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1 Outline of the Project
1.1 Background of the Project

The Mongolian economy has been rapidly growing, driven by the development of mineral resources such
as coal and copper. In 2013, the country recorded a substantial GDP growth of 11.74% with a per capita GDP
of $3,995. In recent years however, the economic environment has deteriorated in step with declining mineral
resource prices. Further, the benefits of rapid growth have not extended to the poor population, as the poverty
rate has either remained flat or worsened (earnings of less than $2 per day). Foreign investment outside the
industrial field has also failed to increase, resulting in little forward progress in other industries. Job creation
from industry, which accounts for around 20% of GDP and 80% of exports, has also been negligible. This has
caused concerns over massive unemployment especially of the younger population. Against this backdrop,
developing and strengthening the capacity of SMEs has become a major issue for Mongolia in terms of
industry diversification and job creation.

In January 2002, the Japanese government launched Phase 1 of the "Mongolia-Japan Human Resources
Development Cooperation Center (MOJC) Project,” a technical cooperation project aimed at supporting
Mongolia’s transition to a market economy. Activities began in earnest after the establishment of base
facilities in June 2002 through the grant aid project ""Construction Plan for Mongolia-Japan Center for Human
Resources Development.” Since that time, Japan has supported both the development of Mongolia's
business persons and the strengthening of relations between Mongolia and Japan through the
"Mongolia-Japan Human Resources Development Cooperation Center Project” (Phase 2) and the "Project for
Capacity Development of Business Persons through Mongolia-Japan Center for Human Resources
Development" (Post Phase 2).

As a result of cooperation over the years, MOJC is believed to have successfully fulfilled its original role to
support Mongolia's transition However, as Mongolia continues to undergo rapid economic growth, the
management knowledge and know-how companies need to expand their business is growing increasingly
more advanced and complicated. In response, today's MOJC is expected to provide high level business
training, on-site guidance and consultation that will teach people the skills they need. In the past, support was
focused mainly on small and medium-size enterprises (SMEs). However, new needs are surfacing such as
training of the government staff responsible for promoting SME development including the requests to
MOQOJC from the Mongolia SME Agency (established in 2008) for cooperation in their staff training.
Furthermore, with the Japan-Mongolia Economic Partnership Agreement (EPA) coming into effect, a further
strengthening of economic relations between Japan and Mongolia is expected, which brings an increasing
need for business professionals in Japanese and Mongolian companies to interact with each other.

Given these changes, MOJC must fill a new role as a hub for developing business professionals and
exchange activities in order to contribute to sustainable industrial development in Mongolia and reinforce

economic relations between Japan and Mongolia. To do this, MOJC must treat as assets, utilize, and expand



the information and networks that it has built up through years of cooperation with core managers and
companies.

The currently underway "Project for Enhanced Function of the Mongolia-Japan Center for Human
Resources Development for Capacity Development and Networking of Business Persons™ (hereinafter, "the
Project”) was launched in April 2015 with a cooperation period of five years. The Project has provided
cooperation centered on (1) establishing procedures and systems to implement and improve training to
managers, and (2) strengthening the administrative structure responsible for operating MOJC. And this time,
(3) establishing a framework to promote exchange between business persons in Japan and Mongolia will be
added as a new initiative. Through these efforts, MOJC aims to be a hub for businessperson development and
exchange activities, thereby contributing to Mongolia's industrial diversification and helping strengthen

economic relations between Japan and Mongolia.

1.2 Project Overview
121 Goals
(1) Overall Goal
MOJC contributes to strengthened business ties between Mongolia and Japan and diversification of
industries in Mongolia through development and networking of business human resources.
(2) Project Purpose

MOJC becomes the center of development and networking of business human resources.

1.2.2 Expected Outputs
The expected outputs of this project are as follows:

[Output 1] System to implement and improve the business services is established, whose contents are
practical, consistent with needs of private sector including SMEs, and contribute to
improvement of business performances of private sector including SMEs..

[Output 2] System to network between Mongolian and Japanese human resources mainly business field is
developed.

[Output 3] The institutional structure to manage the MOJC is strengthened.

1.2.3 Outline of Activities for Expected Outputs
An outline of activities for each expected output is as follows:
1-1  Conduct needs survey on the trend of industries that have high potentials to grow and business human

resources in Mongolia, and analyze the survey’s results.
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15

1-7
2-1

2-2

31
32
3-3
34

Develop the mid-term strategy on the business services at MOJC, whaose contents include strategy of
sales/marketing of MOJC’s activities, public relations, and training of Mongolian lecturers with their
expected roles.

Develop the annual operation plan on the business services at MOJC, and conduct the services in
accordance with the plan.

Establish the system to monitor and evaluate the business services and improve it continuously.
Improve the contents of the business services with reflection of the evaluation and monitoring results.
Conduct trainings on capacity development of government officers engaged in SMEs development,
and provide advices to the government officers on SMEs development.

Conduct seminars and provide information on collaboration between industries and universities.
Organize the accumulated data on the personnel who received the business services of MOJC to raise
its usability for networking activity.

Support networking and collaboration of human resources mainly in the business field through
networking events and/or providing information.

Collect information on good practices and/or successful case examples of the business services of
MOJC, and conduct public relations activities.

Develop the mid-term strategy of MOJC as a whole, and implement, and update it.

Develop the annual operation plan of MOJC as a whole, and implement it.

Develop the mid-term and annual financial plan of MOJC as a whole, and implement it.

Conduct public relations strategically and efficiently on the activities and outputs of MOJC in Japan

and Mongolia with an eye to raise public awareness of MOJC.

124 Duration
Five years from April 2015 to May 2020

125 Target Areas

Ulaanbaatar and other major cities (Darkhan, Erdenet cities planned for future)

126 Target Group

(@) Business course enrolled participants (SME business managers, etc.)

(b) Business course graduate participants

(c) Business course local lecturers

(d) Business course department staff (hereinafter, "staff"") (employed by the National University of

Mongolia)

(e) Government staff involved in promoting SMEs



1.2.7 Relevant Government Agencies and Organizations
The Ministry of Education, Culture and Science (coordinates with relevant ministries and agencies,
supervises and supports Mongolian national universities including MOJC), National University of Mongolia

(MOJC supervision and support), Ministry of Food, Agriculture and Light Industry, Ministry of Finance.

1.2.8 Period covered

Two years and nine months from September 2017 to May 2020, comprising the second half of the project.

1.3 Project Objective

To realize the expected project outputs and contribute to achieving the project objective by carrying out
activities based on the Record of Discussions (R/D) concerning the "Project for Enhanced Function of the
Mongolia-Japan Center for Human Resources Development for Capacity Development and Networking of
Business Persons," which was entered with the Ministry of Education, Culture and Science (at that time) on
January 28, 2015.

14 Project Scope

Within the framework of the Project that will be carried out according to the above-mentioned R/D, we will
implement the items described in "'9. Service Contents™ and develop reports and other deliverables described
in "10. Deliverables etc." based on the descriptions of "'8. Implementation Policy and Points to Note™ in order

to achieve the purpose defined in "'4. Project Objective."



2 Work Implementation Policy
2.1 Basic Work Implementation Policy
2.1.1 Basic Technical Policies

1) Implement "Regular Courses" based on the needs of small, medium, and micro enterprises

With a view to the diversifying Mongolia's industrial structure, courses are to be implemented with the goal
of contributing to business activities outside the mining sector, and incorporate adjustments that take into
account the content and performance of courses held to date. Courses consist of two classes: a "CEO Class"
intended for CEOs (i.e. business operators) and a "Manager Class" intended for management-level
professionals. The courses aim to teach theory at a level appropriate to each position and strengthen practical
skills. Course curriculum is reviewed in collaboration with lecturers.

The courses must ultimately strengthen the problem solving ability of CEOs and field capabilities of
managers, enabling them to achieve their company's goals. Based on the content taught, participants who
complete the courses should be able to prepare a business plan at a CEO level or likewise an action plan at a
managerial level. At the same time, targeting relevant persons in industry, courses must also develop human
resources to a level at which they are competent to network with Japanese companies. Training in Japan, for
which outstanding participants are selected from the courses, is also held.

2) Implement Specialized Courses to provide highly-specialized content that addresses the diverse needs of
participants

These Specialized Courses focus on specific fields that cannot be covered in regular courses to respond to
learner needs.

3) Incorporate lessons-lesson from the Model Company Problem Solving Program in case studies and course
content

Learn ways to solve problems from the model company problem-solving cases and utilize them in courses
such as the Regular and Specialized Courses.

4) In Business Development (Business Development through Exhibition), one of the Specialized Courses,
hold joint lectures with the Mongolian National Chamber of Commerce and Industry (MNCCI), accumulate
know-how on companies entering the Japanese market through exhibitions held in Japan, and utilize this
knowledge in designing future lectures that will be beneficial to companies.

5) Achieve self-reliance of MOJC after work and the project are complete

In order for MOJC be competent to continue providing business courses that respond to market needs,
work is carried out with the points below in mind.

(@ Course management capabilities of Business Course Department staff must be strengthened
(b) Local lecturers must be discovered and developed
(c) Advice for management and tuition setting for Business Courses will be provided.

6) Establish MOJC as a hub for business exchange that is useful to Japanese companies and their affiliates



As part of the Japanese government's support for overseas expansion of Japanese SMEs and in response to
growing expectations towards MOJC to serve as a support organization for developing and ensuring local
human resources, various business events will be held based on building a network with the Japanese
Chamber of Commerce and Industry, local chambers of commerce, and others. Extensive support will also be

provided to business exchange experts scheduled to be deployed from October this year.

2.1.2 Basic Operational Policies
1) Cooperation with project experts and Mongolia-side parties concerned in the project
(@ Cooperation with long-term experts and C/P
In carrying out operational activities, a number of thorough discussions will be held with project
stakeholders such as the Chief Advisor to build consensus on the projects overall implementation
policy while bearing in mind harmony and coordination with long term experts, the C/P, and staff.
() Joint Coordination Committee (JCC)
Consultants will cooperate with long term experts to prepare and create reports and other necessary
materials and, as best possible, reflect the outcome of discussions and opinion exchanges with JCC
in daily operations.
2) Ensuring flexibility of the Project
Project activities will be modified with flexibility according to the changes in C/P's performance and the
environment surrounding the Project. Consultants will monitor the progress and outcomes of the overall
project and make recommendations on courses in the Project to JICA Headquarters whenever necessary.
3) Cooperation with other Japan Centers
To date, 10 Japan Centers have been established in 9 countries. Consultants are engaged in contracts for
Japan Center projects in Vietnam, Laos, Myanmar, Cambodia and Central Asia, and already facilitating their
operation while coordinating amongst project managers. Consultants are expected to make efforts to share
information with other Japan Centers and cooperate for various meetings organized by JICA to support
effective and efficient implementation of Projects.
4) Deployment support
The consultant will arrange flight tickets, accommodations, transportation and other matters necessary
for dispatching personnel from Japan. These arrangements are made both in Japan and Mongolia. At least
three weeks prior to lecturers' departure from Japan, the consultant also submits resumes in JICA form,
emergency contacts, itineraries and other details to the JICA Mongolia Office and JICA Headquarters.
5) Protection of personal and corporate information
In carrying out job duties, information on participants, companies they belong to, etc., will be collected,
compiled and organized. Such information must be handled with utmost vigilance to protect personal

information. It is presumed that the Mongolian parties do not yet have a high awareness of the importance of



confidentiality of such information. Therefore, communication and instruction will be given such that they
share the same ideals and handling practices of confidential information as the Consultant.
6) Languages for project implementation
In principle, lectures and the like will be conducted in Japanese while providing Mongolian translation
through an interpreter. Also, a request will be made to MOJC to provide an interpreter locally if necessary.
7) PR activities
To implement this project, effective publicity activities, including use of MOJC website or FACEBOOK,
must be taken in cooperation with the project staff so that the meaning, activities and outputs of this project
are correctly understood by the people of both Japan and Mongolia.
8) Acknowledging the importance of collaborating with relevant government agencies/organizations and
other training institutions
Care must be taken to share information with relevant organizations and build amicable relationships to
achieve synergistic benefits from a variety of angles.
9) Safety management
Safety management must be conducted and adequate attention paid to safety during project
implementation in Mongolia. With regard to local security, we will collect information from the JICA
Mongolia Office and the Embassy of Japan in Mongolia. We will also request relevant organizations for their
cooperation and conduct sufficient coordination work to ensure safety during project implementation. We
shall make it a rule to ensure that JICA Mongolia Office can always contact members during project
implementation in Mongolia. Especially when carrying out activities in local areas, members shall contact
JICA Mongolia Office in advance and closely communicate with the office concerning the security situation,
transportation means, etc.
Moreover, using the latest emergency contact network, team members' whereabouts will be clarified to

prepare for emergencies. Each team member is expected to carry a cellular phone to ensure safety.

2.2 Project Implementation Methods

The project implementation period is 5 years from April 2015 to May 2020, and the present work plan
covers latter part (2 years and 9 months from September 2017 to May 2020). During this time, the consultant
shall (1) implement the Business Course to ensure that participants acquire practical know-how and
knowledge concerning corporate management, (2) strengthen the operating structure of the Business Course
Department to give MOJC the capability to plan and manage Business Courses self-reliantly, and (3) secure
and develop local lecturers as well as take measures to increase the percentage of courses taught by local

lecturers.



221 Project Work Implementation Flowchart
Figure 2.2.1-1 (next page) shows the Project Work Implementation Flowchart
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Fig. 2.2.1 Project implementation flowchart




2.2.2 Training Needs in Mongolia

A needs survey was conducted from November 2015 to April 2016 to improve Business Courses held in
the second year of the previous project (September 2016-August 2017). The needs survey focused on
changes in training needs in order to study changes in the macro economy caused by changes in internal and
external environments.

In evaluations of the training courses, which are closely connected with MOJC, high ratings were achieved
in terms of course bi-directionality (interactivity) and technicality; however, it was found that course design
needed to be changed to address changes in participant types.

In response to these findings, MOJC redesigned courses from September 2016 by dividing the Regular
Course into two hierarchy-based classes: a CEO Class and a Manager Class. In contrast, the Special Course
and Advanced Course were unified into a single Specialized Course while course timeslots were also
modified.

As a result, the achieved enrollment was 35 participants for the CEO Class and 34 for the Manager Class.
This was not only a much better total enrollment, but also balanced the participant enrollment per class.
Enrollment for Regular Courses was 50 participants in a single class prior to this, and was composed of
participants ranging in level from manager to CEO whose needs were different. We can determine from this
that there continues to be strong demand for the Center to provide training. In this project, we will continue to
monitor participant needs through training and make further improvements to courses.

2.2.3 Outline of MOJC's Business Courses (Positioning, Targets)
MOJC Business Courses consist of the following four fields of activity (see figure below):
i. A Model Company Problem Solving Program, which delivers improvements by focusing on
corporate issues.
ii.  In-House Training, which contributes to improving corporate activities.
iii.  Regular Courses, which allow participants to master the fundamental knowledge needed to operate a
business.
Regular Courses have been set as two classes based on hierarchy: a CEO Class and a Manager
Class.
iv.  Specialized Courses, which provide a more specialized experience to address specific business
contexts.
Deploying learning activities under this kind of framework enables business courses to provide the
opportunity for small and micro-size enterprises to benchmark mid-size and core companies, and for mid-size
and core companies to benchmark large-size and industry-leading companies, thus contributing to company

growth at three levels.
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MOJC Business Course Framework According to Company Size

Off-site training courses

Model Company
Problem Solving

Program

Large-size

Training courses at the Center

e

Regular Course

Industry leading

company

Mid-size / Core
company

A\ 4

CEO class

A Manager class

Specialized Course

Small and micro-size

enterprises

Figure 2.2.3-1 MOJC Business Course Framework According to Company Size

The relationship between activity and target company size is shown in the following table to better clarify
the positioning and aim of activities in Business Courses.

Table 2.2.3-1 Relationship between Activity and Target Company Size

Target Company

Activity

Large-size/Indus
try leading
company

Mid-size/C

Small
and

ore Company | Micro-size

Enterprises

Activity Aim

1. Off-site training: problem solving guidance and In-House training

1.1 Model company
problem solving guidance

To develop companies that will
showcase Japan Center's activities to
others with visible results from
problem-solving guidance

1.2 In-House Training

To provide training to solve the
management challenges companies
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Activity

Target Company

Large-size/Indus
try leading
company

Mid-size/C
ore Company

Small
and
Micro-size
Enterprises

Activity Aim

face day-to-day

2. Training courses at the Center

To help participants master the fundamental knowledge required to manage a business

2.1 CEO Class

To provide CEOs/business
operators with the knowledge and
case studies needed to make business
decisions, and to promote network
building among course participants

$354n0D Jejnbiay

2.2 Manager
Class

To teach the practical knowledge
needed for middle management and
help participants reaffirm awareness
of their role as the key to
strengthening the organization

3. Specialized Courses

To deepen expertise in the
participant's field of responsibility
and encourage them take the
initiative to solve problems at their
company as the leader in their field.

2.24 Business Course Implementation Framework

The outlines and content of the business course in this project, developed based on the results and lessons

learned from the previous project, are shown below. Note that course content is updated or changed each year

based on consultation and coordination with Business Department staff and JICA long term experts.
Table 2.2.4-1 Outline and Content of Business Courses

Type Overview Content
1)-1 Regular Courses Target: CEOs and managers of Objective: To strengthen management's problem
(CEO Class) small, medium and large solving abilities.

enterprises (except micro
enterprises with ten or less
persons)

Capacity: Generally 30
participants per class

Period: About 7 months; 4
subjects are taken, each 6 days

(1) Management Strategy (2) Marketing (3)
Human Resource Management (4) Practical
Financial Management

1)-2 Regular Courses
(Manager Class)

Target: Business operators and
managers of small, medium, large
and micro enterprises with ten or
less persons

Capacity: Generally 30
participants per class

Period: About 7 months; 4
subjects are taken, each 5 days

Objective: To acquire practical knowledge and
improve practical skills as a manager.

