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1. Executive Summary
1.1 The Kyrgyz Republic

While the Kyrgyz economy is not particularly strong, with a per-capita Gross Domestic Product
(GDP) of 1,272 US dollars, making it the lowest of the Central Asia region, it has grown steadily in
recent years, with GDP growth rates of 3.9, 4.3 and 4.6% in 2015, 2016 and 2017 respectively,
according to the “Brief Statistical Handbook™ issued by the “National Statistical Committee of the
Kyrgyz Republic”. However its industrial structure remains imbalanced, with the mining and
manufacturing sector comprising only 18.6% (including about 10% for gold mining), while the
service and agriculture sectors comprise 46.7% and 14.3% respectively. There are also about a
million international migrant workers in countries such as the Russian Federation and the Republic
of Kazakhstan and their international remittances to the Kyrgyz Republic comprise almost 30% of
GDP. In addition, according to the Handbook, the number of small-and medium-sized enterprises
(SMEs) in the Kyrgyz Republic is 400,900 (101.9% against the previous year) and the GDP share
reaches 32.0% (100.4% against the previous year) in 2017.

In light of these circumstances, Consultants have been assigned for “the Project for Human
Resource Development for Diversification of Economic Sectors through the Kyrgyz Republic -
Japan Center for Human Development (KRJC) (cooperation period: April 2017 — March 2019)”
(hereinafter referred to as “the Project”), mainly regarding the planning, implementation and
reviewing of the business courses provided by KRJC, during the period April 2017 to December
2018 (hereinafter referred to as “the Activity”). To achieve the Project goal, KRJC conducts various
business courses, mainly the Mini MBA Course, which is organized twice a year for about four
months. During the contract period, there were a total of four rounds (R21 — R24) of the Mini MBA
Course.

The consultants supported KRJC in the following areas:

(1) Mini MBA Course (A Course)

(2) Special Seminar (E Course) / Other Seminar

(3) Customized Course (C Course)

(4) Regional Seminar

(5) Training in Japan

(6) Capacity-Building of Business Course Department Staff

(7) Technical Transfer to Local Lecturers

(8) Development of New Customers and Needs Survey

(9) Support for Graduates’ Community Activities



(10) Issues to Be Considered

Through support provided over the two-year contract period, KRJC has been organizing the Mini
MBA Course and other business courses smoothly, although also suffering from a lack of
participants on some courses. It is crucial that KRJC continue performing well by maintaining the
quality of its business courses and developing new customers. In this regard, the nine sets of
recommendations shown in “(10) Issues to Be Considered” should be considered in order for the

Project to achieve its goals by the end of the cooperation period (by March 2021, in two years).

(1) Mini MBA Course (A Course)

The Mini MBA Course is a practical business management course for executive- and
managerial-level individuals and entrepreneurs wishing to boost their management skills by
supporting their efforts to prepare a business plan, thereby helping promote industrial diversification
and SME development in the Kyrgyz Republic. 227 participants successfully graduated from the
four Rounds of Mini MBA Course, with the following demography:

Number Gender Title Industry
of Owner | Director
F M Staff | Other | Manu. | Service Trade
Graduates CEO Manager
227 119 108 115 69 30 13 34 145 48
(100%) | 52.4% | 47.6% | 50.7% 30.4% 13.2% | 5.7% | 15.0% | 63.9% 21.1%

KRIJC was highly evaluated by participants with an overall average of 4.49 (out of five points)
over all four rounds, with the evaluations also improving over time. Details of the four rounds are
shown below. These high evaluations are due to KRJC’s efforts to respond to changing needs and
ensure the quality of the courses by (a) continuously adding new courses and new talented lecturers

and (b) organizing a review meeting after each course seeking further improvement.

Round R21 R22 R23 R24 Average

Score 4.35 4.39 4.59 4.64 4.49

(2) Special Seminar (E Course) / Other Seminar

The Special Seminar is designed as an advanced course; aiming to solve management issues for
business executives and managers by providing practical management knowledge. However, from

R22 onwards, various Special Seminars were additionally organized to meet Kyrgyz company




needs, with a total of 34 courses carried throughout the four rounds. The number of participants
reached 640 with an average evaluation score of 4.38 (out of five points). Details of the four rounds

are shown below.

Round R21 R22 R23 R24 Total
# of Courses 5 6 12 11 34
# of Participants 50 226 232 132 640
Evaluation 4.20 4.19 4.60 4.54 4.38

(3) Customized Course (C Course)

The Customized Course is planned with the target company to provide certain seminars for their
company staff, with curriculums typically set based on consultations and individual counseling at
the companies. 24 courses were conducted with a total of 510 participants over four rounds, with

evaluation scores high throughout. Details of the four rounds are shown as follows:

Round R21 R22 R23 R24 Total
# of Courses 3 9 8 4 24
# of Participants 62 248 117 83 510
Evaluation 4.45 4.69 4.76 4.75 4.57

(4) Regional Seminars

Regional Seminars were conducted in major regional cities outside the capital city Bishkek.
During the contract period, a total of 12 such courses were conducted in three cities (Osh, Karakol
and Talas), in which 174 people participated with an average evaluation score of 4.63 (out of five

points).

(5) Training in Japan
Training in Japan is expected to develop human resources capable of contributing to the industrial
diversification of the Kyrgyz Republic and strengthen relations between the Kyrgyz Republic and
Japan. KRJC has been organizing the Training in Japan for the top graduates of the Mini MBA
Course over the past 14 years. In February 2018, eight graduates participated in Training in Japan.
Furthermore, to expand the effectiveness of the Training in Japan, another set of training was
organized on top of the abovementioned. In September 2017, ten Mini MBA Course graduates, who

had not been selected for training in previous rounds, participated in the Training in Japan under the



cost-sharing scheme. It is noteworthy that they had a useful business exchange event, in which 25

people from 18 Japanese companies participated.

(6) Capacity-Building of the Business Course Department Staff

There are currently three members of Business Course Department staff at KRJC When the Project
started in April 2017, there were only two staff, both of whom had left KRJC by the end of R22, but
new staff were recruited one by one. At the same time, the staff number was increased from two
to three to ease the workload of the Department. They manage all the business courses, in
collaboration with the consultants and their respective higher authorities — i.e. Director, Chief
Advisor, and Kyrgyz and Japanese Coordinators. In the process of conducting the four rounds ,
many improvements were witnessed, Key points are listed below:

(a) Weekly regular Business Course Department meetings are held with the participation of the
Director; not only to share information but also to discuss and solve issues promptly.

(b) New themes for business courses are created as needed, securing talented local lecturers.

(c) Review meetings are held on completion of each business course.

(d) Three Business Course members of staff decide what each of them would oversee and handle
the courses with effective coordination.

(e) Demographical information of Mini MBA Course participants is prepared with graphs and
participant questionnaire summaries are submitted within two days or so of the course

completion.

Nevertheless, some issues remain to be considered and are stated separately in the section “(10)

Issues to Be Considered”.

(7) Technical Transfer to Local Lecturers

When the Project started, there were ten courses in the Mini MBA Course, four of which were
overseen by Japanese lecturers, namely: Production & Quality Management (PQM), Marketing,
Human Resource Management, and Financial Management, which are considerd the basis
contents of Japanese-style management. On the other hand, local lecturers were in charge of the
other courses such as Business Plan, Business Plan Consultation, Accounting, Business Law and
Taxation Management which were considered that Japanese-style management was less involved.
Since then, as the curriculum of the Mini MBA Course was reviewed, the number of courses was

increased to 16. The share of teaching time by local lecturers is now 63.3% which is a little short of



the PDM target 70%. Local lecturers were also assigned to the abovementioned four courses which
were overseen by Japanese lecturers and collaboration between Japanese and local lecturers were
promoted. In the PQM field in particular, a Japanese lecturer led the way in conducting the course
using a self-created text and having a local lecturer oversee certain portions of the course. The local
lecturer is now capable of lecturing independently in basic, intermediate and some advanced areas
such as 58S, Kaizen, Visual Control, 7 QC Tools and Industrial Engineering. Furthernore, the local
lecturer actually conducted a C Course under the subject of Kaizen by himself.

A training program in Japan named ‘Local Lecturer Developmental Training’ was also
implemented in April 2018, in which four local lecturers participated (in the fields of Accounting,
Business Planning, Taxation Management and Business Law). The Training in Japan aimed to
improve their lectures by educating them on how to design a training course instruction skills, and
visit Japanese companies to see how they actually operate in arears such as Business Planning,
Human Resources Development and Production Management. Upon returning to the Kyrgyz
Republic, they all responded that the training was very fruitful. The training deepened their
understanding of Japanese-style management and given them a lot of useful knowledges to

improve the quality of their responsible courses at KRJC.

(8) Development of New Customers and Needs Survey

To further expand the basis of KRJC’s business courses, new customer development activities
were implemented by approaching several previously unfamiliar business associations. The
activities aimed to disseminate KRJC’s questionnaire and information on KRJC’s business courses
information to various companies registered under such associations, and research their training
needs and raise publicity. Training needs information was also collected by asking an extra question
in the evaluation questionnaire to participants upon completion of their rounds: “Please list the

topics of other seminars in which you would like to participate.”

(9) Support for Graduates’ Community Activities
KRIJC’s graduates’ community is called B Club. The second Annual General B Club Meeting was

held in March 2018. The consultants helped organize the event by inviting a Japanese company
which started its business in the Kyrgyz Republic recently, Tokyo Rope and enhancing business
exchange among the Club members. KRJC also introduced a one-hour Free Consultation Program
allowing the B Club members to seek advice from a Japanese lecturer to solve their business

problems. KRJC further assisted the B Club in accelerating its exchange activities with A Club,

5



which is an alumni organization of the Professional Management Program (PMP) of the
Uzbekistan-Japan Center (UJC), by taking the President of the B Club to the Republic of
Uzbekistan when the delegation of KRJC visited UJC in August 2018.

(10) Issues to Be Considered

Although business courses are smoothly managed by Business Course Department staff, it is

recommended that the following issues be considered:

(a)

(b)

(c)

(d)

(e)

Business management basics include holding regular meetings and it is strongly requested to
continue holding the Wednesday Regular Business Course staff meetings to keep improving
the operation of business courses and build up team spirit.

To improve business courses, it is essential to review each module to determine good
points and points requiring improvement right after a module while the impression of each
participant is still fresh. It is recommended to continue organizing the Review Meetings right
after each module.

To further refine KRJC business courses, the key points include conducting business courses
which meet the needs of Kyrgyz companies and securing the target number of participants. In
this regard, it is crucial not only to maintain good customer relationships with Mini MBA
Course graduates and the past participants of other business courses but also to cultivate new
customers. It is strongly recommended to continue visiting various business associations
where KRJC is not particularly known, determine their needs and gain access to members of
such association.

Hazard Analysis Critical Control Points (HACCP) are one of the subjects KRJC has been
emphasizing to meet the needs of the Kyrgyz food industry, numerous seminars were
successfully conductied; however, at the same time, KRJC experienced a shortage of
participants in round 24. Given the differing requirements of various food industries by
sectors, it is recommended to develop customized seminars to meet the individual needs of
each sector such as dairy, livestock farming, supermarket, restaurant, and food processing. It
is also important to visit food-related business organizations and associations to cultivate
potential participants for HACCP-related courses.

KRJC business courses have been smoothly organized by the Business Course Department
staff and many operational improvements have been observed. To further develop the
capabilities of the staff, it is recommended to plan a staff training schedule at the beginning of

6
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(h)

@

the academic year, when planning an annual business course schedule, so that Japanese
lecturers can be utilized for training in areas such as Leadership, Communication, Team
Building, Motivation, Ho-Ren-So, PDCA Cycle, and Kaizen in the Office Environment.

The ratio of lecture time by local lecturers in the Mini MBA Course is currently 63%, which
falls short of the target (70%). Achieving the target ratio is contingent on having a good
understanding of technical transfer on the part of both Japanese and local lecturers. It is
recommended to organize a series of meetings in areas including PQM, Marketing, Human
Resource Management (HRM), and Financial Management; and to make a two-year plan to
gradually transfer the contents of the lectures from Japanese to local lecturers over the four
rounds.

The Customized Course (C Course) is one of the areas which could be promoted more
aggressively and is designed to address actual problems faced by individual Kyrgyz
companies. It is an area where Japanese lecturers’ expertise and experiences can directly
contribute to improving Kyrgyz companies. It is recommended to set a target number of C
Courses per round such as ten.

KRIJC has a good track record of collaboration with other JICA projects such as One Village
One Product Promotion (OVOP) and Forestry Products projects. It is a win-win relationship
and thus beneficial for KRJC to further promote such collaborations.

It is also recommended to review the curriculum. Since one of the main objectives of the
Mini MBA Course is for each participant to develop his/her own business plan, it may be
useful to add a new course to learn the basics of the Macro/Micro Economy. Another
potential new course to be considered is one related to customer service. Most (85%) Mini
MBA Course participants are from the service and trade sector, so Japanese-style customer

service may appeal to them as a topic.

