
EVALUATION Ql IHi USAID/PANAHA = APEDE 
ENTREPRENEURIAL DEVELOPMENT PROGRAM: 

MANAGEMENT TRAINING EQB SMALL BUSINESS 
ENTREPRENEURS 

INTRODUCTION 

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
nalize the project by making it self-financing during the 
life of the project. 

In the implementation of the Project, APE DE (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. 

B. ~ 2f ~ ana Objectiy~ 2f Eyaluation: 

The task on hand is 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 is 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. 
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b. Determine the impact of the project in the small 
business community and 

c. 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 Associates. ~ Tasks in ~ Eyaluation: 

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 3timulating en­
terprise development in Panama. 

2. To develop a strategy for attaining self-financing 
or near seif-financing so that APEDE is able to 
continue the prograF, 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). 

~ respect tQ GQAl 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. 

2. To measure Project's impact, APEDE staff with the 
guidance 2! outside ~nsultant ~ RQQl~l 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 
Module3 completed. 
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3. Field work and tabulation will be done by Instituto de 
Investigacion de Educacion para el Desarrollo 
(INEDESA). 

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

5. Qualitative evaluation of the program by ~ Robl~ 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). 

~th respect La Gaal 2 (Self-financing Strategy) 

1. Evaluation of the cost savings that can be introduced 
which would not affect the quality/relevance of the 
program-- ~ Robles and APEDE staff. 

2. Increased income that can be derived from the existing 
APEDE program-- ~ Robles and APE DE staff. 

3. Additional income that could be derived from other ser­
vices which APE DE can offer and which add more to 
income than costs-- llr. Bobles and APEDE staff. 

4. 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)-- ~ Robles and APEDE staff. 

5. 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)-- ~ Robles and 
APEDE staff. 

D. Study Methods 

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

1. Documentary review of records: Grant Agreement, 
Program Description Doc.uments, project files, 

\ o 
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previous progress report and evaluation of the 
project by Partnership for Productivity Inter­
national and AITEe International. Inc. 

2. Interviews 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 lNEDESA) 
and analysis of field data. 

4. Classroom observations 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 just 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 Eyaluation Reports 

It is extremely relevant to close this introduction with a 
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 Small 
Business Program has considerably surpassed the goals and 
expectations initially formulated. 



PROJECT ANALYSIS AHn EYALUAIIQH 

A. Ihe Field 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 dt~velop­
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 shews 
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 ai~2d 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 
Ch~y 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 we~e relatives and 3, others. 



~ Questionnaire 

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 lNEDESA were utilized for the field survey which took 
place from August 16 through August 30, 1985. 

B. Field Ila.:t.a. Analysis; Summary Qf Findin~!4 Conclusions and. 
Recommendations: 

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 Characteristics Q! ~ f~~ipants ~~~~ 
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 univer~e 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 geQgra~ 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. 
Entrevistador: Management and Governmental Consultants ---------------------------

APEDE Fecha: ' ------------------------------------

EVALUACION DEL PROGRAMA EMPRESARIAL APEDE-USAID: 

ADIESTRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEnUE~A EMPRESA 

COESTIONARIO 

Este cuestionario se propone obtener informacion Gtil para un estudio de evalu~ 

cion del Proyecto de Adiestramiento Administrativo de la APEDE para ernpresarios 

de pequefias empresas. Espec!ficamente, ha side disenado para obtener opiniones 

y percepciones de particip~ntes relacionados con el Proyecto. 

La encuesta es parte de \D1 programa de la os~Panama- para el desarrollo del 

sector privado y se realiza cOn los auspicios de su oficina del sector privado r 

con la colaboracion de la Asociac1l5n Panamena de Ejecutivos de Empresa 'CAPEDE) ~ 

Development Associates, Inc. y el Instituto de Investigacion y Educa~ion Para 

el Desarrollo (INEDESA). 

Agradecemos su colaboracion para responder a las siguientes preguntas. 

Sus respuestas seran manejadas en forma confidencial. 

Hombre 
2. Sexo M • uJer 1. 'Nombre del encuestado: -----------------------------------

Primaria 

3. Posicion en 4. Ultimo ano de Secundaria . 

-0 
CJ 
0 
C1 

' .' 

, 
2 

'I 

2 

1a empres4 

Dueno 0 1 

Administrador £::] 2 

Otro c::l 3 
. educacion aprobado: uni versi taria c:::J.:; 

5. Hombre de la empresa: ________________________________________________________ ___ 

6. Direcci6a de la e~!~~~~~ __________________________________________ ~----------

7. Tipo de empresa/producto: 

(indique el corregimiento) 

Servicio , 0 1 

Comercio r=:J 2 

Industria 0 3 

Otro -0 4 

8. NUmero de empleados: 1. PeX'lllanentes ----- 2. Eventua1es -----
2.1. No. meses al ano ----



· 9. lCome supo de la existencia del Programa de capacitacion gerencial para 
pequeiias empresas de la APEDE? 

10. lCuando recibio usted capacitacion del Programa? 

Ailo - Mes Luau • No. de horas 

11~ lnue razones tuvo usted para asistir al Programa? Por favor, sea tan espec!fico 
como le s.ea posible. 

12. 'lOuien financio su capacitacion? La empresa 

Usted mismo 

Otro 

13. Costo de la capacitacion: B/. 
------------------

14. Considera usted que el costo fue: 

Caro 

Regular 

Barato 

c=J1 

1_12 
c:J3 

,--~r1 
'--__ J 2 

,----,13 
Por que? ______________________________________________________________________ __ 

15. l.Cuantos modulos o cursos comp!;!to? (ponga en c!rculo) Nota:lntegrando e1 mi 

16. 

1 2 3 

Si usted no termino todos 

Contabilidad 
(Administracion Con table) 

Costos e Inventarios 

Analisis de Registros y 
Estados Financieros 

Flujo de Caja y 
Punto de Equilibrio 

Mercadeo y Ventas 

Administracion de la 
Produccion (de la Empresa) 

4 

los 

Planificacion de la Empresa 
(Desarrollo de Proyectos) 

Otros (conferencias) 
(especifif!ue) 

5 

mOdulos, 

o 
o 
o 
o 
LJ 

I I 

0" o 

8 mo contenido sa h 
.6 7 dado 7 8,incl.la u 

en el con ferenc;ias 
seiiale abajo aquellos que completo. n 8 

1 

2 

3 

4 

5 

6 

7 

Columna de prioridad rCon~es.tar- ·despu 
de leer las instrucciones'en 1 

p~egunta # 18) 

8 c::J 1 CJ2 c:J3 
Insc. Pat.:ronal Contrat. y 

R.Laborales 
Impuesto 
S/Renta al S. social 

http:8,incl.la


17.lPlanea usted tomar otros modulos en el futuro? 5i 0 
No c:::r 

18. De acuerdo a las necesidades de su empresa r por favor senale el orden de 
prioridad de los modulos de capacitacion arriba indicados r en una escala 
de 1-7 empezando con el 1 como de mas alta prioridad al 7 como el 'de mas 
baja prioridad. (utiliCg para indicar el orden de prioridad las columnas 
de la pregunta No.16). 

19. lOue metodos fueron utilizados en su capacitacion? 

Estudios de casos I ,J 1 

Conferencias/Exposiciones l=-:J 2 

5eminar.ios 0 3 

Trabajo de grupo J I 4 

Otros r 5 

20. lComo calificaria usted',el Programa en los siguientes aspectos? 

Deficients ~~m.il.~~ 
'1. Instalacion/ 

facilidades fisicas 0 1 I 2 1 3 !----: 

2. Materiales escritos [ I 1 [ I 2 C~ 3 
3. Adaptacion de los materia1es 

escritos a las condiciones [ 1 2 locales 

4. Medios Audiovisuales I 1 2 

s. Adaptacion de Medios Audiovisua1es r 
, 

1 1'2 a las condiciones locales 1 
6. Contenido del Programa I 1 2 

. '. I 
I 7. Metodos de instruccion ' 1 [ 2 ' , 1, 

8. Calidad profesional de I 1 2 
los Instructores }-

9. l.Alguna observacion especifica? 

21. l5atisfizo especificamente el adiestramiento recibido en e1 Frograma r sus 
necesidades? 

si [::J 1 No 2 Parcialmente 0.3 

3 

3 

3 

3 

3 

3 

Explique: ______________________________________________________ ----------

http:usted.el


22. lOpina usted que hay otros cursos que deberian ser ofrecidos a administradores 
de peque50s negoci09, a trave9 del Programa? 

5! r:::Il No CJ'2 
5i contesta s1, por favor especifique: __________________ ~ ____________________ __ 

23. lRecibio usted material de lectura para referencia del Programa de capacitacion? 

5t c::3 1 . tlo 12 
5i su respuesta es afirmativa, los uti1iza todav!a? 

5! c::J 1 No c:::1 2 

24. GOue cambios, si los hay, sugeriria usted para mejorar el Programa? 

25. lConsidera usted que e1 adiestram1ento recibido a traves del Programa ha sido 
beneficioso para su des~rollo personal en la empresa? ~s "decir-;-para Ud.. misl 

5! c::I1 No 

Explique: ________________________________________________________ ------------

26~ GConsidera ust.ed, que su· ci:lpacitacion ha mejorado 5ll negocl.o? 

51 No .c::J2 

En caso positivo, en que aspectos ha mejorado (por ejemplo: produccion, 
capital, ventas, nGmero 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 Despues del 
Entrenamiento Entrenarriento 

1. Niimero de empleados: 

2. Ventas mensuales 

Explique si aumentaron o disminuyeron: 

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

4. Prestamos de algOO 
tipo (total) B/. D/. 

Estimado en los 
·proximos 2 aDos 

B/. 

B/. 

5. Otros cambios en el manejo de su negocio como resultado de la capacitacion 

En caso negativo, por favor explique: ______________________________________ __ 

.Todo 10 que Ie pertenec~ a 1a empresa: dinero en ban~o y en caja. cuentas por 
cobrar, inventa=ios de materias primas y productos. inversion (equipos,herra­
mientas, edificios. terreno~. ~~~ 1 



27. tLe ha ofrecido la APEDE durante el Programa de capacitacion, visitas de 
seguimiento tecnico-administrativo en su empresa para mejorar su negocio? 

si [=:J 1 No r=J 2 

28. En caso afirmativo, cuantas7 ______________ __ 

29. tHan sido utiles estas visitas? 

s! L---11 No ,,--_ ... 1 2 No aplicable r==1 3 
~xplique bre~emente: ________________________________________________________ ___ 

30. 'lEstar1a dispuesto a pagar par estas visitas? 

5i No t==t 2 

31. En general, como se siente usted can respecto a la capacitacion recibida a 
traves del Programa7 

Insatisfecho Ni sa tisfecho 
Ni insatisfecho 

5atisfecho 

___ ...... ]3 

32. lConsidera usted que el Programa deber1a continuar? 

51 No c:J2 
Explique: ___________________________________________________________ ___ 

33. lHa recibido usted algUn tipo de adiestrami~'to adicional, despues del 
recibido del Progr~ de la APEDE? 

s1 CJ 1 No r:::J2 
Por favor explique: __________________________________________________________ __ 

MOCHAS GRACIAS 

I). 



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

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

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

By level at 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 ~ in number Q! employees. 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 numbe~ Q! hours Q! 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 Q! assets. 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 lOB). 

By amount Q! monthly gross ~~ 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 ge). 

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. ~ Important Findinas: 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 Mini~try 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 ~s 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. Satisfaction ~~ 

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 aRked to rate various aspects 
of the program, using the scale of gQQd~ regula~ 
or deficient. 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 &QQQ (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%). 
1he last two aspects were rated deficient by 7% of 
the participants 
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The rating~ given to each of the above aspects by 
type of bu~ine~~ varied a little. For example, 
only 73% of those in the commerce sector rated 
written materials anode in contrast to 95% 
and 86% in the indu~try and service sector~ 
respectively. Al~o, only 63% of those in in­
dustry rated physical installation~ and facil­
ities ~, compared to 73% and 85% in the 
commerce and service sectors respectively. 
Overall, however, ~ 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 regula~ and deficient ratings. (Schedule 4A 
and 4B). 

3. 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 
ng. 87% of the commerce sector replied that the 
program met their needs, compared to 85% and 77% 
in the industry and service sectors respectively. 
The satisfied respondents 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) . 

4. Ninety one per cent (91%) across strata expre~sed 
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 ~ddition 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 af~er the 
APEDE program but 76% stated otherwise. 
(Schedule 6). 



5. Attempts to pursue possible differences in the 
satisfaction measures, u~ing as variableD 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 seryic~ 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 industr~ 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). 

6. Other strata charecteristics, 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. 

c. Impact Measure~ 

1. Ninety eight per cent (98%) of the respondents (100% 
in the commerce sector) considered their APE DE 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 
evaluation of personnel, better busines3 adminis­
tration and control. more self-confidence and 
improved interpersonal relations. The overwhelming 
majority explained that the training they received 
from APE DE 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) 



2. 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 ~ Qf Enterprises 
Business saves (e.g. avoided bankruptcy) 23 (20%) 
Business expansion (sig-
nificant increase in sales, etc.) 
Business starts 
Success Stories 

28 
9 

26 

(24.3%) 
(7.8%) 
(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 duri~g their APEDE training. 
83% were verified to be still using their materials, 
principally in the indust~y sector (90%) and in the 
commerce sector (85%). (Schedule 8). 

4. To gather more impact indicators, the survey took record 
of before and aftar training data in terms of changes in 
the number of ~mployees, 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 T,O 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
ployees. The industry sector expects an increase 
from 234 to 335 employees by 1987, an increment of 
101 employees. (Schedules 9A & 98). 
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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 5.53 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). 

c. The data on monthly sales also showed a similar 
trend. The total sales of participants in the 
service 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 5ales is $827,900. The 
total sales for those in the COmmerce ~ect~ 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 
sector bef6re training was recorded at $368,450. 
This rose to $487,470 after training (an increase 
of 32%) and is estimated to incr~ ~se to $801,200 
in the next two years. Overall, the increase from 
all sectors ~mounted to $269,190 representing ani 
increment of 30% from before training to after 
training or at an average monthly sales increase 
of $2,165 among all participants. 

(Schedules 9A & 9B) 

d. 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) 

http:Ztind.aa
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5. In terms of changes in total 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 lOA) 

6. 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 co~~ercial sector dropped fro~ 
$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, 
~hich enabled them to repay their loans. Overall, 
however, the total loan amounting to $1,475,500 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 APE DE training was to increase their chances 
for obtaining loans. (Schedule lOA) 

7. 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 visits 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 we~e "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 QQ. This result of the survey should 
indicate a possible source for augmenting project 
funds to defray expenses. (Schedule 11) 
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8. Participants were asked for othe~ ind1cationa 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 also verified that 84 partici­
pants (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 available 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) 

9. 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 50 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 $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 18.15% after training. 
The 30-hr. group came next with an increase from 
65.15% to 15.82% 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 18.15% 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 ou number of hours training and 
on the rest of the monthly sales bracket, did not 
experience increases for some reason or the other. 
(Schedule 9F) 

In the industry sector, all the hour training groups 
on the monthly sales level of $1,000-$10,000 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 $50,000 + monthly sales 
experienced a significant increase--from 38.37 
to 51.74% ~tter training. (Schedule 9F) 

c. With regard to changes in total assets, only slight 
increases were registered in the service 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 CQmmer~ 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 59.03% 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). 

d. 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 ha~e just 
been discussed, but als~ decreases. For instance, 
the 30 hr. group o~ 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 sec"cor de­
creased from 30.56% to 19.35% 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 m08t 
benefits and advantages. 

d. Q.."tWu: ~ 

1. Eighty five percent (85%) of all respondents opined 
that the cost charged them by APEDE for the train­
ing ($20 per course for 15 hours) was cheap. 
Thirteen per cent (13%) considered it regular 
and less than 1% thought it expensive. (Schedule 2A). 

