DE MEJORO SU
EMPRESA/ NEGOCID LA NUMERD PROMEDIO DE EMPLEADOS VENTRS MENS "
PRODUCTO CAPACITACION Ss g st YNl L 2

ST NO ANTES DESPUES PROXIMOS 2 ANOS ANTES DESPUES  PROXIMOS 2 ANOS B
SERVICIO S9.20% 10. 02 S. 54 6.57 - 7.89 %9, 22 $19,808 - 13,92
COMERCID 103.20x @.@0 ° - 3.20 - 3,40 4.93 . 36, 225 7,633 39, 073 =
INDUSTRIA 95.93% 5.0 6.52 7.98 - 9.e3 812,836 813,927 822,891 z
TOTAL 93.04xX 6.96x% 5.53 6.32 7.88 9, 241 S11,426 817, 305 i
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Schedule No. aC

EVALUACION DEL PROGRAMA EMPRESARIAL APEDE-USAID
ADIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEQUEMAS EMPRESAS

CARACTERISTICAS OBJETIVAS DE LAS EMPRESAS Y LA CAPACITACION
) CLASIFICACION OE EMPRESAS POR NIVELES DE VENTA |

VENTRS X (MILES)

HENSUQLES\

VENTRS % (MILES)

VENTRS % (MILES)

EMPRESA ANTES DESPUES . 2 ANOS
PRODUCTO -1 1-18  10-59 - =2+ -1 1-19 10-%0 59 - - -1 1-18 10-30 ZQ+¢
SERVICIO 1.1l 20.42 41.48 236.99 9.39 18.33 47.82 33.25% . 9.18 17.97 40.68 41.17
COMERCIO 1.57 69.41 29.02 3. 00 . 1.73 43.63 37.64 2.09 1.18 42.56 36.23 2.00
INDUSTRIA 1.13 12,97 Sa.76 27.14 Q.77 18.32 335.78 45.13 - 2.23 12.83 28.98 T8.74
TOTAL 1.16 22.06 47.36 29.42 2,78 20.61 43.76 34.83 .29 17.16 36.%58 45.99
Scbgéule No, 9D
EVALUACION DEL PROGRAMA EMPRESARIAL APEDE~-USAID
ADIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEQUENAS EMPRESAS
CARACTERISTICAS OBJETIVAS DE LAS EMPRESAS Y LA CAPACITACION
CLASIFICACION DE EMPRESAS POR NIVELES .DE EMPLEQ
TIPO DE EMPLEADOS % EMPLEADOS % EMPLERDOS %
EMPRESA ANTES DESPUES - .2 ANQS +°
PRODUCTO 1 -5 6-15 16 + 1 -5 6~15 16 + 1 -5 6-15 16 +
SERVICIO 65.38 26.92 7 69. 64.81 54 87 11.11 r50 94 3 "
] - [ ] - L] \J?. 74 1 1 [ 3
COMERCIO 86.67 13..33 2. 00 86. 67 6..67 6..67 86.80 13.33 6}63
INDUSTRIA 75.08 16.67 8.33 '91.35 37.84 10.81 48.54 48.65 10.81
TOTAL 71.84 21.36 6. 80 63.21 26.42 10.38 ©91.43 38.10 10.48


http:75.00.16.67
http:NIVELES.DE

Schedule 9E

EVALUACION DEL PROGRAMA EMPRESARIAL RPEDE~USAID
ADIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEDUENAS EMPRESAS

* EVALUACION DEL PRDGRAMA DE CAPRCITACION »

* SERVICID =

HGRAS DE CAPACITATION . MEJORD SU NEGDCIG

S1 NO
De @ 2 32 horas 102, cOx 2. 20n
De 30 a EQ Horas EQ. d@x 40, 0O%
De 62 & 104 HOras aa, aox 20. pax
De 104 a 111 Horas 9T. Tax 4, 26%

* COMERCIO =

HORAS DE CAPACITACION MEJORO SU NEGOCID

BI NO
De @ a 30 Horas 1092, 20x 2. pax
De 30 a 60 horas 109, 00x 2. POx
De 62 a 104 Horas 100, 20x 2. d0x%
De 124 4 111 Horas 102, o@x Q. eax

* INDUSTRIA =

HORAS DE CACACITACION MEJORD SU NEGOCIOD

s1 . ND
De @ a 32 Horas 120, eox 2. dox
De 32 a 60 Horas 100, e@x Q. 0%
De 60 a 104 Horas 90. 91% 9. 29%
De 104 a 111 Horas 9E. 15% 3, 8%%

* RESUMEN =

HORAS DE CAPRC!ITAZION MEJGRO SU KWEGLCLID

' s NO
De @ a 2] moras 102, 2% Q. vz
De 30 a £¢ horas 8. eox c@d. 0
De 62 a 104 horas 86, 9% 12, @4

De 104 a 1:] KHoras 96, 432 3. 57%




Schedule 97

EVALURCION DEL PROGRAMA EMPRESARIAL APEDE-USAID
ADIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEDUENAE EMPRESRAS

CLASIFICACION DE EMPRESAS POR NIVELES DE @ VENTAS e

» SERVICIO =

HORAS DE VENTAS % (MILES) VENTAS % (MILZS) VENTAS » (MILES)