1.2 The Republic of Kazakhstan

1.2.1 Production Quality Management

After the completion of post phase 2 of the technical cooperation project regarding the

Kazakhstan-Japanese Center for Human Development (KJC) in September 2012, a short-term

expert on “Production Quality Management” was dispatched to hold business seminars and JICA

knowledge Co-Creation Programs (Business Practical Trainings) for about three years. As a result

of examining collaboration with a government organization, such as Corporate Development Fund

7



(DAMU), to promote small- and medium-sized enterprises (SMEs) especially in the manufacturing

industry, a “Consulting Project focusing on Kaizen” was started as a pilot in 2015. From 2016, a

consulting fee of three million Tenge (about 1 million yen) was levied and full-scale promotion got

underway. Seven companies participated in 2016 and nine in 2017; helping boost the income of the

business course division of KJC.

In addition, in collaboration with Narxoz University, which houses KJC, the “Kaizen Module” was

introduced in the MBA Course from the spring semester of 2017: titled “Kaizen Mini MBA

Introductory Course.” Furthermore, “Practical KAIZEN” three-day public seminars were held

several times in Astana and Almaty City.

(1) Assigned expert: Hajime Suzuki, Specialist overseeing ‘Production Quality Management’

(2) Activity Period: June 2017 ~ Feb 2019

(3) Activity Contents:

(a) Consulting Project’ has been implemented as a major activity in FY2017.

Activity Participating City Business Area
Company
Consulting Project 1 ProMet Almaty Production
2 Ariya Z Astana Construction
#incl. implementation 3 Stroiclass Astana Construction
OJT training for local 4 Banur Astana Food
consultants 5 Ariya Astana Astana Construction
6 Bereke Ekibastuz Transportation
7 SZATSI Semei Fabric
8 Aitas Ust-Kamenogorsk Food
9 Karavai Ust-Kamenogorsk Food
Activity Schedule City No. of Participants
3days Public Seminar for 19-21 June, 2017 Almaty 23 Participants
Practical KAIZEN 27-29 Sep., 2017 Astana 10 Participants
2-4 Feb., 2018 Astana 15 Participants
Activity Schedule No. of Participants
Kaizen Mini MBA Introductory First Term: 6 Participants (None of the Univ.)

Course

(Cooperation with Narxoz Univ.)

Spring Semester

Second Term:

32Participants (incl. 29 persons from




Fall Semester Ariya Z)

(b) Concentration to sum up and follow up activities executed.

Activity Period Contents City
1 | KAIZEN Conference Oct. | Summary of Activity Almaty
in 2017
2 | Reporting Seminar Oct. | Report to MoNE Astana
Activity Participating Company Business Area
3 | Continuous Challenge Workshop | 1 Stroiclass Construction
Program 2 Karavai Food
Activity Schedule City No. of Participants
4 | 3days Public Seminar for 12-14 Nov., 2018 Almaty 30 Participants
Practical KAIZEN 28-30 Jan. 2019 Astana 17 Participants
Activity Contents
5 | Case Writing For 7 case writing,” OJT for Local Consultant
Activity Contents C/P
6 | Technical Transfer 1 Public Seminar Local Consultants
to Local Consultants 2 Kaizen Mini MBA Local Consultants
(4) Activity Results:

(a) For the “Consulting Project” for which the “Certificate Scheme” was introduced, it was possible
to maintain the motivation of participating companies and work with the companies and KJC
consultants to promote activities on an ongoing basis.

Among the nine participating companies in 2017, four companies were certified as first-grade and
five as third grade. In 2018, two first-grade companies continued to strive for further improvement.

(b) During the three-day public seminar, a total of 95 people participated in the five times it was
held. (three in Astana City and twice in Almaty City)

(¢) In collaborating with Narxoz University, the “KAIZEN Mini MBA Introductory Course” was
introduced. However, the spring 2017 semester failed to attract sufficient Participants and the
course applied was not implemented in the following term (fall 2017 ).

Thus, even in the fall 2017, only the introductory course was conducted.
(d) Development of local consultants was implemented through On-Job-Trainings (OJTs) in
“Consulting Projects” and a technology transfer on the lecture contents of the three-day public

seminar and KAIZEN




Mini MBA Introductory Course.

As a result, six consultants qualified at senior level and one as an associate level.

1.2.2 SME Business Promotion
SME Business Promotion (Expert) was approved in 2018, from the perspective of developing

business human resources and assisting industrial diversification in Kazakhstan. Specific

assignments of the Expert included collecting and confirming information on SMEs, sharing

knowledge on industrial policy and supporting coordination with related organizations, and

supporting KJC to function as a hub of such networks. In light of the above, the Expert supported

KIJC to develop a 2019 business plan (as well as the monitoring mechanism to check its progress).

(1) Assigned expert: Ichiro Kumakiri, Specialist overseeing ‘SME Business Promotion’

(2) Activity Period: Nov. 2018 ~ Jan. 2019 (out of the 3 year cooperation period, thus below (5)

Activity Results are regarding the (2) Activity Period only and may not be completed)

(3) Activity Contents:

(3-1) Kazakhstan SME business promotion

(a) Collect and organize information on SME business promotion

(b) Sharing information and knowledge with relevant organizations

(c) Promoting reforms that help improve the SME business environment through coordination with

relevant organizations

(3-2) Activities through KJC as an important channel in promoting SME

(a) Strengthen KJC’s organization management system

(b) Strengthen the planning and management system for KJC’s Business Course and consulting
service

(c) Strengthen the relationship with other business institutions and another Central Asia Japan
Center etc.

(4) Expected Outcomes:

(a) KJC’s organizational capacities are strengthened to contribute to the diversification of industry
in Kazakhstan.

(b) The KJC Business Department is sustainably operated and managed through the use of local
resources and networks.

(5) Activity Results:

(a) The Expert assisted KJC to function as a business exchange base with Japanese business in RK

by introducing several Japanese companies interested in investing/ trading with Kazakhstan
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companies.

(b) The Expert examined the current situations regarding SMEs, including the status of policies and
activities of related national organizations, by interviewing various organizations and individual
SMEs.

(c) The Expert also visited international organizations that support SME promotion and exchanged
opinions and views what are the areas of further improvements.

(d) The Expert proposed a vision for KJC to become a platform regarding SME support in the
country, upon discussion with the relevant organizations in the country. It was also proposed that
KIJC to sign MOUs with some of the key organizations to further accelerate its role as a platform.

(e) The Expert supported KJC to develop 2019 business plan, consolidating KJC core values,
current capacities, past experience (actual results), and financial analysis. The plan also
highlighted the importance of further strengthening the collaboration with external entities with
specific names; such as, government agencies, business associations, private enterprises, and

universities.
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2. Overview of Work
2.1 Background of Work

In the early 1990s, the three Central Asian countries - the Kyrgyz Republic, the Republic of
Uzbekistan, and the Republic of Kazakhstan - gained independence from the former Soviet Union.
In the 2000s, the Government of Japan established (and/or JICA joined) a Japan Center for Human
Development (“Japan Center”) in each of these three countries to provide assistance for their
economic development and their transition from planned economies to market economies. Since
then, JICA has provided several phases of technical cooperation for the development of SME
executives and other businesspeople, and for strengthening relations with Japan.

The Project for Human Resource Development for Diversification of Economic Sectors through
the Kyrgyz Republic - Japan Center for Human Development (April 2016-March 2021) is being
conducted to further strengthen the capacity of the Kyrgyz Republic-Japan Center for human
development (KRJC) to serve as an effective base for cultivating human resources that can
contribute to industry diversification, and for strengthening relations with Japan. In the Republic of
Uzbekistan, a similar project at the Uzbekistan-Japan Center (UJC), the Project for Capacity
Development of Business Persons and Networking through Uzbekistan-Japan Center for Human
Resource Development (December 2015-November 2020), is being conducted. In Kazakhstan,
however, JICA’s technical cooperation with the Kazakhstan-Japan Center (KJC) is completed in
September 2012, and KJC is operated under the counterpart organization, Narxoz University.
Despite such situation, due to the continued high importance and demand for support in Kazakhstan
regarding the product quality management field, which requires practical experience in actual
business situations in manufacturing, as well as the need to improve the capacity of local
consultants to drive the advancement of SMEs in the country. JICA has been dispatching Japanese

experts and implementing Trainings in Japan in the filed since 2013.

JICA has been implementing cooperation activities in each country to provide assistance in line
with the circumstances in each country, though, to address the issues of industry and businessperson
development through Japan Center activities and capacities, it is important that the Japan Centers
improve the quality of their businessperson development by fully understanding and sharing their
knowledge and cases of good practices between each other. In light of the above, JICA has

combined the consultants work regarding the Project for Human Resource Development for
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Diversification of Economic Sectors through the Kyrgyz Republic - Japan Center for Human
Development, and regarding the development of businesspeople in the product quality management
sector and others in Kazakhstan (but not in Uzbekistan, where assistance based on a separate
contract is currently underway). It is expected that this arrangement delivers more comprehensive

and effective efforts by taking into account both countries past achievements and current situations.

2.2 Purpose of Work
2.2.1 Kyrgyz Republic

To contribute to the achievement of expected outcomes and project goals by implementing
Business Course (BC) planning and operation assistance and other activities based on the Record of
Discussions (R/D) regarding the “Project for Human Resource Development for Diversification of
Economic Sectors through the Kyrgyz Republic - Japan Center for Human Development”,
concluded with the Ministry of Finance of the Kyrgyz Republic on February 3, 2016.
2.2.2 Republic of Kazakhstan

To enhance sustainable operation of KJC Business Course Department, through efforts to develop
local consultants at KJC and assistance for the implementation of business courses regarding
manufacturing and quality improvement (kaizen), thereby contributing to businessperson

development and industry diversification in the Republic of Kazakhstan.

2.3 Target Countries
Kyrgyz Republic :  Bishkek (Japan Center location), and other major cities
Republic of Kazakhstan  : Almaty (Japan Center location) and Astana

2.4 Partner Country Relevant Organizations
Kyrgyz Republic :
Ministry of Finance (Supervisory ministry),
Kyrgyz National University (KNU) (Counterpart (C/P) organization)
Republic of Kazakhstan :
Ministry of National Economy, Ministry of Education and Science, Narxoz University,
Others: Entrepreneurship Development Fund (DAMU), Kazakhstan Industry
Development Institute (KIDI), National Chamber of entrepreneurs

(ATAMEKEN)
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2.5 Project Overview
2.5.1 Technical Cooperation Project in the Kyrgyz Republic
Project Name:

Project for Human Resource Development for Diversification of Economic Sectors through the
Kyrgyz Republic - Japan Center for Human Development
Overall Goal:

KRIJC contributes to the diversification of industry in Kyrgyz Republic and the strengthening of
relations between Kyrgyz Republic and Japan.

Project Goal:

Sustainable institutional mechanism and functions are established at Kyrgyz Republic-Japan
Center for Human Development (KRJC), as a center of human resource development for industrial
diversification and for strengthening of mutual relationship between the Kyrgyz Republic and

Japan.

Expected Outcomes:
Outcome 1: KRJC’s capacities as an organization for developing businesspeople are strengthened
to contribute to the diversification of industry in Kyrgyz Republic.
Outcome 2: KRJC staff members continuously operate and manage KRJC under the direction of
its director.
Outcome 3: KRJC’s capacities are built so that the center serves as a base for facilitating

exchange between Kyrgyz and Japanese people.

Overview of Activities:

1-1: Conduct needs survey on human resource development periodically.

1-2: Establish mechanism to develop capacity of Kyrgyz local lecturers and local staff and to
develop contents and materials in line with the needs.

1-3: Plan and conduct business courses to contribute to diversification of economic sectors.

1-4:  Plan and conduct customized courses for corporations and tailored courses for external
organizations.

1-5:  Plan and implement follow-up activities for business course graduates.

1-6: Plan and implement business courses for Tajikistan to develop capacity of Kyrgyz local
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lecturers and to promote regional cooperation. 1-7: Conduct review of the whole
business course implementation periodically.

31-6 is outside the scope of work under this contract.

2-1:  Strengthen system and mechanism to operate KRJC sustainably by KRJC staff under the
supervision of KRJC Director.

2-2:  To Plan, implement, and monitor the whole KRJC activities and then improve the activities
with the initiative of KRJC staff based on the results (establishment of PDCA cycle)

2-3:  Plan and implement, in collaboration with other organizations, activities in line with the

objective of KRJC and to contribute to sustainable development.

3-1: Maintain and update information of business course graduates and enterprises related to
KRIJC and build database.

3-2: Provide support to Japanese’s companies who has interest in business in the Kyrgyz
Republic, utilizing network of local human resources in management and enterprises.

3-3: Plan and implement activities to contribute to strengthening relations between Kyrgyz and
Japanese’s companies in collaboration with JICA and other related organizations.