2. With reference to the importance they attach to the 
various instructional modules of the APE DE program, 
pnrticipants in the industry 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 equil~brium and business planning. 

In the commerce 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 service 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! 
APE DE should take nctd of these perceptions of small 
business managers and convince them that business 
planning 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. tn 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 particlpants said they had attended 
other courses such as production planning, labor 
laws, etc. in other places. 

e; Conclusions and RecommendatiQn~ 

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 thls 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~ "jram of low cost/no cost 
advertising campaigi.. by strengthening the 
sources of information (mentioned by the 
participant~) 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, MIGI and banks, 
including UNPYME and ~ther small business 
organizations. 

2. Plan to develop new "modules" within existing 
modules to accommodate preferences or needs for 
other courses indicated in the surver (e.g., 
Human and Interpersonal Relations, Loan 
Packaging, Fe~sibility 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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C. Qualitatiye Eyaluation Qf 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 APE DE 
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. 

1. ~ Training Material~: 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 
six 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, ~nd 

.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 1s attached 
(Chart 1). 
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CHART I - DESCRIPTION QE IHE MODULES 

TITLE QE MODULE COURSE DESCRIPTION/PROGRAM CONTENT 

ACCOUNTING Module is divided into three 
themes: 

COST INVENTORIES 
AND BREAK-EVEN POINT 

FINANCIAL STATUS AND 
REG I S TER CASH F[,OW 
ANALYSIS 

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 
c. Capital 

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

Deals with the concept of cost, 
classification cf 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 output/ 
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 DEVELOPMEN'r 

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 declar~tion 
Financial aid programs for 
small businesses. 
Covers managerial assistance 
in administrative and technical 
assistance (AlTA). 
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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, de 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 learning 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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~r~u£'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 training programs 
for small business entrepreneurs elsewhere in the region or 
even in the United States. For example, the courses offered by 
the Renaissance 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, ~) 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 modules 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 
lea~ned a lot of skills from them and they helped us a great 
deal." 



lne aoove observations, 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 _ 
"product"; if it can not be "f'lold", either marketing methods 
are poor or the product itself is poor. 

The modifications and fine-t~ning 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 start-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 topic 
will minimize the difficulties of instruction in cases where 
participants differ widely in ability, experience, interests 
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 Busin,}ss Planning be given priority and APE DE should en­
courage all participants to take this module first before 
other modules. 

For the present, the existing modular program is essentially 
adequate. I~ is also worth noting that the modules, are in 
fact, in the process of "fine-tuning" by a local consulting 
fir.m under contract with APEDE's Small Business Project. In 
the process, it would be useful for APE DE 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 small business 
community. 

I\~ 



v~ner 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 
air-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 APE DE 
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 regularl? 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 close 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 categories. 
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 D~an of the Faculty of 
Accounting and Business Administration of the National 
University of Panama. Others hold positions in business and 
professional organi~ations. 

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

TABLE NO_2: QUALIFICATIONS QE INSTRUCTORSL 
Distribution of Academic Degrees 

Degree No. Where Obtained 
National Abroad 

Licenciatura 
Masters 
Ph. D (Doctorado) 

Total 

14 (54%) 
8 (31%) 
4 (15%) 

26 

13 
1 

14 

1 
7 
4 

12 

The 14 instructors under the national column earned their 
degrees from anyone 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. 



~he 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. Constraints and Qb~l~~ 

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 
effGctiveness was relatively high, it was often limited 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 instructors 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 ~xperience, 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 instructiol'l 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 their 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 cl~ss tor 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 ses~ion to avoid unnecessary waste of 
learning time. Needless to state that library facili~ies and 
resource materials to suppoct the instructional program should 
be augmented and strengthened. A donation drive for books and 
reference materials should 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 Manaiement 

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 
appointed by APEDE's Board of Directors) and some volunteer 
members, provide guidance on policies, organization, 
supervision and evaluation of the program. Below the Program 
Di~ector are 6 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 APE DE 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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~HART 2 MANAGEMENT [UNCTIONS QE KEY PROJECT PERSONNEL 

KEY PERsONNEL 

A. The Director 

B. Instructors 

C. Technicians 

1. 

2. 

3. 

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 and to maintain re­
lationships with other in-
sti tutions if)'+"" .:.:sted in small 
business development. 

4. 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. 

5. To gJide, control and evaluate 
the work of the technician-ad­
visers. 

6. 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 

Instructors have the responsibility 
for: 

