


Development Alternatives, Inca through the Swazi Bvsiness G r o w  Trust ISWTj. The MID-TERM evaluation was 
conducted by Joseph Murrie, Arie knhakker,  and Barbara Hagaman. 

The major findings and conclusions are: 

1. The project was wdl designed, and is being implemented effectively by Swazi Business Growth Tnrst (SE3ljfl. 
The project purpose, ~ o a i s  and outguis are being accomplished and in some cases exceeding requirements and 
expectations. Because of the success of the project. and the needed services SBGT is providing to the business 
community, the evaluators recommended that a source of long term funding, spacifica%y an endowment, be 
established to ensure the future sustainability of the organization. 

2. No major adjustments are needed in current implementation of the project. However, it is important t o  continue to 
place emphasis on: a) transition to permanent rnanagament (but continued expaeiss management for up to two : 
years, as needed, should be considered); bl more involvement of the Board of Trustees in the strategic development; 
of SBGT; and c) monitoring of staff worMoads and quality rnsfqtenance, and dl establishing long term funding to 5 

ensure sustainability. 

3. The project is having its intended iimp~ct on beneficiaries; the trend of St3GT's success in reaching and assisting 
clients is increasing significantly over time. The Trr~st is unique in Swaziland in its coordinated and interdependent 

' ' 
provision of loan capital, training and technical assistance to small enterprises. 

4. SBGT taken in its entirety is not financially viable without financial assistance; bur it is a developmenralfy sound 
project and should be eligible for donor aid and endowment assistance. 

5. Successful S K V  clients, aver time, wili require equity financing for their businesses to expand; S E T  should 
consider providing this type of assistance as feasible; this would further the goals of the project. 

Lessons learned: The evaluators inferred the folowing lessans learned: 

1. Project design needs to be flexible enough to ailow for changes in implementation methods to reach project gods; 
the major chazge in this project was 3 G T  moving from providing loan guarantees to banks, to the provision of loans 
directly by SBGT'. This change was endorsed by the evaluatuis. 
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Labat-Andzrson, Inc. AiDIOMI my-in AlDlW funded: 
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Arie benhakker 

Barbara Hagaman Labat-Anderson, Inc. 
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I A,I.D. EVALUATION SUMMARY - PART i i  

I I '  
. - -  

SUMMARY 
I J. Summary of Evduatian Findings - Conclusions end Reccmmendations (Try not to exceed tha three 13) pages provided 

Address tha following Items: 
0 Purpose of sveluation a d  methodology used 9 Principal recommsndations 

Purpose of activity(ies) evaluated e Lwsam lsarnsd 
Findings ond conclusiom (relate to questions) 

Mission or Office Date This Summary Prepared: Titta And Data Of Full Evaluation Report: June 1994 
USAIDISujaziland 26 October 1994 Swazi Busineos Oavelopment Project: Mid-term Evduation 

1 nnd Racammendations for Endcwrrmnt Funding 
1 

I I Implementation activities of the Swazi Business Development (SBD) project kgan in May 1992 with the arrival of the 
long term technical as-zistance team supplied by Development Alternatives, Ine. Swazi Business Growth Trust I I 
(SBGTl,?he implementing organiation, had previousty been estaMished by USAID in July 1991, with the signing of a 
Trust agreement with nine Swazi trustees; the actual Project Paper was approved In August 1993. 

1 This mid-term evaluation was conducted in Swaziland, and involved reviewing all previous project documentation as 
well as meeting with SEGT staff and contractors, SBGT hard  of Trustees, and other key players. in addition, the 
consultants designed and administered a written questionnaire and had site interviews with the project's beneficiaries 
in order to review its socioeconomic impact. In addition to reviewing the project's past accomplishments, the 
consulta,rts were also directed to examine the future sustainability of the organization and make appropriate 
recommendations. 

( Evaluation Conclusions and Recommendninrs ; I 
I 1. Pmiecr Derian: The review included both the original project design and the project's major design change, the I direct provision of financial credit by S E T .  Regarding this change In the providing of credit, the Project's 

management and USAlD agreed to change the method from that of providing guarantees to banks, which in turn 
would make loans to clients. to the direct provision of such credits by the Project. 

This chr. ge  war sensible and needed, providing the Project with the requisite direct diem relationship, c n d i  control 
i 1 I and ability to take and if necessary foreclose on collateral assets. This last e(emeN required the establiohmt of s ' I 

separate compmy, called the Grow-th Tntst Corporation ("GT C'), to  act as the vehicle far the extension of credit, as 
the Trust {SET7 is not allowed under Swazi law to sue or otherwise act against delinquent clients or their co!taterai 

I me consultants concluded that neither the original plan, nw the change, contain any design faults. 'I 
2. Furpose. Gaal and Outouts: The consultants found that the project is accomplishing its purpose, goal and 
outputs. In fact, in most areas the project's accomplishments have exceeded requirements and expectations. 

3. Strenaths and Weaknesses: The consultants dentified seven major areas of strength developed by the project 
since its inception, including establishing a unique position in the financial sector in Swaziland, the establishment of a 
well managed {and well monitored1 operational base, and the creation and development of an excellent reputation and 
sound working rellahonships in the Swazi business, financial and government sectors. Two areas requiring attention 

I include the issue of management succession and the question of sustainability. I 

I 4. Award Taroet~: Each of the contractor's 1 1 Award Targets was reviewed and the consultants concluded f f r ~  the 
targets have either already been accomptished or are well on the way to successful and timely conclusion. I 

iaeconornic Analysis: The consultants designed and implemented a detailed review of the project's impaa on 1 k E t s ,  with particular emphasis on whether w not the stated pwlrpooe, 0031 pnd outputs were being amin& fmrn I the viswpoint of the dients themselves. The consultants concluded that the project is in  fact having t i e  desired 1 

I impact on its clients and. moreover, that the trend of its success in reaching and assistiw clients isincrmsing 
significantly over time. 

1 
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SUMMARY CONTINUEU 

6- Sustainabilim and Endowment - Because of the project's excellent performance to date and its continuing development 
currently, and in view of the fact ehat the expected follow-on phase and periodic funding will not be forth-coming, it sson 
became apparent to the m s u b n t s  that the key issue regarding the project was the assessment of its sustainabiiity and 
future plans over the tong run. 

The consultants established a definition of sustainability consistent with the Project Paper, ie: sustainabie operations to 
be financed by fees a d  interest income generated by the project and in part on outside funding provided by donors and/or 
a funding availability such as an endowment. 

The consuitants recommended an endowment of USS7.5 million, based upon calculations of the financial performance : 
of the project and the necessary funding requiremerrts. These calculations wece based upon operating assurn~tions and 
the application of the Net Present Value analysis {the dollar size of the endowment has since been reduced based on 
refining operational assumptions and using a more *bare bones" approach]. 

7. Additional Recommendations: In addition to seeking the endowment funding, the consultants recommended that two 
impanant areas be addressed by the Project's management: ~. 

a-i Development of increased participation by Swazi nationals, especially at the Board of Directors level and at senior 
management levels as well. 

Although management has been acutely aware of the problems faced in attracting, hiring and developing senior Swazi 
managers (and in fact it was LJSAfD and the Project's management which first drew the consultants' attention to the 
problem], progress in this area has been disappointing. The most important impediment has been the uncestointy 
surrounding the Project's (i.e., SBGT's) future - that is, whether or not secure, long tern funding could be obtained which 
wouM provide a basis for the Project's crediblity as a low term career move for experienced, soalified Swazi rr;anapers. 

Project management has been active in its efforts to recruit qualified managers, but the efforts have been stymied by the ; 
market-place perception of uncertainty. Lack of secure long tern funding also made establishing appropriate, amactive 
salary packages difficuit to construct. The consultants independently confirmed these difficulties in discussions with Swazi 1 
and expatriate banking and business managers. 

t 

The consultants recommended that USAID, Project management and the Board jointly develop a plan (which would 
assume the securing of acceptable long term funding) for an integrated program For the hiring and development of Swazi 
management and the increasing of the Board's authority over the Project's general administration and strategies. The 
consultants also recommended the continued management of the Project by international staff, especially during a planned ' 

period (probably about two years) for the concurrent development of senior, qualified Swazi management. I 

b.) Increased Managernem Supervision of Staff Utilization and Maintenance of a Balance Between Work Load and Staff r 

Numbers and Abilities. 

As noted in the socioeconomic section of this report, the consultants are concerned that the work load of current business 
products is app~oac5ing the limits sf staff capacity. This concern is based upon on site observations in the SffiT/GTC : 
off ces and in interviews with customers and Project staff {in the office and in the field), as weif as extensive reviews of 
the credit and client files. Management's projections for new business call for a shift in business work load to less labor : 
intensive groducts, such as the HAIL loans, which may ease the problem. Nonetheless. the sustainability analyses do not j 
call for si~nificant additions to staff and the concern remains that increased attention to day to day workloads is needed 1 
to insure maintenance of quality standards. The consultants recommended that Project management specificaly address ! 

this issue with the Board and USAiD tca insure that quality standards are being maintained. 

i 

i 

I 
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Z. EXECUTIVE SL3fMARY 

A. ~[NTRQDL'CTIC';~ 4 

The Swazi Bu+i,,lr;s Development Prcject (SBD3 is a four and one-half. year project 
dsigned to contribute to achieving the strategic objective of expanding the Swazi-owned 
business sector. The project's purpose is to stirll~llate the growth of established Swazi srnall 
buinesses, which w~U, in turn, create jobs arid wealth. 

Project Identification began in 1990 and the Project P a p r  was approved in 1991, with the 
project's implementing agency designated as the Swazi Business Growth Tmst. In March 1992, 
Develcprnent Alternatives Inc. was awarded the position of project ccntractor, and the 
contractors arrived in Swaziland in May 1992- 

The life of project budget is $6,000,000 and funding and expenditures are preently 
xhedded to continue until MI expenditure on December 31,1995. Although the original project 
deign and approval had pianned a follow-m phase for the project beyond the 1995 date, 
subsequent events indicate that n o m I  funding for the ~roject  will cease on &at date. 

Since its inception, the project has been the subject of 4 Project ~mplernentation Reports, 
each covering approximately 6 month periods from October I, I991 through September 30,1993. 
This consultancy was originally planned as a mid-term project implementation report, but 
because there will be no follow-on for the project beyond December 1992, the terns of reference 
and discussions with 1.?5AID have requested (in addition to an up-date of the project's 
performance) an emphasis on the s t a b s  and prospects for the grojecf's on-going sutainability, 
and an assessment of its future p h s .  

B- TERMS OF REFERENCE 

In general terms, the consultancy was a s k d  to include three evaluations in its report 
(sometimes referred to as the nlid-term report): 

1. an assessment of the current status of the project in relation to its stated goal, purpose 
and outputs (with recommended adjustments as needed); 

2 an evaluation of the project's impact on beneficiaries, especially regarding employment 
and the growth and profitability of cEenks' businesses; and 

3. an analysis of the project's sustainability plan, with emphasis on recommendations for 
future plans. 

The Terms of Reference for the consdtancy designated three coEdtants -an Institution& 
Development Sp&alist, a Financial Analyst, and a Socioeconomic Analyst - each with an 
indi\idual scope of work designed to produce the analysis, condusions, and r~ommendations 
needed to fulfil the general repod terms of reference. The Tern  of Reference and the Stops of 
Work may be found at Appendix 0. 



C- C OhCLUTIOSS AND RECOlcf Xi  ESD/tTIO;VS 

1. - Pro-j~t Cecign 

fhe review inch Jtd both the origin21 projyc:t design and the prcject's rnzjor design change, t h ~  
direct provision ijf f ihan i i~ l  cridit by SBGT. Rtsgaldir7g this change in the providing of credit, 
the Project'c, rnn~iage~~ent and USAID agree2 to change the method from t b t  of providing 
pararttees to bank, which in turn would makc loans to c!ients, to the dirtxi provision of such 
credits by the Project. 

This change was sensible and neebed, providing the Projd wirth the rqusite direct client 
relationship, credit control and ability to take and if necfisary forxlose on collateral assets. Thjs 
last element required the establishment of a separate company, called the Growth Trust 
Corporation ("GTC"), to act as the vehicle for the extension of credit, as the Trust (SBGT) is not 
aIloi\.ed under Swazi law ro =ce or othenvise act against delinquent cIients or their collateral 
assets. 

The consrrltant's concluded that neither the original plan, nor the change, contain any design 
faults. Specific issues considered in the deign stage and in later reports and discussions, such 
as the dedsion to create the Tmst, the status of the local directors, and dealing with gender- 
related issues, are considered in detail in tho report at Part III, Section 1 (herein). 

2 

The consultants' found that the project is accomplishing its purpose, goal and outputs. In fad, 
in most areas the project's accomgLishents have exceded requirements and expectations. Part 
111, Section 2 of the report (herein) details the project's progress to date In accomplishing -ach 
of its assigned tasks. 

3. Strencihs - and Weaknesses 

The consultants have identified 7 major a r e a s  of strength developed by the project since its 
inception, including establishing a unique position in the financial sector in Swaziland, the 
establishment of a well managed (and well monitored) operational base, and the creation and 
development of an excellent reputation and sound working reIatiomhips in the Swazi business, 
financial ar: -I government sectors. Two m a s  requiring attention i~dude the isrue of management 
succession and the question of sustainability. A detailed d ims ion  can be found at Part III, 
Section 3. 

4. -d- Award Taagets - Each of the contractofs 11 Award Targets was reviewed and the 
consultart:s ,have concluded that the targets have either already been accomplished or are well 
on the way to successfu3 and timely conclusion. Part Ill, Section 4, enumerates and discusses the 
attainment of the awards. 



5. - Soc~owoncrnic --. A naivs& - Assessment of the Clicn ts' Int2rpretation of the Project's 
AHa&rneni of h r ~ o s e ,  Goai and Outputs 

-e rzns.dlr;.znfi G ~ s i g n d  and implemenit-2 a det2il.d review ~f :he project's hpact on its 
clients, with partit-ilar emplrasis on whether or not the stated p v o s e ,  gca! a d  @!ltp\ats were 
being atrained horn the view-point of she cl ients themselves. The const;Itanks condudd that the 
project is in fact having the desired impact on its clients and, moreover, Zhai $3 herd  of its 
succrlss in reaching and a s i s  t ing c tients is increasing significantiy over time. Revjew techniques 
used included institutional analysis of the operations of the project, on site intenriews with 
clients, and written questionnaires. An extended corimentary covering aii aspects of this study 
of the projxt's successfd impact on its clients can be found in Appendix A. 

6. - Sustainabilitv and Endob-ment - Because of the project's exceIlent performance to date 
and its continuing development m e n d y ,  and Ln view of the fact that the expected follow-on 
phase and periodic funding will not be forth-coming, it soon became apparert 13 theconsultants 
that the key issue regarding the project was the assess~nent of its sustainabilify arzd hture plans 
over the long run. 

The consultants established a definition of sustainabiljty consistent with the Pr~ject Paper, ie: 
sxustainable operations to be financed by fees and interest income gensrated by the project and 
in part on outside funding provided by donors and/or a funding availability such as an 
endowment. 

The consultmts rtxommend an endowment of USS7.5 million, based upon cakdations of the 
&nandaP psrformance of the project and the necessary funding requirements. These calculations 
a-e based upon operating assumptions and the appllcaticri of the Net Present Value analysis and 
are detailed in the report at Part IV. 

7. Action Recommendations - In addition to seeking the endowment funding, the 
co-dtants recommend that two important areas be addrersed by the Project's management: 

a.1 Development of increased participation by Swazi nationals, especially at the Board of 
Directors IeveI and at senior management levels as well. 