3-4: Plan and implement activities contributing to promotion of human networking with

Japanese universities in cooperation with the Kyrgyz National University.

Project Implementation System:

This project is jointly operated by the Japan side and the partner country side (KNU, which is the
C/P). One chief advisor and one person to coordinate work and improve organizational management
capacity will be dispatched to the partner country from Japan. On the Kyrgyz Republic side, around

30 staff members including the local director will be assigned to the project.

Project Duration:
April 1,2016-March 31, 2021 (Work under this contract lasts from April 2017-March 2019)
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2.5.2 Overview of Operations in Kazakhstan
(1)Expert Dispatch Work
[Production quality management (Kazakhstan)]

Purpose of Dispatch

Experts in the field of production quality management (kaizen) will be dispatched to Kazakhstan
to lead business couses and seminars in that field to provide assistance for improving the leadership
abilities of KJC relevant personnel with regard to production quality management (kaizen) and the
like in an effort to enhance sustainable operations of the KJC Business Department, thereby

contributing to businessperson development and industry diversification in Kazakhstan.

Expected Outcomes:
Outcome 1: KJC’s organizational capacities are strengthened to contribute to the diversification
of industry in Kazakhstan.
Outcome 2: The KJC Business Department is sustainably operated and managed through the use

of local resources and networks.

Overview of Activities:

1-1: Provide assistance to KJC regarding the development of overall plans related to BCs.

1-2: Develop and implement plans for developing local consultants and others.

1-3: Regularly conduct reviews of BCs.

1-4: Manage information regarding outcomes, and information regarding companies that
received counseling.

2-1: KJC staff members take the lead in planning, implementing and monitoring overall KJC
activities, and use those results to enhance systems and mechanisms for making
improvements.

2-2: Systems and mechanisms for sustainably operating KJC BCs using local resources and

networks are built.

Duration of Work:
June 2017-March 2019
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[SME Promotion (Kazakhstan)]
Purpose of Dispatch
Gather and confirm information on SME promotion fields (industrial diversification,
manufacturing promotion, productivity enhancement etc.) in Kazakhstan, share insights into

industrial policy and coordinate with related organizations.

Expected Outcomes:

Outcome 1: Japanese findings regarding the SME enterprise promotion field in Kazakhstan are
supplied.

Outcome 2: The KJC structure, which is a key channel in this field, is consolidated.

Overview of Activities:

1-1:Collect and gather information on SME promotion in Kazakhstan (e.g. macroeconomic
information, information by microsectors and related information, information on generally
suitable environments, SME structure/current status and issues).

1-2:Share related knowledge with Kazakhstan's related organizations.

1-3:Promote changes in Kazakhstan by coordinating with related organizations, which will help
improve SME promotion.

2-1:Consolidate KJC’s organization management system.

2-2:Consolidate KJC's business course, consulting planning and management system.

2-3:Consolidate relationships of KJC with Kazakhstan's related organizations as well as with other
Japan centers elsewhere in Central Asia, etc.

2-4 Consolidate the role of KJC as a hub for Japanese business nationwide and promoting exchange

with both local and Japanese companies.

Note: The above project is scheduled for three years, and for FY2018, for the period from October
2018 to March 2019 (3.7M/M), the scope will include basic information collection, establishing
networks with related organizations, establishing a basis from which to analyze the current situation and

reviewing the project to strengthen KJC activities.

Duration of Work:
October 2018-March 2019
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(2) Training in Japan
Purpose of Training

Local companies, who participated in the Consulting Projects, to observe some Japanese
companies and to learn cases of kaizen in practice that those companies have adopted, therebyand to
consider ways of applying the lessons they learned to their own companies.
Expected Outcomes:

Local companies, who participated in the Consulting Projects, to improve their productivity and

quality by putting kaizen into practice.

Implementation System:

Several local companieswill be selected for participation in the Consulting Projects, in consultation
with the expert in the field of Production and Quality Management and local organizations
concerned, while an organization designated by JICA will plan and conduct training that meets the

needs of these participating companies. The Consultant will support these operations.
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3. Activities in the Kyrgyz Republic
Puorpsse of this work is to contribute to the achibvement of expected outcome and project goals by

implementing Business Courses. Activities for Business Course are shown as following.
Expert Dispatch/Results of Activities in the Kyrgyz Republic

(1)Mini MBA Course (A Courses)

(2)Special Seminar (Former E Course)

(3)Custmized Course (C Course)

(4)Consultations, Indivisual Consultations, Free Consultations

(5)Regional Seminars

(6)Open Seminars

(7)Training in Japan

(8)Transfer of Technical Knowledge to Operate and Administer Business Courses

(9)Technical Transfer to Local Instructors

(10)Custmer Development and Needs Surveys

(11)Support for B Club Activities

(12)Coordination with Other JICA Project

(13)Support for Improving KRJC Cash Flow
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3.1 Expert Dispatch/Results of Activities
Expert Dispatch / Results shows Table 3.1-1

Table3.1-1 Expert Dispatch/Results of Activities in the Kyrgyz Republic

Name Work Period s
Kyrgyz Japan
2017/4/15 - 5/20
. 2017/7/1 - 7/20
Shunei Umezawa P“’J:Ac:n':'a:niiirtmc 2017/11/11__|- | 12/25| 194 18
& 2018/3/19 |- | 4/29
2018/11/3 - 12/24
2017/6/5......|7..|..6/11
2017/6/21 | [ )
(2017/6/5 7/1)
2017/9/721 | o 10/2
Shigeru Uno BC Management (2017/9/21|- [10/14) 67 0
2018/6/12 | 1. 7/1
(2018/6/7 |- 7/1)
2018/9/10 | .| . 9/26
(2018/9/10[- | 10/6)
X (_ )Period including Kyrgyz & Kazafhstan
2017/4/15 - 5/15
2017/9/30 - 11/6
Tetsuo Fukuyama PQM (1) 2013/4,2 — 5/7 149 8
2018/9/22 - 11/4
2017/4/20 - 5/27
.. . . . 2017/10/6 - 11/12
Koji Uehigashi Marketing 2018/4,/16 ~ 5/7 135 8
2018/9/30 - 10/13
Takao Hayashi 2017/5/15 - 6/10
R
(predecessor) Fuman Resource Management |oots/11/27 |- | 12/24] !
2017/6/3 - 7/8
. . . 2017/10/28 |- 11/30
Jinji Ban Financial Management 2018/5/21 — 6/16 131 11
2018/11/5 - 12/8
2017/6/17 - 7/10
HACCP (Hazard Analysis and [2017/9/16 - 10/14
Mamoru Hatano Critical Control Point) 2018/5/19 |- | e/17] 2 8
2018/11/17 |- 12/15
Tadao Yuasa 2018/3/26 - 4/8
R
(successor) Human Resource Management 2018/9/6 ~ 9/29 28 4
Emiko Setoguchi Training in Japan 16
Ichiro Kumakiri Business Exchange 10
Total 870 87
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3.2 Mini MBA Course (A Courses)

Mini MBA Courses teach fundamental knowledge on corporate management to business managers
and aspiring entrepreneurs. These courses aim to raise management skill standards and promote
industry diversity at companies in the Kyrgyz Republic by having Participants go through the
business plan preparation process. The coursesare generally held twice a year for about 4 months. In
the 2017 academic year, a course was held in Round 21 (R21) as a spring course and again in
Round 22 (R22) as a fall course. In the 2018 academic year, a course was held in Round 23 (R23)
as a spring course and in Round 24 (R24) as a fall course.

A major change over the two-year period was offering the Morning Course (9:30-12:30) for the first
time in R24. Until that point, the courses were offered in two parts: an Afternoon Course
(14:00-17:00) and an Evening Course (18:00-21:00). However, in an effort to better target business
managers and entrepreneurs, the Evening Course was changed to the Morning Course, and the
courses were offered in two parts: a Morning Course and an Afternoon Course. As a result, fewer

people signed up for the Afternoon Course, and now only the Morning Course is offered.

(1) Participants

55 Participants attended in R21, while 63 attended in R22. 70 participants in R23, and 39 attended
in R24.  Participants overviews are shown in ANNEX 1 Tables 3.2-3.and 3.2.-4.

There were slightly more women than men in R21, R22 and R23. Owners and CEOs comprised
40% to 50% of participants. However, in R24, the male-female ratio was reversed, and owners and
CEOs comprised nearly 70% of participants. This change is due to the introduction of the Morning
Course, and is an evidence of a success of KRJC’s plan to target managers and entrepreneurs, who
have relatively more freedom over their time. In terms of categorizing the industries of the
businesses in which the participants work, throughout the four rounds, an overwhelming majority

(80%-90%) of participants worked in the broadly defined service industry.

(2) Mini MBA Course results
The courses offered for R21 through R24 are shown in ANNEX 1 Tables 3.2-5 through 3.2-8.

Efforts are constantly underway to find ways to improve the Mini MBA Course, which is the
cornerstone of the KRJC Business Courses. Toward that end, new topics were added in each round;
it started with 10 courses including the Final Presentation in R21, while it now consist of 16
courses in R24. The followings are the new courses added in each round.

+ R22: “Japanese-style Management’
+ R23: “Sales and Export’
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* R24: “Japan, Economy and Business,” ‘Business Planning,” ‘Strategic Management,” ‘Risk Management’

(3) Participant survey results
KRJC administered surveys to participants at the end of each course. Aggregated survey results

from R21 and R23 are shown in ANNEX 1 Tables 3.2-9 and 3.2-10. The following are the

evaluation items on the surveys.

(@ Content: Did lecture content meet your expectations?

(b)  Topics: Did topics within the lecture content meet your expectations?
(¢ Explanations: Was the instructor’s explaining style easy to understand?

(d)  Teachingstyle: Evaluation of the instructor’s teaching style.

(e) Textbooks: Were the distributed textbooks easy to understand?

® Interpreters: Evaluation of interpreter (quality)

(g)  Textbook translation: Evaluation of the distributed textbooks' translation into Russian
(h)  Lecture Time: Was the amount of lecturing days (hours) appropriate?

(1) Overall Rating; Overall evaluation of the course

Questionnaire takers were asked to evaluate on the following 5 point scale for each category in this

questionnaire. Accordingly, values in the table represent the average value out of 5 points.

5 points: Excellent

4 points: Good

3 points: Not bad

2 points: Not particularly impressed
1 point: Not impressed

The goal is to exceed four points in each category and although the score averages generally
cleared this goal, unfortunately, the average score for the Japanese instructors was lower than that of
the local instructors in every category. In particular, despite an uptrend seen in each category from
R21 to R22, the four items 'teaching style', 'lecture time', 'textbook translation', and 'textbooks' all
fell below 4 points also in R22.

The result of the questionnaire urged respondents to fill in comments. Making the comment
excerpts below makes evident the issues in the courses from the participants' perspective of each
category.

+ Teaching style: “"Teaching style is not so easy to understand”, “It would be nice to get more simple explanation”,
“Some examples are for big businesses and cannot be implemented for SMESs”

* Lecture Time: The time is too short”, “Increase the number of days”, “Add more hours to this module”
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- Participant assessment of lecture time cannot necessarily be judged as poor, as the overall assessment was
'excellent. Participants tended to deduct points from their evaluation, however, due to wanting more lecture
time.

* Textbook translation: ’Improve the quality of translation”, “‘Translate handouts 100% to Russian”,

* Textbooks: ”Small print is not always legible”, “Make handouts larger”, “Complex supply of materials”, ““A lot
of materials in a short period of time”, “Difficult to understand”, “Improve the quality of images (too small)”

+ Other comments ask for "More practice than theory," "More case studies,”" "More practical work," and "More

examples," highlighting the need for improvement in these areas.

Survey items were revised from R23 because it contained redundant parts depending on the
interpretation, the categories of Content, Topics, Explanations, and Teaching style. This was evident
due to some feedback from participants who shared that they found the surveys difficult to
understand, and others wanted ways to clarify their evaluations of the instructors and course
management.

Aggregated survey results from R23 and R24 are shown in ANNEX 1 Tables 3.2-11 and 3.2-12.
The following are evaluation items from the survey. Questionnaire takers were asked to evaluate on
the same five-point scale for each item. Accordingly, values in the table represent the average value
out of five points. Items (1) to (3) evaluate the instructors, and Items (4) to (6) evaluate course
management, and the table shows the respective average values. In addition, in an effort to survey
needs, the question “What kinds of topics would make you want to take a seminar?” was added to

the end of the new questionnaire for R23 and onward.
(1) Content: Did the lecture content meet your expectations?
(2) Explanations: Evaluation of instructor’s explaining style (Was it easy to understand?).
(3) Materials: Were textbooks and other distributed materials easy to understand?
(4) Interpreters: Evaluation of interpreters (quality, ease of understanding).
(5) Textbook translation: Evaluation of the (quality of the) distributed textbooks’ translation into Russian.
(6) Course management: Evaluation of overall course management, including the classroom environment.

