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projects. .7hJro naXiS alppeawr it) Annw .1 of this report.
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. C11 tural and socia.L. bIrriers have Lended Lo bar woman from markets and . .
commercial nrens. I) langla, the "[ajnrer meye" ("womanterm of/in the
 
market") is synonymous wilh n wonman of loose morals. taboo more
This grows 

pronounced it rural area.,
 

The fensibility slurly prceding ti:h current activity had indicated that
 
women from middle or npper class rural homtes lind hardly ever/never been to
 
Iheir locial ntrket. -- liut, had vis i led marlkets in other areas where they 
were
 
unlikely to be recognized. The ciil.mination or' several factors - significant
 
groups of women 
 who id it(caLed n will ingness I.o partici pate more actively in
 
eommercial centers; womie elltleprelneurs who were observed to be operating

smnll busiiessos; rnembers of Ihe rmnil elite who were supportive towards

them - led to Lit'e dedii-tion - I1'nalis it. is possible to break the "market
 
tnboo".
 

Imip ement'ing naeneiF, had I cope with internn nnd local problems in an
 
a'tivit y rogniliig wltil-l they had ni,/m in inl prior experience. They were

also affi' cled by ;l rIW;I IFacors' -e iint.ry-wjdo flooding at first,

political striies ("ir-In1") tuinhg tho fini. months.
 

Tim experiviece 1lnlli-,,d th ii g this. 'wrii d ins been invaluable. The
 
"lessons leami'ed" wi l, I l,' . yI provide'11411y,utitu', i impLemenLtors and donors
 
wi Li a "hedsndri-t." -- niv'n IhiI IhJa. nite wi..lling to learn from, and thereby

avoid, previous itsLt en. 

This report is diviloe ita dti, Io fit-a I C-1'111 ii nd parts: 

f.:iI'knd'l- Part I iontt usIli ,til'lp .jrri'l aunt stnilliary. 

hni 1 t'i loII'nrt I I nsessv-. iim livi ut ;ojert. acLivities. 

BemefisL. o n womnii oillt'i'iionoitr in a conmercial center may be viewed

from several ang.les :
 

- Explicit -- such as iir'reaned ei'nings nnd employment, 

- Social/developmiental (nrqinti'i able) - a "window to another world" opens
for her. She now Ias grnl.,r accessibility (without necessarily being
clnporolld) to markekts ntld 'ommnmrcinl areas; she, is able to buy her own

groceries (pevhaps selert. ttono suggeslod by her nutrition trainer), visit
 
tranks, r'imily pcilt g ,-[inics, :hildren's schools - the list becomed

Ii nexhaus 1.ib I u. 

Mny (level opmlcit. l'ogrotls ard to hi, at. t Ihe soeinl/developntennl point 
women r in a.'omm':rcial is 
significtit. achiewineI which it is. tH'wover, these pilot projects went 
a step further i to ;ny -- iot 

opert *rig I.g ii btis i ienaq ri center considered a 

only mtl: n: i' operate ier business, but siteshoulId be abl , to d"volt' n viable, co,,iercin nctivity (i.e., be better
off than she wns h ora)t. 'Those pilo Ipro.jects helped demonstrate that she 
can do so (ttrqim I.e 1y. 
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AIIJIVI AllONS /A~OYS-

AIDAB Assoc iation or levelopuei,,nt Agenesie. of BangladeshRlHAC linngtndesh I-.IAivNim'eimi. Commitlte 

BUIDI Bang ladesh Iturat Iheveho pmitt Ioard 
]ISCIC Bangi ideslh Smani. tnl Co.tnge Indust.ries Corporation

FURO Bonglndlesh Unlemployment RehabilittiLon Organization
 
CII)A Cminidinn ].nt.ernnl.ionn] Ievelopment Agency
 
CWFP Concerned Women ror Famnily PInnaing
 
COB GovernmnL of lBmigIndesh 
I11,0 Internation Ilnbor Orgnnization
 

NGO Non-Goverinnnt Orginniznl.i on
 
SIDA Swedi.sh Interinlinol IoeveloplenL Organization
 
UNI(EF Un.i t.ed Nna] on ILert.nl.iuml (Ai1.1 dren's l'und 
VER]C Vii ffe, EIifrni L i ) Ulesourel Ce iter 
VGI)/VGF Vu InerO!) IC1e ih-ip DI0,vL'IWI t1r1l.I/Vt, nurb*I e Group Feeding
U.".AID InilLed Stntl.s Algnvy for lnlrnntiotnl DevelopmenL
WEISP/WKS ome-," Enl loymnel. Serv i c.e Ii'oject/Women's Employment Service 
1V World Visolil 
YMCA Yomong Nlu 'Ms Chri r1, inm Asso ni Li on 

Not(! 

- "'haL" : nrt.kets I I#'r* .. oli. rl','c i iiI' , nyt , t Ile week; sellers 
ustutilly s it t l pen.-i mirI ,' l'Ur ;.tgimill ie r, lLurl/moti-obagricultura1
i1Lens f'or who I rLIe/urlil 1 trnif.. 

- "min'koL" : n co Ileltiuin ur ro'oi' rot, or seinli--permanmeL shops that open 

dnily and offer i widr. v'riel y of ifems. 

- "baZnrUj": in i ly tiIaIket, tintioI ly opeli-ti.r or with semi-
pormnnomt./Lempornry ,Artl.fCur.-s offering fresh, dry food-items and other 
necessities for the home. 

- n f commrcinl cmIter" lemIL:m-4 nreng where o'ffices businessand 
institutions arn itlterspol'sef wiLh s11opr. 

- "hartnJ" is Innmiln For "goingy oil a sl le". 

- IUS $1.00 Approximnol, y 'r11.3.00 
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WOMEN'S MARKETS PILOT PROJECT ACTIVITY
 

Executive Summary
 
.........
Background: ... 
 . ..... . ... 
... .. ... . ..... ....
 

Eleven four-mnli pi lot pIrojecLs were impleiented in different areas ofBangladesh. Tie i11. women'sobj,,,!Liw.t L1neXpfnd participation in localmnrkeLs nnd ctmtercitl nrvts b Iynssistling, "potent.ial' entrepreneurs (ofdifferent sodio-ecunomie ctiti-o.ri.s) to owin and operate self-sustaining,
viable bu.iness acLiviLies. 

These pilot I'- I I oitprorject. ir'i," Iti'i il categories - restaurantsretail outlets, 'womell's mir"fll,jubl--ilricelle:it nervices. Restaurantsand retaiI oiil. lets woir- t.ot1l.rin ivro veliitures - number of' "profi t-sharers"
variedt betwen two nind lirl ecni; "swioen 's ,:orller'S" included individual
sellers o-,eipying iono''itn lit, lt.zillItnrhel/comercial area. The jobpliacenitent. nrvice piroviJdotiI uvsloiyoi forl; opilorttini ties women of various 
proress ioins. 

Methodology:
 

1. PiJul p'rojetck; i,,, p ,w Itr, mit1 ,vf hinted as commercial ventures.
It is hel.iiev.d thl onily vi trl, t,,oprat ii s will susmii tthemselves on a1oif-Lernm bin is .1111i PRaIci 

actlivitin mid :nssin t in 


ti It ithl,! c', i oi , repl licatlion of similar 
tlhreby, brtaling Ihe "market taboo". 

2. Areas of ainsislanc wer': 

- Financial igrilit from, l1SAIt) to rvacli implementing agency averaged
$1,000. This would cover investment osLa for clients, as well asreimburse [lie iitleimtenting agency's overheads associated in 
executing thie Iroject.
 

- rfchnicni is is 
 rtncei iowsin tiie Corms of supervision, guidance,
Si) litoring antd evaiunltiol from a USA li sponsored team - a project
director, an economist, niid three lemaile pilot project coordinators. 

- A mobite t:rtii! iig teIa 'oniilltihtltd cotmrsren oil the management ond book
kepi g nnri'erts of" cmll I huie inrii oltraton. Tiis component was
fully l1itnvrd .1y SIiA. 

3. levelopmenlt orgnu i zn.iotni r,_spoisil.l e1 for implementing the activities 
were eight NG'Os, two LIN aid one guvt,rimenta organization. 

Lessons Learned:
 

I. Women are capible or tlpertiig smnil businesses successfully - theypossena ttihe ty tn ini allabiIi pert iptilit spheres of business
mnillnii/'iti t . I ipulq- ru' m ii c'l i ici |iId. f' inanci al (credil/granL) , and
[echlicl.:1 Inupport (stpelnviqioii, Lrt.illingli, monitoring etc). 

(i) 



2. Some activities nppenr I. hive n Io,aier "ifestntion" period than others.
The placement service will probably require more time before it can
sustain itself. Itt; mnin source of income is n month's salary from
candidates. YCA's project must: double the current level of placements,

-or provide the anme anmimltrl- hiihr snlnries if if wants to be self
supporting. 

3. 	 Restaurants seem to be operat:,ig at n plausible "break-even" point.
Retail outlets have not done well so far. 

4. 	 Research regarding qimiinr biiniesn vetunres indicates a "break-even" 
period of two-three inontlhn For reqturlnts and between one and two 
years for relnil out.iel.. 

6. 	 Individunl sel ilers in "women's vorner"a appear to have benefited 
financially from prtic tioAliig in commercijal centers. 

6. 	 Implicit: (unquanirinble) benefits for nll clients include - an 
increase it ) i ico.l ' -"lf-cnfidenc; aeceptance of ventures as"normal" nctivitier; iinrcnoed nccessibility for women in markets 
(thereby, opening a "window to the outside world"). 

7. 	 A "women's corner" j'rovifivs n replicihle model. Individual sellers
obtain credit ntd sell in tho marlet:. It is corst-effective - may simply
be pnrt of thi orgniiznlion's cred:it progrmn "with a twist". It is also 
easier to manage, since these are individual (and not cooperative) 
activi ties. 

U. 	 NGOS nppenr to be th lenqt constrnined 1)' administrative formalities
 
and are able to begin immelinately on) receipt of' funds. Governmental as

well as 1IN organizntions mlsi adhere to bureaucratic norms that delay

implementa tion. 

9. 	 Orgnnizations which work I hrough the local government (WFP) tend to
have ready accene to government facilities (such as space in the
market). These advantages seem to "smoothen" the implementation phase. 

10. 	 Intense supervision nnd monitoring (particularly in the form of
unscheduled field visils) nre ahro.lutely necessary - not only to 
oversee pilot pro.ect.n, o'ut its m holld or implementation as well.
Dievelopment ri:tnim ''tn tend to approach pilot projects with a"welfare/charity", ra thr than "commercini", attitude. 

.I. 	 The most. dil i¢ll gr'glm, Io work wilh appeared to be secondary earners 
from upper-minddl rintd ull,,.mr cilni.s rturnl homes. However, it)order to
break the "markel. t nh,,", Ithcr in a need I find ways to involve these 
women in fi Lure projeeta. 

12. 	 "SuccessfuJ" par. iipiid as were tilted to be femnle household heads, 
preernhly nil)ove liwir.y-'iwv yoays ohl' ago - the former characteristic
indicttes Ihatl n niiivi vor", I hey wi I I do I h r very best to develop 
a vinble viitiro; Ih, InIt .c.r hit Ihwy nre len likely to face social 
piob 1.1s ro] l ln I I i, nmit i i 1 l i rlio!' 

(hi) 

http:ull,,.mr


13. 	 Financing to pnrticipanta :oulid be in the form of credit (perhaps a"soft" loa) to cover ni, onr pnrt. of the expenses incurred) so thatclients may develop n sense of "o-wnership" towards the activity. 
14. 	 Training on business mangementl appelirs Iol he necessary for all, but .Is 

.	 perhnps more applicnbliif to women with r.udimenitary literacy and numeracy
skills. Pnrticipants requested refresher courses on accounting (also
,judged as "most difficult"). 

Recommendations:
 

1. More pilot project:s nJoi li hie imp lem('ttiJd it order to 

I obtain replicabl o modno 	 ; for retail otilels and restaurants, 

ii 	 identify other activitie taint may le successfully owned and operated 
by women, 

iii 	 find ways to includh women from middle and upper-middle class rural
 
homes.
 

2. Areas of assist~rmce ovetq lr-y tire: 

i. 	 Finaninl - $1,000 is a plnusille estimate for "1women's cornor"s.
etail outlets and resl.arants in rural nreas require between $1,500 

-	 2,000. This will increase for more "urban" or "commercial' 
locaLi ons. 

ii. 	 The technical assistance toam (relpresenting the donor) should
include n project director, an economist and 	 female pilot project
coordinators in the ratio of one coordinator for four projects.Estimated costs ror n five-m,:nbe- team (four month period) are about
$6,200 in salary and $1,000-3,000 for travel and daily allowances,
plus miscellaneous cost. 

iii. Training on small business mannigement is necessary. A donor tofinance the program will be required if SIDA does not intend tocontinua nassi.nn'ee,. 11 is tmic'essnry to contract out this service so
that n stanIlard training program is available. Cost for the programis 	 about $350. I.r Ir'int ion per cimrse (covers all expenses
inclulg ullowaii', for fiftenm traiies). 

Suggest io;s for Ih, I'aining programn nre - The current curriculumshould be split to inciil, n gnenraI "overview" (motivational
impa't) for aill l'nt-tirilipant a i a mrer focused one for those with
li tnr,,y nn nuiica sli I I:;; Jnomn learned should beinr:or1porillfrd within Ible rull'rmenl s 	 IIynhnrI,; duration of "class-days"
alhoul iIa:re qi Irom Iih te I4) si . 

3. 	 LISA[I) ,sh hi Iav an ,dii ml or Ia ov-rsve this activity if iten vi sag{es Luei Jl1v't~',yeVmilnI inlI lira ti.ri. 

(ill)
S mfi 
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4. Implementing ngenci, need to srpnir't: Iheir "developmental' projects
from their "dv,,] opmitfi ril clnmer,:ial" ones. Training on businessmnngeu,,enl sndilhook-eelling is necessary tor representatives from these orga, izatinns; -- -Iei Lswill b - "bp-:,.lpm,'rcial" operspe6tive,a and "also 
a standardisli tIl ol hioh-hot;i gfl, 1lhods I Facilitate monitoring. 

voln ttl'11|nc iw'' ml5. The : i tign hotlI,lor r' and impleme shouldIcinators be
standardised/.simptifif d to entibi, n more speedy disposal. 

1. Con;ractn beli,',, ollto'qntil i,l ,ple'mnwintg ngeuncies should specify,
inter (.I in --Off I ci'mr nold 'mui I i ow: (if'fitful (ratio of cos1.-shari ngbetween cI iiit a nod I .nim I: igimplr og,tr isc) nchedu I ing/timefrme of the 
activity. 

7. lmplementingi ngericrs shiml, be riware that the activity must begin on a 
small scale; funtis muqL be exdendied as credit to the maximum extent
possible; n ful I-time indili.dual should be responsible , for

i:mplemnentation; conliinuios supervision is necessary during the pilot
phatte. 

8. Organizations "wifIi" l Lo set up a "omen's corner" should select a
maximum of ten women; locate Lte activity in a viable market; bar-gainwith the Mnrket Commit.I- fnr adequate space; provide necessary supportservices; set up it rigorous method of control. 

9. Inter'nled donors soluil I form .n neLwo)rk (perhaps nL the decision-making
level) in .rde" Io ipronch th :tictiviLy in a mutually supported 
manner. 

- exchnnge inflornfrilion via workingsemi inrs, groups, meetings to 
prevent (inter.-ol in), problems of multiple financing,
overfi nancing or fitinn.icg "nicc " projects, 

- determine a mr,! elfft'tl,.iv,' "m"L,:hing" of donors to implementing
agencies (some my hiort 'i-rrlereiicren regarding agencies they want to
finance) or pilot p'rojects (whose nnture and strength of technical 
anssistnnce wi ll deend ol Ilie nmount of funds nvnilnble) . 

10. Seminars that provide n forum! for implementing agencies should be held 
at. lenst twice a year to preven|, n "diffusion of perspectives"
regarding project ob.jtLiven aid to enable a "diffusion of lessons 
learned' from ongoing projects. 

(iv) 
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BACKGROUND 



INTRODUCTION
1. ND RACKGROUND
 

1.1. 	 Pindints of aI USAIJI sponsorrd leriibiliLy study on the "Ixpansion of
 
Women' a ParicipoL ion in Local Mnkots and Commercial _Areas!', -were ..

presented to representatives from development organisaLions at a 
seminar oi1 March 02, 1937, 

Inis study indicaeod that women' s participation in local markets 
could probably be exprinded in areas where 

]. 	 lDevelopmenti orgmnizationn wern working towards improving the 
socio-ecoillolli colidit ions of womenll. 

2. 	 There were rtirive women's organizations. 

3. 	 Women were seen to be moving about freely in public places
(examples arei nen with educational institutions, garment or 
pharmaceutical indutlrien, Ilindu 	majority areas), 

4. 	 Wompin were olr'uly pirLicipatuing in some form (sellers, consumers) 

in local marh:;ts. 

5. 	 locnl omininr o icii,was suplorLive t ownrds women's development 
verhnp the most ,:riticn f a it cod it ions identified. 

1.2. It was recommenled ilit: 

]. 	 Pilot proje,.I,0 I: I,,irmih, so) Iut findings of the study could be 
testeLd. 

2. 	 ''h- e forl. mio;,: Ilf.in on it mnol sc-o lnd be permiLted to develop 
orn iHs owi in it|s. lh, survey haid identified several female 
ot rp'ret-ticrs ill ril I v .t, I ,r-nL, i.ott. It was observed tImt they 

were t,here bI':use oil, +coiomi nwr.ePs.i ty, aind not choice. Their 
preiiellr h,,l eveI v,,,l I ov'r pt drid or time. The recommended 
activity wnan n ,x Il ,'iL in:ervent ion in the existing marketing
systein - its;objl'.jl.ivo was likely to be defeated if it were 
considered a thireat by local bus inessinon or religious leaders. 

3. 	 It should he developod using local resources to the maximum extent 
poss ib le. 

4. 	 It must be n vinlie, self-sutinining activity that will be able to
 
continue after termination of the pilot phase.
 

1.3. hring the dlays following ihe seminn-, about fourteen different 
project proposals were submittel for financial and technical
assistnce from OSAIV). These organizations were interested in 
beginning pilot pro.jctn il ur'ets selected by them. 

Follow-up meetinfi; were hold at. IISA.II, llihaka. Some dropped out 
voluntari ly. IKloven I'lot pro.jects wore Incorporated within the 
"Nomen'. Mnrlel.s Pi Jl I'ru.ject Activity" . These were subject to some 
guidelines: 

I 



1. 	 Tiose with Ij'opo.4.tIn Cni miltil t?,pro,jocts wore requested Lo begin in 
one location, gel IHulhit;v IvtinI'rwity, aind thon proceed to the next. 

2. 	 Ilgfivy invetivi.nl in fimd vr'e. wrm discouraged, since outcome of 
the- projects w st hi. ..owii.
 

3. 	Orgnniisrnt iois writil i L i, sl tip toi.oletts for goods produced by wo;nen
(sh3ow-enae typ, .toi'?.) wt t, vnir'nrn1,td to offer other general store 
i tems 	 in order Itotnnr v ni lity.i 	 I 

oii',r") 

W1m1110r - e;:1nl r, wor Irdmtr, 


4. 	Fart ici ,titU ( w; wive I v'ontribut' to the activity in somne 
en b, f1ier|.in g pirt. of itivestmexnit/ seL

tip co ts vilu e.r i it or fVroIIIt' il'1 in .l.ll2e 

5. 	Acl.i vili en -flimnld til ifri,:e y vi Ilmelit inl. of the fensibility 
a tUdy. 

'roJ.jctl se -I fdt I ti, l iI' lti- Il l4imei falI under four general 
caLegories. 'lh,., ,.o ile o ried it Tilhle I. 

1.4. Getting Started: Procedure for Implementation 

1.4.1 	 Role of Implementing Agencien:
 
mpltmeniii1fg ngenrio wvrl, l4t eIltre ( lit pilot projects could "get 
off' the grtmtnd" by provJding risi itince to clients in areas such as 

site selecl.ion, pIremviqt!/.Jllnce renl niJ, administrative formalities,
(Ox. (traile lice.0) uhoice ,)f furniture, book-keeping and so on. For 
Lhi s purptose, 

I 	 They would hi,',, nel eti/dI e111 a l1-time individual for this 
netiviLy-- r.n Is wereIrvo by UISAIII. 

2. 	 A "coniluet Irson" I'l,,m tht imllcmenLing Agaecy's Dhakln Office would 
i)e fully eonv,rsivil. tiLh Ilhe piti; project and maintain links with 
tue 	doior. 

3. 	 linch implemuntii , n',ty IvII Hie following flexibilit:ies - selection 
of pro~jeeL mini ieti, nnltirv of nctivity, as well as the socio
ecoaolni g il,'y were Ii ssist.jtlltp fgo illg h) 

1.4.2. 	 Types of Assistance Offered - Role of Donors
 

A.nsinlnance (fit ijimne ttchliniin)
l 	ned was in the form of donor 
grunts.
 

1. Financial
 

Fl itleit l nrtgemenn itivovedvlvnriotis donors / sourcos of funding: 

IJSAII would fitivnet siY ti'gtinisntiios, 

ii. 	 CIlDA would aisintl. I11,re', 

http:invetivi.nl


iii. S11DA voluntcered to fine the trniningprogram. 

iv. 	 BRAC did not requcst external financial assistance. 

v. 	 JISClC/WERI , a governmental orgatnization, would require a 
separate funding arrangement. 

2. Technical
 

A 	 USAID financed lechnical assistniice team comprised a project
director, n tea,,ecoInolislt tid lhiroo 'emnle field assistants. Members 
of the Leom would work wiLh eloven implementing agencies - eight
NGOs, two UN and one governmeintal organization. 

Efforts were made to re-Ltin as many members of the feasibility study.
lowever, this was more difficult tlitn anticipated, since the majority
of original team members had been "borrowed" from NGOs and could not 
be spared this time. Only two members from the feasibility study team 
were available for Lhis activity. 

3. Training
 

Training in smlnl.] business minngemenl. and book-keeping occupied a 
distinct aren of 0.nsistunce. This component was financed entirely by
SIDA. Tie feasibility study hind identified the absence of accounting
skills as it constrnint for entrepreneurs. It was anticipated that 
relevant, implementing agencies would impart the training themselves. 
However, manjority of the project proposals contained requests for 
such training . IJSAID decided to contrnct out this service in order 
to standardize the progrnm and develop a plausible model that could 
be replicated in fuLure. After preliminary research into the existing
training curriculums of IlAC, UNICEF, etc. VERC was requested to 
submit n proposal for conducting and organizing a mobile !training
unit for the pilot projects. Chapter 2 contains a brief description 
of the training program. 

I.5. Evaluation
 

Pilot; projects were to he evnluted afler four months of operation.
The premise was thait "if i ldid iot exhibit a positive trend by then, 
it was unlikely to eveanviliI, y become n viable activity". (For some 
types of pilot pro.ijmees - retail outlets and .job-placement services 

- this thinking has Iteii revistld). 

Instruments for vnlunLting bus inis ventures were: 

i. 	 lnsc--.i:i ne an d v I aiit.i on qies oniinires for pilot project 
partici paInLs, 

ii. Coisulimer inl.erviows, 

iii. Interview of "'iluta. p.somlls" of each imp.lementing agency 

iv. Collection of fi mliaia Is'll emlmln; monitoring sheots for profit
nnd loss ('P&I,) stetmiwln imnd (I..daily numbers of customers. 



V. 	 Two seminars on pilot. projiect. impllementation were held during the
coUrsef of the 1:t ivi lye Three newsletters were sent out to over 
50 addressca dtriiilg the pi.lot project phase. 

vi. 	 Activities were rognrded as commercial ventures. Financial
viability wan a major criterion for judging project success. 

vii. 	 In order to enable compatrison wiLh ongoing similar businesses,
~wo r-etaiJ ouLlet. (b6th Ji )hna), , arestaurant ("Siffat" in 

'rnngai l) nit] a ,j b-p laconmnt service (operated by the Directorate 
of Women's Arf'.'n r, in Hhaka) were visited. 