ADIESTRA ANTES : DESPUEE & ANDS -

MIENTO -] 1-12  19-5@ A+ -] 1-1@ 10=-5@ b1 -1 1-12  10=-5@ 0

f A3 1. 620 €£3.01 50 33782 2.0 2.0 7%, EEf 24. 16 Q. 02 Q.A¢ 45,25 T4.65 Q.22

20 A &0 0.0¢ 6.72.93.28 0.0 1.6 10.60° 88.34 e.02 .90 13.98 BE.QZ Q.00

60 A 10w 2.7% 2. 94 6.23 @8.2 Q.25 &, k2 7.06 BB, &7 0. 03 4,81 6. 3% 6E.81

106 A 111 -1 2.30 Gh.15 Q.00 1.28 18.75/ 80.16 2. 00 D, 36 c2.47 S6.87 20.31
» COMERCID =

HORAS DE VENTAS <« (MILES) VENTARS |, % (MILES) VENTRS % (MILES)

ADIESTRA ANTES DESPUES 2 ENOS -

m1ENTO o | i-1@ 10-%50@ =0 =] 1=1@ 10-5a {03 =] 1-10 1¢-5@ 2+

& A 32 S.28 94. 7w 2. a0 Q. ax 2. 02 100, 20 3. 0 Q. 2 Q.00 102, 00 Q. 00 2.0

32 8 62 2.22 128.02 .22 .00 0.00 4C.02 E2.20 2.00 0.00 40.00 ED.0Q 2.0¢

EC A 14 .38 96.862 Q. R 3. 00 b, WE Q.20  FE. %4 Q. a0 Q. .00 10, A2 "

Q& A 111 212" 18,75 7B.13 2, a2 e 35.._::.5 . Ei. &2 Q. 2.1 7R ITIINELISR Q.02
# INDUSTRIA = v

HORAS DE VENTRS =% (mMILES) VENTAS %X (MILES) VENTAS » (™]LFS)

ADIESTRA ANTES NESPUES & aNDS

MIENTD =1 1=1 190=52 {8 =} 1=10 1Q-%0 TR -1 1=-1C 18=%2 Tare

¢ A & 2.08 a,.ad 135,92 2. a0 0. 3= e. 66 . v

I A &R Q.00 4,11, 95,89 Q. Q. 54 C.0d 11,50

ER A 104 3.%« 4B.23 4B.23 .00 2.00 %a.7T 4T.ZL Q.00 ¢. 2% 38.4%

104 A 111 1. 17 c. 22V ZB.14 3B.37 1,03 &, EE, 32,3 Si.T4 Q.ce 9.€3

7




Schedule Ho., 10A

EVALUACION LEL PROGRAMA EMPRESARIAL APEDE-USAID

ADICSTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEUUEMAS EMPRESAS

CARACTERISTICAS DBJETIVAS DE LAS EMPRESAS Y LR CAPACITACION
* EVALUACION DEL PROGAAMA DE CRAPACITRCION =

<120 DE

ZwoRESA/ ACTIVOS PRESTAMDS .

Z20DUCTO

ANTES  DESPUES PROXIMOS 2 ANGS ANTEB DESPUES  PHOXIRDS 2 ANOS

==RVICIO $1,860,673 2,265,700 82,922,200 $1,062,000 ®1,249,520  s1,493, 029

ORERCIO $395,000  $649,500 783,000 $279,508  s1@3, 000 96, 020

INGUSTRIA 81,046,232 81,507,500 81,858,100 $134,000  s286, 500 $243, 200

TOTAL $3,501,907 84,423,100 5,565,300 $1,475,300 $1,637,000  $1,829,309

oo e
Schedule No, 10B
ST L oiH e el s R -_-_,_-—-_____._.__.__ i
SSRACTERISTICAS OBJETIVAS DE LAS EMPRE et T g S Ion Y =R =t
SAS Y LA CAPACITACION =
CLASIFICACION DE EMPRESAS POR NIVELES DE ACTIVO e \
3 TIPO DE
EMPRESA Bty EA(NILES ) S ACTIVOS X (MILES) ACTIVOS x S
il - €S 2 yos %_miLes)
ey L) (D) =C -1 1-18. 18- s -1 W e sa Bl e
SERVICIO 3 - =
COmERCIO oXsa i oo aras L aros e ) ) AN 9.90. 2.95 19.37 77.6
INDUSTRIA oy 1R a i S e3:a3 9.23  2.S: 22.16 76.99 0:93 2.35 12,83 83 sy 3
et o e : 2336708 9.89  4.86 24.98 70.2a a3l 221025 ao ot o
Ta0nTe AL 2 N e —— e e L A k, ‘
11 6.31 23.35 79.22 ©.97 4.98° 22.75 73.09 D00 B




Schedule 10C

EVALUACION CEL FROGRAMG EMPRESARIAL RPEDE=-USALD
ADIESTRAMIENTC ALMINISTRATIVO PARA GERENTES DE PEQUENRS EMPRESAS

CLASIFICACION DE EMPRESAS POR NIVELES DE ® ACTIVOS

* SERVICIO =

nORSE DE ACTIVOS % (mILES) AZTIVOS % (MILES) ' ACTIVOS % (MILES:
HDIESTRA ANTES DESPUES Z ANDS <

*1ENTO -1 =10 12-Sa o~ -1 -1 10-22 TR -1 1=10 10-%2 =a.
¢ & 20 .20 3,43 27.8% 62.7: Q3=  B.66 Z6.29 EZ.%4

‘g A R .02 19.23 8R.77 Q.00 0. 7.69 15,38 7e.92

EQ A i0- @.24 2,5 1:.%0- 83,69 @.02 2,99 18.8% ' 78.16

104 £ 111 .11 2.4 19.12' 80,31 Q.06 2.65 2z.07, 7%.23

* COMERCIO =

HJRAS DE ACTIVCS 2 (MILES) ACTIVOS % (MILES) RCTIVOS x (MILES)
ADIESTRA RANTES DESPUES & ANOS «

RIENTO -1 1=-19° 1e-50 Ide =1 -1@ 10-20 =0+ -1 1-182 19-%a S

Q@ AR e C.ea 4.95 95,2 e. e - Q. o .00 == bk, &iy v Q.00 0.0 62,00 40,00
3d A BQ @, 2o P02 36,44 B£3,%¢ 2. 0¢ @.92 38.02 E£1.98 2. ee e. 00 0. 0R