(7) New topic ideas: What kinds of topics would make you want to take a seminar?

Efforts were made to reflect the comments from R21 and R22 in the courses of R23 and R24,
but many comments were made regarding R23 and R24 as well. The overwhelming majority of

comments were amicable, and regard issues to be addressed in the future.

B )

» Content: “To add practical examples of local companies”, “Not applicable in our market”, “It would be excellent to
include practical examples in the service sector”, “More practical work”
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* Explanations: “The same thing repeats many times”, “The lecturer had a problem with PC and did not get the
material timely”

* Materials: ““Too many handouts”, “It would be great if all the materials are combined and given in one book”, “It
would be great if we can get all materials at the beginning of the module”

* Interpreters: “Sometimes microphone is needed”’, ““It was difficult to switch one interpreter to another”,

* Textbook translation: ““A lot of grammatical mistakes”, “Some misspelings”

+ Course management: “Excellent, but it would be better if we had a bottle of water for each participant”, “There are
some noises, the boiler sometimes boiling during the lecture”, “It would be highly appreciated if we have
cookies for coffee break”, I don’t like studying on Saturdays”

(4) Comparison of R21 through R24

ANNEX 1 Table 3.2-13 shows a comparison of the evaluations from each round.

Evaluation items were changed before R23, and there may be slight differences in nuance;
however, a table was made to show trends in evaluations for each round on essentially identical
items. As a result, the evaluations of most items tended to improve with each round. That trend was
particularly strong for the average of the overall evaluations of Japanese instructors; their score of

3.98 in R21 improved steadily to 4.11 in R22, 4.54 in R23 and 4.63 in R24.

3.3 Special Seminars (Former E Course)

Special Seminars are courses for experts; they target business managers and core management
personnel, and seek to provide solutions for management problems at each company through the
propagation of practical management knowledge. Starting with R22, special courses to address
envisioned needs are offered alongside the conventional courses.

(1) Results of Special Seminars

The courses offered for R21 through R24 are shown in ANNEX 1 Tables 3.3-1 through 3.3-4.

In R21, courses taught solely by Japanese instructors were offered; the titles were the same as
those of the Mini MBA Course; the content were overlapping; and the average number of
participants per course was 10, with the smallest course attracting just four participants. After
reflection on these points, starting from R22, Special Seminars with more specific and topical
course titles were offered, and the local instructors were brought in to collaborate with the Japanese
instructors for some of the courses.

As a result, the average number of participants per course increased to 37.7 in R22, and moved to

19.3 in R23 and 12.7 in R24; the overall average number of participants increased to some degree,
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but some courses drew fewer than 10 participants, and issues still remain. In R24, it was so difficult
to draw participants for HACCP-related courses that both of the planned courses were canceled.
(2) Aggregating participant surveys

Surveys were also administered to participants of Seminars and Special Seminars after the
seminars. Aggregated survey results are shown in ANNEX 1 Tables 3.3-5 through 3.3-8. As with

the Mini MBA Course, evaluation items were changed since R23.

(3) Comparison of R21 through R24

ANNEX 1 Table 3.3-9 shows a comparison of the evaluations from each round.

Although the local instructors were brought in to teach some Seminar and Special Seminar courses,
an overwhelming majority (roughly 87%) were taught by the Japanese instructors. As with the Mini
MBA Course, the overall evaluation score was 4.20 in R21 and 4.19 in R22, which failed to reach
the PDM target of 85% (4.25 points), but 4.60 in R23, 4.54 in R24, over-achieving the target,

thereby makig the four-round average of 4.38 over the target.

3.4 Custmized Course (C Courses)

Custmized Course responds to issues unique to the target company with seminars provided for its
staff. The curriculum of these courses is typically set based on consultations and individual
counselings at the companies.

(1) Custmized Course Results.

The Custmized Course offered for R21 through R24 is shown in ANNEX 1 Tables 3.4-1 through
3.4-4.

With three courses in R21, nine courses in R22, eight courses in R23, and four courses in R24, the

four-round average was six courses.

(2) Participant questionnaire summary
Results of the questionnaire administered to Custmized Course are shown ANNEX 1 Table

3.4-5~3.4-8.

(3) Comparison of R21 through R24

ANNEX 1 Table 3.4-9 shows a comparison of the evaluations from each round.

Overall evaluations of Custmized Course held steady with high totals of 4.45 in R21 and 4.40 in
R22, and improved to 4.69 in R23 (after evaluation items were changed) and 4.75 in R24; this is

linked to repeat requests from some companies. Another likely cause of the high scores is the fact
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that course content was tailored to the needs of the companies based on interviews conducted prior

to the courses.

3.5 Consultations, Indivisual Consultations, Free Consultations

Consultations are activities that correspond to Custmized Course, and address the issues of
individual companies; however, they consist mainly of interviews, discussions and advice, and do
not entail seminars. In contrast, Individual Consultations essentially cover the same ground as
Consultations, but are provided free of charge, with the aim of developing into Custmized Course.
However, many companies are against the idea of paying for consultations, and are able to arrive at
solutions after Individual Consultations; therefore, few cases of Individual Consultations eventually
develop into Custmized Courses.

In light of these circumstances and to increase support for the activities of the B Club, a Mini
MBA Course graduates’ club, Free Consultations - one-hour programs taught by Japanese
instructors - were introduced in R23 for the B Club members and the current Mini MBA Course
participants. The results of Consultations, Individual Consultations and Free Consultations are

shown in ANNEX 2 Tables 3.5-1 through 3.5-5.

3.6 Regional Seminars

In Regional Seminars, seminars and Custmized Course are conducted in major regional cities
outside the capital city Bishkek with an aim to improve the management skills of local business
owners and senior managers. In R21, the seminar planned for Karakol had to be changed due to date
changes of the presidential election. This resulted in only the site visit and survey portion of
HACCP (Hazard Analysis and Critical Control Point) being held in Osh. In R22, the site visit and
survey portion of HACCP was held in Karakol, with seminars also held in both Osh and Karakol. In
R23, Courses and the C Course were held in Talas, and a Seminar for people involved in the Forest
Products Project was held in Karakol. The local instructors taught all of these. No Regional
Seminars were held in R24.
(1) Regional Seminar results

ANNEX 2 Table 3.6—1 and Stable 3.6-2 show the results of Regional Seminars held in R22 and
R23.
(2) Participant questionnaire summary

The results of the questionnaires at regional seminars are shown in ANNEX 2 Table 3.6-3 and
Table 3.6-4..

With an average of 4.45 in R22 and 4.81 in R23, Regional Seminars received high overall scores.
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3.7 Open Seminars

Open Seminars are free seminars for the purpose of recruiting participants and promoting Special
Seminars ( Former E Courses) and Custmized Training (C Courses). Typically, they are 2 hours
long, touch on the highlights of each course, and explain what outcomes the participants can
expect by attending the courses. However, in R24, the topic of “Food Sanitation and HACCP” was
presented in an interactive style as a panel discussion rather than a normal Seminar style.

HACCP-related content was offered in R23 and R24 in an effort to inducing new particpants to
prime the pump for the E Course and the C Course, but it must be acknowledged that the effort had
limited effects. In particular, companies involved in food products were recruited to join the panel
discussion in R24, but only five people participated. In the food-related industry, the necessity to
deal with HACCP is well recognized and a need for HACCP-related training course definately
exists, however, there is no sense of urgency in the industry to deal with HACCP-related issues
immediately. The most significant cause is the tendency of Kyrgyz people to choose an easy way
out by just paying some money to an inspector. The biggest issue is how to change the mindset of
people in the food-related industry.

The results for R21 through R24 are shown in ANNEX 2 Tables 3.7-1 through 3.7-4.

3.8 Training in Japan

For the past 14 years at KRJC, high score graduates of the Mini MBA Course have attended
Training in Japan, and it has been verified that they have contributed significantly to business
growth by the participants applying the concepts they learned in Japan at their workplaces upon
returning to their country. This project is expected to develop human resources who can contribute
to the industrial diversification of the Kyrgyz Republic and strengthen relations between the Kyrgyz
Republic and Japan, and expanding the results of Trainings in Japan was recognized as an effective
means to achieve the goal. Therefore, another Training in Japan was conducted under a cost-sharing
arrangement for graduates who completed the Mini MBA Course but were not selected for training
in previous installments.

Training in Japan has multiple objectives: to allow course participants to see firsthand how
concepts they learned in the Mini MBA Course are actually being implemented at Japanese
companies; apply the concepts back home at their own companies; and to contribute to
strengthening the relationship between the Kyrgyz Republic and Japan while also exploring the
possibility of business collaborations by providing interaction with Japanese corporate managers. It
is thought that the trainings can also be used to vitalize activities of the graduates’ club (G Club, it

changed its name to B Club) established in 2012.
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Note that two sessions of Training in Japan (with cost-sharing) were planned during the contract
period, but only the session conducted in September 2017 was actually implemented.
(1) Implementation Period

2 weeks from September 3—16 (Sun-Sat), 2017.
(2) Participants

Mini MBA course graduates from R1 to R21 who have never participated in any practical business

training courses were recruited. The list of participants is shown in ANNEX 2 3.8—-1.

(3) Schedule and curriculum
ANNEX1-2 Table 3.8-2 shows the specific schedule and curriculum.

Based on the programs, training that embodied a sense of purpose was carried out from
agenda-setting to results presentation. This demonstrates that the anticipated outcomes were met. Of
particular note, 25 people from 18 Japanese companies participated in an exchange meeting held on
September 13, which turned out to be a highly meaningful event. Highlights included an exhibit of
Kyrgyz Republic products, general introduction, KRJC activities introduction, and lecture "A
Vision of Kyrgyz—Japan Business Relations" by Mr. Ichiro Kumagiri (Investment Adviser), which

was held by linking the JICA Kyrgyz Office to the video conference system.
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3.9 Transfer of Technical Knowledge to Operate and Administer Business Courses

The basic flow diagram below shows an overview of how business courses are implemented.

Figure 3.9-1 BC implementation flow diagram

Business Course management is carried out by Business Course Department staff in accordance
with the above flow diagram; however, improvements were needed based on problems encountered
through implementation of R21. Issues pointed out are listed below.

(@) Conduct regular course review meetings after a course is complete.

(b) Prepare courses and seminars by utilizing the operation manuals.

© Business Course staff members acknowledge their role as a facilitator and fully handle each course.

d Complete participant questionnaire summaries as early as possible upon completion of the course.

(e) Prepare and distribute demographic information of the Mini MBA Course participants.

® Change classroom layouts according to the instructor's teaching style and prepare for workshop-style when
neccessary.

(® Have a microphone available.

(h) Ensure to announce to participants precautions and notable matters from Business Course staff at the start
of each course.

)] Implement Open seminars on an ongoing basis.

G Ensure to announce to participants precautions and notable matters conceming test taking at the end of
each course.

k) Secure current and new local instructors on an ongoing basis.
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- Current local instructors hold other employment. As their other jobs prevent them from devoting themselves
wholy to KRJC even during the Mini MBA Courses, it is necessary to secure current and new local instructors
on an ongoing basis.
)] Secure high quality interpreters on an ongoing basis.
(m)  Arrange interpreters and provide teaching materials translated into English whenever a Japanese instructor
will attend a lecture taught by a local instructor.

(n) Always be cost conscious when managing Business Courses.

With the addition of a third Business Course staff member in R22 and other developments, it has
been confirmed that, as of R24, action is being taken in response to each of the issues pointed out in
R21, which was the start of the contract work. A clarification of a scope of responsibilities of each
staff member has improved communication with tje instructors, and that has likely contributed to
the improved evaluation scores of the instructors. In addition, the practice of holding scheduled BC
meetings on Wednesdays has led to efforts to thoroughly implement the PDCA cycle and share
information within the department and the Center. Furthermore, two BC staff members took the
opportunity to visit UIC in August 2018, and BC received visitors from UJC in November of that
year. These mutual visits significantly stimulated the improvement of Business Course management
at KRJC. To be more concrete, various constructive proposals were made by them, such as to
introduce new courses as a result of comparing the curriculums of PMP (Professional Management
Course) of UJC and Mini MBA Course, to conduct screening of applicants for the Mini MBA
Course so as to prevent dropouts in the middle of the Course and to plan an exchange event of local

instructors of UJC and KRJC.

3.10 Technical Transfer to the Local Instructors
Collaboration between the Japanese instructors and the local instructors was promoted in each of
the courses taught by the Japanese instructors: “Product Quality Management,” “Marketing,”
“Human Resources Management,” “Financial Management,” and “HACCP.” In some courses, the
Japanese instructors and the local instructors discussed who would be responsible for which parts.
Concurrently, the Japanese instructors audited the courses taught by the local instructors with an
interpreter, and offered advice on anything that stood out to them. Each of the local instructors who
were audited received comments from excellent Japanese instructors with advanced expertise.
As explained previously, in surveys administered after the courses, participants gave higher
scores to the local instructors than the Japanese instructors, particularly in R21 and R22; this
demonstrates that KRJC has hired excellent local instructors with advanced expertise. However, the

local instructors obviously have other work to do, which means that some of them cannot prioritize
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KRIJC courses, making it a challenge for KRJC to consistently secure local instructors. In addition,
in April 2018, a training to improve the local instructors’ capabilities (Training in Japan) was held.