(1) Management Strategy (2) Marketing (3)
Human Resource Management (4) Financial
Management (Local Lecturer)
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Type

Overview

Content

2) Specialized Courses

Target: Businesspersons engaged
in specialized work or requiring
specialized knowledge

Capacity: 25-30 participants per
class

Period: 5 days/1 subject

To enhance knowledge in a specialized field and
increase practical skills.

(1) Advanced Marketing (E-commerce) (2) Store
Management (3) Quality and Production
Management (4) Advanced Quality and
Production Management (TPS) (5) Advanced
Financial Management (6) Advanced Human
Resource Management (7) EPA-Practical Use
from a Business Point of View (8) Business
Analysis Using Excel (9) KPI (10) Business
Development through Exhibition (11)
Management Simulation (12) Funding and
Business Plan

3) Model Company
Problem Solving Program

Target: Companies of Regular
Course graduate participants
Capacity: 3-4 companies per year
Period: About 10 months (6
guidance sessions on average)

To analyze problems faced by companies, narrow
down the issues, and provide the guidance
necessary to formulate solutions. To develop
company wherein the kaizen process becomes a
model for other companies to follow.

4) In-House Training

Target: Companies in general

When a request is received from a company,
customized training content is prepared and an
lecturer is dispatched to the company to provide
training on site.

5) Local
Lecturers/Consultant
Development Course

Target: Persons with business
experience who can take over as
future lecturers for the Center
Capacity: A few select
participants

Period: 2 years

Future lecturer candidates expand knowledge
through classroom learning/company visits in
'Quality & Production Management' and
'Marketing' subjects, and receive OJT from
Japanese lecturers for model company guidance.
Training aims to prepare candidates to start duties
in their 3rd year.

6) Public Seminars for
Business

Target: General public

To deliver roughly 1.5 hour seminars on subject
summaries and topics covered in Specialized
Courses primarily for the purpose of introducing
them to the public.

[Curriculum and Syllabus]

1) Regular Courses

Regular Courses teach basic knowledge and skills in the four major fields of corporate management.

Following the pattern established last year, this course consists of a CEO Class and Manager Class. Each

subject aims to develop managers with practical management skills by setting course content that enables

participants to prepare business plans that tie into a management strategy and by incorporating real-world

illustrative cases into the course.

1)1 CEO Class

(@ Target: CEOs and managers of small, medium and large enterprises
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(b) Capacity: (generally) 30 participants per class
(c) Period: About 7 months (frequency: 1 time in each First, Second, and Third Years)
Table 2.2.4-2  First Year Scheduled Itinerary for Regular Courses

Lecture Lecturer Expert Dispatch Period
(D Corporate Strategy Japanese lecturer 2017/Sep 17-Sep 30
© Marketing Japanese lecturer 2017/Nov 19-Dec 2
(® Human Resource Japanese lecturer 2018/Jan 28-Feb 10
Management
@ Financial Management Japanese lecturer 2018/Feb 25-Mar 10

* The above schedule was set by factoring in the timing of participant selection for Training in Japan held
in June each year.

The tentative curriculum for each subject is shown below. A total of 15 sessions are held over 6 days. Each
session is 90 minutes with 2 sessions per day from Monday to Friday and 5 sessions on Saturday.
Table 2.2.4-3 Tentative Curriculum for Regular Courses (CEO Course)

Lecture Tentative Curriculum
Day 1 Overall corporate goals, business environment analysis, management
strategy
Day 2 Business strategy, business domain, STP, PPM
Day 3 Strategies by function and department
Corporate Strategy . -
Day 4 Strategic mix and SME management strategy case studies (Japanese
company examples)
Day 5 Support system and reference-cases for realizing management strategy
Day 6 Organizational structure framework, new business strategy
Day 1 Strategy and marketing
Day 2 Marketing overview, marketing mix (product)
Marketing Day 3 Marketing mix (price), marketing mix (place)

Day 4 Gap chart by marketing mix (promotion) and marketing mix (place)
Day 5 Analysis of why, why, why in gap
Day 6 Group presentation, comprehension test
Day 1 Introduction, strategic human resource management (SHRM)
Day 2 Hiring and gap analysis of organizational capacity

Human resource Day 3 Hiring based on competency and evaluation

management Day 4 Human Resource Development
Day 5 Evaluation of the personnel system platform
Day 6 Leadership summary
Day 1 Corporate Activities and Cash

. . Day 2 Types of Fund Raising and Fund Management
Financial ) -
management Day 3 Types o_f financial mar_kets
practicum Day 4 Evaluation and analysis of corporate value

Day 5 Investment decision-making methodologies
Day 6 Test and group discussion
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1)-2 Manager Class

This course teaches practical knowledge in the four key areas needed by middle management, improves

practical skills for use in the field, and helps participants achieve their company's management policies.

(@ Target: Business operators and managers of small, medium, large, and micro enterprises with ten or

less persons

(b) Capacity: (generally) 30 participants per class

(c) Period: About 7 months (frequency: 1 time in each First, Second, and Third Years)

Table 2.2.4-4  First Year Scheduled Itinerary for Regular Courses

Lecture Lecturer Expert Dispatch Period
(1) Corporate Strategy Japanese lecturer 2017/Sep 17-Sep 30
(2) Marketing Japanese lecturer 2017/Nov 19-Dec 2
(3) Human Resource Management Japanese lecturer 2018/Jan 28-Feb 10
(4) Financial Management Local lecturer 2018/Feb 25-Mar 10

* The above schedule was set by factoring in the timing of participant selection for Training in Japan held

in June each year.

The tentative curriculum for each subject is shown below. A total of 15 sessions are held over 5 days. Each

session is 90 minutes with 3 sessions per day from Monday to Friday.

Table 2.2.4-5 Tentative Curriculum for Regular Courses (Manager Course)

Lecture Tentative Curriculum
Day 1 Overall corporate goals
Day 2 Business strategy, business domain, STP, PPM
Corporate Strategy Day 3 Strateg?es b_y function and department
Day 4 Strategic mix and examples of SME management strategy (examples of
Japanese Companies)
Day 5 Support system and reference-cases for realizing management strategy
Day 1 Whiat is marketing? Learning analytical techniques
Day 2 SWOT and Cross-SWOT analysis
Marketing Day 3 STP analysis, marketing mix
Day 4 Marketing mix, blue ocean strategy
Day 5 Individual presentation, comprehension test
Day 1 Introduction/Concepts behind of human resource management
Day 2 Increasing motivation through personnel evaluation
Human Resource Day 3 Training subordinate staff
Management Day 4 Mid-level managers are the "connecting pin" between strategy and
organization
Day 5 Drawing on leadership to develop an organization. Summary
Day 1 Taught by local lecturer
. Day 2 Taught by local lecturer
Financial

Management Day 3 Taught by local lecturer
Day 4 Taught by local lecturer
Day 5 Taught by local lecturer
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2) Specialized Courses

Specialized Courses are provided to cover specific fields. Coordination with the Center, held during the
initial period of the project, revealed that deployment days would need to be extended to carry out the impact
survey and other work. This prompted a re-examining of the Specialized Course with the Center and as a
result it was decided to cancel one course, "Project Management," an existing course with relatively low

enrollment.

(@) Target: Businesspersons working in specialized fields
(b) Capacity: Approx. 20-30 participants
The subjects and contents of the Specialized Course is shown below.

Table 2.2.4-6  Tentative Subjects and Content of Specialized Courses

Subject Content

Aimed at companies planning to start e-commerce through shopping systems
or websites, this course incorporates real-world examples and teaches
everything needed, step by step, to operate an e-shop including practical
(1) Advanced Marketing preparations, work needed to set up the shop, and characteristic differences of
(E-Commerce) different types of merchandising (goods/informational products;
domestic/international). It also examines specific ways to promote using
social media such as SNS, security measures, and how to deal with
complaints.

This course combines class instruction and practical exercises to provide
highly-effective participatory lectures that improve the store management
skills of CEOs and managers of SMEs. The course focuses on five subjects:
(1) store building, (2) customer building, (3) people building, (4) sales
promotion, and (5) management, through which it provides the know-how
needed to manage a store. Content includes store analysis, sales area analysis,
competitor analysis, customer analysis, staff training, USP, DBM, direct-mail
flyer creation, and numerical analysis of management. A number of case
studies, including specialty store, department store, supermarket, café, and
restaurant are used to cater to a wide range of participants.

(2) Store Management

This course teaches improvement activities designed to improve quality and
production at factories in a manner that is practically applicable. Participants
are taught Japanese-style management, which has been proven to make
production efficient and reliable, and provides skills that participants can
readily apply and practically implement at their own company. By
completing this course, CEOs or managers will learn the fundamentals of
QCD control and approaches to making operations more efficient while also
recognizing the mission and role of a leader. Through this, they will achieve a
high level of quality and productivity by applying and practicing course
concepts to their own workplaces.

(3) Quality & Production Management

Participants learn the Toyota Production System, a system evolved over
decades alongside Japanese-style management, and is designed to improve
management's ability to respond to sudden changes in the environment.

(4) Advanced Quality & Production
Management (TPS)
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Subject

Content

Curriculum aims to develop participant skills in applying and practicing TPS
concepts at their own workplaces. Business operators and managers in the
course gain proficiency in implementing continuous improvement by
effectively supporting production activities and establishing an efficient,
high-quality manufacturing environment.

(5) Advanced Financial Management

For businesses to operate sustainably, aside from the main activities of
production and sales, carrying out financial obligations like raising and
managing funds (financing) is both important and necessary. There are many
business scenarios in which good financial decision-making comes into play.
Through the subjects listed below, this course is designed to provide the
knowledge necessary to manage financial affairs as a finance department
manager, and to familiarize participants with everyday financial management
methods.

(1) corporate activities and cash, (2) types of fund raising and fund
management, (3) financial analysis, (4) corporate valuation and investment
decision-making methods, (5) finance department manager practicum,

(6) Advanced Human Resource

Management.

This course emphasizes the fact that the primary role of human resources is
to support a company's management strategy, and explains how to conform
to a company's strategy and personnel system by incorporating specific
examples of hiring, training, and evaluation policies. After describing the
characteristics of Japanese-style HR management by comparing it against
Western ways of thinking, participants are prompted to consider a personnel
system design that is suited to their own company or Mongolia in general.

(7) EPA-Practical Use from a Business
Point of View

Amid continuing globalization of business driven by free-trade agreements
(FTA), an FTA/EPA centric viewpoint indispensable for companies doing
business overseas business. This course teaches of the fundamental
knowledge needed to understand the situation, significance, and content of an
EPA agreement, explains important points and concepts for utilizing them in
business, and also includes group work designed to teach how such
agreements are used in business dealings. The ultimate goal is for participants
to learn the basic knowledge needed to grasp the content and key points of an
EPA agreement, master the essentials for applying it to business, and
understand its viewpoint. Course content has been refined to be even more
practical by promoting successful networking through exhibitions in Japan.

(8) Business Analysis Using Excel

Aimed at persons who understand financial management from a more
systematical approach, this course teaches the know-how needed to build
financial models through hands-on study. In the class, participants use their
own Excel sheets to experience hypothetical scenarios of how changes in
financial variables would affect company performance. Participants ingrain a
strong theoretical understanding and are encouraged to actively use concepts
learned in their work. By learning skills and applied modeling techniques,
such as the Excel functions required to perform business modeling,
participants gain a clear understanding of specific usage in actual work (such
revenue forecasts, business strategy, etc.).

9) KPI

An increasing humber of companies in Mongolia are using KPI as a tool to
manage performance. To strategically implement KPI management as part of
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Subject

Content

a company's management strategy, it must set KPIs (Key Performance
Indicators) as numerical targets and strictly implement the business
management PDCA cycle, which consists of implementation, checking,
evaluation, and feedback. A near real-time method of KPI management is
also proposed by linking KP1 with operational risk management, causing KPI
and KRI (Key Risk Indicators) to work in conjunction. This course
incorporates these concepts and tools into KPI management and teaches
practical approaches to KPI management by utilizing a number of group
exercises and presentations.

(10) Business Development through
Exhibition

This course teaches the basic knowledge and practical skills needed to
successfully expand the business overseas with special focus on putting on
exhibits in Japan's market. Classroom instruction discusses necessary and
sufficient conditions for achieving sales in the Japanese market by
establishing an efficient and effective business foundation that includes
establishing sales channels and forming tie-ups with business partners.
Content focuses on practical approaches to achieving results by introducing
several up-to-date, specific case studies and examples of actual exhibits and
presentations given at exhibitions.

(11) Management Simulation

Participants learn how to read financial statements and understand the
fundamentals of a financial statement—specifically the balance sheet, income
statement and cash flow statement—through a simulation of managing an
actual company. Participants practice the actual accounting calculations
performed when a company completes its fourth-quarter, such as financial
analysis of each company, gross profit, operating profit, marginal profit,
break-even point analysis, inventory turnover rate, total capital turnover rate,
and capital-to-asset ratio.

(12) Funding and Business Plan

Mongolian SMEs are highly interested in funding, and financing is generally
in their business plan (part of their management accounting). This course
teaches the essentials of preparing a business plan with a special focus on
submission to a JICA TSL office or PFI (Mongolian bank). Lecturers explain
the workings of "cash flow management and management accounting,”
which are of paramount importance in financing.

The tentative curriculum for each subject is shown below. The course is held over five days.

Table 2.2.4-7 Tentative Curriculum for Advanced Marketing/E-Commerce

Schedule Sessi Topic Content
on
1 History of E-commerce Teaches the history of e-commerce and evolution of
common practices.
5 Changes in Consumer Needs | Participants learn how consumer tools and consumer needs
and Tools evolve with the times.
Day 1 Types of Products, Changes, | Participants learn the mindset of e-commerce and its
and Innovation distinct characteristics such as consumer changes towards
3 products.
* Day 1 discusses "change," the most important concept to
understand and e-commerce.
Day 2 4 Introduction to Case Studies | An introduction to examples of e-commerce goods sales
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Schedule Sessi Topic Content
on
on Goods Sales in that teaches the reality of operating e-commerce in practice.
E-commerce
Case Studies on Goods Sales | Teaches the flow at every stage of the process from
5 in E-commerce (Domestic) preparation to launch of an e-commerce shop for domestic
sales.
Case Studies on Goods Sales | Teaches the flow at every stage of the process from
in E-commerce (International) | preparation to launch of an e-commerce shop for
6 international sales.
This class also examines unique risks of international sales.
* Day 2 focuses on e-commerce goods sales.
Introduction to Case Studies | An introduction to examples of e-commerce information
7 on Information Sales in sales that teaches the reality of operating e-commerce in
E-commerce practice.
Case Studies on E-commerce | Teaches the flow at every stage of the process from
Day 3 8 Information Sales preparation to launch of an e-commerce shop for selling
information.
Approaches to Dealing with Discusses problems unique to information sales such as
9 Problems Unique to illegal copies and digital shoplifting
Information Sales * Day 3 focuses on e-commerce information sales.
10 Introduction to Case Studies Participants are familiarized with case studies on operating
on Operating E-commerce e-commerce.
Payment Settlement and Participants in this class learn information on billing, types
11 Cooling-off Period of payment methods, and regulations such as cooling-off
Day 4 periods.
Order Receiving and Participants learn about systems for handling orders after
12 Distribution receipt as well as coordination with goods distribution
(logistics).
* Day 4 focuses on e-commerce operation.
13 Product Promotion Participants learn how to promote products and shops with
real-world examples.
14 Taking Advantage of Social This course examines ways to take advantage of social
Day 5 Networks networks. Utilizing SNS is indispensable in today's society.
Case Study This class delves deeper into the topics by considering
15 actual products and methods planned by participating
participants.
Table 2.2.4-8 Tentative Curriculum for Store Management
Schedule Sessi Topic Content
on
Store Basic Concepts Explains the key points in creating a store. Participants are
1 also tasked with thinking about improvement together
while viewing a 'store scorecard' that is given as an advance
Dav 1 assignment.
ay Store Design This class explains store layouts that are designed to
2 maximize customer staying time based on an
understanding of customer and employee traffic flow.
3 Shelf Space Planograms This class explains shelf space planning for effective sales
based on ergonomics and consumer psychology.
Day 2 USP In this class participants think about their Unique Selling
4 Proposition (USP) and put meaningful thought into why a

customer would choose their shop to buy products and
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Schedule Sessi Topic Content
on
services.
DBM Participants learn Data Base Marketing (DBM) and
5 consider customer specific approaches through RFM
analysis.
Customer Management Effective customer management differs for each business
6 type. This class prompts participants to consider customer
management appropriate for their own type of business.
7 Sales Promotion Participants are familiarized with effective promotional
methods.
DM/Leaflets Participants learn to create direct mail and street leaflets
8 .
Day 3 designed to attract customers.
Creating a POP A POP (Point of Purchase) display, which informs people
9 of exhibited product features, is a highly effective means of
promoting sales. In this class participants will actually
make handmade POP displays and posters
10 Human Resource Human resource development is key to business success.
Development This class teaches participants how to train their staff.
Management Metrics This class covers basic numerical analysis, including gross
Day 4 1 margin, operating profit, marginal profit, break-even point,
inventory turnover, and expense ratios.
*Local lecturers also participate
12 Numerical Analysis Exercises | Participants perform actual analysis of their own financial
statements.
13 Business Plan Participants learn the procedures for formulating a business
plan.
Day 5 14 Business Plan Formulation This class teaches formulation, presentation, and evaluation
of business plans for sustainable growth.
15 Comprehension Test Participants undergo comprehension testing to assess and
reinforce understanding.
Table 2.2.4-9 Tentative Curriculum for Production Quality Management
Schedule Sessi Topic Content
on
Course Summary o Explanation of course objectives and schedule
1 o Self-introduction of Japanese and local lecturer
© Overview of Operational Management
Local Lecturer Course © Production management practice
Mr. Altankhuyag @ Productivity improvement - QCD management, KPI
Day 1 2 @ Delivery control - Operational management, process
management
© Production management practice
® Process management  « Process analysis, line balance
3 ® Process improvement  + Process arrangement
improvement and practicum
Day 2 4 Quality Control © Overview of Quality Control