1. Preparation of class notes. 
2. To conduct the courses 

(modules) 
3. To visit the managers of small 

business 

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. 



~~~ 2! the EevieH 
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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-to-day operations 
of the program on behalf of APE0E. 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. 

2. 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 Pi rector and Accounting Office. 
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3. A good mixture of comments can be posited on current 
program management. If management 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 mo~ivation or 
reason for this concentration on progr.am 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 
praise 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 f~nctions of staff have been 
neglected at the cost of long term growth. On these 
measur~s. 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 is 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 te?m the pr0ject 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. 

5. 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 
parti~ipants 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 parti~ular 
item is tedious. Jo 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. 

6. 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. 

7. 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 
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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 their functions 
allover 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 
creat~ study groups is omnipresently strong since 
failure to create one can ~asily be interpreted as 
inefficiency on the part of the technicians concerned. 
The technicians thus have become virtually "beleaguered 
area marketing managers" and "hostage to their own 
fortunes",under a system which has yet to devise better 
alternatives to sell the training program and carryon 
with the recruitment of trainees in a less costly 
(and probably as efficient) manner than the approaches 
now in use. 

8. BecommendatiQn~: 

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 program expansion 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, particularly 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 snlall business development, such as UHPYME, with 
the view to enlisting these institutions as regular 
feeders of trainees into the training program. 

6. F:tplore al ternati ves to the current u~e of the tech­
nicians as area marketing managers (e.~. more use of 
flyers and word -of -mouth through train~les and alumni, 
printing of annual plan showing scher!· .... le of course 
offerings during the entire year a~d distribution of 
these schedules to organizations, associations, or the 
general public and or posting of these schedules in 
public places, such as markets, parki~~ places, 
churches, etc.). 

7. Confine the promotional dutie~ 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 
~dsistance 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 t~at 
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 Bus:i.ness, 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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EAR! II 

PROJECT SELF-SUFFICIENCY STRATEUY AND IMPLEMENTATION fLAH 

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 guid~ the prog~am after the project 
reaches its completion date under the AID grant conclude the 
discussion. 

A. ~ryiew: Costs aru1 ~ E!!~ Structure Q.!. ~ 
~ l.9.al=:t.2 ~ 

AID financial records show that the project as of June 1985 had 
so far spent $610,841.14 of the total fund grant of $195,000 
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 
details 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 ~ontributions 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 $51,226 annually in the 
fGllowing 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 (e.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 
in~lude 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. 

http:670,841.14


T.Al3I.£ N:). 3 ~lJAL EX1'ENDI'f'Li-:RES Ci: THE PROJECl' - BY 
-MAJOR HEi\DINGS: USAID f'Ui'lDS 

, 
I ITEMS FEB. - DEC. JAN. - DEC. JAN. - DOC. JAN. - DEC. J,i\N. - JUNE 

t 1981 1982 1983 1984 1985 TOTAL 

I 
i 

A. NEEDS 

i ASSESS·::s-. 'T ,6,442.83 617.54 1,495.66 3,197.80 743.40 12,497.23 
, }\."'ID 

n~VES7':;:Gl\.TION 

i B. l-x)DEL , 
i DEVELOPMENr 18,927.29 22,779.70 10,451.85 20,598.60 2,900.00 75,657.65 

i ( INSTRUcrICNAL 

! 
M:lDULES) 

i 

c. TRA.~SFER 

OF 10,626.40 45,370.68 68,234.87 99,015.16 39,291. 39 268,011.48 
, 

KNCWLEIX;E 

\ 
" 

D. PROJEcr 
DEVELOP- 37,882.45 65,433.25 63,694.72 89,341.26 58,323.40 314,675.08 
f'.1ENl' • 

I 

TOTAL 70,351.89 143,201.17 143,877.40 212,152.82 101,258.19 670,841.44 



CHART No.3: Chart of Accounts 
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B.l. 

B.2 •. 

B.3. 

BA. 

B.S. 

B.6. 

B.7. 

INVESTIGACION DE NECESID~DES 

l'~te.rlal para elal::oraci6n de cncuestas 

Personal para encuesta (encuer.tadores) 

P.sesorS a para encuesta (] ocal y ~terior 

Entrenamiento para ellC\J~sta 

T'l'OrOC10n/Pub~i cj dad 

TabJlaci6n 

Vj aj~s (interior y exterior) 

Vj:;Ucos 

JJlprevlstos 

Sub total. 

DESARHOLLO DE MOD£]~S 

Asesor!a para desarroJ 10 de m.-rlelos 
(local y exterj or) 

l'1aterial Did~ctj co 

Entrenamiento para desarrollo de m:x:gelo. 

Viajes (interior y exterior) 

Vi~ticos 

Prcmoci6njPublici dad 

lnprevistos 

Sub total. 

TRANSFERENCIA DE CONOCIMIENTOS 

:.1. ".sistencia Gerencial 

:. J.1. .z...se~r!a (local y exterior) 

-.1. 2. f)1trenarru en to para transferenc:i a de 
cx:>nocimi cntos y s.:guimi en to 

'. 1 .3. h- .('SUI' ~ d i! t".lIq.IJ' '!--n r ios 

'. 1 . <1. "t;1 el'i a) ['Ij d:;cU co 

'.1.5. .I:nl J (!J)nmlcJlto a eJ1Vrf:sarios (s;-)uilllic.nW) 

1- :~niJlnri 0 tall er otras organ) z •• dones '.1. u. 

~. 7. Vjnje~ (intedor y exterlor) 

'.l.B. Vi~ticos 

'. l _ 9. proll:x:i6njPubUc:idad 

.1.l0. ulprevistos 

C.2. 

C.2.l. 

C.2.2. 

C.2.3. 

C.2.4. 

C.2.S. 

C.2.6. 

C.2.7. 

C.2.8~ 

Asistencia TecnolGaica 
--------------~~---

Asesorfa (local y exterior) 

Asesor!a a empresarios 

Ma led al Oi CActi co 

Scminario Taller a enpresarios (sc 

Vjajes (interior y exterior) 

V:i;3tjcos 

Prcnoci6njPublicidad 

lrrprevistos 

Su 

C.3. OJrsos y 5em:i.narios 

C.3.1. CUrsos y Seminarios Administrati· 

C.3.2. Cursos y Seminarios Tecnol~jcos 

C.3.3. 1-Bterial Did;3ctico 

C.3.4. PrOTOC'i6njPublicidad 

C.3.S. lmprevistos 

O. 

D.l. 

0.2. 

D.3. 

D. <1. 

D.5. 

0.6. 

0.7. 

D.H. 

0.9. 

Oireccj6n del Proyecto 

Pr01otores 

Secretaria 

Equipo de Oficina 

Equipo de IJIlpresi 6n· 

Vehl'culo 

Eguipo Audio-visual 

Bibljoteca 

IJllpl'evistos 

Su 

TC 

Su 

Gr, 

Sub total.. 
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The diagram below show~ roughly the cost structure of the 
program in terms of the major categories of expenditures just 
described: 

casr sn:uCT~E OF Tiff ~O)ECT 
BY CJ.TEca:llfS 01 f.)(Pu";TUU:S 

. lUI - IUS 

t-'~UIo.I:IE.CL--'::::""::..::..!.:~~ ..... ___ . ______ _ 

39.951 
c 

'"'''.011, Ii' 

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: 

TOTAL FlJ/{Oll.'G 
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H.I1\ 

F1~ED reSTS 

II ~VI, !ll). l' 

I....... ____________ ~-~----~~-~----~~-~-~~-- __ 



B. Current total ~ 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. Needs AssesamenL Inveat1~at1on;: the total cost on this 
major item from 1981 to June 1985 was $12,497.23. 
Much of that amount was spent on the start up of the 
program till 1982. 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. 

2. Models Deyel')pment.!.. The cost characteristic of this 
item is that exc~pt for the start up year, expenses on 
this account followed an alternating high and low 
pattern. For instance, , expenses were high in 1982. -
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 
h~no~£orth pC~Aibly n~~d only £in9 tunin~ total 9xp9n­
ditures on this account should normalize at the $5,000 
$6,000 level. 

3. Transfer Q! Knowledge: Expenses on this item have of 
course depended on the enrollment generated for each 
of the six 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 conting~ncies. 

http:39,291.39
http:99,015.16
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On the basis of the 1983 and 1984 figures and current 
enrollment trends, total expenditures on this account 
can be es~imated 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: 
~ 

Needs Assesment 
Models Development 
Transfer of Knowledge 
Project Management 

Total: 

c. C~t-Im~~ Indicators 

Current 
$2,174 
$6,000 
80,000 

115167~ 
$ 203,853 

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. Similarly, the cost per 
person participant consistently declined fro~ $1,535.08 in 1981 
to $445.16 in 1985. If the cost per module were to be divirled 
by 25 participants (which has been established as the average 
number per module) for each year from 1981 to 1985, the cost 
per module/per participant would similarly follow a decreasing 

{ 
~ 
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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 C0StS 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. Here, 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.* 

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, indicatina 
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 calculations. 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 13 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. 

Iba 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 wi~h. 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 graduated 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 S5,OOO 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. 



". : r .. · '-

•• _U • • • ,. ............... "."' •• - .. ,' ••• • - . " .............. ,,1" .. .. ,, _. ' ... . . , 

r ·, ,:.IJ.· ... "''''' "E'!t.~,~I-oll 0 1:("./'1 ' ",r.C ll"'] 

J ", ,: •• . t:"~":, P.;'l'- cu,-.·.;'I ~ S, 
r"""l fA p\!"'" pa.-t.lC'lF.illnt .• p\!",- C\w5." ,sl 
,.h".,.,-\. .. de p •• -t.j1Cl F'.r.t. ••. pot:' eur"'O 
Sub!f.HU "'o ".;'Ir""iPil,..t. jCj par,t:. (S, 

Cf".,.t .o • . F i JOs. 
O'l'I!,-heliid (~U:'E"E) 

S~] ,"","jo Di,-.cto.r ~AID) 
Sr"l)C\ ... io S"C:I-.t~, .. .:i,a <IUD) 

6- Tl!'cniC"o~ G.I-onci""l.~. ~AID) 

T,-.r.n"p-=,,-t..-/p.,r c! i 8'M 
Mi'\t.rt~l djd .. C"t.ico 
C.,:.ni. j r,ger,C"J ... 

iTot.",,] C..:: •• ·t.O$ F1J(.\ •. (~) 

Cos.t.o~. V.at"i .abl •• 
P.~o"l..:-C""ion (s. j nC'l uy. C"on TGs) 
Mi'lt .• ,.-j ",,'l .. ~. D1d.aC't.jeo • . 
l ,ru!.t. ,"uet.or 
Vi ~t. j eC'~· 

Alquil8't" dtt loe,a1 
TCI'C'nieo~. C"ont.r.t.""do!(. 
Ot.r.:.'l",: 
Fot.,;:.g,...aFo 

F.eFI"e~C"os 

J'18'9" .• ro 
C .. , .. t. i ~ i ca~os 

Tot.'.-l C.;'l5"·t..;'Is", Vart oi'Ibl as ~" 
c.o~.t.o 'l'arji'\blo/p""rticipant.v ,,) 

. .,'" 
100~ 00 

.0., 
J0~ 00 

Punt.o de E"qui] i b,",i,;:. Ct. dill- CUt-~ . .;'I!!.) 

Tof;a) i'\pc<,-t,aciC'n pa,-t"ici pi'ont.e!l'. (9): 

T.,;.t'.al s .ubl!" . .idi~. reql.lI~',-ido ('I.); 

;r.:.t. a) de f'IiI'-t. j C'i p.o\nt. e~. IiIp"·~·.\f i mo"'td.:·!f.: 

2~,1o?!0. ~0 

i : Ill.00 

80.00 

(T.;'It.Clles ~) 

37.20~.~0 

,s:7.040. 0.0 

57:::0~ 00 
38519."0 

400-0.00 
!~·11'0 .. 00 
lZ:00.00 

Jl1t879.00 

~Por Cur!f·o) 
90 .. 00 

300 .. Q\0 

· "'., · .,., 
· <I" 

! 10. 00 

525.00 
:=: 1 • 1lI0 

58 .. 17 
.:::90£1.3 .. 2'9 

1 J 6333. 16-
J",,~4 

, .,. .. " 

. " .- -.. 
• 

'. ,,- , 
! . :', . 

, ... 

.' 

1 -l~' .· · ~··~l, . ~-.~"I 

, -1 J VI~':· ' .• "1","1 

- 14l1B~S~ ... ""'ICl' 
f )t' 

-U'Io£.9 >7:9. ~"ItlI 

-1 ,0.~,",,0~. '~It"' 
6 -1 1Z'\30f:9. ~1lI 

7 -J0.1I2!S-4.1/"\00. 
S -9907.9. 00 

9 
,0 

II 
102 
13 
H 
1:< 
I$"> 
17 
18 
19 
:20 
21 
<:2 

26 
c:.7 
'::8 
29 
30 
31 

-97/10-4 .. "'" 
-951 ~·9. ~"'Iil'I 

-931 :5-4. ~"'I,,'\ 

-91179.0~ 

-8~'04 . 1;'0 
-872~·9. 17'10 
-8S.2S4.V'l0 
-83&::79 .. 00 
-813I2'.Ia.W'l12' 
-793:::9.12'12\ 
- ·773~4. 0111 
-75379.00-
-734~4. ,"'1111 
-714,,9~ 00 
-£.9-4='-4.0121 
-67-479~ 17\'" 
-E-S!'<i!l4.01l1 
-63='29.17'10 
-61~5~_W'l0 

-59579.0.0 
-S7e.0-4.V'l0 
-=,5E-:::9. ~0 
-S,36-S4.1lI0 

' 32 -51679.00 
33 -.la970-4.V'l0 
~4 -477£:'='. iiiii.' 

35-
36 
37 
38 
39 
.t.0 

4" ., 
48 
43 
50 
51 

S5 

-457:~4~V'l0 

-4.3779.00 
-418"olt.0tO'\ 
-39829.12'112' 
-37135 • r.,."'10 
-35879. ","'10 
-;::Z,?11I4 • .;'Ifl\ 

-319;'::9.17\0 
-2.'9954 .. ",,0. 

-:27979~ 0Q\ 

-~' €,""1ZI4, ~)" 

-:='· 417,1~· 9. ~"Ii\ 

_;;: :::· ... "154. ~'I..'\ 

-:210."",,7.9_ \0"'\0 
-lBlli"':', ~"-I..'" 

-1 e·) :=:9. " ..... " 
-1 ~ 154 . ~,I..'" 

-J:2179.1."-1.." 
_1 ... ""1.:" 11""'1/,. ~"I~ 

-l\:;·:!.·S'. (., ..:'\ 

- (";:~' ""' ... ""10 

-4279 . .. ""'1"'""'1 

http:75-.,'.77
http:A'~~teW.pt


NO. 7 of Equilibrium at 30 Participants Per cours 
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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 linhages 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 
lnvestment (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 APEL~ 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 h~ve 
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. 



C," N!'IO ," D Dit 
1 -:"N1'IDID liD ... PO. I CIO N, Dit , !'l,O DC II:N".1I:5" 

I:"'LI:"OO$ DC CJr,"'C§~JO. .. C"'III:I" TOTA. -
l.UC,"1I SI:IIYICIO catu:'-:IO IN0U5T kI" -- -"" . ~, "lC~ ....... , ~, ... 0-10 1 1~60 1~1-104 11~" 1 hopl~ -..... h rhnto: Oln. 

SANI II "'" -. h rlo .~- " • " - - - " " • - , • .. " - • , · .. ~~" , , , - - - , , - - , , . ,. .. , , - · " """" • , , - - , • • - - - , , • - , , · .. . 
~ ..,. "'GutU'l'O , - , - - - • - - - - • - , - , - · • DlI'I'U' , • , ' 1 , - • , , - - • Ilf • " - - - · " u.s ''''''u.s , • I" , - - - , , - . - , , • - - - · • , DAV I D , , , - - - .. , - - - • • • , - , · " 

SA'lfl A(;O , , , - - - , - , - -, , , • - - - · • - • , • - - - • , - - , - - • , , - · , == " " .. , , , ,. ., • - , 
" " '" • • , · '" _" . 

, 

• 

http:44444,4'.(.44


44 

d. SUllested measur~ La meet costSj 

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 service~. 

Logic would dictate that the first step to take toward meet­
ing the above costs is to seek cost efficienc~'. 

1. Seeking ~ ~fficiency: 

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

Eliminating unnecessary costs 
Controlling expenses for activities th~t 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. In 
1984. it eliminated two positions, namely that of 
Administrative A5sistant 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 p~blicity 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. In 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 purpo'ses 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 lmplemented: 

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 
succe~ded 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 allover 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 (vn 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) 

2. Reduce the number of technicians from 6 to 2 by 
putting the rest of the technicians particularly for 
th~ Central provinces and the interior under the 
the control of APEDE local chapters (where these 
exist), which as a rule should conduct their own 
training progrnms. 

Where there are no APEDE local chapters to absor.b 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-financj.ng. 
The estimated cost reduction on this account is 
$28,800. ($7,200 x 4 technicians) 

ECR: $28,800 

http:52,283.76
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3. 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 

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

5. 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 

6. 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 

7. 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
,:] r- -=\ms In.::'! y n (j t tj f:: ".,j '/ i. :; .:=..I:;1.;? a 1-_ t hi.:; :; t .: .... F2 f '--,1-. "':!ifI(? 

~c~son or ~he other (~S 

the matter is c~rtai.nly 
cwnsi. rJer,::\t: i. on. 
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Given the above cost reducticn, as well as initial revenUE, 
measures, it would be useful to reconstruct the new cost 
strJcture of the project and ~rrlve at a computer printout 

on a new equilibrium point. For this purpose, Table g 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 a 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 
partic~pant in 1985 as indicated in Tables 4 and 5 in 
earlier disc~3sion. The fee charged per participant per 
course is $40.00 ($~5.00) 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 equilibriu~ 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 
CJsts 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 
$26,300, the amount to be raised would be actually less, 
i.e. $35,048.12. 

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


TABLE #9 New Cost Structure: Point of Equilibrium 

(B:APEDEPEI0 -- PreD~rado cor ODR:9/6/85:CC.Jr.) 
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It should be emphasized that the point of equilibrium is the 
"rockoottom" and any amount generated by additional course 
offering and number of participants beyond the 49.08 number of 
courses and 1227 number of part:lcipants indicated in Table a 
less corresponding expenses would in fact be "profit income." 

If it is conzidered 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 ~ ~ laaa, 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 
Variable (Direct~ 
Costs for 66 modules 
at $785/module 

Total Project Cost 

$71,900 

$51.810. 

$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 
1985. 

The problem brought to the fore is how to meet the above 
costs (i.e. $123,710) for 1986 and what strategies 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 cha~ge 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 

http:1,874.39


49 

participants at $40 per module ($35 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 APE DE enrollment. 

a. Existing APE DE Programs: 

Existing APEDE programs ana activities include a training 
center for senior business executives called CESA (Centre 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 APE DE building) but al~o 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 accoun~ can be estimated con3ervatiyel~' 
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 
$5,495). 

( ENE $3,250 ) 
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 ha3 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 
Associations and other organizations. 

The net revenue which 
estimated at $3,320. 
4 modules at $60 unit 
the cost of 8 modules 
module) . 

can be expected from this strategy is 
(2 groups each at 25 participants, 
cost = $9,600 - less $6,280 representing 
at the standard unit cost of $785 per 

(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. Additional Resourc~ 

A number of additional resources from services which 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 bookletc 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. 

\(1; 
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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 booklets 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
tions: 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 30me 1,500 persons. The annual revenue which 
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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) 

3. Agreements should be negotiated with established 
colleges and universities, according to which the APEDE 
project would be able to utili~e 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 project 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, i·t 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 ~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 ~lill 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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c. Qthe~ Source~: 

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 thi~ $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) 

2. 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. Specifically, 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. 
fn an interview/conference on the matter, Mr. Hector 
S,ucre, President of UNPYME showed receptiveness to this 
p'roposal and agreed to pursue the subject with his 
directive counci·l. Union members now pay $10.00 a month 
in return for fr~e 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' produc~ivity. The proposed agreement would be 
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obviously mutually advantageous. The advantage to 
APE DE 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 prog~am 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). 

3. 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 --$10 for APEDE and $20 for consultant services. 

In this regard, it is notable that Banco General and 
Chas~ 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) 

4. APE DE 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. 

5. To suggest th3t 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,OOO) 
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d. Selection Criteria ~ Limi~ina APEDE Enrollment: 

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" ha3 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 
apply. 

e. Objective, Strategy and Time-Ph~ Implem~ntation Elan 
uaa. 

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: 

Exp~n:3~~ 
A. Fixed Cost $71,900 
B. Direct Cost ~lQ 

Sub-Total $ 123,710 
C. Strategy Costs .6.6.528 

Grand Total $ 210,238 

In~Qm~ 
A. Registration Fees $ 57,750 
B. Sale of Course 

material. $ a~ 
Sub-Total $ 66,000 

C. Strategies $ l.5JL.!..5.Q 
Grand Total $ Z2fL ~:2Q ( +$15 . 213. ) 
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Thus, if strategy goals will be achieved, the proj3ct 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 
train~ng program for small business entrepreneurs or any 
small busine~B development project for that matter by a 
non-profit organization has to date been known to have Aver 
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. 

http:traini.ng
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EflLOGUE 

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 relev~nt, 
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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APPENDIX A 

LIST 01' SCHEDULES 

Schedule lA- Caracteristicas generales de las empresas encuestadas: Cuadro Resrmen. 
(Tipo de empresa, sexo, posicion en la empresa, educacion). 

Schedule IB- Caracteristica3 objetivas de las empresas y la capaci 
(Nivel de e~colaridad de las encuestadas por tipo de empresa). 

Schedule lC- Muestra estr~tificada final de las personas encuestadas. 

Schedule 2A- Caracter!sticsB Cbjetivas de las Empresa8 y la Capacitacion por Tipo 
de Empresa: Total de Mana de Obra Empleada, No. de Emplea~os, Financia­
miento de la Capacitacion,.Gosto Total de la Capacitacion, Opinion 
sobre el Costo). 

Schedule 2B- Caracter!sticBS Objetivas de las Empresas y la Cap~citacion por Tipo 
de Empress (Horas Recibidas por Curso de Capacitacion). 

Schedule 3 Caracter!sitcas objetivaD de las Empresas y la Capacitac15n, Opiniones 
acerca del programa de capacitacion (Tipo de Empresa: Quien 10 entero 
del Programa, Razones para asistir al curso, piensa asisti~ a otros 

Schedule 4A-

Schedule 4B-

Schedule 5 

Schedule 6A-

Schedule 6B-

Schedule 7A-

Schedule iB-

Schedule 8 

Schedule 9A-

Schedule 9B-

Schedule 9C-

cursos). 

Calificacion de aspectos del Programa de capacitacion, por tipo de 
empresa. 

Resumen: Calificacion de Aspectos del Programa de capacitacion. 

Evaluacioll del Programa de capacitacion por tipo de cmpresa: Satisfizo 
el Programa SUB necesidades, explicacion. 

Opiniones acerca de la capacitacion. Si debe continuar y explicaciones 
51 ha recibido adiestramiento adicional. 

Si el Programa satisfizo sus necesidades, por tipo de empresa. 

Si el adiestrnreiento fue beneficioso y explicaciones. 

Si considera que el adiestramiento ha sido beneficioso. SegGn cantidad 
de horas de capacitacion. 

Si recibio material didactico, si 10 usa y tipo de cambios que 
-rcquicre. 

Si la capscitncicn mejoro su negocio. NGmero de empleados Y ventas 
mensuales antoS Y despues de la capacitac10ny en los proximos 2 anos. 

Si la capacitncion mejoro su negocio, nGmero promedio de empleados 
y ventas menstlBles promedio antes y despues de la capacitacion.y en 
los proximos 2 snos. 

ClasificBcion de e~presas por niveles de Ventas mensuales: Portentaje 
Jc ventss en miles de B/., antes y despu6s de la capacltacion Y en los 
proximos 2 anos. 



Schedule 9D-

Schedule 9E-

Schedule 9J1-

Clasificacion de las empresas por niveles de empleo, antes y despues 
del adiestramiento y en los proxtmos 2 aDOS. 

Mejoro su negocio, segUn cantidad ca horas de capacitacion (Por tipo 
de empresa). 

Clasificacion de las empresas por nive1es de ventas y por ventajas 
(por ho'ras de adi,estramiento). 

Schedu :OA- Clasificcion de las empresas en totales de activos y de prestamos 
antes y despues de 1a capacitacion y en los proximos 2 aDos. 

Schedule 10B- Clasif1ciacion de las empresas por nive1es de activos en ~orcentajes 
antes r despues de 1a capacitacion y en los proximos 2 aDOS. 

Schedule lOC- Clasificacion de las empresas en nive1es de activos, y en porcentajes 
por horas de capacitacion, antes y despues de 1a capacitacion y en los 
proximos 2 anos 

Schedule 10D- Clasificacion de las empresas por nive1es de prestamos en porcentajes 
porhoras de adiestramiento, antes y despues de 1a capacitacion y en 
los proximos 2 aDos. 

Schedule 11 Si la recibio antes de APEDE, cuantas, han sido uti1es y por que, 
esta dispuesto a pagar este tipc de visitas. 

Schedule 12- Si mejoro 0 no la capacitacion su negocio y porque. 

Schedule 13- Opinion acerca del costa del programa y su beneficio y exp11cacio~c~. 

Schedule 14A- Pricridad asignada a cada modulo de la capacitacion, por tipo de 
empresas. 

Schedule 14B- Pr10ridad asignada (en porcentaje) a cada modulo de 1a capacitaci511 
per tipo de empresa. 

Schedule 15- Sugerencias sobre el contenido de la capac1taci6n 

Schedule 16- Observac10nes espec£ficas sobre aspectos mas significativos de 1a 
capacit3cion, porcentaje, por tipo de empresa. 

Schedule 17- Si ha recibido algGn adiestramiento adicional y explicacicnes. Y en 
porcentajes. 



TlPO DE 
£"PRESAI 
PRODUCTO ---
6£1I",ICI0 
CDI'IEACIO 
IHOUSTRIA 

Schedule 

EVALUACIOH DEL PAOGR~ ~PRESARC~ APEDE-USAID 
~OIESTRAftIENTO ~D"'NISTRATIVO PARA GERENTES DE PEOUEN~ £MPAESA 

CARACTERISTICAS G€:'::;RALES D~ LAS £"PR£SAS oa:LJESTAOAS 
• CUADRa RES~EN • 

EN LA EI'\PRESA 

AD"IN 

16.66" 
26. U.1. 
2 ••• 1111. 

'''. U1. 

Schedule No . lD 

• • u 

EYALUACION DEL PROGR~A E~PRESARInL AP£DE-USAID 
AOIESTR~IENTO ADMINISTRATIVD PARA GEREHTES OE PEO~ ~PRESA5 

CARACTEfttSTICAS 08JETIVAS DE LAS EI'IPRESAS '( LA CAPACLTACION 

NIV£L. •• ESCOLARIOAD DE LOS ------ EHCUESTAODS PO, TlPO DE E!oIPRESA 

• 7 • • •• .. •• .. .. .. •• -----• • • •• • 3 :.z • 3 3 • • • • 3 • • 5 • • • • 7 • • 5 • -- • , • 3. • 3 --------T O T A L •• • • •• • 5 •• • • 5 

• .. 
. -

PAG , ,,", • 

., 

--
" .. 
• 3 • • • • 
• • • 



SCHEDULE lC 

FINAL STRATIFIED SAMPLING OF SURVEYED PARTICIPANTS 

. GEOGRAPHIC TYPE OF BUSINESS NUMBER OF 
NUMBER OF HDURS POSITION'IN Tnt: ·,EMPLOYEES 
. OF TRAINING., -- BUSINESS -, . 

,--' 
AREA SERVICE COMMERCE' INDUSTRY.' MICRO : SMALL, ',KED. • ·0-30 ~J. -60 61-104 105-111 'OWNER, ADM •• . OTHER TOTAL l {1'-51 ,6-15) '(15 + ) - " -" PANAMA 31 2 19 24 ~8 10 11 1.1 12 18 37 14 1 52 

. 
, -, .. . CHORRERA 4 -3 ,5 6 ','5 -1. , 1 ,I 'I ;9 10 1 1 12 

, .. COLON 6 2 2 8 2- - l 2 ~ 5 9 J 10 - .. SAN t-IlGUELITO 4 - 1 5 - - ':""' -1 1: 3 ,4 1 5 - .. OUTRE: 2 3 5 '9 1 - ,2 -2 2 4 10 
10 - - .. . lAC: "'ABLAS 3 2 1 '4 2 ~ - ',3 1- 1. 5 1 , - .. 6 .. 

I 

QAVIO 5 2 4 lQ 1 '- I :2 1, 7 9 ' 2, - - .. 11 
SANTIAGO 3 1 1 4 - 1 1 ; 1 0 .1 3 2 - 5 

' " \ .. AGUADULCE 2 - . ~ 2 '2 1 3 - - - 1 1 2 4 -T0'l'I\LES 61 14 ~o 72 31 12 17 23 22 ,.53 ' , 88 22 5· .. 115 . 
-_ .. - - .... -..... 

Total number of surveyed participants _ 115 



TIPO DE 
Fl'IPRES~/ 

P"ODUCTO 

Schedule No. 2A. 

EVALUACION DEL PROGRAMA EMPRESRRIAL APEDE-USRIO 
ADIESTRA~IENTO An~INISTRATIVO PARA GEREN1ES DE PEQUE~ EMPRESA 

C~RACTERISTICAS OBJETIVAS DE LAS EMPRESAS·V ~A CAPACITACION 
• CuAORO RESUMEN • 

TOTAL ~ANO N0. DE EMPLEADOS FINANCIA~IENTO/CAPACITA~. 

DE oaRA --------------- ----------------------
EMPLEADA PERMAhEN ,VENTUAL E~PRES~ UD.~ISMO OTROS 

COSTa TOTAl. 
DE LA 

CAPACITACION 

PAGINA I· • 

OPINION SaBRE EL COSTa 

CARO REGULAR BARATO 

--------------------------------------------------------------------------------------------
SERVICIO 
COMERCIO 
INDUSTRIA 

3S8.70 
5~.41 

Z67.lt7 

8S.49" 
<:I5.3a" 
94.~a" 

11.5"" 
'l~611f. 
:5.'ll" 

63.33" 
66..66" 
8111.01/1".4 

36.£.;;" 
3J.33" 
20.001.,,, 

i6,lS0.~1/I 
II, 545. 01/1 
S4,4t2.1II1i!1 

11.66" 
26.66" 
10.00" 

58.33" 
73.331f. 
8:5.001f. 

------------------------------------------------------------------------------------------TOTAl. 7l11a.oo/l 8.6'3" SlZ,137.0a a.8S" 

.~~hedule No. 2B 

EVALUACION DEL PROGRRMA EMPRES~RIAL APEDE-uSAIO 
ADIESTRAMIEN!O ADMINISTRATlvO PARA GERENTES DE PEQUENAS E"PRESAS 

CARACTERISTICAS OBJETIVAS DE LAS EMPRESAS Y LA CAPACITACION 

TIPO DE 
E~PRESA/ 
PRODUCTO 

HeRAS RECIBIDAS POR CURSO DE CAPACITACION 

1/1-3111 31-6~ 

-----------------------------------~--------------SERVICIO 
COMERCIO 
INDUSTRIA 

·TOTAL 

IS. IS" 
1111.:;3" 
11.63" 

'8. IS" 
4c..ll" 
13.9~" 

. 2111.31" 

16.6711 
21.I/IS" 
20.93" 

18.7:511 

46.97" 
26.32" 
::53.49" 

8:5.21" 

http:4,4!2.00
http:1,545.00


Schedule No. 3 

---- - -- . '. --- .- "- .. _-
. -----.. --------.-~ -··- ·- i-: l~:~:!~~~~~~ 

I ~PEDE 
c! .. PA iH'C'PtlNTE 
3 ;)£ II'OOICO 
• PEOt.lENQ £"'''';;:;::StUHO 

:I .. FAIoo: __ :.:jR 

6 .. Cl..1E".~ 0 AIt'Srl:lo 

7 ""Hf~cAla DE: Co.tERCIO E INDusTRIA ... ~ 
I. DESCII'PCIet. DE LAS "AlONES ~AA nS'STtIi AI.. CUllS; ....................................... ......... __ ........................ ....... 
I 1'I(.I0RAR co"'ocr'UEHTas 
~ .. D.rENCI~ DE FlkANClAftIEHTO 

3 .. OTRC~ 



Scheuule i~o. 4A 

....... _. __ • _" ~'.L. ... rill ... ""... EMPH'; 5111l1HI.. APEuE-USA I 0 
nOIESTRA~IENTO AD~INISTR~TI~O ~R~ GEHENTES DE PECUENAS EI'IPRESAS 

• EYALUACION DEL PRCG~A DE CAPHCIT~IO~ • 

_ SERVXCXO -

ASPECTOS 
CALIFIC~CI~~ DE ASPECTOS DEL 
PROGR~A DE CAPACITACION 

BUENO REGULAR DEFICIENTE --------------------------------------
INSTALACION/FACILIDADES FISICR 
I'IATERIALES ESCRITOS 
ADAPTACION/I'IATEnIALES COND.LOC 
1'1100105 AUDIOVISUALES 
ADAPTAC/I'IED.AUDIOYIS. COND.LOC 
CCNTENIDO DEL PAOGnA~ 
"ETODOS DE INSTRUCCION 
CALIDAO PROF~SIONAL/INSTRUCTOn 

85. Ill);; 
86.6';11-
78.3311-
65.1/111111-
71.';611-
93.3370 
93 • .3311-
96.6611-

Il.33;; 
13.3311-
~I. 66;; 
2:S.~0;; 

18.33,c 
6.6611-
5.1lI0;; 
l.l3;; 

1.66;; 
0.0011-
0.1110,c 

10.0",c 
1111. ~011-
•• 0070 
1.6611. 
0.011111-

...... -.- -_. ----- -.- ---_. ----_._. __ .. _-----_._--
..... COMERCXO -

ASP E C T 0 S 

CALIFICACIO~ DE ASPECTOS DEL 
PROGRAMA DE CAPACITACION 

-----------------------------
[sUENO REGL~AR DEFICIENTE 