Although rnaragement has been acutely aware of the problems faced in attracting, hiring and 
developing senior Swazi managers (and in fact it was USAID and the Project's management 
which first drew the consuEtants' attention to the problem), progress in this area has been 
disappointing. The most important impediment has been the uncertainty sunounding the 
Brojazt's future - that is, whether or not secure, long tenn funding could be obtained which 
woti3d grcvide a basis for the Project's credibiIity as a long term career move for experienced, 
qudSfied Swazi managers. 

Project managemen: has been active in its efforts to r m i t  qualified managers, but the efforts 
have been stymied by the market-place perception of uncertainty. Lack of secure long term 
funding also made shblishing appropriate, attractive salary packages dlffidt to construct. The 
consultants' independently conf'med there difficulties in discussions ivith Swazi and expatriate 
banking and btrsh~crs managers. 



The cons::2:ants' met with rhe Bo;*rd as a whole and i n ! t . r v i~~~ed  the n:;ijcri!y of its members 
individualIy. AII members i n t e ~ ~ i e w c d  a6ret.J t5at ?!icy 5~--.:%- !?:e pro5:tln cf the jack of cp.3hfied 
Swazi mazagement as the single most innpor!ant prcb1~n-r {after lcng term funding). The 
in!erviewees were tizanimocs in their p r d ~ e  for the Project's progress and perfcrmance to date, 
and enthu>i.istic :n their endcrsernent of the r m - e t l t  expieate P r o j ~ !  m-rragernenk. In fact, they 
were a h  tir;anirnou> m their strong desire that rr-?~rer.': e-<ratriaie mmagen>ent remah i7 piace 
beyond Ek~unber 1995. While this is certainly a rirong z&orsmrrt oi Project mznagment I 
also highlights the continuing worry of aU concernd t f ~ t  qualified S+\ari managzmer:t should 
be Sdenkfl*.d and hired and [hat a hahing prcgram for their devel~p~:?ezl to e ~ e n ? d d . ~  I assme 
overall mmagement be estah:isE.~cd and i~r?.lernmt&. 
InvoXve~ent by members of the Board of h e c t o r s  bas been mixed, thosg5 i?-ie~.=rheh~ir:gly 
suppurtive. hiembers ktcn-iewed acknorv?dged that they were aware of the strictly limited 
authority of the Bcard and were  general!^ desirous that additional ar!r:inistra tive authority be 
devolved to the Board. (Inter~tingly, they were far more concerned that current expatriate 
management remain in active rnanagerr,cnt for at  least an additional two or three year period - 
as part of a ~Ianned  program to intrcduce qualified, cretljble Swazi management). Interviewees 

were unanirncus, however, that atthe Bcjlrd s?lolrld not be given authority to grant or refuse 
approvals for udits or investment decisions. 

The consultants recommend that CSAID, Project management and the Board jointly deve!op a 
phn (which would assume the se*wing of acceptable long tern funding) for an integrated 
grogram for the hiring and development of Swazi management and the increasing of the Board's 
authority cver the Project's general administration and strategies. The consdtants agree with the 
Board members interviewed that authority to grant credits and to make inv~tments should not 
be within the Board's powers, but should be subject to an agreement between the endo~ment 
trust and the Prc.ject's management. Credit and invtrstment oversight, thsn, would rest with the 
Board of the endor*ment h s t .  

ahe cons  3nts also recommend the continued management of the Project by international staff, 
epeciaUy auring a planned period {probably about two years) for the concwent development 
of senior, qualified Swazi management. In light of the success of the m m t  expatriate 
management of the Project, arid the strong call fox their contimed management and invohement 
by the Board, the consultants further recommend that if at all possible currest mznagement 
remain in place for an additional two year period. Clearly, this would requke arrangeme:.ts 
kthin the long term funding by an endowment trust to cover costs. This recommendation is 
made dependant upon the concurrent estabIishment of a specific plan to ideztify, Pire and train 
Swazi managers to replace the current Project's management 

The consultants have constructed the sustainability analyses on the assuiiption that expasate 
management in some fonn will continue for two years beyond 1495, and the rexlthg costs have 
been included in the finanad ca1cuJations and projections. 
The consultants have concluded that sustainability is importantly affected by the need for 
continued high quality management and that circumstances require that such management be 
provided by expatriates in the short term lconrurrent with am established program to hue and 
develop Swazi management and to increase the authority md involvement of the Board of 
Directors)- 



b.3 Increacd ?+lanagerrtent S~~pbvision of Staff CtiEiration and Mainlenance of d Balance 
B e t ~ e e n  Work Load and Staff Numbers and Abilities* 

As not& in the scxinecononCc section of this report, the con5uItants are concerned that the work 
laad of current Eusinss products is approaching the h i t s  of staff capacity. This rc icern is 
based upcn on site observations h the SBCT/GTC offices and in inten-iews with customers and 
Project staff (in the offjcie and in the field), as well as extensive reviews of the credit and client 
Wes. %jb:anzgement's projections for new bwines  call for a shift in business work load lo less 
labor intsnsivi. products, such as the H_h.!L loans! and this may ease the problem. Nonetheless, 
the ~ustdnability arralyses do not call f ~ r  sigriS~art~ additions IG staff and the concern remains 
thar increased attention to day to day .worMcrads G needed itrj mure matefiance of qzality 
standards. The consuItants recornmend that Roject managemen: sp~ififira'rly address this issue 
with the Board and USATD to ins-ue that quality standards are being rnilintaind. 

8. General Concluzions and @ommcnt; - .As noted in the various sections of this report, the 
c~n-t.A!an?,s fcunb the Proiect to be WPU desiped in concept and effective h implementation. 
More fhan that, ihe ronsu~knis strongly recommend that the Fxoject's success to date, iits cment 
effixtive business and client service flow, and its excellent prospects for h*re growth and 
continued success convincingly warrant the establishment of long term funding to insure 
extended sustainability. 

Beyond the &sues discussed in this report (which the consultants feel are all well within the 
knotvledge and capabilities of the Project's management, the Board and USAID), the consultants 
see no need for major adjustments to the Project's current implementation. fhe significant issues 
discussed in this report - especially the introduction of Swazi management, increased attention 
to the maintenance of staff/workload balance and quality control, and (perhaps most 
fundamentally) the estabIishment of an endowment hust  to insure long term -stainability -are 
we31 known and recognized by Project management, the Board and USAID. 

The consultants see no significant institutionaZ or orgznitational difficulties and recommend that 
current working arrangements - between USAID, the Board, and the Project's management - 
remain in place. With regard to work emphasis for each of these entitje, the consultants 
recommend: (1) that USAfD initiate and follow through on a request for long term endowment 
trust funding; (21 that the Project's management stress development of Swazi managers and 
closeIy monitor increasing staff workIoads and potential quality maintenance problems; and (3) 
that the Board, with the assistance of the Project's management and in consultatisn with USAID, 
plan and implement an increase in its involvement in the administration and strategic 
development of the Project. 



11. INTRODUCTION 
SUMMARY OF PROJECT DEVELOF3IENT AND I51PLE32ENTATION 

SWAZI BUSINESS CRO\.tlTH TRL'ST 

6 JULY 1990 

P r o i ~ t  Identification Dc1cument - Small Business Dtlve1opn:ei-i t F r o i ~ t  ISBD Project PID) concept 
apprcved by USAID/Washjngton (the Executive tcnlmittee for Project Re~-iew at a rneslhg on 
6 July 13?01 with guidance conune~tary far the preparation of the Project Paper: 

1) Number of Companies Affected. The ECPR stated that AID'S world-\side experience 
indicated that the project's ability to "graduate" srnaU m,terprises (eg: to affect their growth and 
move them from &all to medium size businesses) is "questionable." The gdbancesbtes that 
the difficulties mzy hzlve been underestimated and that the project targsts in tern of numbers 
of f i rms to be affected may be overly ambitious. 

Action requested: The target of increasing the number of small businesses by 20 percenf shosld 
be reexamined. 1 

Action taken: The project's End-of-Project-Status (EOFS) indicator was changed to be more 
focused: "25 percent of the businesses will have increa-4 in size i.: one or more of the following: 
Iahrrr F n r r e  -1- hlmnvrr~ xnA / n ~  2 c - t ~  *+ 
--C-- -v-'cr* -*Lo . u r l l W . b *  -.u, v. U-m.9. 

21 Comvrehensive Monitoring. AIthough AID is very inter&& in the area of small 
ente~rise development, it has relatively little experience or data. '1% ECPR requested that a 
'tomprehensive and quantified monitoring and evaluation plan with an adequate budget be an 
integral part of the project." 

Action taken: I 

a) A microenterprise baseline survey was completed to provide baseline data needed to 
monitor the project's impact. 
The baseline survey w d l  be updated at the end of the third year af the project to assess impact 
and prcvide data for the final evaluation (using 980,000 in Project Development and Support 
h d s ) .  

83 The projeet establishd a system for gathering and recording gender spedfic idomation 
for day-today project management and continuous evaluation. 

C )  Mid-tern and final evaluations were schgduffd with a budget of $161,000, as were mid- 
term and final audits, with a budget of $12,€UO. 

3. Necessity of Creating the 'Tm. With special concerns for grantworthiness, its training 
function and the question of Government of Swazi'rand involvement in the Tmt,  the ECPR 
asked that t5e Mission look into "the Apossibilify of stxmgthening an existing organization or to 
decide up front that f i e  entify would be permanent." 



The Project Paper design team d e t e m L ~ e d  that: 

a) a new entity was in fad s ~ J i r d  and that it should be designed and imp:cmentad I 
so as to be "sus:ainable beyond the Bf? of the project;" 

8 )  the optior? of merging some or a2 cf the Trust's func!ians with an existing 
business organhiion wodd be examined throughout the implementation of the pro*; 

C) - the T m t  wodd not 'be given funds to manage until it has been deemed by the 
Controller to Pave a d q ~ a t e  financial systems; 

dl "all funds in the first three years of the prcject t+-ill flow through either L!e 
technical assistance contractor or direct aid contracts on purchase orders, and the 
contractor will be res+pl;sibfe for estabhshing the Trust's financial management t 

capability;" and 

el "training [wouPd] be conducted both by the Txst and through business 
organizations, ~ i t h  assistance from the Trust." 

Deed of Tmst between USAID (the Fonder) and the original 9 Swazi trustees is signed. Trust is 
atabkshed so that: 

- The Tmstees may not amerd the Tmst Ded  for a 4 year period horn the date of 
its execution (to 9 July 1995). &ktg the same period the ~gunder-m~Bmend the deed "in its 
o ~ m  discretion" I B g d  of Trust, par. 10, paze 121. I 

- 'The Tmst shall endure for as long as, in the opinion of the F~rmder, it can 
confirrue to usefully serve the purpose for which it" is king created ar such other purpose as 
the F o ~ n d e r  may from time to time direct. Should b%e Founder decide to terminate its 
relationship ~ith-the Tmst it shall after cons~ltation ~ 4 t h  the Board give diiections as to the ! 

manner in which the Tmst fs either to continue or be dissolved." [Deed of Tmst par. 11, page 
'I 21. ! I  

! 

7 AUGUST - I6 AUGUST 1991 1 I 
CISAD Business Development Projed Paper Wdon Memorandum for the Director, . .r A w r r  I C  .. . - - - - -Ae .  . 

Projed details a specific purpose and goal, states end of pro@ indicators, a ~ d  requires 
particular outputs. 

o froiect Goal and Purpose. 'The goal of the SBD project is to increase Swazi 
incomes and expand the emplopent-generating capacity of Srvazi businesses. The purpse of 



the project is tc slirnu1,lte thegrc-:-th of Siv;r/i-c;>.nd businr?sses." [rrcject Fdi;?r, 5 Aubust 1991, 
p. 148. 

End of Project Sf-2 fndic,3t=. There .33c trgo End of Project Staius (€OR51 - -- 
Indicators that wrll mark the achievement of the project purpse: 

"I. Twenty five percent of the project serviced b ~ ~ s i n e ~ s e s  h4.l b v e  increased in .ire as 
indicated by increases in one cr more of the foUswing: number of employees, sales hunob.er 
and/or assets. 

'2. Twenty five petcent of the project serviced businesses wrll have Csrnonstrated an 
improvement in financial health as evidenced by improvesllents in the follawhg indicators: net 
equity psi t ion arid cirreilt financial ratios. 

"It is anticipated that at lesst 30 p?rcent of the beneficiaries of the project who achieve these 
targets i t i l l  be women." [Project Paper, 5 k+lgust 1993, pp.15 and 161. 

e Project Outwuts. 'The project will provide a fmsed mix of inpcts Zo contI-ibute 
to the achievement of the project purpose. The planned outputs of the SBD project Is;e] .-. 

Output 1 CREDIT. Swazi businss persons wdl have increased access to comerda l  credit 
as indicated by SCjO &st time small business borrowers of which 25% hdl have received repeat 
loans. 

a t p u  t 2 STRENGTHENING BUSLYES ASSOCMTIOSS. Business associa tioas will be 
providing additional services to Swazi businesses and representing fheir interests in dialogue 
~ 4 t h  respor~ikle public and prjvate sector entities. At least 7 business associations ~ 1 1 1  have 
established and will be implementing action based plam to proride haeased training s@rr.lces 
to their members. For example, 140 small business improvement courses '4 have been provided 
to the business community in coordination with these associations. 521 addition, at least 4 poiscis 
c~nstrab.ing small business gr~wth will have been responsible parties who have the ability to 
idhenre or implement policy changes. 

Output 3 BtTSfP\clESS LLWKACES. Srnafl Swazi businesses which have receive3 project 
inputs are providing goods and services to either Iarge businesses or the GOS. At least '15 small 
businesses will be providing for the first time goods and services to hrges businesses or the 
GOS. 10 small Stvazj construction fhm will have an i~creased number of contracts with the 
68s. 

Output 4 TR.4ZNING. 1700 persons who are either omers and/or employees af small 
busin- wdl have improved businss s W s  in one or more of the fobwing areas: planning, 
management, finance, marketing or t ~ h n j c d .  

Output 5 lMPLEMENTIlWC ORGxdIZATION. The Sw-azi Business Growth T m t  will haye 
been established and be providing credit training, and technical assistance to small Swazi 
businesses with growth patentiaL" [Project Paper. 5 August 1991, pp. 16 - 1q. 



29 AUGUST 

Cooperative A~rzzrneq  signed by U S m  and the Swazi Businas Growth Tsust. USAJD grants to SBGT 
~e sum of US$1,440,921 =d stazs that " S u b j ~ ?  to the availability of h&, AID intends to provide a 
total of $5,463,502.* [Cover L.&ta to Cooperative Agreauent]. 

The original approved budget for the project is included in paragrq b D, 'Financial Plan,' of A ~ c h e n t  
I (Schedule) to the Cooperative Agreement: 

Cooperative Ag=ment - Approved Budget 29  gist 1991 

+ Funds reserved for direct we by USAIDISwaz3and in direa support of the project. 

The Cooperative Agreement's effeftive date is August 29, 1W1, and the expiry date is December 31, 
f 995. It is referred KI as a "four and a half par project." 

Award Contraa with P)evelopment _i?Jteaatives Inc. @M - 'the Conlracto~') signed by USAU). 

Award Fees 

Award fees are to be provided to tbe Cootraimr under this contract for achievement cf a series of &gets 
delineated below. 'Each target is an independent source of poteatill fee. Rilm or suwes  at meeting 
any individual Earget &all not relate to the award of f?.e against any o&w targd- The Contracting Officer 
shall detsnninc if the Contractor has achieved each of the targets and so inform the Contnnor upon the 
Contractor's written request for sucb determinatioo)~). There can be m partid achievement of the tar@. ' 
[Award Contract, Section B, page 2, paragraph 31. 



"An Award Fee will be paid unda the ccnrracr, set agaimt &e fullowing The offeror must 
propose an individual Zee for wch target. This wiIZ be in addition to a ihzd fee not to exceed 2% of the 
total stirnatal Cost of the ccstra~t. 

i) The Conuaaor will provide the long-:elm field t a m  withi? 45 days of contract signing. 