® Standardization, changeover management, upstream
management, 3 Gen
© 5 Why Analysis
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Schedule Sessi Topic Content
on
5 © QC7 Tools
® Pareto chart, histogram, control charts, graphing
6 Japanese-style Management © Japanese-style management methods
Methods © Promoting 5S activities
7 Japanese-style Management © Promoting Visualization
8 Methods © The PDCA Management Cycle
Day 3 © Safety Management Practices
9 © Management by Objectives (MBO)
© Activities to promote Ho-Ren-So
10 Company Visits o Plant Tour
Day 4 1 ® Factory visit and evaluation using 'Factory
12 Management Viewpoint' as reference
Lecture by Local Lecturer o Case studies of local companies
13
(e.9.) Mr. Gantulga
Group Discussion o Group Discussion
Day 5 14 ® Theme: Hurdles in improving visits/Problem
identification and suggestions for improvement
15 Presentation/Q&A Session o Presentation by each group representative; Q&A session
o Feedback
Table 2.2.4-10 Tentative Curriculum for Advanced Quality & Production Management (TPS)
Schedule Sessi Topic Content
on
o Explanation of course objectives and schedule
1 Course Summary © TPS concepts
TPS Chapter 1 ® Present state of Toyota Motor Corporation
® Objective and a broad overview of TPS
Day 1 © Just In Time
2 TPS Chapter 2 @ Leveling Production, streamlining processes, one-off
production, Kanban method, 5S activities
© Automation
3 TPS Chapter 3 ® Standard procedures, labor saving, reducing setup
time, maintenance
© Quality assurance
4 TPS Chapter 4 ® SQC, changeover management, 3 Gen, 5 Why
Analysis
Day 2 5 Japanese-style Management © QC7 Tools
Methods @ Pareto chart, histogram, control charts, graphing
© Eliminating waste
6 TPS Chapter 5 ® 7 wastes, multi-process handling, U-shaped production
line, flexible layout
7 © Kaizen
TPS Chapter 6 ® Improvement gnd_ knowle_dge, plant improvement
8 process, four principles of improvement, process
Day 3 improvement, visualization, problem solving
Japanese-style Management © Management by Objectives .
9 How to promote Management By Objectives;
Methods o
positioning; examples
10 o Plant Tour
Day 4 1 Company Visits ® Factory visit and evaluation using 'Factory
12 Management Viewpoint' as reference
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Schedule Sessi Topic Content
on
13 Lecture by Local Lecturer o Case studies of local companies
(e.9.) Mr. Gantulga
© Group Discussion
Day 5 14 Group Discussion ® Theme: Hurdles in improving visits/Problem
identification and suggestions for improvement
15 Presentation/O&A Session o Presentation by each group representative; Q&A session
o Feedback
Table 2.2.4-11 Tentative Curriculum for Advanced Financial Management
Schedule Sessi Topic Content
on
1 Corporate Activitiesand Cash | + How to read the 3 main financial statements (income
statement, balance sheet, cash flow statement)
Day 1 2 Corporate Activitiesand Cash | - Financing plan, cash flow table
- What is a "black-ink bankruptcy"?
3 Corporate Activities and Cash | + Mini-test, group discussion, and commentary
4 Types of Fund Raising and » Types and methods of fund raising
Fund Management + Types and methods of fund management
Types of Fund Raising and + World financial markets and ways to access them
Day 2 5
Fund Management
6 Types of Fund Raising and + Mini-test, group discussion, and commentary
Fund Management
7 Financial Analysis - Financial analysis techniques and indicator types
Day 3 8 Financial Analysis + Analysis and judgment using case studies
9 Financial Analysis + Mini-test, group discussion, and commentary
Corporate Valuation and « Capital cost and corporate valuation methods
10 Investment Decision-making
Methods
Corporate Valuation and « Practical approaches to M&A
Day 4 11 Investment Decision-making + Investment decision-making methodologies
Methods
Corporate Valuation and + Mini-test, group discussion, and commentary
12 Investment Decision-making
Methods
Finance Department Manager | « Functions of a financial institution in sourcing funds
13 Practicum « Collateral and guarantees
+ Diversity in fund raising methods
Day 5 14 Finance Department Manager | « Accounting software and financial management
Practicum
15 Finance Department Manager | « Mini-test, group discussion, and Q&A session
Practicum
Table 2.2.4-12 Tentative Curriculum for Advanced Human Resource Management
Schedule Sessi Topic Content
on
1 . Current situation analysis
Introduction and Issue - -
Day 1 2 Clarification External environment analysis and management strategy
3 Connection between management and personnel strategies
4 Design of Personnel System HR philosophy differences between Japan and the West
Day 2 - —
5 Platforms Grade systems and job descriptions
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Schedule Sessi Topic Content
on
6 Monetary and non-monetary compensation
7 Skill and results evaluations
Day 3 8 Personnel Evaluation Importance of evaluator training
9 Feedback on evaluation results
10 Recruitment ads and interviews
Day 4 11 Recruitment and Training New employee training
12 Capacity and organizational development
13 Leadership and Leadership
Day 5 14 Organizational Development | Organizational development
15 Summary Group discussion and presentations
Table 2.2.4-13 Tentative Curriculum for EPA-Practical Use from a Business Point of View
Schedule Sessi Topic Content
on
Day 1 1 What is EPA? What is EPA/FTA? A closer look at EPA/FTA contracts
and their background
2 Current State of EPA Current and future state of EPA agreements
Agreements
3 EPA Agreement Content Outline and details of the Japan-Mongolia EPA
Agreement
Day 2 4 Effects of an EPA Effects of an EPA and corporate response
5 Taking Advantage Of EPA tariff concessions and how to interpret the agreement
Preferential Tariffs
6 " EPA preferential tariffs and general preferential tariffs
Day 3 7 EPA Preferential Rules of Discusses preferential rules of origin and how they differ
Origin from general rules of origin
8 " How to interpret rules of origin and the agreement
9 Exercises Exercises to practice examining preferential tariffs and
rules of origin
Day 4 10 Utilization in EPA Business | Taking advantage of preferential tariffs
11 EPA Preferential Tariff (MNCCI- preferential tariff application procedure)
Application Procedure
12 " (MNCCI- frequent trouble)
Day 5 13 EPA Practical Exercises Case study (group work exercise)
14 " Presentation of group exercise results
15 EPA Future Challenges EPA agreements' future and challenges
Table 2.2.4-14 Tentative Curriculum for Business Analysis by Excel
Schedule Sessi Topic Content
on
Day 1 ; Financial Model Basic Basic conce.pts
3 Technology Excel techniques
4 Financial Modeling Practice: | How to design a financial model
Day 2 D_esign_ - - - — - -
5 Financial Modeling Practice: | Profit prediction model analysis technique
6 Financial Analysis Creating a profit prediction model
Day 3 7 Financial Modeling Practice: | Financial modeling technique using financial statements
8 Financial Analysis Analytical techniques using financial models
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Schedule Sessi Topic Content
on
9 Creating a financial model
10 Financial Modeling Break-even point analysis
Day 4 11 Application: Summary of financial analysis models
12 Corporate Valuation Methods to calculate corporate value
13 Corporate valuation model based on the DCF method
Day 5 14 Financial Modeling Summary | Creating a Corporate Valuation Model
15 Overall Summary
Table 2.2.4-15 Tentative Curriculum for KPI
Schedule Sessi Topic Content
on
Day 1 1 BSC-based Corporate Discusses balanced scorecard (BSC) based corporate
Strategy and KPI strategy
2 Management Relationship between corporate strategy and KPI
management
3 Considerations in KPI management
Day 2 4 Business Environment Strategy maps linked to corporate strategy
5 | Analysis, Strategy Mapand | g giness environment analysis to create a strategy map:
KPI Setting
SWOT analysis
6 Setting KPIs in a strategy map
Day 3 7 Business Processes and KPI Business processes linked to department strategy
8 Setting Analysis of 2D business processes
9 Business Process Based KPI Setting
Day 4 10 The PDCA Cycle of KPI Applying department-level KPI at a team or individual
Management level
11 PDCA cycle of KPI management at company-wide and
department levels
12 PDCA cycle of KPI management at team and individual
levels
Day 5 13 KPIs and Operational Risk Explanation of risk management in companies
14 Management Operational risk management and KRI (Key Risk
Indicators)
15 Near real-time KPI management by linking KPI and KRI
Table 2.2.4-16 Tentative Curriculum for Business Development through Exhibition
Schedule Session Topic Content
1 Goal setting Exhibition preparation plans and presentation
2 Exhibition Selection and techniques
Day 1 Costs
3 How to Present an Exhibit
Booth
4 Certificate of Origin Preparations for cross-border transactions
Day 2 5 Prepar_ing Documents for
Submission
6 Government Agencies
7 Goal setting Business policies for expanding business to Japan and
Day 3 8 Strategy Building and the world
Product Strategy
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Schedule Session Topic Content
9 Service Strategy and
Financial Plan
10 Market Research Approaching Japanese companies
11 Industry and Customer
Day 4 Needs Analysis
12 Target Companies
13 Market Entry Options Know-how for entering the Japanese market
14 Law/Business Law
Day 5 " -
15 Barriers to Entry and Public
Support

The "Business Development through Exhibition” course will be carried out in cooperation with the
Mongolian National Chamber of Commerce and Industry (MNCCI). Aimed at companies seeking to exhibit
at international exhibitions in Japan, this course’s goal is to support company efforts to enter the market
through training that includes a self-assessment of the company's current situation; preliminary work needed
for exhibitions; general exhibition know-how; trade practices; customer interaction during exhibitions; and
insight on building a business network with Japan. The course will be held as a Specialized Course at MOJC
and four companies selected by MNCCI are scheduled to participate.

MOJC has prior experience teaching exhibition know-how since, in the past, it was requested by the
Muinistry of Industry (at the time) to teach Mongolian companies wishing to participate in exhibitions in Japan.
A noted problem at that time was mismatches between the business type of exhibiting companies and the
concept of their exhibits.

To address this, a course that is effective and will produce results is being proposed, supporting exhibitors
jointly with MNCCI from the early stages; introducing Japanese companies with exhibition technology that
supported last year's Training in Japan; and assigning lecturers with consultation experience to market
entry-seeking companies in developing countries. Lecturers for the course will also be invited from MNCCI
to provide guidance on documentation and procedures during the course. Furthermore, as the Consulate
General of Mongolia in Osaka has also agreed to lend its cooperation, advice from companies related to
Mongolia in the Kansai area can also be expected.

Although the course name is currently "Business Development through Exhibition," in light of the concept
to support companies selected by the Chamber of Commerce and Industry up to the stage of business
matching with Japanese companies, we propose a changing the course name to "Business Development
Course (tentative name)," which evokes a stronger image of business interaction with Japan.

Below shows the outline.
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Business Development Through Exhibition = “Business Development Course”

MOJC Mongolian National Chamber of Commerce and
Industry
Regular Specialized Cou_rse content : Set taraet exhibiti
Vear |Month| Course Course Select candidate companies by | =€t target exnioiion
September
9 Carefully select around 4 | As a trial, participate
3 companies seeking to enter | in the Foodex
N 10 > 2> Japanese  market  through | exhibition held in
T Q& 038 exhibitions. March 2018 to gain
o §,— 29g - Participation in Manager | insight by studying
12 ?—, 3 2 33 Class the know-how of
1 Z g =) CED + Participation in the Business | Participants on-site.
X Development through | The primary target is
2 o Exhibition course | Foodex held in March
(November) 2019.
- Participation in the EPA
course (January)
3 Display at Foodex (trial)
4
Provide guidance on how to
o 5 make business contacts with
8 Japanese companies after
© 6 . . exhibitions and general
Candlda_tes for Training exhibition know-how in
7 in Japan "Business Development through
Exhibition"
8
9
10 : -
Examine the possibility of
11 selecting target companies in
the Model Company Problem
12 Solving Program as candidate
companies.
1
2 Provide support toward the
primary target of participation
3 in the March 2019 exhibition D|Sp|ay at Foodex (primary
) and in networking  with
% Japanese companies. target)
4
6

Figure 2.2.4-1 Tentative Business Development Course Outline
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Table 2.2.4-17 Tentative Curriculum for Management Simulation

Schedule Session Topic Content
1 Financial Statement Participants learn the basic components of financial
Basics statements; balance sheet, income statement, and cash flow
statement.
2 Company Formation Enrollment limit is 20 persons (5 per companyx4
Day 1 companies) '
President, Accounting Manager, Sales Manager,
Purchasing Manager, General Manager.
Participants determine the company's management
philosophy and policy.
Two quarters of practice are held, allowing participants to
get accustomed to the program.
3 Management Plan First and second quarters are implemented. Each month, a
Business Practice board of directors meeting is held to decide selling price,
Day 2 Results Analysis sales quantity, purchasing, and advertising expenses.
4 Management Plan Third and fourth quarters are implemented. Each month, a
Business Practice board of directors meeting is held to decide selling price,
Results Analysis sales quantity, purchasing, and advertising expenses.
5 Management Metrics Each participant is able to properly understand business
Analysis analysis by calculating gross profit, operating profit,
Day 3 marginal profit, break-even point, total capital turnover rate,
inventory turnover rate, and capital adequacy ratio.
6 Exercises Participants are explained marginal profit and break-even
Marginal Profit and point with an easy-to-understand example of a ramen
Break-even Point noodle shop.
Table 2.2.4-18 Tentative Curriculum for Funding and Business Plan
Schedule Sessi Topic Content
on
1 Definition of Management (Basic) Cash flow management and management accounting
Accounting
Day 1 2 Accounting Systems a_nd
Management Accounting
3 Necessity of Management
Accounting
4 Case Study Cash flow case study
Day 2 5 Lessons
6
7 Principles of Business Plan Participants create a business plan
Day 3 Dev_elopment _
8 Business Plan Creation
9 Presentations and Discussion
10 Understanding the Loan Participants prepare a loan application
Application Process
Day 4 11 Preparing a Loan Application
12
13 JICATSL Discussion summary
14 Compliance
Day 5 15 General Discussion and Q&A

Session
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3) Model Company Problem Solving Program
In principle, experts provide advice on solutions to companies that have completed Regular Courses by

singling out the issues they face. Through this process, we develop companies such that they serve as a model
to others. The Center shares these examples in other courses as well.

(@ Target: In principle, Companies of Regular Course graduate participants. Enrollment is not limited to
SMEs, but also includes core and medium-sized enterprises.

(b) Capacity: 3-4 companies per year

(c) Period: 10 months (direct guidance provided when during expert visits); guidance provided 4-6
times/year)

The tentative process flow is shown below.
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Table 2.2.4-19 Model Company Problem Solving Program- Tentative Process Flow

Business step

Responsible parties

Content
Input

Business flow

Output

Make list of model

Business Division

Review the

Request forms

companies staff companies’ motives r Reception of request List of target
for participation and from companies forms and list creation companies
summarize into list
Interviews with Consultant's project | Confirm willingness W
model company manager toward Kaizen Review
candidates Local lecturer among model suitabilit
v candidates companies and Suitable Yy
Responsible staff conduct surveys

concerning issues

Site confirmations

Consultant's project

Reconfirm issues on

Responsible staff

X manager site and conduct
and narrowing down R . N
of issues esponsible meeting to narrow
lecturers down important Prepare proposal
Local lecturer issues
J\ /L candidates
Responsible staff
Present proposal and Consultant's project Qctivily t_hemef \
manager resentation o .
secure agreement | [ ocal lecturer guidance content Secure agreement Irlnplemematlon
v candidates plan

%

staff

Consultant's project | Sharing of Kaizen v
manager targets among all

Kick-off meeting Local lecturer related personnel Kick-off meeting
candidates
CA, Responsible

v

Instruction start-end

<

Consultant's project
manager
Responsible experts
Local lecturer
candidates
Responsible staff

On-site guidance by
the lecturer in charge
and periodic
progress support by
local lecturers / staff

B

Implement

on-site guidance

Progress
report

¥

Yes |_| Review results

%

Responsible person

Local lecturer
candidates

Result presentation

consultant's project
manager

Review results | N
of Implementation by companies that Result
Prepare report plan received guidance presentation Result report
Responsible staff Summary and meeting
evaluation by

4) In-House Training

Everyone involved—from management to those in charge of the actual work—receive training on-Site at
the same time, improving communication within the corporate structure and leading to more efficient
problem solving. Target: Companies in general. Training content is determined together with Business

Department staff based on the company's request. The tentative process flow is shown below.