~~~~~~~~~;~~;~~~~;~;~;_;~~~~-A----;;~;;;--_;;~;;-lI.----~~~~; 
I'IATERIALES ESCRITOS 73.l370 26.6670 0.1110,c 
ADHPTHCION/I'IAT~nIALES CONO.LOC 66.6670 33.l3,c 0.00;; 
MEDIOS AUDIOVISUHLES 66.66;; l3.3311- a.1lI0,c 
ADAPTPC/"EO.~UDIOV1S. COND.LOC 66.66;; 33.33,c 0.1110,c 
CON TEN I DQ DE'_ PROGRAI'IA 8.a.0o,}70 20. o III 11- II. 1lI011-
I'IETODOS DE ''' .. TRUCC1 ON' 93.3370 6.6511- iii. 1lI0,c 
CALIDAD PROFESIONAL/IN5TRUCTOR 93.3311. 6.6611- a •• ~11-

=========:::.--==-:=:--:=--::----:=-.. -=:::::=------==--~-
_ .XNDUSTRXA -

CALIFICACION DE ASPECTOS DEL 
ASP E C T 0 S PROGRAMA DE CAPACITACION 

aUENO REGULAR DEFICIENTE 

IN5TALACIO~/FACILIDADES FISICA 62.:5070 3:S.~"',c 2.::0;; 
I'I~TERIALES ESCR[TOS 9S.o,}l/170 5.;,}o.)11- 0.00,c 
ADAPTACION/I'IATERIALES COND.LOC 9~. 5.'" 7.SIII,c a.III"',c 
I'IEDIOS AU010VI~UALES 7:0.I/)"x Z5."'olI70 5.011111,c 
ADOPTAC/MED.AUDIOVIS. COND.LOC 75.111.,;; ZIl."'''',c 5.1II111,c 
CONiENIDO OEL PROGRAMA 6a.~~~ 17.5"''' oi!I.oi!I~70 

METOD OS DE INSTRUCCION 87.5111,c 12.S.al' oi!I. ~~0,c 
CALI DAD PROFESIO~AL/INSTRUCTOR 10110.01101111- .l.oi!IlII70 lI.oi!I.,1I-



Schedule No. 4B 

EYALUACION DEL PROGR~A E~PRESRRIAL RPEDE-USAID 
ADIESTRAMtE~TO AD"INISTRATIYO PAR~ GERENTES DE PEOUENAS EI'IPRESAS 

• EVALURCION DEL PROGRA~R DE CR~RCITQCtON • 

- RESUMEN -

ASP E C T 0 5 

INSTALRCION/FACILIDADES FIStCR 
I'IATERIALES ESCAITOS 
ADAPTACION/I'IATERIALES CONO.LOC 
"ED 105 KUDIovlSUHLES 
ADAPT~C/I'IEO.AUDIDYIS. CONO.LOC 
CO~TENIDO DEL PROG~A~O 
I'IETCOCS DE INSTRUCCIDN 
ChLIDRD PROFESIONAL/I~STRUCTOR 

ChLIFICACION DE ASPECTOS DEL 
PRC:;RhI'lA DE CAPACITACION • 

DLJEroO 

7~.b~'" 
a7.S~" 
81.73" 
66.'351' 
72.17"1-
87.802" 
'31.3.:1" 
'37.391' 

PEGULRR DEFICIENTE 

21.73" 
12.17" 
18.:26" 
26. as" 
~oII.861' 

12.17" 
7.sa" 
2.60" 

2.6,.," 
.a.~"1' 
0.0011" 
b.'3S" 
6.95" 
0 • .:I\l" 
0.810." 
•. 0"''' 



Schedule No. 5 

EVALUACION DEL PROGAAHA EMPRESARIRL APEDE-USAID 
ADIESTRRMIENTO ADnlNISTRATIVO PARA GE~ENTES DE PEQUENAS EMPRE~ 

CARACTERISTICAS O~JETIvAS OE LAS EMPRESAS Y L~CAP~CITACION 
• EVALUACION DEL PAOGRA~A DE CAPACITACION • 

SATISFIZO EL PROGRAM" 
SUS NECESIDADES ( ~ I EXPi.lCACION ,~~ 

TIPe DE 
EI'IPRESAI 
PRODUCTO ----------------------------
:iERVICIO 
COPIERCIO 
INDuSTRIA 

SI 

76.66 
a6.66 
a~.1/10 

NO PARCIAL 

3.33 
".110 
:1.0111 

20.\l.1/I 
13.31 
1111.1110 

7:5."111 
73.33 
82.~0 

2 3 

1.66 :1.1110 
6.66 13.33 
.?~ 2.~1iI 

--
----------------------------------------------------
TOT A L alil.S6 3.47 1:5.6:5 77.39 :1.21 2.60 

A. OESCRIPCION DE LOS TIPOS OE EXPLICACIONES 

1 • PlEJORO sus CONOCIMIENTOS 
2 - SE AD~PTO EL MATERIAL AL GRUPO 
3 • ALGUI.AS CHARLAS NO ERAN APLICABLES 

A SU EI'IPRESA 

~ • ~O E~A LO QUE ESPER~BA 
:5 • FALTA DE DISCIPLlNA 
6 • N!NGCNA EXPLIC~ION 

.. ~-----------------------~ ___ ._ ... ~._ .... __ •.... _ ..... a._ ........ . 

6 

11.66 
6.66 
7.~1iI 

9.:56 



I 
I flchedule No. 6A 

...............•.....•..•••••.•........•....••.... 