1.6. 	 However, Life Rarely Proceeds as Planned
..........
 

1.6.1. 	Administrnive d(eliiy. creat:ed a significant gap between planning and 
implementaLion. Sonic of the difficulties were: 

1. 	Multiple meetings within IISAIl) - each implementing agency had to 
meet on dilfferovit oecti, ionn, at( riast with USAID's project officer, 
and 	 Iter with iLn cott.rnrcling off'iecr. 

2. 	Financing prololems -- CIIIA had agreed finance someto of the pilot
projects. liwl notinivti rt 'ive constraints prevented them fromoriml 

doing so. There wrui n "In.t minute" scramble for USAID funds in
order I to ntormtmordnlte Ili projects.lH:ear. -ot. Funds were finally
nvc. Ilb 1!, Ii. thro new cOii' rrtos had to be written and processed. 
Bly mid-yl~Y, till conlr hIIIr,hev 1a iged.
 

3. Informatioton gapris :lt] miitlnc,od votuclhers. What USAID had, therefore, 
were ten 'oll rct; for lhii aProject - one with the technical 
ass ial il-e eti',1, an1)(fl ilo with each imipLeiiienting agency. Many of
these inpiomenl i'n nyv wo,'r, ln,oiti eni. iiiiscd USA]II procedures. (It so 
happenel Ihtt Iht rol,"van Iipi.ji'ct: officer had left to join newa
assigninent - anii hore .i: ilmoe wi.iin USAIiJ to guide these
organlizationn). Fiit-,ir te layq I'esulted. Two 	did not submit

vouchers I'tr j'u.'m,..'ii i ill. One: waited around for immediate payment
onlsubmiasion of vmieher.the Some o(' these claims were for payment
in 	 cash, sonlrt iii r'h.t'k, sonic for both. One of the vouchers was 
minplaced aid finally lbotea(d after a month. 

4. 	Checks began !o filLer in. By the beginning of July, all 
imple'iLitg agncies received thehad first instalment of their
USA1I) grant. Man.t (ditiLo liquidity tiroblems) had to wait for funds 
to arrive before they could begin. Some were restricted by
procedurnl delays - ILO/IISC.]C and 1FP could begin only after
receiving the check. In addition, the UN organizations required
clearance from ]LO headidqtnrLrs in Geneva before they could accept 
exLernal nasnistanic. 

There wtn a Piicc toIho Paid i'or this time-lag. BURO lost the site
they lad originaily :et,,hltcl. Swiiirvar project participants were
demotivntd mnd deenlid to ho ijivolved in tLe activity. The NGO was
compelled to select n lifrferent location for its project. 

......... -- ,. 	 .
 



5. 	 SIDA (iltII/PIl') agrr'eml to filaruIc the training component of the 
project. ILs cont.parl. organ i£0. ion (II111) objected to the idea.
The issue was ulLiitely resolvei, but required numerous meetings
between SlDA and IlhJII. Tho conl.rtel; between the selected trainer
(VERC) was signed around -he .nist week of July. Training commenced 
almost ilflmclnedaty. A schethdil was designed to give priority to 
organizations requos tinig traillill urgentIly. 

1.6.2. 	 One fell ns though mountains had to ie crossed in order to reach the 
point where things rinal1y coming' into shape. By August, thevere 
training program wgas well on its way. Some pilot project activities 
- BUIIO, VEIC, YMCA, VIAC wore oleratlonal. But mother nature stepped
in. Flood waters intuitnded i] but one (YMCA) of the pilot project
locations. 

Life stopped again. Projects that had begun camne to an abrupt halt.
Training pI)grlnms were res..chedulod/indefinitely postponed in some 
areas. Northern arean (such as Hanngpur and Kurigram) were affected
at first. As flood waters flowed downwards, other pilot project 
areans (for exaimpte, Narshng1id, Tangail, Saver) were inundated. This 
was around the middle of September - in reply to the status of the
pilot project in the area, n BIIAC respresentative said, "M~anikganj
is floatinff". 

1.7. 	 The Remaining Months 

1.7.1. 	 Sept ember wan Iho. "clhoan-up" iionth. Activities recommenced in 
Oc:tober and buniatant.e ,ent,,,ued giradually. WFP and ILO/IISCIC were 
finally (i.e. after several resclhduling of' dates) able to organize
workshops rd beg ii prc,.jecls in 'irens selected by them. However, 
political insit, i li l nll'actud 	 especially duringIy Io-oriance, 
November onda lliheiiibi.r. I'reiluent, 1nn i-government strikes ('hartal')
and goveriment .1imonplit f'ws restricted movement and normal 
funt ion iiig of" the vont:,ir'ns. Sometimes, wheil shops would open after 
"hallf-day" stril. ,,, , or 	 " free iya" in between scheduled strikes,
retalturant pofitl won.' a.i low ans 'I'T. 10.00. A retail outlet's gross
sales wiere at'oul: Tic. i5. (. Co,''innern during that time appeared to 
indibea a onI taSjlllCr Iowald. rt Iai1f 

outI or buyilg clothes - and a 
preference f'or "slocfi i up" (M)"n (ICireniry food items. 

1.7.2. 	 Projoctv; thun r,:',odIlihe oid ci' their "volatile" journey through
the pilot phln, . l,U''en'h for tvihont ions mid status reports was 
conll:tiel:Pi.h dtri igi. buVlhor l lhecem)er (weaving ill and out of 
political sriki.e). l'ro.jecls that had begun relatively early (BRAC,
YMCA, IlUIWO, VII) were seloeted for evaluation. Status reports have 
belen prepared on four proj-c-ts - CWlH', WV, CIDS, ILO/IiSCIC and WFIP. 

A word on two preioets tht have not been implemented as yet.
BSCIC/W 	,'Il' is delaeyed by interanl administrative difficulties. 
Swanirvar had to s,:lelt a now project location - they are scheduled 
to begin around February, .1I1H. 



LESSONS LEARNED
 



2. LESSONS LEARNED
 

2.1 In Search of a Model 

Pilot projects demonstrate that women are capable of successfully 
operating business activities. Some ativilies, however, appearto be 
easier to manage than others. For example: 

2.1.1 	 In the restaurant business, women appear to participatel in all 
spheres of its o;,ernt:ion - shopping, cooking, waitressing , 
book-keepi ng. The two restaurntts roached a plausible "break
even" status within 2-3 muotJlis of operation - probably the 
"average" period for comparable restaurants in the country. 

2.1.2 	 Retail outlets seem to have a longer "gestation period - none 
has become self-sustaining as yet. Participants of retail 
outlet activities have to deal with additional issues such as 
invenL;zry control, competitimn of nearby "general stores", etc. 

2.1.3 	 Some "quick" research was conducted to compare pilot projects 
with the performance of similar establishments . Businesses 
visited included a restauranL, two retail outlets and a job
placement service. 

i. 	The trip to a restaurant revealed the following:
 

a) 	 The restaurnt lbegmi operating about two years ago. It 
reached a "break-even" point within the first two 
months. 

b) 	Working hours are 7:00 AM until midnight. Current staff 
strength is 14 - a manager, two cooks, a security guard, 
waiters and messengers. 

c) 	Investment costs were about Tk .200,000 (furniture, 
rerrigeraLors, et.c .) Better quality chairs seat 25-30 
persons. No "rent advance" was necessary since the 
restaurant is located on its owner's property.
 

f) 	 Monthly operating costs include rent @ Tk .6,000, staff 
salary 6 Tk .5,000 plus food and board; utilities 6 Tk. 
1500; travel, staff food, miscellaneous items 6 Tk. 
6000. Daily "shopping" (working capital) is about 
Tk, 1,500. 

d) 	 InalJy sales vary between Tk.2,000 and Tk.3,000. After 
meeting expenses, there appears to be a small amount of 
proit at. the end of the month. However, the profit 
estimate may be understated - a question repeatedly 
aske!d was - did the researcher represent the "income
tax pIn'opLe"? 
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ii. 	 'I'wo retail out lets in lhaka were visited. 

a) 	 The smnller store stlarted operations about five years 
ago ind se.lls clothing, saris , sandals. The activity
id to be subsidised for a year. It reached a "break
even" status .sometime between years one and- two of 
operation. Tl'e owner personally sits in the store. 

b) 	"F-nt advnnce" was Tk .3,000 - low, because the shop is 
i n nlO1n-comllnerci a I locnion. 

c) 	 Monthly opernting expenses include rent @ Tk.500,
salrny to single salesperson @ Tk.400 plus food and 
mi ellnneous items - Tk. 1,000. 

d) 	tinily sales vary between Tk.300 and Tk .600 - "cost of 
goods sold" is about Tk.40. to 60. per day. Net profit
is estimated to be between Tk.600 to 800 per month.
 

iii. Owner of n store comparnble to "Ananna" (World Vision's 
retnil ontiet.) in n commercina area of new Dhaka paid a
"rent. adtvance of about Tk.300,000. Initial working capital 
was 1k. 30,000. 

a) Monthly opt-rating costs include salary to employees - 3 
ersons P rk .500 to 600 each plus food; electricity @ 
n "few fh .istand" ind n "nominal" rent. The owner is 
usualy present n the store. 

b) 	 Sennontil i ty of sahos was mentioned. While the 
brninss may "bnrely break-even" during the year, net 
prolit. dri nit ho J.day seasons (Rid, Puja) are as high 
ns Tlk.50,0(JO to 100,000. 

2.1-.4 	 In terms of' rriving t. rel,linb].e models, the clearly
slIcessI'll Iolln 111,ppearls be.a, fur to tit of a "women's corner"
(where UefIr Sler.I len' occrupy a section of the regular
cmmerein ic ,r/irl(.t ) ,,pen to mt'niand female customers.JmpJvi.nl itig ngtnrive ieat ing Ihisanol, are 1HIZAC, 1LO /BSCIC 
lind ILlO/WI'i. S.mn " I.he t'.lvantnnges to establishing a women's 
corner 	11pl)'enr 1) ho(i': 

i. These are li ively lent; 'omplex. Individual sellers ownn'] opi'-,at, thir linsinussen - usually dry food items. There
is no intioth-e! :omptnt Ion to determine shares of the profit*
as is the ,nso of retail outlets and restaurants, which are 
cooperative ventu.nres. 

ii. 	It iay becom, part of the organization's usual credit program
"wi th a twist" - i.e. women receive credit on the 
underat.nndin. flint. frunds will be utilized to begin/expand/
continue n tiisiness nctivity in the commercial center. 

If 



iii. 	 It is certninly en;ier to ensure adequate space for a women's 
corner if the orgnnization obtains assistance from members of 
the local government. Implementing agencies who work through 
the locln government (WFP ) can readily depend upon
ndministrntive support (l'ree space was allocated by the 
Mnrket Committee - although it is perhaps wiser to pay for 
the space, leaving less scope for future harassment ) whereas 
those who do not (IMAC) continue to suffer from a space 
(:Otistraint. 

iv. A job plncement service serms to take the longest amount of 
time before it can generate enough earnings to sustain 
itself.
 

Essentially n service--oriented venture, its only source of 
int one arte "tgis:rtraion f'es" and a month's salary from 
succesifutl (thone who receive nd retain jobs) candidates. It 
is projected that about nine placements per month (current
rate if bewtween four tnd i'ive) will have to be made in order 
to comiio I" a "bt'ernli-ven" status.tI, 


flowever, it nppers to he doing better titan a similar service 
provided by n Ir.o'vnment. agency that averages between 2 - 3 

Slacemefnts pet moDt il. 

2.2. 	Guidelines for Financiers njd ImplementingAgencies 

These pilot pro.oi, ,. wero, in many ways, "pioneers " - it was a 
movement wa|yfrom "hiiriIyI'Ll i hndouts. Activities were 
nppronoll ani .'om11111 venltures, It wasevIi tlatod tin ci 	 not 
suffi vi en tht witllien wle operait ing businesses in the commercial 
center (which is a snocial, develop'ment aspect). Participants were 
expected to gelner l.e e llouth r'nirniIIi to compensate for the opportunity 
cost of their l imp. The orgumuL is that not only are commercially
viable ntivit-ies likely to sustain themselves, but also assist to 
further social/dve lopmental Impacts. 

These pilot pro.jpc activiLies were a divergence from on-going 
projects. Definite guidelines were not available for the donor, nor 
for implementing og ncies. Iowever, tie experience has provided some 
useful lessons which nre: 

2.2.1 Guidelines for Future Financiers
 

1. 	 Development urilainizations tend to have tie correct rhetoric. 
Connequently, jiroject proponnls can often be misleading. At the 
outset, a donor will probaliy refuse to finance the activity only
if some elements in the proiosl are clearly contradictory to 
findings of th feasibility sludy (e.g. high capital costs, 
beginning ni overly large activity, etc.). 



2. 	 In order to ensure that funds are being utilized "accordingly",
intense supervision and monitoring is obligatory. This should
preforably be in the form of regular, unscheduled field visits
 

minimum 1-2 per location per month, more often for "troubled"
 
projects.
 

The need for supervision and monit.oring does not in any way

reflect upon the intentions of developmental 6rganizations.
 
Indeed, whatever may be their failings , the vast majority were
 
noted to be sincerely trying to improve the living conditions of
 
rural women. Tie problems lie elsewhere. Some of these are:
 

a. 	 A "mental block" - a problem of concept. Implement-ing
 
agencies find it difficult to accept the commercial nature of
 
tile project, perhap because they have been working on 
welfare projeel.s for too long. 

b. 	Attitludinal problem --they tend to underestimate the capacity
 
of participant atid coititne to shield and protect them
 
Comments noted Id, can women to
incltldo "htw these go the 
market for inpuL. right now," "the bank is too far", "it is 
too enrly to aLlow them to do their own accounting", "tile 
products they make nrc unsmi:Fible ", etc . Even if true, NGO 
employoes must seek to overe:ine Lhese problems as efficiently 
os possible. 

c. 	 Communicl ion --headquar er in lhaka often give inadequate

instructionn to i.olI staff. Examples are - head-office
 
maybe misinformed aboul the sttus of the activity; trainees
 
turn up on tim wrong, hat,; selcting non-target group members . 
for the women's markr project, aLec. 

d. 	 Identity - whoe project is it ? Most implementing agencies

do not alpletir to know how/when to turn it over completely to
 
their clients, nnd gradually find themselves more involved
 
in the operation of activity than intended. It may then
 
become an NG(O project where participants feel they are the
 
employees, not owners.
 

e. 	 Implementing agencies may begin projects that are too
 
ambitious- so large, in fact, that women may never hope to
 
own it because of the significant amount of investment and 
operating expenses involved. This may not be clearly
indicated in the proposal and probably not their original
intention. 

f. 	 Only regular, unscheduled field visits can indicate these 
descrepancien - those are not apparent in any of the reports 
or project proposals submitted by implementing agencies. 

I0.
 



3. 	 Types of assistance required include: 

a) 	 Financial (since banks are unwilling to lend without 
collaternl). Assstance during tie pilot phase ranged
between $10- 2,000, averaged Tk. 30,000/- ($1,000). 

The amount of' financing ncessanry appears to depend on the 
nature an well as locaLion of' activities. 

Experience indicaLes LIat $1,000 may be adequate for women's 
corners. Some neer' snry "unforeseen " expenses for 
restaurants and retail outlets (i.e. rent advance) had not 
been budgeted for. 1t appenrs that at least Tk. 50,000/- is 
necessary for setting up such ventures In rural areas. The
'renL ndvance" wi I be Iroportionately higher for more
"urbln" o "colnimercial1" locations. 

b) 	Technical assistance - guidance, supervision, monitoring, 
evaluation and training: 

- A Full-time person deputed Lo/hired for implementing the
 
pilot projecL within the implementing agency. 

- The donor's Leclnical assisLance team will include a 
coordinator, an economist and field assistants in the
 
ratio of one assistant to four pilot projects. A likely

budget fr a five-member team is about Tk.145,000 for
 
salary and between Tk .30,000 - 80,000 for travel and per

diem for a four-month period. 

- Training in small business management and book-keeping by 
n teani of professional trainers. Budget for mobilea 
training team win about Tk. 10,525 per location, per 
course - this includes cost's for developiu:g training 
materials, Irainevs' fee, travel and per diem as well as
 
allow-nice for trainees @ Tk.25. per day Theper trainee. 
budget in I,lt to be adequate. 

4. 	A dialogte/oxlinng ins nscessnry between potential donors in 
order to develolp anmuunlly- supportive strategy. Some future 
prob Iems tare: 

a. 	 Malt ipt, financing,. 'llivne arLe commercial ventures, and 
lequilre t finite ninount of' assnisntnnce only, 

I). Finfinval siiar Irojf-t s with conflicting objectives
(develolimental vs -n--vin developmental and commercial) in 
te nsme utren'l, 

C. Financing "sivk" projects that are unlikely to ever become 
viable, 

d. "Swnmpig " infant industries that were moving towards 
a profit: making posiLion.
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5. 	 if(l; teiI to lInv, mi,,imal ndminintrative formalities hence,-
can 	

V
b-egin almo.il imnmdinlly on receipt of funds. Governmental 

organizations (iSCIC) fit LIN bodies (WFP , ILO ) are obligated to 

follow strict. burenucrnt:ic procedures. It has been observed that
 
organizati ns which work through the 
 local government (example,

WFJ' ) geernlly have access Lo governmental facilities .
 
implemiitntion in somewlit "smoothened 
 " because of this
 
advannge.
 

6. 	 ConLrneU. between donors and implementing agencies should clearly ! 

indicate: 

i. 	Tlhr1 terms 111d conditions of funds. Organizations
Imiplementing pilot projects have shown a preference for 
giving money as "grnnt" to clients. This attitude is felt to 
be counLer-productive and 	tends to create a "patron-client"
relntionshi ,. Women find it difficult to believe that the 
activity is theirs, since they have not "paid" for it. 
Instend, they tend to consider themselves employees of the 
imlementing ngency. Comments heard included, "we haven't 
got our nppoiiitment let.ters as yet". 

ii. 	Options regnrding funding arrnngements between implementing
agencies nod clients (evert though it may be a grant to the 
implementing agency): 

n) 	Entire investment. cosls are handed over as grant - most 
common nmmiiiig pilotiprojects, 

b) 	 "Mloaching 'mindn" - parl.-grant., part-credit or part grant
pir't ,:ieoi contribut ion ( which maybe credit or equity).
lintio of brenkdown may Vary. This can be a "soft" loan 
sLretchl ovr siivernl years. The client obtains 
col Ift er, I -I're! cr,di I-- fuJ I repayment, the activity 
is hors. 

I1UIc.) 	 providrd tibul 75% of investment costs as credit 
whi tf nily a ,luirter wont ns grant. Clients have already 
reliid tho Ciefli inmtraim-ciL of their two nnd 	a half toLhlim!'tyHrlr ['onn.
 

iii. 	The nVcC.'S;i ly (if a 'ull. t ime person for the activity. ! 

iv. 	A cle-r-.ul sI rahl,.y In achieve Lhe following within a
 
easimono,iy hrit|" ]peiri(d:
 

a) 	 I'mt.nof clirnl, participotion - banking facilities,
book -heeping, proceso and timeframe of "handing over" 
t clients, 

b) 	 Schmiltuling of the activity - time-frame of the pilot
phas1e. Heavy rainfall and flooding may complicate
impl:mea.Lion and trultiing programs. Implementors
should make provin nas for/avoid the monsoons. 

(i'2a;
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e') 	 What Iapol,In: Ih Ihebsinness fails? 

2.2.2 Guidelines for Implementing Agencies:
 

i.. 	 Activities muat hogin on a smiall] scal - t ile idea is to have a 
business that can be owned and operated by women, and self
sunt itning. 

ii. 	 A full-time persn is necessary to organize and supervise the 
activity dulring its initial phase. Organizations who feel they 
can look after it in ddition to their normal duties will often 
find it difl'icult to do so. 

iii. It is not. an activity that can be vubcontracted. Organization
"A", requesting "B" to look after its project since "A" does not 
have the nt's-snary inan-pwer, in to grapple with internal 
manag,.ment problems ill addition to impleentational
di ffi cul t.i es. 

iv. 	 It is necessary to deliver funds as credit to participants in 
order to eaLblish a commercial (rather than welfare)
relationship from the ve~ry beginning between the implementing 
agency and its c-li.nts. 

v. 	 The ip;'oirl of mtnbers of the local government, administration 
and elite is crucial. Activo effort must be made to obtain 
their nssistance/uoncurrnne. 

2.3. 	Profile of Successful Participants
 

I. 	 Thuse "most likely to succeed" were noted to be female 
household heads, usually above thirty-five years of age. 

2. 	 Youger women in general, have an additional burden to bear 
- not only are they trying to operate a business, but are 
also open to harassment and provocation from men in the 
area. Some do not appear to cope well (especially if she is
 
a secondary earner ) with their newly found "freedom". 
Young female household heads are less susceptible to the"sugaestions" of men, but must live 	with the social stigma

attached to i "woman in the market". 

3. 	 Client. s'l etLitii is crueial. She should be known to the 
organization - itier as a beneficiary, or an acquaintance 
of several yeNltrs. 

Implemei lini ageno.iis should devise/utilize a selection 
process witin whinhi women demonstrate that they are 
sign i fientLly nt tonomou!n nd able to "handle" difficult 
situations that are likely to arije. 

This aictivity is vltarly noL for everyone, but for a 
sele:Leff group of svnllinrII,
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i w nre alr,,dy mot ivatrd, niod/or 

ii have fill o3--ifooin itisilleas, and/or 

iii hinve odq tin:ely do:minn~rnl;ted coimpetence and nbility to 

4. It is prlobably mnre ditfictulL to work with upper-class, 
seo:onsy '*,ernt. (Vigil(.' I ried this model in Savor ). Such 
women I'.d In pnrl.ivipatle for "recreation", or "pocket
mo3ey" aind have vnrious nton-comercial queries regarding
their slatus in the activity. The implementing agency may
find ilself explaining minute non-essential details not only
Lo the clients, but to their husbands as well. NGOs 
working wiLh Lhese women must exercise tact and diplomacy. 
This model has hi therto not worked well. 

Observations nre based on ono experience only - a different 
NGO with a differenL/tlhe same group, or conversely, the 
same NGO wili a different group may have succeeded in 
setting up a viable venture in Savar. The area remains one 
of the ".|ost potential". 

More mode.ls thnt iNIve mihlle and upper class rural women 
nra felt Lo bi! ieicessary. Th asset-less are in the market 
nnywny, and erconomica (lictnLes that they will continue to be 
there. To break the "markta Labo ", (that says "women in 
the maritkel." are per se "immoral"), women from the rural 
elite class (who nr usually not seen in the market) must 
Co0me forwaid. IlO has hind more success with an 
"intermeihate" group of partLicipints from the lower-middle 
strata of Lhe rural society. 

2.4. Training
 

VEiI 's mobile training team spent five days at each location 
two were alloleld to assess specific needs, three days (10:00 AM 
to 5:00 P'M ) for training. Maximum number of trainees per 
project was 15. Representatives from the implementing agencies 
were invited to participnLe an trainees /observers. 

Some lessons learned (feedbacks from the field) include: 

1. lDuration of the course was Lou brief. Trainers suggested: 
seven lays, participants mentioned one to two weeks as an 
ideal duration for the training program. 

2. The program was probably a successful one. The majority of 
Lrainers fell they hd benefited from it. Refresher 
courses were re'quested for accounting/book-keeping by 68. 
,'count~jng was ali; juidged as "most difficult". Other 

reullosl.s wrt.' for markeiting management and customer 
re ations. 
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3. 	 The current linchn.e mmy require re-designing Lo pay greater
atrni oin iovoI;otll ig rtid 1ook.-keeping. 