2) The Ccatractor will provide to AID, wi~in 2 months of the mival of the long-term technical 
assistance t a m ,  a Life+,f-Project Imylernentaticrn and Monitoring Plan. This ptan will list a11 outputs to 
be achieved un&r the project md all rndjor activities requird to achieve the outputs. Quantifiable targets 
for e c h  outputlactivity for qumerIy intervals will be listed in consecutive colanms in a spreadsheet. 
Supprting h e  scbeauIing of h e  targets, tbl: implementaticn plan will provide details of how schadrzled 
targets are to be achieved, who is respc~aible, what actions.'phy~ical inputs are required, and when and 
where such actions are to take place. Many of Obese targets for interim project years will be negotiated 
into the mnuact and asassociated with award fees. 

3) The: Contractor will hire the BLM, BDA arnd the EO for the Trust within 90 days of arrival in 

4) The Cumactor wilI establish a computerired systzrn, qproved by USAD, for the gatheriog and 
recording of gender specific infomation needed for projec~ management and wduation 1 year after 
arrival of tbe long-term field. assistacse team. 

5) 'fhe Co~tractor will establish a computerized data base system, approved by AID, fir she 
quarterly rqortlng of the cost, source, origin, and location of items procued under the proja.  

The initial fietd team (COP/GM ad tbe BDA) will remain ~ i t h  the project in these capacities 
for the initial 3 years of the proj-, 

At rhe end of the contract, the credit program will have provided Ioms to at least 400 first t h e  
commercial bank borrowers, with a default rate, at bat time, not exd ix rg  5 4  of loans issued. 

8) At the end of the contract, SBGT will have in place viable management, persomd, finarrctal 
procurement systems accept&Ie to AfD, will be fully staffkd with 9 trzined smagcmentdouerea& 
employees and 2 tr&ed data entry wmputer operators. 

9) 33  the c.d of the contract, the SBGT Trustee will have, an operatiomi imd rakihg program and 
will have successfully -raked funds to endow the Tmat. 

10) The Contractor will develop a plan with SBGT, qprovd  by A D ,  which d c ~ ~ ~ r i s ~ a t e s  how its 
credit, small businas training and direct rnangement assistance programs will be sustaina5le &ex &e end 
of the project. Such sustainabdity should be demonstrated by actual and projected eamhgs for services 
a d  by endowments obtained through Tmstee efforts. 



11) Toward the end of the contract, tire Contraaor wiil c o n d u ~  a study about the sustainability of 
SBGT to determine if the Trust shouId be retain& as an ivdrpedent organization or whether, within the 
objectives of the project, some or all of its functions and rwurces should be incorporated into an existing 
Swazi business orgmizadon. 

MAY 1992 

a DAI contractors anive in Swaziland: General Manager (Chief of Party) and Business 
Development Advissr. 

o USADfSwazilmd Action hfemo approved change in operating the credit cornp.rleot of the 
project. 

31 JULY 1992 

a KPMG Aikea&Peat Audit Report on the Tmst Frnancial Statements and the Fund Accountability 
Statemmt for the perid 29 A u p t  I991 through 30 September 1992. 

a USA.ID/SwaziIaad memo discusses sustainability issue in light of the probability that USAD 
support will end December 31, 1995, thu making sustainability of "foremost inqmrtanceceance." The 
contractor is asked to prepare a Sustainability Plan, c ihg  Award Fee #lo: 

'The Contractor urjU develop a plan with SBGT, approved by AID, which demonssates b w  its 
credit, small bushess training and direct management assistance programs will be sustahbJe 
after tbe end of the project. Such sustainability should he demonstrated by actual and projected 
earnings for sentices aod by endowments obtained through T~stee efforts." 



111. FKGJECT EVALUATION 

A- REt ' lEtV OF PROJECT DESIGN 

The canstiltants revie.sved both the origi~al  p r o j ~ t  design axd the change ip. the design 
concerning SBGT's fir~anrial services program and conchided that neither one of t h e e  e l e ~ t n t s  
contains a de5ign fault. SpecificaBy, t5e conc~sl!.~nts revicwai ihe p r c j ~ t  deign with resp-t fo 
the foUo\ir!g aspects/assum;tions: 

1. The creation oda new erttity, i-e., t5s Tmst, rather than the use of an existing organization 
to irn~len:c2nt the groj~t.  

Neither in tf,e past, nor to day codd another existh?g organization be i d e n t i k !  to 
implement the project's goal and purpose- 

2 The formuhtion of the project's goal and purpose. 

T?ie project's goal of increasing Swazi incomes and expanding the em~lolmen t-genera ting 
capdty of Swazi businesses remains as appropriate tcday as it did at the onset of the p o e t ,  
or as it will for the foreseeable future. The consultants arrived at a similar conclusion with 
respect to the project's purpose. That is, the stimulation of growth of Swati-owned businesses 
is as appropriate a project purpose to day as it was in the past and will in the future. 

3. The Board of Directors of the Trust. 

Nine members of the Board of Directors is a number which is large enough to obtain 
different inputs in the provision of direction, and yet small enough to be operational. The 
inclusion of one Goverr,ment of Swaziland representative does not bias the private sector 
character of the Tmct, and, yet, assures this Government's cooperation. The inclusion of a non- 
voting observer seat to be held by A.I.D. during the life of the project facilitates coordination of 
efforts. 

4- Gender-related constraints and opportunities. 

The project design assures that the constraints facing women entrepreneurs are prqxrIy 
addressed. A31 project data for decision-making purposes and control has been, and will 
continue to be collectd on a genderdisaggregatd basis. 

5. The timing of the availability af long-term technical assistance, and the mecharism used 
to obtain this assistance. 

The SBGT offices were rented and fhmished, the loan guarantee for the credit program, 
and other start-up of project activities were prfomed prior to the anival of the long-term 
technical assistants. The MI-and-open competition approach used to attain the technical 
assistance is the optimal manner to ensure proper dire. h.1.D. conkol. 



6. Technit .ll, social, and ~ o n u m i c  soirndness. 

The organizational structure of the project and its technical conlponents are sound. The 
social soundness of the project is quite positive because it is direct4 towards the very small 
business sector where the simultal-ieous need for assh!ance and the capture of the p o t e n ~ f l y  
available entrepreneurship are the greatest in the entire Swazi society. Furthermore, socially 
desirable issues, such as gender relaid issues are addressed. From the onset of the project, 
economic feasibility of the proj~t  has been based upon actual and projedd earnings for services 
delivered and interest earned, as weU as on endowments to be obtained. In other words, income 
generated from invested endowment funds has always been, and should be the basis for 
reviewing the economic soundness of the TNE~. It is now the time to further speclfy the total 
amount needed for the endowment. This critically im?ortant isrue is addressed in detail in the 
section entitled 'Sustainability of the Project". It is sufficient to note here that the consultants 
do not criticize the design of the project for not having incorporated this issue from the onset: 
at that time it would have been premature to arrive at an estimate of the magnitude of the 
endowed funds. 

7. Adherence to A.I.D. Geographic Code 935. 

This latter Code is the authorired code for source and origin of goods, and natioriity 
of all services procured under the project. The design of this projec?, as well as its subsequent 
implementation have adhered to this Code except for logical considerations of practicability. For 
example, vehicles required for the project were procwed in Southern Africa due to right-hand- 
drive and ~ervfcir.~ requirements. 

8. The absence of the c!assification as a Private Voluntary Organktion (PVO). 

The trust & not classified as a PVO because it does not receive contributions of money, 
Jabor, or in-kind support from the general public. The consultants do not foresee any change 
in this status and hence, agree wlfh the absence of the classification as a PVO. 

9- The change in the original design: i.e., the change in the financial services component. 

Specifically, these changes included: (a) SBGT's sole responsibility for collection and 
administration of Ims; (b) the comerci;91 banks' handii~g of actual disbursements and 
repayments (through the use of bank tellers and a "smart card system); (c) the development of 
Class A and Class B fending activities which include the collateral rqubement; and, (dl the 
application for a finandal institution license, resulting, inter aUa, in the possibility of charging 
interest rates above 19.58. The consultants have carefully assessed the rationale and the 
resulting ramifications of these design changes and totally agree with the significant dsirability 
of this action. 

18. The strengthening of small business enterprises through the provision of equity capital. 

The original design of the project refers to a follow-up phase at the end of the first phase 
of four and a half years. This observation is likely the reason for not addressing the feasible 
provision of equity capital to smaU enterprises. Furthermore, it was probably premature at the 
onset of the project to consider this equity component. The provision of equity capital is usually 
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considerd at a d~vel~pmc.nt.t l  stage of a sm.,H er,je:prise tl?.?r has cucce+hUy emerged throggh 
loan capital financing. It is now anticifattd that ~ i h  a der?lfipnit.ntal s t ~ g e  of the project's 
clients wiJl be reachecl after approximately seven to eig5t yc..ars. Sonsqr;ently, the provision of 
quit); capital is addressed in the section of the report esjtitlaj "Suctainability of the Prcjrct". 

B- REV1 EW OF TI3 E FRO]ECT'S PURPOSE, GOAL AND 0tTPi-m 

n e  consultants have reviewed the purpose, goal and outputs in light of the Project's experience 
through F r b m q  1 9 4  and have reached the follot>i.ing concIusjons: 

Project C oct 

nhe goal of the SBD project is to increaseSwazi incomes an3 expand the enlplojment-generating 
capacity tycf Swazi businesses. 

Current Status: Achjeved in terms of increased incomes aka through the multiplier effect) and 
enha~ced employmsrt, at least at the family level. 

Expec t ed  Future Status: Continued success with existing clients and expansion of various 
programs to new clients is expected to inacax both indivlduaf and overall income and to Iead 
to continued increased family ernplf~yment and further to the introduction and growth of third 
party ernp!oyment by the Project's clients. 

The purpose of the project is to stimulate the growth of Swazi-owned businesses. 

Current Status: Achieved in that 52% of the T'roject-seniced businesses have increased in size. 
cmesses. Also, new &enis represent the ir,boduction of new growth in ba' 

Expected Future Status: the growth of established customers is expected to continue in some 
cases- The continuing introductio~~ of new clients and the development of some d i e ~ t s  into the 
commercial banking and q ~ Z : y  finance categon'es wiU sustain this business growth. 

Btltput Z CREDIT. Swazi business persons will have jllrreased access to commercial credit as 
indicated by 500 First time smaU business borrowers of which 25% will have received repeal 
loans- 

Current Status: As of February 3934, I07 small businesses have become first time borrowers, vsith 
61% receiving repcat loans, Of the 107,52% are women, of whom 75% arc repeat borrowers. 



The rroject originally called for credit to he extendtd by the participating banks, w t h  a 
gunrantee from SbGT. T h i s  procedure was i:i'emcd to be too cumbersome, h~\%+t.ever. and after 
considemtion the Contractor recormnenclad and .41D approved a change to a direct lending 
program. This resulted in a delay irm the conlmencernel~t of credit operations, which did not 
begin until June 1993. This delay, plus a normal start-up phase during which htiskess quite 
naturally deve!oped at a slo-i+-er Dace than is exferiencd later on as new buiness mon~entilm 
accelerates, has resulted 
in the figure of 107 bonowers at February 1991. New business is de\e!oping at a r i ~ ~ c h  more 
rapid pace now that the Project is more well-estaMished and known in the marketplace. 
Management expects (and the c o w d  tants agree) that new business will continue to deve!op at 
a pace more than sufficient to achieve the 500 bnowers  output. 

Expected Future Status: The use of r e ~ a t  loans is built into the program as existing clients 
develop their businesses. Current success in this development (and the concurrent repeat loans) 
is expected to continue as the Project grows. Achievement of the 500 first the borrowers output 
is expected to be achieved as the Project's client growth will accelerate as it moves out of the 
slower start-up phase into faster new business development. 

Cutput 2 STRENGTHENING BUSINESS ASSOCIATIONS. Buziness associations wil! be 
providing additional services to Swazi businesses and representing their interests in dialogue 
with responsible public and private sector entities. At Ieast 7 business associations ud have 
established and will be implementing action based plans to provide increased training services 
to their members. For example, 140 small business in~prsvement courses have been provided 
to the business community in coordination with these associations. In addition, at Ieast 4 policies 
constraining small business growth vd.l have been responsible parties who have the ability to 
influence or implement policy changes. 

Current Stahas: the achievement of this output has been d f i d t  for a number of reasons. Chief 
chess associations. amongst these is the ambivdent or negative rsportres received from local bu- 

U S A D  and the Contractor have zddressed this problem and are agreed that circumstances 
external to the Project's efforts are largely resporsible for the disappointing results to bate. The 
expectation that the Pro;jxt would simply be a source of funds for the associations and their 
projects has been identified as a key problem area. Another difficulty external to the Project in 
some cases has beerr the lack of indigenous business ducation and development programs 
within the local associations- 

Expected Future Status: Only modest improvement in the situation is thought to be possible - 
a point agreed by the Contractor, USAID and the consultants. Still, renewed efforts will be 
implemented, especially with the Women's Business Association and the Clambers of 
Commerce. 

Output 3 BUSINESS LINKAGES. S m d  Swazi businesses which have received project inputs 
are providing goods and services to either large buinesses or the GOS. At least IS small 
businesses will be providirig for the first time goods and services to larger businesses or the 
GUS- 10 small Swazi construction firms will have an increased number of contracts with the 
Go§. 



Cunent 5t.lhts: AIthough business '!i;:kage ait iv i t ic-s by the Froje:t ha\ e proven to be : h e -  
consuming, they are a!so r ~ a ~ n i z r d  2s prcving very v . , i i ~ , ~ M e  to t5e c!ients involved. Fi.Ltetn 
snuU1 br;sific..;ses \%..ill be providing, for the First time, gr-ca~ls and 5 2 r r . i ~ ~ ~  to larger bu.in=ses 
and/or the Government and 10 small Sv:a?I ccnslmction firms have L~c:edsed the number of 
contracts w-irh the Covement .  

Expected F ~ t u r e  Ststus: BuL.ess Ijnkjge activity is proja-crt-1 to continue to be a key elemt.nt of 
the Project's business deveiopment prrjgram ar;d is erpectcci to grow significantly, es@al:y in 
the construction and h~lusing areas. 

Output 4 TR.JI'INING. 1700 persens who are either clkvners and/or employees of small 
businesses will have in~proved business sWls in one or more of the fclloi-g arms: p!anning, 
management. finance, marketing or t ~ h n i c d .  

Current Status: Throitlgh February 1994, Projxt records indicate iitte! .dance at training programs 
in excess of 17W persons. The consdbnts' analysis of the figures attempted to ehkate double 
c o ~ ~ g  and the counting of non-5;razi and/or non-client persons. The result is stdl an 
impressive 965 participants in the training course offered by the Project. The consultants 
review4 the courses content and found they cover the required business skills area in fdi and 
in most cases in detail. 

Expected Future Status: as a key and integral part of the credit program, the continuation and 
expansion of the various training programs is  phmed to keep pace with overall Project groivth. 
The end of project output of 1700 partidpants should easily be achieved. 

Chrtput 5 JMPLEMEhTING ORGANIZATION. Tfre Swazi Business Growth Tmt will have 
been establkhecl and will be providing credit, training, and technical assistance to ma l l  Swazi 
hinesse, icith gtowth potential. 

Current Stabs: the Praject has succ&ed in accompbhing this output, qecia'lly after 
establishment of the design adjustment allowing the Project to extend aedit  to clienYs directly, 
rather than by a guarantee mechanbm. A key to this success has been the mngement that 
client's c m o t  obtain credit without partidpation in the training dements of the program. In 
addition, the consultants noted that the Swazi cornmunitgt is becoming inaeasingly aware of the 
tdnical  assistance being presented by SBGT, as evidenced by their increased willingness to 
attend wheth. r or not they are credit r e e n t s .  