Business process analysis

Business step Responsible parties Content

Input Business process flow Output Related materials

Step 1:
Receive request for in-house training

Recieving request forms from companies seeking
in-house training.

Request forms from target
companies

Business Division staff

3| Reception o requestform

Request form from
target company

in-house training
implementation plan supervisor
(also serves as model business [Reviewing the suitability of companies as a
development diagnostic target for in-house training (content of in-house
quidance implementation plan _[training)

supervisor: consultant),
Business Division staff

v
Check suitabliity for in-company
training
No
Is itsuitable?
Yes

Step 2:
Review suitability for in-house training

in-house training
implementation plan supervisor
Business Division

Step 3
Draft an in-house training implementation plan reflecting the
requests of the target company

Clarify the purpose of the training, guidance Past in-house training

implementation plans

cont
seaft schedule and the expected results etc.

v
Draft in-company training
implementation plan
First to last
in-company training sessions

in-house training

implementation plan supervisor
a plan sup Implementation of in-house training fromthe first

tep 4:
First to last in-house training session

and individual experts

(consultant), local consultants
implementation schedule

to the last training session, according to the

and instructors (if possible).
Business Division staff

= Is it the last
session?

Table 2.2.4-20 In-House Training- Tentative Process Flow
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2.25 Training in Japan

Around 25 outstanding participants are selected from Regular Courses to participate in Training in Japan. It
is generally desirable for the training group to be composed of persons from manufacturing and service
industries. Effectiveness of the training is enhanced by splitting the training group into 15 members from
manufacturing and 10 members from service industries, and sending them to visit companies that specialize
in these respective fields separately.

Training aims for participants to learn management strategy concepts by experiencing real-world, specific
examples of efforts at Japanese companies after they have a gained general understanding of management
strategy from study in Regular Courses.

It is desirable for the 15 participants from manufacturing fields to have taken Quality and Production
Management (Specialized Course) or have equivalent knowledge.

(@ Target: Companies of Regular Course graduate participants (as a rule)

(b) Trainee selection method

In the context of securing fairness and transparency, we propose that all graduates are selected to the
following process:

(1) Participant submits a request to participate in the Training in Japan (describing what they wish to
learn and how they will apply learned concepts in Mongolia on their return)

(2) Candidates whose requests fit with the training's objective of MOJC are selected

(3) A presentation is made before the evaluator (Center Director, Chief Advisor, relevant government
staff, etc.)

(4) Participants are evaluated based on evaluation points that are predetermined in an advance
meeting.

(5) Most outstanding participants are selected as candidates for training

(c) Period: About two weeks (First and Second Years conducted in June each year)

The tentative curriculum for Training in Japan is shown below. Training is held in Kanto and Kansai with
company visits based on the predetermined theme, a corporate exchange meeting, and presentation of results
(business plan creation).

Table 2.25-1 Tentative Curriculum for Training Program in Japan

Da Day Time Topic Theme Lecturer/Visit Lodging
y Destination

0 Before departure Lecture Characteristics of Project expert
Japanese-style
management and
differences between
Japanese and Mongolian
business customs
Agenda Setting
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Da Day Time Topic Theme Lecturer/Visit Lodging
y Destination
1 Sun Travel Arrive in Japan Kanto
2 Mon AM Introduction | JICA Orientation JICA
PM Lecture Program Orientation RPE
Introductory Lecture PREX Kanto
3 Tue AM Lecture Current situation in Mongolian lecturer
Mongolia/Characteristics
of Japan's economy and
companies
PM Visit Environment/Recycling | Waste Incineration
Plant Kanto
4 Wed AM Visit Visit to Retall Seller Association, Etc.
Association
(Service) PM Visit Company Visit (Shop Company (Retail)
Building)
AM Visit Company Visit (Quality | Company/Companies
. Control)
(Manufacturing) : N : : :
PM Visit Institution Visit (Quality | Inspection Agency, Etc.
Inspection) Kanto
5 Thu AM Lecture Leveraging Exhibitions | Lecturer
PM Visit Exhibition Observation | Lecturer
Tour
Eveni Travel Tokyo—Osaka
ng Kansai
6 Fri AM Visit Corporate Visit Company (IT)
(Management Strategy)
(Service) PM Visit Company Visit Company (Food
(Employee Motivation) | Industry)
AM Visit Company Visit Company or
(Industry-Government-A | University
(Manufacturing) cademia Collaboration)
PM Visit Company Visit (5Sand | Tanaka tec
HR Development) Kansai
7 Sat AM Lecture Japanese Culture Rekishi Kaido
Familiarization Promotional Council
PM Visit Japanese Cultural Kyoto, Nara, etc.
Training Kansai
8 Sun Whole Self-training day
day Kansai
9 Mon AM Visit Company Visit Company/Companies
(E-commerce)
(Service) PM Visit Company Visit (Road Company/Companies
Station etc.)
AM Visit Company Visit (Same Company/Companies
(Manufacturing) Industry: Food,
Processed Agricultural Kansai
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Da Day Time Topic Theme Lecturer/Visit Lodging
y Destination
Products, etc.)
PM Visit Company Visit (Same Company/Companies
Industry: Textiles,
Leather Goods, etc.)
10 Tue AM Visit Management Philosophy | Panasonic Konosuke
Matsushita Museum
PM Exchange | Business Exchange JICA Kansai/Consulate
Meeting General of Mongolia in
Osaka Kansai
1 Wed AM Visit Company Visit Company (Hotel)
(Customer Satisfaction)
(Service) PM Visit Corporate Visit Company (Department
(Handling Complaints) Store)
AM Visit Company Visit (IoT) Company/Companies
(Manufacturing) PM Visit Company Visit Company/Companies
(Environmental
Consciousness) Kansai
12 Thu AM Return Training Retrospective RPE
PM Self-study | Preparation for RPE
Presentation Kansai
13 Fri AM Presentations | Presentation of Results RPE
PM Evaluation | Evaluationand Closing | JICA
Ceremony Kansai
14 Sat Travel Return home

2.3 Business Course Work Procedures

Specific procedures for business courses are “preparatory work before course start”, "lecture
implementation”, and "monitoring/lessons learned," which are carried out through the division of tasks with
the Center for each item.

"Preparatory work before course start” includes standardizing terminology in order to prepare more
accurate database for participants. "Lecture implementation” includes providing advice to lecturers by
monitoring the classes. "Monitoring/lessons learned™ includes exchanging opinions on ways to improve the

course for the next academic year through evaluation meetings after the course.

2.3.1 Follow-up Method for Course Graduates
To follow up with companies who participated in the former Model Company Development Program,
In-House Training, Training in Japan, or Regular Courses, questionnaires are administered to them after

course completion to assess their intention to continue study in programs.
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For those interested in continuing, continued guidance is provided by the Japanese experts who visit the
company during their deployment and provide consultation, etc. After this, a system is established wherein
Center staff or local lecturer candidates continue to regularly monitor improvement conditions of the

company.

2.3.2 Transfer of Technical Knowledge to Operate and Administer Business Courses

1) Develop local lecturers and consultants

Starting last year, a three-year "Local Lecturer/Consultant Development Course” was also held to secure
local lecturers and consultants able to help strengthen the Center's management structure, and actually two
lecturers are trained in the Course. In the second year of this project, mainly course training in specialized
fields and off-site OJT will be carried out. Training on consulting methods will be taught from the third year
in preparation for staff placement.

Table 2.3.2-1 Local Lecturers/Consultant Development Course Process

First year Second year Third year
(September 2016 — August 2017) (September 2017 — August 2018) (September 2018 onward)
> [Preparatory meeting with instructors
Decide upon eligibility requirements Local instructors
Publicity l ®  Sales and marketing
Document review / Interviews ®  Quality and productivity
- |Participate in relevant courses | (Accompanied by Japanese Experts)

[Preparatory meeting with instructors (October-June) A

Prepare action plan 2 compulsory subjects

=
g
1 <
3 OJT (October-June)|
Participate in relevant courses | g Model company problem solving
3
(October-June) = In-house training
2 compulsory subjects 5
1 elective subject ~ \ 4
1 ILecture on consulting methods| onsite guidance (consultant)
OJT (October-June)| 3
| .
Model company problem solving — ®  Sales and marketing
In-house training raining in Japan (July) ®  Quality and productivity
& v (Accompanied by Japanese Experts)
1
Evaluation (Jul S | [Final aptitude evaluation (July) |

2) Take measures to strengthen MOJC's administrative structure

The technical transfer PDCA flow for strengthening MOJC's operation and management is shown below.
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Creating a reliable structure and buiw
Quantification / - Sharing of issues Moving forward
Manual compilation

Needs asse.ssment Analyze evaluation results Process revision
Course design Hold evaluation/review Create improvement and
Establish targets i i ;
Management ot 8 I meeting concerning action plan proposals
Sect eview annua /per-courst.a evaluation results > Set new standards
ector . Income and .e)fpendlture Grasp and analyze actual cash Hold meeting to notify
Review annual training flow results per course related personnel
schedule Review problem-solving and
Human resource development countermeasure suggestions
(formulate challenge plan)
Respect the \ 7
independence PLAN DO CHECK ACTION )
of staff

Visualization of progress

management / Check-list
compilation

Advertising and publicity,
recruitment activities
Implementation
Participants data
management /
database compilation
Evaluation data totaling
(100% retrieval)

Operations Sector

3) Froma logistical perspective, MOJC's operating structure has already been established. Going forward,
however, MOJC needs to learn responsiveness to non-routine work in order for the staff to develop stronger
problem-solving skills.

4) Organize digital data such as by organizing a database, standardizing terminology, etc., in preparation
for formulating a future strategy.

5) Visit other Japanese Centers. We recommend guest-training at other Japanese Centers to boost the

motivation of local staff and foster a sense of unity among MOJC staff.

2.3.3 Planning and Recommendations for the Next Academic Year's Courses (Implementation of a
Needs Confirmation Survey)

Initially, the plan was to conduct a Needs Confirmation Survey in First Year to use in formulating the
Second Year Business Course plan. However, after discussions with MOJC it was decided to implement the
survey in Second Year and incorporate results into the Third Year Business Course plan. The reason behind
this is that results of the needs survey conducted in First Year of the previous project were incorporated to
make extensive design changes in Second Year of the same previous project, and the subsequent Business
Course, which is underway now, has already been successful in attracting participants and garnering excellent
ratings from them. This trend is expected to continue in Second Year judging from participant enroliment
numbers (approximately 80 people applied for 35 available seats). Thus, it was decided that course design for
Second Year can dealt with by incorporating questionnaire evaluations from participants enrolled this year.

Implementation of the Needs Confirmation Survey is planned to be modeled after the survey that was

carried out between November 2015 and March 2016 with the itinerary shown below. Details will be
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finalized based on consultation with local C/P, long term expert, and the JICA office. The Needs
Confirmation Survey will be recommissioned to a research firm in Mongolia and its progress will be
regularly monitored in close collaboration with the consultant.

1) Implementation of the Needs Confirmation Survey

The Needs Confirmation Survey will be carried out based on the assumptions listed below.

(D _ Assumption 1: Regarding Reqular Courses

It is assumed that the general format of the currently running Regular Courses will be followed. More
specifically, focus will be on training of management strategy on a company-wide level, and management
strategy that provides the basis of business plans. Other training will be positioned as individual or function
specific strategies for realizing management strategy, and specific examples of this will be taught. For this
reason the Needs Confirmation Survey for Regular Courses will place emphasis on differences in the
importance to large companies and SMEs of taught subjects rather than the propriety of taught subjects.

@ _ Assumption 2: Regarding Specialized Courses

The following items will be integrated into the Needs Confirmation Survey:

« Position Specialized Courses as courses on specific fields that are not covered in Regular Courses and
explore whether there is demand for subjects not offered in this project.

« Position Specialized Courses as courses that aim to teach advanced-level, practical management
approaches in a problem-solving format with content limited in focus to specific management themes, and
explore whether there is demand for subjects not offered in this project.

+ Include information on the implementation method (mainly class instruction, utilizes group exercises and
presentations, employs a workshop format, local company tours are conducted for benchmarking, etc.)

3@ Assumption 3: Regarding Fields outside the Mining Sector

Diversification into fields outside the mining sector is a pressing issue in Mongolia and business operations

are now beginning to expand into other fields.

1. Needs Survey To identify subjects that will contribute to growth of local industries by
Objectives evaluating existing subjects and assessing the need for new subjects. To verify
MOJC's role in contributing to activities with Japanese companies and
incorporate results into upcoming activities.

2. Survey targets Local companies (micro, small, medium, and large), Japanese companies,
relevant ministries and agencies, NGOs, graduate participants in managerial
positions.

3. Business types Mining industry, agro-pastoral industry, light industry, tourism industry, service
industry, etc.

4. Survey items Course needs, tuition, course timeslots, on-site guidance needs, consultation

needs, expectations towards MOJC, MOJC awareness level, outcome of past
consultations, interest in building a network with Japanese companies, etc.

5. Method Questionnaire (also considering use of an event), visit interview, telephone
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interview.

6. Sample size 50 to 70 companies (including those that completed past development
programs).

7. Regions Three regions: Ulaanbaatar, Erdenet, and Darkhan.

2.34 Impact Survey

An impact survey will be conducted in the first year under the following framework. The purpose of the
survey is to compare the effect of taking the various courses held at MOJC against companies that have not
taken courses to communicate the effectiveness of MOJC training to Mongolian SMEs.

In principle, the impact survey will be recommissioned to a research firm in Mongolia through a
competitive bidding process. We also plan to enlist the assistance of companies belonging to the Mongolian
National Chamber of Commerce and Industry (MNCCI) and receive support from business exchange experts
who will be working at MOJC from October.

Table 2.3.4-1 Impact Survey Framework

Concerned September | October | November i December | January I February j March E April May } June July August
organizations Preparation period Assessment implementation period Analysis period Output production period
. . Output
JICA Work instructions p-
reception
Detailed review
RPE Outsourcing content Report
~+Experts of business 9 . Information sharing with reentrusted consultants (instructions etc.) p
- Subcontractor selection review
networking .
preparations
Survey items (proposal) :
Non-participant companies (Chamber of Commerce and Industry route)
Regular course participant companies (Japan Center)
Target: | Model companies (Japan Center)
D In-house training participant companies (Japan Center)
o
% Japan Center
z Target area: Ulaanbaatar and suburbs
2
5_ Changes in business results over the past 5 years (both participant and non-participant
o companies)
o
g (DSales @Profit @No. of employees @No. of clients ®No. of stores ®Defect rate
=]
Recommissionned o @No. complaints from clients @Employee turnover rate (retention rate) Compilation of
@
consultant Q. reports
2 Inteview survey with participant and non-participant (content review)
o
Change in no. of local lecturers secured, change in no. of courses by local lecturers
Changes in no. of participants and visitors
Change in no. of participating companies from the top 150 companies in Mongolia
No. of graduates starting businesses
Compensation for information from non-participant company
Invitation and guidance of experts from Japan (Chamber of Commerce and Industry)
Compensatlpn for Compensation for information from participant company
information
Japan Center course tuition support
Common to both: Giveaways (something appreciated such as stationery etc.)
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2.3.5 Collaboration with the C/P and Relevant Organizations
We recommend the following potential collaborations with relevant organizations.
Table 2.3.5-1 Potential Collaborations with Relevant Organizations

Relevant Organization Potential Areas for Collaboration

Muinistry of Food, Agriculture Events, seminars, and courses related to entrepreneurial development
and Light Industry

c/p
National University of Share insight on education for working adults.

Mongolia

Mongolian National Chamber | Invite special lecturers (introduce the corporate culture of Japan)
of Commerce and Industry
(MNCCI)

Mongolian National Chamber | Collaborate in business matching with Japanese companies.
of Commerce and Industry

suoneziueblo
eljobuolN

(MNCCI)

Kaizen Association Invite special lecturers (introduce kaizen through graduate participants).

EBRD Entrepreneur support program, introduction to participants and utilization of
two-step loans.

USAID Exchange information on projects promoting industry.

suoneziueblo
[euoneuIau|

2.3.6 Role as a Center of Development and Networking of Business Human Resources
Staff and long term experts in charge of supporting business exchange will plan and implement a variety
events to support MOJC's role in becoming a hub for business exchange. The tentative content is described in
Table 2.3.6-1 below.
Table 2.3.6-1 Tentative Activities as a Business Exchange Hub

Tentative Activity Tentative Content
Host observation + Host observation groups that are run by economic organizations such as the Japan
groups from Japan. Business Federation, Chamber of Commerce and Industry, JETRO, Kansai
Economic Organization etc. and hold business exchange meetings
Business forum + Hold business forums under themes that are of interest to Mongolian companies
holding (Tentative themes: agriculture, mining technology, etc.)
+ Hold lectures by well-known guests from Japan by utilizing the JICA-NET
system.
Business course * Providing a venue to exchange information among alumni by using SNS.
alumni association + Provide information on events for alumni such as special lectures, seminars, etc.
activities
Hold business plan + Provide opportunities through regular events such as allowing outstanding
competitions. participants to participate in Training in Japan, business matching in Japan, etc.
Training in Japan + Provide matching opportunities with industries in Kansai, such as the Kansai
Economic Federation.
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2.3.7 Cooperation with Other Japan Centers

The consultant has experience in Vietnam, Laos, Myanmar, Central Asia, and Cambodia Japan Center
projects as project manager, deputy project manager, and operational manager, and will strive to collaborate
with other Japan Center's to share information and also gather information that will help facilitate MOJC's
activities. The Consultant will also provide support for preparing materials such for liaison meetings between

Centers.