4. 	 II. is dil' icidan to tech th. course Lo women with no 
I tLerney or uiniry si ills, Mny of these women felt 

I hy) --did not reqli re- nor -beiielil. - from- thle traininzg 
inaterini -. Tlert nre two pos:;lble reasons for this: 

- hait ly hIl i Iii Ie/n.tL-- letn, the majority were already 
ivwolvrd itt 5m011 form, or incoine-enerating activity,

ilc I uliti , opmrr al.i on of1 sil IIsinesses. They were aware 
of minenion t amd nocounmi nlg methods (which they appeared 
to mnt:inge qn it l well verbal iy). 

All 	 they probably required was credit to expand an ongoing 
business/divers i. fy. 

- Somei may have actual ly come for the training allowance. 

5. 	 An implicit benefit of the training is probably increased 
nmoltivnioni for nil, irrespective of level of literacy or
 
reten I joni. 

6. 	 At I lea n rtdinl. ilary knowlilge of numeracy appears to be 
iervonsny sn HI rl Ii enlts may ma intain, written records. Tile 

fenlbiliL ly sLudy dElmonl rated that the absence of literacy ;
/look-ke lmii skills inhibits performance and business !4 
exItiioin for Lhc more successful among women 
cntreprenl s. I 

7. 	 TJe two days of' nc'd as.,essamnenL should preferably stretch to 
a third duy Lo eniible trainers to redesign and modify the 
ttiniing pnelrage. 

H. 	 Ilt.sbil Ils/ilinrd i(In should be oriented regnrdling the nature 
of' the aetiviLy and the client's role in it. Perhaps this 
could be i; Lhv form of a oine to two hour lecLure as part of 
the training program. 

2.5 Action Plan for a Women's Corner 

Aspects of' n workab]e model appear to be: 

1. 	 Selection of a small group participants (maximum ton at thebeginning). 

2. 	 Loc tion of the activitly in an established, viable market, 

3. lauri lig adil?'uril tnl:e for clients; this may involve 
negotintins wilh the mniarketicommittee for "free space", or 
at a millimltiM, i a stnraiLgilnliy located "cornor", 

i5 ' 
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4. 	 IL is recun:ii.intled tht space he "paid for" - it gives women 
n legal ri hl. to prot t if'difficulties - such as removal 
from Lite markeL. - nrise. 

5., Providing support services.-,Lredit according to client's 
requiremenL, Linining if considered relevant, market 
iinkiges, etc. OfeLn, clients may require additional funds 
(finsnced vin credit, or canh-flow from the business) to 
ConstrUct a udimtintnry "platform" to place the merchandise 
on, or n temilrpo'nrary onur Iosire surrounding the corner. Such 
s ir'lctures Lend Io stlump l!rt mark of "owniershiip" over the 
spati'r' 

0. 	 Orgianizing r gc wsoi in .hi l of' conI.rl - daily "iihformn]" 
visi Ls nod "'ormrin" w,ekly meetings. These have been 
observed Io I, 'racual driir glhe pi I i"phase. 

2.6. OLher Issues 

I. 	 C tulOlllorwl r,, illiplrVii'ld till regtlur basis. A demand for 
rln n'n/g t orl'vr'io of'o C itLeni wan mlllitioned by most. "Bad 
SerViie" l"i ''iici,01-y *V1' I0 11(11 observed, nor mentioned 
by thlie. '[tin vn-d nrijo'ilv wtre observed Lo have felt that 
womrnnri nr. w;. v:ipbleI nmt,,fi h, I,'than, n in operating 
.; l] bus i lltn!int, . 

2. 	 A po virt il ti'o o ',.rn hen reaction fromnr'a thrd the 
mente-n ofI' Ihi, Ii ra lgovortim'll.I. aritd elite. It is to be 
t)l)Se-vr. ltint Ilie pilot projects received support from them 
in nil I ,'iln. One cn dciiti:o tint the "developmental" 
npect of' Iliear, netivi . os hls been successful - all pilot 
projecl.s appeor to have received social acceptarnce in their 
relevant arnan. 

3. 	A visible impncl tins l)01-a tht growth in confidence among 
projecL part i :iants. Thrust. into the commercial center, 
Lite pi lot plase hsn notned tLheir graduation from amateurs who 
misplaced weights id measures, argued amongst themselves 
while ignoring customers - to serious business-women who 
know their tlade. 

4. 	 It is Irob.nbly Ion -arily to ,judge project vinbi]ity 
flowevei", it in lemon-troted that sellers in the women's 
corner sre doing better Uhan Lhy were during the "base
lin" Il'in Femile artilants of ILO /WFP and ILOd. plnt 
/IISCIC hnyt' Iirned Lo make judicious use of their time. 
Tliin. "womonis rorii's" were evalunted during the post
tirvest tIr'i et. Empl.oyment opportuni ties are usually 
nbundant t this Lte. The itnjority of participants were 
noted to have moved away f'rom the mar'ket (because they feel 
they ran ninke more money elsewhere) and participate as 
irregu far sellers who collie on "It,l" (lays only. The remainder 
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ol' the weoh is s'eont in pomt-harvest processing and selling
 
from I.heir homes. Some are likely to return ans regular
 
sellers once they 'cel it .9 more profitable to do so - but
 
this remains to he seen during the following period.
 

6. 	 Social problemn such n teasing and harassment ) have been 
olewd. Nonn of these however, he been beyond the 7, 
participanl's CoItrol. 

C. 	 Other Iugine..nmen in the area approach the pilot projects 
with a tolornut, patronizing attitude. An amused remark 
was,"t: t.hom continnue ans long as they can - there is a 
limit to ile. capa:i ty of women". When the store in Savar 
r('l11i no I : sor For 'wv.rn i days due to management
 
IProh I m., a hissinessmni in a nearby store said, "they alone
 
Inow hmw hy'll manage Men known
I-l this business". are to 
tasist thIrimir opening and cloasing times with the the heavy
 
steel shuttors , or with the unloading of merchandise. A
 
comment; 'rom all ,:Ithalisled woman entrepreneur who rune a
 
photographer 'n lhiudio in Savar , "If they want to operate a
 
hu sinn !, I.hey lad lint.: t Ietirn to manage these tasks. If I
 
can do so, they can too." - right you are, young lady.
 

IIIwill ho iiinr'stil Ito see th reaction Oil these same
 
I)m inc!me!-'.mmn thoy these ventures as
i f/when regard 

r'ompeLiLiot:, and not a "curios i ty".
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3. RECOMMENDATIONS 

It is 	 reconunended thaIL: 

3.1. 	 More pilot projects be introduced iii order to identify
i. 	 repicable models for restaurants and retail outlets, j 

ii. other businesses that may he owned/operated by women, 

iii. 	 a morn sntiFfnctlory mode of involving women from "middle" and"upper-middle" class rurn.l homes. 

3.2. 	 Some of those pilot projcts will require udditional financing - an 
example is YMCA's placement service. "Matching funds" should be 
provided by the organization requesting assistance. 

3.3. 	 Training on small Iusiness management and book-keeping will be 
nec,..sary for cirrent prtLicipants kas refresher courses) as well 
SIDA may not finrnce it in future. 

Suggestions regardiig the current; trnining program are 

i. 	 A training paitg,/,.'ourse ihat iocrporates lessons learned from Ii 
the act.]vil.y should ,e made uvniliable for implementors requesting 

ii. Currict, lo!m hlatimd hn 9split inL.o a genern] "overview" for all 
(mativLioial OfTi'rt) rind a 1')l'o l'ocused one for those with 
li terey rind nmmrumcy skil I. 

iii. 	 lturnt ion shoul b ,n't,nttlo to cover two days for needs
 
nssessren., ,oir day for "pa2h,,gle modification" and six days of
 
class (one dIny for tho "overview", including, orientation of
 
husbands/moln, household headn; two days for management and three 
for book-keeping - a total of nine days. 

3.4. 	 Implementing agencies must: learn to separate their "developmental" 
projects from their their "commercial-cum developmental" ones. In 
order to enabe this, 

i. 	 Representatives from implementing agencies require orientation/ 
training in management and book-keeping - the former in order to 
further acquaint; themselves with the commercial nature of the 
activity, the latter to standardise book-keeping methods to ] 
fecilitate moniLoring. 

ii. This course should le held in insntilutions such as llA (Institute
of 	 Business Administration) or BMUC (Bangladesh Management 
ave ',,pmentCenter). 

Ill 
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3.5. 	 USAID shOuWi Ive a coordinmtor to oversee this activity if it
 
envisages future involvemen. in the area.
 

3.6. 	 A more "a ;ariAt ?d " contracting method that reduces administrative 
formalities need,; 	 to he devised for pilot projects. 

3.7. 	Contracts hetw ion donors and implementing agencies should clarify
(among others) the following - ratio of cost-sharing between clients 
and the implemnting agency; scheduling of the project; have 	 a q
budgetary provinion to ennble study-tours for clients to other 
locations implementing simijar"projects. 

3.8. 	fipltlemeatniti ngnci en sL r'mer-mber Ihat. the activity has to begin on 
it niall 'uRimi. extonled as credit to tie maximummeale; .nhonld he 

extent 
 ponsii)e; n I'u. I--I.J me individual is necessary for the 
implementation pori, I; inhnqt. supervision is crucial during the 
pilot 	pham. 

3.9. 	 1it eren td d .mwan1imild tipprorch the activity in a voordinated 
ninin- e (Iporimpq Form a "notworc of l ike-ninded donors" at tile 
hec'ti jon mkeies ' Ieve I) who wi 11: 

i. 	 exhiolnge inl m'i ,I ifi imongsloI thommi4! I ve (in the forms of working
 
groups , meto i ig , f', rl o'Ierllle mlid ominars) to ensure that
 
pro,jert 4)bjOc ivO 1wi 1141A.,
ni 	 mill, 

ii. d lrmil 1 I,.1 ivye hi mi "(I moine hC' "'ll or donors with imp.leenting,
agortiions or p i hot pro.jectl. Sl)III4' my prefer to function through 
pcIwe rlil 	 Tlt I eve I ofi H (! iizi ions. funds available will 

let ormi no the lf(i I1 inAiviLy as well as strength of the 
techto i cai I fla till tellili.I111o 

3.10. Semintrs that proveo forum for iippementing agencies should be 
held 	 nt Jenst twice n year in order to prevent a "diffusion of 

relmruhing project ,10rSpecLives"objectives ad to enable a"diffusion of lessons learned" from mn-going activities. 

i:iI
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PI)T PROJECTSAN OVERVIEW OF 
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TALI.-. 

NATURE OF PILOT PROJECTS 

Project coLegory Products offered Location Implementing Socio-econ 
Agency group 

I. Restaurant lhrenkfst, dinner Nnrshingdi, BURO, "needy" 

nnn:ks, 1,11mlh 'lIlgn i I CWFP destitute 

2. Retail OuL]ets Goods produced Savnr, VEAC, "middle", 
"lower-middle" 

by women & goll. Uhiaka WV "needy" 

sLorv itemi. Chundanga Swanirvar "needy" 

Kurigrain CUS mixed 

legumganj BSC.IC/WEDIP rural women 

:1. Women's Corner iry food items Manikgonj BRAC "resourceless" 

(ricl,, IiIls lnngpur ILO/BSCIC destitute 
Onions, YU.), 

|1roces!scol foflk; Unfllffpur WFP destitute 

4. Job P'incemeut 
Service 

Ofreriml, 
scrvi i-n 

Iimlo,,enuL 

hr 
[ihnka YWA all categories 

wt)onI'n o' vn, iotIs 
O(ZCIIJ'fl I i (11.2 
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TAiiLEH-IV 

AN 	 OVERVIEW 

A. Accounting:
 

Books ares i:ninitnin,,ia" f'ollows: 

1. 	 Tie vnrnt majority of' sellers in n "women's corner" maintain verbal 
record.,. 

2. 	 'Those (,prrn iirig r,0.nurints ((Vi', 1111110) keep written records. 

3. 	 Oporntors tit' ri} I ,illots (WV, VICU, CIOS) mnintnin written records. 

0I.Accessibility to Blanks
 

I. llponnolna of JII'A, (10', 11111O {ind reportedly never been inside a 
bank. 

2. 	 O Hi.on, wh l hnv,' vinit d Iook,
 

- A o' 1'1 ieil nats fin visited to
snitll ttunbqer plirt operate "group 
iccotin |s". 

-	 Thn' mnjority of' ii,0/ItSCIC. pnrticipnnts find been to banks for the 

Somre, C i nd fhie marciju'ity of' VUIC clients had gone to operate 
personal eecloul(s. 

-	 WV lirticipnion go olnn regllnr fmnsil, usually to obtain loose 

- The mnjorily did nl. mention tiny difficulties in operating 
acroun La/vi i tig bunks. 

-	 Some, partivilpilllnt (I .i/IISCIC) rol the bnnks was "too far", but 
tlril bliniktlrs lpro "lih iful". 

3. 	 None of'f lip ntliviIion iinn n honk cnount Its name asin 	 yet,
al thouiuh 1,ilier--work In ,nlherwiy l'or severail (VEAC is an oxample). 

C. Transactions in Credit
 

1. I'lirlli;nnin ill"h'V, oid IIIhAC r'urchne' 	 credit.1111110 	 regularly on 
Othire pllr'r ui41 Io illt, (VlIAt1, (Wi'l', COS) or nuppliers will not 
Molil Il.I hem ( IM /IO'CIC, .il 	'ri-,tlilt W''i) 
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2. Waies on iinii ,ce dlit. (':rf, 111)1iC:'(I 11nong ViKIiU, BUItO, I1,0/ISCI C, 
ilIlAC mi WFI'. 'Illeso (I lii 2,(J' of tintiy soles) were mainly to 
"known custuomers", nod repnyinnt wns iot considered to be a problem 
by nny. 

1).Training on Small Business Management nnd Book-keeping
 

1. AnswtIrw rcgnirdilg efl'i'uiy of Ihe course demonstrate a trend 
clientsiI with lilerney rind ntmerocy skills fe]lt that it wai useful,
m11id4rtquctod r'fr'ohnirr cooeq oti bo)k-keepilg. Accounting and 
hook-kIepoi g wore meil i oiird nq "most Ilifficult'. Responses from 
itllternte womm|| iiadi,:ote n miilinnl level of impact. 

2. An impticit In''i I for ril trainces is probably increased 
motivat ioi. 
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---------------------------------------------------

TABLE-V 

OPERATING IN A COMMEiRCIAL CENTRE
 

- I'eP(-bnlCkS from the field 

Problem areas
 

(1) 	 Ilarasnmt., nisnenr. or r-"a,--room frcilities, lenving without paying
(restaurant), uintau,.n, to lint/market, inadequate items (variety as
 
well as volume) and nocini ntilgnm,.
 

iowever, part: iilln 
,we!,',will iu nl ohible to overcome the majorityof everyday probl.m,(l tit nr,.qc. 

(2) 	A de,:rear in th, ii,,,,i ,,f a,..l,-s in tli market was observed in the
 
enses (ifBIIAC (spi.r! ,oiiai:,i:i ); r1.0/ISCIC niu, WFJ 
 (clients currentlyprtii t e ,).,l--i|,irtv,.i.Iin pru','susting) ,ntii HIMlO (due to management
jirob Irmn) 

Individuals who were of Assislance 

(i) 	 !Ila;i ilt Chnirtman, o h il/,hiikelni,,.li,t'- 11w If Committee, representatives
of othe.r n(op ,,,' 	 tile1rovo l '1,1 	 a aillessmeaa ii1' is , in area,,t'imn rs of, th. Ildini ai...If,i n t I In'1 r1 i ! to. i 

- "None" wa. s i It,he ',al,i' i ljiltlms for part icipants. 

(2) 	 Homes (while plr Ic-ipialn ntv twity) .retiken care of by familymembers (insbni,,, siltr-, clhi Iron) for the vast majority. Some
memtioned "iiighihi,irs", liloit minority said, "house Is locked" or
 
"looked rfter by sorvists". 

Customer Data
 

HU110 CP7' VSIM1C WV CLPS ILO/SSCIC WFP BiRAC 

Mei Go 40-60J 20 60J;0 to 100-150 60-200 60-110 

Women 10 1(0 J0 15 20) 20 10-20 10-15 25-30 

- Estimates for 11.0/I1SCIC rn'd IV{' include hal. tinys. 
- Women were roted to ',mr- around 10:(JO in flh morning or in tile late
 

afternoon. 

4 
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TAtILR-VI 

FUTURE PLANS 

I. 	 Future notrces or f'lida tv.re motinil nq "buninicss profit" and credit
from it commrercitul nitk/N40O. None i.nt.o Ued the 	need for grant. 

2. 	 All intend to coutiu,.i wit Ih(1 r curreit activity.
 

- Specific c|nnto: t hey wotild 
 Hike to make were: 

i .	 buitesf; expinsifotl Vil: 

- more g,,oim in torms of* ,ual I ty as well as quuntity 

diversi fy Io ii lhidi. allit't" product lines 

- expontd e'11ro i .vuef1 iig nrrtnn,' t (restaurant) 

- oper l. fr l 	 limtt (Ion ItatI anI.)o 

ii. A CIDS pat iniJpoti1 wotid tiIiii.' to Own n tire. 

3. 	 {iveltn 'hlii , Ic. hcp, ill v r rig;ni, till wotid select. the same kind 
if" 	 no: 1vi . (elmlttrfii Itcinl p:tr irIr ;:1t q wore tin folIows:
 

VIA;P i
i owr rn oft CIIS ,1i', w lild 11t1 1-.i'I'' ct--twiie l'lihiI witUh employees, 

il.I CWFI' winit i rio 'l*t a'l r'el II]'czritir,n t, 

iii. iIiAC Jiliv pniort 1 'wqot d i- eiirlr' ,ll iii lit! mairket. 

iv. 	 lInrt iviprint of IIOthf;l(CIC utld WFV' would combine their activities by 
,no li njofFroelm mc'/h tI nlty, rather than come daily toh nmii ln ititt/hl o 

tihe "Women'nr Cerer". Some would come rogularly only If they had 
their 	own hop.,i 

v. 	 WV - begin with 5-6 oiiers (currnl. itimber is 13) 

vi. 81UIO would nolecL initial participatitn with greater care. 

4. 	 implementiig Agencien rommented thnt they would begin on a smallersvnle - CDS; nelveL womni with grenLer cnrto - BURO, VIAC, ILW/BSCIC, 
WI'; ,choose Fewer pnrti,.ipanla - WV; charge registration fees ard amonth's oniury from smic'?enntill rannlie s YCA. 



P A R T II
 

INDIVIDUAL PILOT PROJRCT ACTIVITIES 



NIMONTRON 



I Restaurant
 

Name:- "Nimontron" 

Address: Velangar Bus-Stop, Narshingdi
 

Implementing Agency: Bangladesh Unemployment Rehabilitation Organization 
(BURO) 

Backgrou__d
 

The restaurant begnt opernating on August 0?, 1987. 1JUlR0 felt this was an
opportunity to assist women (Judged "needy" but not "destitute") who seemed 
to possess the ability to succesful]y operate a business. It was acooperative venture with five pr.rticipnntu, all of whom would work full
time at the restaurant.
 

The original locat ion (:oi(d not. he retained due to delays in funddisbursement from the donor. The new loination was reportedly selected "in 
a hurry". 

Nimontron occullies two ruoum.n (n dining space and kitchen) near theVelanagar hus.-atop. It in one of n row of nemi-permanent structures
(concrete floor and walls with a rorruglaed iron roof) along the Dhaka-
Nnrsllingdi highway. 

Seating arrngementsa re ror sixL.e.,n perrr onn; li manager sits in a front 
corner or the nitop. The hi teiten litn reirnn door with a tube-well next to 
it.
 

Business hourn are from 7:00 MI - 9:0(1 11 n-ven days of the week. Meal 
timings and menu nr, roughly. 

Breakfast: iland-mode bread, vegetnbles, egg. 7:tJ AM - 10:00 AM 

Lunch, Dinner: ice, meat, fish, vegetables, lentils. 12:00 Noon - 3:00 PM 

7:00 - 8:00 PM
 

Snacks: Tea, Cake, Vegetable turnovers (singars). All day. 

hset-smat 

As 
ha been the anse with all pilot project activities, flooding

political instability have nulvernoly affected business 

and 
performance. These 

were clearly beyond control. However, the most seovere constraint affecting

the restaurant's performance was one of manngement. This is discussed 
below. 
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Finance: 

Total investment costs by linc-item re abouL
 

Security deposit .......................... Tk 10,000

One-year's rentndvance . • l000 
Furniture ......................... ........ 12,000
 
Utensils, Crockery ...................... 8,300
 

TOTAL:- Tk 40,300
 

The activity received about rk 32,100 Crom USAID.
 

Participants received the IISAIID portion of' Investment cost as intereat-free 
credit from BURO . As of date, clients have repaid Tk 800 as their first 
instalment. U 

Some items are still necessary - no electric ran In summer, for instance.
 
It is hoped participants will be able to install it from restaurant profit.
 

Sales/Profit:
 

Gross profit ( sales - direct costs) during Aug-Sept was Tk 1,680.; during
 
Sept-Oct Tk 1,760.; November Tk 1,191 only.
 

Daily items bought at the local market average Tk 175. (Aug, Sept, Oct,

Nov) and include items such as firewood, kerosene, cooking oil, flour,
 
sugar, rice, spices, fish and chicken.
 

Profit margin is determined as follows : a Tk 60 chicken is cut into 
five
 
portions at Tk 16 per piece; n seer of rice (Tk 12) is served as 6
 
"plates" at Tk 3 per plate; 
a Tk 30 fish Is cut into 12 portions, sells at
 
Tk 4 per portion. "Mark-up" titus varies between 33% to 60% for fish and
 
meat, 25% for cakes and biscuits and 100% for tea.
 

Operating costs include rent (prepaid for a year), utility at 
about Tk.
 
160. per month, salary of Tk. 100., and maintenance, replacement costs. 
The largest expense is loon repayment in monthly instalments. 

No monthly statements were available - daily sales and expenditurej are 
matched, and total profit calcilated at the end of the month. Cash surplus
amounts are deposited to BUrtO'r cashier at the end of the day. 

The owners and 'Jhe "errand-Iboy" tale eli. meals at the restaurant. These are 
expensed off as "daily operating costs". Conh value of food would be 
approximately equivalent to 1k.300 - 350 per person, per month. 

After meeting all expenses , there is probnbly a negligible amount for 
participants to take home . The restaurant neems to be operating
at/slightly nbovho a "brak-even" point. With the decline in sales 
(reportedly due to political reotmcn) nod recurring management problems,
number/variety of items orfered han been curtailed at present. 
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Management: 

One of Nimonliron's ownorn wa ne lveled ng co.hicr-cum-manager . lowever, atthe end of the first mtoni h, tLio "mnnivger" ,diacotinued coming, since shefelt she was unable to cope wilh I'ite youing men who loitered there, or someof tle other pilt'tiCipnltn Sqho nleOenlO.. to en'courage these mCI). Shel hadreceived training on nitulfigomf',u , and was ith'ul,ified by the trainers as oneof the more compatotlt flinolg pro,je'ct pir' icipnuii"s. A new manager was hired,although it in nol clear why oie oF t:ie existing participnts could not ansume thin rol|e. i*n. IIhfi nty -i, nihint, io: worseoed. Tihe manager seemedto be groosly inkTiiii n nind Ireo|1i en Iro the bisiuiess. Nimontrondoteri orated into n sorl of "free -fqrnI" activity. Field tripsd(;monstrnted mi ri ithed hiot ie , "r'i l0pJn',d" 'rochtery, etc. 

In the mennti:e, one ii' he oigil Ipt lti''ilintnO loft due to family 
pressure. The ti'gulmeit. ui't, }h, I lie I ,.'ltimd wai a htillr to "you've beenworking for over n monli., yt live anl. iiiue noy profit, so why waste yourtime"? A new person wrin hired iII Ier pi-i-c. 

Ne;xt, NHrshingd i's Morket CiminjI. tee obj,?:iLud to the "immoral behavior" oftwo of tlhl( parlic ipint s -- they lind Ineave. At. that' point, only one ofthe original owners P!'nalneut. Si,,, mituaged the restaurant by herself for 
about a month. 