Expected Fuhrre Status: for reasons of practicality, management intends to increase fee charges 
for stand alone training sessiom. It is expected that this may slow gro~qh in this area somewhat, 
but that overall the program will continue to expand. Training and t d c a !  assistance remain 
an integral part of the credit program and so will continue to grow along with that aspect of the 
?rojeds services. 



C. PROjECIT'SSTRENGTl-lS &tD WEAKXESSES 

The consultants concluded that the project's strengths are the fol!owing: 

a- Unique position: the Trust is ur.iq-~e in Swaziland in its eocrdinated a;td interdependent 
prowiion of loan capital, training and technicaI assistance to small enterprises. 

Sound working relationship -9th the comercial banking community: all four banks in 
Swaziland participate in the f rust's system of providing loan capital to small ent reprenews, and 
are active in rrfcrring potential ciients to SBGT. 

Excellent liaison -4th the professional community; SBCT S received b;~ both Iawyen 
and auditors as is reflected by the tax free status of the Tmst, the clean auditors* reports, and 
the representation from the professional community on the b a r d  of directors. 

d. G o d  cooperation with the business community: large corporations are szpporting SBGT 
by Enking up with small enferprises for their pr-ement. Knfortunately, some of the large 
!South Ahican h s  continue to f o l i o ~  policies of centralized procurement from Johannesburg, 
Pietennaritzburg, or Durban). 

@. Appreciation by the Government of Swaziland (in particular, the important ministries of 
, h m i n g  and fi~ance, as well as the Ccntraf Bank): this appreciation is refl~ted, among otherr, 
by the TNF~ having received a financial institution's license horn the Central Bank, the t a x  

awn legal documents. 

Saund capability of accounting for, and expending grant funds: 
the last two audits under the USAID Regional hispector General (RIG) avdit standard hahave 

g. Good monitoring systems: S E T  has good systems to monitor clients' credit and to report 
regarding requirements of the Central B a d ,  Sou them African Development Bank ~SADB). 
tFSAID/Washington, and the Board of Directors. 

2 The consultants identified the following weaknesses of the project: 

a- Continuation of management: the current e x p a ~ a t e  management needs to be replaced 
by Swazi management ; heretofore, no satisfactory ;eplacemenr has been recruited. Both the 
present expatriate management and USAD are very much aware of this isissue and will continue 
to assign the highest priority to this problem. 

Sustainabsty of the Trust: no definite action has been tzken to sustain SBGT after the end 
of the current project period. This unceriain situation is likely the most impomnt reason for 
SBGT not yet being able to r m i t  Swazi management. Furthermore, SBGT could loose some of 
its well trainid staff if the issue of sustak~bility is notresolved in the foreseeable future. The 
importance of rustainabdity is the reason for the consultants' allocating a major p o ~ o n  of their 
time to arriving at a ~ u n d  foundation to resolve this matter. 
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fhough neitb,cr a .:rengih, nor a w e a k n ~ s ,  it is inipc~rtrtnt to recognize that SBCT  opera:;.^ in 
an environrilent that is chzracterizd by srnafl marlsets and a very few arcas with concentr<ltions 
for entrcprcneurs. The inrplicatiiln is that the SBGT rnan~gement and staff must be flexibie (as 
it is at the present time), and cannot afford to hire specialists for different nlarkets. . 

D. REVIEW OF PROJECT'S AlVARD TARGETS 

The Award Contract, k- r ion  B, page 2, paragraph F stipdate specific targel, which are 
encouraged to be attained. The concultants have revitwed the Frogress made in achieving these 
targets. The results of this review are summarized as fcl4ows: 

1. ? l e  SF iific target states: 
'The Contractor will provide thelong-term field team wiihin 45 days of contract signing". 

The current status is; target achieved. 

2. The spec~ec target shtes: 
V i e  Contractor will proviJe to AID, within two months of the arrival of the long-term 

technical assistance team, a Lifeof-Project Implementation and .Monitoring Plan". (Specifications 
for this Plan are listed as wen in the Award Contract). 

The current status is: target achieved in accordance with all the specifications). 

3. '?he Contractor w4f hire the Business Loan lVanager (BLM), the Business Development 
Advisor (BDA), and the Executive Officer (EO) for the Tru t  within 90 days of arrival in 
Stvaziland". 

current status is: target achieved. 

4. 'The Contractor will ectabbh a computerized system, approved by USATD, for the 
gathering and recording of gender specific information needd f i r  project management and 
evaluatim one year after arrival of the long-term field assistance tarn". 

The current status is: target achievd. 

5. 'The Contractor wilt establish a computerized data base system, approved by AID, for 
the quarterly reporting of the cost, source, origin, and location of items procured under the 
project". 

The cunent s b b s  is: target achieved. 

6. The initial field team (COP/GM and the BISB) v , 3  remain with the proHt in these 
capadties for the injtial3 years of the project". 

The cunent stahs is: it is hUy expected that this target will be achjeved. 



7. "At the end of the co~~tract, the credit program \-.ill h.lve provided loans to at least 400 
first time comerciaI bank borrowers, with 2 default rate, at that time, not exceeding 5% of loans 
issued". 

The current status is: given the accornpli~hments to date, it is exptxted that this target 
wiU be achieved rnr~ch earlier than the end-of-the-project date. The current default rate is less 
than 5%. 

8. "At the end of the contract, SBGT will have in place viable management, personnel, 
financial and procurement systems acceptable to AID, and will be fully staffed with 9 trained 
managem+nt/outreach empicyees and 2 trained data entry ccn~puter apera!ors". 

The current status is: with the exception of viable Swazi management, this target has been 
substantially achieved. 

9. "By the end of the contract, the SBGT tmstees will have an operational fund raising 
program and &.ill have successfillly r a i d  Funds to endow the Trust". 

The current status is: this point has been addressed by the Board of Directors and will 
be re-visited kn the foreseable future. 

10. 'The contractor will develop a plan with SBGT, approved by AID, which demonstrates 
how its oedit,  small busi~ess trainbing and direct management assistance programs will be 
sustainable after the end of the project". 

The current status is: management has developed a draft plan whit? does not address 
sustainability in terms of "financiaJ survival". The consultants have dims_cd this issue in detail 
with SBGT management and USAID/Swaziland. .4 finandd made1 explicitly addressing 
sustahabiljty has been suggested by the consultants, who svbsquently implemented this model 
with the assistance of SBGT management. 

I .  'Toward the end of the contract, the Contractor wiIl conduct a study about the 
sustainability of CBGT to determine if the Trust shodd be retained as an independent 
organization or whdher, within the objectives of the project, some or all of its functions and 
resources shodd be incorporated into an existing Swazi business organitation". 

The cunent status is: this study has been nearly com~leted, and the condusion  ill be 
that the Trust should be retained as an independent organization. 

As can be concludd from\ the foregoing detailed observations, the progrss made In achieving 
the award targets has been excellent. 



fV. SQCIOECGSO5IIC ANALYSIS OF SBD PROJECT IMPACT 

r. Overview of Quajitative Attainment of SBD Project 

A. The gcal of the Small Business Development Project (SBD) is to provide the-senices and 
financial assistance which will help Swazi-cis-rid smaU and ntdiurn-sized businesses 655fB) 
to grow, v ith the explicit intention of increasing emplopenl ,  net equity and financial psi t ion 
of individual oiv-ners, and the further implicit e~pectdtion that the socioecononic impact cf this 
growth will improve Swazi control of the Swaziland economy and recult in a more qktable  
infernaI distribution of income than existed befcre the SBD Pr~ject began. 

8. The Proji-crs's explicit intenticrl can be measwed as moncrnic growth and business 
profitability. By these measurements, the Project has achieved its goal, in genera) and 
ovenvhelmingl y in the case of participation by wornen and their success in business. I t  k:plili  
socicjeconomic impact should be measured by how its achievement addresses the short and long 
term needs of beneficiary businesses, ths actual organization of work, its remuneration, and bow 
business income is distributed throughout the Swaziland economy. Even at this early stage, 
indications are that the Project is on brget, with the needs of all types of business - for inventmy 
purchases and other business investments, availability of funds to meet personal needs, a small 
increase in owner and employee salaries being paid and social obligations - being more strongly 
met. 

C. The Purpose is to achieve this goal by providing input capitai and tdaicaI assistance 
for certain activities (outputs) which can stimulate meiisurable increases in partjcipating Swazi- 
o ~ m e d  small bush~less health. By the end of the Project: 

1) at least 25% 'c have demonstrated growth by an increased number of employees, 
sales turnover and/or assets, and 

2)  25% wauld indicate better health by improved net equity position and current fl~ancial 
profit/loss ratios. 

N o  minimal percentage for measuring growth were specified. In fact, data comparing the 
position of Project beneficiaries (before/af er 58GT/GTC) have more than shown this Purpose 
achieved, by one or mother indicator in I), 70% and 2),60% (for net equity done). Profit/Loss 
(or profitability) will be discussed below. Fiftyfour percent (20 out of 37) of 
inten*iew/questionnaire respondents have shown better health in every indicator except 
profitability. 

D. The Project further stipulated that throughout its entbe propam, 30% of healthier 
participating businesses would be woman-owned. By Febmary, 1994,35% of overd program 
participation was by women-owned businesses, wMe IS of them (out of the 20 by the 
i.nterview/questionnaiPe sample) are healthier by ALL the indicators suggested by the Project 
Bu rpose (except 'profihbility). 

E. In addition to a review of documentation provided by SBGT staff, the consultants 
conducted in-depth intertiervs with and distributed detailed questionnaires to dients in order 
to find out their present, in comparison with their past, economic stahs. The consultants used 



January 1994 '35 inter;;iew rut-off pci~;r fcr ncw credit client approvd and receipt of f u ~ d s ,  thus 
allowing for at least a 3-month cornp*rison to be made. "Economic status" could be measured 
by g ~ o s s  revenues, by assets and/or net equity, by reinvestment, by diversification of 
product/services, or by the demorlsiration of technical management skills. 

F. To this end, the Project specified 5 Outout Components to be measured'by 9 output 
impacts to evaluate business perfom-rance by EOP 12/31/95. Fojla~ving is a brief resume of 
three of these outputs and their resulting impacts by March, 1994, gleaned LE part from 
jnterviewjquestionnaire responses. The rsrnaining 2 outputs do not directly relate to project 
impact. 

11 Project Output Components and Their Impacts 

A. Output 1. 

I -  Swazi business persons have hueaced access to commercial credit such that: 

a) 500 first time borrowers will have received business loans (30% of whom would be 
women); and 

b) 25% of these borrowers will have received more than one loan. 

2. CTC management reports an "up and running" date of March 1993, while the actual "on 
the street" impact ~f financing began June 3, 1993. By February 23, 1991, 107 small business 
persons have become first time bono~\-ers, with 61 k of them receiving repeat loans. Of these 
107,SZlc are women, of whom 75% are repeat borrowers. 

3. Most businesses Rave borrowed under the "Class A" loan program, in which clients enter 
a gradually inaeashg toan stream, leading to the granting of E7,500 nine months from the first 
E2,Oo. Since the first loam were issued, the Uass A loan rate has grown exponentially; from 
JuIy through October 1993, 48 new and 13 repeat borrowers were approved for loans; from 
November through February 23,1994,46 new and 76 repeat borrowers were approved (see the 
Annex to this Socio-economic section). The first Qass I3 loans began only in November of 1993, 
and there have been 113 of these latter issued so far. 

B. Output 3. 

1. Fifteen small businesses will be providing, for the first time, goods and services to larger 
business and/or the GOS and 10 small Swazi consb-lctjon firms increased the number of 
contracts with 6CS. 

2 Construction (MATRIX) clients (all male) have h e n  able to not only ][ink with GUS but 
subcontract to SBGT clients, thus replicating this output to a second generation. In addition, 

+messes there are several non-MATRIX clients who have made first time finkages with larger bu-' 
and GOS. W l e  they are few, women-owned businesses are included in this latter group, one 
partnership growing 100% since becoming an SBGT/CTC client. This vertical ]Linking i s  
supplemented by extemporaneous activities in the Business Prome Workshop, where linkages 
are happening horizontally, quite unplanned, among group members in the Class A loan 



cycles. People are networking among fellow group members, finding sup~jiers, financial mutual 
aid ad marketing ideas, As Class B lending increases, more card-sw~pping or networking 
kaining courss ccluld be offered for Class B clients. 

C* Output#. 

1. O;mers or employees of small businesses will have ; m p r o ~ d  planning, management, 
finance, marketing, financia! or fxhnical rkilts, with 1700 of them having received business 
t?a:airtg or technical assistance under the project. 

2 Training ccurses have k e n  offered ~ h c e  late i992, most of them weU-attended. Included 
belew is a list of the Workshops and Couses with their overall attendance. However, the total 
garticiption must be adjusted to exclude non-Swazi residents, or othentise ineligible attenders 
(such as ohsmers), to an approximate 968. The number of clients taking several different 
co?uses is impressive, some of them benefitting from 3 or 4 (see below for course suggestions 
from bath the Sodoeconomic Analyst and the clients themce'lt.es). 

3. A n  example of the positive impact of the SBD Project is most clearly seen from the 
detaited interviews conducted ucith, and questionnair# retuned from, SBGT/GTC dents during 
this svaluation. Among other indicators, 4 of the If interviewed business persons were receiving 
quite sirable orders for the fist time from the G E :  a building supplier, a stationery uppiier 
and 2 knitters of school jerseys- Three out of these (early borrowers) were capable of filling these 
orders because they had increasd their stock on hand or their supply system; they had a more 
organized workplace with increased employees; they had the necessary equipment and 
management skills; and they also had marketing s M s ,  all of which they reprted to be results 
of their participation in SBGT/GTC programs. In addition, another client (not interviewed1 has 
recently received an order from a company so much larger than she had expected that she was 
unpreparsd to fill it, but SBGT service people have been hard ~t work to help her respond to 
this "success crisis". 

1 .  Analysis of Data 

A. From Documentation: S m s  dienf database is capable of generating rather a large 
number of items within a sophisticated computerized records system. Much serious attention 
and creative planning has captured a great deal of da ta usehI to a -0-economic analysis. The 
records printouts as of 23/2/94 requested and used in this evaluation included: 



1. Overall c!ient base: 

Approved applicants: 369 

By age ca teg  1 830 78 
31-40 110 

Over 41 I08 
no data 63 

By Marital status: 

single (+D/S/W) 87 
marr;ied 237 
no data 63 

Year started in business - 121 in 5993. 