24 Work Plan
The work plan is shown in Table 2.4-1.
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2.5 Personnel Plan

The personnel plan is shown in Table 2.5-1.
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Table 2.5-1 Personnel Plan

» First year I Second year " Third year Man/ Month
In charge of: Name Affiliation § 2017 2018 2019 2020 First year Second year Third year Total
(=] No.of|[ on In [No.of[ on In [No.of| on In |No.of| on In
9 10 1" 12 1 2 3 4 5 6 7 8 9 10 11 12 1 2 3 4 5 6 1 8 9 10 ll 12 1 2 3 4 5 | gays | ocsion | sapan | cays | weation | sapan | days | oceton | sapan | days | ocatin | sapan
; _ - "
Project leader/M anagement of business B Shu NAKAJIMA IRqu Pf'mwr(lszch[edl 9 . n |2 o |2 n | 0 | 800
course nternational Co., 047} (0.33) (0.93) (0.70) (087) o7 o7 (087) (0.87) 07 (087)
o “ L] ]
Business Course lecturer (1) Ma"agf(";mss"afelg_y (:eg"a') ‘ ix:\'gggm MISC International 3 n n . % | o0& u | o % | o n |20
(Specialized) (047) 0.33) (0.47) (0.33) (0.47) (0.33)
Quality and Production Management (Specialized) . n ﬁ n
Business Course lecturer (2) Qualityand Producion Mangement Kazumi MASUDA IRf'“ Pf."as"l"égﬁﬂ 3 0 | o6 » | oer 0 |o0x 0 | 167
(Advanced/TPS) (Specialized) ntermational Co., (0.33) (0.33) 033 033 (0.33)
Marketing (Regular) . E ﬁ ﬁ
Business Course lecturer (3) Store Management (Specialized) | Koji UEHIGASHI :fl?n:;a:;"égﬁﬂ 3 » |ogr » | oo » | 0w @ | 2%
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2.6 Responsibilities (in Japan and Mongolia) of Project Staff

Responsibilities of the project staff are described in Table 2.6-1.

Table 2.6-1 Responsibilities (in Japan and Mongolia) of Project Staff

Name

Lecturer

Duties

1. Shu Nakajima

Project leade/Management

of Business Course

1) Overall management

2) Business course planning and management

3) Coordination of the entire project schedule

4) Budget management

5) Cooperation for project monitoring

6) OJT guidance for local staff

7) Development of local lecturers

8) Final checking of textbook manuscripts

9) Preparation and explanation of project outputs and
reports

10)Consultation and coordination with relevant
organizations

11)Report and provide recommendations to JICA

12)Support for arranging training program in Japan for

the C/P and other prospective trainees

2. Shinichiro Kawaguchi

Business Course Lecturer
+ Regular Course:
Management Strategy
- Specialized Course: KPI

1) Lecturer for Regular Course 'Management Strategy'

2) Lecturer for Specialized Course 'KPI'

3) Solving of problems at model company and
implementation of In-House Training

4) Technical transfer to local lecturers

5) Preparation of reports

6) Cooperation with other organizations
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Name Lecturer Duties

3. Kazumi Masuda Business Course Lecturer | 1)Lecturer for Specialized Courses 'Quality &
» Specialized Courses Production Management' and 'Advanced Quality &
'Quality & Production Production Management (TPS)'
Management' and 2) Solving of problems at model company and
'Advanced Quality & implementation of In-House Training

Production Management | 3)Technical transfer to local lecturers
(TPS)' 4) Preparation of reports

5) Cooperation with other organizations

4. Kaji Uehigashi Business Course Lecturer | 1)Lecturer for Specialized Course 'Marketing'
+ Marketing (Regular 2) Lecturer for Specialized Courses 'Store
Course) Management' and 'Management Simulation'

- Specialized Courses 'Store | 3) Solving of problems at model company and

Management' and implementation of In-House Training
‘Management 4) Technical transfer to local lecturers
Simulation’ 5) Preparation of reports

6) Cooperation with other organizations

5. Kazunobu Chigusa Business Course Lecturer | 1) Lecturer for Regular Course, 'Practical Financial
* Regular Course, Practical Management'

Financial Management' | 2) Lecturer for Specialized Course 'Advanced

+ Specialized Course Financial Management'
'Advanced Financial 3) Solving of problems at model company and
Management' implementation of In-House Training

4) Technical transfer to local lecturers
5)Preparation of reports

6) Cooperation with other organizations

43




Name

Lecturer

Duties

6. Masaki Hirabayashi

Business Course Lecturer

+ Regular Course 'Human
Resource Management'

» Specialized Course
'Advanced Human

Resource Management'

1)  Lecturer for Regular Course 'Human Resource
Management'

2)  Lecturer for Specialized Course '‘Advanced
Human Resource Management'

3)  Solving of problems at model company and
implementation of In-House Training

4)  Technical transfer to local lecturers

5)  Preparation of reports

6) Cooperation with other organizations

7. Kazuhiko Sano

Business Course Lecturer
+ Specialized Course
'Advanced Marketing

(E-Commerce)'

1) Lecturer for Specialized Course 'Advanced
Marketing (E-Commerce)'

2) Solving of problems at model company and
implementation of In-House Training

3) Technical transfer to local lecturers

4) Preparation of reports

5) Cooperation with other organizations

8. Kyoko Yamazaki

Business Course Lecturer
- Specialized Course
'‘Advanced Human

Resource Management'

1)  Lecturer for Specialized Course 'Advanced
Human Resource Management'

2)  Solving of problems at model company and
implementation of In-House Training

3)  Technical transfer to local lecturers

4)  Preparation of reports

5)  Cooperation with other organizations

9. Koji Tomita

Business Course Lecturer
+ Specialized Course
'EPA-Practical Use from
a Business Point of

View

1) Lecturer for Specialized Course 'EPA-Practical Use
from a Business Point of View'

2) Solving of problems at model company and
implementation of In-House Training

3) Technical transfer to local lecturers

4) Preparation of reports

5) Cooperation with other organizations
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Name

Lecturer

Duties

10. Tsutomu Hosaka

Business Course Lecturer
+ Specialized Course
'Business Analysis Using

Excel'

1) Lecturer for Specialized Course 'Business Analysis
Using Excel'

2) Solving of problems at model company and
implementation of In-House Training

3) Technical transfer to local lecturers

4) Preparation of reports

5) Cooperation with other organizations

11. Masakazu Hirakawa

Business Course Lecturer
» Specialized Course
‘Business Development

through Exhibition’

1)  Lecturer for Specialized Course 'Business
Development through Exhibition’

2)  Solving of problems at model company and
implementation of In-House Training

3)  Technical transfer to local lecturers

4)  Preparation of reports

5)  Cooperation with other organizations

12. Hironobu Adegawa

Business Course Lecturer
+ Specialized Course
'Funding and Business

Plan’

1) Lecturer for Specialized Course 'Funding and
Business Plan'

2) Solving of problems at model company and
implementation of In-House Training

3) Technical transfer to local lecturers

4) Preparation of reports

5) Cooperation with other organizations

13.TBD

Administration of Training

in Japan

1) Planning and implementation of Training in Japan

2) Preparation of reports
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Please refer to Fig. 2.6-1 the Project Operation Structure

e Regular Course

| shinichiro KAWAGUCHI

Business Course lecturer(1)

Management Strategy

|_Koji UEHIGASHI

Business Course lecturer(3)

Marketing

| _Kazunobu CHIGUSA

Business Course lecturer(4)

Practical Financial M anagement

i Masaki HIRABAYASHI

Business Course lecturer(5)

Human Resource M anagement

——  Specialized Course

Kazuhiko SANO

Marketing (Advanced)

Business Course lecturer(6) (E-Commerce)

Koji UEHIGASHI (concurrently)

Store Management

Business Course lecturer(3) Management Simulation

Project leader/N

Kazumi MASUDA

Business Course lecturer(2)

Quality and Production Management

Quality and Production Management (Advanced/T P

of Business Course
Shu NAKAJIMA

Kazunobu CHIGUSA (concurrently)

Business Course lecturer(4) Financial M anagement (Advanced)

Masaki HIRABAYASHI (concurrently)

Kyoko YAMAZAKI

Business Course lecturer(5)

3 Human Resource Management (Advanced)
Business Course lecturer(8)

Koji TOMITA

Business Course lecturer(9) EPA-Practical use from business point of view

Tsutomu HOSAKA

Business Course lecturer(10) Business Analysis by Excel

Shinichiro KAWAGUCHI (concurrently)

Business Course lecturer(1) KPI (Key Performance Indicator)

Masakazu HIRAKAWA

Business Course lecturer(11) Business Development Through Exhibition

Hironobu ADEGAWA

Business Course lecturer(12) Funding and Business Plan

i Lecturers Model Company Problem Solving Program |
{ Lecturers In-House Training

L

{ Lecturers Local lecturer/Consultant Training Course

L

i * ok ok ok Administration of Training in Japan |

Figure 2.6-2  Structure of the Project Operation
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2.7 Deliverables etc.

The following reports will be prepared and submitted to JICA. In preparing reports, discussions must be

conducted with the MOJC director and long-term experts to obtain approval from JICA. The reports to be

prepared, their submission period, and number of copies to submit are listed in the table below (copies needed

for discussions with the counterpart agency, domestic meetings, etc., shall be prepared separately).

Table 2.7-1 List of Reports

Report Submission Deadline Number of Copies
Implementation Plan Within 10 days after contract Japanese: 4 copies
(based on provisions in general signing English: 3 copies
specifications)

Project Progress Report July 2018 Japanese: 3 copies
(First Year) English: 3 copies
Course Implementation Plan for July 2018 Japanese: 4 copies
Second Year (Tentative) English: 3 copies
Project Progress Report July 2019 Japanese: 4 copies
(Second Year) English: 3 copies
Course Implementation Plan for Third | July 2019 Japanese: 4 copies
Year (Tentative) English: 3 copies
Final Report April 2020 Japanese: 4 copies
English: 3 copies
CD-R: 2 copies

2.8 Equipment Necessary for Local Operations

None in particular.
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1 Outline of the Project
1.1 Background of the Project

The Mongolian economy has been rapidly growing, driven by the development of mineral resources such
as coal and copper. In 2013, the country recorded a substantial GDP growth of 11.74% with a per capita GDP
of $3,995. In recent years however, the economic environment has deteriorated in step with declining mineral
resource prices. Further, the benefits of rapid growth have not extended to the poor population, as the poverty
rate has either remained flat or worsened (earnings of less than $2 per day). Foreign investment outside the
industrial field has also failed to increase, resulting in little forward progress in other industries. Job creation
from industry, which accounts for around 20% of GDP and 80% of exports, has also been negligible. This has
caused concerns over massive unemployment especially of the younger population. Against this backdrop,
developing and strengthening the capacity of SMEs has become a major issue for Mongolia in terms of
industry diversification and job creation.

In January 2002, the Japanese government launched Phase 1 of the "Mongolia-Japan Human Resources
Development Cooperation Center (MOJC) Project," a technical cooperation project aimed at supporting
Mongolia's transition to a market economy. Activities began in earnest after the establishment of base
facilities in June 2002 through the grant aid project "Construction Plan for Mongolia-Japan Center for Human
Resources Development.” Since that time, Japan has supported both the development of Mongolia's
business persons and the strengthening of relations between Mongolia and Japan through the
"Mongolia-Japan Human Resources Development Cooperation Center Project” (Phase 2) and the "Project for
Capacity Development of Business Persons through Mongolia-Japan Center for Human Resources
Development" (Post Phase 2).

As a result of cooperation over the years, MOJC is believed to have successfully fulfilled its original role to
support Mongolia's transition However, as Mongolia continues to undergo rapid economic growth, the
management knowledge and know-how companies need to expand their business is growing increasingly
more advanced and complicated. In response, today's MOJC is expected to provide high level business
training, on-site guidance and consultation that will teach people the skills they need. In the past, support was
focused mainly on small and medium-size enterprises (SMEs). However, new needs are surfacing such as
training of the government staff responsible for promoting SME development including the requests to MOJC
from the Mongolia SME Agency (established in 2008) for cooperation in their staff training. Furthermore,
with the Japan-Mongolia Economic Partnership Agreement (EPA) coming into effect, a further strengthening
of economic relations between Japan and Mongolia is expected, which brings an increasing need for business
professionals in Japanese and Mongolian companies to interact with each other.

Given these changes, MOJC must fill a new role as a hub for developing business professionals and

exchange activities in order to contribute to sustainable industrial development in Mongolia and reinforce



economic relations between Japan and Mongolia. To do this, MOJC must treat as assets, utilize, and expand
the information and networks that it has built up through years of cooperation with core managers and
companies.

The currently underway "Project for Enhanced Function of the Mongolia-Japan Center for Human
Resources Development for Capacity Development and Networking of Business Persons” (hereinafter, “the
Project) was launched in April 2015 with a cooperation period of five years. The Project has provided
cooperation centered on (1) establishing procedures and systems to implement and improve training to
managers, and (2) strengthening the administrative structure responsible for operating MOJC. And this time,
(3) establishing a framework to promote exchange between business persons in Japan and Mongolia will be
added as a new initiative. Through these efforts, MOJC aims to be a hub for businessperson development and
exchange activities, thereby contributing to Mongolia’s industrial diversification and helping strengthen

economic relations between Japan and Mongolia.

1.2 Project Overview
121 Goals
(1) Overall Goal
MOQOJC contributes to strengthened business ties between Mongolia and Japan and diversification of
industries in Mongolia through development and networking of business human resources.
(2) Project Purpose

MOJC becomes the center of development and networking of business human resources.

1.2.2 Expected Outputs

The expected outputs of this project are as follows:

[Output 1] System to implement and improve the business services is established, whose contents are
practical, consistent with needs of private sector including SMEs, and contribute to
improvement of business performances of private sector including SMEs.

[Output 2] System to network between Mongolian and Japanese human resources mainly business field is
developed.

[Output 3] The institutional structure to manage the MOJC is strengthened.

1.2.3 Outline of Activities for Expected Outputs
An outline of activities for each expected output is as follows:
1-1  Conduct needs survey on the trend of industries that have high potentials to grow and business human

resources in Mongolia, and analyze the survey’s results.



1-2

13

15

1-6

1-7
2-1

2-3

31
32
33
34

Develop the mid-term strategy on the business services at MOJC, whose contents include strategy of
sales/marketing of MOJC’s activities, public relations, and training of Mongolian lecturers with their
expected roles.

Develop the annual operation plan on the business services at MOJC, and conduct the services in
accordance with the plan.

Establish the system to monitor and evaluate the business services and improve it continuously.
Improve the contents of the business services with reflection of the evaluation and monitoring results.
Conduct trainings on capacity development of government officers engaged in SMEs development,
and provide advices to the government officers on SMEs development.

Conduct seminars and provide information on collaboration between industries and universities.

Organize the accumulated data on the personnel who received the business services of MOJC to raise its

usability for networking activity.

Support networking and collaboration of human resources mainly in the business field through
networking events and/or providing information.

Collect information on good practices and/or successful case examples of the business services of
MOJC, and conduct public relations activities.

Develop the mid-term strategy of MOJC as a whole, and implement, and update it.

Develop the annual operation plan of MOJC as a whole, and implement it.

Develop the mid-term and annual financial plan of MOJC as a whole, and implement it.
Conduct public relations strategically and efficiently on the activities and outputs of MOJC in Japan

and Mongolia with an eye to raise public awareness of MOJC.

1.24 Duration

Five years from April 2015 to May 2020

125 Target Areas

Ulaanbaatar and other major cities (Darkhan, Erdenet cities planned for future)

126 Target Group

(@) Business course enrolled participants (SME business managers, etc.)

(b) Business course graduate participants

() Business course local lecturers

(d) Business course department staff (hereinafter, "staff") (employed by the National University of

Mongolia)



(e) Government staff involved in promoting SMES

1.3 Project Objective

To realize the expected project outputs and contribute to achieving the project objective by carrying out
activities based on the Record of Discussions (R/D) concerning the "Project for Enhanced Function of the
Mongolia-Japan Center for Human Resources Development for Capacity Development and Networking of
Business Persons," which was entered with the Ministry of Education, Culture and Science (at that time) on
January 28, 2015.

14 Project Scope

Within the framework of the Project that will be carried out according to the above-mentioned R/D, we will
implement the items described in "'9. Service Contents" and develop reports and other deliverables described
in "10. Deliverables etc." based on the descriptions of "8. Implementation Policy and Points to Note™ in order

to achieve the purpose defined in "'4. Project Objective."