TIPO DE 
EI'IPRESAI 
PRODUCTO 

CARACTERISTICAS OBJETIVAS DE LAS EMPRESAS Y LA CAPACITACION 
EVALUACION DEL SEGUI~IENTO A LOS PARTICIPANTES 

CO~O SE SIENTE CON LA CAPACITA 
CION RECIOIOA ATRAVEZ/PROGRHMA 

DEBE CONT !NUAR tOL 
PROGRI1MA 

PORDUE DEDE DE 
CDNTINloAR 

INSAllS 
FECt-IO 

---_._---NI INSAllS 
NI SAT[SFE 

SAllS 
FECHO SI NO 

-------------------------------------------------------------------------------------SERI/ICIO 
COMERCIO 
INDUSTRIA 

10.00" 
6.67" 
5.00" 

9"'.00" 
93.33" 
92.:50" 

98.':;)" 
10111."'",,, 
100.00" 

1 2 3 

HA RECIBIDO ADIEST 
ADICIONHL DESP~ES 

SI NO 

~·.67" 3.33" 15.1II~" 
~_.33" 13.33" 33.33" 
7~.50" 5.00" Z2.S0" ------------------------------_._---------------------- ._-----------------------------_._---TOT A L 111.87" 7.83" 91.30" 

26.67" 
26.67" 
20.0"''' 

73.3:!. 
73.33~ 
80.lIIe" 

A. DESCRIPCION DEL PORDUE DEBE CONTlNUA~ 
·-·-·· •••• -.-••••••••••• a ••• _._._ •••• _.~ ••••• _.--_ •••• _. 

1 • ES DE 6AST~~TE AYUDA 
Z - DEBE CONTINUAR CON UN ENFODUE TECNICO ADMINISTRATIVO 
3 • PARA PRuF~NDIZAR "'AS 

........•.... ~ ... -.-..... ----.. -.... --.... -.... -... -.---

7:5.6:5" 



Schedule 6B 

EVALUACION DE~ P~OG~A~ E~PA£SQ~JAL APEDE-USAID 
ADIEIT~~IE~TO AO~INISTRATIVO PAA~ GERENTEB DE PEDUENAS E~PRESAS 

• EVQLU~CION DE~ PROGRA~A DE CQPACITACION • 

... SERVICIO ... 

HO~AS, DE CA~ACITAC/O~ 

o. 0 • 3C! I1oJ ... . 
O. 30 • G~ Ho ... . 
O. 60 • 10~ "~ ... . 
O. I~~ • III 110 ... . 

... COMERC:IO .... 

HORAS DE CAPACITACION 

D. 0 • 31/1 Ho".10 
0" 30 • 60 H~ ..... 
De b0 • 104 ho .. ~. 
0" 10~ • 111 Ho .... 

.... :INDUSTRIA .... 

HORAS DE CAPACITACION 

SATISFIZO EL PROuR~MH 

SUS ~ECESIDAOES 

SI 

n.n" 
60.00" 
S0.00" 
8e.S:!" 

iI'.01<''' 
20.00" 
10.00" 
0.00" 

'·7.~7). 
20.00). 
11<'1.00" 
19.1~" 

SATISFIZO EL PROGR~~A 
SUS NECESIDAOES 

51 

100.~0" 
100/1.00:./. 
11111/1.~~" 

NO 

0.1II~lf, 

0.ClII'''' 
0.l'0" 

81.82" 

0.00" 
0.00lf, 
0.00lf, 
0.11'11''' 18.18" 

SATISFIZO EL PROGR~MA 
SUS NECESIOAC,ES 

-----------------------------_______________________________________ ~~ _________ ~~ _____ ~:~~IAL 

O. 0 • 30 Ho.... 1~~.0e,. 0.01/1" 0.0~lf, O. 30 • bl/l He..... 111'0. ~""" 0.00,. 1II.01/1lf, 
D. b0 • 10" ~..... 63.(.4'" 18.18" 18.18lf, 
~. 104 • 111 Ho.... 9~ J _______________________ .:. I'" 0. "('Ilf, 7. E.3,; 

... RESUMEN _ 

HORAS DE CAPACITACION 

-----------------------------------------

S"TI~FIZO E~ CRGUNAMA 
SUS r.ECES/O"D£S 

51 NO 
----------------------------------------------------------------

O. II' • 31/1 Hc> ... " 
D. J0 • £0 H~ ... . 
O. be • 104 H~"~. 
O. 104 • III Ho .... 

63.33" 
80.0""" 
73.91" 
84.:0<:" 

Q1.~J" 

10."0" 
13.0"" 

iI'.iI'o/IY. 

It. f.7 ... 
10."0" 
I::.""" 
1:0."8" ----------------------------------------------------------------



Schedule No.7 A 

EVALUACION ~ PROGRAMA EM~RESARI~ APEOE-uSAIO 
KDIEST~IENTO AD~I~:5TRATIVO PARA GERENTES DE PEOUENHS EMPAESAS 

CAAACTERISTICAS 02JETIVAS DE LAS ~PRESAS Y LA CAP~ITACION 
OPJNJONES ~ CUANTO ~ PRCGnAI'IA DE CAPACJTACION 

SERvrCIO 
COI'IERCro 
INOUSTnJA 

FUE SENEFrCJOSO 
EL ADIESTh~rENTO' --------_. 

51 

'38.33 
10oa.00 
'37.5. 

NO 

P 0 A a U E , " ) 

'33.33 
100.00 
'35."" 

2 3 

-------------------
TOT~ '38.26 1.73 94.76 

DESCRIPCION DEL PORouE ruE &ENEFICroso ._. ___ s_ .. _____ •.. _ .. ~ ... _.c_~ ___ .. __ a._ ..• 
1 - "EJORO SU CAPACID~ DE ~NEJAR SU ~E~OCIO 
2 - hO sE PUSO EN PR~:CA LOS CONOCIMIENTOS 
3 - ~o~ _._.a2 ... ____ ._ .... _. _____ .... _._. __ . _____ ._. 

2.6a 



• 
" " 

'J" ! .UACION DEL 1I,110GARMAjlll1IUiESgAIA1. A'PEDE...uS.!I.ID 
AnIES1~A~If.N'O ~O"!NISTRATIYO·rpARA G[REN]ES DE OEOUENAS E~PAE~AS 

• E\I~ UOlCIOt.l DEL PAOGItAAA DE CAIlACtTACION • 

.. SERVICJ 0 .. 

HOIIAS DE CURsa C~SIDEAA OUE EL ADIESTA~ 
HQ 5100 P£~E~JCIOSO 

51 
------------------------------------------------------------.---0.. e • J~ k(t ... . 
O.31.61il1 IHo ... . 
D. 68 • Ie} ~ ... . 
o. Ie •• III He ... . 

.. XNDl!Ia;rR%A .. 

HallAS DE CURao 

1(II1II.lIIoh. 
100.0111" 
9!a.l!liII" 

108.00" 

•• 0111" 
'.121011 

18.0a" 
lII.ee" 

CONSIDERA CUE EL ADIESTA~ 
~A SIDO ~E~EFICIOSD 

-----------------------------
" •• ---------------------------------------------_._----------------0. 11\ • Jill 1,10 ... . 

o. Jill • 6~ HQ ... . 
o. EI • 1~. No ... . 
D. le~ • 111 Ho ... . 

11!I1II.e~ 
1II1~. e",,, 
~ "'0.0111' 

'!I6. 1:\" 

1/1. IBM 
..111o" 
,.",~" 
3. 8~" ----------------------------------------------------------------

.... COMERCZO .... 

kORAS Dc: CUOISO CONSIDEAA CUE EL ~DIESTA~M 
KQ SIDO &ENEFICIDSO 

-----------------------------
" ,. 

----------------------------------------------------------------D .... JI'I "'0" •• 
D. J0 .. 6~ He,. ... 
0. 6121 .. 104 Ho,. •• D. ,"4 .. "I He,. ... 

1.1.'1. "'ox 
II!I~.I/'I/'. 
11'11.'1.,,1.'1" 
I~~e. ('\1.'1'; 

121.01.'1. 
0." .... ::c "' .... ,," 
121.0"" ----------------------------------------------------------------

.. RESUMEN .. 

HOA~S DE CURSO CONSIDelOA OUE CL I:.O'ESTilo'l." 
lolA 5100 f.i::,IEF'ICIC.SO 

------------_._---------- --- -
51 •• ----------------------------------------------------------------D. .. .. 3' "::I,. ... 

~ Uo .. 6" Weor .. . 
D •• , • 1£14 '"0,. .. . 
D. 104 • III !oleo ,. .. . 

lel2l. 8I0" 
UII1 .I!I~" 
9!O.t~'J 

ge.el" 

1:'1.""''' 
1>.L'lih 
4.J:;1I 
I. " .. ----------------------------------------------------------------

• 



Schedule No. 8 ' .' ... , 
" --" --- --_ ..... - --_. 

TIPO tIE AECUIO 
EMPAESR I'IAI£AIRL noo DE CAA810 

DID.:4CnCO LO US"" C • • -----.c NO . c ... • 3 , • ---
SEIlII'CiO' '1l.ll 6.66 78.:57 2; 1 ... 2; "II. ail 3:1.11111 1!1.1I11 11. 0. 3.3::s 
1:00''I£RCI0 86.66 13.33 .... 61 
I~AIA '.111 •• (1 lII.e. '111.all 

TO'''' '''. 78 :1.21 63."" 

DESCRIPCION DE LOS TIPOS DE ~&IOS ................................... 
I • ORAte !'lAS TIE"PO A dis I'\ODU.OS 
2 • NINoGuNO 
3 - HOlIOGENllRR LDS ... l!lIUPOS . 
• EHlAEiOAli EL AATEIIIAL ENIES QuE 

IHICtE EL SEMINRIIIO 

1:5.38 .... " 13.33 13.33 0 •• 111 l3.n 
III. \Ja 3$ . .. 3 ... _ :5 • • 11 .... ~ 
16.:11 38.2fi Jill. "3 11 . 311 .... r. .... 

!5 .. I'IE.fOIlAH UlS_ INSTflLACIONES Y haMAtO 
.... ELEVAII LOS CONT£NIDDS 
7 - DARLE SEGUII'IIDl.TO 

, 

• 7 

c ... :I • ..a0 
fi . fifi U .33 
7.:111 17.!5a " /. -

/ 
".3. 111. "3 

, 

I 

f 



CARACT£R1ST1CAS .~~¥.~ 
• E\lAl.UAC I ON DEl:: 

T IIlO [;E PE.JO!l~O SU 
L."'II='£S~I t-C:GOCIO LA NUl'tERQ DE DlP\!EADOS 

51 •• NO F ~~o~TaJ~ __ ~co~~'l;oc~'T~AC~'~ON~ __ ~~~1f:i=~~~!t::~~~~if~~~ __ ~_~;,~;;:""-." 111.811 .... 
5 ••• 

~ __ ~~~~ ~S~C~h~e~~dU~1~e~N~O~.~9~B~~ 
- -.---" ---"" CAR;;T~Ri~~~ ·O&.JETIVAS DE LAS £MPRESAS 't LA~ACiTACION;---"'~"'~---"""'" 

• EVALUACION DEL PROGAAI'IA DE CAPACITACION • 

TlPO DE 
£"PA£SAI 
PRQOUCTQ 

PE.JOAQ SU 
foEGOCIO LA 
C.:I.PolCITACIOH -----

so NO 

6. !f611. 

VENTAS MENSUALES PA~OI~ 

........ -

. .... _--

• 



TIPO DE 
EMPRESA 
PRQDUCTO 

TIPO DE 
EMPRESA 
PRODUCTO 

Schedule No. 9C 

EVALU~ION DEL PROGR~A E~PRESARIAL APEDE-USAID 
ADIE5T~IEIoTQ AD,UNI5TAATlIJQ PARA GERE.'HES DE PECUEllA5 EMPRESAS 

CARACTEAI5TICA5 DBJETIIJAg DE LA5 EMPRESA5 Y LA CAPACITACION 
CLA5lFICACION DE EMP~ESA5 POA NIYELES DE IJENTA . 

I'IENSUALES 
I 

\/ENTAS " '"ILES) \/ENT&:5 lI. 'MILES) 
. ANT£S DESPUES 

-I I-III lit-50· 511. -I I-III 10-:;" 521. . . -1 ._------------------------
\/ENTAS lI. (MILES) 

2 AN05 • 
1-10 10-50 -----_._--

5ERIJICIO 1.11 20._2 41.48 36.99 a.59 18.~5 47.82 33.~ e.18 17.97 40.68 41.17 
COMERCIO 1.57 69 •• 1 29.02 11.00 • 1.7~ 4~.61 57.64 0.e0 1.18 42.~ 56.25 0.00 
INDUSTRIA 1.ll 12.97 :sa.7& 27.14 1lI.77 18.32 35.78 45.13 a.25 12.lIl 28.98 :S8.~: 

------------------------------:-. -7;-~6-1 -;;~;~~:_;;--_;._;;--; 7. ;;--;~~-~s. 99 TOT A L 1.16 22.06 47.~& 29.~2 _ 

Schedule No. 90 
r.--:. 

EVALUACION DEL PROGRAMA EMPRESARIAL APEDE-USAID 
ADIESTRAMIENTO ADMINIST~ATIVO PARA GERENTES DE pEGUENAS EMPRESAS 

CARACTERISTICAS OBJETIVAS DE LAS'EMPRESAS V ~A CAPACITACION 
CLASIFICACION DE EMPRESAS POR NIVE~ES.DE EMPLEQ 

EMPLEADOS " 
ANTES 

1 ~ 5 6-15 16 + 

EMPLEADOS " 
DESPUES 

1 - 5 6-15 16 + 

EMPL!::ADOS " 
2 ANOS T· 

1 - 5 6-15 16 + 
--------------~----------------~---------------~----~-----------------------r-------------------__ SERVICIO 

COMERCIO 
INDUSTRIA 

65.38 
86.67 
75.00 

26.92 
13 •. 33 
16.67 

7.69 
0.00 
8.33 

64.81 
86 •. 67 
51.3:;) 

24.07 
6._67 

37.84 

11. 11 
6.·67 

10.81 

50.94 
80.00 
40.54 

37.74· 
13.33 
48.65 

11 .• 32 
6.67 

10.81 
TOT A L -----------------------------~--------------------------------------------~-------------------------71.84 21.36 6.80 63.21 26.42 10.38 51.43 38.10 10.48 

http:75.00.16.67
http:NIVELES.DE


t 

Sohedule 9E 

Ey'AL UACICN DEL IIAOGRtIo"" E"DRE~"I ..... ...rIlPEDr-USAID 
IID IESTR~IENTO AD"'HISTRATIVO PARA GERENTES DE DEOUENAS E"DAESAS 

• EVALUAtiON EliL PROGRAM DE CADQCITACIDN • 

- SERV-JCIO _ 

"fJORD SU NEGOCIG 
-----------------------------

" -------------------------------_ .. -------------------- ----------.0 
o. 0 • 3111 100('> ..... 
o. 30 • till Ho~ •• 
0. 6a • I'. "O~ •• o. 10 •• III ~~ •• 

- COMERC:IO _ 

HORAS DE CADACITACION 

"III.t\b 
to.0.-" 
8111."b 
'3:;.110" 

e.I1II11" 
~'.0e. 
ce.l1Ill'1. ..26. 

"fJORO SU NEGOCIQ 

---------------------------------------------------------------
• 8' 

o. 0 • 30/1 HQ .... 
o. 30 • '(II hco~; .. 
o. ,. • I'~ ~o .... 
o. 1(11' • III No~ •• 

101.0'. 
1111111 .0011 
1(11 •• 0 .... 
Il1Ie."'''. 