EQ A 10a 2.33 Q, da 0.0 95,07 2. 00 1. 74 .20 938,28 2. 00 c. 93 9. 2

106 A 122 2. 02 1.16 29.79, 59,02 Q. da .19 5. 48 89,34, 2. o0 ., 12 4, 3%

* INDUSTRIA =

HERQS DE RACTIVOS % (MILES) ACTIVOS % (MILES) RCTIVOS % (mI_zZ5)

Q:JIEETPQ ANTES DESOUES € ANDS -

MIENTO =1 1-18  1o-50 Z0e =1 1-10 10-50 o =] 1-120  1p-xa .

? A 2a .12 Q. 02 C.e2 93,88 3. e 1.EE. 14.71° B4, Q3 @, e 1.EE |=,7! a..p

g E Ei"_ S0 100, 02 W, T 2. @ L E R S T L AR X 0. e2 S22 00 Be, 2 Wt

6% = 134 2.11 10, 36 15.54 73,93 €. .3 7,23 8.41 B4.14 2. o¢ 2.0 Eh 4 7%, Ot

18« A 111 Q. 1t 1.3 29,15 %3.37 €. 08 €. S8EI3T 7 e p R . RE .56 FE.I0 TIL1E
~




Schedule 10D

EVALUFZION DEL PROGRAMA EMPRESARIA. RPEDE=-USAID
ADIESTRAMIENT. RDMINISTRATIVO PARA GERENTES DS PEOUENRS EMPRESAS

CLASIFICRCION DE EMPRESAS POR NIVELES DE o FI'-;EBTFHGS »

- SERVICIO =

WO=S8 DE PRESTAMOS » (MILES) FRESTAMOS % (MILES) PRESTAMOS » (MILES)
RUIESTRA ANTES DESPUES 2 ANDOS -

MIENTO =1 1-1@  10-30 Se+ =1 1-1@ 1a-32 Se- -1 1-10 10-50 So=-

2 A 3 .20 8,47 91.53 0.00 2. ke .54 97. 46 CACL .28 21.74 32.43 47.83
32 A &2 e.2¢ @.e09 .29 2. @90 2.0 Q.02 .00 100.c0~ Q.00 2.00 10,00 9. 0
60 A 124 2. 00 2,20 35.25 64.71 2,00 2. 22 2.20 100.00 2. 09 .02 100,00 2. 22
194 A 111 2.20 Q.20 9.2, 90.78 Q.90 1.66 17.29 @81.e5 2. 20 1,88 5. 85 2.27

#+ COMERCIO =

HOARS DE PRESTAMOS % (MILES) PRESTAMOS % IMILES) PRESTAMODS = (MILES)
GDIESTRA GNTES DESRUES c ANJS =+

MIENTO =1 =18 12-3@ S0+ =] i-1e 1¢-30 S0w =] 1-18  10=-Z2 Q-

2 A 30 2.00 3. ZE E9. 44 Q.0 2.0 15.3% 80.e% ¢. ad Q.22 120, 02 2. 00 2. 0
g A &R 2.0 Q.22 100, 00 2. 00 a. o 0. 02 V.9 2. 02 2. 02 @, 02 Q.00 2.0
ER A 104 2, 0 o, o 2. 0 Q.22 Q.93 2. 00 . 02 2. & 9. 2 9. 03 . 00 2. 02
idk A 111 2. 2@ 2.76 38,07 59.17 % Q.00 1E.67 ©.00 83,32 - Q.00 12.08 25,00 EI.00

#* INDUSTRIA =

HORAS DE PRESTAMOS % (MILES) PRESTAMOS % (MILES) PRESTAMOS % (MILES)
ADIESTRA RNTES LESPUES € SNOZ

FIENTO =1 1-19 10-%52 o+ =] -1 1h=-5e 0. =1 =19 M- -

e R/ 3¢ Q. e 2.22 122, 02 Q.0 « B.02 .
St A ERQ Q.00 Q02 100, o 2. 0 .0

3\b¢
(i WV

€.
o et

2 A 104 .o E.333 0.0d 91,67 14 SodE)
108 & 111 0.0d 38.4é E1.54 £.00 2. 02




Schedule No. 11

EVALURCION DEL PROGRAMA E£MPRESARIAL APEDE~USAID
ADIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEQUENAS EMPRESAS

CARACTERISTICAS OBJETIVAS DE LAS EMPRESAS Y LR CdPﬂClTRCION
EVALURCION DEL SEGUIMIENTQ A LOS PARTICIPANTES

TIPO DE HAN RECIBIDO NUMERD 0C HAN S1D0 OPINION DISPUESTO A
EMPRESA/ VISITAS APEDE VISITAS UTILES (%) PRGAR VISITA
PRODLCTO .

sl1 NO DE 1-3 3-10 18 0 + st na 1 2 s1 Na
SERVICIQ aa.22 20.0 iz 13 2 a5.%2 14.38 63.08 15.03 7@.90 286.33
COMERCIO 86.66 13.32 a 4 1 129.¢0 9.3 93.33 6.66 73.33 26.66
INDUSTRIA 85.00 15.99 2s a 1 82.35 17.65 B83.09 15.48 82.%3 17.59
TUuTAL 82,63 17.39 66 -t 4 86.32 13.68 86.93 13.91 74.78 24.3%

RA. DESCRIPCION DE LAS OPINIONES
BESAUNNENERSSERANELMNEREGORY Esmume
1 = HAN RESUELTO PRODLEMAS

2 = LAS VISITAS SON ESPORADICAS Y POCO PRADUCTIVAS




Schedule No.