2 Project Implementation Method
21 WorkPlan

The work plan is shown in Table 1 below.
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2.2 Operational Flowchart

Figure 1 (next page) shows the operational flowchart
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2.3 Staff Work Plan & Implemented Work

Table 2 (next page) shows Staff Work Plan as well as Implemented Work up to July 2018.
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2017 | 2018 2019 Persons/month
- Dispatch
In charge of Name z Frequenc Firstyear Second year Firstyear [ secondyear | Third year [ ot 36, 058
& [ C v
v 9 10 " 2 1 | 2 3 4 5 6 7 8 o 10 " 2 1 2 3 4 5 6 7 s NOOF o pegton | 11 || NOOF [ | I [ NOOF o [ 1 [ NOOF oo |1 yapan)
days Japan | days sapan || days sapan || days
| ow | a1 ][] I_]m_l n ] | = =] =] ERED o |2 © |20 20 | 7m
Project leader/Management of business course - ShuNAKAJIMA | 2 - — .
o o | e | 4 7 | 2e o | oo o | oo 7 | 2a
e 9100123 | 10/12-10/21 1/28-1/31 | 211-2124 56.5/26
M Strategy (Regular) Shinichi Pen ° Lol [ o] 2 | 080 2 | 080 2 | 080 72 | 240
anagement equiar] inichiro
[
Business Gourso lectrer (1) KPI (Speciaized) KkawacUCH! | * [oarorman [ |
q 2 | os0 o | oo o | oo 24 | 080
° 9/17-930 3153724
10
o wroamrm e o | -] s | P = [om o [om i
Business Course lecturer (2) Quality and Production Management (Advanced/ TPS) MASUDA 3
Performanc
Svociize ; N o | oer o | om o | ow o | oor
e 12/7-12/16 5131/6/11-6/9
R P O =1 = | = [om = |ow = |ow o o
Business Course lecturer (3) Sore Kojl U 3
Perormanc
Management Simulation (Specialized) 1 2 | oo o | oo o | oo 2 | oo
° 11/19-11/30| 12/1-12/2 320331 |4/1-412
a
Practical Financial Management (Regular/CEO Class Plan 3 E’ :I 15 0.50 *“ 0.47 1 047 “ 143
Business Course lecturer (4) only) Kazunobu CHIGUSA| 3
Financial Management (Advanced) (Specialized) | g [+ 1 ] 15 | os0 o | oo o | 0o 15 | 0s0
° 2/252128]31-3/11
Human R M Regul Masak oo ¢ [ ] [ 26 | o080 14| 047 4 | 047 52 | 173
Business Course lecturer (5) uman Resource Managoment (Reguar) sk 3
Human Resource (Advanced) m— % 10
2 2 | 080 o | oo o [ o000 2 | 080
10112-10121 128-1/31|2/1-2/10
o |2 0 | o o | oms o |om 2 | oer
Business Course lecturer (6) Marketing (Advanced) (E-Commerce) (Specialized) | Kazuhko SANO | 3
s Performan:
B=1 erformanc 0 10 10 0.33 o 0.00 o 0.00 10 | o33
B e 6/14.6/23
S |pusiness Course lectrer (7) Project Management (Specialized) P 3
e, - - - -
o |2 o | om 0 | om o [ om o | oer
Business Course lecturer (8) Human Resource Management (Specialized) Kyoko YAMAZAKI | 3 s
Performanc
1 10 | o0 o | oo o | oo 10 | o033
° 10112-10121
Business Course lecturer (9) EPA-Practcal use fom business pointof view Koji TOMITA 3
(Speciaized) e —
1 10 | o o | oo o [ o000 10 | 033
e 11111120
Plan 2 [0 ] [0 ] 0 | om 0 | o o | o 2 | oer
Business Course lecturer (10) Business Analysis by Excel (Specialized) Tsuomu HOSAKA | 3
Perormanc| 4 10 | o3 o | oo o | o0 10 | 033
o 4194/28
P | s o] [ ] o | om 0 | om 0 | om 0 | 100
Masakazu
Business Course lecturer (11) Business Development Through Exhibiton 3
HIRAKAWA Fremcs
i 1 10 | om o | o0 o | o000 10 | 03s
j o | s [0 ] [0 ] 0 | oms w0 | o o | om w0 | 100
Business Course lecturer (12) Funding and Business Plan ironobu 3
ADEGAWA Performanc. 10
0 0 | o3 o | oo o | o000 10 | 033
e 517-5/26
o |2 [ ] [ ] 6 | oz 6 | o o |om 2 | o4
Administraton of Training in Japan - Hanka TATSUMI | 5
e o | om o | om o | om e
o 5/21-5/26 |
Total local operations (plan)]| 0 | 000 0
Total local operations (actual| 0 | 0.00
Plan B 2] 2] [z] [+] ] 2] s
Project leader/Management of business course - ShuNAKAJIMA | 2
Rz a
- 8
e lo/e-019 1011010111 11261127 54505
. . Plan E [z] [z] [z] =] 4
Management Stategy (Regular) hinichiro
Business Course lecturer (1 3
usiness Course lecturer (1) KPI (Specialized) KAWAGUCHI e — R
e 9114-9/17 312313
2 2
Quality and Producton Management (Specialized) Kazumi Plan - [=] [2] 4
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24 Changes from the Original Plan and Reasons

Work was carried out in accordance with the "Implementation Plan™ submitted in September 2017 and
local business courses were carried out with no changes in course content, lecturer, or implementation
schedule.

In the "Business Development through Exhibition” course, Hirakawa, the managing lecturer, provided
instruction remotely from Japan by using a remote teaching system established to satisfy requests from
companies for In-House Training. Flexible support was also provided in Japan according to local needs by, for
instance, providing guidance on doing business with Japanese companies to participants in the Foodex
exhibition tour in Tokyo, led by the Mongolian National Chamber of Commerce and Industry in March 2018.

The lecturer's working days in Japan increased by six days as a result, and thus adjustments are planned

within the total M/M (man-months) for Second and Third years to accommodate the increase.
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3 Activities
3.1 Business Course Implementation
MOJC Business Courses consist of the six courses listed below. Implementation is also as shown below.

Regular Courses

(D CEO Class (4 subjects per year), which allows students to master fundamental knowledge in the four
major fields required by business operators.

@ Manager Class (4 subjects per year), which offers the practical courses necessary for those in managerial
positions.

(@ Specialized Course (12 subjects (13 courses) per year), which covers specialized fields.

@ Model Company Problem Solving Program, which provides guidance that achieves visible results to the

4 companies selected as model companies.

® In-House Training, which delivers on-premise training specialized for companies.

©® Local Lecturer/Consultant Development Course, which develops local lecturers and consultants.

Courses conducted in the 11 months from September 2017 to July 2018 are described below.

(1) CEO Course (20 hours/6 days)

No. Subject Lecturer Dates Enrollment
1 | Management Strategy Shinichiro 2017/Sept 18-Sept 23 39
Kawaguchi
2 | Marketing Koji Kamihigashi 2017/Nov 20-Nov 25 38
3 | Human Resource Management Masaki 2018/Jan 29-Feb 3 37
Hirabayashi
4 | Practical Financial Management | Kazunobu 2018/Feb 26-Mar 3 36
Chigusa
Total (gross) 150
(2) Management Course (20 hours/5 days)
No. Subject Lecturer Dates Enrollment
1 | Management Strategy Shinichiro 2017/Sept 25-Sept 29 40
Kawaguchi
2 | Marketing Koji 2017/Nov 27-Dec 1 48
Kamihigashi
3 | Human Resource Management Masaki 2018/Feb 5-Feb 9 44
Hirabayashi
4 | Financial Management Local lecturer 2017/Jan 16-Jan 20 42
*Number of students varies by course as they can only attend Total (gross) 174
asingle subject
(3) Specialized Course (5 days)
No. Subject Lecturer Dates Number of
participants
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1 | Human Resource Management Yamazaki/Hirabayashi | 2017/Oct 16-Oct 20 35
(Advanced)
2 | Business Development through Masakazu Hirakawa 2017/Nov 6-Nov 10 29
Exhibition
3 | Quality and Production Kazumi Masuda 2017/Dec 11-Dec 15 42
Management
4 | EPA-Practical Use from Business Koji Tomita 2018/Jan 15-Jan 19 31
Point of View
5 | Financial Management (Advanced) | Kazunobu Chigusa 2018/Mar 5-Mar 10 35
6 | KPI Shinichiro Kawaguchi | 2018/Mar 19-Mar 23 42
7 | Store Management Koji Kamihigashi 2018/Apr 2-Apr 6 46
8 | Management Simulation Koji Kamihigashi 2018/Apr 9-Apr 11 20
. . 2018/Apr 23-Apr 27 20
9 | Business Analysis by Excel Tsutomu Hosaka 2018/Apr 23 Apr 27 20
10 | Funding and Business Plan Hironobu Adegawa 2018/May 21-May 43
25
11 | Quality and Production Kazumi Masuda 2018/Jun4-Jun 8 28
Management (TPS)
12 | Marketing (Advanced) Kazuhiko Sano 2018/Jun 18-Jun 22 33
(E-Commerce)
Total 404

*See Appendix1 for the results of Regular and Specialized courses.

(4) Model Company Development Program

Steps (1) to (9) below show the process of selecting model companies.

@ Arecruitment announcement is issued from the Center.

)

®
@
®

© ® Q

The Center collects data on candidate companies (including company size, motivation to be a model

company, challenges, etc.)

Data on candidate companies is shared with the Consultant.

Chief Consultant and Center staff interview candidate companies.

The Consultant Narrows candidate list down to four companies, prioritizing the visibility of results and
ability to exhibit results quickly as model companies.

After reaching a consensus with the Center, guidance details as a model company (theme, timeframe,
number of guidance sessions, etc.) is shared with the company.

Guidance begins once the company provides its consent.

The first guidance session is time to coincide with the first dispatch of Japanese experts.

Of the several issues presented by the company, those selected prioritizing the visibility of results and
ability to exhibit results quickly as model companies. Other themes are addressed via "In-House

Training".
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To set agenda, the program scheme is first explained to the company during an initial interview. From

among discovered issues, the theme as a model company is narrowed down to a single visually recognizable

issue, and the fact that remaining issues are addressed through In-House Training or such is explained to the

company. In the process of narrowing down issues, the Center notifies each company and obtains consent at

the stage when the model company is selected. The four companies currently in-process are following this

same procedure.

Due to the time it takes for results from on-site guidance to emerge and be firmly established, results are

confirmed the following year.

Table 3 below shows the industry types and guidance themes.

Table 3 Four Model Companies' Industry Types and Guidance Themes2

Company

Content

Establisheg

Employees

ASTERRISK TECHNOLOGY

Industry: Design and sale of business software (ERP)

Teaching theme

Establishing an after-sales service system

In-house training theme

Project Management

Establishing a quality checking system

2013

(10)

AUTOSOS

Industry: Traffic Accident Insurance Procedure Processing Agent

Teaching theme

Construction of Personnel Development Programs

In-house training theme

Labor Productivity Improvement

Personnel Evaluation

2012

(20)

KITCHEN ALL
(DOLOONBOLDOG)

Industry: Manufacture and sales of kitchen furniture

Teaching theme

Production Management (plant layout, reduction of defective products)

In-house training theme

Store Management (operation and satisfaction survey)

Financial Management (daily), short term, and mid-to-long term

2004

(200)

TSOBA

Industry: Residential Land Development

Teaching theme

Management Strategy

In-house training theme

Creating a personnel evaluation system

2004

(80)

The implementation plan for guidance at each company is shown in Tables 4 to 7.
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Model Company Problem Solving Program
Company: ASTERRISK TECHNOLOGY

Type of Busi Design and sale of business software

Model Company Problem Solving Program

Table 4 Asterrisk Technology3

On-site guidance theme Expertin charge Sep Oct Nov Dec Jan Feb Mar Apr May Jun
Establishing an after-sales senvice
system and method to research Lecturer Uehigashi
markets
In-House Training
Training theme Expertin charge Sep Oct Dec Jan Feb Mar Apr May
Project Management Lecturer Hirakawa
Establishment lity checki
stablishmenta quality checking Lecturer Sano
system
Table5 Autosos4
Model Company Problem Solving Program
Company. AUTOSOS
Type of Busi Traffic Accident Insurance Procedure Processing Agent
Model Company Problem Solving Program
On-site guidance theme Expertin charge Sep Oct Nov Dec Jan Feb Mar Apr May Jun
Introduction of Personnel Development
Programs . .
(Woul ke  aign HR Managementang | -ecturer Hirabayashi
strategy with international standards)
In-House Training
Training theme Expertin charge Sep Nov m Jan Feb Mar Apr May

Creating a personnel evaluation
system

Lecturer Yamazaki

Labor Productivity Improvement
5Sin the Office

Lecturer Masuda

15




Table 6 Kitchen All /Doloonboldog5

Model Company Problem Solving Program
Company:  Kitchen-All
Type of Busi Manufacture and sales of kitchen furniture

Model Company Problem Solving Program

On-site guidance theme Expertin charge Sep Oct Nov Dec Jan Feb Mar Apr May Jun
Changing factory layouts to match
production scale, and methods to Lecturer Masuda
improve the defect rate
In-House Training
Training theme Expertin charge Sep Oct Dec Jan Mar
Kaizen of store operations Lecturer Uehigashi

Financial management, How to setup
financial plans for the short, mid, and
long term

Lecturer Chigusa
Lecturer Adegawa

*Kaizen status at Kitchen All (Appendix 2)

Table 7 TSOBAG

Model Company Problem Solving Program
Company: TSOBALLC
Type of Busi Residential land development

Model Company Problem Solving Program

On-site guidance theme Expertin charge Sep Oct Nov Dec Jan Feb Mar Apr May Jun

Filling outa balanced score card and
establishing a flow to integrate 1-year |  Lecturer Kawaguchi
changes into the workplace

In-House Training

Training theme Expertin charge Sep Nov Dec Mar Apr May Jun
Creati | evaluati
ng a personnel evaluaton Lecturer Hirabayashi
system
Improving financial management Lecturer Chigusa

processes

(5) In-House Training
In-House Training was conducted 20 times at 13 companies during the term (September 2017-July 2018).
The results of training are shown below. An evaluation questionnaire was administered to participating
companies 13 times, revealing a high level of satisfaction at 93% (*'extremely satisfied" or “satisfied").
Companies are recruited for In-House Training in accordance with the dispatch period and expertise of
lecturers. Selection of target companies is done by the Center. A Consultant-side lecturer consults directly with

the company in a preliminary meeting set by the Center to verify the theme. In-House Training responds
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flexibly in a classroom instruction format (including group work, game-based learning) that is suited to the

needs of each industry type.

[In-House Training] Achievements (Sep. 2017-June 2018) and student evaluation
Very
Company REDE Teaching field Lecturer Held dates DI @ Extr.en?ely Satisfied Normal Sf"me."“.‘a‘ dissatisfie | Other
Business respondents satisfied dissatisfied
Management Strategy Kawaguchi Sep 22 15 5 10 0 0 0 0
HRM teaching method Vamazak‘r/‘H"ah Oct24 13 8 5 0 0 0 0
National University of Higher Varketing eachin RS
Mongolia education | arketing teaching Kamihigashi Nov23 8 4 4 0 0 0 0
methods
Financial Management Chigusa Mar 05 13 0 9 4 0 0 0
Management Simulation Kamihigashi Apr 09 11 8 3 0 0 0 0
Kitchen Store Management Kamihigashi Nov. 30; Feb. 1 No record
Kitchen-All furniture Financial Management Chigusa Mar 09 8 1 7 0 0 0 0
Manufacturing |KPI Kawaguchi Mar 22 No record
Shilen Khiits Panel Store Management Kamihigashi Nov. 27, 28 No record
manufacturing |Competency and Evaluation| Hirabayashi Feb 08 10 3 7 0 0 0 0
Bewerage /
Vitafit Dairy products Strategy Kawaguchi Sep 25 No record
Autosos Insurance | oo 5 Masuda Dec 15 18 8 10 0 0 0 0
senvice
MCPT Coke (fuel) Business collaboration Masakazu Jan12 2 0 5 0 0 o 0
(Skype) Hirakawa
Nvew Mongolian technical Education Competency and Evaluation| Hirabayashi Feb 07 31 6 21 3 1 0 0
[high school
Tsoba Land Financial Management Chigusa Mar.5, 6 4 0 3 1 0 0 0
development
Batbaigal Breadmaking |Financial Management Chigusa Mar. 6, 8 No record
JurUr Breadmaking [Store Management Kamihigashi Apr 05 14 6 7 1 0 0 0
Angel Bab! Clothing Store Management Kamihigashi April 12 3 8 1 0 0 0
Erdenebulgan Real estate Financing Adegawa May 25 No record
business
Joy Token IT-related E-commerce Sano Jun 22 No record
13 companies Satisfaction o 0 o 0
organizations) e 32.7%] 60.4%] 6.3 0.6% 0.0%] 0.0

(6) Local Lecturer/Consultant Training Course

As per the flowchart in Appendix 3, instruction is currently being carried out by two lecturers; specifically,
one is teaching each of the two fields of “Quality and Production Management” and “Marketing.” Since
courses for Second Year have completed, final due diligence is scheduled to be carried out in July.

The teaching methods are primarily observer attendance and group work participation in "Regular Courses"
(Marketing) and "Specialized Courses" (Store Management/Production Management), and OJT style on-site
instruction with a managing lecturer in "In-House Training" and "Model Company Problem Solving
Program." Even when a Japanese lecturer is absent, students are assigned homework such as observing related
lectures and follow-up work on the Model Company Problem Solving Program. The two lecturers completed
the "Practical Consulting" course in February 2018 and are currently teaching mock lectures to Center staff.

A notable change is that although both lecturers planned to participate in the training in Japan (local lecturer
training) in July 2018, marketing Consultants and local lecturer candidates have been participating in Local
Lecturer Training one year ahead of schedule in Mongolia since July 2017. Also, because the July 2018
Training in Japan has been canceled, candidate lecturers for Quality and Production Management will
participate in the Business Course QOutstanding Student Training in Japan that is scheduled for September

2018.
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Assigning marketing trainees as local lecturer/consultants for ""Store Management" is being considered for
the Third Year of the project. Subjects such as "Store Presentation Techniques Workshop" hold particular
promise in terms of quickly boosting competitiveness locally. "Quality and Production Management" trainees
are also expected to be utilized as local lecturers/consultants for "Promoting 5S" and as lecturers for
"Production Management."

Under the guidance of Japanese experts, lecturers will continue to teach these in the upcoming academic
year to put teachings to use, such as by preparing teaching materials unassisted.