Employees - 428 with 1-5 employee 

Type of Business - 426 traders direct to publt  
clothing, crafts 

Co-o\ners partners stated 57 
No data 44 

[N.B. The number of overan clients should be ad 
data and who never pursued interest after Client 

2 Loan dent  base: 

h i  

Applications started 271 

Applications approved 47 

Repeated loans 23 

In 7day dcfaul t 2194 5 

Total 

with emphasis on groceries & 

'*+fed for the people for whom 
Introduction Form (68) - 5121 

F Total 

148 41 9 

50 107 

34 57 

0 5 

food, cloth & 

there is ljttle 



1nteMert.s: 

Questionnaires: 

Credit Clictn ts: 

3. Training course participa!ion: 

Number held - 56 
Attenders (adjusted, approx.1 

8. From Int en-ier>~s and Qxestionnaj~es. 

1. the Annex explat:s the method used to derive the in i~n ier \ - /qur5t io~~re  population 
upon which much of what follows in this report is based. It uca relztive proportiiors of the 
client database. Also included in the Annex is an ekplanation as to b-ny the samyie k nct h~ger.  
'IZle actual useful populaf.on resulting frorr 10 d q s '  efforts was: 

Inten-iex-s and 
Retuned Completed Insrrificimt 

Questionnaire Data Late Entry 

47 37 8 2 

M F Y Ownership 
Partners Couple 

8 9 1 7 4 4 

4 16 20 I 2 

I t  25 



Type of Fu. : ness: Groceries h Food 10 

[some are cuunted twice due Cloth br Clothing 9 

to business diversification] Cosmetics & Hair 7 

Crafts 3 

C o r ~  hction 2 

Building Supply 2 

Transport 2 

PAarmacy 1 

Automotive parts 1 

Wholesaler I 

Training Ser~jces I 

3. Since SBGT/GTC has ody been fully operational. with "money on the streets", since June, 
1993 and w t h  training courses under way since early 1993, any conclusions this evaluation 
makes about the actual business grorvth of GTC credit clients, few of whom have reached the 
stages of loans Iarge enough to really make a difference in their economjc status, must be 
prelminary . However, the results of intemiews/pestio-maires in comparison with enfry data 
ohow such a finn direction towards bcsiness growth that even if the sample were sire-skewed, 
what it S ~ O I S S  is extremely encouraging for the SBD Project's achievement of its h p s e  and 
Coal: 

Increased Revenues (more than 10%) 
S a m ~ l e  size - 37 
N o  crata 

Increased Assets (more than 30%) 
Sample size - 37 
No data 

M F Total 
5 19 25 

7 

Increased Net Equity (more than 10%) 8 14 22 
Sample size - 37 
No data 4 

i'ncreased Employment Employers Gained tost Net 

Srnple size - 37 15 44 

10" 11 1/2 

+ 32 1/2 

* Of the s,rn~le size of 37,26 reprted employment changes. 



4. Ner*erthe!css, a socic~ic.nomic analysis of their financial status ;rnd capacity to employ 
others, evrn at this early stage, can not oniy give client-generat& feedback on the quality of 
SBGT/GTC service delivery, but will also bring to light trends in business growth attribut;lble 
to the ap~!ication of certain skills pined in training ;see below?, doing business in certain 
market sac'tors and judicious use of clients' social resources as ur.ei1 as hancial resources from 
GTC . 

5. It should be n c t d  that profitability rests not only upon access to market share and 
increased revenues, but also upon the relationship between cast of product and resale price. 
Pricing and enlarging rnarps by reducing prices pbid to whole~lers  are two weaknesses found 
in traidng application. In many cases, clients did not know their markups, could not ask far 
discounts, znd were generally vague about how to derive grcss profit from sales, sc; &at the 
sosio~ofiomic consultant decided to defer analysis to training course suggestions. 

5. Co-Ownership and Partnerships, whether formally registered or informally created 
between fiends, assodates and/or spouses, is a good social way to expand business rlnd 
maximize market o p p ~ ~ i t i e s ,  limited financr'd resources md business management skib. 
Apprenticeships, mast often carried on within familks, atso help solve profit/Poss problems. 
And the other side of apprenticing is mentosing, the sharing cf skills and experience. Several 
clients [mainly women) expressed the desire both to learn and to teach others in order to help 
them succeed. They may do this through kinship, church membership, at salaried jobs, at SBGT 
workshops or through business associations where they create networks based on common 
interssts. 

6. Business Women's Asodation of Swaziland is one such place where mentoring is 
possible. Among inten-iewed dients, at least six women-owners belong to BWAS. While 
Output Component 2 was envisioned to work closely with seven Business Associations, all but 
B W i S  has had severe difficulties or had become defunct by tMs evaluation period. 
L'nfo*r~ately, SBGT and BWAS are nd working closely together in a way that enhance 
their clients' and members' business growth. Nevertheless, six interview& clients reported their 
inter& in SBCT was gained through 0WA.S. The socioeconomic consultant hopes, in its own 
interst, that all efforts will be made by S K T  to strengfhen its relationship with BWAS. 

7. The contribution to clients' communities is discussed below in relation to the distribution 
of increased net profit arid salaries through social equity investment. This distribution &o 
includes employment. 

TV. SBGT Entry Process and Class A lending 

A. The loan entry stream insures appropriate business training of high quality (judged h ~ m  
its application demonstrated among interview/questionnaire respondents) provided to every 
loan applicant, approved for loan or not. At present, approximately 22 businesspersons apply 
at 2 offices every week with an average of more than I3  staying through all the paperwork and 
the Business Profile Workshop. 

D 
U. 100% of client response to the consultant's inquiry as to what helped most in their 
business operations was "CASH FLOW,"BUSlh'ESS MANAGEMEhT, and other skills gained 
from the Business Profile Workshop. This response included professionally-trained accountants 



who admitted that their training had been inappropriate to their needs as small business OL* ners. 
merall client approval of this Workhop is pocifive. Thus, even if they are not approved for 
loans, many SkMB p e o ~ l e  have received val~lable training in dcills they need and can use to 
help themzelves. Ten to fifteen people are now receiving such training e;,ery week, an increase 
9f 70% over the last 6 months. The numbers of people in both offices during tci evaluation 
sholild inst~re that SBGT's entry program grows even more in the future. 

C. All this succes, however, puts a strain on the existing staff at S K T  offices, and will soon 
result in the call for additional personnel, a cost of operations problem. The oneon-one perjonal 
attention which is at preen8 given to solving problems of individual clients and maintaining the 
low default rate will become dfficult to maintain. 

D- This strain is already evident in the confused state of some of the dien:5' file folders, 
which contain in some cases, conflicting infannation or unchecked responses from clients. 
Between the 2 offices, there aze at present 4 Loan Officers and 4 Loan Advisors (outside the 
MATRIX staff) who, because of the present small client burden, can nearly always recan the 
names, type of business, ban performance history and meetings attendance of most of their 
clients. But as the program adds participants, this personal knowledge wd.l become impossible, 
unless the overall structure, with more advisory staff, is put in place and file records are kept 
in better order and s c r u t i e d  more carefully. 

E. Orice a busirtess is approved as a potential bnower, months may pass before the client 
dinishes the application process. This delay, wMe understandable to some degree, has some 
disadvantages, not the least is the memory bg from training sessions to business utilization 
which the client is bound to experience. Every effort should be made to shorten this time, even 
holding to a cutoff date for completd appEcation before the dent starts the precess over again 
and is required to attend the Businss Profile Workshop once more. 

F. If a loan is approved and loaded into the SrnartCard system, a monftoring meeting 
scheduie is set up at six-week intervals during the %-day repayment p a i d .  Borrowers are 
requird to attend thse  sssions where problems can be aired and detailed management 
concerns addressed. A business in trouble can be spotted and redirected, either with oneon-one 
advisory senrics or rescheduling or reclassifying the loan. Zhis system has been wen-planned 
and rnanagd so far, but strain on staff as loan volumes pow cannot help but dilute its 
effectiveness. 

C. Intemiews, questionnaires, conversations with Swazi nontlients and the socioeconomic 
consuhnt's professional and personal sense indicate that the Class A entry and follow-up 
program is especially effective in meeting the Project's goal and required outputs. Every effort 
sho~ld  be made to effect adjustments which may be necessary so that this program can not only 
continue but grow. It is certainly possible that with the =me attention to training and follow- 
up, Class B loars wll also become central to SBGT's growing success. Used wisely, equipment, 
invoice and working capita1 loans, especially to follow-up Qass A or B Ioans, and also to new 
applicants who show the need and experience to manage them, hi1 complement the existing 
pr~grarn in a very positive way, fulfilling the growing needs of clients, both old and new. 

G. Note on API/ME.MS - Wfule the socioeconomic consultant confend  with AID/SBGT 
staff at an early date to look over these systems, there was no time when conferences dedicated 



to close mcsr,it~:ring was pc.r;sibfe. Slvresver, th* te,?in -2s advistd [?:at the API system is 
unwork,l.hle and dces not lend itself to u.e5d a n ~ l y s i s  in any event. 

V. Analysis of Data - Business Growth 

E~siness growth czn be viewtd as largely at!lrit.uta$le to specific trerrds in the bilcfness 
operations of SBGT/GTC clients: 

A. Trend: Appbcation of skik gaind in training 

71. While the overall increases shown in the bttervicw/ q u e t i o n n ~ i r e  sarn~le are a? the level 
of 10% increase, several of these businesses have made great stfides forward. Why are they 
doing better than the others (who are also succeding)? They are going out and finding markets, 
actively p~rsuing them by either "cold-cay selling" or advertising, or they are searching for 
markets outside Swaziland. 

2. While many husine_sses Cabout 1/2 of thc san.tpIe1 BLV outside Swaziland (notably 
Johannesburg and k r t u n ) ,  very few SELL there. The exceptions are tcurist-related businesses, 
and there is an ewnlple of selling clothing ifi South Africa. 

3. SucccssfuI clients are pricing their products after carefully buying them at discounted prices, 
or finding alternative suppliers. 

4. Tfte problem of profitability, which re!ies in the fifst instance on the margin between sales 
and cost ca1mh:ed p r  item, plus prices based on volume, was the largest single disappintment 
in the sample. Revenus, assets and equity haye increased, requiA%g more work, with no dear 
evidence of higher profits for aU that. Business '%bunout" is a possibility under these 
ckmmtances. 

5. Successful dients were found to have clearer long-term as i re1 as short term plans. 

6. Set.e:a.al succecsfd dients are di-.-ersifj-ing products/services or establishing branches 
outside the Mbbane/Manrini area, ernpioying more people and organizing operations for 
increased 

volrme. These more successful businesses may be encouraged to mentor others if they are not 
Seen as competition. 

S. Trend: Doing Business in C e M  Market Sectors 

I. Identifying a market niche and probable demand within it is an impofiant business skill. 
Clients who have a new business in a saturated market sector are not going to grow and are 
wasting the precious time of overburdened staff udess they change focus or diversify. T%e most 
successful businese~ i? the wrnpie are those which show growth potential rehtive to market 
sector realities. These sectors seem to be rebted to education, 130th and clothing, biIding 
smpp!is and horticulture or service to agricultwe. 



2 SBCf can advise and rtxomr.,t.rrd lending and marketing gd~delines based on active 
market rcsezrch, and would by staffing such an operation i~cre,lse the cay.lcity of small 
businesses to use such services. rfarketing contacts and more direct-result rnnrketing cobrses 
were high on tlic. list of client suggestions for courses and [raining, and it was clear during 
interview CImirsions with clients that they would be v.fn;ifing to pay more for such courses. 
Cod,  concrete business advisory and training with direct financial res~rlts to the client could 
possibly pay for itself. 

C. Trend: Judicious Use of Clients' Financial resources, including those from GTC 

M a t  have cliefits been able to do v:ith the credit they received from GTC? 

I .  Clients have increased their stock, resulting in increased revenues. Buying stock was the 
mast often cited reason for loan requests, if the client's b u c i n ~ ~ s  was trade, and the research from 
this evaluation has shown that is what in fact was done with the money. Jt is also the most 
ju&aous use, since a small bushes, with certain exceptions, should increase immediate 
revenues before invesgng in more permanent assets and employment, in order to increase the 
base upon which t h ~ e  Btter would be possible. 

2 Another frequent use is to increase equipment or assets to support potential or actual 
revenue increase. A'mos: ail of the interviews were conducted at the client's business premises 
so that the consultant codd see not only the number of customers (where relevant) and customer 
service, but check on =set ownership. Clients were always proud to show the consultant their 
new equipment or additions to the premises. By such on site visits, the consultant could alxi 
venfjr the stock on hand in most races. The an-site while restricting the number of 
businesses in the sample because of logistical problems, increased the reliability of rqxnses. 
This is especially true in the case of coldxall visits. 

3. Investment are also made in dswts for long term planning, especially for accruing "Social 
Equity". The most successful clients are those which not only have long term plans, but are 
pursuing them by diversifying products or acquiring branch operations in rural as well as urban 
areas. The support for these plans relies on the interst already accrued, or invesfxnent in, 
avadable social resources. 

D. Trend: P~dicious Use of Clients' Social resources, including employment and pztn2neriilg 

I. Examples of social resources encountered in the evaluation are: 

1. Family aid 
2 :ducation of one's own and extended family children 
3. rldping (lending or other) to set up other businesses 
4. Distribution of business rsources in rural areas 

2 From a resource allocation point of view, investment in soda3 equity may be more 
imporkant t h  i~vestment in purely financial equity. In the fist place, it is more reliable in 
terms of long term value. In the second place, it is more likely to appreciate than depreciate (the 
normal result of investments in fixed assets). 



3. Jf p e o ~ l e  invcst in r::e i u t u r ~  pot~ntial of tf.eir i~i;a) ~ C ? I ~ S ~ C ~ C ,  they cat? F:c~+>c~ 
themselves against the un~rrl .Ji~table fluctuations of an  ec;clmny ce5r ~ \ , 3 j ~ h  they kno:t. they 
have little contml. They "'buy" rights in various hn-bdsd  c~rganiz.;tior:z;, and they pay by the 
fuL'iEment of their obligations to them. Their "interest jfie!d" from thii: inveb!rnent can be taken 
in many fomc, 2s insi:rance against futclre pcssible &onomic exigencies 2nd in rehrns such as 
education, health care, housing, and food, e x t e ~ d d  to others who wiU eventually pay them back 
in kind. 

4. Social Equity invetment is bzrt.-3 on increasing rights ever obligations. One wzy that 
this pays off is in a client's right to an el-:?pIoyment psl, and on2 way that a csent can dhcharge 
obGgations is to bcrease paid ernployxrnt of members of this pool. 

5. h,iost present as well as increa5ing emplojment at SSGT businesses hvohe fanlily 
members or relatives of friends. Inten-iews and qvesticraaire resporses show at er.>.f;elmingly 
that social investment is taking the form of inc-ressgd  aid en~plojmtsnt, education, bowing and 
provisiofi to basic needs of extended family nrembers, many of whom have been sent to them 
from mral areas. SBGT clients are even replicating SBGT efforts by helping others to set up 
businesses (settQ mother up in her orbm small enterprise as a way of both reducing personal 
day- tday  expenses and paying back a social equity inva:rnent made by her.) 

6. Committing financial resources to hiring more people is a long tenn investment which 
rquires both commitment and confidence in business growth. The social employment pool 
includes new workers and apprentices - those who are learning either production or 
management skills It takes business Icngevity and established success to move from employing 
family members and friends to ernplaying outsiders. While many of the high-end clients have 
employees beyend what could be provided by their social reources, the bulk of SBGT/GTC's 
cbenrs are still small scale a d  involved in buDding Social Xet Equity. 

7- Clients who earn salaries outside their businesses, eifher in co-ownership or alone, have 
existing, independent financial and social rpsources. During interview discussions, business 
clients stated the strong desire to stop ivorking outside, giving this as the second reason (after 
additional provkiort for family) for establishing a business and putting the time, effort and 
money into its growth, thus showing a preference for building a busi-igss over r e c e i ~ g  a salary. 
Of course, each dient hopes that business income will far exceed present salary; yet even 
~elatively high-salaried individuals are working toward their business goaI, expecting better 
returns from and more control over business income. 

8. Qne reason that salaried persons said they prefer to establish and expand a business of 
their opnm is to in effect make an investment in social equity. There is very little trust in the 
employment environment, even among those with high-level education and salaries. 01.vning 
one's own busirless not only adds to the ongoing family economic status and provjdes Insurance 
against economic downturn and unemployment, but it buys social equity by providing 
employment opportunities and experience to one's own family and those that the extended mral 
family sends to one's care. 



VI. Consfmints to Growth and Success 

A. The more successful clients become the more prssure they feel to share and distribute 
their money, and they oficn dip into gross revenues to do so. This, of course, then becsrnes a 
constraint on further growth. 