A third mnnager came in ns co--owner. ]looks have begun to besystematically mitintnitieul sine November. Whut had begun as an activity
with five co-ownern now lint two. 

[hiring the first month of activity, 111t11O realized that training in businessWfnigement was hutimportant, reqtatrant owners/operators must be aware oflarge-scale, cost-effectJve, methods of cooking, shopping and serving. Acook was hired to train thom rornCaboit two molthis. Restaurant operators arecurrently na sistd by an "erraul--Iny" whiose mol her grinds spices for the 
establishment. 

An indicator of its suircna a Niinine s operation, appears to be therivalry -it encounters from tho other restauranit owner with whom the tubewell must he shared. Althotigh 'requiient rurguments ensue, this shouldnoted as a positive trend in Nimnntron's move 
he 

towards establishing a niche
for itself in the comnerci.] center. 

Social problems exist - drunktrds, yoitls loitering, customers leavingwithout paying - none of thone, however has been severe enough to warrant 
external nsaistouce. 

Marketing 

Nimontron lien along the hIuulr-il.tngonghighway and is conveniently

located for trlvelrs. The restuurnilt's marketlng strategy includes 
a listof "preferred c|.tomers" (i.e. mmh,.t (,roflhe local elite /administration,
hat, market ,ommitl;ee, etc) who are often not charged for tea and snacks
when they visit tie ren.saurnnt.. 
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Location Is believed to be hindering higher sales. It was observed thatNitnontron usually solls large quantities of ten (whose turnover mustincrease dramatically to bring in the originally anticipated profit) to
passengers on transit. Moreover, the target group it had initiallyselected families of the radl elite -and high officials - seems to bebypassed. Perhaps had iL been located at its original location withinNnrshingdi town (in front. of the listrict Court), Nimontron may haveattracted more "permanent" meal customers as well as members of its target
segment. 

Monitoring sheets exhibit wide var oHn| iii the., number of daily customers,ranging from 210 to 3135 during "peak" mnntlil (August-September), fallingto between 60 and 70 during the following months. Women customers are 
noted to be uniformly below 10 per day. 

Of the 30 customers polled, there were 24 men and 6 women; most of themwere married and within lhe 21-35 age group. The vast majority wereMuslim. Men (66%) were minly traders in cloth, jute, flour and stationeryitems. Those who termed themselves as "employees" were bus-drivers,helpers and men involved 
in local NGO.. 5 of the 6 women were BUROemployees; the remaining pernon w.n n housewife who had come with friends.The vast majority had studied upto and above grade 10. 

They were mainly out of town visitors. 

About 50 of the men earned more than Tk 3,000 per month; women earn
significantly less - below Tk 700 per month. 

Most mentioned they come "several times" a week. "Better service" and"location" were reoaonn for multiple visits. Women come to encourageparticipants. The mojority said qunality of goods were superior and pricescomparable. Level of efficiency was judged as "satisfactory" by all. 

About 60% thought women are or, capable as men in operating businesses 26% felt they were actually better than men. The housewife felt that in

general, 
 women lack "experience". 

Women did not metion any diffieulty in comiig to the restaurant. Abouthalf the women had come with friend..1, spoune or a male colleague, the rest

by themselves.
 

Social stigma and ti ahnent:e of physicaIl security were mentioned asobstacles to success for women entrepreneurs by 60%. 26% felt there were"no problems". 

80% welcomed the enleavor nid felt i t woq "high time this was begun". 

Customers requested Lhe instrilhif [on of a coiling fa. Items they wouldlike to find incliuded "tea with mill(", (currently serve lemon tea)"biriani" (a rice delicacy) nod swe0t menls. 

Blegi.nning of the monh wasi noted "moot butny" by participants, althoughstatistics do tint show on Increne ihi Ihfe niimber of customers or In salesat that time. "|lush hours" were qaid to i between 10:00 AM - 2:30 PI andbetween 4:30 PIl nd 7:30 i1M. Women uually come between 1:00 and 3:00 P4. 
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Project Participants:
 

Only one of BURO's original participants remainwi. Base-line data showsthat the 5 women selected for tie project were between 20-35 years old.Only one was Ifindu, the rest Mslim; three were primary earners, abandonedby their husbands; all were literate, having had 5-10 ofyears schooling.
3 participants had never visited n eormnercin] center . Occupations included
poultry, livestock raising, tailoring and private tuition. Monthly earnings 
were between Tk.400 and T.600.
 

Al.] were "new arrivals" to 11lO, having been its member for under sixmonths only and three as little an "one month". 

During evaluation, t, e only "lbnse--]ine" wtviian who remained is a 28 yearold widow and household bend. The new co-owner in a 30 year old widow andhousehold hend. She has studied upto grndo El nnd be'n BURO's member for
about three months. 

The two existing owners have not received management training. Althoughwritten records are maintained by them, both would like a course on bookkeeping. BURO appears to have discontinued their assistance in marketing
and book-keeping for the Jast month and a half.
 

Currently, n 12-year 
old boy works nn n lielr r/messenger. lie gets food, but 
no financial remuneration. 

Monthly profit goes partially to BURO as loan repayment. The remainingomount is ploughed back to replce missing cutlery/crockery and to pay the woman who grinds spices. The residual amount Is divided among co-owners.
 

Participants spend most of their enrnings on clothing for the I'amily and 
children's education. One is saving to buy livestock. 

Business decisions ere mnde Jointly. rhey are aware of the total amount
 
Invested in the nctivity, but nre unable 
to provide a break-down ofinvestment costs by line-item. 

Soles on credit nvernge shout ]/7 of totaland are daily sales. These are repaidnot considered to be a hin,'rance. 

Participants mentioned the presence of local support, particularly from
members of the Market CommitLter. 

Future plns include hiring s maln hi i(.hcn usi.sLont (n"male" assistant for reasonn of conienience/oernriLy ns well as nit absence or skilled women)Th 400 per month and exptndig enting sp1pa 
at 

by means of a tin-shed andbenches. Future source of rnindn wor', m',ntionod an credit from BURO or from 
n commercial bank. 
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Implementing Agency's View
 

Among BUO's object.vs were prl-vision of employment to 6 women, each
earning about Tk. 500. per ronth; develop an activity owned and operated by
them. 

At the end of months one and Ltwo, endh pnrticilnt took home Tk 100 each.In November, the wo co-owninrn divided Tk 700 between them. The amounts"taken home" appear to he nrbitrarily dh.vided by BURO and cannot be
explained numnerically. Bo'kln or na:.miti tiro? hllpazard. 

The 	 organization did not. ponn,.'n Irior eup, uiencne in this form of activity. 

BUIO Noola that the pro.jet lta s taI oi,in or itq qunlitativo objectives.For example, n "de'monrl t t ion t ,rcP b lhen. noted in the form of 
requests for n simil ancactvity in nd.jaa'ent. rir'an. Participants are moreconfident and mannage the r.ntutirntt an their own. An attitudinal change isnoticed, since the reontnurumlt in lveinl nim.:,ccpied aas "normal business" 
activity.
 

The NGO renlizes that client selectjon ns well as location are the twocritical factors. Moreover, they now have more realistic 
most 

a estimate of
total funds required for such an activity. 

Lessons Learned
 

1. 	 ll11tO's major hurdle Iraq two,, n constmnnt and rapid rate of turnover.
l'articipants were ':riits""new to BUltO, anl thus Implementors were 
not well-acqunlnted wilh thai r comlpetene and sincerity. Each change
was 	 proceled by n pariod o "toraj -g:i" molllflg4molt. 

2. 	Location, too, is n barrier. liming lost. the original "more
profitabte" apot, Nimontron nhoid have preferably been placed near the 
main Narshingdi bus--stop. 

3. 	Severn] cuqtomern snid threy had not come earlier, thinking this was a"women's office". Others, prtit tl[ianly young men, feel "embarrassed" 
to 	be there, lent they he Lensed about It later. 
 Time will probably

take care of these isnues. 

4. 	 BURO began with "extremely rigid" conltiol over the activity - so much 
so, that particilantn felt they were employees - comments heard during
the 	first month included, "where in my appointment letter"? 

A more devstating effect wanl probably the "eat all you can" attitudeadopted by some participants (who have subseqoently left). It is felt
that the majority of Nimontron's management problems were caused
because women were not, 	 )ermitted to feel Its ownership. 
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5. 	 An oncouraging factor waa tile prenelcee of nt:rong support from members 
of the Market Committee til nccept.nce of the nctivity as a business 
venture - a plensant ourprine, ond contrary to findings of tile 

.feasibili ty study... . 

6. 	 Tk. 60,000 is probably it more realistic budget for restaurants in rural 
areas. 

7. 	 Lack of toilet fncililivs i? n The has notcnlirniniL. landlord 
fulfilled his promise to provide nii attached rest-room. Participants
currently use BUMO's office rest-room, a five-minute walk from the 
re taurant. 

H. 	 Performance to date indicates tlat. the restliuraint hasdeveloping into a viable commercial 	 the potential ofactivity. Current participants are 
comp'etent nnd serious nboutl their work. lowever, these women will 
rench their potential only if III1R1O cnn disengage itself totally, and 
soon. 

Recomendations
 

1. 	 The nctivity shotild tot roquiro nddit.ionnl funding, since it exhibits 
the capacity to develop on it -wn merits. 

2. 	 Current sales should be i'rennc(d. S;ome niiggestion.q are: 

i Offering a wider rtign of itemn 

ii Employing n snlanried insiml nt for the hitchen 

iii Ei'tenl,ling nel Il 11srianiPmenat by patting up a "Lin shed" and 

benchen
 

iv Put i tag tp n p'ri ce chitri nvir I1i c rlim,,ne' .
I 

3. 	 BURO should (wiLhin li i,.to IIi- mcithl) 

i Cl infy Lerms aod co'iui I i oei of (lht r-,inYmtnt. schedule,
 

if Arrange for rest-room ficiLitJi,.,
 

iii Arrnage for bnnking faiclities for the activity,
 

iv Fully handover the activity to the women.
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I. Restaurant
 

Name: "Nibedita"
 

Address: Old bus stop, Registry Paru, Tangail
 

Implemented by: Concerned Women for Family Planning (CvTP) 

A womei-opernte wi o~plnd, 0tre.liinrnif n ()* aer 10, 1987. Tangail had 
been identified an n "potei.lit" nro inIthe feasibility study. CWFP's 
objectives included t rniliiflt, nid dt-vilopment of wom6n in small business 
management; renenrclihig thi, lIrt iculnr job-opportunity for them. 

Finding a saiitnble lot-.I oin hod Ier-n n s-rious constraint. The budget had 
not accounted furthn sIgnifimnt nooimsti of "rent advance" required In
Tngail. CyvI' soived their-lem i1y ilting their of,1ice within the same 
premises end expensing off the rent nlvance tis "office operating costs."
"Nibedita" in sea-mi litumutent. aructure (concrete wall, tin roof) near the 
old buiaatop of 'angail. 

A large dining aiace to seat. nixe-ete persons and a small kitchen with 
running water alal lectricity Comprise tit) restaurant. Business hours are 
from 7:00 -- 5:00 174 seven dnys of tie week. Breakfast (upto 11:00 AM)
usually consints of hond-ode bread, eggs and vegetable. Lunch menus may
include rice, fish, meat, lentils (and biriynni on selected days only).
Snacks and tea are served nil day. 

No serious constrints within thle activity las been identified so far.
Sales heve pluorneted/not incrensed partly due to tie existing political
situalion in the country niid pIrtly Iecause participants are yet to master 
the technique of "minimizing ,oots". 

Management: 

The ret nurant begion with Ilire.e :o ownern tnid a salaried (Tk 1100/- per
month) mianager. lowvovor, Io Iantter pir-vnd to lI inefficient. During the
second month, the mringer warn isl leave, activity was managed byh.d lo The 
its ownaers, at tin timIt or wrtit ig titln report. 

A very recenl devrel,,int-tit in i el4,m I,.,lly r talilsointment. of nnotherIl salaried 
mnnger. CWFJ' olinervs tlintu pui,loint tf necnitability arose while owilers 
were maniging the venlate t ha.-Ino vr't,ait rwnnl totting sich a step. It i felt
by the evnlnator thai i titww mioiunger laal I fie itired not becauso women were 
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incnpnble or mnn.vniiing tli r.sn'nur,.L, but bec-nuse CWFI' probably did not 
clearly 'Iollnente respononibi littn. 

Training-Ln smnli business maoingmetoi. atii book-keeping was provided to two 
participnnts by Vl III. Iniadlition, a member of CWFI1u catering service 
trained rcsauriti--owrrs on l'argo-scnle cooking and catering for about 
three months. 

o the three opernlots, onei in titlmrge of conking, the other two 
waltresaing, look-koJligg it; delo with toe asslst.ince of a CWFP stas'f 
member. Nrn' ol thr, pnilicti, tn hrin previous experience In a similar 
busIli.0as 

Finance:
 

Invesltmo.t cont i n t.r ifi i iov, lif-r- iiip ioxImtl ely: 

Furni Itre............................. Tk. 12,000
 
Ceiling foti................................ o 1,710

Ilfesmiln o l crkory......................... .. ,000
 
lirnI ndtvrui ............................. , (3O
'ic-

Iiw materinln, lt',.7i0, oft ............... " I,00()
 

Th . P7,{10 

Total USAIID gr-ii i in foriIk :4;,7 0/-

Altlough ch.fi 11-it i,ve potro,il ',! mso, CFI' probably intends to 
provide thin ornmsoI nonpintI to porttivilnntu, and expect them to continueby themsnlves from titt point iwariq. (Clicictconribution has been in the,-

form of free lnetl oly. 

Sales/Profit: 

Soles - direct costs for 1h period October (itI - 31 was T7c 2459. Other
 
expenses suck n- sanlnry to tlo mnnnger siff CFP's trainer left a small
 
surplus at. the crA of the 
month. Ili (Tk 130(/- per month) has been paid
for the firnt threo moutin. UtIilities (rit imated at Tk 200/- per month)
show up no CWFI"iu "operntiig coni". Wido vnriotJons in daily sales was 
oiatiied (rnugitig Iertiu lowIvi Tk 17 uind.ulhigh as Tk 800/- during

October). Jnys for nlrootm.l ly Inugn nnIn werti from catering services to 
weddings, conventiotnn, t i iiiemlar uctivitiea. 

Pnrtfnlpnts 
tnke breulirfnt oiidIir'h oii premises. Inexpensive items -are 
bought niud cooked sepiiratneiy for thin purpoo, Crish value of meals equal
about Tk.220. per pernoti pr monti theeo are expensed off as "daily 
oporat ing coats". 

Sales plunnsLtd in Novrumler. Freqrieut strikes and political instability
resulted I. Xrnns of Dringprofill or 1130/-- orely. December, (as of
December 14), ru-n profi Iln Ir.,'n tbi, Tk 7:40/-. Pnrticipants took home 
Tk 250 each townr'n th, eto or Novemuher. I'oor nates did not permit higher 
earningts. 
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Marketing:
 

The fensiblily study limd virteIiT,,d Ilil "'ny11ii projecti]'a pilot wouldreceive support from ox inPIrl w1'0n n 01 glinll I ritl IenI in the area. Nibedita
appears to vo|firm lis. Iti,lnrt ho Inig el. nupport comes from men andwomen from development orgrilizithiiion nii1 phli Irlitropists/socil workers inTnngni 1.
 

Participants lied bergun wilh nix-dity weeca and by excluding tea from themenu ("prevents loitoring"), Out they soon1 learned that restaurants are open 7 days n week, and mut. nerve ten to remain in competition. 

The restaurant is clrnncterized by: 

1. fewer ud'stomern who come for enting, risopposed to 

2. cateriig orders for large gatherings 

3. "take-away" food sold to tioighhoring shops and households. 

Daily item. or exilenitll,'iro ( iivlin) imi ly total Tk 250/- (on "nonentering" diiya tod inc,,(,.I f'irvwoIl ('l125), kerosene (Tk 10), flour (Tk40), cooking oil (l'k 10), rice rk 3:13), chickent (Tk 60), fish (Tk 30),vegetables (1'k 25), nugnr, npic'n, coconut and often mutton (Tk 30).Profit margin t'ngn from niproxmlitely 60% for chicken (8 portions 0 Tk.12 each) mId mutton, nboal 60% fror i'ish (12 portions 0 Tk.6 each), 25% for
bread and snacks, nil 100 oil tel. 

Prices are cominparabl, atlhough decor andqulily of cooking, maintenanceof premine are nupertor tihn thone of comparable establishmonts. It ispossibly becaue of Iliono ren(onpflthnt Niheditn's profits are still low.Beef it; not nerved, nin:o n aipnificnnt proportion of their customers 
reportedly iliads. 

are 

Daily number of customers in about 60, of which 6 way be women. Female
customers are meinly NCO wnrkern and bank employees. Twenty customers (19moei and one woman) were polled during ittwo and a half month period. The
following points are of Interet: 

The majority were Munlim, mnrrled and h,'tween 21-35 years. About half weretraders, while 40% were working in banko, NGOs, and in the transport
sector. 
About 65% have had more than 12 years of schooling, only 2 wore
 
illiterate.
 

Not income was over Tk 1000/- for customers (3 were non-earning students).
 

Moat lived nround Tingnri nd ind come to eat there. 80% had visited therestaurant on previoun ocvpnionn. hetter 
service, high quality and
convenient location were rennos or rpeated visits. They hind all comealone. 80 felt women could 'ihnduct a itnilness as well as men. 90t judgedNibeditn as ros In nim tn""gool" -inpld establishments. 90% mentionedsocial ntigmn ntil Ino, or i'hynil ser'rity na barriers to Nibodita's success. The minjogty wolcomd activity asvast the a step ir the right
directton.
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SuggesLions incI]rIrI n ner'utily psirwrl eId imp'rovedI mraogement ski]]s, 
-... nstalIation of-atreiting. fnn ilnd irnhndtiIon itmeo-t'roodi such a -swet

meats, kalnh, hioeiutli, i hI -] Ietr. 

feetint _.roJ _et._obJ~etlygo 

CWFi' had nnticipnted Ifho jirovisiei of employment to 5 women; each would 
earn about Tk 600 lert month; nctivity would be exclusively managed bV 
women. It is too early to .judge project nuceenn. It lias been operating
for only two and a half monthn - the greater part of this period has been
 
affected 
by political instbility and nhnorirmnt business conditions. With
 
the departure of" the mnnger, number of pnrticipon] lies decreased to three.
 

Project Participants:
 

Socio-economic, Fom- wom-i Ii.oaIlbftwl Ivi I y  two were divorced, one a
widow and one married. Only the riirived mninger wis Ilindu. All were in
the 21-35 age group; one won i.female Iugenhold head; all were "landless".
2 can sign their nimen oily; ono hen hI fi fith grade education while the 
manager had n high school degres. They were ".hw recruits" to CWFV, ha',ing
boon its member for under four months. 

Occupntion of prt ieip'iiia prior t ,joining were ao domestic helper, sale 
or rice cokes/ebnackln mid sew1ng at homo. i arilngs ranged between Tk 100 
to Tk 220 . In November, enmh or the existing "owners" took home about Tk 
250, 

l'articipnntn spend their eel ire et'nilngg on the family - mainly for 
clii [dren's education nd clothing, 

All partners reel tridning on amnll husineso mnnagement Is necessary and
would like to take coursen on book-keeping and customer relations. 
Business pnnning mi daily (Inror-ntl) meetings are hold among partners.
They were aware or total investment coits on of date, but did not know its

break-down by Uire Item. Owners take turns going to 
the market. All
shopping is done ut the enid of the tny. Trnsactions are usually in cash. 

1()0 can keep' verbal nc'counri. One maintained written records with 
ansistunce 
from a CWFI' employee when owners were managing the restaurant 
themselves. 

Family members and a neighbor look nter their children/homes while theyare away. hand they noL beeni n' the rent-turont, each would have continued
with her prior activitirti. They cnld not mention any specific problem
r-lating to buninen operrl ion. Future Naidlng sources wore "business
profits". Given to clhie-, they woitin begin a restaurant, but i, a more"commercial leoation". 
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... Implementing Agency's Views
 

InILi n] problemn .n'1 udel fihje.! ion 'ruiMn a group of orthodox muslims.Iowover, pntronge from tinb',i or Ion lo,:tl e lito assisted the activity to overcome INil lnIl oer l Il' re Inni
ilant-r! nid rvenoi ve acceptance na a normalbls ines ns'stivily. This ni v ivrdred tin tin ittiLodIinni change and a visual 
project nimtct. 

Current. probl.i rm I'ih ml'l,. nuii c'nnlrnili. ( require funds forndd it, ln I nonin - Ihot,v' in flwifiI repzov,!; n refrigerator to checknpoillnge nid so on). 'lh,,y Iof,,I sniltn will inIretaio if the restaurnnt. Is
kept oi)f'li heyoo .5:00 IN. 

CIF*J rrignrdn I he ',- I-lf iil a 
- i..o ;Ipql oriviLy nod would lilck to 
repli nte thIl? m lh ill hh,)'('r .jpl. str 

!2_sonsLearned
 

1. lent ndvance retuihdi wint nignirutiLy beyond CWFP'M budgeted amount.MaLters had become, no critica tnt pairticular point that
orgitnization won ri'niy In bnck-ot 

the 
of the activity. An arrangement was

finailly worked out, il, Ihe re.nurnnt lind to be placed in "loss thana 

Ideal" locaLion. This may he liinidering soles.
 

2. Nibelitn's phyt'nl Iroximity to CtFP'n office indicates not only
contoant, supervision, hid. los 24 hour running water and bathroom
fncilitie. - 1I)1h vory noeriun contrninto for BURO's participants. It
in he'lpful In Ifn urtld.r C-WI"n "omhrelil" during the early months.
Later, Ihi ontdvniltrif, in Ill;sly to hr:omo counter--productive - CWFP may fi nil itsrlf" inil, , Itl theo low res taurant to function 
independent l y. 

3. Book- heeping mollolu. rocord dailyi nen, hut no reconciliation of 
necounts (it the eti of tlie month. All relevant expenses need beto
scpinrnted so tHit ImiL cinnL; Ipny for thoir operating costs. 

4. Operating difficult ien include Irrusnmnont and sales on credit. 
jiowever, nne or hrse won felt to he n serious constraint. 

5. Pnrtiipntn ppeor tn hIve n,:qlred n sense.boliness They realize
th, oplo should hr. kepI open r-ir Jonger hours. But tisey are yet to"pre-empt" dnily nlon nid not hove to turn away customers because theyhave run out. of n pntrtHulinr item. It is anticipated these skills will 
come with Lime, 
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7. 	Nibedlta Is felt to be n potential nativity and should be profitable

in 	 due course, iowover, stiles most increase dramatically.., 

. Participants 	do uot uInh11' 'lmi mnlo nq those cooked for customers, 
nor repay loans, or 1isy for utility e:linrgon (ijll these are part of 
Nimontrons'n costs) -- yet. have hdn very little to take homo at the end 
of the month. 

8. 	 Most of Niheditn's profit comes from its entering services. 

*
fecomiendations
 

1. Nibeditn should

i. 	Increase soles by Jeaving the shop open at least until 7:00 R.M, 

II. Locate peritinnunt "meal customers" an(d promote tile catering section 
if it proves to bo more profitalje. 

iII. 	Offer some? other items iiideminnd (sweet-meats, cakes, kebabs and 
biscuits). 

iv. 	Reduce costs - suggested wnys are: 

a) serve smaller portions, 

b) cook in i more cost-effective manner, 

c) ,n,,t ho.i compornble restaurants in the area 
("Sif'fnt" ii 'rnninii is nn example) operate. 

2. 	 CVFP should: 

I 'repnre to discI,1rt, mmhmOlves totilly from Nibedita within the 
rol lowing nix imnthm, 

ii Open n haik nctool in. i a: iomt,titid tIl (1w participants to operate 
it,
 

iii. Allow the 	nctivilty to dfvP,lop iuioiln own merits, 

iv. 	 It hon wiot nppiesr Iot,',luli'o il,il.oi lil funds, particularly not 

ano ther gi'rnv.. 
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II. Retail Outlet 

Name: "Orpon" 

Address: Bazar Road, Saver
 

.ImplementIng"Agency: Village Education Resource Center (VERO)
 

Background
 

A retail outlet was opened in July, 1987 with seven co-owners on a profit
sharing arrangement. The shop offered getort l store items as well as goods
produced by women. 