0.1111/1. 
e.I1I~'. 
11.1111/1110 
111.'". ---------------------------------------------------------------

.. :INDUSTRIA _ 

~D"AS ot: CQOACITACIOtl 
"EJORO SU NEGOCIO 

---------------------~-- -----5, . • 0 
----------------------------------------------------------------0. III • lQ' ko': •• 
o. 3111 • 6~ Ho~ •• 
o. 60 • ''''~ Ho~ •• 
o. la4 • III ko .... 

10('1.(110. 
100. (110. 
90.9n 
gt. J:;. 

e ........ 
".1'10110 
9.i'~" 
J.e:;" 

-------------- -- -_ .. ----.---
_._------------------_._------------------------------------_._-

51 ~O 

o. III • Z:;> "Cor •• 
0. Jill • tv ~~r." 
~. 6111 • 1(114 "0:. ... . 
~ '(114 • 1:11010:, .. .. 

111I0.0e .. 
8<'1.e". 
8t.'36. 
96.H. 

11I."'~110 
<:111.(';\'1' 
1~."" 110 
3. :;71' 

----------------------------------------------------------------



• 

..otiAS OE 
':'~IESTfi" 
... IEH10 

t 

Schedul e 9:'? 

[ \':lL.UA:: I ON OEL DIlOGRMr. el'lPAtSAIUt. .. APtDE-USAUi 
AC I ESTRA"IENTO AO"'INIST'I"TlVo " "AA GEREN,ES DE PED'JENAS E .. :llli:SAS 

CLAS:FICACIDN DE (MPRtSAS DOA NIVELES DE • VENTIIS • 

... SE R V JCJO ... 

VENTIIS • f"'I~ESI 

" .... TEi 
YEN,QS • f~I~~S, 

OESPUEE 
VENTAS • !~t .. ES' 

C. "NOS • 
- 1 1- 10 IfI-" S~. - I 1- 10 10-:0 -I 1-10 10-:;1/1 ~. 

------------_._-----.-----_.----------------------------._------_._------ -"." _.------------_.'.---------
• t. lif. 
III A 6111 
&e A 11Il00 
1"01> II 1 11 

t. 6': 
lI.n 
111 . 7:; 
2.~:; 

6~. I : 3J.Z<: 
6.7i 'JJ."'8 
~. '4 6.03 
3.30 '14. I : 

0.1/10 
0.U 

aa.~11 
0.00 

ca. calli 
1 • car. 
II. 1iI ~ 
I . liS 

7!;. s:;. 2"', 1& 
10.6 ... • 8S.3'" 

lo. 42 ' 7 . 111 .. 
IS.7!:/1III. 16 

11 . 0" 
12:.lIIol1 

SIi."" 
II. III 

lI.o/Ill .... 
0/1.1113 
11.36 

"'~ . l!. 
11, 9& 

olo.81 
22 •• 7 

!;olo.6!; 
6 .... :: 
e.3!; 

'6.S7 

II. IIi! 
0.~' 

6fo . SI 
2111 . 31 

----------------------------.------------------------------.-------------------------------------------

HOj;AS DE 
&lDIESTAA 
... I£";TO 

~ ~ 3~ 

10/1 II " . 
il": A lolI4 
:04 II III 

... COME RCI0 ... 

VENTAS • (MI LES) 
ANTES 

- I I-Ie lO-~ :; .. 

:5. ~E. 9 4.7 .. 
0.00 leC!J.~~ 
2.38 96 ... 2 
l.13 Ie. 7:; 

0. 1/1'" 
1/1.1110 
e.~1/1 

78.13 

e.01/1 
1/I.0~ 

oII.l/Ie 
e.IO'<I' 

~EHT"S ." um.ESI 
DESPUES 

-I 1-10 111-'011 

12:.110 IfloII.1l0 0.~011 

O. "iii ",r .• 0,j1 6.a. ~fI 
"'.46 fl. Q!0 • 'J!: . !.4 
2. za l" . ~!. 6:.41 

". .... 
.a. ~0 
fl . Q!{'< 
0 . 'If' 

VEHTAS " '~ILESI 
2 t.'10S • 

-I I-III h"-~If' ~~. •. "'~, 
121.0121 
121.1110/1 
2.11 

: Oil·. fill 121. "'" 
.. 0.00/1 1:.0/1.0111 

011.(11 ..... 1"'11."'011 
3!;.3.!. f..;:.,1/1 

11' ."'''' 
12:.000il· 
1iI.~'" 
Qt • • ~l 

----------------------------------.-------------------- ~ -;:;.--'-- - - ------------------------------------ ---

!o4OAAS DE 
QD1ESTAA 
I'IIENTO 

• Q " " Q ,. .. Q \fI_ , .. • '" 

... :IND U ST R :I,::lI .... 

~EHTAS ~ t~lL£SI 
.:.HTES 

-I I-I .. ~ :fiI-~l ~ •• 

0.~8 fl. fI.~ 1'3.92 0.1/1'. 
fI.~1.'I 4. II. 'l!. . n fl . "'1/1 
l. :. .. 48.2~ .. a.Co3 12.1/1111 
1.17 Co . :!i" :.e.14 38.37 

~£HTAS "I"ILESI 
IIESI!UES 

-I I-I~ ''''-!;~ 

II. J .. 10.H e.,","" 
e . "4 4. n · • "'10.3 .. 
fl. iii,' :. ... 7!. , "!. • .l.:" 
I. ,'3 14. £6. 3e. :'f. 

n.4] 
o/'.(lJI .... 

:': . 74 

VENTAS ~ I ~ JLFS' 

i: ROIOS • 
-I I-H'· 11'-:'1 ~;" 

12:.66 0 .... 1'0 
a. a: II.!. ... 
' •• 0/1'1' ;;8.4:' 
0 .... 4 9.63 

I " . I"; 
hS.!. ... 
"'J . !;!; 
:";. ~I 

8!:. : ~ 
~ .. '~ 
1'. "",' 

U.4' 