B. For women, there ore of her, more ccncrete socioeconomic issues blocking their abfity to 
grow businesses beyond the miao-enterprise level, only one of whish is increased pressure on 
her time and money within her hous;.hold, rncstly related to her primary care of children 
ANNEX D Ottl Dl to the SED Project Dwirnrn t disiusses these special constrdin ts, and the 1989 
LAI study by Thoko Ginix~dza confirms them. A short discvscion of rnarrjage rights under the 
various structures available in Swaziland can be found in that study and during this evaluation 
the socioeconcmic consultant's own scnversatjons with women business-ohners reinfoiced the 
fact that, aside from aUowhg polygyny (see below), marriage by customary law can protect a 
mami& tvornan's individual property rights in some respects better than the modern, 
monogamous Roman Duiih iaw, b intent ~it?l?jity 

C Establishing and expanding a business of one's ohm involves considerable h e  as weU 
as hancial reources for everyone, regardless of gender, age or geographic location. But since 
in 5%-aziland women have limited access to hnd use, the range of b~sinesses they want to 
pursue are more restricted &an for men. 

D. One way to expand a business under financial and constraints is to take a business 
partner. GTC's clients include several such partnerships, each taking advantage of the financial 
and training resources which the SBD Project has provided. 

E. interviews revealed that men rarely go into business with other men. No emmples are 
evident of to-ownership or partnerships among ethnic Swazi men in SBGT's ctient base. 
However, many male clients have built businesses with their wives, formally by registration or 
infomlIy by designating her as "manageress", where the busir~ess is intended for her benefit. 

F. Traditional multi-women hometeads gromotefd) the working relationships among 
related women which often result in trust between certain of them and which are reflected in 
the commerciaI partnerships which have continued in the modern urban setting, and are also 
a significant part of the bitezview/quesiionnaire population. Women frequently (having worked 
together domestically and cornmerciaIfy) see business partnering as a means to each others' 
individual success, and look to other women as mentors from whom to learn. 

1 Analysis of Data for Suggestions fw EOP planning 

A. A socjo~onornic review of the strengths and weaknesses of overall program. 
1. Untit now, the SBD Project and SBGT/GTC program has been rquired by speciftcations 
to include wonlen (30% minimum). However, documented experience of SBGT/GTC (reports 
disaggregated for gender), as well as the feedback from dient inten~iews/qustiomaires shows 
clsarly that women-owned businesses present in themselves the potential to be a very large 
market for an SBCT/CTC, one that could well be specifically targeted. 



2. Thcre has been a steady increase i? both nr.mbers am! ;t.r~er~:agec of sszrnen t a k ~ g  the 
first steps for crcd~t ap~rovat .  While the whole of 1993 yic?!d-4 114 (cut of 3141. January and 
Fetrusry of I994 saw 21 (out of f 5 )  who btyar~i  SBCT clie,its <;zd hagan the lean appJication 
process. The staff who process these new cl ien!~ report t h 3 t  ti-.? dropcut rate is about 3 out of 
10 overall. By contrast, the dropcut rate 11i h=t year was C ; C ~ E  :a 3 out of 4, and for the first 2 
rnenths of 1Q94 hiil r d i l c d  to 2 out of 3. I lotsever, m2n C r r ~ p d  out at tLe rate of nearly 5 
out of 6 in 19'33 and also by 2/94. 

3. fhc value of wonien-o~med businrsses as a p~tentjal market is c o n f i r m d  by the number 
of wonien with sericluj business h o r i z ~ ~  ivho stick with the p r a m s  to have their Icans 
approved: in 1993, ~.F;i;e one third of all Isan requests were wcmen (114 h-omen.230 men), lcan 
approval was granted at the ratio of 15:30 and by February 19514 had risen to 157. MoreoVb.cr, 
desire for succe-cs is a h 0  shown by the 75% rit,pat loan rate of women bonowers coupled with 
a zero IO)% default rate as of Fobmary 23, 1991. Clhe low rate of 5% default overall is e~tirely 
atfributable so far to men borrowers.) 

4. It m3y be that the requi~ernents of mass A Iending (the only product offered until 
19933, which start a borrower at a very modest level, is too limited a horizon for some 

men-osmed Swazi businesses. Class 3 lending, which can offer larger amolmb from the 
beginning, may be the loan choice of more men than women, if they have more and larger 
established businesses and sufficient collateral. Class B lending is now increasing and the 
experience of the application process and repayment history kill better inform this discussion. 

5. Nevertheless, there are problems special to women (reviewed in h e x e s  D, E and F of 
the Project Document), which they may or may not have learn& to overcome, and SBCT could 
increase both the rate of 'business cljentskp and successful application 01 sen-ices by planning 
training and financial programs to also fit women's spedal n d s .  Concentrating on offering 
women products and services which result in assets they can easily control, i. e., any Iiquid 
assets (movablesl, wodd greatIy increase their interest in SBGT/GTC p r o p m  and serve their 
short and long term interests as beneficiaries. This toncent?ation need not and would not 
exclude men. In fzct, it would strengthen the overall program in h r h  its profitabBty and 
developmental sensitlility This wcdd not ody serve devefo~menta'l interest in §SGT/GTC 
programs, but capkre an identifiably Hrge market. 

6. The fact that at this moment there seems to be little competition for this market should 
not result in the neglect of attention to St, but should show it as an almost empty market niche 
opportunity. In short, spedal planning for helping women entrepreneurs to expand their 
businesses would be good business for SBGT/GTC. 

7- By offwing increased I a n  and training products to clients who have moved through 
Class A loan process (now 2:1 women) SBGT/GTC could significantly rduce its risk exposure. 
Women-owned businesses in Swazdand should not then be seen only as percentages to meet 
in order to make a program "sacio~onornically respor\sibIen, but as a low risk, potentially high- 
profit market to capture. 

8. 'There is a very significant age concentration in SBCT's database on clients in their middle 
years. Some of them may be retired horn salaried positions a d  b5sh to continue providing for 
their extended families- Jf they have invested we11 in both financial and social q ~ i t y ,  they rvill 



have a better chance to grow. Older pei~yle in Sr\.aziland, as clser%,hcre iq A ~ c a ,  have more 
status and can command greater resources, especially in riral areas. That they see SBGT/GTC 
as a way to maximize their positicns confii ms the cverall s t rength  of the program. 

B. Adjustments to Proj~t implementation 

1 Greater attention should be p;tid to solving problems peculiar to seasonal businesses. The 
~ S S  A loan process could be rescheduled to better fit the real calendar constraints of businesses 
serving the duration Cxhool) sector and at Teas t those traders a d  wholesalers re]-g on tourist 
Pr-ae. Several clients have expressed their concerns about this need for new scheduling, 
especially now when they are in a slump, but the new season is just ahead and they must stock 
up for it. >laving these businesrts into Chss B lending may solve LFleir immediate problem, 
but one reason they are growing i s  k z u s e  they have received Oass A training and graduated 
lending. 

2. As it moves into a new lending phase, SBGT should now begin to assess businesses 
which apply for loa,a on the basis of marketability of products (existence of a market niche) and 
other growth potential hdicators, even identifying several "favored" sectors as the Sustainability 
Plan has already evidenced. 1 suggest as a start, certain Mars which are already &enk 
favorites, identifying them as market niches and assessing businesses which can move into them. 

3. Growth potential includes at ha+t some of the following services: 

identity of market niche and share 
marketable product - quality control and capacity for on- time delivery 
ability to delegate more tasks of awership and to rnanage time 
control of assets, cash flow and losses 
availability of employment pool 
organization of production for sales increase 
ability to form and work within business relationhips, among which are 

partnerships, networks (old boy/girl) 

4. Responding to client feedback, explicit and implicit, the following client needs have been 
demonstrated: 

a) As noted above, clients asked most often for newer repayment schedule, and this may 
be due in part by their lack of prichg skills and ability to increase net profit by enlarging their 
cost/sales margin. FoUo~ing are the consultant's suggestions for S E T  training workshops or 
formal courses addressing these needs: 

1) Pricing - how to be a buyer as well as a sever 
Suggested title - "Know Your own Buying Power" 

2) Margin Phnning - "How to increase Your Gross Profit" 

3) Sun-iving Seasonal Changes - "Money Management for 
Seasonal Business-" 



b) The cours.+s rrqt~erted rr;ost ofren by clients included: 

1) Ca;-turing New 3larkets or Increasing Existing Market Share 

2) Xfa: keting Sxvices - more contact W O T ~ ~ L ~ F S ,  as in the CAP model. 

31 Sp~xial Courses in siSwati 

4) Business Pianning for Wornen - increase work wjth BWAS. 

VIII. Comments on Sustainability Plan Impaci 

A. The plan to exterrd SBGf/GTC services geogra~hicaUy bill help to rapture a larger 
market both for itself and for its clients. While much cf the rural area is depressed and 
microenterprises abound, fiere is a real possibility for grolGth in certain sectors such as 
education, health, hansprt and horticulture. The incluclon of rural peopIe who are already 
establishing themelves in these sectors would enhance the Project. However, logistical 
difficulties which aheady exist between the two SBCT offices and the importance for staff with 
real authoriijr delegated La them in faraway places codd  present problems in implementing this 
plan. 

8. SBGT/GTC must attract larger-sized businesses as clients to sustain itself as an 
independent enterprise and to compliment the growing success af the existing program. The 
Sustaimbility Phn has several loan products and business services on its agenda to go after this 
market sector: 

1. Equipment Loam 

With the exception of hawkers and peddlers, all types of SKT/GTC client business ~ifl 
eventually need new or Iarger equipment, and many of them include this in their short term as 
well as long term business goals in interviews and questionnaires. These bans are not only 
sodo~onomically inclusive by gender, size and type of business, but also will attract clients who 
are beyond the level of Class A and probably Class B lending. Tkus GTC codd capture a 
market heretofore uninterested in its products and SBGT can design more Business Advisory 
Courses and Workshops (such as salesmanship, Dzlle Carnegie courses, Advertising MTorksinops) 
which would appeal to many who had not been aware of its programs. 

2. Invoice Loans 

Invoice finance, like equipment financing, is a low-risk program to attract medium-sized 
businesses. It is at preent used in some cases of getihg struggling Class A and B businesses 
over an order hump where assurance against default is needed. 



Working Capital Laans, unless they wouId be in larger amounts, daes not seern : me to be 
essentiaUy difforcnt than Class A/B loans. Are they being dcvelopcd io  replace ct :s? A/B? 

i 
4. Training and Business Advisory Services 

5. Marketing and Marketing Services 

S&M3 Business Consulting and Business Prcfik Trabting could be offered to established 
financing institutions. This is already occurring in Manzini. In addition, Business Consulting 
could develop a Road Show for SBrMB funding institutions and enterprise funds. 

6. In addition, in an effort to cover the high costs of offerkg continuing low and mid-level 
services to more cljents, GTC proposes to offer Housing Acquisition and Improvement Loans 
(HAlL). Just as the SBD Project targets established small busiseses -the struggling low and 
middle strata of the Swazi business community - so the HAIL loan program targets those people 
who are employed at mid-salary level, who lack the cogateral necessary for bank mortgaHng. 
In this, it is a program which not only addresses the needs of a socioeconomically neglected 
market but also meets developmental imperatives. And it can provide the ali-important financial 
underpinnings for an expanded SBGT program f ~ r  which there is no (by client fedback) real 
alternative - small 5usiness growth. 

7. The program can also support SBGT activities and other GTC products by aeating the' 
environment for expanded building supply companies, many of whom are already clients. 

8- Caution is advised in assessing the tme market for these loans. A one person-one house 
ratio is to be expected, uith attention to :he adverse possibility of speculation on the part of 
some h v ~ t o r s .  

9- The program shodd abo be n o n i t u ~ d  for its possible exclusionary impart which would 
dehact from its developmental appeal and abo redr:re its market - specially in the case of 
tracking rvomen married with C o m u ~ t y  Property Eights (Roman Dutch3 which could keep 
r s d f  in litigation with either a divorced husband or a deceased husband's family. It is undear 
how the program would be reconciled with the inability of married women to own in their own 
right the n a t i o ~ J d  upon which might stand their houses. 

10. With these caveats in mind, however, the HAIL program offers zn opportunity for GTC 
k 0  diversify its activities in a way which could have a very psitive sodoecronomic impact or. the 
mid-level 5wai  community at the same time as providing necessry cost-eifective income to 
continue the SBD project god. 

If .  Without the financial and training services of SBGT/CTC, small business ortners who 
are etablished desire to grow would be little in the way of viable aItematives. While there 
seern to Be development agency interest in microenterprise support, the availability of :aoursgs 
for S&MBs jn Swaziland b either lacking or severely restricted at present. Regarding this, the 
ronsd!ants note responses in innervjews and questionnaires, where all but 5 owners answered 
the question: "If there were no SECT', where would you go for money or training?" in the 
negative. One, with obvio*a tongue in cheek, responded 'Try the Bank - which is a one in a 
million chance," 



AT'TACHZI ENT to 
S~cia-~cunarnic Impact A~sessment 

TO assess the socioeconot.~ric imkact of the SBD project as \t+s.eU as to say sornet!iing rne~ningful 
about the ws!ainab:lity of SPGT/GTC, a relative propartions axalysis was dcne.on ifs enlire 
recorded client database made available by tflc. SBGT staff. F r ~ m  these proportims, an 
htemiew/questjennaire population was crest& which was both large enough and 
representnkiee of the overall client population to assess p r a j ~ t  impact with some degree of 
meaningful conclusions possible. So-caIld "random sampling" was not appropriate in this case, 
since the overall client population is far too smzl!, not hoxnogeneous or controxed. 

Time and !o@stical constraints prevented a w m ~ l e  of 10% of the overall client pi~pulation. Based 
on what was possible in 10 working days, a pool of 40 clients was sdected fclr interviewing 
which reflected the databse proportions as much as possible. In addition, within thirre 
proportions, clients were selecrd based on a raige of characteristics - age, marital stabs, type 
of business and length of time in business. This srnd sample was aukmerited 133th 

qzlesijonnaires. 

The follch-ing chart shows the conceptual framework from which clients were selected to be 
interviewed. Some of them required trnclation help in sstsfati, and much help was given from 
both A.I.D. and SECT staff. The frame\+-ork is based on 30 subjects, with a reserve of 10 for 
logistical and time constraints: 

this simple, another 220 questionnaires were added, (60 credit clients and 160 training clients 
who have not taken loam], and these were delivered in both English and sswati. 

SBGf staff helped in translating, phoning for rendezvous with c'lenb, providing transp~rt and 
seatching for premises (for which they aione had directions), delivering and handing out 
questionnaires and providing files requested far comparative analysis. How;ver, SBGT/GTC 
staff are kept hUy busy wjth normal, ongoing business duties, many clients have no telephone, 
were in both Manzini and its rural areas and h.fbbane, a s k 4  for postponement, and some 
handed back questionnaires with no business name or client number so that they were useless 
for comparative analysis. Two questionnaires were returned ioo !ate for this report. 



V. FINANCIAL SUSTAIN.% BILETY 

A. Financial Sust~inabllity and SKT/GTC 

1. The initial Project Paper b a s ~ s  the concept ef sustainab:lity for the Project on both 
earnings from chsrges far services and income from donors or evdouments. The Prcject Paper 
skates. inter a l i ~  that the project design does not forecast that the Trust will reach smtainabllity 
through earnings only. Given the hiportant bevel :tprnental nahue of the project !ie: the creation 
of a small busi~ess funding progr~irn !ozelher-~j& the provision of small bushesr planning, 
advisory, training and other technical assistance, as xveU as the ertabtjshment of linkages bet:r.een 
other small and large business firms), the consultants agree with the positicn of the Aoject Paper 
that sustainability of the Trust must be b;lsed in part on the concert of an e~dotvrnent and/or 
other forms of continuing financial supyofi.. 