Two members of the owners' group worked in shifts as salespersons. They 
were ansisted by a fuil-time salaried individual. 

VRIC's effort wan especially noteworthy. Participants were not assetless 
women, but educated membeirs from tipper atnd middle-class homes. NGOs do not 
generally work with women from this pnrticular socio-economic category.
However, the feasIbility study had indicated a marked enthusiasm among 
Savor's educated women to participate in commercial centers.
 

Orpon is a concrete structure and one of a row of shops along the market 
road. Next to it is a woman enterpreneur'q photography studio (her case
 
study nppears in the feasibility report), Business hours are from 9:00 to
 
5:30 I'M, closed on friday. 

Assessment
 

What had begun as n promising venture began to fumble soon after its 
commencement. There hind been Indications of discontent earlier during the 
training period. Women who bad been eager participants during the base
line survey now criticized the shop's location, high rent, etc. The 
feeling of dissatisfaction did no(. disappear during the pilot phase, but
 
grew to the extent that on'e of the ownern contacted the conrultant (by
long-distance telephone) because she wanted to see her and explain their 
grievaces.
 

Management: 

Written minutes of meetings between VIHC and the owners' group indicate 
that original management methods were clear-cut and should have succeeded. 
However, they did not. One of the own.irs/snlespcrson stopped coming after 
the first two weeks. The other contintied for a month or so, but with 
difficulty - she is n yomlg hmouisewif'e nnd unable to devote full-time to 
the activity. The assistant left duo to "illness". The shop was opened 
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irregularly and wan founiid vins.i by Iorin members on four different 
occasions. VIHC han recvnt:ly plrivd n ualnricul salesperson to manage tile 
store. 

Currently, owners are noted to he tpal Jrtic. Although they attend group 
meetings, some frol VJRC hind "Lakien Lhem ror a ride". The existing 
salesperson notes thila.rot. n single owner has ever visited the store since 
site began workinug in Novembler. 

Finance:
 

InvestmenL costs were as follows: 

Furniture, decoration ....................... Tk 6,626
 
House rent (Tk 1,0( p.m.) .................. 6,000
 
Hionorarium at Tic 300 X 2 X G moiith ......... 3,600
 
Purchase of goods ........................... 4,894
 
S tionery. .................................. 250
 
Trade license ............................... 00
 
Travel ...................................... . 1,000
 

TOTAL:- Tk 22,470 

Total USAID obligation to VFlI1C in Tk 42,500. VERO intends to utilize the 
remaining amount for the pitrchnsn: of goods/raw materials for the shop. 
They would like to ndvance I Ibese finds ti; "donation" to participants. 

Sales/Profit:
 

Orpon simply never oppenred to "get. off the ground". On one hand were 
political problems and the flood - on the other, internal discord. 

About 20-30% of (laily sales are reportedly on credit, usually to 
businimsmen in the area. Repaymont In not considered to be a problem. 

Minutes of a group meting indicate that participants would contribute Tk. 
1000. each in instalments. Raw materlals/goods purchased were financed by 
VH C's contribution of about. Tk 5,000 and client contribution of Tk 2,100 
(Tk 300 X 7 owners) as well as Tk 1,400 of sale proceeds (Tk 8,500 in all).
 

Orpon is probably oj,'raintg at, n loss. Accounts have not been reconciled 
Gross daily sales rta|nge between 1k 75100. "Mark-up" in around 10% , but 
customers have been heard Io remnrh t lit most items are "over-priced". 
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Marketing:
 

Orpon's rent of Tk 1000 is high compared to that for similar establishments
in the area. However, this is reportedly because no rent advance had been 
paid for it.
 

Savor hat congregates along Bazar Road twice a week. 

Interested entreprenotlrn lihve conLoctot Orpon's owners. A ceramic producer
has supplied goods, n women's orgnniznt.on would like to begin a "Joint
venture", a paper-flower maker wants to be a supplier. 

Most items are purchased at a wholesile market in Dhaka. Only three of the 
owners had supplied products to the store. Of these, one has withdrawn what 
she had provided.
 

The retail outlet looks bare nnd tindet-stocked. About half the premises
(concealed by a partition) Is empty. Marketing strategy requires that 
customers find full shelves and a variety of items on display. It is

unclear why so little was spent on stocking-up when the activity began. 

It is observed that VHRlC spent an inadequate amount of time supervising the 
store once it begnn. They were usually uinware as to whether the shop 
was
 
open or not, whether the salesperson understands (apparently she learned on 
the Job) what to do, etc.
 

Average number of doily customers is noted to be about 30, of which about
5 to 10 may be women. Women customers are usually garment-factory workers 
and school-girls, both come in groups at the end of school/shift.
 

21 customers (17 men, and 4 women) were polled. They were mainly within
the 21-35 age group. 2 women were below 20. The majority were unmarried,
all were Muslim. Most of the men were local traders/shop owners. All 
customers 
were .literate,having had a least fifth grade education. Women
 
customers were mainly students. Men earned between Tk 1,000 - 6,000 per
month.
 

About 50 lid come to "purchnse goods, window-shop and assist women" at the 
same time. For 50%, ths woo a multiple visit. A young watch mechanic said 
lie comes "daily". 

"Convenient location" was the rea.on for multiple visits. 

Quality of goods was tormed "comparable". 

7.%feel that womim- nn operate n business ns efficiently/better than men. 
Constraints for women wore socia'l stigmi and lack of security (38%). The
rest thought there is no constraint o. nil. Reaction to the activity we
mixed - half felt a social cliinge is first necessary while others feel the 
"time is right" for snich venturen to begini. 

Items requested are 'junlity conmetics, cnndy, stationery items, toys,
clothings for clildren and setling nrranngement for customers. 
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Project Participants 

Socio-economic: II women were in Lhe bnn.-line survey. Of these, the only 

unmarried girl witlhrew before tIhe project began because- of social
 
stigma. The rest were oil married, Muslim women between 21-35 years. All
 
had had "upto and above ten years of schooling". 

All were accondnry eantner from middle-cl.ss homes. Two participants had

their own businesses - n Lailoring center and a photographer's studio
 
respectively. They earned belween Tk. 1000 to 2000 per, month. Others were
 
in the Tk. 300 - 700 per month Income rnngo. Activities were sewing, 
tuition and view-card making.
 

The mnjority were joining the pilot project to Increase "social status" as

well as earnings. Several had participated no sellers in fairs. All had
 
been to the Savor commercial center on previous occasions.
 

100% felt they required and were subsequently provided with training on 
business management.
 

Towards the end of the pilot phase, a new participant (employee) - a 26 
year old Muslim woman joined. She is married and has fifth grade education.
 
Prior to joining, she earned nbout Tk. 1,000 Indian
per month by selling 

sarees and sewing at home. A newcomer to Savor, she accepted this job at
 
Tk. 600.00 per month. Iler husband earns about Tk. 1,000., and she needs

the extra income. She appenrs to be an efficient salesperson and able to
 
work independently.
 

Evaluation questionnaires were utilized for three members of the owner
 
group as well as the employee.
 

esponses indicated that oarnings from the shop wou].d be used to purchase
"decoration pieces," "new clo"lis", etc. The employee, of a lower socio
economic category, will spend it on food and clothing for her fumily. 

Participints feel Vi1IC's training course was of benefit to them. 
"Accounting" was mentioned ns n relevnt, but. complex subject. "10 days"
would be a more realistic time-frame for the course. 

Currently the shop hns [wo exlernal uppliers, none of whom was there when 
the activity began. VIKHC staff Members accompany owners during marketing 
trips.
 

Reasons for business fnilure/qtngnatiun were cited an "Jack of cooperation" 
on VEIC's part. 

The current snlespernon mrinnit writt en records of all business 
transactions. She does not frel nhe requires any formal training. 

The activity does not have its bank necount am yet, although paper-work to 
open one is In progress, 
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Women customern usually pr(!ltchnso conmelica rid trinkets, men buy soap and 
stationery items. 

Homes are looked after by oilier fnmily Ii rl)urnservfnts/neigitlbours while
they are away at work. Owners lhavO currently reverted to their previous
occupations. The employee would Ilive looked for employment in a garment

-factory if alte had not bell working bere. 

No problems/hazards were ecounLered. l',il-icipnnLs would like to continue
this activity. Future fintincig notr:,.s wore mentioned as own funds as 
well as credit from a commercial hmnk. 

Given a choice, they would not open a store with joint-ownership as it 
leads to manngement problems. 

Implementing Agen',y's View
 

VERC's objectives were to 
enable participants to earn between Tk 
 800 
1,000 per month; involve 12-15 women as ouppliers/producors; develop a
 
women owned/operated activity.
 

The NGO would like to transfer total mnnagement to women. They feel that 
women are beginning to ncquire n buiness sense. For example, participants
observe tbnL Tk. 1,000.00 as monthly rental cost is excessive, and have
selected another locntioa at a more "mnageable" cost. Participants can 
maintain all relevant books of accounts. 

Sales votume has been low. Stock-books reveal that the rate of turnover Is 
extremely slow.
 

VERC representatives are hopeful thlnt the venture will be profitable in duo 
course.
 

VHIlC is planning to set up a "women's corner" with funds from another
 
donor.
 

Were they to begin again, the implementing agency would select a smaller
shop, ask women to contribute equally and offer only those goods that have
 
customer demand.
 

Lessons Learned 

1. A severe constrnint has been the absence of a full-time VEAC 
personnel

to supervise the activity. 
Many of the subsequent difficulites could 
then perhaps be avoided. 

2. It appears that landless men and women, pushed by economic needs, are 
more willing to follow inctructions, and less likely to ask questions.
VRIIC hnd probnbly never worked with an educated "non-assetless"
(possibly "overly-awnre") group of women. The task turned out to be 
more difficult than anticipnted. The diplomacy and tact that should 
have been used by VIIC war porlbaps absent. 
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ii 

3. 	 Despile nincerety aid good nical ions on both sides, some of the 
difficulties were: 

Inadoquate I linmlt, tions titid fpi dolins by VAR. For example, when 
participants knii thin war n grant, they felt (or their husbands 
did) that n large nmouni. of fundq had been provided - "'o why should 
they have to colt-itite ? Alno, terma nnd conditions were possibly
unclear to thon - for o,:inpi,, the reuson for high rental costs and 
basis for ,t,ul lprofit shv'ing in a group where only three have 
supplied I tLlinI to (Ihe nt'orn, ole. 

ii Participanta nom.how oweor Coll. an "-wn,.3.rhip" - they were noted to 
ocxpect. VHI(, to 	 si'pily Lhem with nil operating amenities. To 
illustrate tho point, a field visit revealed that they had been
operating without n pair of scissors (considered a necessary item)
since they began. Their comment wans that VElRC would not supply them
with one If they brought it from home. Moreover, there may have 
been too many owners, since the issue of "inequitable contribution 
but equal profit" arose. 

iii. It Is necenssary to try other activities with this socio-economic 
category. Assetloss women are usually free to move about in 
public

places. 
 In order to break the "market taboo", the non-assetless 
must be seen in commercial centers, particularly in rural ones. 

Recommendations
 

VEIA may still possibly saivage the activity. Some ideas are: 

1. 	 Retain a salaried nrileswmon/matagez* responsible to the owner-group. 

2. 	 Provide funlds no that the shop may stock-up. 

3. 	 Clarify with the owner'n group that: 

I 	 they all stay and contribule equally, or 

only those willing to invest funds will be owners.
 

4. 	 Additional pilot projects with women from middle and lower-middle 
socio-economic categorien should be launched. 
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II. Retail Outlet
 

Name: "Ananna" 

Address: Baptist Mission Church, Sadarghat, Dhaka
 

Implemented by: World Vision (WV)
 

"Anannn" wits inntiritted on Sepitember 10, 19117. The retail ouLlet is owned 
and operated by it grotip of 13 wilnvn, nit or whom are WV benoficiaries. It 
Is an NGO alt 'emlit to "involve wmcn more actively in all steps of 
production". Tie outlet ( formerly n library) is located on church 
property. No rent is chirged for the use of land or premises. 

The outlet is n two-room contcrite sl ructure in the henrt of Dhaka's conmer
cia] area. 

Working hourn are 10:00 AM - 6:00 I'M, closed on Fridays. 

Status Rpcort 

Management:
 

Management ap'pears to have been dniined in n systematic manner. All 13 
owners contribute time and effort in the following manner - 2 are "cutter 
masters", 4 aewing-mnehinc operntorn nnd the rest (who are less skilled) 
sew seams and buttons by hond. They work in two daily shifts (6 women per 
shift). The sanlesperson unin cnqhier in Iresent nl day. She hits experience 
in retniling, having worked with tnmultinational company before. In her 
absence, one of the "ctitler-mnsters" looks after soles.
 

Finance:
 

Investment costs were ni follnwq: 

lienovation, furninhing, lo,.orat ion ............... Tk.53,594
 
Innugurn in ................................... 1,017
 
License fe . ................................. 129
 
Stock purhnw ................................... 27,458
 
Balance on hand .................................. 14,301
 

ToTA I,: Tk. 97,000 
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Of* this, USAII riirnil in 'ITk.50,110(}; WY ir:lLt Tk,44,00; client contribution 
nbout Tic.3,000 (Tk.231 X 13.pIrtIiilinntit). TotIl tJSAIU conunitment is for 
nbout 1k.64,90(. So fil-, "Auirinnt" IIfII liroblibly beenl the most ctpi tal
intesiOve of nIlI Ii ,ot projet vo.':twt: on. 

Hemniiiing bntlnne (11t.I1,0)00) hn In'et reporteodly ear-marked fo' Lhree
sewing mnclinen - exii iing t n',hoty'' lIvoii " ronlI d" from qomo members of the 
owner-group. hindi lhvr ]i-rn eloponit, iidit h link, nilthough not in Ananna's 
nnmo. in anlid nt IT forlnliti o nrn oec.'nnry to open a batik account in 
file flame of"n .:ommor-ii nt ivily. 

l)njLy sno'n hltrint Sct:iml t r, Ge,-Iolwr ril Ntiv, ilthl'r tivet uged 'k.2,0 (within 
n rntge of 'k.:40 Io 'li. 637 ). Ill , )titI tl c'rilJ be ojpenled only when 
political anliitions wi'.l, p',, it.rtt 


l'nrticJlpnt. iminhlnii ,evo,,rd tuit,Ihly n, l n, Inventory and marketing.
Hlowever, nil i ivoti I ory ill wan titiviii(l I,'lt tih store, having beesn 
subnitted to WV tillioril ivn. 

Huni ness "prof ito" For 1t IItrr--v -period 10.9.07 and 10. 12.87)montht (hoelween 
appear to hnv, ben i'bittruiu ly ,'ii ulnted it 1k.4,102. Ledger entries 
submitted to the WV of'f idirli lt'e 

GOosa nl n (v lt l1111, ',I = Tit. I8, 024til hor gnooln) 

Labor chlnrge for t ,:lotlon = Tic. 2,299
ct om-mod-

"Profti1" wnn reiortdly ai'-riulit, i ts rolhown 

10%~ or f'go9H Httlei '11. 1,%1'(2 4 1k. 2,299. ' k.4, 102. 

ParLicilipots lh e,'lli ilt,',wetre tomb It #ln lie numbet wies arrived at, WV 
s Limite (find thorefoli flethlg'I) nIottl (0% of' total olen o cost of goods

So Id, Ittl I nfi d1 I iI ',nnt ( the .ltlllml "may chi1t"go a minimal amount" 
in f'uI ure). They cnl-l'tinl. 10 jt lrofit on sales - excluding labortit 
charges for Custonm mdi glltllln{tn. 

"J'rol'It" (0k.4,1(2) wi'i dintrilloed to Ih- owners - criterion of division 
senms to ibe quaitnl ivoly deliondent on fIl. nmottnt of ski I /contribution
(nllmber of holrn 1,t il, and iiot Jprol't-Ition) of' pnrticipants . Divided 
aWong 13, titch roe. ivtd it m" pitia'. 

Marketing: 

ltem avntlnblr. itor includeIn (ie fnbric and sewing accessori[s,
clothing for women nnl htildrt, (nil sewit by participants) stationery 
goods such n Ilona, Ignper fttld o-apyhooko. 

'Teae ore tIro glit nt n wholin l, mnrket |intile nit. Participants go in 
Itrolups of' Iwo or Ibreennnttlapnir Io feel qui te comr'ortablo about. doing so. 
Rougltly 40% or totni voliim,.- nre ittroltasethton credit. Merchants are tormed 
ti "cooneru li VC". 
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A curiosity for customers in llw product ion center adjoining the store. 
People are often intrigued to find i group of women working there. 

The average number of' dil ly runtomers in observed to be between G0 and 70, 
of which about 25% ore women. Women typicailJy seem to come between 1:00 
and 2:00 And 4:00 aind 5:00 11M. Tile majority of customers appear to come 
out of curiosity, or leave duo to non-availability of items. 

20 customers (10 men and 10 women) were polled during a four month period.
 

60% of customers were mnrriod. The mjority were between 21-35 years of 
age. r0%were M1nliJm. 

Only l6 were h,1stwiv('s -- It- ,i,jorily or women were working as bank 
officials, ten.h,rs, nid ili n, Mo.t. Men wore professionals, students, or 
bus iness- mn. 

76% had over 12- ycovrs of' cliulii g. Others hod lind over 10 years. 

The njority (20% wrt, Cull I im, sludmit) enrin over Tk. 1,000 per month. 
80% hald come to piurchnm. goodui./pl re'e ordex n fior clothing. For about one
third, this wns thfir ritll li'f vi3Iii to the store, mainly to meet 
friends/eticlournge IMniti ilt .mi-r ,,lons lind come by themselves.i 


Oin ity ,f gontdh "fill pu-ii iglwt-rit tIh jodgmr. its 'comparuble', although 
some sail( i i .iu t.. believe are equally.1ic ro',lito nr 1riv. I00I% women 

competent "-I ill i ullg lit
mlll , .': ii -.11ia Ip:oen, 

Women d1o fillfe'l I lfmli it ueu tle store. toiflilwi , ti.re,ly to "Obstacles 
success" wl-rm, nli-ifl n |itni;, nlbneonri of phynical ncurity and exportize.
65% felt there were n- consitrintf nt nil and welcomed the activity as a 
step in the right direction. 

Items in detinod includi! dry food items, clothing for men and children. 
cosmetics, sonp - mont of theno nr, currently not. nffered at the store. 

Project Participants
 

Socio-economic : flPt icipinin nre minly illthe 21-35 nge-group. The 
majority fre Hindu; 111 in unnnrri.i'd, the rest either married or 
widowed/nbondoncd. All fre n'.-ondary eorlners. 3 are illiterate (can sign
their hamen only) while the rest lave. studied for five years or more. 

'rior oCcupol ion in-luel nfwintg, private tuition, sale of betel-leaves and 
as "aya" (heiper/mnaid) in 0 nc:h]l.-. EHrniiigs per month were between Tk. 100 
and Tll. 700. 

The majoriiy iovw ir-Pt orri iini|t with World Vision for over five years. 
Entire nrlni ign nr npent ot il|rniy'n CotoI, editention and clothing. Only 
one spends n "nm I nrniwUn:" oin -oni lni-n Jirsel f.C('fr 
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All part. iciprets rvv' v'i'd, tinin ittu in mittsijotentt,' und felt this was 
necessary. However, Ih,.y won ld I kr' '.fe.ficr -ournen on nccounting. 

Ilusiiies (i sco"tIns glaoii They wore ablestir. johiii IV Ity priirticilpiits. to 
provide a brek--down of' invtestinLet uon;te tnd were aware as to the source of 
funIs. 

Xxcept one (san~letperatoo (tam Lnshl "er cnii sew hut has time), allwho no 

twelve are producers.
 

Financi] statemenls are compilJed by WV according to estimates supplied by
participants. The ativity's hanok aiccounit is operated by a WV 
representtLIve. PnrtivpaitIt;'reely visit the hnnk across the road 
either for obtaining loo-io einhtige or for operating their group savings 
accournt. 

other miily
would have continiuod with their previous occupations had they not been at 
the outlet. 

While at, work, f nembern look after their homes. Participants 

ParticiJants have iecei'eI rviisli t'., rlo, troders rnd businessmen In the 
area, They intend to v:tntinon". with this netivity, and would like to offer 
additional items ('or sile. Sotircen of bustiness expansion were mentioned as 
business profit nd loans Crom comtn-e in] Ibanku. 

Given a choice, they would select n simiJar activity (this is a sewing
group) but would hive n iitnvxiiiiniit of nix owners only. 

1MRMflem! _nlLAgegS;X'a view 

Objectives incluhe omployment to nhout 20 women aid earnings of about 
Tk.800 per month each. 13 women are involved at present. Some are 
continuing auhsfdiary nctivit iea such as sewing or teaching children at 
home. Income has not lncrimnned as yet, but It is probably too early to 
make n judgement. A possilh, reason (o her thnn political difficulties)
could be the store's inability to cntch this year's holiday seasons (Bid, 
Puja).
 

WV notes n "demonst ration effect," - an awareness among college students,
school-girls nnd businessninn in the area. The activity appears to have 
received socin] acceptance. Objectives are thus partially met.
 

WV is currently seeking to divert some or the owners into an alternate 
business venture. 
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l~soaLearned 

1. 	 Particilnts nre mainly fn-ai ly members of WV's "sponsored children" and
have been ussoclnted with the NCO for several years. On one hand iseconomic need, on the other n sense or deep dependence on WV. It is
antiiApated Lhat both forces will combine to sustain the venture on a 
long-term bnsis.
 

2. 	 A sense of obligation to WV in noticed - not only for assisting in this 
activity, ht more so herause of what WV lias done for their children.A patron -client r.hlt ioiiship or this nntnre may be counter-productive
in future, unless WV learns to desengage itself totally from the 
activity.
 

3. 	 "Anannn" is ('hnrncterized ns a smoothly operated activity with no
evidence of turnover or disvord among owners/between owners and the 
implement ing agency. 

It is observed by members of the field team that participants enjoy
being at the store -- possibly because of the "recreation" aspect of 
group work. They did not appear to be unduly concerned by the lack of 
profitability, nor th slow rate of production (in fact, WV 	 worriesmore about these aspects). Probable reasons for this "complacence"
could be: the fact that all were secondary earners or that their long
association with WV hIn improved their socio-economic status to a point
where they are "less needy' than before. 

4. 	 It is clear that ales must improve significantly. "Profit" has been
extremely low despite that there are no - the fact 	 liabilities to bear 
- investment costs were primnrily in the form of a grant, th. church
has not clmged rent a., yet.. Other indirect coats are minimal. It Is to
be noted thai the outlet. is loeated on an extremely lucrative piece of 
commercial property. 

5. 	 A plnusible wy to raisr invome ipr part icipant is to reduce the
number of - its poor rate ofowners Itiven 	 turnover arid production, 13
is probnbly one too imiy. lowever, thewy cannot be asked to leave, and 
an alternate notivity has to he th.'ght of. 

G. 	 A "renltaurnnit and snat:h--Iir" hii, Iovi requesled by severn] customers
(i.e. students). Adlitioni l cnpital s'tms are involved - participants
should rot be made more d 	 l nilrnl.in WVVIhn they already are. 
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Recommendations 

I. 	The number of participanals should ho reduced. Alternate activity is a 
snack counter with dry food in oat) nection of the production center, or 
all open-nir "coWe" or restaurnnL in the vacant lot next to the store. 