.12

EVALURCION DEL PROCRAMNA EMPRESARIAL APEDE-USAID
ADIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEQUENAS EMPRESAS

CARACTERISTICAS OBJETIVAS DE LAS EMPRESAS Y LA CAPACITACION

T1PO DE MEJORO SU NEGOCIO ;

EMPRESA/ CON LA EXPLICACION EN CASO POSITIVO EXPLICACION EN
PRODUCTO CAPACITACION CASO NEGATIVO

SI NO 1 2 3 » 3 6 7, a | 2

SERVICI1O F9. 2% 12.23% 12.96% 20.37x 3.36% 2&.07x% 9.2e% IS.Sé;' 1.85% 3.7ex 16.67% 16.67x
COmERCIO 139, d0x 9. 2ux 6E.67T% 4B.E7% 9,932 32 3=x 9. 0ex 6.67x% 9. 0% 6.67T% 3, % @. ddx
INDUSTRIA 95. 0% 3. 20 15.79% 23,.68% 2.632% 3E.B4x 5. 26% 2.63x S.26% . 2o B N 9. ddx
TOTAL 93. vhx 6.96% 13.98% 25.21x 3.74% 29.91% 6.54x (l1.21% 2. B2x 2. 801 12.50% 12. San

A. DESCRIPCION CE LAS OBSERVACIONES S1 MEJORO SU NEGOCIO CON LA CRAPRCITACION

N NS S S S L A A S S SS S E  AE AESES  AS E EEAER AL SRS D

I = AUNENTO DE VANTRS

2 = EN LA CONTADILIDAD

1 = MEJIRO EL MANEJO LABORAL
- -

ME RAYUDD A CONDCER ml NEGOCIO

B. DESCRIFCION DE LAS C3SERVAC!ONES NO MEJORO SU NEGOCID CON LA CAPACITRACION

...------“--.-.------au-------..----..------u---o4n.-------n----.-.a-l-----

1 = POR CAmMBIO CE LOCAL
2 = NO PUDO APLICAR LOS CONOCIMIENTOS

S = BAJO EL COSTO DE PRODLCCION

6 = NINGUNDO

7 = EN EL MANEJO DE INVENTARIOS
B = EN EL CONTROL DE CALIDARD




Schedule No. 13

EVALUACION DEL PROGRAMA EMPRESARIAL APEDE-USAID

ADIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEQUENAS EMPRESAS

CARACTERISTICAS OBJETIVAS DE LAS EMPRESAS ¥ LA CAPACITACION

TIPO DE COm0 CONSIDERS EL CONSIDERA QUE EL ADIESTRAM OBSERVACIONES SOBRE
EMDRESA/ COSTO DEL PROGRAMA OBSERVACIONES SOBRE EL COSTO HA SIDOD BENEFICIDSO SI HA SIDO BENEFICID
SRCDUCTOD T
CARO REGULAR BAARATO 1 2 3 4 = - EL NO 1 a 2

SERvITIO 8.0 11.67x a5, 33x EE.S7X  B.33x 13.00x  B.3e% 12 00x 98.33% 1.67% 96. 55x% 3.45x%
=CrEActo 2.d9%  26.E7x 73.33x 62.00% Z20.MMX  B.E7X  G6.67% &, 67x 109, 2ox . dUx 100, 20x 0. 2ux
iNOUSTARIA 2.%a%X 12.26X @7.18x% 77.50% |9, 80x 7.%0x 2. 527 . =A% 97.Sex 2. 50% 97. 44x 2. 5ax
TrJdrac d.88% 13.158% 85,36% 69.57% 19.43x 1)1, 30x 1.74%  6.96% 94. =6% 1.74x% 97. 32x% 2. 68%

A. CESCRIPCICN DE LRS OBSERVACIONES SOBRE EL COSTO DEL PROGRAMN DE ADIESTRAMIENTO DE LA RPEDE

.J--;.....-.4..---.---.-------..
1 = SE RPRENDE BASTRANTE

2 = ALTA CALIDAD DE EXPOSITORES
3 = CURSOS SIMILARES SON MAS CRROS

4 = POR CONDICON ECONOMICA DE LA EMPRESA
3 = ESTA AL°ALCANCE DE LOS PARTICIPANTES

b. DESCRIPCION DE LRS OBSERVACIONES SOBRE EL BENEFICID TRAIDO POR EL PROGRAMA DE ADIESTRAMIENTQ
SRS s SssssssnE RS s s RERa s .. SRLsrssascesssEesEEEss .. et L