2 Prior to addressing the important aspect of fmanciaf bustainabdity, the consultants note 
that sustainability of an institution is afso b a s 4  upon its institutionaI operational fmndaticn and 
the continilation of sound management. ?he consultants have concluded that the current SBGT 
and GTC legal and tax structures provide a sound a d  effective instihrtimal operational 
foundation for sustained operations and gowth. The section of this report enti+leb "Project's 
Strengths at7d \VeaknessesW addresses the consultants' concerns regarding the continuation of 
wund management in terms of continued e x p a ~ a t e  involvement, the need for on-going 
t~hnical assistance for the Prajed, and attsactifig regional and Swazi management Xi suffices 
here fo say that both the Contractor and 3S.4ID shave this concern and have assigned the 
highest priority to esbbl%hing a propram to insue the devebpment of I d  management and 
the continuation of management continuity in the Project. Given tile commitment of both L'SAID 
and the Contractor, the consdbnts are confident that appropriate outside management and 
technical assistme ~ t l l  continua f~ be provided to the Project and that sound Swazi and 
regional management will be recruited for the Project. Accordingly, the issue of management 
development and contiiuity is not expected to jeopardize the %stainability of the Projxt. 

3. The key to "siirtainability," then, is to provide f i n a n d  sustainability in the form of an 
endowment of sufficient size that the annual income from this endomer?,. pIus the fee and 
interest incorne generafed by the Project, nil1 guarantee the continuation of the developmen!aliy 
sound activities of the Project's operations. 

4. SBGT (taken in its entirety to include the SBGT Trust and its wholly-owned subsidiary, 
CTC) successfully passes the two tests of the Hdsinki Arrangement of February 1992, hith 
respect fo non-financial viability and aid eligibility. These two tests concern: 

a. Whether the project Iacks capacity, with appropriate pricing determined on market 
principles, to generate cash flow sufficient to cover the project's operating costs and to service 
the capital employed. 

b. Whether it is reasonable to ccnclude that it is unlikely that the Project in its 
entirely c2n be financed on market fern~s for or: stipulated market terns). 



5. Specific additionai precision h25 been prlsvidd to thme tests by the tntrrjc.3uction cf the 
ccncepts c;f the Net Present Value (NPL') of a pr~jtlct's ca:h flows, ti;? weighted cost percentAge 
of all capital employed, and/or the f m a n c i ~ i  internal riite of ret~irn on a project (for ftirther 
details, see . M e  Eeenhakker and Siichael E. Unger, 'The Currei-,t HclsinU Anangeinent," in 
Multinational Business Review, Vaiurne 11, !Uumbt.r 1, Spring 19941. 

B- Sus$ainabi!ity in Terns of Net Present Value 

1. Gen2ral "financial sustainability" of a Je.:~lopmentally sound project can be defined as 
follows: a dt.velopmentaHy sound project is financ~aliy susiaindbk if, when additional financing 
is secured, the net present value (XPV) of the cash fiorvs genclrstd by the project during '1.. 
planned period equals zero. 

2. The implication of this definition is that without the addlticnal financing, the project is 
not financia;ly viable. The concultants have analyzed the fimncial accounts of the SBGT Project 
as a whole and of its two component parts, as well as a variety of projstions of possible future 
financial performances, and have concluded that the SBGT Project taken in its entirety is not 
financiany viable without financial assistance and that the Project is etigibIe for donor aid and 
endoww,,ent assistance, because of its sound developmental nature. 

3. ConreqttentIy, the remaining task to attaia finandal sustainability for SBGT is fo m e  
additional financing, sufficient to result in a zero NPV of cash flows during the p~ajected 
planning period of the Reject. The optimal manner in which to secure additional finmcing for 
the Project to attain a zero NPV of projected cash florvs is to arrive at a size of an endormerit 
for the Project that will generate a return sufficient to render the projected NPV qua1 €0 zero, 
rather than a negative amount. 

C. The Use of an Endomnent to Provide Additional Financing 

1 The use of a trust endowment to provide additional financing in order to insure financial 
sutainahility is recommended fox the foUowing reasons: 

a. The establishment of a trust endowment in the United States, with the income 
proceeds to be paid to and us& by SBGT in Swaziland, is fully permitted under U.S.hws and 
is authorked under USAID procedures. As an entity established and operating off-shore from 
Swaziland, its only legal connection with Swaziland will be the income payments made to SBGT 
and thus the trust endowment's existence and operations would be separate from and fiee of 
Swazi laws or regulations. 

b. An endowment does not require the extent of repetitive analysis, justification, 
paperwork, and other logistics associated with periodic funding. 

c. The endowment provide the financial, continuing security necessary to attract 
dirztors, management and staff. 

d. The additional financing can be protected against the a3ticipatd devaluation of 
the lilangeni through offshore trust status and hard currency investments. 
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e. Foreign ekchange risk wlll he niIr~imizt~, btcduse the. rcquird slze of ilis 
endos%.ment is has& upon the net prcyent value cmncept and hence r~qr;ires use of the cursent 
exchange rate only. 

f. The existence of the endc~%-merri can be t?std as a leveraging device, encouraging 
other donors and the indigenous private sector to make contributions as well. 

2- Given this general definition of the financial sustainability of a deve'loymentaEy sourid 
project and the significant advantages of the e :~doment  n~ethod for providing additional 
finance, a specific definition of fjnandd susbinability for the Project can be stated as follows: 
The SBGT Project will be finandally sustainable if a sufficiently large endowment can be secured 
to attain a zero NPV of cash flcws during the ]~rojecCed planning period of the Frojcct. R i s  
definition means that the return on the investment of endowed funds must be large enough to 
render SBGT's projected cash flows zero. Given this specific definition, the next task at hand is 
to arrive at a logical, interconsistent model to compute both the NPV of the Project's projected. 
cash flows and the size of the endowment necessary to rrsdt in a zero NPV. 

D, Rational of the Model to Compute the NPV of the SBGT Project's Cazh Flows and the Size 
of the Requked Endowment. 

The model to compute the NPV of the f roject's projected cash flows and the optimal size of the 
er~do-ent required to render the Project financially sustainab1e L based on the foUowing 
rationale: 

'I. Net Cash Rows are defined as all cash inflows minus all cash outflows during stipulated 
time periods (usually the Project's fiscal years) and can be calculated by adding back nonash 
charges, such as depreciation, ta net earnings (such non-cash charges are added back because, 
though they are considered an expense when calculating accrued net earnings, they do not 
constitute actual cash outfIows-s). 

2 The projected cash inflows for the entire Project, including both the SBGT Trust and its 
wholly-owned subsidiary, Growth Trust Corporation (GTC), are defined as revenues less aU 
costs, plus non-cash charges. Revenues for the SBGT Trust and GTC are interest on loans made 
ta clients and income h r n  fees for services to independent clients or to clients who are also 
receiving loans. This means that ultimately the entire Project's projected cash inflows are 
determined largely by the projections of the different types of loans provided to dienfs. Hence, 
it is important ro commence the forecastiing effort uith the projection of GTC's loan accounts in 
the GTC (a'a!one) balance sheer. 7he model used to compute the NPV of the cash flows, under 
varying assumptions of future financial performance, thus begins with the projection of the pro 
f o m  balance sheets of SBGT and GTC alone and of the consolidated entity, throughout the 
planning period. 

3. The entire Project's cash outflosvs for the casts of capital and for operational expenses are, 
d i r e l y  or indirectly, also related to the overall volumes of the different Joans made by GTC to 
its clients. The model vari2s asun~ptions L; to the expect& grar%*th in th~se loan volume in 
order to present varied sensitivity analyses. 



4. The re!;liionship between the cash flow= and the v;,rit\.us b ~ l ~ ~ n c e  sheet ifvrns (esp~tal ly  
the :oan volumes), as well as the rplationrfiip of the ca::h crrttlows and the baldrice .;beet items, 
are detemined by a combination of historical experierii e a n d  .'or the exprience of management 
and other profesrionals invotved in the forecasting effort. Given :he ri.1,:tively d ~ r t  time span 
since SBGT was etablichd, the r.p!ijtionships assumed to etist rvere dett?rmined'pr*;rnariIy by 
senior manage:-nent and the consuItants. 

5. Given the foregoing, the forecastbg rncdel commences t\ith Fro forma balance sheets, 
then proceds r a t h  the derivation, form the balance sheet ilzrns and the revenue and expenses 
assumptions, of a pro fasn;,. 'ncome statement. The mods1 :hen computes projected net cash 
flows (ie: cash inflows minus cash outflo~vs). The consuItants selected a planning period of seven 
years to arrive at the various projections, because this time span is generaily recommended for 
forecasting purpcses of Enterprise Funds in Eastern and Central Europe, and because a planning 
horizon longer than seven years rends to result in questionlible forecasts for the more distant 
years. Furthennore, the net present value of cash flows exyxted in the more distant years of a 
lengthy p!anning period tend to be small. 

6. Management projects, and the consultants agree, that in the most likely forecast 
assumptions, the operztions of GTC an a siand alone basis wd l  become cash positive, and then 
profitable {and thus financially viable and sustainable) within a matter of two or three years, 
depending on the underlying assumptions used in the forecast. Since i t  is determined that the 
projected cash flows of CTC render it financially viable without an endowment, then the analysis 
co~lcentrates on computing the NPV of the cash flows of the SBGT Tru-ct alone in order to arrive 
at the size of the requited endowment. This approach is justified, assuming that: 

a. GTC must devote all or most of its positive net cash flows during the years of the 
planning period to insure its own financial well-being, its ability to grow, and its cmtinmg 
sustainability. Both management and the consdtanls make this assumptian based on sound 
business practice and prudent financial management. 

b. SBGT alone will not attain positive cash flows during the planning period (due 
to cost/revenue structures inherent in the labor-intensive provision of advisory services and 
technical assistance). 

7. The NPV of the Project's net cash flows is computed by applying the average cost of 
capital as the discount rate. The negative NW of SBGT alone thus obtaiaed is expressed In 
emilangeni because all the interconsistent financial projections used in the model are derived in 
ernilangeni. The advantage of working with the NPV or concept of present vdue is that one only 
needs the present exchange rate to compl~te the d o h  quivalent of the NPV. 

8. Given a forecast of the expected rate of retun an the intrestment of the endowed funds, 
one can compute the size of the endowment necgssary to render a zero NPV and, hence, the 
financia1 sustainability of the Project. This observation is valid became: 

a. To arrive at a zero NFV, one must have a positive NPV equal to the derived 
negative NPV; and 



b. The e x p ~ t e d  rate of return on the inve.;tnwnt of the e n d ~ w e d  funds applied to 
an endowment size "X" must render the computed p~ssitive NPV needed to attain the 
aforementioned zero NPV. n i s  reIationship implies one equation with one ufiknorvn, and thus 
the required endoivrnent size "X" ccln be computed. 

9. C3vc-r n period of time, the succescfut clients of the  Project can only remain successful and 
expand if quZty capital is provided to them as well. There 4 1  be point in time where these 
clients' needs and the furtherance of the Project's goal and objective wrll require that the Project 

q t r r t : i  capital to existing clients. In addition, some of these cljents will have grown to pr@y7--: 
the stage i+.he:e they can succfisfuUy turn to the commercial banking system for debt finance. 
In tEs  r tg~rd ,  it night be useful to introduce USAID'S Loan Guarantee Program to Swaziland's 
comme:cial banks to induce them to prokide loans to these developing small businesses. 

10. Although the introduction of equity funding by the Project is planned m a preliminary, 
pilot basis under the existing structure, a longer tern, fill1 pr >gram of equity investments vcill 
require a separate legal vehicle, similar to the subsidiary status of GTC. As a subsidiary of SBGT, 
this would mean an additional set of negative cash flows in the early years of the equity 
invgshent program (the forecasting mode1 does assume modest equity investment activity, but 
also assumes separate, independent funding - thus preventing additional negative cash Rows 
from the equity activity from showing up in the model). Consequently, a larger endowment ( 
and/or other source of funding) would be required to render the entire Project -the SBGT Tmst, 
GTC and the equity subsidiary - financially sustainabIe. 

Detaits of the model and its varying assumptions are found in the Sensitivity Analyses included 
in this report. 

E. Suitability for an Enterprise Fund 

The consultants recommend that the S K T  Tmst itself become a separate Enterprise Fund or, 
depending on the forthcoming legislation, that it be considered a separate program under the 
umbrella of a Regional Enterprise Fund in Southern Ahica. As a non-profit Trust, S E T  is the 
only appropriate vehicle to be either the recipient of an Enterprise Fund's support, or fo be 
structured as an enterprise fund itself. Determination of the exact endowment trust struckre 
must be made according to established L S A D  administration and the expected new Iegislation. 

SBGTs spcial suitability for Enterprise Fund consideration is based on the following 
observations: 

I .  The purpose of an Enterprise Fund is to assist the private sector, including in particular 
s d  enterprises, through loans, equity investments, technical assistance, training and other 
measures. SBGT's business activities and advisory services serve in each cf :hese hgeted zeas. 

2 An Enterprise Fund is expected to invest in sustainable and developrnentdZy sound 
enterprises in imperfect markets. SKTs ckmrnstances fit these definitions exactly. 

3. Necessary preconditions must prevail for the successful establishment of an Enterprise 
Fmd: an enabling environment of governmental regulations and legal system, a potential for 



development of the enJ-user cfients, tire identific.iticn of s~t3ilfic areas for iinprovernont in the 
funded client's operations, and the ft.aslb11ity of ;r disinvestment (exit) strategy in the case of 
equity funding. All of these critsna are nwt in the c,ise of SBGT. 

4. 58GT itself has the srsuaI characteristics of an Enterprise Fund: it has no sfiareholders, it 
does not pay dividends, the technical assistance serviccs offered are not free of charge, the Board 
of: Directors could be ~ubjrct on;y to the ccnditivn of the agtxrnent estnbkhing the Enterprise 
Fund- 

5. SBGT has the potential to mobilize additional f~reign and local investment capital (the 
retained earnings being created within clients' operations also constitute additional local 
investment capita3). SBGl's successful performance to date has already attracted loan capital 
availability and presents the potential for additional loan and donor or equjty capital. 

6. As is expected from an Enterprise Fund, SBGT and the business clients it is helping to 
grow h a ~ e  created additional employment a11d wealth creation in Swaziland's small business 
sector and they continue to do so at an increasing rate. 

7. Suitability f ~ r  an Enterprise Fund also requires flexibility in implementing projected 
activities, depending on the availabiiity of funding and in particular of endowment funding. This 
flexibaty must hrlude the timing and scale of planned business activitie and other program. 
SBCT does offer this flexjbility - for example, the provision of equity capital codd commence 
in the near future or be postponed until a few years from now. Similarly, equity funding of 
clients codd k g i n  on a small, pilot progrm in the near future or, again depending an funding 
and technical asist.z7ce availability, it could be launched on a larger scale. 



VI. RECOM.1IENDED SIZES FOR ENDOlly31ENTS UNDER THE ENTERPRISE FUND 

Once the NPV has been calculated, the size of the endow rnrrrt n e e i d  can be computed. That 
IS, the size of the e11Jowment shtjufd be sufficient to fund the negative net cash flows during the 
planning perid. Specifically,  is means that the return on the endowment should be just 
enough to render the negati~,e NPV equal to zero. This latter statenent is based upon the proper 
assumption that the size of the endowment at the beginning of the planning period should be 
equal to the size of the endowment at the end of the planning period. This assumption does not 
mean that the size ~f the endowment cannot cbnge  during the planning period; in fact, this 
flexibility of size of the endowment during the planning period is deirable, because forecasts 
of cash inflows and cash olcrtflows change from time lo time during the planning period. 