2. 	 Some suggestions to improve efficiency tare 

I. Method of profi -sharing uhould be bned on the rate of production
(volume and quality of output) in each relevant category) and not 
ol nttendance. 

ii. Maintain a ciear "division of labor" within the activity - only
prnctire ,iid spcifie "carrot nad atick" incentives ( I above is 
an exnipJl) nre likoly to -.mprove skills nnd enable production at 
a faster, Coniu'rc ial lnace. 

iii. 	A "trial room" should be t.ut up iii a corner of the production 
Center - (Asinlplfe curtain ShoUld suffice. 

iv. 	 "l etailing" rnid "prodi:l.joi nre Iwo inter-dependent but distinct 
rispects or the nct ivity - and shoi.d be treated as such while 
making business drcis iois. 

2. 	 Bushiess expanion/, l ion (sinck counter, restaurant) should be 
filnance'd by credit. Addihtionall fundiig (grant) is discouraged. 

3. 	Books of accounts "thoulI ho maintnined in a way to enable realistic 
calculatlons of earnings. These should be reconciled on a monthly
baais. Assistnnce may be sought from comparable establishments. 
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SHONALIKA 

LL. 



11, Retail Outlet
 

Name: "Shonnliku"
 

Address: hosliparn, Kurigram
 

implemcnLed by: Center for levelopment Services (CDS) 

Ba~kground
 

The retail outlet opened on OcLob~er 30, I9'1 wilh clven co-ownera. Thestore is being mningetl by two nlpro i/co.ownora, sinceiotie montgor is 
on leave. Delays in ifund disburemenL cittisenoi lhe Activity to be one of the 
last o1s to begin. 

0CS intetded io nusntin i Ithoimplemit'tt.lion of' a retil l tore for good.
produced by women. This would benonfit (innfifloso women to find a markeL for 

* their productn.
 

A mnrket-atudy wan conducted prior to heglnning the venttre. Trn.ining onsmall business mngemetL aind boolt-Ireepilig wns provided to some of the 
pnrticpn in. 

Working hours are from 9:00 AM to riboim. 0:30 I'M, closed on friday. 

i:::+ Stats.RpoLrtk
 

Finance:
 

Investment cents to date tire tlp'roximnLely 'li 3:1,000 - includes rent
(Tk.1300. per month), furaitmare/d.cornlo (about Tk. 13,000), working
capital (Tk.10,000), advertising nittlromotiol,. 

Total USAID fund eommitmonL In Th. 24,000. (PS observes that the amount ininsufficienit. They are cti-rr, lLly tryltg to obtain credit from n commercial
batik. A local bank in willing to lend to "Ui~i-collateral borrowers "if the 
organization can guarantee repaymenL". 

"Terms of inancing" (whether ilventmelt costa will Ie tronaferred as
credit or grant) to linrtLiciltln haiv. not bee i'inalied no yet by CIS. 

Volume oF saulca has probuly lbeni iirffcted by the unstable pollical
situation. Their firnL month oi opertilot was November. Daily nsc nvrago
about T.; 100. - ehnrl tnorlsed by dny of noslesnat all, and some
occasiona that fetch over ''h.300. during s single tratnnnction. Currently,
profit mnrgin virJeal bitwee io fJ('or itom. ,lied locally to around s0 
for goods bought in Ilihin, 

,--. Fixed iI-01111 of, exj'endli turn I IS.I itv Irelt "nl ownoo" to 
ealesporsons/mninger (at 1h.30 to 4100 e'ti per month) OIS repreoontativen 
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indicate that; nccounl.s will be reconciJed nl. the end of two months of 
operation. Tile activity doez itol; npl onr to he, meeting its costs at present.
The implementing agenCy fnli.ipriles Hint. "Slonilikn" will be nble to reach 
a profit making poiltion within the f'ollowing twelve months. It will need 
to be "support.cd" (subs.idi zed) unul I Ihen. 

Manageient: . . 

Premises Include Ihreo roiotnti , it vrritnti i'iiti it Inwn. It is pnrL (i1' it house 
and was formerly a CBS office. Al.lhlrtih (OS pittin to turU over the enti:ire 
building to the activit.y tuIo move Io it dioI'lr'l: of'icclocat.ion, they have 
not done so a yet. For one tlii ,ig, siiU ('Il'itita to.k to fill even two rooms 
is not there. For nnotlher, Ilie a.livity in lI overwhelmingly dependent 
on CDS. 

The relationship or inr-ticipnts (who nr lhc'reLicitlly il.s ownes/profit
sharers) vis-n-vis the outlet in uncleh,. CIIS representatives observe that 
women's products are of 'inferlor qjulity' and must improve before they may
be offered at tile out:let. Curreu tly, COS women do not participlte in 
production, nor in marlieting - two salespersons (none of whom are original
base-line participants) nrn seen at the store - It is difficult to 
understand who the actual decision mokers are. 

Marketing:
 

The vast major.ity of itemn in shop rr' - CIBSIhe it ,m llhnhn a staff member 
bned in Kurigrnm buyn moe.chandise ii,! r'insports ttem from Dhaka. 
Shonalika appenra to lie seehing to dr'vr'elv i lneh ns n departmental store 
similar to Woolworth or K-i.rt, for ex mple. 

Clientele appears to comprise the snmill grotl if'educted, cultured elite 
of Kurigram.
 

Currently, the store nlpeas to lIr defivJenl. in variety as wall as quntity
of goods. A COS representutive commented, "if two urin are to sell, we 
must be able to show her tit least ten". 

Average number of dtily customers it nround twenty, or which about five are 
women. Afternoons are "lean periods" for buriness; women generally visit
 
tile shop in the evening.
 

Ten customers (8 men and 2 women) were polled during the third visit to 
Kurigram (or first visit fter the, shop wnfo opened). About half of the 
customers were married and 9 belonged to Ihe 21-35 age group. One was 
Christian (shopping for Christmns), the rest Muslim. All had had over 10 
years of schooling - 1 were college degrev holders. Half wore local 
businessmen. Tile rest worked in bnoikn and other organirtfoations in the area. 
Monthly income was above Tk 3000 per molht for most customers. 

Customers had all been, to the stoic bfore. Henoiw for multiple visits 
wore cited an "convenient. loctitln" nmid "developmelilita'. 
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Quaity :nd price were Judged to be eompornblo, All felt that women couldoperate small buninncoonano wall not, at' hbett.r, Cilin men. 

Women customers did not mei dioncui muieio in vitlting the outlet oi 
their own. 

iloligious/nocinl stilawani me'lciccj onti Ahof stonE ac!#ioun' consatrint in* 
operating the ativity, 

Only one Cutetomer (feanIes nl~ttdnt.i) f ll. lhi wito i dll'r i.I ,jol ror women. 
Tile rest enid it wits "h ighie," we.mrti lrti,'I.1vil,.l in the comoro inl
 
center.
 

Items In demand wore wruin,.'a iild childi *n' wti-ni clot,hing, nri, cosmetics, 
snacks.
 

AbL!!inL.ECJcL2_Jgct!e 

Project Participants
 

Socio-economic : 11 women Ili tho lnac-line nurvey were minly within the 
21-35 ago-group, All were Muslim. U were married, 1 unmarried, 4
divorced. The mnJority (0) had at lennt five years of schooling, 2 having
hd over 12 years. 

]00; were secondary ecrnern nt:the lime of beginining this activity. "Hir " 
(local vnrlety of cingar) miking in i vommoil ocutiiption. Othern would new,
raise poultry/gonts. 3 enrted below li 100 per"month, 4 around Tk 300, 3 
between Tk 400-700 por month, 

All are membern or CU1), and iave beeliiinvolved with tho organnizntion for over 2 years. One of tile group members in a ocial worker who Joined the 
activity "to assist women". Site selected n the manager.wa 


The vnst majority had been to commorcinl centron before, but mainly as 
consumers. Mes. have no difficulty in moving abot in public places. 

Socina stigma end absonen of capital were meaLlotted an construinto, to)
project success. most of their Incomo-getorinLing netivities would be 
continued an subsidiary occupations. 

All felt Lranlng In skill development: ntd business management was 
neocessary. 

3 of the original (bales-ito) lirnttlioa,,iu were interviewed during the 
final visit to Kiurigrnm it wan tlifficult to trace the others maty
having left to vinit their families ("tnayor"). Tihe post-hnrvest period is 
a traditional time for such visits. Those who 'eculd be contacted seem to 
have limited knowledge of the activiLy. 

Detailed interviews of the manager and errent salespersons were obtained. 
'he two salespersonn ( daughtern of officinln) and manger (in lhe bane
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line survey) tre ill Munlim nd with i 21-35 yearn. All tre secondary 
earners. Th students were not. crni i g I iihing prior- to this - it in 
considered to be "social/voln,,tnt'y" work by the". 

All participants interviewed had re'ei vcd Iroiniig. 'ruy felt (his wn.s 
necessary. Subjects to rI) nt:rensed iii l'ut'ir ihcludod mnrkloing Ptmrgennt,: t 
and accounting - "a week" wan _ thutighi. Iol filn 1idal durntion -for the. 
course.
 

The manager nd the two snlts;'erns v'l-4nH'i,I Ilhemselves as "business 
partners". The owner--group steems to possenss two distinct categories of 
women - n "passive" landless mrijoriLy, tind an "active" middle-clinas 
minority.
 

Respondents were aware of totlal investmenL costs, hut. could not furnish n 
break-down by line items. Buesiness meetinga ore held once a month. 
Details of transaction are maintained hy CDS. 

The activity has no bank account In its iname, although the owner-group has 
Tk 700. in a savings account in the bank.
 

Opportunity cost of time for the three womei were as follows - "social 
work", "look for ,job", "study". Domestic helpers and pnrents look after 
the home while they are here. 

Disapproval of friends and neighbors hiad been n constraint. lowever, a 
significant amount of support hns been olitnined from the Deputy 
Commissioner and members of the elite. 

They would all like to 'ontihue here. One plnns to open her own shop
someday. "Commercial brnk lonn" nd "bininens profit" were future sources 
of capital.
 

Given a choice, they wolid begin nitn:tiviLy with sole ownership and 
involve other women as employees. 

Implementing Agency's Views
 

Project Object s mention earnings of' k (0 per participant; provision of 
employment to ou least 20 women. The activity hns just begun. While it is 
not possible to make a Judgement. regarding viability, other trends are 
noticed. Comments will be made on these. 

CDS representatives mention Inck of fundn nnd shills as major constraints. 

They feel project objectives have been met partially. There lai been
Isome' resistance, but no major reac.ion from Islamic fundamentJists in 
the area. The store has received ipatronage from members of tile elite. A 
"demonstration effect" line been observed. People from adjoining arenas 
would like to sot up slml tIr nctivitien - in (Gsibanda, an NGO lia 
apparently begun n women operated "vnriely store" on a smuller scale. 

It is observed by CIS thut the pi.o,t jIsini; shlvd lie of a yoarts durtLion. 
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Women need "rfrengtel," courses oil hlineIn millirrelolat, 'ley 'eel Lhe 
market survey conducLed by them loulId live Ieela more Llorough. Some I tems 
such as English boolh for r'hildre, nrn nlot slling we]l titpreent. 

The NGO feels Clnt Involving membern of' hhoto.1il governmolt in n wine 
strategy to underLkc In Futlure. 

Basis for profi L-ahnrl tag has iot Iaet. dlernmited (n yet, and w II lie 
decided upon at the end of two or thren motaLa of activity. 

Given n choiuce, they would halve Ibtlnglaa on a innl Jtr nenle. In tile meatillme, 
owners are lenaning leW pattelran of niwilag r'olia otnmpers brought from hilnkil. 

, m_ ornel
keL 


1. 	 "Shonalika" probtibly caters to melnbern of lturigrnam's educated elite.
 
"High" quality items (1i.o. etothiag, hoohin, etc.) are purchased mainly

from Dakn. Stt~itniery gooslr s4u(h n pen ind palaer nre bought

locally. Coliaumerl are aiol, d to b. Pnlot with their famlios, However,
 
it is observed that most e:ine oila or curioni ty/.lenve without, making n 
purchase. Volme/variety mantuoLh itarenned 1I'greater turnovor / a 
"broader" target negmentl. In requl dre. On the otlhc'" hoand, prices 1nut Ie 
at lent ompirnl)le (nr,: Itlems siectlly nell ('or Leon at present, for 
mnrketing reanon) sitce ol ernat..ir, costi nte relatively high. 

2. 	 A mattor of colacern In lhe grrirarl nhiflt frona a "small nLativity owned
 
anti opernted womrco" n It one women
by Io sralg where trre panive 
part ic ljuata. The tnralit iona a:ir'llre'll Itofepil) ria':eere loti.Vea ora the 
part of CuIS. It. han nfaw la'aout' a 'n;, iltil iratetaii.ve veiall.a'e. +ILmay he 
a ucesN yet, but thein Is "talLa",,y ti' plr(iaj,t objotLivvi;. 

3. 	 It is disff'iclt to vinili Ilh,, toroka If' theyI..vCrrI. ul" ini-ticipla.n*. 

tire owners, what hav, tley emitl.rihlbdvid im Ur*(?
 

GO experieneeI tadi nte I lar. "mined" p.a(,I,'n (dlirferaIa. socio-ecoiomic 

caLegor'ien) (mid llt with uiappr" "i ras ell 1lollopol izing the group.waamaaa 

4. 	Unlesn matters nr clituried, it, maty bcoatac a "ChIS project" wha'e prart, 

of profits will go to par'tivcpoiltn, tigril, coatrary to project objec
tives. Currently, CIJS anrff rember tippear to be unconncious]y
treating it as "theirs", nni.tiltA antenl-rnoan to even fold gel'mentaf 

5. 	Shonnlika Ina clegniAt, iave] vetature . 1. may even become prof'itaihle.
In that cane, a vialbe commerelila activity will have bee developed -
this in itself would lae a noteworhly achievemetL. 

CtS should give neriou Hihtighl ,a It, li ,aomnrJt reailvillillLy (af tha 
activity ald Ito relevanie to rawial opr.jet objoectiven 
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111. "Women's Corner" 

Addres: Manikgnnj Bun Stand linznr, Mnnaikganj 

Implemenlting Ageut:y: Rlnngindesh iRural Advancement Committee (BRAc) 

A Women'" Corner with Niv. sell ers w.n not up in it Mnnikganj bazar around pthe middle iof' My. Individuntaol llern nnt in the open air and sold dry
food items sitlc nq ri', oilliri", fnirlic, flour and lentils. The activity 
wan regarded on In ntltmpt to lIncrenno earnings and employment
opportuni Lien for womei. 

Milihgnruj hi Stind ilniir i n ii nrl ', hiany, estnliahod market. It remains 
open for nbout 1-10 hli'rn, novon itiyn a w ek. The vast majority of sellers
lit in the open eir/tinlpr- imlprovinel nitings mindmainly soil produce, fith,

dry food itemn nid other niecennition for the home. Small, temporary
nt.rue.turen internperner Ihene groups of' sellers. Other than 111AC women,
femuale sIlern nro ni"ll gotiorim'aLly tioticed. 

The women'sit corner i,; tht Hnailgmnj Rhun Stand bnzar has been selected for 
ansenament since the f's iibility study lind identified it as a "potential
loaltIon". IlIAC lian ui,inei i' irsneltup colvirg n four other rural bnzars of 
Hlikgnnj. However, ittliitith hI1 other Iazars are pancious, they are 
commereiailly lesin vinlili hail lie Mrili agniij Ius Stanld market. 

At the in iil tnge, It-ii "lintotin in i" i wii,ore identified, but five wereincLtull iy ol)d Lto nil iii Iho i'rhet , n!; Ilere won inadequate space for all 
to do o. 

*Assneasment 

Financial:
 

The Women's Corier in I'iliti .,t I trom IilA(:'n Iiiidgetry allocation for womenna 
projects. 1'hi lil."p ,,wil ily rarnmt!J, y ,ti ntl have n separate estimate of
project conat nftd reil-~i.f,lnanl ivr,n In [ii no "additional coats" weret.li Hint 
incurred. It in oppii-iema., tiowaver, tIhnl there are uriquattifled costs - an"orientation wrkihop" wt:n fitid h'el'ore women sellers were sent to
participate hi the rniirltat, IHlim-, orfort nndm travel costs of BRAC staff in 
monitoring, nipervjiion uid weekly/ironth y meetings. 
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----------------------------------------------------------

Methodoiogy of fi oltrlI il, pt' ieil midt wan on follows: 

Kn'el ev,.I 

weekly In I o I r,,,t n( iUN interent.
 

I. 	 R. r h'0l .oi Th 10I00 - :OOO ofr credit, repayable In 

2. 	 Inve-stment vimls ori criletoa ronged between Tk 200 - Tk.946, 
riverngini olb,ttl Th ,141 I nocluded Items such as weighing scale 
plo ntjio ~nirii, ,rtlitlllilern, *itse sacks, bamboo for constructing 
to "p1Intform" , Ionieln ll,(pr, etc. 

3. 	 Hoch pays the wionl morket toll r Tk 1 daily. Currently, about 

hltf (ie. borl hn Io.nen roju.uI. 

Management: 

IlAC did not. 	 hire iddi ituil nlnfif for the activity. The Project 
Administrator on well n the I'rogrnm Orgonizer, both based in Manikganj are 
responsible for th project. to the iRegionn] Coordinator in Dhaka. 
Supervision noid monitoriig ore on n difly, Informal manner ("touching 
base" on way to otIer project ore'iq) nnd on a formal basis during 
weekly/montl ly' meet i ,n. 

Sales/Proi it:
 

Daily sales vary withuit o rtitge of Th ()/ to Tk.400/, the more succesful ones making more profit. One of the sellers who received and invested a 
larger amount 	 ncpmt, In It! ore skilied thun ti rest. She has been 
obnerved to be doing nigniFl,:iitly hotter thn the others. 

Currently, ,nrrl port i.ipntmO hri over Tk 00 worth of merchandise on hand. 
A rulimentory cl:ulnt iont of, "c-nt or gootdq sold" indicates a profit margin 
betwen i10-]4%. 

-------------------------
nt I,,,',ti. or i',rtici:it n (Tk. per month) 

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

Si. Th Prior Ar- ivilv 'rk Current Activity 

S11ii, hoti1. 41101 1,141111 , 6((I Shop (tea, general 
(I'ot ,lt w 'VIh 	 store) 

2. t75 h1o 1' 'll,, 	 500 181110 of food items 
N'od lo.r t-Irh 

3.* 210 	 Food (ti on I: N20 Rale of food items, 

rood for work 

4.* 100 	 f',ll ry/g.,nt redring 450 Sale of food items 

6. 	 GO0 sole From knfee, 760 Sale of food items 
food i'or work 

6. 	 600 Food for wolh, (00 Sale of food items 
doment Ii: helper 

*Come irregularly to the tmoiket dhuo to slitte onstralnt, 
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Marketing:
 

Tie market ittelF iv 
 c(,tvnermi lly vinhlc oin. honted strategical ly
Mikitiniij It iilong the road I oilaig (to towa, iractt consumer" of' ilentgorle. It is elita ttid wo dl-l nned. WorkIiig women tre seen buying

groceries oi their way home. 

There nre adtviniagen to partirit:ilial Io in nit orgniized marhet. A pnt~ternhasa already been nte , utll rirni enly conform. For example,morctntdise (covere d by plyliertiprlnr) in Ialt. overnIght In tile "corner".No inaotanlcen of |ihoe holvl, i,elrepirted by the wtmeon sellter. Tile only"ditippetflrollico" litl it l i. ,I , itoIrif oiinifh, re'noavioi of a faw |mtmboo
poln;n neot tlp toarnll/e II. i Jill ' tilli ig. ltowo'v,'g , Liisi may ive ieaul title tobuslies rivaltry, rnlie'r Ihtt I-I, i, te. l'rin incs tire gunrded it light.suplilets thm.lw lven lhlleor nr'hin linic (o nelI iro i Lhe market. But 
there In n t.rtle-off. 

ly fnr l.ht, Iimis . t,1141in .' |Iti t lii, ti',o iltitlcllllit e sice. Five Wolentbegint tin act ivily. Thiy weit, htrrem,!,I pi. aked to nitsi'inu q:po, nd often

in di fferent loeatli in I h, mi ihI(.
 

,At Ihe t:d of the, pil1 t pthnne', I Ih,e nreq ilret, womtIn regularly seilijg fromthe marlIket. Wo ate, 1itlitb ,r. lit .rtee, lif'o'linn I' titi eltliatLe space. Otue finste1 
move'd tawny nitnc tilt le'r ciwiii niol i hi.tiIJlt'i~zlito t'artishad Office.
 
Niimber of poirt Ilania in iiow six -- th.lt Ihird lin corner
woma tlhe Joi.ned 
titrtur the pihtt plinu i ld bgtili. 

Nimber of dlly csislt0,0rt VItI'i From 70t to 15U. Roliughly 36% of them tireWomen'. Times tr hirvy i'hil'r! reportedl ly "erinanig of thie monLj".
women n,,m in
iettiI I y i i I iioli , . tl!I aft| erlloin.
 

22 cusetomern (17 Inni iid 6 weemelii) weteal led ilui'l ig 
nafour month period.
 

The mtajorily of womelai 
 otinl i Il i men (iilt lomern wero married. About
73% were over 21 yers ulI, msily tetweii 21-35 yent of age. All except

two were Mnl I im.
 

Occupliation varie d, will,h eI ifil di ibit in e"if t tnumorst nts businessmena,students, wago I rt-i, lieciriowiyVvn attn ternmployeiesn of organlzat.ionn . Tile

majority 
 lived willihi Lt ii len ol tit intilele 

96% lind pur:his, .Monia lindcoi, to t t vianll til Womell'n Corner on

previo us ocC:nn I iflifi.
 

(utal i I.ty fo oilll flild IJi w' .l vi ,i i ,il ~iij, IC't ' itc(1)1nileiil,e' 

73% felt till weasrti coll l ,ti rilt litliii ,its iti W,lli ill or batter thaln men . 
some rc l I they ietleil i-tl ti It.id l l itiii "hiiiit egti". 

Womnell citltl olitte rali Iltiy w,' et fy 11:11i1 [I) tlilt1hl,,t I leI1 mive lioalti I'iteeIy 

Soci)l .JLigMa 111t1 I (, t iilcit ,'yi , ifit,I littlield fin colliht iilain by
inif thie cutrtLmern. Ot iint olid |iol viniut ih,, ilil'Nitil tiil0, 
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All felt that the activity had begun tt an opportune moment. 

Meting Project ObJectives 

Project Participants:
 

About half the participants are widows. All between
are Mslim and 36-50 
years of age. 50% are female hoisehold heads and the only earning member 
In the family. All are "landless". 0ly one has had fifth grade
education, the rest are illiterate. All have been affiliated with BRAC for 
4 to 11 years.
 

Participants spend their earnings on education, clothing and food. Only
two reinvested an "unestimated" amount into the existing business. 

Participants did not receive trnining from VKIRC. They had been given n 
one-day "orientation" by BRAC before Joining the project. 

Activities are planned and controlled by each individual retailer/omer.
Only the shop owner goes to the market for her goods. Suppliers provide
"on the spot" delivery for the rest. 

The majority feel the business Irs expanded since commencement. Only 2 
require assistance from family members during nale/marketing.
 

Participants maintain accounts themselves, usually verbally. Only one has 
numeracy skills and maintains written records. The other is assisted by her 
husband. 

Participants have group savings accounts but have never visited a bank. 

About a quarter buy on credit. Merelintn commented that "women are good
credit risks". Between 5 - .(10of dlly sales on credit.are All amounts 
are recoverable. Most credit sales are to the fixed income group of 
customers, who repay from the following month's salary. 

Family members look after their bompn while they are in the market. They
could not recollect having ecountered nny problems so far (other than
space) and maintain that the Marhet Committee in supportive towards them. 

All intend to continue the activity ond wold like to expand their 
business. Sources of funding are credhit onid busines. profit. 

Participants would select he same ul i vi ty i r tHwy were given a choice. 

Five out of six particilaints were ,:ontictd by other women who wanted to 
become sellers in similar commodillet,. 
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Imlementing Agency's Views 

DRA representntIves nimed at. 1k 20(( yearly set income for selinra in the 
hot, Tk 5000 for sel lera i markets. They ilppenr to lve reached their 
target.
 