Such training sessions appear to be an effective way to improve the local instructors’ capabilities.

3.11 Customer Development and Needs Surveys

The number of participants in the Mini MBA Course, the core of the Business Course provided by
KRIJC, increased steadily, from 55 in R21 to 63 in R22 and 70 in R23. However, the transition from
an Afternoon-Evening offering to a Morning-Afternoon offering resulted in fewer sign-ups for the
Afternoon Course; thus, in R24, only the Morning Course was offered with mere 39 participants.
For the Seminars and Special Seminars as well, low growth in the number of participants is an
issue.

After reflecting on on the fact that KRJC relies tooo heavily on a word-of-mouth and lacks
effective activities to find new customers via different channels, a suggestion was made to approach
various industrial groups and companies with needs surveys since R24. The questionnaire surveys
prepared for this purpose is shown in ANNEX 3 and ANNEX 4. These surveys were created to
enable anyone who makes the visit to gather and amass important information by following the
questions on the survey form, and the proposal was made to add improvements as necessary in the
course of implementing the activity.

On December 20, BC staff members came along to a meeting with Mr. Erlan Eresheev, the
director of the Union of Entrepreneurs of Kyrgyzstan, and gathered information according to the
survey form and exchanged opinions. As a result, the Director Elran promised to send information
about KRJC Business Courses to the roughly 500 active members of the union, and to take the next
Mini MBA Course himself in R25. The director offered Time Management, HRM, Taxation, and

Business Management as his desired seminar topics.

3.12 Support for B Club Activities

On March 23, 2018, KRJC hosted the second general meeting of the B Club (before then referred
to as the G Club), an organization of graduates of the Mini MBA Course, to promote interaction
among the members. At the meeting, six steering committee members were appointed to serve
under the Chairman Vitaliy and to manage subsequent B Club activities. In addition, a Free
Consultation Program (See 3.5 Consultations, Individual Consultations, and Free Consultations)
was introduced for the B Club members and the current Mini MBA Course participants in R23 in an
effort to support activities of the B Club members after completion of the Mini MBA Course. In
addition, the B Club Chairman Vitaliy came along on the visit to UJC in August 2018 described in

“3.9 Transfer of Technical Knowledge to Operate and Administer Business Courses”, which also
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contributed to promoting interaction with the A Club, an organization for graduates of UJC’s

Professional Management Program (PMP).

3.13 Coordination with Other JICA Projects

Efforts were made to introduce KRJC Business Course activities through proactive participation in
exchange events, agricultural business promotion program meetings and the like held at the JICA
Kyrgyz Office. Coordination is proceeding with the One Village One Product (OVOP) Project and
the Forest Products Project in particular, and as explained in 3.3 Custmized Course (C Course), the
training for staff members of each of these projects has received high scores.
3.14 Support for Improving KRJC Cash Flow

During R21, R22, and R23, a Japanese instructor for the financial management course gathered
relevant information, interviewed relevant people, and analyzed the results of KRJC’s financial
situation. The instructor summarized the results of the analysis and reported them to KRJC in R24.
The summary of the report is stated in “4.13 Support for Improving KRJC Cash Flow”.
Unfortunately the financial situation of KRJC is not improved and still in deficit.

In conjunction, efforts were made to make Business Course Department staff members aware of
the basic ways to improve cash flow -increase income (in other words, increase the number of

participants) and reduce costs- as part of their daily tasks.
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4.Activity Results in the Kyrygz Republic

Table 4-1 shows the expected outcomes of the Project, the corresponding PDM outcome indicators,

and the corresponding activity results.

Table 4-1: Expected Outcomes and Activity Results

Expected Outcome |

Activity Results

(1) KRIC's function as a human resource development center is strengthened to develop business persons to contribute

to diversification of economic sectors in the Kyrgyz Republic.

Indicator Business courses are newly
) established/improved/discontinued based on
the needs of human resource development

Each Course was revised in each round along with the
Mini MBA Course and Seminars, and new courses were
added, improved or removed.

As shown in ANNEX 1, the overall four-round averages

Indicator | Average satisfaction level of business course | for each component exceeded the target of 85%, with
2 participants reaches 85% . 4.49 (89.8%) for the Mini MBA Course, 4.38 (87.6%) for
the Seminars, and 4.57 (91.4%) for Custmized Course.
. . . The share of teaching time by the local instructors in the
;“dlcamr IShare Ofeacte}j‘gf%% e by the Kyrgyz | \ ki MBA Course in R4 was 38 days compared to 22
* days by Japanese instructors, or 63.3%.
Although the schedule is irregular, KRJC management
and BC staff members visit companies that have
Indicator Follow-up activities for business course | completed the Mini MBA Course, and B Club general
4 graduates are implemented more than 4 times | meetings are held once per year. Furthermore, the Free
annually Consultation Program has been implemented for the B
Club companies since its introduction in R23. (For results,
see ANNEX 2)
(2) KRIC is sustainably operated by KRJC staff'and with the initiative by Director from the Kyrgyz side.

Annual activity plan is formulated and

There is a Mid-term Operation Plan (2016 — 2020), and
annual operation plans are formulated each year via Joint
Coordination Committee (JCC) meetings. KRIC staff
members formulate a Business Course schedule for each
round for implementation.

Operation plans including budget plans are formulated

each year, and a system was established in which
applications including cash flow analysis based on
projected numbers of participants are submitted prior to
offering each of the Mini MBA Course, Seminars and
Custmized Course.
In additon, JICA initiated the introduction of
QuickBooks, a detailed financial analysis tool, which may
further enahnce analytical capabilities of the Center in the
future.

establishes the function as a basis to promote human resource networking between the Kyrgyz Republic and

Ilndlcator implemented every year by KRJC staff based
on the approved Mid-term Operation Plan.
Indicator Financial statements are analyzed by KRJC
) staff and budget plan based on the analysis is
formulated every year.
(3)KRIC
Japan.
Activities on business human resource
Indicator networking and information sharing between

the Kyrgyz Republic and Japan are organized
regularly and bring more than 5 practices

annually.

The following Japanese companies have provided
information on their visits to the Kyrgyz Republic:

Fujitsu (January 2017), Azuma Shipping (February
2017), MUFG Bank (February 2017), KeyNoters
(August 2017), Tokyo Rope Mfg. (December 2017),
Koei Research & Consulting (August 2018)

In addition, the following activities were implemented
during FY 2018:

Support for the Kyrgyz-Japan Business Forum sponsored
by ROTOBOMinistry of Economy (February),
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introducing two B Club companies to Ricoh (March),
hosting the B Club general meeting and introducing
Tokyo Rope Mfg, (March)

Over 15 study tours and intemships have already been

conducted in collaboration with Japanese universities and
other organizations as follows:
Nagoya University (August 2016, August 2017),
University of  Tsukuba  (September 2016,
Activities in collaboration with Japanese | February/September 2017, March/September 2018),
universities and other organizations are | Osaka University (November 2016), Tokai University
implemented more than 15 times. (November 2016, January 2017), Japan Society for the
Promotion of Science (November 2016), Doshisha
University (March 2017), Kansai University (September
2017, September 2018), Tokyo Woman’s Christian
University (November 2017), The Takeda Foundation
(Sakura Science Program: January/July 2018)

Indicator

Indicator | Activities to promote human resource Under the instructions from KRJC management,

3 networking and information sharing is | BC staff members make all arrangements for
regularly planned and implemented with | information sharing during Japanese company visits,
involvement of KRJC staff. visits to B Class member companies and the like.

Similarly, KRJC staff members promote collaboration
with Japanese universities.

4.1 Mini MBA Course (A Courses)
(1) Course management

It has been confirmed that KRJC is independently and capably managing all aspects from
recruiting participants to implementing opening and closing ceremonies and courses, and managing
schedules.
(2) Contributing to participants

The four rounds from R21 through R24 have produced 227 graduates, roughly 80% of whom are
business managers and management personnel. The courses have likely contributed to improving
their management capacity in addition to promoting the founding of businesses through the creation
of business plans and making a measurable contribution to the diversification of the economy of the
Kyrgyz Republic.
(3) Responding to changes in needs and ensuring the quality of the courses

In particular, efforts are constantly underway to find ways to respond to changes with regard to the
Mini MBA Course, which is the cornerstone of the KRJC Business Courses. New topics are
continuously added in each round; what started with 10 courses in R21 is now a total of 16 courses
in R24. These efforts ensure the quality of the Mini MBA Course.

In addition, the performance of the instructors has a substantial impact on the quality of the courses.
However, participants rated the Japanese instructors lower than the local instructors in R21 and R22;
thus, the performance of Japanese instructors was not satisfactory then. Discussions were held with

individual instructors based on questionnaire surveys administered to participants after the courses
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and comments from BC staff members, and they were asked to improve the course content as well as
their teaching styles-to make the courses more interactive to encourage participation, to engage the
participants and answer the questions carefully, to be sure to provide comments on participants’
presentations, and the like. As a result, as shown in ANNEX 1, evaluations of the Japanese instructors
increased each round, from 3.98 in R21 to 4.11 in R22, 4.54 in R23 and 4.63 in R24; thus, the
performance of the Japanese instructors became satisfactory.

Course material -namely, syllabuses and textbooks- is another critical element for ensuring course
quality. In many cases, instructors sent course materials directly to BC staff members in
communication with them, and BC staff members posed questions from their perspectives as experts.
The system changed in response; starting in R24, materials are sent to the Business Course
Department after being checked by the general and vice general managers.

Furthermore, because opportunities to reflect on course implementation directly afterward are
critical toward ensuring course quality, a proposal was made to introduce Review Meetings, and they
are being implemented. First and foremost, the results of questionnaires administered to participants
directly after the courses are promptly aggregated, comments in Russian are translated into English,
and the survey evaluations are summarized. This information is used as the basis for discussions
about points of improvement between the instructors and the BC Department and the KRJC
management. The discussions focus on how both instructors and the BC Department can improve,
and focus not on criticism but on constructive discussion for improving course quality.

(4) Participant surveys

Overall evaluations from participant surveys were high and improved with each round (4.35 in
R21, 4.39 in R22, 4.59 in R23 and 4.64 in R24); this demonstrates that courses have been highly
effective and practical throughout the four rounds.

The overall average evaluation for each of the six items -Content, Explanations, Materials,
Interpreters, Textbook Translations, and Course Management- over the four rounds is over 85%

(4.25 points), which indicates high-quality course management.

4.2 Special Seminars (Former E Courses)
(1) Course management

Starting in R22, BC staff members held discussions with the instructors to select topics likely to
meet the potential new customers’ needs, and held Special Seminars accordingly; this demonstrates
the strength of their course management.

(2) Contributing to participants

Over the four rounds from R21 to R24, 34 courses were offered to a total of 640 participants,

comprising an average of 18.8 participants per course. The courses likely contributed to providing
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solutions to many business managers, core management personnel, and people seeking to start
businesses in the Kyrgyz Republic.

(3) Participant surveys

Overall evaluations from participant surveys failed to reach the PDM target of 85% (4.25 points)
in R21 (4.20) and R22 (4.19), but improved to 4.60 in R23 and 4.54 in R24, for an overall
four-round average of 4.38 points. This indicates that, overall, the courses were effective. However,
the improvement of instructors whose evaluations were less than four points remains an issue.

(4) HACCP

Specifically, courses on topics related to HACCP, a relevant topic in the food processing industry,
have been implemented. Participants were very interested and gave high scores after each of the
courses: 4.50 in R21, 4.47 to the Japanese instructors and 4.54 to the local instructors in R22, 4.73
to the three courses taught by the Japanese instructors and 4.65 to the local instructors in R23, and
4.76 to the Japanese instructors and 4.50 to the local instructors in R24.

However, a total of 93 participants attended the seven courses over the four rounds, which is an
average of 13.3 participants per course. This is disappointing given the attention the topic receives
in the business world. So few participants signed up for the courses in R24 that they were both
canceled; thus, attracting participants is a challenge. As stated in “3.7 Open Seminars”, although the
necessity to deal with HACCP is well recognized in the food-related industry, there is no sense of
urgency in the industry to deal with HACCP-related issues immediately. Since there are various
businesses associations in the food-related industry such as dairy products, livestock business, food
processing business, hotels and restaurants, it is recommended to develop a cutomised seminar to
meet the need of each association and pay a visit to each association prior to the seminar as a part of

public relations efforts.