These 05senations mean mathematicaUy that the required size of the endowment involves the 
fallawing c o ~ ~ p u  tations: 

N t'd 

L .  - - 5 v . ' e y k v ~ ~ ) u -  
The size of the endowment is tken computed as follows: 

WHERE: 
R = the number of years in the planning period 

t = index for the year of the planning period 

C = size of the annual net cash flow 

k = average cost of capital of the business entity, used as the discount rate to compute the 
NPV 

NPV = Net Present Value 
- 
C = the average annual net cash flow during the planning period 

PVFA = present value factor for the annuity 

E = the size of the endowment 

r = the average annual rate of retum on the investment of the endowment 

Use of the foregoing formuhe to compute the size of the required endo-ment for SBGfs 
possibIe negative Nf V's (as projected by application of the three separate sensitivity analyses, 
each using different revenue and cost assumptions) with a planning period of seven years in 
each analysis anel under different assumed rates of return on the investment of the endowment 
(r), leads to the following sires of endowment: 



1. For Sensitivity Analysis 37 (File SBNPV6.WK31, with a negative NP'J of 92,044,145 323 
a planning period of seven yexs,  f ~ r :  

r = 6%: the required size of the endowment is 58,435,033; 

r = 7%: the rquired size of the endowment is $7,230,029; and 

r = 8%: the required sire of the endob-ment is $6,326,275- 

2. For Sensitivity Analysis $2 (File SBNPV7.WK3), with a negative NPV of 5-, ,  ;7,234 and 
a phnning period of seven years, for 

r = 6%: the reqtrlred size of the endolm~ent is $8,736,633; 

r = 7%: the rquired size of the endo~ment is 87,488,543; and 

r = 8%: the required size of the endowment is $5,552,375. 

3. For Sensitivity Analysis #3 (File SBNPVS-WIO), with a negative NPV of $2,376,518 and 
a planning period of seven years, for 

r = 6%: the required sire of the endowment is $9,806550; 

r = 7%: the required size of the endowment is $8,405,614; and 

3 = 8%: tho required sire of the endowment is $7,354,912. 

Civen the foregoing sensitivity analyses' results, and incorporating current forecasts of interest 
rates, as well as mrrent forecasts of portfolio investment rates of return, the consultants ' 

recommend an endowment of $7,5UO,000. 



VII. PROJECTED FINANCIAL. PERFORMANCE FOR THE PROJECT 
Sensitivity Analyses 

with 
Cash flow, Net Present Values and Endowment Sizes Forecasts 

Each Sensitivity Run includes the cash flow and NPV recults and a summary of key 
assumptions, as weU a5 the endowment size calculations. The revenueand cost assumptions and 
changes made are as follows: 

These assumptions are reaIistic as to revenue (given the low base and the credible significant 
increases forecast as a r s d t  of the HAIL loans) and the cost burdens have been &eased to test 
assumptions and sensitivity, as indicated. The changes are modest for two reasons: 1) the 
explanations of the assumptions by management are basically rebbIe , and 2) the modest 
changes reveal the model's sensitivity to revenue/cast changes arrd rehtionships, which are the 
key assumptions in a service-based activity. 

The Lotus model developed for these sensitivity analyses is detailed in the attached computer 
disc, including slunmeries of asfltmptions and all cell dormuls for calculations used. 



GENERAL XSS!_'btPTIO.VS 

1 - Th? january 1994 accounts are historical, as ccn>lmc:eri in ~ccrual accounting f o m  by 
management and the ccnsultants. 

2 The Jan - Sept 94 and the Sept 94 - Sept 95 accounts are derived from special, detailed 
scheduler prepared by management. The changes in accounts have been projecttzd according to 
management's and the consultants' best estimates of business growth, interest r a t s ,  and fees 
earned. These changes appear in the Sensitivity Analyses as "Movements" between the Jan 94, 
S p t  94 and Sept 95 reprting dates. 

3. As a matter of business and financial prudence, GTC ~~ have to devote most if not all 
of its cash generated in the next several years to building its own equity and thus on-going 
financial viability (eg: "susbtlnabdity"). As a result, the NPV analysis is applied to the cash flows 
of SBGT alone. As the cash flows indicate, the cash flow deficits dl occur in SBCT. It is the most 
accurate measure of the level of actual support r . 4 4 .  

4. According to the projections, GTC's cash ff ow turns positive in '1995, and it thsn turns 
profitable (as opposed to cash positive) in 1996. This is the core self-=staining financial 
operation h the project. In order for it to be viable, and remain \<able wrd -0ntinuing to grow, 
the cash generated will have to be largely id not wholly reinvested in GTC's business for the 
foreseeable future. Certainly until such time as fundamental, on-going sustainability can be 
assured; then surplus a s h  generatd might be used to partially subsidize SBGT's programs. 
Untd then, endowment support is required. 

5. Key balance sheet items (especially Ivan volumes) are forecast based upon recent 
experience and management's assessment of growth potentials. Income Statement items 
(specially revenue and cost growth rates) are also based upon recent experience and 
assessments of market demand by loan categories. Growth rates, interest rate, and fees 
assumptions are reflected in the projected amounts and in the Lotus formulas. Key working 
assumptions for all sensitivity analyses include: 

0 Interest rate earned of 33% on the following loan categories: HAIL 180, HAIL 
Plus, Class A, Working Capital, Equipment Loans and Invoice Financing. 

0 Interest rate earned of 24% on Franchise Loans. 

e Cost of Bonowing of 10%. 

m Net fees earned of 2 5 %  on HAIL 180, HAIL Blus, and Franchise Loans. Net fees 
earned of 5.0% on CBss A Working Capital, Equipment Loans and Invoice 
Financing- 

6- Key growth rate assumptiom in each of the sensitivity analyses are detailed in the cover 
sheets to the hard copy annexes to this report and are included in the computer model printout. 



Ah3'EX 1 to chapter VII. 

SENSITlV lTY AN A l .YSIS #I  

FILE: SBNPV6.WK3 

1 NPV CALCULATION (SBGT Alone): ($2,044.1 35) 

DLCCOLNT RATE: 16% 

ENDOWMENT SIZE CALCULA?IONS; 

For Sensitivity Analysis #I (File SBNPV6.WK3), with a negative NPV of $2,044,145 and a 
planning period of seven years, far: 

r = 6%: the required sire of the endowment is $8,435,033; 

r = 7%: the required size of the endorvment is $7,230,029; and 

r = 8%: the required sire of the endowment is $6,326275. 

Key Assumptions 

1. GTC introduces equity investments in '1995 and 1996 at 10% of loans. These equity 
invesbnents then grow at a conservative 5% per annum (see "Equity Investments" just above 
TOM Assets). The investments are funded by a 'Special Equity Fundhg" account (see just below 
Current Liabilities m d  just above Total Liabilities). This funding is forecast to come from the 
Enterprise Fund or another source. It is entered in the model now w%l~out cost. We should add 
some cost element in the interest expeme accounts. The model includes no revenue from these 
investments. 

2 To be conservative, and to address the strong opinion of many people, the costs of 
continuing expat management as it now exists is included through the end of 1998. As with the 
equity funding, however, this expense is funded with a separate account which assumes outside 
funding (see 'Spetlial Technical Assistance Funds" in the Revenue accounts of both SBGT and 
LTC). 



ANNEX 1 to Ch.3pter VII. 

Revenuz and Cost Ascumpt i i .~  

Sensitivity Analysis #1 
SBNPir6.Ct'K3 

Percentage Annual 1nnezs6 

r 
Sega 99 Segt 2 0 ~ 1  st pt 2001 1 
Growth Growth Growth Indicated NPV 

Ialf negative) 
Rev Cost Rev Cost Rev Cost 

20 10 20 10 20 10 2,034,145 1 



ANNEX 2 to Chapter VII. 

SEXSITIVITY AS..:ALYSIS #2 

FILE; SEINPV7.W K3 

PACE t 

hTV CALCULATION (SBGT Alone): <92,117,234 1 

DISCQLW RATE: 16% 

EAWUWENT SIZE CALCULATIONS: 

For Sensitivity Analysis #2 (File SBNPY7.WU), with a negative NPV of $2,117,234 and a 
planning period of seven years, for 

r = 6%: the required size of the endowment is $3,736,533; 

r = 7%: the required size of the endowment is $7,488543; and 

r = 8%: the required size of the endowment is $6,552,475- 

Key Assumptions 

1 GTC introduces equity irtv&ments in 1995 and 3996 at 10% oi I o w .  These equity 
investments then grow at a conservative 56 p a  annum (see "Equity hvestments" just above 
TOM Assets). The investments are funded by a 'Special W t y  Funding" accomt fsee:~t below 
Current Liabilitis and just above TotA Liabilitis). This funding is forecast to come from the 
Enterprise Fund or another source. li- is entered in the model now without cost. We should add 
some cost element in the interest expnse  accounts. The model includes no revenue from these 
investments. 

2 To be conservative, and to addres the strong opinion of many people, the costs of 
continuing expat management as it now exists is included though the end of 198. As with the 
equity funding, however, this expense is funded with a wparate account wkdt assumes outside 
funding (see 'SpeciaI Technical Assistance Funds" in the Revenue accounts of both SBGT and 
GTC). 



ANNEX 2 to Chapter Vil. PACE 2 

Sensitivity Analysis *2 
SBNPV7. WK3 

Percentage A.nnual Increases 

Sept 94 Sept 95 SepP 96 S.:pt 97 t Segt 98 
Growth Growth Growth Growth Growth i 

Rev + Cost Rev + Cost Rev Cost Rev I Cost Rev Cost 
T 

10 15 25 10 20 10 20 10 
A. 

Indicated NPV 



ANNEX 3 to Chapter VII. 

SENSLTIVITY ANALYSIS #3 

FILE: SBNPV8.WK3 

PACE 

NPV CALCULATION (SBGT Alone): C92,376$I 3) 

ENDOWMEhT SIZE CALCULATIONS: 

For Sensitivity Analysis S3 (File SBNPV8.WK31, with a negative NPV of $2,376,558 and a 
planning period of seven years, for 

r = 6%: the required size of the endowment is $9,806550; 

r = 7%: the required size of the endowment is $8,405,614; and 

r = 8%: the required size of the endowment is $7,354,912 

Key Assumptions 

'1. GTC inboduces equity investments in 1995 and I996 af 10% of loans. These equity 
invesbncmts then grow at a conservative 5% per annum (see "Equi+y Investments" just above 
Total Assets). The investments are funded by a 'Spziei Equity FunLing" account (see just betow 
Current Liabilities and just above Totd Liabiljtia). Ths funding is forerast to come from the 
Enterprise Fund or another source. It is entered in the model now without cost. We should add 
some cost dement irr the interest expense accounts. me model indudes no revenue from these 
hveshenf s. 

2. To be conservative, and to address the strong opinion of marly people, 3ie costs of 
continuing expat management as it now exists is included through the end of 1998. As ihle 
equity funding, however, this expense is funded with a separate account which assumes outside 
funding (see 'Special Technical Assistance Funds" in the Revenue accounts of both SBGT and 
GTCk 



ANNEX 3 tc? Chapter Vjl. 

Revenue arsd Cost As>umptions 

Sensitivity Analysis $3 
SBNYlt8.\t'K3 

Percentage Annual Increases 

1 

Sep? 95 Sept96 Sept 97 

-.--.I. ] Growth 
I I 

Rev + Cost 1 Rev + Cod 1 Rev / Cost 

1 
T- 

L lo 15 20 15 20 

Indicated NPV 

PACE 



.hnex 4 - Terms of Ref2rence and SC'd P!3. 1 

Swazi Busincoo Dsvelopaent Project 
SCOPE OF WGRK FOR I41 D-TERY FbrALUATION 

IMSTITWTSOW& DEW3LOPMENT SPECIALIST 

1. This specialist will review project outputs as stated i n  the 
Prcject PaperJCooperative A g r e e z ~ e n t / D A I  C o ~ t r a c t ,  andquan t i f y  
progress made in achieving t a rge ts .  He/she will review goal 
and purpose of SBD project and assess to what extent these are 
being realized, He/she shall assess a s s m p t i o n s  r ide  in the 
project design. 

2. He/she will recomend adjustments to targets, assumptions, and 
apgroach to implementation, especially regarding institutional 
development and sustainabili ty issues ( financial, managerial, 
technica l ,  broad development, e t c . ) .  

3 ,  He/she will recommend whether USAID should s e e k  to establish 
an endo.+ment for  the Trust to partially assist in i ts  
sustainability and how such an endcwment would best be 
structured. 

A. Review the project outputs and quantify progress made in 
achieving outputs. 

3. Review goal/purpose of the project and assess to what extent 
these assu~ptions have been achieved. 

C. Make recornendations to project targets, assumptions, and 
approach to implementation, especially as it relates 
institutional development and sustainability issues. 

D. Make a secomendation as to whether USAKD should or should not 
establish an endowment for the trust. If it should be 
established how would It be structured. 



Annex A - Terms cf Reference and S C W  PCr. 2 

Swazi Business Development Project 
SCOPE OF XCRK FCR MID TE?X-TEXM 

FINAMCZAL/CREDIT A N A L Y S T / T W  LEADER 

1. This s ~ e c i a l i s t  w i l l  review t h e  SBGT current loan program and 
portfolio, credit t r a i n i n g  component ( for  clients and s t a f f ) ,  
financial sxstainability, and f u r u r e  ~ ; l a f i s  and how these 
re la te  to project  goals, objectives, and outputs. Currently, 
the DeveIopnent Bank of Southern  Afr ica  is assisting the 
~cssibillty of naking a E l 0  million loan to SBGT for it's l oan  
program. 

He/she wlll assess the prospects fo r  t h e  Growth Trust 
Cooperation IGT'C) to expand suhstantiaily (in terms of loan 
products and numbers of customers) in order to generate 
profits for other Trust services. SSGT is currently luoking 
at the option of selling preferred shares in order to generate 
capital for an-lending. Included in SBGT's d r a f t  
sustainability p l a n  is the provision of loans for low cost 
housing and home improvement. 

3 .  As Team Leader, he/she will di rec t  the team and campile 
xeports while maintaining liaiscn with t h e  USAXD Project  
Manager. 

REPORT 

A. R e v i e w  t h e  SBGT current loan prograii and portfolio; credit 
training component; financial sustainability; and future plans 
in regards project goals,  objectives, and ou tpu t s .  

B. Assess the prospects for the Growth Trust Corporation to 
expand substantiafly, in t e r n  of loan products and numbers of 
customers, in order to generate profits fo r  other Trust 
services. 

The FinancialJCredit Analyst/Team Leader will also be responsible 
for coordinating the preparation of the final report .  



A??nex A - T e r n s  of Reference and 5% Pg- 3 

Swazi Business Development Project 
SCOPE OF WORK FOR MIC-TEFL! ETI.A.LUATXON 

1. The s p e c i a l i s t  will review socio-econo;l?.ic, training, and. 
gender aspects of the S3D project implementation to d a t e  and 
assess inpact on beneficiaries, especially as relates t o  t h e  
g r o w t h  and profitability of client businesses. &/she will 
also identify any  impact c o x e r n s  associated with SBGT's 
sustainability plan and any recommended changes in projec t  
acrivit ies . The s~eciaiist will recornend ways to aii'eliorate 
any potential negative impacts and identify w a y s  to strengthen 
any positive impacts. 

2. Helshe will assess the project  monitoring s y s t e m  designed to 
capture impact data and to verify the data generated, 
especially relating to VrEMS and APZ, and  recoaxmend changes as 
needed. 

Tie Socio/Economic Analyst will be responsible for the section 
of the evaluation which pertains to the following: 

A. Review socio-economic, t r a i n i n g  and gender aspects of the 
p r o j e c t  in order to assess the impact on beneficiaries 
especially as it reieites to the growth and profitability of 
client businesses. 

B, Identify any inpact concerns associated with SBGTrs 
sustainability plan and any recommended changes i n  project  
activities. In addition the specialist will recommend ways to 
ameliorate any potential negative inpacts and identify ways to 
strengthen any positive impacts. 

C, Assess the project monitoring system designed t o  c a p t u r e  
impact data and verify the data generated, especially relating 
to MEiYS and A P I  and recommend changes needed. 