Social acceptnnco has ,lot been an Iasue. Out there hts been pernist.ont
bargaining over space. The local edmininrution hiitt .t on tLim propomed to 
DIRAC that the NGO could f'll up n deep dit ch across the women's corner nd 
use the space on a long--torm leas,}. 

L_n_ L egarged
 

1. 	This has not been n "first. eflort." for I-IIUC. They could draw upon
their Jamnlpur experlesi':e. ri', itWomn's Corner was net up in)I It 
Jamalpur around Octoher, 1010. Socifil problems were severe. The 
activity was dincniiiitied .irtfr two weeka or operation, then 
reintroduceI in Jmnuary 19117. ft.in now reportedly functioning well. 

2. 	Participants had been neoctel with care. They wore landleas women,
primarily female houneiold hendi - Iby tu,-, "survivors". None had 
prior experienct litrotniting frm conmmreial tionters. They have come 
an admirable distinc:e in, foutr monfltn - from amatetirs misplncing weights
and measures, arguing nmongnt them.elven stld ignoritg customers during
these arguments - to serious hi.iies.s-womunn who know their trnde. 

3. 	 The problem of nprie is regnrded ns very serious. Even "survivors" cnn 
take so much. The lint field vlSit r'uiid them demotivated. It in felt 
that the numbor of participanta would Ive increased significantly, if 
this constraint had not boosn there. 

4. 	RRAC did lotdesignnte/hi re any or their sLaff members specifically
for this purpose. However, other N(OOn may not. haVe the experience or 
discipline to supervi.e an rigorotily na necessary during the pilot
phase. 

5. 	 Absence of numerney nnd hook-keel i ng ski lln may become a constraint ns 
participants expnnd Lheir current btihitnouan. 

6. 	 The model appears t.o he a rep iclicle one. 

Recomendtions 

1. 	 IIIZAC should re(nlve .he irob em of intdequate slico. 

t 'itie, 
In order Lo coinIlrutln. i.etp'orry cue i swat-c for themiselves. 

2. 	Oico I.ol remnle hi Ierar nuih Iuwo provided with credit 

3. 	 Ievelopment organin nl,loan will ijag LI r.qiIte tie modn] should 

i. 	Negolt. hit lir ro'rw will Ille local Market. Committee, 

gtl|.e 
ac't i t l .|'fI'llt I . 

i, nI} a ftiI-AI.11 n il,vi shuii o supervion thl 
vi.y I nIefl, 
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M*lRrlls COUNIM
 
Munlintin, Rnngpur
 



Ill. "Women's Corner"
 

Address: 
 Lalbagh Bazar, Dainhana Union, Jlangpur 4 
L Implemented by. WFP (IWD/SCIC) i t 

i!i
 
_igkg~roun~d
 

An ongoing ILO project. ("Self Jnmplioynoen for lural Distressed Women through
Cottage Industries") works with WFP'n target group (VUD card-holders) ill
 
the llangpur nren. WHi' 
does not have its own field staff and functions
 
through members of' rolnted minisitries. ILO/BSCIC implemented the project
 
an part of their strate'gy to assist destitute women.
 

Salient features of' the prnojecl: wore: 

I. Establishing n "Womni's (orner" in the local bazer 

2. Support servicen tiuch n provision of credit, training, workshop, 
study 	tour,
 

4
 
3. Supervision and guidance from n full-time Marketing Organizer 
and
 

relevant ILO/BSCIIC staff. 

The marketing orgnniber reli'orledly selected about. 50 participants from
 
groups "already orgniniell 1uutlr the 11,0 project". It appears that although

asetless, 13 of the 5( women (26;%) 
 are rtr,-ortdly non-VYOD card-holders,

hence, not within WFI"o ,,xh.itig frrmeworh, 11 participants interviewed
 
during the evaluation period itlcutled 4 VGIl cord-,holders.
 

The project ,rtibegllun nrout Al u(i, 1!3131,I i 

Finance:
 

Total grant, from 11SAIV etltrInb,,uL Thi53,00. tie of funds included items
 
such as market survey, hiiyer-;,ilr worhinhlt, ,:onntruct ion of' a temporary

structlure in tim hislr.mmu Innr, 'eo nid salary of the Marketing
I,'nw,I tn 
Organizer (hired spncifictil ly (t' Ih ltli ol- IrojecL) etc. T 

Each participant wnipr'vided will, n line (i'credit between Tk 600 an' Tk 
1000 (10% rate of lntoe al.), to b, repriyod i weekly Instalments. Source of
funds was mainly the UpmoJ lit 'orishod ("i)evelopment of Socio-Bconom..c Infra-
Structure) Fund. The renmining omount was f'rom womon't; group savings and 
the IL.
 

The following data on IhI Iuicomn of 1J participants during pro and post
pilot project period is of ioterest: 
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lllA;'i}' ,Jlh1;ux Jl3l I i ( Jkc. pr,r nilIllI)h 

SI. Tk. 'iii' '1r1111. Th. Current Trade
 

1. 900 nice 300 Rice
 
(molley stolen) 

2. Lost in flood  600 Small store

3. 120 (hit/pou I try rearing 600 Rice 

4. 600 Slificks 660 Business expansion 

5. 104 Ouilt Itiking, 1o0 Rice, cakes, rice
 

6. 200 Iii iV 400 
 Rice
 

7. - Iik, i lig 290 Processed food
 

13. 300 Poll Ity 60 Rice, Snacks 

9. 400 P|rotvi.sed rice '100 Processed rice, Sweets
 

10. 900 Sl,,nikn, Ieiivilig Too early to toll 

I1. 90(0 Sweet hidill t110 Business expansion
 

These are ef ifmten oly. However, n positive trend is noticed for about
50%. Credit wn thm primary n.uirco of funds for all.
 

Management:
 

The Marketing Orpllllir 
us well ns relevant, II)/BSCIC staff providedsulperviaon, monitoring nidff support services. They reported to the ILO
consultant for the project. 

Marketing:
 

Space in the lalbagh hat (one tif fie Iriget 
 wholesale markets in therea) was obtained free of cosl; fron ih. Morhet Committee. A timporary(tin roof with thatched walls) ntruclure estimated at about Tk 3,000 wasset tip. Woman could ue thin fniity either as a retail outlet, or as astore-house. They were rr.luired (to i' inly the market toll for use of
 
space (usuil lv Tk I/-- per dtoy, Tc 2/- for hat days). 

Prirticipunt!i (ouerve thn. l'rwcc(i :10 rid 4(10 citomers come on "ht" days. 
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19 customers (13 mmi nid 6 wmon) were iatervsiewd. Tile mnjority were 
married and between 2 !3d:yours of' age. Meti could mostly read and 

... --write, -but- the mnjority of wmon w0r. .1 iltiorate/eould _sign their name. 

only. Most were hlintl. They wee mainly Irnders (wholesalers and 
retailera) or wage laborers. lfomeln e1sO.omern wore usually housewives, Tie 
majority earned over Th 10010 p(r month ntd lived within three miles of the 
halt. All visit the hIt/hzrer on it reguar bnsis. 

Customers visit, tile hal ti' to I Is I ocl i on rnd itie "reasonable price of 

commodities. uality o[" goods aniad priers reqlu.lnled by participants were 
felt to be "comprlile". All fell Lhoy wt-re "officient" sellers. 

All except one obrinv'l Ihol. women wer nl "good/better" than men at 
operating small )usInlsse. 

Women customers have no difl'icully in coming freely to the market. 

The majority feel thrit, ollii le,. women mu.t, overcome were social stigma and 
a general inck of set F-coull'tdtlenv. 

MeetingProJec1tObJectives 

Project Participants: 

Itnse-+linc dt.n wr.' ol.ied rot, 16 priticipeits selling in the market 
(credit under the pro,j' et lhan itn' l'r., ptrovided to women se,,llilg from 
th i r homes). 

The mnjorit.y were between :f;50 ywrur of' age. Mont wrre MuqlJm. About 06% 
were either widowed or lo'd. TIhivuI/,iThe vast,majority (93%) were 

ill iterate/cou Ild i ga I he-ir eiriis mnly. 

rffilisitd ol I.h , for Lhan aMost (73%) hdn beon w Ik librojfc t "less year". 

07% had been Io rimnm-i, il !- 5l Ivoill1"i They I rnve 1 freelyii Ot'iI Il'ini. 
in public p1laces ndll Io n14 vi sna-lizi, $1 tHI fir11ii o+; if they participaoe 
illthe marklet. For atlnll 1i1 1w a Ie1 Il--Iime occupation.53I, ,o,,'onl 

( lie ,,to' "sL1tus
report". El even (mauiy o,1"whrigin I fiw vontnoted at home) were 
interviewed I ncl; Ihe v;1!t. mrijority of irlticipiinti were liot seen to be 
selling from th2 market t n telpiltir mani n. 

It ws intended I-it ntlm,: v",r1i.:tlt'r'l I in lavtewed for the 

73% wore not only primary, but the only earning member for their families. 

Income is spent on children's education, food, and clothing. 

All had received tri'ntlig. otioever, love.; or retention appeared to be very 

low.
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The majority hnve lIMee iolv., 
. 

in ir gerw'en.ing activilties over-,ic for Ithreei nlllessyears. -expa lided ti , ,riort: *coqh.-. . Part.. ... ... fell Itheir ... .. lion S i ri. . II .. .. .... All nil.iiisort,n' mcru !. . . tcilaiita .......... ....... 


These are ful l-timie oiniprO hitis rim.r #it I. About. 6' currently sl f'om
 
their homes.
 

Assis tnnce dhrin I( produr'l IiritnsI im.l i ii: (etprI.ired by 55%) is obtained
 
from fami ly membern, uIi'i I y ,lhii 'Ire,,.
 

fiecords of eln tire hnrir'.. Iim,'Iticl( i qlrni t iiii~ttined by pnrlicilinntn.

Only 1 of I I idhfI wr tI "it11r oi,'.if tinrd has vis jted n hank
interviewe i, u,I 

(accompanied by i nrnl"').
"piroj',;er 


All porticipants sell on -rolil Its "Itiihii i'riih.nnirno a only'. 

11" pertici pnnts hnd no! iivr',iv,.'d .d-i, 7:3"' wtilId have coitinued the same
 
activity on n nal h s" anih. ((hern wotldt how begged or stayed at home.
 

No di rfictilLien rtie,niolctider,,d by thm. Uisully homes are either
 
"locked", or looked artor by :hi Idren whrn they at work.
ore 


All (except one) inI.end to ('oM intue wi (it this neltvi ty and would like 
 toexpand the a'tivity with lire help of credit end bIusiness profit. 

Of the eleven inlterviewed, :1hove their own shops, 7 sel]. at home/hoen and
 
liat/hat only whlite one in a door to door vendor.
 

Iu'plementing Agency's Viewn
 

WFI' aniticirnled n 2(% iit: 41 atin:, iii rctl" of1i r ii nntt the end of the
 
pilot phase; 40% wouldl h', 1111 Io go ,lir,q:Lly to the market as sellers; 
 I
creation of buyer-seller I ithisugrn ; nrrivini, at. n repliCnble model.
 

A "buyer-prodtuu'or worksihop" wtn hold hiring the initial It is not
piase.

clear as yet; whelher Ihi,wohilw-hop in nuc'eeded in providing any new
 
"linkages" a; won iiitendoil.
 

The II.O/IISCIC projecl, hil h",n work itg wi th women entrepreneurs in an
 
informal mnniner prior to i',sgirning the women's market project. That effort
 
hns become* now mtructlrd nid forr atlized. 

ILO/BSCIC representatives feI'! that the project ins been partially
successful - client incomen nplienr to show nn upward trend; It lins been 
socially ncer'pl.ed; women ellers are now more organized; of particular

benefit hon b nen "s .tldy tour'" since it haen probnbl.y developed a greater
 
awarenso arid moLivtio nimotig pnri;Heil ponts.
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Some lessons learned by them include: 

I, 	 Training should be of two typet- a "general" one for oIl, ani 
"intensive" one for a selected few, 

ii. A four month pilot phne is Loo brief, Unless credit and 
follow-ups tre 	conLinued, the activity mny nnnihilat:e Itself, 

iii. This activity is not for all womeot, but 	only for those who are
willing to pit in the inarkt, becnusc they benefit fron: doing so. 

WFP 	 representatives observe that in ftitre-

I. Greater enre will ie Ilten so fhat only "tarp.et--group" 
women (V(|ll card-holders in thin enoe) ore selected, 

ii. "Crd int i oi, Mocvhuirm" in lie field will he 	 more 

thorough. 

Lessons Learned
 

1. 	 Selection of clients is imporlstiet. Contrary to findings of tile 
feasibility study (which hitd naid one should begin "small") -
ILO/BSCIC made an effort to 	 cover as many women as possible.
Initially, clients come forth, (possibly because they wanted the
credit) but later some moved away to either sell from home/only come on 
hat days/vend from door to door. 

This movement "sway" from the mnrket was noticed in both 1LO/ISCIC
implemented pro.jects. Special difficulties were faced by the field team 
during the evaluation interviews - in most cases, clients were visited

in their homes. A rough estimate Indicates that about 8 to 16% of the
original participants have persisted as regular sellers in the
 
commercial center. 

"Moving away" from Il.h market 'tiny l,, n lpissing phane. The end of the 
pilot phase coincided with the ponli-horvest period, when work is
abundant. Clients tre unlikely to come regularly to Ihe market if they
feel earnings are higher from proce ssing crops/selling from home. It
Is possible that some will return during "lean times". 

2. 	 It was observed during the iast filid visit that women do not utilize 
the "shop" regularly. In traditional markets, traders of similar 
commodities sit near one another in 	 designated sections (called
"mahals"), A rice trader with good b'isiness sense will not sit oway
from other rice trnders .just becriuse silo has a shop. The facility
could, however, he used as n "store" by I-he sellers. It is not clear 
whether this is being doio at present. 
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3. 	 Internnl management problems. probnbly interfered with project
7: - - performance,. -For example . 

I. 	 The WFPI Mnrheting Orgnnizer wnu Jimplemenlig n WFJ' project tnder 
tile guidance of II,O/BSCIC, nnd proltim of' "personllity clashes" 
arose. When non-VGD cnrd-holders wore detected in the project, It. 
was 	not clear whose "fault" it w s. 

ii. 	 AdministraLive formalities wilhin the (iN system delayed the
project. 

4. 	 The presence of non-Vll card-holders is pirely nn obqervntion from tie 
evaluator and does not ive any impact on project objectives or 
asisessment methodology. 

5. 	 It. is not clear whether trisining Is rclevnn for illiternte women. If 
so, a model should be duvised for thin ptrpogn. 

6. 	 The fact that these nre derl.itute womn nind maninly female household 
heads indicates that thny are "survivorn", Many required only 

i. 	 Capi t,fI to expald nil on-go i g bilsiJess./(liversi fy into other 
busine.qses, 

ii. 	 Capital as well as a "pish" ito file commerrjini (enter, 

iii. Follow-up during the omrly montlih, I, Inrovit I onwi-livorwion. 

From that point onwnrds, climifl.s .old HIivi' Ifir' mo.,t profi.ttble way to 
use the money, as has probtiliy bee., dfmomIraldl. 

6. 	 The project seemnd to ndd some more spllers to tIle ntumber of exiiting
(mostly asetless) women sellern in the market. [a terms of social 
acceptance, therefore, it in likely, tHut there wns no barrier to 
overcome.
 

6. 	 This appears to be a model lhnt may Ib replicated. 
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pecomendations
 

If the model Is replictcld, it is reconunneded Chat-

I. The Implementing 
monitor, 

Agency have iLt own field sqLiff to supervize and 

ii. If Ciot Js not possible, there should be greuter coordination 
more detailed guideliner; for the organization implementing it. 

and 

iiI. 	 A smaller number or "vo(nt.int" ctiew" (at n maximum, 10) should 
be carefully selected for Liae ,ilot phnse . if these women survivo 
in the market, n demonsLrn .ion offect is expected to expand and 
propel the activity fo'wnrd, 
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WIRM'S COUNER
 
Iffitt Ieyn, lInn9pur
 



111, "Women's Corner" 

Address: Ihaleya Union, Rangpur
 

Implementhlig Agency: ILO/BSCIC 

. Background i" :
 

Project background for both pilot projects implemented by ILO/BSCIC is the 

same, and has bean discussed under WFP's "Women's Corner" activity. The 
J/)/BSCIC project provid l WFPtechnical assistance to the VUD program of 

GOB.
 
Target group as well as mothodoloify of impJmentation is similar for both
 

projects - I.e. market survey, Ituyer-prodticer workshop, credit, training 
and support services.
 

About 60 women were selected for the activit.y, it is estimated by the 
project's Marketing that abuut 'If;% are non-VGD card-Orgniiizer of them 

holders, and theoreticnlly, iot. within WFP's program. Selection of
 
participants was reportedly innel from groups organized earlier by

1i.O/BSCIC. The number of' noi-V1 ctird-holders in Lite sample of 1 e
 
participants was 9. 
 ,
 

The pilot project wi's berii lrliritd Selptember V0, 1987. Selected markets 
for women's corners oIISliniosin (ion.jipur Dlhantalaitludit .c7,mnr, hut and [tat. 

glatuILjeporl
 

Finance:
 

USAID grant to the project totals anout Tk 52,000. and includes cost of
 
workshop, construction, study tour, travel end salary of a full-time
 
Marketing Organizer.
 

Two temporary structures (thatched walls with tin roof) have been put up 
one within the Ganjipur Union l'arisliad compound and the other in Dhantala
 
hat. Space has been donated by the Union Parishad and the Market Comittee
 
respectively, Inaddition, a shop at Tk 100 per month was rented at the
 
Sholeasa bozar. 

Credit at about l0 rate or Interesl (amounts ranged from Tk 1,000 - 2,000. 

repayable in weekly innteaments) from the Upozila Porishad Development Fund
 
was provided to pnrticiont ts. A sweet-merit selter repaired her flood
damaged shop for Tk 1,500 mid uned the remaining loan amount (Tk 500) for
 
business expansion.
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Income of participntits ilierviewed were tnLted to he as follows 

Approximute Not Income 
(Tk per month) 

Participnnt Tit Prior Trnde 'it Current Trade
 

4 

1 274 RiciitIltkng 400 	 Rice-husking, Veg.,
 
rice trade.
 

2 280 	 I'o--iudilt I III, tindirg, 000 lRice-husking, tra
gont rearing ding, processing
 

3 900 iict terai'ing pro-1 752 	 Rice processing 

4 210 I)omesic helper 900 	 Sale of trinkets,
 
bread, old garments
 

6 320 g, tracei-li.Lnliig 100 	 Rice-husking,
 
trading
 

30 Pol (ry 
 Will receive sewing
machine 

7 2500 Swvet--I,'oat 9Ihop, 2500 	 Sweet shop, busi
+ [l
go(A ririrnl nese expansion 

83113 (lloic.n lie Ipr 1300 Hice trade, pro-
 4 
cessed food
 

9 50 Pig+'-n, go,.it rvIri ,,g 36O 	 Old garment, rice-

Lrude
 

10 (00 	 I111'-hinik in(, 1000 Rice-husktng,
 
I~r trading
adli rig 

Ll 2110 	 11,ie-hunkiig, 1000 Sale of cakes,
 
t rodi ng hoarding rice
 

12 	 1.200 Ilre-litisl ing, 1000 Hice-huskirg,
 
procfs, i tug processing
 

13 170 KMulciani 360 	 Rice trade 

14 400 Snip of milk, 600 Rico trade, pro
rainiig livesLok ceasing, livestock

raising
 

15 600 IIie-hukling (00 	 Rice-husking
 

....................................--.-.. 
 - -	 ,--
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Managemen t: 

The MnfnrkirogiuOrgiiiiier nn wrl. nn Il,/IISOICsupervin I field Rtnff providedn1 mol i Inrj fig. 'T1h13Mfi-krLtng Organizer reported to theconsulLnt for Lhe I'ro.Q:.prO/I.,(.I( 

Marketing:
 

iest tillte womei,,, hy di'Ciniti,iot, tel lieLo involved in someg nernt ing neLtiviiy Lform of Income(111 e'troll c'rine in begging).
were Molly of the participantsalrendy opernl.ing, -ottll iimninmosen. Additional capitnl ennhleddivernify orf exprund thirl them tonel ivity. Iice-husking nd processitng were by farthe mon . populir flt ivily peitoled hy I.Iem.
 

A'iel'ngo nunier oh" ril 
nm',lo wrin 
 ioii loIIed it nroud 126 per daty, whichroughly of16% n womr-1g.tiy I), (Contimers tire mnninly from lower-middleincome e,8tegorlin-j. and lower 

J1 cunltomvr. (10 megii mid 2 wumen) wero pol led. They were mostly married.Thev mni.joriy wore.griculture"linlu. 5J%minitioimed as their meoans oflivelihoodl. 
loth women wore III1.11r1,. (,oe it hmu.nqwi fie ned another n wage laborer) 
while GI or had nt i, pI|1p (i'OJey 10.
 

83V earn over '1k 700 
 pIr mneilh. M-ilt wreriesidents of' the aret. 
AlI lind e.oitnto putr,'h t, (reedr. 'rho rnjr'ity were regular visitors.Loc iont ii d wir,,l grih tp'r,riqg for Iepej l d vir its. All find come by 

Price nul y tit ' p,111it, gool k 4,, ,!(]i. I I,' i n "coropairable,'. 

I00% eIt woeii wet,. 1, I ,/h'I o tnla iOpol-reiLifigp almaI onbunineOsee 

met).
 
womet, do notl istf ciii.if mhi ;tii.e, vii rstmiol reOy. 

l k of Cr pi ttil 1111 I 'hy'li'ol lj'cgel i , ' Inenll o lied as con t-in in tst
p|rove I Jligg! f''iI l71rir 
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Project Participants: 

Sov:io-economnic : 73% oF I,( 15 tire The rest.imit.ic or tnurrently married. 
ari widowed. The InmijolJ y ftr beLwoai 21 and 35 years of age. All are 
Hindu. 

[7%are illiLerate/cn imin Irtheir -rme rilly. All are landless. 

About 53% are primnry ernt'ors wlhi I., 40'tt e nole onrners for their homes. 

All pniLicipntlt rot itin f."II lil Il over Ihi.ivr ortiliilfl. Income Is spent on 
itimsn such no hen 1h Liare, f'iIl,I el lotlhitilt for cildren, nd on business 
expansion. 

117% lind rem tveel Imti iitit. At, w'iii io,!u inlirpll elt'I'luny of the course were 
valltze, 

I'rticipaiin did imt hm ti lotnu diversion. nreimlivol e il,IfIl All 
retai ers. 

Weekly eeL.iNgs tir, lit'Id 0wilh pIti.jm'rl fitill Ti'rl'othe nat.jority purcl-at40
inputs from i tile flit l)i'l Ihl,.Iwii v,.. Tli'v Ie'l I lIo aoLlvity lin .xpnlded
Silno they fir,11ili I'ourmli 111l . ,i, . All imill l I( 11inn at it I. 67% require

inntlLance from mnl'mno. ol' I lirit ily I Ih'|,ti piduction and marketing. 

O inain cll n l ulimir"t IrllilntitJolils but don fi I' Ihso the majority 
go verbally.
 

Participnnts were hIlnIlivir n bunk but onlynwire gplmip litas account, one 
hlad visited a bank "Severili Ltimrs" wilh "i project staff, 

Stile on creditL in common siid Involves nlbout; 5 to lO of daily 
trnnsectbitr. Th'lose nre e:Oidimpt to be fully "recoverabie". 

Children/neighbors/fnmlly mmber loo nl'lor their homes while they are at 
work,
 

Only one lpnrtitcipnnl ( n yomill Ilindii widow) mte-ntionetl socinl sJgnu as a 
conitt'itit. Others 1i4ll "naoe" 100i foIt members theIla.ty hil . /, tlilL of 
locnl government nrid nidmiiltrat ion wore impim'-Live towards them. 