Il = MEIORO SU CAPACIDAD DE MENEJAR EL NEGOCIO
€ = NO PUSO EN PRACTICA LOS CONUC[®IENTOS ADOULRIDOS




EVALURCION DEL. PROGRAMA EMPRESARIAL APEDE-WUSAID

ADIESTRAMIENTO ADMINISTRATIVO PARAR GERENTES DE PEOUENAS EMPRESRS

CARACTERISTICAS OBJETIVAS DE LAS EMPARESAS Y LA CAPACITACION

INDUSTRIA

noDULOS

Schedule No, l4A

FRECUENCIA DE PRIORIDADES POR HODULO

TOTAL
ND 1 2 3 LY 3 6 7
CONTABILIDAD (ADM.CONTRBLE) 2 2o s 3 s
COST0S € INVENTARIOS "] b 8 9 ? z ; ; ::
ANALISIS CE REG. Y ESTADOS FIN 2 e 2 12 a "9 4 s Y
FLUJO DE CAJA ¥ PTO.ERUILIBRIO 3 o 3 4 &
= . iy 7 7 8 LT}
MERCADEQ v VENTAS 2 3 14 3 & 'S 1 3 49
ADMINISTRACION DE LA PRODLCC. 3 N 3 9 3 s 9 2 0
PLANIFICACION DE LA EMPRESA 3 3 s 3 S 3 3 t1 4
COMERCIO
FRECUENCIA DE PRICRIDADES POR MODULD
mOOL 0S TOTAL
ND 1 2 3 Iy s 6 7
CONTABILIDAD (AOM.CONTARELE) "] [ 2 4 2 4] 1 -] 15
COSTOS E INVENTARIOS D 1 3 L] 1 1 3 4 13
ANALLISIS DE REG. Y ESTRADOS FIN < Q 3 1 3 2 t 2 13
FLUJO DE CAJAR Y PTO.EQUILIBRIOD 19 -] Y 2 LY 2 "} 2 13
MERCADED Y VENTRS 1 LY 1 1 Q [ 9 4 13
ADMINISTRACION DE LA PRODUCC. r4 3 1 1 1 t o 2 13
PLANIFICACICN DE LR EMPREEZR I 1 3 t 2 1 2 L 2 15
_é‘;ERV-I cro '~ - T Tttt T TE e T -
FRECUENCIR DE 9RIDORIDARDES POR maCULO
MODULOS — TOTAL
ND 1 2 3 4 s 6 7
CONTABIL_IDAD (ADM.CONTARBLE) a 29 10 7 3 L3 - 3 1° 60
COSTOS E INVENTARIOS 1 3 13 13 a b+ 7 6 63
ANALISIS DE REG, Y ESTADOQS FIN a d 8 11 1a 14 7 & [T}
FLUJO DE CARJA Y PTO.EQUILIBRIO 2 1 7 LY 13 12 11 10 [1"]
MERCALED Y VENTARS 1 9 7 13 a 11 [ b+ [1"]
ADMINISTRACION DE LA PRODUCC. 3 7 9 a 3 [ 12 10 &
PLANIFICACION LDE LR EMPRESR 3 a LY [ 3 7 13 16 ("]

NOTA: nD= NO DEFINIDR’

N.B. The process followed in arriving at

1= ] points ; 2
6= 2 points and

7= 1 point.

CURDRO NO. 3

priorities was to assign points as follows:
= 6 points; 3= 5 points;

b=

4 points; 5=

3 points

Points are then totalled for each module and the priority is determined on
the basis of the number of points: the higher takes precedenc- over the lower.



AD

SERVICIO

EVALUACION DEL PROGRAMA EMPRESARIAL APELE-USAID
IESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE FEOQUENAS EMPRESAS

CRAAACTERISTICAS OBJETIVAS DE LAS EMPRESAS ¥ L3 CRPRCII"F&CION-

Schedule No, 14B

L PORCENTRJE DE FRECLENCIA DE PRICRIDAD POR MODLLO L]

FRECUENCIA
mMOoODULO TOTAL POR
FODULD NO-DEFI 1 2 3 4 3 . B 7
CONTABILIDAD (RDM. CONTAELE) 68 0. eox 30.00x 16.66% 11.66% 8.33x% 6.66% S.0ux 1.66x%
COSTOS £ INVENTARIOS 69 1.66% 8.33x 25.00x 21.856%  _13.33x 8.33x 11.66% 19. 99x
ANALISIS DE REG. Y ESTRDOS FIN 69 9. 2% Q. 2dx 13.32% 18.33x 26.66% 23.33x 11.6Ex 6.66%
FLUJO DE CAJR Y PTO.ECQUILIBRID (1] 3.33x 1. E6x 11.66x E.cox 21.66x% V. dox 18.33x 16.66x
MERCADED ¥ VENTAS (1] 1. 66X 15. 00x 11.6Ex% 2l.cax 13.33x 18. 32x 13. 0% 8.33%
RDMINISTRACION DE LA PRODUCC. EQ 3. 00x 11.66% 135. 2ax 13.23x 8.33x 19, vux 2d. 3dx 16. E6x
PLANIFICACION DE LA EMPRESA 63 8.33x 13,32z G. 66X 6. ca% 3. 02x 11. 66% 21.66% 26.66%
COmMERCIO -
FRECUENCIA . PORCENTARJE DE FRECCENCIA DE PRIORIDAD POR mODULLO -
HMODuUuLO TOTAL POR
mODULD MO-DEFI 1 2 3 4 3 & 7
CONTARBILIDAD (ADM. CONTRBLE) 13 2. 2ux 40, 20x 13.331x 26.66% 13.33x 2. 00% 6. 66% 9.cex
CCSTOS E INVENTARIOS 135 2. 0ax 6. 66X 20, dax 26. 66X 6.66% 6. 66% 20. ax 13.33x
RNALISIS DE REG. Y ESTADOS FIN 15 2. 0% 0. 2ax 20, DOx 6. 56% 33.33x 2. dox 6.66x 13.33x
FLUJO DE CAJA Y PTO. EQUILIBRID 15 6. 66% 9. dax 26. 86x 13.33x 26, 66% 13.33x 2.90x 13.33x
MERCALED Y VENTAS 15 6.66% 26.66x 6.66% E. 68% 2. 2ox 49, VX 2. dux 13,33
AMMINISTRACION DE LA PRODLCC. 15 13, 33x 29, J0% 6. 66X 6.56% 6. 66X 6.66% 26.66% 13.33x%
PLENIFICACION DE LA EMPRESA 15 13.33x 6. 66X 6. 66% 13.33% 6. 66X 13.33% 26. 66% 13.32x
INDUSTRI A
FHECUENCIA ®  PORCENTAJE DE FRECLENCIA DE PRIORIDAD POR MODULO o
mODULGDO TOTAL POR ———- ——— ——— -
mODuULO NO-DEFI 1 2 3 4 3 ([ T/
CONTABILIDAD (ADM. CONTABLE) %2 5. 90x Z9. 2ax 12.5ax% 7. %0x 12, sex 7.50% 2. Sax 2. Sox
COSTOS E INVENTARIOS 49 2. 2 12. 0% “20. 20x 2. Sax 17.52% 15.20x 7. 5ax 7.50%
ANALISIS DE REG. Yy ESTADOS FIN %3 S.02x 2. vax 3. 0% S, vax 29, 3% 22. Sox 19, 2% 12.5ax
FLUJO DE CRJA ¥ PTO. EQUIL1BRIO 59 7. 250x% 10, 03% 7.%0x% 12, d0% 15. 3% 17.%ax 17.=ax 15. 00
MERCADEQ ¥ VENTRS 43 3. 20x 12.50% 25, 00x% T.S0x 10. 2% 19, dan 12. 59x% 7.50%
ADMINISTRACION DE LA PRODUCC. 4Q 12, Sax 14, 00x 7.50% Z=.Sox 7.%ax 12.S2% 22.50x% 3. 0%
PLANIFICACION DE LA EMPRESA -2 12, Z0x 7. 350% 12, 50x 12.5ax 12. Sex 7.50% 7.53x% 27.50%