3.2 Impact Survey

The impact survey, originally scheduled to be held three times during this project, was changed to only one
time. The implementation timeline was also deferred to the 2019 project period. Accordingly, its progress

report will be included in the next report scheduled for July 2019.

3.3 Training in Japan

Although originally scheduled for June 2018, Training in Japan will be held in September, and
preparations are currently underway.

Training in Japan aims to supplement the lectures and discussions held in Mongolia, deepen
understanding, and provide an action plan for students to apply reform at their own companies upon
returning home. This is accomplished by providing opportunities for them to see how the lectures and
discussions experienced in Regular Courses are implemented in actual Japanese company settings and
observe what kind of business strategies SME managers are using in their activities. It also aims to establish
a venue to interact with Japanese business people and gain insight into future overseas expansion and
networking.

The number of trainees was changed from the original plan of 25 to 18, including one for Japan Center
staff, one local lecturer candidate, and one person from the National University of Mongolia. Members are
from student companies, comprising 10 persons from manufacturing companies (10 companies) and 5
persons from service companies (5 companies). Two Business Exchange Meeting are expected to be held in
Japan, and support in gathering attendees is currently under discussion with cooperation and support
organizations.

Table 9 shows industry breakdown of trainees while Table 10 shows the currents schedule.

Table 9 Industry Breakdown of Trainees (total participants, 18)8

Manufacturing field

Manufacture and sale of the follow: Cashmere products/bath tubs and sinks/ethnic embroidered bags/ (Chinese
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herbal) medicine/panels/drinking water and dairy products/commercial cooking equipment/foodstuffiwindow

frames and sashes/kitchen furniture

Service field
Installation of building maintenance equipment and maintenance services/real estate leasing services/design of

business software/service agent for processing traffic accident insurance

Others
NGO (support for honey export)/Mongol Japan Center General Affairs Section staff/local lecturer and

Consultant training course trainee
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Table 10 Training in Japan Schedule (draft)9

Day [ Sun | Day [ Hours Category Training theme Inspection site/Lecturer Lodging
0 Before departure Introduction  |Program Orientation RPE (request to MOJC)
1 912 Sun Arive in Japan |[Mongolia—T okyo Tokyo
Morning Introduction  |JICABriefing JICATokyo
2| 93 Mon PM (1) Introduction  Set objectives RPE Nakajima, Course leader Tokyo
) Mr. Hojo, Representative Director, Precious
PM (2 Introduction  |Introductory Lecture: "People-friendly Management"
@ uet uebryLecl ple-endly g Solution Company SUBARU
10:30-12:00 Lecture Toyota way4S flow Toyota L&F TBD
3| 94 Tue Tokyo
Afternoon Inspection Tour |HR development & Social gathering Mr. Hirano, Ap company
Morning Inspection Tour |(Provisional) Solid waste disposal site tour TBD
41 95 Wed Tokyo
Afternoon Exchange  [Business Exchange Event TBD
Morning Travel Travel (T okyo-Nagoya)
5| 9 Thu Inspection Tour |(Provisional) T oyota plant tour Toyota Kaikan/T oyota plant Kansai
Afternoon
Travel Travel (Nagoya-Osaka)
Fri Morning Inspection Tour |(Provisional) Management philosophy, marketing Gogyofuku
6 | 97 Py ; Kansai
Provisional) Management Strategy, customer senvice
(Common) Afternoon Inspection Tour ETBD) ) Y & TBD
Morning Lecture About Japanese culture Rekishi Kaido Promofonal Counci (RPE Kansai
71 98 Sat Al
Afternoon Inspection Tour |Japanese Cultural Training Kyoto, Nara, efc. (RPE arrangements) Kansai
8 [ 99 Sun Self-training day Kansai
Morning Exercises  [Training retrospective RPE
9 | 910 Mon Kansai
Afternoon Exchange  [Business Exchange Event PREX
Tue Morning Inspection Tour |Kaizen / 3S activities tackled at the office Ricoh Japan
Kansai
(Service) Afternoon Inspection Tour |(provisional) Management philosophy, marketing Koganeya
1] 9 - - - JICAKansai
Morning Inspection Tour [Management based on 3S philosophy Tanaka tec
(Manufacturing) Kansai
Afternoon Inspection Tour (Business Strategy, HR development (in-store customer service) Miki House
Wed Morning Inspection Tour [Business Strategy, Customer Satisfaction Kansai Home Service
Kansai
(Senvice) Afternoon Inspection Tour |Business Plan, Employee Satisfaction, Branding Dreams Inc., Representative Director
6 | 912
Morning Inspection Tour [Human Resource Development Yamaoka Seisakusho
(Manufacturing) Kansai
Afternoon Inspection Tour |Management Strategy, Branding Haguruma
10:00-12:30 Lecture Kaizen activities (workshop) Professor Minagawa, Osaka Insftute of Technology
12 | 913 Thu 13:30-15:00 Lecture Kaizen activities (workshop) Professor Minagawa, Osaka Insftute of Technology ~ |Kansai
Afternoon Discussion  [Achievements presentation preparations RPE
Morning Result presentations (first half)
Presentations RPE
Result presentations (second half)
13 | 914 Fri Kansai
Afternoon Discussion  |Report meeting RPE
Closing ceremony JICAKansai
14 | 717 Sat Return home  [Kansai—Mongolia

34 Cooperation for Strengthening MOJC's Institutional Capacity

Constant efforts are being focused on meeting needs in designing course plans for the upcoming academic

year, including by consulting with the Center's long-term experts to design lecture content and the

implementation schedule, sharing this info with relevant stakeholders, and preparing lecturer assignment

proposals, lecture content, etc.
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3.5 Cooperation with the C/P

It has been decided to individually approve Japan Center's Regular Courses in the MBA course for working
adults at the National University of Mongolia, which is the C/P in this project. In response to this,
demonstrations and lectures are being provided for Mongolian lecturers of the MBA course. Also, in response
to this, Regular Course will be recognized as MBA-equivalent courses from the next academic year, and some
lecturers will be replaced with MBA holders and such to strengthen MOJC's institutional capacity to a level

suitable for effective collaboration.

3.6 Support and Information Provided to the Project through Relevant Organizations

The Ulaanbaatar Chamber of Commerce and Industry invited lecturers to teach alongside Japanese lecturers
in Specialized Courses "Business Development through Exhibition™ and "EPA-Practical Use from Business
Point of View."

In addition, at the "FOODEX Study Tour" held in Tokyo in March 2018 and organized by the Chamber of
Commerce and Industry, lecturers in charge of "Business Development through Exhibition™ provided business
matching guidance to those participating in the study tour in Japan.

Assistance is being received by utilizing the network established with senior volunteers dispatched to this
same Chamber of Commerce, including recommendation of candidate-companies for visiting in Training in
Japan slated for September 2018, and referrals to business exchange possibilities on the Japan-side.

Cooperation with relevant organizations has also made it possible to deliver 6 hours (3 hours/day x 2 days)
of "EPA-Practical Use from Business Point of View' course to government agencies.

The agencies and organizations who took the class are listed below. Of the 13-15 participants (24
registered), 42% were "Extremely Satisfied" and 58% were "Satisfied," demonstrating that the course was

successful in satisfying all participants.

) Jan 15 (number of Jan 16 (number of
"~ Number of registrants o N
participants) participants)

Ministry of Food,
Agriculture  and  Light 12 8 7
Industry
SME Development Fund 2 1 1
Agricultural Science

3 2 2
Production Center
Capital Production Reform

3 1 1
Center
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Chamber of Commerce and

4 3 2
Industry
Total 24 15 13

Frequently asked questions from students were as follows.

1. What products in particular have substantial benefits in view of the recent EPA agreement between
Mongolia and Japan?

2. In the future, what other countries should Mongolia conclude EPA agreements or cooperate with more
aggressively ?

3. Why do Japan exporters claim that it is difficult to issue a certificate of origin for used cars in Japan?

4. Information surrounding HS Codes.

5. If Japan and China sign an EPA, can Mongolia also utilize it?

6. Info on the procedure for importing samples to Japan for business meetings, etc.
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4 Results of Activities
4.1 Progress of the business course activities

Work progress of the business course is described below.

Table 11 Work Progress of the Business Course

Regular Course
CEO Class

Toprovide CEOs with knowledge and case studies needed to
make their business decisions.

Each subject must deal with development of business plans

Initial course
- ultimately  linked with  management strategies. With
objectives
understanding of case studies, CEOs will obtain hands-on
business management skills.
Expected output Networking among participants is developed.

Achievement

In relation to an intake capacity of 120 participants (30
participants x 4 courses), the Course enrolled as many as 150
participants in total. Ninety four percent of them responded “‘very
satisfied” or “satisfied” with what they leamed. In terms of
participants’ networking creation, 6 participants will attend
Training in Japan scheduled in September 2018, which will
develop a corporate network through their mutual, in-depth

experiences (See Progress of Achievement of PDM Output 1-1).

Lessons and points to

While responses in the questionnaire from participants
generally indicate a high degree of satisfaction, such requests
were made that session hours were too short relative to what
should be taught, and also that it was desirable to obtain learning

materials in advance to prepare for their courses.

note
Furthermore, although MOJC encourages participants to take a
package of 4 key subjects essential for CEOs, they have a varied
understanding on thematic areas with which they are unfamiliar.
Some kinds of solutions will be needed.
N To teach practical knowledge needed for middle management
Initial course o ) ) )
o and help participants refresh their professional mindset to play a
Regular Course objectives ) ) ) ) ) o
pivotal role in strengthening their respective organizations.
Manager Class
Managers acquire practical knowledge of the four key areas
Expected output

essential for middle management and contribute to development
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of specific business strategies in their companies with enhanced

hands-on skills.

Achievement

In relation to an intake capacity of 120 participants (30
participants x 4 courses), the Course enrolled as many as 174
participants in total. Eighty eight percent of them responded “‘very
satisfied” or “satisfied” with what they learned. As for model
cases of developing concrete business strategies, MOJC will
assess the up-to-date progress in an ex-post questionnaire in the
second year of the Project when the output should become more
visible.

(See Progress of Achievement of PDM Output 1-1).

Lessons and points to

Considering the managers’ day-to-day working hours, the
Course was offered in the late afternoon as previously scheduled.

Nonetheless, both lecturers and participants become exhausted as

Specialized Course

note
their sessions end later than 20:30. The second project year should
reconsider the start time.
N To deepen expertise in the participants’ field of responsibility
Initial course o
o and encourage them to take problem-solving initiatives as
objectives o )
specialized leaders at their workplace.
Day-to-day work is improved through application of enhanced
Expected output

expertise to the professional fields.

Achievement

In relation to an intake capacity of 360 participants (30
participants x 10 courses, 20 participants x 3 courses), the Course
enrolled as many as 424 participants in total. Ninety three percent
of them responded “very satisfied” or “satisfied”” with what they
learned. As for model cases of day-to-day work improvement,
MOJC will assess the up-to-date progress in an ex-post
questionnaire in the second year of the Project when the output
should become more visible.

(See Progress of Achievement of PDM Output 1-1.)

Lessons and points to

note

Specialized Course instructs a variety of subjects. Participants’

feedback and comment suggest that similar subjects should be
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learned in a package (for instance, a combination of Business
Analysis Using Excel and Funding). MOJC should strategically
advertise a “‘course passport” so that participants can take a series
of related subjects in Specialized Course to meet their learning

needs.

Model
Problem

Program

Company

Solving

To train companies that will showcase MOJC’s activities
through output-based problem-solving practices. In principle,

experts give advice to those companies that completed the

Initial course ) ]
o Regular Courses, focusing on their problems at hand. The
objectives o ) )
Program is intended to develop model companies that their
problem-solving process serves as a reference for other corporate
entities.
Intended output is achieved at an earlier stage by which client
Expected output

companies properly identify their problems to tackle.

Achievement

The Program instructed four companies on the four major
challenges in a period between September 2017 and March 2018.
@ IT companies: Creation of after-sales service
system—Mastering IT-market survey techniques
(The theme was modified during the training period.)

@ Traffic accident processing service: Development of human
resource development program
(Competency-based performance assessment and review of
recruitment system)

(@ Manufacturing and sales of kitchen utensils: Modification of
plant layout
(Increased productivity through modified layout and defect
reduction)

@ Residential land development: Formulation of business
strategy
(Development of feasible business plan)

(See Progress of Achievement of PDM Output 1-2.)

Lessons and points to

note

CEOs often had vague understanding of what their problems

were, and thus could not narrow the target. Tackling blurred
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problems resulted in thematic modification.
It is imperative that the ultimate goal should be made clear and
mutually understood among MOJC, lecturers, and the project

leader, when themes for problem solving are set out.

In-House Training

To provide training to solve day-to-day challenges in corporate

N management.
Initial course ) ) o
o Top management and frontline staff receive on-site training at
objectives )
the same time.
Any types of companies can receive the training.
Training subjects are decided based on requests from client
companies in consultation with the staff of Business Section.
Expected output

Internal communication in the client companies is enhanced,

accelerating their problem solving.

Achievement

In a period from September 2017 to March 2018, 12
companies received 20 training sessions in total. Evaluation
questionnaires were conducted 13 times in total, which indicated
93% of the favorable responses. As for enhanced internal
communication and solutions to business challenges, MOJC will
assess potential impact in a survey in the second year of the
Project when it should become more visible.

(See Progress of Achievement of PDM Output 1-1.)

Lessons and points to

Prior to In-House Training, MOJC lecturers and client
companies have a meeting under the presence of the MOJC staff

member. This helps training sessions meet the clients’ needs.

note While some of the small class sessions distribute no evaluation
questionnaires due to MOJC’s decision, it must ensure that all of
the future training services will get feedback.
Local Lecturer/Consultant Development Course has been
Local
implemented for 2 participants since 2016. In the second year of
Lecturer/Consultant | Initial course
the Project, training in specialized fields and hands-on off-site
Development objectives
training will be chiefly conducted. Consulting methods will be
Course

also instructed in preparation for their teaching roles planned in
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the third year of the Project.

Expected output

Trained lecturers/consultants instruct the Basic Course and

provide on-site guidance from September 2018.

Achievement

Upon completion of the second-year training period, the
participants are able to serve as lecturers and on-site consultants
for the Basic Course (A course evaluation from participants on

these lecturers will be made in June 2019).

Lessons and points to

note

The participants in the Course had to attend at lectures, provide
support, and engage in OJT, including their presence during
on-site guidance, in a limited period during which Japanese
lecturers stayed in the country. Furthermore, having had their own
jobs, they were often under time restrictions in receiving training
from the Japanese lecturers.

The next course delivery should allow prospective participants
to have more teaching experiences in the absence of Japanese

lecturers, in consultation with MOJC.

4.2 Achievement status of outcomes of the Consultant according to PDM.

Progress of the Consultant's activities during the period (from Sept 2017 to Jul 2018) is described below.

Table 12 Activities and Performance Regarding Expected Outcomes10

Activity

| Performance

[Output 1] A system to implement and improve the business services is established, whose contents are practical,
consistent with needs of private sector including SMEs, and contributes to improving business performances of

private sector including SMEs.

1-1 Conduct a needs survey on trends in industries that
have high potentials to grow and business human
resources in Mongolia and analyze the survey's results.

A needs survey for providing consultation was carried
out from November 2015 to May 2016 during the first
year of the previous project. Results have been utilized in
course design from the second year of the previous
project onward.

A "Needs Survey Report” was submitted to JICA
Headquarters in June 2016.

1-2 Develop the mid-term strategy on the business
services at MOJC, whose contents include strategy of
sales/marketing of MOJC's activities, public relations,
and training of Mongolian lecturers with their expected
roles.

An MOJC mid-term strategy was created by MOJC with
annual review being continuously carried out.

1-3 Develop an annual operating plan for business
services at MOJC and deliver the services in accordance
with the plan.

The Consultant designs courses based on the Needs
Survey, proposes course development in line with Center
needs, and implements the annual plan.

1-4 Establish a system to monitor and evaluate business

A process to evaluate the course by students has already
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services and improve it continuously.

been established at the Center. In addition to sharing
evaluation results with each lecturer, the Consultant also
proposes modifications to the questionnaire intended to
uncover new needs which are carried out at the Center.
The Consultant is also building a system for sharing
challenges and applying improvements for the next year
by having each lecturer submit implementation reports
individually.

1-5 Improve the contents of the business services by
reflecting on evaluations and monitoring the results.

At the end of each course, the Center leads an interactive
session for exchanging ideas between relevant parties.

A system has been established in this process for
improving courses for the next academic year by
identifying and recognizing the opinions of lecturers,
evaluations, etc.

1-6 Conduct training for the capacity development of
government officials engaged in SME development, and
also provide advice to the government officials
concerning SME development.

A separate course for government officials was delivered
in the "EPA-Practical Use from Business Point of View"
course, which is considered highly-beneficial for the
public.

1-7 Conduct seminars and provide information on
collaboration between industries and universities.

Cooperation with organizations such as the Ulaanbaatar
Chamber of Commerce and Industry and Mongolian
Students Association in Japan have led to courses such as
the "Business Development through Exhibition,” while
the provision of courses and seminars centered on
business matching are also being considered, including
support for businesses aiming to expand business to
Japan.

Outcome 2: [Support with specific focus on Long-term Experts]
A system is put in place that promotes interaction between human resources in Japan and Mongolia with an

emphasis on business fields.

2-1 Organize the accumulated data on personnel who
received MOJC business services to raise its usability in
networking activities.