Scliec1ule No . lOA 

E\lAl.U~IOH un. PAOGRA..A QlPAESAAIAL FlPED£-uSAIO 
AOI~STRAR1EHTQ A~INISTRATIVO PAR~ GEREHTES DE P~S ~PAESAS 

CARACTEIIllSTICAS OBJETI\1("oS DE LAS £;'IPR£:SlIS V ~ CAPJCITACION 
• EYALUACION DEL PHOG~AAA DE CAPACl,AC1ON • 

.1;00 DE 
E'o' ::I I\'ESAI 
:=:;II(lOUCTO 

PRESTAADS 

TIPO DE 

Sc hedule No • l OB 
. - -.---- --

~~~ACTEAISTICAS 08JETIVAS DE LRS E"PRES~S Y LA CAPACITACIOH 
CI..~SIF I CACION OE ~PAESAS ~OR NIVEI..ES O£ ACTIVO 

ACTIVOS :It. IIIIII..ESI ACTiVOS • UUI..ES, ACTIVQS III £"PAESA ANrES 
DE~PlA:S PAOUUCTO 2...,. -. I-I'" 1"-50 so. -. 1-10 ""-:0 '0. -. I-I. ---------------------------------- ----S£ilvICIO ".13 6.:n 19.4& 7.].a~ ",.,117 3 . a~ 22.'13 74 •• U 

II. "''' 
2.93 CO.,EACIO 0."8 "'.84 33.55 63. !U "'.0&.., 2.0:; .. 2..,. Iii 76.9" e.0. 2 . 55 INDUSTRIA ~It 8.97 23.~, 67.58 11.09 .... 86 2'.98 7111."1:1 8 .113 2 . 21 ------------------------- ---------, 0 , . , II. II 6.31 2::i.35 7111.2Z 8 •• 7 . . .. 8 · 22:.7& 7l.as .... 2.'" 

'"11 .. 11:51 
• , .. ::. 50. 

19.37 77; 6& 
Il.8S 83.57 
25. 6111 72. 16 ..... 76. 67 

.. 

- ----

,"" - ~- .'-

1 



• 

"~"::s DE 
~Dl :stllj:; 
"lE"'TO 

Schedule !l!OC 

r~aLu~CION OEL ~~O~RQ~~ [~~RE~~IAL QPEDE-uSALD 
ADJESTAA~IEN~C A~"I~ISTAQTIVO PARA G~HENTES O£ DEOUENAS EMPA[SAS 

CLAS: cICACIOH DE E"AAESAS DOH ~IVECES OE • ACTiveS. 

- SEH'VIeIO _ 

ACTivOS .. liifl:.ES" 
""'TIE:S 

~:TlvOS .. 'MILES) 
D£5Auts ACTlvOS • fMILES I 

-I !-III 10-S' :;11. c ArjOS .. 
-,' I-I. I"-~ 

-I I-I~ I'-~ :;~. -------------------------------------------------------------------------------------------------------, • " e.. ell 't.4l !7.;;~ 6':. 7i. 0 • .a .. 8. S .. ... c6.:;' E.a.~ " ... :::. :e e:::. Ie ';' L' . .. ~ '" • ... !.0" 19.'?! 80.n (\. (''' •. ~~ ':'.69 IS.J8 7(.. g,? '.GlII " • :11 .. e.C! .. 20 . 201/1 ca. :7 71. ~~ C!.!:E. lZ. SGI , 8l. 69 11,1/1, 2.'39 II.a: . 7&.16 11 , .1/1 !.67 ! . Il 87. IE. 
, .. • !1l e. Il e. ~E. 1'1.12~ .e.31 e .• " 2. '" 22.07 .... 7: . 23 "e. 2.£6 2121.:E. n. " -------------------------------------------------------------------------------------------------------

... COMERCIO ... 

...ollllS O[ ACTlVCS S fIoUL(5) ACTIVOS 'Il '"flUI ACtrvos • Cl'!llES ) 
DDliSTRA ANTES DESPUES i CINOS • 
-;'IENro -1 I - H~ 11f-5fi :;~. -I I-Ie It-:\II :e. -I 1-1 1/1 1"'-5111 :Of!. 

;--~-j; ' - ------e~;;---:~;i-_;;~;;---;~e;-:----- -;~;;---~~;;--;;:;6--:=:;;~-----;:;;---~:;;--6;.:;;--;;:;;-
lil ~ 64' (/I.e", III. I/O./'. 3 ..... " 6J.~ e.eo! 0,~0 l8.I/1~ £1.98 e."'.1!' II'.~II' 1>l.01/1 I.., .... I/I\!O 
£e" 10.. e.!l 0.0.& e."", 95 . ... 1 ".O" 1.710 0.00 18.Z6 e.a0 .:..n ".I/I~' 'n.01 I"'''~I:: a.00 1.1619, 7'l' , :S.l/Il. 1/'.0111 ::.19 : "8 8'J.34, ' It.e\!' ".I e' ... 3: 'l': . :; ~ 
-------------------------------------------------------------------------------------------------------

... INDUSTRl:R ~ 

MORQS DE 
A:'JESTIIA 
"'1 Et;-:-O 

GCT1VOS • I~JLESI 
MNTES 

-I 1-1. IfI-se :;e. 
ACTIVOS • i"'lLESI 

DESDIJES ACTIVOS • .~I~ ~S, 
C "'~OS 4 -I 1-10 U~-:5e 

-I I_I. 1._':;" ~"". -----. --------------------------------------------------------------. --------------------. ----. _. -.. --. ---• • " 1l.12 iI' • • ~a Q •• ~ '31.1111 t'I. 11'1' I.a. 14.71' 84 •• 3 " • " " .. ~~ I •• ' ....... \l . :~~ 0 . • ", , .. 
.:; :; .. ~" 7:: ••• ~ "'.ilc" .. . , , a.~ .. -~. II le.lf, 1::,:;4 7l.91 e. , :: 7 ... "1 11.41 , .. • : II C. It. I.J,1 

, •• I1I~ I.H ". i; 3_ . (":; 
.... I'.~ .. V. 1;'0.' II.~. ,': " . ,',1 114.1.4 ~!I, 1:5 :;'.31 e."" Co. "6 ll.1J .. --.... Co'. 
e.~C' ~ . !.,' ......... 7'; •• ,~ 
1l·,I'(. ". ::6 u ..... <I- .. -------------------------------------------------------------------------------------------_ ... -._---.. 

.... 

" 



'I';o::oS DiE 
"ItJESlJlR 
'OUEhlO 

Cl!ASIFICRt;ION 

... SERVJC10 ... 

OAE5;~S • 1"I~ESI 
QHTES 

-I 1-1. le-!le :518_ 

':'OEDE·UsaID 
D~ OfOU~~S E"OAESA5 

• PRESTR"IOS _ 

~~tS~""IO~ • '":~E51 
O~50UC:S 

-1 1-1' I ~·" 

PAEST~S • CM1 ~ES) 

2 RHOS. 
-J I-Ie II!'-" , •• 

.. A 31 111 . 01 I .... " '31 . S3 e." 1II •• t 4.:1. ' 97 .... ' fl. 00 I." 21.7. 31ll .... 3 47.83 
31 R 60 e.'. •.•• I.ee •.•• ~.00 •.• ~ •.•• I".e. , •. ee e .•• Ie.... '.'1 "A I"~ III." '.~0 3:1.29 64.71 .... a "' .•• e ..... 1."'.0.111 III." • . e.IIII.... III." 
I .. A III e.ee •. ':111 9.a2 .• 9111.71 •• ,)0 1.66 17.Z! .1..5 ~.ee 1.18 :I." 92.C!7 :..-.::!-_-_._._-------------_._--------_ ...... _---------------------_. ----

01(:;;11.5 DE 
r.r.oIE.STRA 

IENTO 

... COMERCJO ... 

OPESTA"OS • ("ICES) 
r.t.'ES 

-I I-I. I~-:le 51. 

PAC:ST~OS • '~:~ES) 
DiOS;)(Ji:S 

-I I-II!' IC-'" 

c 
PAES~O~S S '"'LES) 

C. A.-.:IS • 
-I I-I' I~-!l~ : •• 

---------------------.---------~-.-----------.-------------- .. ---;----------------.----.--~---------------1 •• 1 30.!lE. ~s..... ..~. • .... 15.3: 5 •• &. •••• ~ ••• I' •• '. • ••• ..0* 

HOA~5 DE 
RD IIESTttA 
~IE.";TO 

~" ~UI~.~~" •. ~ L~ ~.U •. O~ •. " LQ~ •. :~ a.~ 
III . to ••• ~ ~... '.00 •• ~;) ••• 0 ~... '.00 ' •• 0 ••• '" ••• .., •• ..,0 
. .... . 2.7638.10)759.17'" •• 80 1£0.67 ".Il .... 83.33/' 111.'121 ' .... M ~5.~ (.:: •• '" 

... :lNDUSTAJA ... 

P~EST~OS • '"'LES) 
~TES 

-I I-HI 10-~ !l •• 
OAESTAMQS • 1~ : lES) 

CtSPuC::S 
-I 1-110" ""-!.Il; 

PAiOSTa~os • '~I~ESI 
C :''I;O~ • 

-I 1-1'1 ;.'-:.' !. .. -
;-~-;;----- ---;~;;---;~;;-;;;~;j---;~;;------.-;: ;;_. -;~;;--;;~; ;---;:;;-------~:;;. --;: ;;. --; ~~; ---;~ ;;-
3'" A r.. 111."'111 e ... ~3 11I'~~ .011 e... ~.ol!" . .!l.;;'! (.\ .. (.. '.r.~ <I."~ 1C'I:.I11'" \~.~.' \~.\'I. 
~..I :. 1'4 .... ~,~ ~.3l 1 , •• ~'" 91.611', ,,~ .".3 l.'" c.~.13· £o;.6~ 0.1',' :~.17 .-.il " .. ,ll. 
:'0~ ~ III 0."0'1 36.4 .. 61.:; ... · c.r. t.,~? :~.!~. t •. « · ~ .. '.'. t.n· !.ol!~ !~.3 ·, ~I .~£ • __ • _. _ .. ________ 4 ____________ • ______ • _____ • __ ••• __ __ _ • ___ • ___ • ___ • _____ • __ • • _. _ .____ _ _ ____ .... . _ •• __ 



I V;. 0_ 
" i·" '/ 

Schedule No. 11 

EVALUACION DEL PAOGRAMA EMPRESARIAL APEDE-USAID 
AOIESTRA"IENTO AOMINISTR~TIVO PARA GERENTES DE PEaUENAS E"PRESAS 

C~RHCTERISTICAS 09JET!VAS DE LA~ EMPRESAS Y LA CAPACITAClDH 
EVALUACION DEL SEGUI"IENTO A LOS PARTICIPANTEs 

TlPO DE 
E"'PRESAI 
PROD!-'CTO 

HAN RECIBIDO 
YISJTAS APE DE 

NlJI'IERO DE 
YISITAS 

HAN SIDO 
UTILES 

OPINION , .. t ------
SI NO DE 1-:5 ::I-I'" Ie 0 + SI NO i! -------------------------------------------------------------_. 

SER\lICIO 
CO/'IERCIO 
INDUSTRIA 

T UTA L 

8 .... 011111 
86.66 
8:1.0111 

20.0'" 
13.33 
1:5."'. 

8Z.6o/1 17.39 

A. DESCRIPCION DE LAS OPINIO~ES 

33 
8 

2:5 

66 

_ •••• d •• _ •••••• __ ••••••• ~ •••• =~. __ •••••••••••••• _. 
I • HAN RESuELTO PROOLEMAS 
2 • LAS YISITAS SON ESPORADICAS Y POCO P~dOUCTIVAS 

13 

" 8 

. Z:S 

2 
1 

cl:5-. ·"2 
10111.0CZ1 
82.3:5 

1".:58 
",.e0 

17.6:5 

86.32 13.68 

8::1.0Q1 I::I.CZI~ 
93.33 6.66 
8:5."'111 15.IIUII 

86. ",oj &3.91 

DISPU£STO A 
PhGAA YISITA ---------51 NO .. 

7Q1."''' 28.33 
73.33 26.66 
sa.:;'" 17. ::illl 

7".78 24.3:5 



TlPO DE 
E"'PRES~I 
PAODUCTO 

~JOAO 50 NEGOCIO 
CO>< LA 

CAPAI;.ITACION 

Sf ... 

'3 ...... 

Scheou1e 110. .12 

EVA~UACION~DEL P~DCR~ E""RESRRIAL APEOE-YSaID 
AOIESTRAftIEHTQ A~IHISTRAT1YO PARA GERENTES DE PEouehAs ~PR£5AS 

CARACTEIUSTtCA$ a8JETlYA$ DE LAS EM"fI£SAS 1 LA CAMCITACIDH 

elPCICACION EN CASa POSITlva 

A. OC:SCRIPCION t!€ LAS OroSERVACIOt.ES 51 "EJORO ~EGCX:ID CON LA CflPACITACIDtoI ........... _-_ .... -...... _-............ _- ............................ __ ._--_. 
~-£N;O DE VRNT~S 

~ E~ LA C~~TAOILIOAO 
l .. !'IEJ1;;AQ EL ... &1"£.10 '-~80~AL 
.... ~E AYUOQ II ~DNOCEA "I ",EGOCIO 

~ BAJO EL COSTO oa PAODllCCICW 
(, Nlt<G~.m 
7 .. E~ ~ ~~EJO DE INYENTflAl0S 
a .. EN a. CONTR~ D~ COIL lOAD 

8. OESCAI~CION DE L~S C3SEAvnc:OftES NO ftEJOAO SU H~GOCIO CON LA CAPACITAC ION 
.-.-.---~ ........ -.-... -.-----.-.-----.----.----.... -.-.. ---.----...... --.~. I • POR C~810 ~E LOCA~ 
Z - NO puDO ~~'CAR ~OS OONOCI"IENTDS .. ' 

--_ .. -

1 ~.47 • 
• • oW • 

. •. .w. 



TIPO D£ 
El'I ~IOESA' 
~A':DuCTO 

.:iEQV:qO 
:;::"i:;!C:O 
::"IA,::iUIIII 

Sche6u1e No. 13 

EYALU~ION DEL PROGIlAAA E"PAESAIUAL AP£DE-tlSAID 
ADfEST."""EHro AO'UNISTRATI\IQ PARA GEREHTES DE PEQUENAS E"PIlE~S 

CQNO CDHSIDEII~ EL 
OCS~O DEL PIIOGn~ 

CARO REGULA" 8"OIATO 

" . NII' 11.6711 dS.3311. 
~ • .),"', • .!E •• £7. 7 3 . lla 
~.:..;,. Iii • .::&" 87.la" 

CAAHCT£RISTtCA9 08JETIYAS D£ LAS EI'IPRESAS Y LA CAPACITJOCIDN 

OBSERVACIONES SCBRE EL COSTa 
--------------------------------------• 3 • • 

CONSIOEAA O~IE EL AOIESTRAM 
HAl SIOO DEHEFIC,OSQ 

SI 
-------------------~--£1: .• • 7. 

NO 

•• 3311. 1:1. lih'''' ... .",." I~.':" • 98.33. 6 •• ~. 2~ . ..... 11- ".£7. 6.67. b.67 , hl'~ • • "'. 
l.6.7" 
.., . .,,,'" 

_ ......... . 
ODSERVACIOk[S saBRE 

SI HA SIDO BENEFICIa 

I • • 
'3&.:1:5" J .4:5lL 

77,:I.l" 1 .. . ...,. 7. :'lIl ~.:5"l!; ~.::oII" ,)7.~ .. 
look'. oN..! 0 ..... 

2.:5.:1. !J7. "4" 2. ~,! -----------------------------------------------------------------------------------'""~------------------------------r ,J , III ... • • aa.. 13. I .. ,. 8:5.96.. 69. :57. '''.43.. II. JII. t.7,.. 6. 'J". 'la. ::6. 1.7.. '17.32;1& Z. "" 

... CESC_IOCI~ DE LAS 08SEMVACI~S SOIAE EL COSTa DEC PM~AMn DE ADIEST~IENTa DE LA A~EDE 

.~--.. ~-.--.... -... -.-.---.. -........... -•......••..•.... ~ .. -......... -.. --............. --.. -.--
I • ~~ ~P~ENOE-~3TANTE ~ POA COhDIOON ECO~ICA DE LA ~PAIfiSA 
~ ~T~ CAi...IOAD DE EIPQSITOAES ~ .. EST., Al.:: · ALCANCE DE LOS PAMTICIPANTES 3 • CUMSOS SI"ILARES SON ~S CA~QS 

&. DESCAIPCIDN DE L~S QBSERVncl~~S SO~AE EL 8E~EF ICIO TA~IOO OCR EL PAOGA~ DE ADIESTA~JENTQ 
... -.. -.... -... --.--.-.... --.. -.. -.. --... ~.-.-.---.--.. &_--_ ... _---... -...... _--._._--..... _-.. . ' • :-.£':OAO SU CAPACIDAD DE I¢Io.EJ"R EL NEGOC IO 
l - NO DuSO EN PAACTICA LOS C~CCI~IENTOS ADOU IAIDOS 

. . .. . .. ~ . -

• 

• 

• 



EVALU~ION DEL PROGR~A EMPRESARIAL APEDE-u5AID 
ADIESTRAMIENTO ADI'IINISTR~TIVO PARA GERENTES DE PE~EN~S E"PRESAS 

CRRACTER1STICRS OBJETlvnS DE LAS EMPRESAS Y LA CAPACITACION 

XNDUBTRXA 

FAECUENCIA DE PRIORID~DES POR MODULO 
I'IODU\.OS ------------------------------------

ND 2 .1 " :s 6 7 
TOTAL 

-------------------------------CONTRDII..(D~D (AOPl.CONTRBLE) 2 20 S 3 :s 3 I • 1,,11 COSTOS E INVENTnRIOS 0 4 8 '3 7 _6 J 3 .", ANAl..ISIS C,E REG. Y ESTADOS FIN 2 0 2 lID I) 9 It S 4a FLUJO DE OlJA '1 PTO.EDUII..I&RIO 3 4 ;] 4 6 7 7 5 lot!! PlERCAOEQ ·t \/ENTAS 2 :s 14 l 4 " S 3 Iolll 
ADPlINISTR~C10N DE LA PROD~CC. S 4 J '3 l S 9 2 41D PLANIFICACION D~ LA E"P~ESA S 3 :5 :5 :s l 3 II 4 oil 

~ ::---~---7-------------'_:,-':"""""":--==-.:_---~-______ -~-------_________ . ________ _ 
COMERCXO 

FRECUENCIA DE PRIORIDAOES POR "ODUI..~ 
",OOULOS TOTAL 

NO 2 3 6 7 ---------------------------------------------------------------
CONT::'BII..IDAO (AOI'I.CONTA&LE' "6 2 4 Z " I " 1:5 
COSTOS E IN'IENTARIOS I l 4 I 1 3 2 IS 
ANriLlSlS DE REG. Y ESTAOOS FIN ~ oil l I :s ! I 2 IS 
FLUJO DE CAJ~ Y P70.EOUII..IBRIO 1 III ~ 2 " 2 0 2 1:S 
"ERCADEO Y VENTAS 1 4 1 I " 6 oil ~ IS 
ADI'IINISTRHCION CE LA PRODUCC. 2 3 I I I 4 ~ 1:5 
PLANIFICACION DE LA EI'IPRE=R 2 1 2 I 2 4 2 15 

Schedule No. l4A 

CUADRO NO.3 ............ 

---------------===-~~-~~---------------~-~~=~~~-~~~~~~~-~-:.==~=~~~~ -SERv'xcro 

FRECUENCIA D~ ~RIOR1DADES POR AOCULO 
",OOULOS TOTAL. 

NO " 6 -( 

~~~;~;;~~;;:_;;~~~;~~-----;----;;--~;-----7-----;--~--:--i----1-· --~ 

COSTOS E INI,IENTARIOS 1:5 1::1 Il 8 :s 7 6 6a 
ANAL-ISIS DE REO. Y ESTADOS FIN 0 0 8 II 16 14 7 4 6. 
FLUJO DE ':AJA Y PTO.EDuILIBRIO 2 I 7 .. 13 IZ 11 10 60 
I'IERCAIJEO Y VEN Ti1S I '3 7 13 8 I I 6 :s 60 
AOI'lINI5Til~CION CE LA PRODUCC. 3 7 '3 8 5 6 12 10 60 
PLANIFIC~CION OE LA EI'IPRESA :s 8 4 to 3 7 Il 16 6111 
--------- ------------------------------------------------------------
NOTA. 

N.B. 

... C.- NQ OEFIN\OA 

The process followed in arriving at priorities was to assign points as follows: 
1= 7 points ; 2= 6 points; 3= 5 points; 4~ 4 points; 5- 3 points 
6= 2 points and 7= 1 point. 
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. 



, 

EYAl.lJIiCIOH DIEt!: PIllOGRAMA DiPItESA.rAL . AP£I:€.ousAID ,"',.,,, 
AUII£SUAltIIEHTD &.DfIIINI5TJlATIVO PAllA GoEltt:NTE5 DE ~S E"PJIE"SAB 

CAiiACTEIU5T1CJi.S 08.1ETIVRS DE l..AS [ioIPR£SAS ., LA CAPACITACIDf! 

SERV%C'XO 

MODULO 

FkECUENCIA 
TOT Al.. PDR "DDULD . 

rtQDULO NO-DEFI 

... 
e. 33. 
10).$"''' 
I.E6s 

I!I.HI': 
11.66" 
13. 3!II 

• 

~0.ea" 
Ii. 06" 
0.011111 

"'. "'''" 26. 66" 
~ .. "'..,,, 
6.66': 

• 

• ' ;C~",,;;;,~, •• ",;""i,1i.~'~.=:;;;IA~:~-C"-~------:~-·--~~ 
COSTOS E IN\I£NTA.:a~ ~. 

J 
-~----------:S,,,,,,! :111 • .:.a~ 

AN.:I:.I SI S DE REG. Y ESTADOS FIN .. " 
Fl.U.lD DE CAJ;:j Y PTIl.EOUILIBitID ~'" 
"'-EACAOEC Y VE,.TAS ~.1 
RD":NISTRACI~ DE LA PRODuce. .1lI 

1 ~ .:5>11 " 7.:50" 111. "111" lla."..,,, ' 2 011 •• 0/1" 2:!. .5-.1" !i. >II,)" e. III<lo . 5.0II,aII ~ • .wa" 7. :111" lo/I.-.3~. 7 . 5-.3" t~~'oIIl1: 5.1&;,\1" 12. :5"" ! 5 . ""'. ~.=oiI" 1 2.~. h'. ~'o/I. 7.5i1. 

• 
12 • .51iJ': 
17.:51iJ" 
H ... "''' 
15."" 
le.U" 

• 

• 
• • -0-

7.5.,," 2. $Is 
15.111111. 7. " •• 
22. :5\1" · 1 ....... 
17.~. 17. = •• h' .. h'. 12.:5,-," J'l.OI:I I FICOlCIQIII DE l.A E"PRESA .. 0 ~.5-.1. 7.:;",. 12 .:111. 7. ::I" .. 12. ~\)" I~ ::I"',. 12. :5111. 
12. : .a. Z!.!i"" 
7.5011. 7 • .5"'. ----

-o----- ----- -- ---------_ ____ o _________ .=,,;;o~ ____ .~-

o· 

----_. 

o , 

, 

, 
2 . Si" 
7. :s.t" 

12.:5II'i 
I:S::U" 

7.:s.JI. 
5 .... 
~7.:5Q" 

[ 
t. 
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Scheaule 

EVALUAtiON OEL PAOOA~A EMPAESAAI~ ~EDE-U5AID 
ADIESTAAMIENTO AD"IN ISTAAT1YO PARA GERENTES ~ PEOUENA8 EftP~ESAa 

CAAACTE~~~!;~:SO:~ET~~OD~ ~AO~::~~ ~~:C~:C~~ACION 

5£ DEIEM 
DFRECEA 
DTAOS 
QJRSDS 
~ 

51 NO • -----
SEItVU::tO 
COI'IERCtO 
INDUSTRIA 

76.'E io 
86.66 
7a.00 

23.33 28.33 
13.33 13. 33 
3~ ••• 3~. sa ----------

TOTAl.. 7S.6S 2".3 .. 27.&a 

DESCAIPCION DE LOS TIPOS DE CUR50S .. ~ ... -... ---.. -.. ---~--~-----.. 
ID IOADA 
I IOI'"IAillIAR LOS TEImS 
2: ~ACADEO Y VENTAS 
:I .. LOS "ISrIOS CURSOS A UH IIIIVEl.. II 

1 

I •. ~~ 
1.1. ,)3 
12."~ 

11.3. 