i

Schedule No, 15

EVHLI-JQCIDN DEL PROGRAMA EMPRESARIAL RPEDE-USAID
ADIESTRAMIENTO ADMINISTRATIVO PARA OERENTES LE PEQUENAS EMPRESAS

CARACTERISTICAS OGBJETIVAS DE LAS EMPRESAS ¥ LA CAPACITACION
OPINIONES EN CUANTO AL PROGRAMA UE CRPACITACION

- SE DEBEN
T1PO DE OFRECER T1PO DE CURSO
EMPRESA 0TROS %)
CURS0S =
SI ND o 1 2 3 . 5 6 7 a 9
SERVICIO 76.€5 23.33 28.331 19.03 11.66 2.28 20.23° 5.0 3.33 S.08 6.66 1.66
COmMERC1O 86.66 13.33 13.33 13.33 20.e9 6.66 26.66 0.9 6.€6 6.65 6.66 2.29
INDUSTRIA 70.23 323.2a 32.52 12.50 15.00 5.8 190.23 2.%9 2.% 17.50 2.50 @.%9
TOTAL 75.65 24.34 27.82 11.32 13.91 2.68 21.73 3.47 3.47 9.56 S.21 9.86
DESCRIPCION DE LOS TI1POS DE CURSOS
T B
@ = NADA S = LA COMPUTADDRA EN LA PEQUENA EMPRESA
1 = AFIANZAR LOS TEMRS 6 = PLANIFICACION DE LA EMPRESA
2 = MERCADED Y VENTAS 7 = DERECHO LABURAL
3 = LOS MISMOS CURSOS A UN NIVEL II 8 = CONTABILIDAD Y COSTOS
9 = PRODUCCION

4 = RELACIONES HUMANAS Y ADM. PERSONAL




Schedule No. 16

CARACTERISTICAS OBJETIVAS DE LAS EMPRESAS Y LA CAPACITACION
» EVALURCION DEL PROGRAMA DE CRPACITACION ¢ .

TIPO DE OBSERVACIONES ESPECIFICAS DE LOS ASPECTOS MAS SIGNIFICARTIVOS
EMPRESRA/ . DEL SEMINARIO ¢ x )
PRODUCTO

1 a2 3 4 S [} 7 a 9
SERVICIO 73. 08 3.9 1.67 1.67 1.67 1.87 3.0, 3.33 3.00
COMERCIQ 40,09 6. 867 2.0 6.67 &.67 Q.22 6.6%° 13.33 z0.00

INDUSTRIA 38.97 2.56 2. 56 7.69 2.3%6 2.356 3:.13 135,38 2.356

TOTAL 64.91 4.39 1.75 4.39 2.63 1.73  3.26 a.77 6. 14

R. DESCRIPCION DE LRS OBSERVACIONES ESPECIFICRS

1 = NINGUNA 6 = muvY AVANLZADO

2 = BUSNOS INSTRUCTORES 7 = mMyuy ELEMENTAL
APORTE MUY BENEFICIOSO & = EJEMPLOS Y CAS05 NO ADARTADOS = LA PEQUENA EMP.
INSTRUCTORES CON METODOLOGIA NO 9 = LDOS mMEDIOS AUDIOVISUALES DEBEM SER ®MEJORES

RAPRGPIADOS Y MEJORRAN INSTALACIONES
= FALTA DE BIBLIOGRAF1A

A &
(I |
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gchedule No, 17

EVALUACION DEL PROGRAMA EMPRESARIAL RAPEDE-USAID
ADIESTRAMIENTO AOMINISTRATIVO PARA GERENTES DE PEQUENAS EMPRESRS

CARACTERISTICAS QBJETIVAS DE LRS EMPRESAS Y LA CRPACITRCION

TIPO DE HR RECIBIDO ALGUN

EMPRESA/ ADIESTRAMIENTO TIPQS DE OBSERVACIONES

PRODUCTO ADIC ICNAL

S1 NO e 1 2 3 L) S 6 7 8 9

SERVICIO 26.67% 73.33x 36.67% 13.33x  1.67% 3.33x 1.67% °1,67% 13.33x 8.33x V.8ex 20.02x%