4.3 Custmized Course (C Courses)
(1) Number of cases

In R21, 62 participants participated in three courses for two cases. In R22, 248 participants
participated in nine courses for nine cases. In R23, 117 participants participated in eight courses for
five cases. In R24, 83 participants participated in four courses for four cases. Over the four rounds,
a total of 510 participants participated in 24 courses for 20 cases (an average of 21.3 participants per
course).
(2) Participant surveys

In questionnaire surveys administered after the C Courses, participants gave high scores in each of

the four rounds (4.45 in R21, 4.40 in R22, 4.69 in R23, and 4.75 in R24); the courses likely
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contributed to providing solutions to the respective companies and organizations’ business problems.
This demonstrates that, essentially, the courses were implemented in line with the circumstances of
the individual companies and organizations, and that they were satisfied with the content of the

courses.

4.4 Consultations,

In the initial stage of the Project, the groups of courses in the Business Course were thought of
as linked, and efforts were made to produce a cycle in which the Individual Consultations and
Consultations derived from the Mini MBA Course and Seminars would lead to Custmized Course.
Although some of the Custmized Course was indeed a result of such cycle, it was such an
insignificant proportion that, starting in R23, Free Consultations by Japanese instructors were
offered to address the concerns of the B Club members and the Mini MBA participants. Eight
companies applied in R23, and six companies applied in R24. The consultations lilely were

contributed to solbing each companies’ business problems.

4.5 Regional Seminars
As explained in 3.6 Regional Seminars, a total of 174 participants participated in 12 seminars
held in Osh, Karakol and Talas (an average of 14.5 participants per seminar). According to the
aggregated results of questionnaires administered to participants after the seminars, the overall
evaluations of the R22 seminars in Osh and Karakol were 4.50 and 4.43, respectively, and that of
the R23 seminars in Talas and Karakol were 4.65 and 4.89, respectively. Overall, the Seminars
earned an extremely high average score of 4.63 points, which suggests that the Seminars were

aligned with the circumstances in each region.

4.6 Open Seminars

Three Open Seminars were offered in R21, and five were offered in R22. However, the intended
effects of attracting participants to Seminars and priming the pump for Custmized Course were
limited; thus, only one Seminar on the topic of food sanitation was held in each of R23 and R24.
In R23, 50 people participated in the open seminar; however, as a result the effects of attracting
participants to Seminars were limited. In R24, the open seminar was organized in the form of a
panel discussion and had a poor result with only 5 participants. Over the four rounds, a total of
567 participants participated in 10 Seminars. The seminars appeared to be an effective part of

public relations activities for KRJC Business Courses.
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4.7 Training in Japan
(1) Trainee lessons

Training in Japan held in September, 2017 focused on a chain of processes; specifically, 'issue
setting—lecture', 'company visit training—training review—action plan creation—presentation of
results'. It is believed that the training was conductive to practical implementation of the concepts
learned for each participant who participated.

Notably, in Issue Setting led by course leader, it was possible to clarify a goal of participation
and learning priorities. Meanwhile, in the training review, ways to connect learnings to a specific
action plan after returning home were actively discussed in group discussions. The Results
Presentation on the last day reflected participants' and awareness of issues and familiarization
with learned concepts regard to each site visited, and provided a glimpse into the fact that training
was well attuned to problems and interests of participants.

(2) Exchange with Japanese companies

One session (half day) was used in the training to hold an event entitled "An Introduction to
Kyrgyz Republic: Seminar and Business Exchange Meeting." with the participation of 25 people
from 18 companies. The event is thought to have provided a meaningful platform for exchange. A
lecture titled "A Vision of Kyrgyz—Japan Business Relations" by Mr. Ichiro Kumakiri was also
included by linking to the JICA Kyrgyz Office by the video conference system, which was a
particularly effective session. An introduction of KRJC activities by KRJC Business Course staff

members was also highly worthwhile as a means to promote KRJC.

4.8 Transfer of Technical Knowledge to Operate and Administer Business Courses
Business Course Department staff carry out most of the operational management of Business

Courses. The following is a list of tasks that could not be implemented initially, but are now being

implemented.

(@) Course review meetings are held upon the completion of Business Courses.Weekly Business Course
Department meetings are being held on Wednesdays. KRJC management up to the rank of
the director attend, and share information, discuss timely issues and attempt to find solutions.

(b) Three Business Course staff decides what each would be in charge of role and fully handled the courses under
their charge. A rule was established wherein a person attending an Evening Course (6-9 pm) would start work in
afternoon of the following day.

(c) The staff has become capable of submitting participant questionnaire summaries within about 2 days after course
completion.

(d) Demographical information of participants taking Mini MBA Courses including graphs are prepared and
distributed.
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(e) Classroom layouts are changed in advance according to the teaching style of the instructor.

(f) A microphone is made available (although it is not used in many cases, depending on the instructor's judgment)

(g) Precautions and notable matters from Business Course staff are being made at the start of each course.

(h) Open Seminars are being planned and implemented.

(1) Highly capable interpreters increased from only one in R21 to three after R22.

(§) In Financial Management and Accounting courses, in particular, the local instructor-taught course textbooks were
translated into English and provided to the Japanese instructor.

(k) New Business Course themes are being developed, and a continuous supply of excellent local instructors to
teach them is being ensured.

4.9 Technical Transfer to Local Instructors
As mentioned earlier, collaboration between the Japanese and local instructors is being
promoted. As for the Production & Quality Management (PQM) field in this regard, a textbook
created by the Japanese instructor is jointly utilized by the Japanese and local instructors. They
also made agreements on who would be responsible for what topics. This is an excellent example
that demonstrates that technical transfer has progressed. Unfortunately, the local instructors to
whom technical transfers were given have quit as of R24, necessitating technical transfers to

newly appointed local instructors.

In contrast, in other fields, the Japanese and local instructor has each created their own textbooks
and are conducting the classes such that lecture content does not overlap. In these cases, however,
only limited technical transfer has been achieved. In addition, local instructor-targeted trainings
(Training in Japan) held in April 2018, appeared to be quite effective in clarifying their various

issues and challenges.

4.10 Customer Development and Needs Surveys

Based on the realization that securing applicants for the Business Courses—that is, attracting
participants—is a major challenge for the KRJC Business Course Department, the suggestion was
made to approach various industrial groups and companies with a needs survey and the
questionnaire surveys in ANNEX1- 3 and ANNEX1-4 were created. The surveys were created to
enable continuous customer development activities by non-expert BC staff members by visiting
industrial groups and companies, giving presentations that introduce KRJC, and following the
questions on the survey form to obtain important information. On December 20, 2018, BC staff
members came along to a meeting with Erlan Eresheev, the director of the Union of Entrepreneurs

of Kyrgyzstan, and gathered information according to the survey form and exchanged opinions.
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Ultimately, the information was obtained, along with a promise from the director to send
information about KRJC Business Courses to the roughly 500 active members of the union; this

demonstrates the effectiveness of the survey forms.

4.11 Support for B Club Activities

At the second B Club general meeting held on March 23, 2018, which was attended by roughly
110 members, the establishment of a steering committee was confirmed. In addition, a unique event
known as “speed networking” was held to encourage the members to network with each other.

The Free Consultation Program introduced in R23 has contributed solutions and business activity
improvement to B Club members through eight consultations in R23 and six in R24.

KRJC invited the B Club chairman to come along on a visit to UJC for interaction and exchange in
August 2018, thus promoting interaction with the A Club, an organization for graduates of UJC’s

Professional Management Program (PMP).

4.12 Cooperation with Other JICA Projects
Collaborations have been successfully undertaken with the One Village One Product (OVOP)
Project and Forest Products Project. Follow-up training was carried out on the Forest Products
Project in R21 through 'Business Plan', 'Marketing' and 'Financial Management' courses, and
again in R22 through the 'Business Plan' course. The post-course participant questionnaire earned
high evaluation scores from participants at 4.57 (a maxim schale of 5 points) points.
In addition, the 'PSI (Purchase/Sales Inventory)' course on the OVOP Project in R22 achieved an
extremely high evaluation score of 4.77 points in the participant questionnaire.
Furthermore, the four courses — ‘Sales Promotion,” ‘Accounting,” ‘Legal Consultation,” and
‘Taxation” — offered for the Forest Products Project in R23 earned an extremely high evaluation

score of 4.89 points in the questionnaire.

4.13 Support for Improving KRJC Cash Flow
At R24, a report entitled "KRJC Organization Findings and Activities" was summarized and

submitted by the lecturer overseeing "financial management" and can be summed up as follows:

(1) The annual KRJC activity plan is drawn up and implemented by the KRJC staff and overseen by the
director; based on the mid-term plan.

(2) From a financial perspective, expenditure constitutes outgoings that exceed income and the PDM target
of "income as 40% of the total budget" also remains unachieved. (Fiscal 2016: 32%, Fiscal 2017: 39%)
The agreement to pay 20% of income to KNU thus constitutes a financial burden imposed on KRIJC.
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(3) The business department, which earns 39% of revenue, made a shift from two traditional afternoon and
evening courses up to R23 to a single morning course at R24 as part of main business mini MBA course,
and the reduced number of participants had the knock-on effect of a decline in income.

(4) KRIJC lacks individuals with expertise in accounting and finance and is not configured properly to allow
visible financial analysis. Despite the increased burden on the accounting staff, however, after Quick
Books (QB) was rolled out from April 2018 as an initiative from JICA headquarters, the KRJC
management is expected to assist with the financial analysis and to establish financial strategy.

(5) The following recommendations are cited as measures for improvement.

(a)Utilization of QB by KRJC management (to formulate a budget plan, calculate profit, calculate costs,
etc.)

(b)Training for accounting staff (basic accounting knowledge, QB etc)

(c) Re-evaluating the time zone for implementing the mini MBA

(d)Consideration to use IT (both hardware and software)

(e) Seeking revenue sources based on cases cited by other Japan centers

(f) Renegotiating 20% of income paid to KJC
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S.Issues, Ideas, and Lessons from Managing the Project in the Kyrgyz
Republic

5.1 Mini MBA Course (A Course)

(1) Operation

As discussed in section 4.Activity Results in the Kyrygz Republic, each course is being
smoothly managed steadily by Business Course department staff members. After the course
finishes but before leaving for Japan, without exception the Japanese instructor joins a meeting
led by the KRJC Director with all concerned parties in attendance, where meeting participants
hear the report and devise improvements for future courses. The smooth management is believed
largely attributable these type of consistent efforts towards gradual improvement.

Of particular note, increasing the number of staff from two to three in R22 to facilitate
smoother course management was assessed as a wise decision that strengthened the department in
response to issues pointed out of staff shortages (specifically in Business Course Department in
R21), preventing them from adequately handling courses.

(2) Responding to Changing Needs and Ensuring Course Quality

Courses on new topics have been introduced with each round in response to changing needs;
therefore, fully understanding training needs and revising curriculum as necessary will continue to
be a constant challenge. In R23, as one strategy for surveying the needs of participants, the question
“What kinds of topics would make you want to enroll in training?”” was added to the questionnaire
administered to participants after courses. The aggregated results of that question are shown in
ANNEX1- 5. They should serve as a reference for formulating Business Course plans for the
ensuing fiscal year and onward.

It goes without saying that carefully selecting instructors is extremely important for ensuring
course quality, and that it is necessary to select the best and brightest instructors, whether they are
Japanese or local people. However, it is also important to look back and reflect on courses from the
perspectives of the instructors and the management side, and to apply those reflections to make
improvements to subsequent courses. Toward that end, a successful proposal was made to hold
Review Meetings with instructors and BC staff members immediately after courses are
implemented, while impressions are still fresh. The meetings start with an explanation that the
purpose is not to criticize but to make improvements to subsequent courses to improve course
quality, and attendees voice their opinions about specific ways to improve courses, saying things
such as “Thoroughly explaining course objectives at the outset leads to deeper understanding,” and
“The PCs required for the course should be set up.” The meetings have been effective, and

continuing to hold them should lead to improved course quality.

42



(3) Creative Efforts of Instructors

After each round, each instructor revises course content while thoroughly maintaining the core
elements of each topic. Instructors must incorporate the participant questionnaire results and
comments, and the opinions of Business Course Department staff members, and be creative with the
course content.

As for teaching methods, instructors must focus on interactive rather than unilateral instruction,
and creatively incorporate workshops, group discussions, games, DVDs and other methods to
further understanding and increase the applicability of the content. Unfortunately, a challenge

remains in that not many comments on participant questionnaires address this point.