Student data is compiled by the Center, which the
Consultant uses as reference info to select sites to visit
during Training in Japan, and as information for business
exchange.

2-2 Support networking and collaboration of human
resources mainly in the business field through
networking events and/or providing information.

The Consultant takes advantage of opportunities during
Training in Japan to plan business exchange meetings in
Tokyo and Osaka and plans to provide support for
interaction between companies in both countries.
Additionally, as noted in Section 2.4, "Changes from the
Original Plan and Reasons,”" the lecturer in charge of
"Business Development through Exhibition" has also
conducted lectures to companies visiting Japan in
accordance with local needs.

2-3 Collect information on good practices and/or
successful case examples of the business services of
MOJC and conduct public relations activities.

The Center has summarized content from the "Model
Company Development Program™ (currently, "Model
Company Problem Solving Program™) into a pamphlet
which it distributes.

Outcome 3: [Support with specific focus on Long-term Experts]
The institutional structure to manage the MOJC is strengthened.

3-1 Develop a mid-term strategy for MOJC as a whole,
implement it, and update it.

Reviews are being carried out by the Center as
appropriate.

3-2 Develop an annual operation plan for MOJC as a
whole and implement it.

The Consultant shares business course activity plans with
the Center and facilitates their implementation.

3-3 Develop a mid-term financial plan for MOJC as a
whole and implement it.

Financial plans are formulated and carried out by the
Center.

3-4 Conduct public relations strategically and efficiently
on the activities and outputs of MOJC in Japan and
Mongolia with an eye to raise public awareness of

The Consultant implements seminars during the business
exchange portion of Training in Japan to raise awareness
of the Center and its activities. The Center's marketing

28




MOJC.

team also makes continues efforts to improve awareness
through SNS.

Table 13 Achievement Status of Outcomes11

Indicator

Achievement status

[Output 1] A system to implement and improve the business services is established, whose contents are practical,
consistent with needs of private sector including SMEs, and contributes to improving business performances of

private sector including SMEs.

1-1 Questionnaires administered to students achieve an
at least 85% satisfaction level in company and
government employee training (responses of “satisfied"
or higher).

20 courses have been completed as of June 2018.
Satisfaction level was as follows.
+ Regular Courses
CEO Class, 4 course avg.: 94.3%
Management Class, 4 course avg.: 87.6 %
+ Specialized Courses
13 course avg.: 92.8%
* Refer to Appendix 1 for details

1-2 At least four model companies achieve performance
improvement during the project period (performance
improvement is verifiable improvement in any one of the
following areas: sales, productivity, quality, staff
turnover, etc. Other appropriate areas to be added
depending on target company’s specific characteristics).

Guidance has been provided to 11 companies serving as
model companies from 2016 to 2018 academic years.
Follow-up research is currently underway concerning
quantitative performance improvement figures.

1-3 The ratio of time that local lecturers spend handling
business services at MOJC reaches XX%.

Local lecturers took charge of 8 basic courses in 2017.
With a total of 29 courses (8 Regular Courses; 13
Specialized Courses) including those taught by Japanese
lecturers, this resulted in a local lecturer ratio of 28%.

1) Japanese Style Management

2) Project Management
3) Management Strategy
4) Financial Management
5) Marketing
6) Store Management
7) HR Management
8) Production Management
In addition, from 2018, the following courses will be
handled by two graduate students of the "Local
Lecturers/Consultant Development Course."
1) Customer Service
2) Production Management (5S, Kaizen)

_ D DO

1-4 Seminars on university-industry collaboration are
held at least XX times.

Seminars on university-industry collaboration are being
provided in ToT format for the teachers through
In-House Training at the National University of
Mongolia in the MBA course for working adults.
Seminars were implemented 6 times in 2017 with the
following  subjects:  "Management  Strategy",
"Marketing”, "Human Resource = Management",
"Financial Management”, "Management Simulation",
"KPI"

Outcome 2: [Support with specific focus on Long-term Experts]
A system is put in place that promotes interaction between human resources in Japan and Mongolia with an

emphasis on business fields.

2-1 Average satisfaction in networking activities is at
least XX%.

A questionnaire is scheduled to be administered during
Training in Japan.

2-2 An annual report is issued that summarizes the good
practices andfor successful case examples regarding

An annual Center report as well as case examples are
published annually.
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MOJC's business services.

2-3 MOJC receives at least XXX inquiries from
individuals, businesses, or public and other organizations
from Japan and Mongolia regarding company
information or conditions in both countries.

Experts of business networking assigned to the center are
providing support.

Outcome 3: [Support with specific focus on Long-term Experts]
The institutional structure to manage the MOJC is strengthened.

3-1 A mid-term strategy and annual operation plan are
formulated and the Center is being operated based on
them.

JCC is regularly monitoring progress.

3-2 A mid-term financial plan based on financial
sustainability has been formulated and the Center is
being operated based on it.

JCC is regularly monitoring progress.

Table 14  Progress of Achievement of the Project Purpose

Project Purpose: MOJC becomes the center of development and networking of business human resources.

Indicators

Achievements

PP1: More than XX% of the members affiliated to the
major Mongolian corporate associations (including
the Mongolian National Chamber of Commerce and
Industry and the CEO Club) know MOIC’s
contribution to development and networking of

business human resources.

The progress will be assessed in an impact survey

to be funded with the 2019 budget.

PP2: The managers or higher positions account for
more than XX% of those who are trained in MOJC’s
project for business human development (out of more

than XXX participants).

The statistics updated in 2017 are as provided below.
[Regular Courses]
“CEO Class”: CEOs 83.6%, Managers 15.7%
“Manager Class”: CEOs 21.6%,
Managers 26.1%,
Other professional workers 47.1%
[ Specialized Courses]
CEOs 32.4%, Managers 16.5%,
Professionals 26.4% (Other and unknown 24.7%)
See more details in Appendix 1.

PP3: The number of networking activities with
organizations and institutions (such as ministries,
government agencies, economic associations, and

academic institutions) exceed XX.

MOJC delivered a course session for ministry

officials and five sessions for university instructors.
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Table 15 Progress of the Achievement of the Project’s Overall Goal

Project Goal:
MOJC contributes to strengthened business ties between Mongolia and Japan and diversification of

industries in Mongolia through development and networking of business human resources.

Indicators Achievements

OG1.: Excluding those operating in the mine sector, | The progress will be assessed in an impact survey.
more than XX companies have been benefited from
MOIJC’s project for business human resource

development.

0OG2: MOJC has contributed to successful business | The progress will be assessed in an impact survey.
expansion and scale-up for more than X companies

per year, excluding those in the mine sector.

0OG3: MOJC has contributed to an annual average of | The progress will be assessed in an impact survey.
more than X successful cases with respect to mutual

business expansion and scale-up between Japan and

Mongolia.
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5 Challenges, Innovations, and Lessons Learned in the Project
Implementation
51 Course Design

Based on the needs survey conducted in 2016 during the preceding project phase, the Regular Courses have
been divided into two classes, namely, the CEO Class and the Manager Class. The former was delivered in the
morning, and the latter, in the evening. These Courses were run intensively in the first week of two
consecutive weeks during which the Japanese expert mission was sent to Mongolia. This pressurized the
lectures to go on for more than seven hours a day, resulting in excessive workloads on the Japanese lecturers
and local interpreters. Consequently, it undermined satisfaction of the participants, among other evaluation
components, particularly in the Manager Class that involved evening sessions.

For the sake of improvement, the course period, starting from 2017, was scheduled over two sequential
weeks in which the CEO Class was delivered in the first week, and the Manager Class in the following week.
As intended, participants in the Manager Class responded more favorably than before to what they learned
(66%—87.6%). Above all, a number of prospective participants were enrolled, largely exceeding an intake
capacity. This led to effective teaching in the course delivery.

On the other hand, sessions in the Manager Class end 20:30 p.m., and consequently exhaust participants.
The Project needs to reconsider a start time of course sessions toward the rest of the project period.

5.2  Participant Recruitment and Advertisement

From last year, MOJC started to recruit prospective participants through an SNS-based paid service. This
broadly disseminated the Center’s messages among those who were unfamiliar with its Business Courses. An
increased number of new clients has led to a successful recruitment process as a whole.

As before, furthermore, MOJC sends direct mailings and maintains mailing lists for its graduates, while also
posting Facebook messages. Participants often decide to enroll themselves by word-of-mouth publicity.
MOJC continues to make description clearer as to whom its courses may target by subtitling the main titles to

resolve a discrepancy between the course objectives and what prospective participants want to learn.

End of Report

32



Appendix 1 End-of-Course Participant Evaluation

End-of-Course Participant Evaluation and Enrollment Data (Based on the Number of Respondents)

Course satisfaction Age (Person) Sex (person) No. of (person) Position (person) Division (person)
. Responses/ y Other
Course Evaluation from September 2017 to June 2018 Director/ Other/ | P ITr| G | Other/
o B Parfcipants Very satisfied Satisfied Neutral Other ~25 26~ 39 40 ~ 59 60 ~ Male Female ~19 20~ 49 50~99 | 100~ 199 200~ CEO rector o ers?n.ne | Generd Finance | Technology | Production
Manager s no response|  aining affairs no response
Management Strategy 37139 19 18 0] 0 2] 23 12 0 18 19) 13 8| 5 6| 5 31 6] 0] 0
Marketing 34/38 1 19 3 1 1 20 13 0 15 18| 14 6| 4 5| 5 29| 5 0] 0
Human Resource 3387 14 18 1 0 0 21 12 0 14 19 1 8 5 4 4 2 5 0 0
CEO Class
Financial Management 36/36 10| 23 2| 1 0 22 14 0f 16 20) 12 8| 5] 6 5§ 29 6 0 1
Total 1401150 54 78 6] 2 3 86 51 0 63| 76| 50 30| 20| 21 19) 17 22 0] 1
© Average (%) 38.6%) 55.7% 4.3%) 14% 21% 61.4% 36.4%] 0.0%| 45.3% 54.7%] 35.7%| 21.4% 14.3%] 15.0% 13.6%) 83.6% 16.7% 0.0% 0.7%|
g
§ Management Strategy 40/40 20| 18 2| 0 3 29| 8| 0 15 25| 8 6| 7 8| 1" 6| 19 10 5
5
3
5 Marketing 43/48 10 25 8| 0 7 28 8| 0 15 28] 8 10 8 5 12| 12 9 20| 2
Human Resource 38144 18 17 3 0 4 2% 8 0 12 2 9 5 7 7 10 8 5 2% 1
Manager Class
Financial Management 32/42 10 16 6| 0 2] 24 6] 0 7 24 5 3| 9 5| 10) 7| 7 18 0
Total 153174 58] 76 19 0 16 107 30 0 49] 103] 30 24] 31 25| 43] 33| 40] 72 8
Average (%) 37.9%| 49.7% 12.4% 0.0% 10.5% 69.9% 19.6% 0.0% 32.2% 67.8% 19.6% 15.7% 20.3%) 16.3% 28.1%) 216% 26.1%; 471% 5.2%
Total 293/324 112 154 25| 2 19 193 81 0f 112 179 80| 54 51 46 62} 150 62] 72| 9|
All Classes
|Average (%) 38.2%)| 52.6% 8.5%| 0.7% 6.5%| 65.9% 27.6%) 0.0% 38.5% 61.5% 27.3% 184% 17.4% 15.7% 21.2%) 512% 21.2%) 24.6% 3.1%
Course satisfaction Age (Person) Sex (person) No. of Employees (person) Position (person) Division (person)
] Responses/ Other
Course Evaluation from September 2017 to June 2018 Director/ Other/ | Pe \Tr| G | Other/
Baicters Verysatisfied | Satisfied | Neutral Other ~25 | 26~39 | 40~59 | 60~ Male Female ~19 | 20~49 | 50~99 [100~199 | 200~ CEO rector erl [ PersonnelfTr) - General | oo Technology | Production
Manager s no response|  aining affairs no response|
Human Resource Management (Advanced) 35/35 19| 13 3] 0| 2 25 8 0| 9] 25| 1 10| 2 2 10| 8| 14 7| 7 16 1 0] 2] 3 2|
Business Development through Exhibition 20129 8| 11 0 1 0 13 6 1 1 9] 12 3| 1 1 2| 15 1 4 4 3| 12 1 1 1 1
Qualityand Production Management| 35/42 22| 13 0] 0 3 20 12 0 14 19) 5] 7| 9 3| 1" 1 7] 14 14 3 10 2| 5 12 3
EPA-Practical Use from Business Point of View| 28/31 5 22 1 0 2] 17 9| 0 1" 17] 22 3| 0 0 3) 19 6] 3| 3 2| 16 4 1 5 0f
Financial Management (Advanced) 28135 5| 22 1 0 2] 16 9| 0 8 20 7 9| 5 1 [ 15 6] 3| 3 0] 16 10 0 0] 2|
3 KPI| 37142 14 20 3| 0 2] 28] 7] 0 1" 26| 7] 3] 6] 1" 10) 1" 9 17] 17| 15| 15 3 0 2| 2|
§ Store Management 41/46 14 24 3 0 2] 28] 1" 0 1" 30 16 5| 6] 3| 1" 1 7 18 18| 2| 19 2| 0 1 17|
3
% Management Simulation| 15120 1" 4 0] 0 0] 1" 4 0 6] 9| 5 2 2 0 6] 7| 0 6| 6 0] 9 3| 1 0] 2|
S
:} Business Analysis by Excel (a.m.) 17120 7| 8 1 1 0] 13 4 0 4 13| 8 0] 4 3| 2] 6| 2] 5| 5 0] 7 8| 0 0] 2|
Business Analysis by Excel (p.m.)| 16/20 2 " 3 0) 2 10 4 0) 5 " 3 2 3 2 ) 1 3 8 8| 0 4 " 0 0 1
Funding and Business Plan| 25/43 3| 20 2| 0 2] 10 13 0 6] 19) 1" 2 0 0 10) 9| 4 1" 1" 0] 8 8| 0 1 8
Qualityand Production Management (Advanced)| 23128 10| 11 2| 0| 3] 14 6 0f 12 10 2 7 3] 3| 8 9| 5 5| 5 1 9 0] 0 9| 4
Marketing (Advanced) (E-Commerce)| 25/33 5] 16 4 0 2] 11 12 0 1" 14] 14 1 1 1 7 12 4 8| 1 0] 15 0] 4 0] 6f
Totall 345424 125) 195 23 2| 22 216 105, 1 119 222) 123, 54 42 30 92 134) 68 109] 102 42 151 52 14 34 50
Average (%) 36.2%| 56.5% 6.7%| 0.6% 6.4%; 62.8% 30.5% 0.3% 34.9% 65.1% 36.1% 15.8% 12.3% 8.8% 27.0%| 324% 16.5% 26.4% 24.7% 12.2% 44.0% 15.2% 4.1%) 9.9%| 14.6%)
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Appendix 2 KAIZEN Progress at Kitchen All

Prepared by Masuda

5S+1S Implementation Progress at Kitchen All .. June 18 2018,

Progress Dec. 2017 June 2018

(1) No 5S board was posted
before. Now it is placed to

implement 5S+18S. . :;: 1
(2) On-site guidance was . = .- BS,.E"E8 Sae
1 provided to facilitate a No:o5 netice:hoard'was placed. “_'.‘_ = Nt —]
change in workers’ i
awareness through a before- :

and-after comparison of
KAIZEN.

(1) The company was trying to
provide a dressing room,
and now it is neatly
arranged with the same
furniture where originally

2 used.

(2) A gym is now availablein a
vacant space, indicating the
company is working on
enhancement of employee
benefits and welfare.

(1) A variety of goods and
materials were left
3 unorganized before glass
processing. Now the plant is
kept in order as a whole.




Progress

Dec. 2017

June 2018

(1) Machinery and equipment
were not kept in order
before. Now they are
properly located with
demarcation.

(2) Demarcation must be
shown more clearly with
white lines, which should
be broadly practiced
across the plant.

(1) A temporary material yard
was not kept in order
before. Now materials are
keptin a neat row.

(1) A temporary yard to store
paints is kept in order.

(2) Itis even betterto place a
shelf with labelling to keep
this area neat.




Progress

2017/12

(1) Self-made wood shelf was
previously provided to put
tools kept in good order. Now
the original shelf is duplicated
and placed at several points of
work.

(1) Previously, employees put
no protective masks or goggles,
subject to health hazards. Now
it is improved.

The office has implemented
KAIZEN with 5S practice.

(1) Self-made wood shelf on
the left is properly labelled
to place documents.

(2) Wood color samples are
kept in proper order.




Process of the Local Instructor/Consultant Training Course

Appendix 3 Process of the Local Instructor/Consultant Training Course

First year
(September 2016 — August 2017)

Second year
(September 2017 — August 2018)

Third year
(September 2018 onward)

Selection proces

Decide upon eligibility requirements
Publicity

Document review / Interviews

PPreparatory meeting with instructors

Prepare action plan

Participate in relevant courses |

(October-June)

2 compulsory subjects
1 elective subject

I0JT (October-June)
Model company problem solving

In-house training

2

Evaluation (July)

(AInc) wrexs wiaipiA

—>

Preparatory meeting with instructors

Participate in relevant courses |
(October-June)
2 compulsory subjects

Local instructors
®  Sales and marketing
® Quality and productivity

(Accompanied by Japanese Experts)

I0JT (October-June)
Model company problem solving

In-house training

A

ILecture on consulting methods|

A4

[Training in Japan (July)|

v

On-site guidance (consultants)

® Sales and marketing

® Quality and productivity
(Accompanied by Japanese Experts)

Final aptitude evaluation (July)
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