COmMERCIQ 26.67% 73.33x 60.00% 13.33x Q.9dx Q.39%x 6.567x% 9.00x @.08x - 9.0d% 6.67x 13.33x

INDUSTRIA 20. 0% 89.00x% 37.50%  13.20x  3.20x  2.90% Q.08x  7.50x 13.89% S5.08x 0.00x 23.e0x
Q.87x 20.87x

TorTAaL 264.35% 7S.63% 40.00x 12.17x e.87x 1. 74% 1.76x 3.48% 12.17x 6.99x°

A, DESCRIPCION DE LAS OBSERVACIONES SI HR RECIBIDQ ADIESTRAMIENTO ADICIONAL DESPUES DEL PAOGRAMA

@ = NRDA 3 = FALTA DE RECURODS

I = POR FALTA DE TIEMPO 6 = NO SE HA ENTERRDQ DE CURSOS

2 = NO HAN HABILQ MRS CURSOS 7 = NO LE INTERESA

3 = NO LO OFRECEN EN ESTA ARER .8 = PLANIFICARCION DE LA PRODUCCION
6 = EN EL CAMPJ LABORAL 9 = ASISTE A OTRO LUGAR



ANNEX A
EVALUACION DEL PROGRAMA DE CAPACI\‘TACION ADMINISTRATIVA

PAn% GERENTES DE PENUERA EMPRESA DE LA APEDE

Orientacidn, capacitacidn y prueba de campo de la encuesta

Fecha: 15 de Agosto, 1985 Lugar: Oficinas de INEDESA, Bethari:

Hora: de 8:30 a 11:00 a.m.(1a parte)
: . Responsableé':
1. Bienvenida ‘ Pedro A.,ﬁartlz

2. Explicacidn de los objetivos de
la encuesta a pequefios empresa-
rios participantes en el pro-
grama de capacitacidn de APEDE/
USAID, como parte de la evalua-
cidn de dicho progranma.

Pedro A. Martiz

(1) Obtener informacidn sobre las
opiniones de uvna muestra de par-
ticipantes en e¢l programa de capa~-
citacidén de APEDE para comparar con
los informes respectivos y acerca de
las visitas de seguimiento.

(2) Obtener informacidn acerca de las
opiniones, percepciones y comporta-
miento de los participantes en el
prourama de capacitacidn de APEDE,
que ayuden a determinar el impacto
del mismo. :

3. Informacidn acerca del procedimiento para la contXatacién de los
servicios de los encuest.dores. Pedro A. Martiz

4, lLectura y orientacidn acerca del formulario de la encuesta.
Pedro A. Martiz y Elic
dorc FKokbles

Hora: de 11:00 a.r. a. 4:00 p.m. (ZQ'parte)

5. Prueba de campo del formulario de encuesta Encuestadorcs

6. Retroalimentacidn y conclusiones de la prueba
de campo del formulario de encuesta. Encuestadores y Pedrc
A. Martiz

7. Entreca de formularios y listas de participan-
tes para sex entrevistados a partir de ese momento
hasta el sibado 17 de Acostc.

Pedro A. Martiz v
Anel Rodricuez



D.

El

Lic. Domingo Frixione

ENCUESTADORES

Pedro Villaverde
Ezequiel Urrutia
Isolda De Ledn

José Manuel Herna2ndez
Abel Acosta

Jesef Toth

Rubén Obregdn A.

Efrain Escalona

Dina Solfs de Peralta
Dorila de Delgado

Pedro A. Martiz

OTHER
Eckart Oering
Héctor Sucre Serrano

Horacio Garrido A.
Miximo Tang S.

- Profesor de Administracidn

de Empresas

=Nutricionista

=Educador para la Salud
-Profesora de Espariol
-Pedagogo/Graduando de Derecho
~Pedagogo/Maestria en Educacidn
~Graduando de Ingenieria

-Administrador de Empresas/
Master en Admon de Negocios

-Trabajador Social/Especialista
en Educacion de Adultos

-Socidloga/Maestria

-Pedagoga/Maestria de Recursos
Humanos

COORDINADOR

~-Profesor de Sociologia/
Educador para la Salud/
Maestria en Salud Piblica
y en Humanidades

Panama
Panama
Panama
Panani
Panama

Panama

Panama

Panami
Chitré

David

~Principal Technical Adviser UN-ILO
Regional '0ffice, San José Costa Rica

-National President-UNPYME
~Vice President

=-President Saving and Loan
Association-UNPYME

U

oY



ANNEX A
EVALUACION DEL PROGRAMA DE CAPACI TACION ADMINISTRATIVA

PARLY GERENTES DE PENUERA EMPRESA DE LA APEDE

Orientacidn, capacitacidn y prueba de campo de la encuesta

Fecha: 15 de Agosto, 1985 Lugar: Oficinas de INEDESA, Bethari:
Hora: de 8:30 a 11:00 a.m.(1a parte)
. . ResgonsqbleE
1. Bienvenida » Pedro A. Martiz

2. Explicacién de los objetivos de
la encuesta a pequefios empresa-
rios participantes en el pro-
grama de capacitacidn de APEDE/
USAID, como parte de la evalua- Pedro A. Martiz
cidn de dicho procrama.