(4) Participant questionnaire summary
Despite high overall evaluation scores during R21 and R22, the biggest issue was that the scores of
Japanese instructors were lower than those of local instructors. In response, KRJC identified issues
with Japanese instructors, and discussed them at meetings with the instructors in Japan to make
them aware of the issues. The following are issues that KRJC shared with the Japanese instructors.
(a) People of Kyrgyz Republic have historically passed down European culture and have, in a good sense, a strong
sense of individualism. It is common practice for participants to frankly assert their opinions (and judgments) and
expect feedback on the spot as to whether they are correct or not. Therefore, the instructor’s response needs to be
confident and clear-cut. The Japanese instructors lack understanding different cultures in this respect, which is
reflected in the evaluation score.
(b)Participants are expected to learn how Japan companies face problems, how to solve them, and how to apply
these concepts at own workplaces. Going forward, the case studies should better meet these expectations.
(c) Motivational movement, passion and enthusiasm are expected to be more prominent features of lectures.
Various points for improvement were pointed out to individual instructors, who made efforts to improve their

evaluation scores. Evaluation scores improved in and after R23.
In addition, the question “What kinds of topics would make you want to enroll in training?” was
added to the questionnaire as a strategy to survey the needs of participants. Continuous aggregation
and analysis of answers to this question are expected to contribute to understanding of changing

needs.

5.2 Special Seminar  (Former E Course)

(1) Course management
In R21, four courses with the same title as the basic Mini MBA Course and one HACCP Course

were offered. The five courses attracted 50 participants (average of 10.0 participants per course).
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Starting in R22, based on discussions between BC staff members and instructors, courses with
themes unique from the Mini MBA Course were introduced in an effort to increase the number of
courses and participants. As a result, 26 participants participated in six courses in R22 (37.7
participants per course), 232 participants participated in 12 courses in R23 (19.3 participants per
course), and 132 participants participated in 11 courses in R24 (12.7 participants per course).
Increasing the number of participants per course remains a challenge.
(2) Participant surveys

As with the Mini MBA Course, successful efforts to increase evaluation scores of Japanese
instructors resulted in overall scores of 4.20 in R21 and 4.19 in R22 improving to 4.60 in R23 and
4.54 in R24

(3) HACCP (Hazard Analysis and Critical Control Point)
HACKCEP is an increasingly relevant topic, and when R21 started, HACCP Course Instructor Hatano

gathered information about circumstances in the Kyrgyz Republic from public institutions such as
the Sanitation Bureau under the Ministry of Health, and Kyrgyz Technical University in an effort to
improve the content of the course. Information was also gathered from major regional cities, namely
Osh in R22 and Karakol in R23. Furthermore, because the course must accommodate changes to
laws and regulations in the Kyrgyz Republic, Instructor Darya, a local instructor, was added to the
course in R22 to co-teach with Instructor Hatano. As a result, evaluation scores on participant
questionnaires remained high: between 4.5 and 4.7 points over the four rounds. This demonstrates
that this is a high-quality course.

In addition, after the HACCP Course in R21, those who indicated a desire were invited on a visit
to The Manas Management Company for on-site training befitting a practical course. In R24, the
laboratory facilities of Kyrgyz Technical University (the university with which Instructor Darya is
affiliated) were rented for technical training. Such efforts to visit companies and use university
facilities to go beyond theory to make this a practical course should continue to be effective.

From what people in the market say, despite the fact that all relevant people in food-related
industries are aware of the importance of HACCP and the steady demand for HACCP-related
training courses, an issue in this sector is the lack of urgency of the health inspectors who make
visits in the field, due to their lack of morals. Therefore, it is necessary first to change the way
relevant people in the industry think by conducting training in HACCP-related courses out in the
field. In terms of creative ways to achieve this, it may be necessary to go beyond advertising the
courses via email and social media, and instead engage in slow but steady activities such as

approaching relevant groups in various lines of business, including food processing, supermarkets,
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restaurants, hotels, dairy and meat processors, having them approach the individual companies

among their membership, and visiting them to explain the importance of HACCP.

5.3 Custmized Course (C Course)
(1) Number of courses implemented
The basic approach to promoting Custmized Course is to develop opportunities to provide it
from the Individual Consultations and Consultations after Mini MBA Courses and Seminars, and
Free Consultations for B Club members. As a result, over the four rounds, a total of 510
participants participated in 24 courses for 20 cases.
Open Seminars were also held for the purpose of advertising Custmized Course, and although
the seminars were highly acclaimed, they did not lead to opportunities to conduct Custmized
Course. Almost all the participants in the open seminars were from small to medium-sized

enterprises and they tend to keep away from fee-based seminars.

(2) Participant Questionnaire

Custmized Course Courses were customized for each company through preliminary visits by the
instructor and preliminary meetings to survey circumstances at the companies. As a result,
participants consistently gave these courses high evaluation scores on their questionnaires; the

four-round average score for the 24 courses was 4.57 points.

5.4 Regional Seminars
Profitability is likely the most prominent issue with Regional Seminars. Although there is
awareness of the importance and need for regional development, it is not realistic to set seminar
prices high enough to cover the interpreter fees, transportation and lodging expenses, daily
allowances, seminar venue fees and other expenses required to dispatch instructors to Osh and
Karakol or send KRJC staff members and Japanese instructors to regional areas. In addition, it is
difficult to recruit participants in regional areas; attracting participants is a challenge. In the three
regional cities of Osh, Karakol and Talas, 174 participants attended 12 courses. Evaluation scores
from the participants were high; the average score was 4.63 points
Challenges for the near future include finding public organizations to provide support as local
partners in an effort toward collaboration, and considering the possibility of providing online
training courses.
In addition, the Ministry of Economy is leading efforts to launch a regional entrepreneur support

project known as the Business Service Center (BSC) in Osh, and KRJC has been asked to cooperate
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on educational aspects of conducting Business Courses. If KRJC’s cooperation toward promoting

this project is finalized, that would be the next Regional Seminar project.

5.5 Training in Japan
For Training in Japan to be successful, thorough advance preparation and various innovative
approaches are required. Described below are the most important aspects.
(1) Issue Setting
In order to provide meaningful training, it is important to have a clear sense of purpose that
covers what each trainee is to learn in Japan and how it will solve their own business problems
back at home. To facilitate this process, course leaders were deployed who set up a session to
determine the agenda on the second day. Each presented their own issues and themes one by one,
to which the course leader gave specific advice as to what perspective should be tackled, what
companies should be visited to receive insight on solving issues, and what questions should be
asked while visiting them.
(2) Introductory Lecture
To make Training in Japan more effective, Prof. Andrei Beroff of the Faculty of Economics,
Fukui Prefectural University was hired to deliver the introductory lecture on the second day. The
lecture, entitled "Characteristics of Japan's Economy and Business Practices" was delivered in
Russia with generous anecdotes and examples. It turned out to be highly useful in understanding
Japan for each trainee.
(3) Selection of companies to visit
11 companies were selected in consideration of prior requests from KRJC and the application
forms of each trainee. It took significant time sort through common issues and then select
companies for which it was possible to set themes that match the identified issues. The size of
companies was also balanced to include small, medium, and large sized companies engaged in
manufacturing, service, and other industries.
(4) Japanese Cultural Training
Japanese culture training is not intended to be a program that simply visits and introduces
tourism areas. Instead, every effort was made to deepen understanding of the cultural
characteristics that underlie Japanese Society and corporate management by, firstly, using the first
morning session on Sunday to attend a lecture by the Rekishi Kaido Promotional Council. After
this, a field trip was made to notable cultural heritage sites including Fushimi Inari and Kinkakuji
temple on the same day. Including a tea ceremony experience at Fukujuen, the Japanese cultural

training is thought to have been well worthwhile.
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(5) Exchange with Japanese companies

An exchange event with Japanese companies was planned and implemented to encourage
business exchange between Japan and Kyrgyz Republic, present inside on the Kyrgyz Republic
economy and culture, and promote KRJC. Of course, realizing a business exchange between a
(participant's) Kyrgyz Republic company and Japanese company would be an excellent outcome.
Regardless, the driving concept behind the exchange was to familiarize Japanese company
officials to the Kyrgyz Republic and kindle interest, given that the country itself is not
well-known is not well known and there is limited interest at this point in time.

As its specific program, the exchange comprised the following structure.

(a) Alecture titled "A Vision of Kyrgyz-Japan Business Relations," delivered by linking the JICA Kyrgyz Office
to the video conference system.

(b) An introduction to Kyrgyz and KRJC by KRJC staff.

(c) A general overview of the industries of the Kyrgyz Republic by trainees (description by industry).

(d) Exchange of business cards and socializing,

An exhibit of products brought from the Kyrgyz Republic was well received and attendees
enjoyed lively interaction with each other. The Exchange event is deemed to have achieved its
purpose with the participation of 18 Japanese companies and 25 people.

(6) Training review and preparation for Results Presentations

To reaffirm Concepts learned during Training in Japan and promote practical application after
the participants return to their home country, two retroactive training reviews were scheduled.
The 'Interim Training Review' provided the opportunity to check the consistency of each
participant's own issues and acquired knowledge in the first half of training. Likewise, a 'Final
Training Review' did the same for the final half of training. The acquired knowledge of each
trainee seems to have been firmly implanted through the group discussions and comments from
the course leader.

In the Results Presentations on the final day, each participant was allotted 10 minutes to deliver
a presentation. Although just 10 minutes including interpretation time did not allow for detailed
explanations, presenters touched on what they learned through training, discoveries, and how they
intended to implement Concepts in their own lives and workplaces upon return to their home

country. As such, it is deemed that the intended purpose of Training in Japan was achieved.

5.6 Transfer of Technical Knowledge to Operate and Administer Business Courses
The results of operating Business Courses were described above. In addition to that, however,
another excellent innovation in R22 was for the business department staff increased to 3 people to

clearly define the fields (courses) that each was in charge with. This resulted in not only fostering
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a sense of responsibility for each person's area of responsibility, but also improved
communication with the managing instructor and helped lead to the results described earlier in
this document.

In addition, the practice of holding scheduled interdepartmental meetings on Wednesdays has
made great contributions not only to information sharing but also facilitating Business Course
management.

However, these outcomes require continuous efforts, and thus could become a challenge. The

intent is to make continuous efforts on the following challenges.

(a) Continue holding post-Business Course review meetings to help improve course management.

(b) Business Course staff should continue to fully handle courses and maintain a sense of responsibility
for the courses' management

(c) Continue to assess training needs on an ongoing basis and revise curriculum as necessary.

(d) Focus efforts on securing local instructors on an ongoing basis.

(e) Focus efforts on securing interpreters and translators.

(f) Be mindful of the costs and participant enrollment in each course.

(g) Consider the possibility of an online training course.

(h) Approach industry groups that KRJC has not contacted to date in an effort to develop new customers.

Conduct follow-up visits to graduates of the Mini MBA Course as a public relations strategy.

5.7 Technical Transfer to Local Instructors
Specifically, in the production quality management field, technical transfers took the shape of
Japanese and local instructors working together to teach each course after using textbooks created
by the Japanese instructors to hold preliminary discussions to determine which instructors would
be responsible for which parts. However, in other fields, the preliminary discussions focused
more on avoiding overlap between the parts for which the respective instructors were responsible;
actual technical transfer was limited.

In addition, Training to Cultivate Local Instructors (Technical Training in Japan) held in April
2018 appeared to be quite effective in promoting understanding of Japanese-style management.
KRIJC organizes business courses on the basis of Japanese-style management, however, there are
not much opportunities for local instructors to learn about Japanese-style management. In this
Training in Japan, great opportunities were given to them not only to study instruction skills of
business courses but also to learn about Japanese-style management and at the same time to actually
see how Japanese-style management is practiced in Japanese enterprises by actually visiting some
of them. It is considered that these real experiences were very effective to understand Japan as well

as Japanese-styled management.
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5.8 Customer Development and Needs Surveys

As explained in “4.10 Customer Development and Needs Surveys”, securing applicants for the
Business Courses—that is, attracting participants—is a major challenge for the KRJC Business
Course Department. Since good recruiting activities have been carried out by e-mailing to those
companies in the KRJC database, putting the course information on the KRJC website and
advertising on SNS, it is considered necessary to attract new customers. Some cases were observed
that KRJC was not known while there were definite needs for business courses, and therefore the
suggestion was made to approach industry groups that had not yet been contacted for the purpose of
new customer development. Toward that end, the questionnaire surveys in ANNEXI1-3 and
ANNEX1-4 were created to enable BC staff members to carry out the task even when
unaccompanied by Japanese experts. The intent is for BC staff members to conduct conversations
and questioning in line with the survey forms not only to develop new customers but also to survey
needs. As these visits are made and these surveys are conducted, questions should be added or

revised, and other considerations made to improve the surveys.

5.9 Coordination with Other JICA Projects
Although coordination with the One Village One Product (OVOP) Project and the Forest Products
Project has been successful, proactive efforts must be made continuously to coordinate with other

JICA projects.
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6. Action Plan for the Next Term in the Kyrgyz Republic

Obviously, the Action Plan for Next Term has not been discussed with KRJC, nor has an
agreement been reached; therefore, the following is a proposed schedule and new projects mainly
for the Mini MBA Course and Seminars, the core components of KRJC Business Courses, based on

the results of the past two years.