.. - RELAC I ONES ~"ANAS Y AO". PEASONAL 

nPO 00 QJRSO 
• • I -. 

• > • , • 7 -----• 11.66 -t. el/l 28. '33 . s.e~ 3 • .)3, .... 
211.\t1/l 6.66 26." .. ~. . ... " . "6 
1". 138 s .aa IlD.e. 2.". . ... 17. S. 

13.'i1 2.601 21.13 .) ... 7 3.0\01 .... 
S .. LA COIIPUTADOIIA EN LA PEOU£NA EJoIPAESA 
" .. Pl."'HFIC:~IQH DE LA E .. PRESA 
7 .. DEAEDIO LA£oQAAI.. 
... CONTABILJDAD Y COSTOS 
OJ .. PflOOUC:CION • 

-----
.. 

• • ------.... I." 
". '" .. ,,~ . ... . ... 
S .21 II •• " f 

-- -



TIPe DE 
EI'IPRES~I 
PRODUCTO 

SERVICIO 
COMERCIO 
I"'OUSTRIA 

TOT A L 

Schedule No. 16 

CARACTERISTICAS OBJETlvAS D£ LAS E~PRESAS V LA CAPACITACION 
• EVALUACION eEL PROGRA~A DE CAPACITACION • 

OBSERVACIONES ESPECIFICAS DE LOS ASPECTOS ~9 StGNtFICATIVOS 
DEL SEI'IlkARIO (~) ------------------------------------

7:5 •• 0 
1t0.0111 
:58.97 

61t.91 

:5.0111 
6.67 
2.:56 

3 

1.67 
11.00 
2.:56 

1.7:5 

1.67 
6.67 
7.69 

0\.39 2.63 

1.67 
0.00 
2.~6 

1.7:5 

7 II 

:5.0011. 3.33 
6.61 13.33 
:5. 13 1:5.38 

:5.26 8.77 

9 

A. DESCRIPCION DE LAS OBSERVACIO~ES ESPECIFICAS 
••••• __ •••••• _ ••••• _ •• _ •• __ ._._ •• _ •• __ •• _ ••••• a •••••• ~a._ ........................ __ .•.•••..•• 
1 • NI"'GUN<\ 
2 • buEsOS INSTRUCTORES 
3 • APORTE I'IUV BENEFICIOSO 
~ - I"'STRUCTORES CON ~ETODOLOGIA NO 

APRGPIAOOS 
:5 - FALTA DE BIBLIOGRAFIA 

6 - PlU'{ AVANlADO 
7 - MUV ELEMENTAL 
e - EJcMPLOS V CASOS NO ADAPTADOS ~ WR PEOUENA E"P. 
9 - LOS ~EDIG5 A~DIOVISUALES DEBEk SER MEJORES 

v "'EJO~An INSTALACIONES 

......................•..•...... -..... -.................• -..•.•..... -............... -.-------



TIPO DE 
EMPRESA' 
PRODUCTO 

!?chedu1e No. 17 -

EVALUACION DE~ PROGRRMA EMPRESARIA~ APEDE-USAID 
ADIE5TRAMIENTO ADMINISTRATIVO PARA GERENTES DE PEQUENAS EMPRESAS 

CARACTERISTICAS OBJETIVAS DE LAS E"PRESAS Y LA CAPACITACIDN 

HA RECI81DO ALGUN 
ADIESTRAl'lrENTO 

ADICICNAL 
TIPOS DE OBSERVACIONES 

,-------------------------------------
SI NO 2 3 6 7 8 9 ,--------------------------------------------------------------------

SERlilelO 26.67" 73.33" 36.67 ... 13.33 ... 1.67 ... 3.33'" 1.67 ... °1.67" 13.33 ... 8.33'" iii. liSe" 211.110'" 
COMERCIO 26.67'" 73.33 ... 60. iii 0'" 1l.33'" 0."''''''' 0.ool"':10 6.67 ... 0.00'" 81.00" iii. 01/1 ... 6.67. 13.33 ... 
INDUSTRIA 20 • ...,"' ... 8"'.00" 37.~0'" I iii. 0"''' iii."''''''' "'.""':10 0.01/1'" 7.5"''' 1:5.01/1'" ~.IiI"'''' 8.01/1" 2:5.00" ---------.---------------------------------------------------------------------
TO T A ~ 2it.3:;" 7~.6~. 100.00" 12.17" 0.87" 1.74'" I. 7 it ... 3. loS'" 12.17" 6.1i19" 

~. DESCRIPcrON DE LAS OBSERIIACIONES 51 HA RECISIOO AOIESTRAl'lrENTO ADICIONAL DESPUES DEL PROGRRMA .-.-•• ---.--.--•••• -.--••• ~ •••••••••••• _ ••••••••••••••••••••• ~.~.c~.=zc ___ ••••••••••• ___ ._._ •••• 
III - NAuA 
I - POR FALTA DE TrEMPQ 
2 - NO HAN HA6rDO MRS C~RSOS 
3 - NO LO OFRECEN EN ESTA AREA 
it - EN EL CR~pa LA60RAL 

~ - FriLT~ DE RECU~OS 
6 • NO SE HA ENTERADO DE CURSOS 
7 • NO LE INTE~ESA 
8 • PLANIFIChCION DE LA PRODUCCION 
~ - ASISTE A uT~O LUGAR 

0.87 ... 20.87'" 



ANNEX A 
EVALUACIO~ DEL PROGRAMA DE CAPACI TACION ADMIUISTRATIVA 

,-,.# 

PA~~ GERENTES DE PEnUE~A EMP~ESA DE LA APEDE 

Orientacion, capacitacion y prueba de campo de la encuesta 

Fecha: 15 de Agosto, 1985 Lugay.: Oficinas de INEDESA, Bethar.i~ 

1. Bienvenida 

Hora: de 8:30 a 11:00 a.m.(1a parte) 
Responsable': 

Pedro A. Martiz 

2. Explicacion de los objetivos de 
la encuesta a peque~os empresa­
rios participantes en el pro­
gram~ ce capacitacion de APEDE/ 
USAID, como parte de la evalua­
cion de dicho' progra~a. 

Pedro A. Martiz 

(1) Obtener informacion sobre las 
opiniones de ~na muestra de pa~­
ticipantes en el programa de capa­
citacion de APEDE para comparar con 
los informes respecti.os y acerca de 
las vi~itas de seguimiento. 

(2) Obtener informacion ace rca de la~ 
opiniones, percepciones y comporta­
miento de los participantes en el 
programa de capacitacion de APEDE, 
que ayuden a de~erminar el impacto 
del, mismo. 

3. Informacion ac'erca del procedimicnto para la contr.atacion de los 
servicios de los encuest~jores. Pedro A. Martiz 

4. Lectura y orientacion ace rca del formulario de la enccesta. 
Pedro A. Martiz Y Eli~ 

clore Robles 
Hora: de 11:00 a.II:. a, ~:OO p.m. (2~ parte) 

5. Prueba de campo del formulario de encuesta Encuestadorcs 

6. Retroaliment~cion y conc1usiones de 1a prueba 
de campo del formul~rio de encuest~. 

7. Entrega de formulario~ y list~s de participan-
tes para ser entrevistados a partir de ese momento 
hasta cl sabado 17 de Agostc. 

En~ucstauores Y Pcdrc 
A. Martiz 

Pedro A. M?rtiz y 
Anel Rod~·:lguez 



Lic. Domingo Frixione 

D. ENCUESTADORES 

Pedro Villaverde 

Ezequiel Urrutia 

Isolda De Leon 

Jose Manuel Hernandez 

Abel Acosta 

Josef Toth 

Ruben Obregon A. 

Efrain Escalona 

Dina Solis de Peralta 

Dorila de Delgado 

Pedro A. Martiz 

E. OTHER 

Eckart Oering 

Hector Sucre Serrano 

Horacia Garrido A. 

Maximo Tang S. 

- Profesor de Administracion 
de Empresas 

-Nutricionista Panama 

-Educador para la Salud Panama 

-Profesora de Espanol Panama 

-Pedagogo/Graduando de Derecho Panawa 

-Ped~gogo/~~estrra en Educacion Panama 

-Graduando de Ingenieda . Pana.ma 

-Administrador de Empresas/ 
Master en Admon de Negocios Panama 

-Trabajador Social/Especialista 
en Educacion de Adultos Panama 

-Sociologa/Maestr!a Chitre 

-Pedagoga/Maestria de Recursos 
Humanos David 

COORDINADOR 

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

-Principal Technical Adviser t~-ILO 
Regional'Office, San Jose Costa Rica 

-National President-UNPYME 

-Vice President 

-President Saving and Loan 
Association-UN?YME 



ANNEX A 
EVALUACIO~ DEL PROGRAMA DE CAPACI TACION ADMINISTRATIVA 

PA~~ GERENTES DE PEnUE~A EMPkESA DE LA APEDE 

Orientacion, capacitacion y prueba de campo de la encuesta 

Fecha: 15 de Agosto, 1985 Luga7.: Oficinas de INEDESA r Bethar.i~ 

1. Bienvenida 

Hora: de 8:30 a 11:00 a.m.(la parte) 
Responsabl~~ 

Ped:o A. Martiz 

2. Explicacion de los objetivos de 
la encuesta a peque~os empresa­
rios participantes en el pro­
gram~ ce capacitacion de APEDE/ 
USAID. como parte de 1a eva1ua­
cion de dicho· prograrna. 

Pedro A. Martiz 

(1) Obtener informacion sobre las 
opiniones de cna muestra de par­
ticipantes en el programa de capa­
citacion de APEDE para comparar con 
los inforrnes respecti70s y ace rca de 
las v~sitas de seguimiento. 

(2) Obtener informacion ace rca de la~ 

opiniones, percepciones y comporta­
miento de los participantes en el 
programa de cap3citacion de APEDE, 
que ayuden a de~erminar el impacto 
del. mismo. 

3. Informacion ace rca del procedimiento para la cont~tacion de 105 
servicios de los encues~.jores. Pedro A. Martiz 

4. Lectura y orientaci6n acerca del formulario de 1a enccesta. 
Pedro A. Martiz y E1i~ 

dore Rob1e~ 
Hora: de 11:00 a.~. a· ~:OO p.m. (2~ parte} 

5. Prueba de campo del =or~ulario de encuesta EncuHztadorcs 

6. Retroaliment~cion y conclusiones de 1a prueba 
de campo del formul~rio de encuest~. 

7. Entrega de formu1a=io~ y list«s de participan-
tes para ser entrcvistados a partir de ese momento 
hasta e1 sabado 17 de Agostc. 

Encucstadores Y P~~rc 
A. Martiz 

Pedro A. M?rtiz y 
Ancl Rodriguez 

\~ 



IJ~'c. Domingo Fr1xione 

D. ENCUESTADORES 

Pedro Villaverde 

Ezequiel Urrutia 

Isolda De Leon 

Jose Manuel Hernandez 

Abel Acosta 

Josef Toth 

Ruben Obregon A. 

Efrain Escalona 

Dina Solis de Peralta 

Dorila de Delgado 

Pedro A. Martiz 

E. OTHER 

Eckart Oering 

Hector Sucre Serrano 

Horacio Garrido A. 

Maxi.i::l.o Tang S. 

- Profesor de Administracion 
de Empresas 

-Nutricionista 

-Educador para la Salud 

-Profesora de Espanol 

-Pedagogo/Graduando de Derecho 

-Pedagogo/Maestria en Educacion 

-Graduando de Ingenieria 

-Administrador de Empr~sas/ 
Master en Adman de Negocios 

-Trabajador Social/Especialista 
en Educacian de Adultos 

-Socialoga/Maestria . 
-Pedagoga/Maestria de Recursos 

Humanos 

COORDINADOR 

-Profesor de Socio1ogia/ 
Educador para 1a Salud/ 
Maestria en Sa1ud Publica 
y en Humanidades 

-Principal Technical Adviser UN-ILO 

Panama 

Panama 

Panama 

Panama 

Panama 

Panama 

Panama 

Panama 

Chitre 

David 

Regional "Office, San Jose Cosca Rica 

-National President-UNPYME 

-Vice President 

-Pre~ident Saving and Loan 
Association-UN?YME 



APPENDIX B 

LIST OF PERSONNEL 

A. US AID 

Frank Skowronski 

Allan Broehl 

Jai1:'o Barsallo 

Bernai Velarde 

Frank Pope 

Celso Carbonell 

Vilma Jaen 

B. APEDE 

Ing. Carlos Sanchez Fabrega 

Lie. Domingo De Obald!a 

Sr. Marcos Dc Obal&!a 

Lie. Teresa de A~osemena 

Lie. Franklin Ward 

Lie. Juan -Ramon Vallarino 

Lic. V!ctor Diamond 

Lie. Roberto Motta 

C. APEDE-USAID PEQUENA EMPRESA 

Prof. Anel Rodrf.guez 

Lie. Ma. E. de Gorriehategui 

Sr. Ricardo Delgado 

Sr. Nelson Vergara 

Ing. Wigberto R~os 

Sr. Carlos Caraballo 

Lie. Luis Javier Bernal 

Sr. Augusto Palacios 

Sr. Olegario Bolanos 
Lie. Priscilla Vasquez 

Dr. Juan Higuero 

- Chief OPSD 

- Project Officer OPSD 

- P~oject Officer OPSD 

~ Project Officer OPSD 

- Evaluation Officer 

- ODR Offic~r 

- Accounting Officer 

- Presidente 

- Executive Director 

- 2do. Vice President~ APEDE 
y Presidente de Pequena Empresa 

- Directora-CESA 

- Icr. Vice Presidente APEDE 

- Secretario 

- Controller/Accountant 

- Presidente-CESA 

- Director Programa de Pequena Empresa 

- Secretaria 

- Tecnico Asesor area de Par-ama 

- Tccnico Asesot' area de Panama 

- Tecnico Asesor area de Chorrera 

- Tecnico Asesor area de Colon 

- Tecnico Asesor area de Chitre 

- Tecnico Asesor area de Chiriqui 

- Programador de Computadora 
- Profesora de Adman. Publica/Empresa 

- Profesor de Contabilidad. Ccstos. 
Estados Financieros 



Lie. Domingo Frixione 

D. ENCUESTADORE! 

Pedro Villaverde 

Ezequ:.el Urrutia 

Isolda De Leon 

Jose Manuel Hernandez 

Abel Acosta 

Josef Toth 

Ruben Obregon A. 

EfraIn Escalona 

Dina SolIs de Peralta 

Dorila de Delgado 

Pedro A. Martiz 

E. OTHER 

Eckart Oering 

Hector Sucre Serrano 

Horacio Garrido A. 

Maximo TangS. 

- Profesor de Administracion 
de Empresas 

-Nutricionista 

-Educador para la Salud 

-Profesora de Espanol 

-Pedagogo/Graduando de Derecho 

-Pedagogo/Maestria en Educacion 

-Graduando de Ingenier!a 

-Administrador de Empresas/ 
Master en Adman de Negocios 

-Trabajador Social/Especialista 
en Educacion de Adultos 

-Sociologa/Maestr!a 

-Pedagoga/Maestria de Recursos 
Humanos 

COORDINADOR 

-Profesor de Sociologia/ 
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