(1) Obtener informacidn sobre las
opiniones de utna muestra de par-
ticipantes en el programa de capa-
citacién d4e APEDE para comparar con
los informes respectivos y acerca de
las visitas de secuimiento.

(2) Obtener informacidn acerca de las
opiniones, percepciones y comporta-
miento de los participantes en el
prourama de capacitacidén de APEDE,
que ayuden a determinar el impacto
del mismo.

3. Informacidén acerca del procedimiento para la contXatacidén de los
servicios de los encuest.dores. Pedro A. Martiz

4., Lectura y orientacidn acerca del formulario de la encuesta.
Pedro A. Martiz vy Eli;
dorc Fokles

Hora: de 11:00 a.m. a. ¢:00 p.m. (22 parte!
5. Prueba de campo del formulario de encuesta

6. Retroalimentacidn y conclusiones de la prueba
de campo del formulario de encuesta. Tncuestadores y Pedrc
A. Martiz

7. Entreca de formularios y listas de participan-
tes para ser entrevistados a partir de ese inomento
hasta el sdbado 17 de Acostc.

Pedro A. Martiz Y
Anel Rodricuez



Lic. Domingo Frixiome

ENCUESTADORES

Pedro Villaverde
Ezequiel Urrutia
Isolda De Leén

José Manuel Herniandez
Abel Acosta

Jcsef Tcth

Rubén Obregdm A.

Efrain Escalona

Dina Solis de Peralta

Dorila de Delgado

Pedro A. Martiz

OTHER

Eckart Oering

Hector Sucre Serrano
Horacio Garrido A.
M3xino Tang S.

- Profesor de Administracion

de Empresas

-Nutricionista

=Educador para la Salud
~Profesora de Espariol
-Pedagogo/Graduando de Derecho
-Pedagogo/Maestria en Educacidn
=Graduando de Ingenieria

~Administrador de Emprasas/
Master en Admon de Negocios

-Trabajador Social/Especialista
en Educacidn de Adultos

-Socidloga/Maestria

-Pedagoga/Maestria de Recursos
Humanos

COORDINADOR

-Profesor de Sociologia/
Educador para la Salud/
Maestria en Salud Pidblica
y en Humanidades

Panami
Panama
Panami
Panama
Panami

Panama

Panama

Panama
Chitré

David

-Principal Technical Adviser UN-ILO
Regional Office, San José& Costa Rica

~National President~UNFYME
~Vice President

-President Saving and Loan
Association-UNPYME



APPENDIX B

AI

LIST OF PERSONNEL

USAID

Frank Skowronski

Allan Broehl -

Jairo Barsallo

Bernai Velarde -

Frank Pope
Celso Carbonell
Vilma Jaén

APEDE

Ing. Carlos Sdnchez Fibrega -

Lic. Domingo De Obaldia
Sr. Marcos De Obaldia

Lic. Teresa de Arosemena
Lic. Franklin Ward

Lie.
Lic.

Lic.

Juan -Ram&n Vallarino
Victor Diamond
Roberto Motta

APEDE-USAID PEQUENA EMPRESA

Prof. Anel Rodriguez
Lic. Ma. E. de Gorrichategui
Sr. Ricardo Delgado

Sr. Nelson Vergara -

Ing. Wigberto Ramos

Sr. Carlos Caraballo -
Lic. Luis Javier Bernal -
Sr. Augusto Palacios -

Sr. Olegario Bolaros
Lic. Priscilla Viasquez

Dr. Juan Higuero

Chief OPSD

Project Officer OPSD
Project dfficer OPSD
Project Officer OPSD
Evaluation Officer
ODR Officer
Accounting Officer

Presidente
Executive Director

2do. Vice Presidenta APEDE
y Presidente de Pequefia Empresa

Directora—-CESA
Ier. Vice Presidente APEDE
Secretario
Controller/Accountant

Presidente-~CESA

Director Programa de Pequelia Empresa

Secretaria

Técnico Asesor 3rea de Parami

Técnico Asesor drea de Panami
de Chorrera
de Colon

Chitre

Técnico Asesor drea

Técnico Asesor drea

Técnico Asesor area de

Técnico Asesor drea de Chiriqul

Programador de Computadora
Profesora de Admdn. Piblica/Empresa
Profesor de Contabilidad, Ccstos,
Estados Financieros '



E.

Lic. Domingo Frixione

ENCUESTADORES_

Pedro Villaverde
Ezequiel Urrutia
Isolda De Ledn

José& Manuel HernZndez
Abel Acosta

Josef Toth

Rub&n Obregdn A.

Efrain Escalona

Dina Solis de Peralta
Dorila de Delgado

Pedro A. Martiz

OTHER
Eckart Oering
Héctor Sucre Serrano

Horacio Garrido A.
Miximo Tang S.

~ Profesor de Administraciodn

de Empresas

=Nutricionista

~Educador para la Salud
~Profesora de Espaifiol
-Pedagogo/Graduando de Derecho
~Pedagogo/Maestria en Educacion
-Graduando de Ingenieria

-Administrador de Empresas/
Master en Admén de Negocilos

~Trabajador Social/Especialista
en Educacidn de Adultos

~Socidloga/Maestria

-Pedagoga/Maestria de Recursos
Humanos

COORDINADOR

~Profesor de Sociologia/
Educador para la Salud/
Maestria en Salud Piblica
y en Humanidades

Panama
Panama
Panami
Panami
Panami

Panami

Panami

Panama

Chitré

David

-Principal Technical Adviser UN-ILO
Regional Office, San José Costa Rica

~National President-UNPYME
~Vice President

—~-President Saving and Loan
Association~-UNPYME
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