All intend to continue tie ativity. Tlift majority would like to exprtid the 
business. 27% wiint I.o divernify iiilo nddiioniil activities. "Credit and 
bun iiess profit" weren. ilonld ira fltturn noureofs or funds. 

fl3%l said other wome.n had alroiclrd Ihit lm wiLh plmiis for setting up a 
simllar business, 
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Implementing Agency's Views 

Project c(iJective I I,,dr, I11w cr i, ioii of liiyer-seller linkages, Improved 
skills nud earnuninn (olir vlmfn, ti,.%of ILho, objecLivem; appealr to have 
Ieen met (i e. incomle). Si,,i Ifril- oli viol ion!; wern made by the Implementing 
agency ro-llil'd Itill I ,hot impleml, l,lprojects. 

Lessons Learned
 

1. 	 The model. nppenrs to he replictlble provided, coordination in the field 
Is more intensive. 

2. 	 The project probbly tried to cover n large clientele scattered over 
several markets. Limited mnpower makes it difficult to effectively 
supervise n jro.jee ;ilniiiield in (his mamier. The Marketing Organizer 
conmealtefI thri iiii " whilo all congregatef I u'en nrn' grent., hlits (in 
different arena) (i th. sitim day - which oue in he to monitor? 

3. 	 Many pnrticipnln were nlrendy involved in operating small businesses. 
Availability of 1!iecli t, alipears to have assisted them to 
expand/diversify. Au Inrase in net Income is noticed In most cases. 
This probably jalicriff-i it zero/miniml level of loan diversion. Rven 
if income entims!its w,,r, counidered to be inflated, one can deduce 
that clients expended Iaitncl prudnitly. 

4. 	Small conrtruct bln. ("corners") were pat up because space was "free". 
However, themeo t ire;pireil ly not used regulnrjy. Participants are 
unlikely to use thl,, npmt'e na tong ins the opportunity cost of doing so 
in high. 

6. 	The majority of' ivin Ltcint were observed to have moved away from the 

mnrket place. Many nre neling from their homes. It is possible that 
some wi.ll resmme tir.ivil.len ]i1the "corner" during lean periods after 
the irventing sermioe. 

I. 	 Ifhe model may lie rrplliected, but the pilot phase should preferably be 
of nix to eight month durntieoi. 

2. 	Credit provided nihuld be ?;onaitAre wi th clifnt's requirement - i.e., 
nome Call effectively line larger *unoumlls. 

3. 	Future nctivities nlicild prefernhly concentrate on a amaller number of 
pnrticipants within i,lenn widespread area in order to select, 
suliervize ad monlIor el'i'vietlly. 

/3]
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IV Job Placement Service 

Name: Women's Employment Service (WEBS) 

Address: 46 New Eskaton Road, Dhaka 

Implemonting Agency: Young Men's Christian Association (YMCA)
 

Lacekground 

YMA's project is it servmici orieuLeu out. Innuguarated on July 01, 1987, 
It seeks to: 

a. locate jobs for womrcii (ito apecii'e Iargel. group) and thereby, 

b. assist them to ideitilfy tnI hivolop their potential more fully. 

The placement, office ocr:upien o neeLelo, orf MCA'n Jh office. Two officel,on
"Coordinators" andit Sec'ontmy we hired for Ih, activity. 

Office hours are 9.00 - 5.00) p.rm, five ditys n week. The pilot phase lasted
until the end of October. 

It was not a new concept for YMCA. Sinze 19812, the organization had been
"informally" operating similar activity for mena only. About 50 jobs were
provided. However, these were in of "Jobmore the nature a referral
service". Candidates sent NGOs requesting assistance, but there waswere to 
no provision for follow-up,.
 

Assessment:
 

Management: 

The activity is currently mannged by thre women (two coordinators and aoffice secretary) who report to YMA's Assistant General Secretary. Twq
months after they began this nctivity, two of the original staff members 
were still on the job. The office secretary became a coordinator and a now
secretary was hired. If,in likely that project performance was affected
duo to the departure of the first coordinator. 

The placement service involves signtfiJcantL proportions of paper-work,
advertising and public rolntions. Moroover, prospective employers have tobe contacted via letters, visits nnd telephone calls. Usually,
coordinators take turns between sitting nt the desk and business visits. 
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S jA'.telephone is shared with YMCA. It. w .oabnqrvd tht_ this created. . . 
, difficulties for theilatter. YMA intends to provide WES with a separate 

telephone line during the second plise. 

= 
M'ethodology:,
 

I. 	 Once n "potential" employer in identified, coordinntors look for the
 
most suitable ,=ondidate() for the job.
 

2. 	 One of the coordinators aecompnnies the candidate(n) to her place of
 
interview.
 

3. 	 If the job is obtained, vniiddntc(s) are requested to "donate" a
 
month'm salary (in instalm,,tn) to sustain WES.
 

4. 	 Candidntes are usual ly sent, to organisiLions thnt have been pro-checked
 
and found "acceptable" by WES coordinntors.
 

6. 	Registrations are ru,ently clasnified under four categories:
professionns, teehni,en, secretnrint and non-professionals with high
 
school degreen (Table I). NMA includes n fifth category (9) of self
employed women as part of WES. 

It nppears thal.nihough IVES staff are "managing" the activity, major 
decision mnking and holk-heeping are by YMCA. Some statistical 
Informnt.on on the nv'Iement st*rvice appenrs on Table 1. 

Methodology of assessment for thin activity included: 

1. 	"Reae-line" survey of YMCA's "necretnrin science" and project staff
 
group as clients.
 

2. 	 Follow-up Interviews with clients provided with jobs as well as
 
represontatives of re, levot orgnn IatiIons.
 

3. 	Weekly monitoring of reg istrnaions nnd Jobs provided. 

4. 	 Frequent meetings with operntorn of WKS. 

Finance:
 

Records appear .ohe mriitlniimd In t s.vilmat he maniner. Honthly statements
 
nro compiled at the YI'A offive. A tylii,st itnmial statement depicts
 
costs ns follows
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OperaLin: C osats of WES -August 1987 

aS.laionery, posiage 4111 
Advertizi ag 2,72,1 

- ,Printing 1,200 
Spofnli gntherig 59 
Travel 
 349
 
Ient (pro-rated) 750 
Telcphoe (Jul. ,Aug.) 347 
Cash oil hand 23,236 

Tk. 45,000
 

Total 
USAID commitment to YMCA is Tk. 86,200.00. A four-month budget :was :fr

stretched over a period of six months. WRS is currently being managed by

its office secretnry and YMCA. The coordinators have been "laid off", 
to
 
be rehired once additionial funds are available.
 

Monthly operating coats (hiring July through December varied between
 
Tk.9,000 - 14,000.
 

Operating coals likely increase theno to as 'nctivity expands. For.

example, a "manager" withi overall responsibility foir the project needs 
 to
 
be hired. The coordinntors may r.mnin for field work and assistance - they

do not appear to have manageriai qualities.
 

A suggested source of funds for WES in a month's salary from successful 
candidates. A paymenttstentative schedul,, of has ben suggested by the 
consultant. However, delay in convincing YMCA of' its necessity and in 
preparation 
of relevant forns meant there has been no/minimal inflow of
 
funds during the pilot phnou.
 

Salary of candidates for whom .Iccmentswere provided ranges between 
Tk.
 
300-3000 (average is about Th. 1200/-). Current rate of placement averages
between four to five per month. WES was affected by the period of 
political inntablity, and in probably capnble of' providing more jobs than 
this estimate. 

The number of "successful" p1ncome iLs candidates who receive and retaiuj
their jobs must Improve significantly if YMA wants WKS to be self 
sustaining. 

At an average salary of Tit. 1,200/- relaynble in three equal instalments,
WES under different sceintion is likoly Lo look an follows: 
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Mai]tli|y EsiLnid Unnh- fIaw into WES 

(Tk. per month) 

Month 
No. of pineements 

per month 6 7 8 9 

End of munth 1 2,400 2,80 3,200 3,600 

End of month 2 4,1300 r.G00 6,400 7,200 

End of month 3 7,201 8,4(()0 9,600 10,800 

End of month 4 7,200 8,40() 9,600 10,800 

End of month 5 7,200 8,eO0 9,600 10,800 

End of molith G 7,(2() R,0() 9,600 10,800 

A steady stream of paymonl. is visinilized from the third month onwards. It 
appears that. WES should ie able to mnI~e between 7 and 9 placements per
month in ordor to finance Clio major portion of its costs. 

Marketing:
 

Marketing strategy of WeS ine|'luis 

- newspapor advertisemnls Iho invite regIntrations and to creatp 
awareness among poLen1tinl cployers., 

- brochures distributed to over 28 organizations, 

- telephone contacts, f('cJd visiLs. 

Table I contains ad|tiona l informintion. 
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Profile of women who receiveddes!! 

As of December 01. n'pproximal:eJy -611 candidans were- sent for interviews in'-'
response to "bout 45 reqtel;n For plncomnt - rate of acceptance (jobs
obtained/# of vanceies) was nrouind 44% (oi- 20/45. This number will be 

A. higher if 4 plncements within YMCA are counted). November and December were 
"lean months' for WlS. 

Women who received jul, orfers faill iiiLo three distinct categories: 

I. Those who accepted rnd continued -- II 
2. Those who nrulited biit difineonlid noon rfter - 10 

3. Those who did riot ne-acpt tie I lacemenl: it all - 4 

There in doulie counil;ing of daL Ieeaunc in some cases, the same girl may
have refuned her fiat off;r, -cejiLCd the second one, but subsequently
.stopped worhing. 

Reasons for non-nccrlpf itnr:e worecepo't edly 

1. Inadequate nainry rnid 

2. UnsitisfacLory worlk vnvironinenli. 

Reusons cited by prrticipant11s who lIegan to work and subsequently resigned
were ]|nrnmsment, inadelunLe nalnry and "ansuilt.able work environment". 

16 women (who were li'CA's ncience course - hence, tihein nevrob'ninrlit.l 

"first" regint|rints) were ini Lhr bose-line survey. 
 Of them, about 32% 
received employment sider I S. 

Jistriution Iy clegoir-y or elm'p.loymeaL provided is depicted in Table 1. 

The following neftLion conaliis statintics on women who were provided

placemenLn during tie pilot phsne.
 

63% were unmninried, the rve;Lw, re living with their spouses. The majority
 

were between 21 and 363 years of' ige.
 

79% were Muslim, tie rent nhr.isliai. All were secondary earners.
 

Oe had studied upto gi-nde 5, whil (.Iti inajori ty - 63% had college degrees,
 
21I were ttidentrl.
 

Ariining was cons iderind nI1c'.!mnr$,, lul;' WJlS opvraltors did not feel 
 they had
benertto'i from it. A rtonqil -imld I, thi when tie training team arrived,lir Liciptin i lind tilrendy ht,,on,inrigi igi it! activity For over 2 months. "7 
days" was coniredtlnl-n a more ronrlintir hilrttlion for Lite course, 
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Women operating I ho aer'.icc wol Iivu "b-heed for uIanother job" had they
not been wotking hel 

LK.;; Profile of Regiatranta 
 4 

Total numbcr of regrist rations tinon Decemiber 01, 1987 was about 236. 

Distribution was nas: 

Category A: Professionals and woen holding a Blichelor's degree and above. 

Total - 74 

61% are unmarried, 3% are married.
 

Age - Majority between 21 and :35 ye.i's.
 

Job preference 
 - Tcchiing, "dansi jobs" in governmental/non-governmental 
organizations. All except two ( who would not object to being located in
their hometowns outside Dlblcari) requested lhniac based placements only. 

Category B: Noe.-profesnioinj with h0gli-aehool degrees 

Total- 75 
t
 

51% were unmarried, 40% inni ried. 

nge - Vast majority betwen 20 nnd 25 years. 

Job Preferenr:. - Trnchisig, ";ny Ilhaka based" .job in a governmental/non
governmental organizat ion. 

Category C Secre.nries/Ty'iiss 

rotnl - 59 

'1 are unmarried, 39.' marriod. 

Age - Between .9 nad 363 years. 

Job preference - 100% requntc'd rolaccment within Pihaka. 
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Category D: Techi1ti:al Stnff. 

k 61% are manricd, 36. uurJcd. 

Age - Between 20 and 10 your'n, matijority in tll,;ir Ljirties. 

Job preference ?iurilnl, eleioollfr o'elint'l.r, health visitor, etc. 

It is interesting Ibat IproerlcjIn,, fur emlloymentlt in a garment industry was 
not 'mentioned in nay of tir fori'iu, pos.jbly because of the social stigma:
currently attachod to them. lot(wever, several subsequently joined when
offered jobs. in this indwLry. 

Category 9: Self-employed wormn undcr WES (not included in the list of 

registrants).
 

Total - 8 '6, 

]00% are unmarried, hetween J3 nnd 14 yours old. All except one is
currently a student nod live hil nv,.r 5 yearn of scholing. YMCA provided

training and "maLcl.ing funldn" no tUnit portilipninta could purchase thleir 
own
 
sewing machines. Enlch sown aL home and oatlin between Tk 100 to Tk. 500 per

month, depending upon the frequency of orders anti skill of participants. . 
This is part of YMCA's strntegy to rehnbilitnte slum dwellers/destitute
 
women.
 

LIlmnin-gnl Views 

Y14CA objectives were: 150 registrations in n "skills bank"; employment
for 14 
 women earning between 'k. 1,000/- to Th. 1,200/- per month each.
 
These objectives nplpenr to have been met. ,(Please see Table 1). 

However, the activity ins been unable to generale sufficient earnings as
 
yot. P'nrL of this intdequncy wan a "conceptual" difficulty when: the

oativity began. WES commeaouri on n clearly "welfare/service oriented"
 

note. Mid-way through th- ocL.ivit.y, YMCA renlized the logic and the
 
necessity of "charging" tnrvesofiul candidates for some remuneration to
 
reimburse coss.
 

For the next phase, n cletir stratengy nlirently been devised. TheseIIhs 
include:
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• 
-

A fee for regintration trolms, 

2., clear scheduling of payments from succosful candidates, 

3. organizing an "officd- orientat.ioll" program for secretaries, 

4. increase in staff strenlgth to iclude a full-time office manager, 

5. converting the activity jdoan fully independent unit. 

YMCA plaos to expand thl 'lt ivi-I:y to providling employment for 
would like to replicate Ili.n mdel ror WKS in YMCA, (.hittagong. 

mon. They 

Lessons Learned 
' 

]. The job-'lircmeuit 
gestation" period.provide over nin. 

,ne'vire sllperrn Io he an activity with a 
WES rn probahbly hol'e to sustain itself if it,phinvr'mmln pcr monili, on n regular basis (page 77 

long 
can) 

2. Number of regLk;trnntn. 2o far 
of compabrp., serJout w/ometon. 

in imprunwive. However, there is a dearth 
Hxnmpl.es of "unprofessionalism " in WES 

have been : 

i. pa-LiciparLs do not turn up for jot) 
inverviews, 

ij. refuse ,job offers, I 
Ili. leave soon after joining, 

iv. rollect registration forms but do not bother 
to nubmit them. 

In other words, Choy probnlbly r'gisterod/r('nponded because it is a " free 
service". Not only in WIES ',xpot'ling Lime and eFfort on these women, but is
doubly penalized - on one inl Is "loss of income" since only succesful
placements entail remuneration; on the other is a "loss of face " vis-a-vis 

4 

potential employers. 
The rate of Lurnover/t-nodidaten refusing Jobs (abut 50%) is considered to 

be unusually high. There 
"casual" registrations. 

is a need to "blacklist" candidates and to check 

3. In some inst.ances, WES lias I)een unable to provide suitable candidates 
because: 

i. the vast majority do not possess an adequate 
Hnglish - required by IVhakn-based offices, or 

knowledge of 

ii. are unwilling Io le Joeated in or travel to rural areas -

requi red by developmen t orgniziations. 
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4. 	 Rogint.rniln have hoeii chnrncterized as n group of young, inexperienced 
women. Although demand for office secrotariea in great, women. with.., no.. 
work experience were (omnpalled to ,join us typists with lower salaries. 

5. 	 There is n hazard to hei-in young nid ulskilled - one's bargaining power
is significalMLy redticed. Some probJems faced were: 

i. 	 Rmploy,'rs ,io,,II lit- provida them with benefits promised at 
the t ine ),r joiIlinlg. 

ii. 	 l'hysni'nt IirnqqmelIt. There were two reported cases. 
S,'ve,'. l o tieq "nuuhlde ly" discottinued their Jobs, or 
c:mplihi 	 Id . (if ",tlnI work rlvir nmont". It. is not clear 
illm. tel Ilie 1orten were linrussold. 

YMCA 	 nitreed Io l'"n- Ili,' ull 1" , 'mpi (one whom tilenIM cyrOCi of if 
Di ro t of n tn Iti'l ilonall or,-nivizittion). Accordingly, the 
Direct-ornle or Wutmr.it'q ,rlli.qiiwm; c-,,ivved. lint It is not possible
to proceed if Ih,,- victim r,.ftmon In pres Hinhrges. One his left her 
,job, the olier (who in mnroi n.c(ly) iH continuing until she finds 
allot her poal i ti ol. 

6. 	 A plnusibl, wny hir' T1ICA to itrr.nne ornings Is to provide more Jobs 
at current nalniln, or coliljrnit to Pioke the existing number of
place-iensl nt higher sninlrien. However, candidates must clearly be 
more skilled. An "office preparatory course" may be helpful. 

7. 	 It wan (I difietill. tonlic to convince IICA regnrding the need for 	a cash 
in-flow Into WFiS. They l bogu a"sojinl welfare,n developmental,
servicm- oriented" note - free regist.ration, free Jobs. 

Ilihcn tllry finlily ronlizd lio Ingle behind it, it was already too late 
- f ho pilot I,lnsr, won well I or iwny. It wos difficult at that stage to 
imposo a iegintrnt,ion f'i.r, or nuk wolinlI to part with a month'a salary, 
since reg i nlIritnl Id'l i eviv otljhii ro. 

In tiny cam-., till rl, wool frirm.q have been prepared and WES appears
well-equippeod For its second Ilhnse. 

H3. Severlrl rI'te.,It f'or' niloylnt.litve como from outside Dhaka. WES is 
currently not eC(lililvped handle extra work-load this willto tiht 	 lnvolve. 

9. 	 This is regnrded to hoill nativity with a high potential for success. 
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Table I 

Statu -of-W S - .nOvervie .... 

Month 	 # rormn # 1t+,gitrants Category # Jobs
 
dintributed 
 provided
S.. ..................... 	 ~
.---..-----....-


A II Ud 1 
-

July 159 II. 3J 20 21 10 1+3* 

August 59 2H 6 7 12 3 3 

September IN 77 18 24 22 B 6 

October 52 :17 15 13 4 5 4 
S- . ~...-...--.. ----- . . .Total 4514 	 . --- ..-----------V25 64 79 61 26

. . . 
17 

Note:
 

SLat.us 1n of lecember 01, 19117 
# of Jobs provided 

Category -Profofl.onFi I 1(, 1,hoe Ifith 

lnvbehli ,iogiree1iiid above 9 

II - Noi-prol'enn I;inl w/l,ighIlst.. -1 degree I 

C - Serrcn-rli'rn/t.Ypisl.n 10 

I) - rc-, ,- (lorn I Ihvisi r, tl..operator) 4 

24** 

* operators of WlEN 
4* dots not include ;0l-r'I neI t(!1I +nimtiitler WIES. 

- YMCA estimitos ti.i. ,bolut 2.O it'totil regiistrants are probably, not 
serioi nbouti. ivou, hip, niulihove r,,%int rert because it is a "free 
set-vice" 

- njority 	 of crinployern tire liiraulj firms and organizations. 
Candidates gerrnlly report to senior officials/representatives
(between 35 to 60 yenrs of ago ). 

About 13% of thO jtbs provided were due to employer requests in 
response to WICA's newspoiiper ndvertisement. 
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Recotmendatlons
 

1. 	 WKS should rcc.i.ve futdingr (piosiib.y in Iihe form of "matching" funds) 
so that the activity mity be contirtued until it becomes self-sustaining. 

2. 	 WiES should adhere I ,Its "nation plan" for phnse 1I. 

3. 	 Some nuggestions foi WES nre: 

i. 	Organize an orientnl ion coirse ( considered crucial for 
soicr'tnrien) before being eont to orgnnizations. 

ii. Strict. screrHienf In hl',k nl'r enstini candidates to the extent. 
possible. hltorvimin nn'd reltintrntion fees may be a way to check 
them.
 

iii. 	l'ennlize pfnrti(.iptots who (it) nol. come for interviews/leave after 
joining/turn down jobs ,ieilessly. 

iv. AtIrnt. mot r! ctndidnten ani employers through aggressive 
adlvet is t nnd prt 1)motionefforts. 

26i 
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Other Pilot Projects 

. . .Swanirvar 

Project projionn) nioilti-.n relni I outlet with .joinL owners at Jihornmarn, 
Kusht in. However, omhinintrt ive deInys proeceding implementation had an 
adverse effect. on pnrticiponi.s n well nn on the Upeziln Chairman. They 
wore founid to he leImntivnLrd, nnd Swroturvnir was compelled to select a new 
location for the proje'd-.. 

Total USAID fuind conminnltr to Llomn in Tk. 26,000.00 

Current, lov.tion hi AIln,,ln, (aIuiuntlrngndistrict. Swnnirvnr plans to 
providl! euvdit I;'l I llrdi.-In for- I' neul?'U corner in the local bazar asio voiil 
wel.l ns ri utouinl .Illu,'oi (or hiir.inss exinnsion to existing entrepreneurs. 

IlSCC/111'(I Ilan nsI. *rl-d l)erfi um;rj ovid Irundiia on project locations. 
Pnrticipnntl n ill I! Itvo tiraining from VERC, butVelliwigniiJ rel otved 
ndmlinisLrnt ive! rori-i I if iPn hnvn iit. piermitted the activity to begin as yet. 
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LIST OF "CONTACT" PERSONS 

Annex-i 

IBRAC' 

1. 

2. 

3. 

Mi-'. 

Mr. 

Mr. 

Aininul Olii 

Ohoboo-ih Nalh 

Amjad F-nssain 

Regional Coordinator 

1'ro.irct Administrator, Manikganj 

Proqram Organiser, Manikganj 

I. Ms. Rashids A. IKhanam Project Director, WEDP 

1. Mr. Monoi.iarul Huq Deputy Directori 

-URO 

CDS 

1. 

2. 

3. 

Hr. 

Ms. 

Mr. 

Omar FarUtque 

Nasreen Sultana 

Manil- Choudhury 

Director 

Training Coordinator 

Director, Kurigram Office 

1. 

2. 

SILO/I3SUIC; 

[s. 

Ms. 

M3.s 

Mufaw.za Klan 

Zalhur FaLima 

Sayeeda I.hwtin 

Niloue-rpr I.han 

Executive Director 

Deputy Director 

Orea Coordinator, Tangail 

Health Worker, Tangail 

I 

2. 

3. 

Ms. Farida E. .ri r 

Mr. Slm R,-za 

Mr. Atuil I-U1s!;,irn 

Consultant 

Marketing Organiser 

Field supervisor 
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Swani rv3r 

S 1. Ms.: Man ju A. Itssain Secretary, Women's Programs 

WFP 

1. Ms. Angela van rPynbach Adviser 

2. Ms. Rehana, Banoo Field Officer 

.. Mr. AlFred S. 11. Dey Marketing Organiser 

VERC 

1. Mr. I'tsharraf Hussain Program Coordinator 

2. Ms. Ilusne Ara Minu Training Coordinator 

WV
 

1. Mr. Simut hunshi Fintral Area Regional Manager 

2. Ms. Mahmuda lla.ti Program Officer 

3. Mr. Gilbert S. S!amaddar Project Manager, Christian 
Concern
 

4. Mr. Alpha B. Das Supervisor, Functional Education 

YMCA 

1. Mr. James P. Mridha Assistant General Secretary
 

2. Ms. Rashida Khanum Coordinator, WES
 

3. Ms. Irene I-fa!rdr Coordinator, WES 

'4. Ms. Agnes r. Iaroi Secreitary, WES 
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