6.1 Business START Course
In a new undertaking for KRJC, the Business START Course, an intensive introductory business
course, will be offered. Some participants felt that the Mini MBA Course covered too much
ground, and many people—including participants—have indicated a desire to learn the basics of
business, learn about business for future careers, and discover business ideas; the Business
START Course should serve as a meaningful step to prepare people for the Mini MBA Course.
The plan calls for the Business START Course to be offered in the time between rounds.
(1) Objective
To contribute to the diversification of industry in the Kyrgyz Republic by teaching the basics of
business, providing hints for discovering business ideas, and propagating other knowledge to
beginners in business and corporate management who have an entrepreneurial spirit but do not
know where to start. In addition, to prepare a group of Business START Course graduates for
taking the Mini MBA Course.
(2) Target
People with an entrepreneurial spirit
(3) Period (2 times per year)
* February 18-March 2,2019
* August 2019
(4) Course duration: 36 hours (3 hours per day x 12 days)
* Monday-Friday: 17:00-20:00
* Saturday: 9:00-12:00
(5) Instructors
Local instructors who teach the Mini MBA Course
(6) Main course content
* Strategic management, including entrepreneurial knowledge and basic approach of Japanese-style management
* How to cultivate business ideas
* Market analysis and how to find niche fields

* Basics of marketing
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* Basics of accounting, finance, tax matters and legal matters
* Basics of business planning

* Examples of success in the Kyrgyz Republic and Japan

6.2 Mini MBA Course
With a continued emphasis on the Mini MBA Course as the core of the Business Courses,
efforts will be made to raise the management capacity of Kyrgyz companies and contribute to the
diversification of industry by propagating basic knowledge about business management to
business managers and people seeking to start businesses, and having participants create their

own business plans.
The following are proposed schedules for spring (R25) and fall (R26) courses. As explained
previously, the proposals are based on the results of courses over the past two years, but KRJC

has not confirmed them.

(1) Proposed Schedule of R25 (2019 Spring Course)

Table 6.2-1: Proposed Schedule of R25 Mini MBA Course

Course Instructor Proposed Schedule
2019
Opening ceremony —
4/05
1 Japan, Economy & Business Local instructor 4/08
2 Japanese-style Management Japanese instructor (a) 4/09-10 (2 days)
3 Business Plan Local instructor 4/11-12 (2 days)
4 Business Planning Japanese instructor (b) 4/15-16 (2 days)
5 Strategic Management Japanese instructor (b) 4/17-18 (2 days)
Japanese instructor (b)

6 Production Quality Management 4/19-30 (8 days)

Local instructor
7 Macro/Micro Economy Local instructor 5/06-07 (2 days)

5/08-13 (3 days)
8 Business Plan Consultation Local instructor
7/01-03 (3 days)
Japanese instructor(c)

9 Marketing 5/14-24 (9 days)

Local instructor
10 Sales and Export Local instructor 5/27-28 (2 days)
11 Risk Management Local instructor 5/29-30 (2 days)
12 Human Resource Management Japanese instructor (d) 5/31-6/06 (5 days)
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(HRM) Local instructor
13 Accounting Local instructor 6/07-13 (5 days)
Japanese instructor (e)
14 Financial Management 6/14-24 (7 days)
Local instructor
15 Business Law Local instructor 6/25-28 (4 days)
16 Taxation Management Local instructor 7/04-09 (4 days)
17 Final Presentation — 7/16-18 (3 days)
Closing ceremony — 719

Understanding of the basics of macroeconomics and microeconomics, and analysis of their impact
on corporate management are required to formulate business plans; therefore, consider adding a
new course: 7 Macro/Micro Economy.

In addition, the proposal is made to have a Japanese instructor and a local instructor co-teach
four courses—6. Production Quality Management, 9. Marketing, 12. Human Resource
Management, and 14. Financial Management—in an effort toward complete technical transfer

over two years (four rounds).

(2) Proposed Schedule of R26 (2019 Fall Course)

Table 6.2-2: Proposed Schedule of R26 Mini MBA Course

Course Instructor Proposed Schedule
2019
Opening ceremony —
913
1 Japan, Economy & Business Local instructor 9/16
2 Japanese-style Management Japanese instructor (a) 9/17-18 (2 days)
3 Business Plan Local instructor 9/19-20 (2 days)
4 Business Planning Japanese instructor (b) 9/23-24 (2 days)
5 Strategic Management Japanese instructor (b) 9/25-26 (2 days)
Japanese instructor (b)
6 Production Quality Management 9/27-10/08 (8 days)
Local instructor
7 Macro/Micro Economy Local instructor 10/09-10 (2 days)
10/11-15 (3 days)
8 Business Plan Consultation Local instructor
12/04-06 (3 days)
Japanese instructor (c)
9 Marketing 10/16-28 (9 days)
Local instructor
10 Sales and Export Local instructor 10/29-30 (2 days)
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11 Risk Management Local instructor 10/31-11/01 (2 days)
Human Resource Management Japanese instructor (d)
12 11/04-11 (5 days)
(HRM) Local instructor
13 Accounting Local instructor 11/12-18 (5 days)
Japanese instructor (e)
14 Financial Management 11/19-27 (7 days)
Local instructor
15 Business Law Local instructor 11/28-12/03 (4 days)
16 Taxation Management Local instructor 12/09-12 (4 days)
17 Final Presentation — 12/23-25 (3 days)
Closing ceremony — 12/26

The plan essentially calls for the same program as R25, but it is recommended to monitor the

trends of R25 and consider changing the program.

6.3 Special Seminar  (Former ECourse)

With a continued emphasis on Seminars (E Courses) as courses for experts (business managers and
core management personnel), efforts will be made to increase the number of participants with
attention paid to select topics that pique their interest.

In light of the reflections on the course related to food sanitation (HACCP) in R24, the proposal
calls for customized seminars in line with the individual needs of industries such as the dairy and
livestock industries, rather than a general seminar on HACCP. Note that this necessitates
approaching each industry and conducting public relations activities in advance to attract
participants.

The following are proposed schedules for spring (R25) and fall (R26) courses. As with the Mini
MBA Course, KRJC has not confirmed the proposals.

In addition, the plan calls for the same course offerings in R25 and R26; however, monitor the

trends of R25 and consider changing the program for R26.

Table 6.3-1: Proposed Schedule of R25 Seminars

Course Instructor Dates

2019
4/11-13(3 days)

1 Japanese-style Management Japanese instructor(a)

2 How to Guide Surbordinates Japanese instructor 4/15-17 (3 days)
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Japanese instructor (b)

3 Strategic PQM 5/06-08 (3 days)
Local instructor
4 Strategic Management Japanese instructor (b) 5/13-24 (10 days)
5 Visual Merchandising Japanese instructor (c) 5/27-29 (3 days)
6 How to Increase Sales Japanese instructor (c) 5/30-6/01 (3 days)
7 Leadership & Communication Japanese instructor (d) 6/07-14 (6 days)
8 Financial Management Japanese instructor (e) 6/27-29 (3 days)
9 HACCP for Dairy Products Japanese instructor (f) 6/19-21 (3 days)
10 HACCP for Livestock Products Japanese instructor (f) 6/24-26 (3 days)
Japanese instructor (f)
11 ISO 22000 for Food Service 7/01-04 (4 days)
Local instructor
Table 6.3-2: Proposed Schedule of R26 Seminars
Course Instructor Dates
2019
1 Japanese-style Management Japanese instructor(a)
9/19-21(3 days)
2 How to Guide Surbordinates Japanese instructor(a) 9/23-25 (3 days)
Japanese instructor (b)
3 Strategic PQM 10/09-11 (3 days)
Local instructor
4 Strategic Management Japanese instructor (b) 10/14-25 (10 days)
5 Visual Merchandising Japanese instructor (c) 10/29-31 (3 days)
6 How to Increase Sales Japanese instructor (c) 11/04-06 (3 days)
7 Leadership & Communication Japanese instructor (d) 11/12-19 (6 days)
8 Financial Management Japanese instructor (e) 12/02-04 (3 days)
9 HACCP for Agricultural Products Japanese instructor () 11/20-22 (3 days)
10 HACCP for Supermarket Japanese instructor (f) 12/05-07 (3 days)
Japanese instructor ()
11 ISO 22000 for Food Service 11/26-29 (4 days)
Local instructor
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7. Activities in Kazakhstan
7.1 Expert Dispach in Kazkhstan

Table7.1-1 Expert dispach in Kazkhstan

: days
Name Work Period Kazakhstan | Japan
2017/6/12 = |..... 6./20
(2017/6/5 1/1)
2017/10/3 1= |.... 10/14
(2017/9/21 10/14)
2018/1/21 - 2/3
Uno Shigeru BC management 72’9’1%/(%%776“/77 e — SM//“} % 65 0
2018/9/27 = 10/6
(2018/9/10 10/6)
2018/11/25 |- 12/6
2019/1/25 - 2/2
(2019/1/20 2/2)
¢ (_ )Period including Kyrgyz & Kazafhstan
2017/6/13|- 7/6
2017/8/22|- 10/19
2017/11/18|- 12/16
Hajime . . 2018/1/27|- 2/24
Suzuki Production Quality Management 2018/3/31|- 4/21 252 25
2018/5/31|- 6/14
2018/9/8|- 10/6
2018/10/30|- 11/17
2019/1/8|- 2/2
Ichiro ‘ _ 2018/11/3|- 12/217
Kumakiri SME Business Promotion 9019/1/13|- 1/22 65 8
Total 382 33

7.2 Implementation of Business Courses for ‘Production Quality Management’

The main activities in KJC Business Courses are as follows.

- Consulting Project
- Practical KAIZEN Seminar (3 days seminar)
- KAIZEN Mini MBA — Introductory Course

7.2.1 Consulting Project

During the 1st Dispatch in 2017 there were 11 candidate companies participating in the project,

comprising five from Almaty (two ongoing, three new), three companies from Astana (three

ongoing), two from Ust-Kamenogorsk (both of which new) and one from Semey (new).
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After visiting each company and meeting with top management to provide an overview of

‘Practical KAIZEN’ and encourage participation in Consulting Projects, nine companies joined the

project from the Second Dispatch in 2017.

(1) Project participation Fee: 3 million KZT per company (approx. $9,500)

Table 7.2-1 Consulting Project Participant Companies (2017)

(2016 ~17)

of ice cream

New/Continuing | Company Business Consulting/Sub Consulting
Start year name: Practical KAIZEN, current certification
level
Initiatives category
Almaty
1 | New TransKom Mineral transport Mr. Kanat / Ms. Aiym
3" Grade (new start up)
Transport process improvement
Freight car repair shop/operating in
Ekibastuz
2 | New Ariya Zhana | Condo construction Ms. Gulnara / Ms. Natasha
3" Grade (new start up)
Construction operation
improvement
3 | Continuing ProMet Manufacturer of steel | Ms.Bibigul / Ms.Erica&Ms.Aiym
(2015~17) containers, towers for | (for 2016-17) 1st Grade
telecommunication ProMet Production System (PPS)
construction
Not Contract Galanz Manufacture and sale | Mr. Kanat S
(2016) of soft drinks (provisional) 3rd Grade
Unable to continue to participate
without a contract due to lack of
budget
Not Contract Hoffmann Integrated Mr. Kanat S
Aluminium | manufacturing of | - (new candidate company)
aluminum  building | Could not contract due to outsourcing
materials to Korean consultant
Astana
4 | New Ariya Zhana | Condo construction Ms.Gulnara / Ms.Natasha
Astana 3" Grade (new start up)
branch Construction operation improvement
5 | Continuing Banur Production and sales | Mr.Serik A/ —

(2016) 3rd Grade
(2017) 1* Grade
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Creation of specialized manufacturing

and sales systems

6 | Continuing Stroiclass Housing construction — /Ms.Natasha
(2016 ~17) (2016) 4th Grade
(2017) 1* Grade

Creation of specialized building

systems
Semey
7 | New SZATSI Manufacturing of | Mr.Serik A/ Ms.Erica & Ms.Aiym
construction materials | 3" Grade rt up)
Improvement of block/tile factories
production capacity
Ust-Kamenogorsk
8 | New Karavai Bread baking and | Ms. Bibigul / Ms. Erica
sales 1% Grade (new start up)
Creation of specialized manufacturing
and sales systems
9 | New Aitas Processing of meat | Ms. Bibigul / Ms. Erica
products 3" Grade (new start up)
Improvement of manufacturing
capacity

7.2.2 Practical KAIZEN Seminar (3 days seminar)

A ‘Practical KAIZEN’ three-day seminar was held once in each of Almaty and Astana to teach
knowledge and methods of basic, practical KAIZEN to the Consulting Project participants
(candidates) listed above. Participation was unrestricted with any companies facing similar
challenges openly welcome.

(1) Tuition fees: 76, 200 KZT per person (approx. $250)
(2) Schedule/Enrollment: see attached participant list
(a)Almaty: June 19-21 (Mon-Wed) 2017; 23 participants
(b)Astana: September 27-29 (Wed-Fri) 2017; 10 participants
(c) Astana: February 2-4 (Fri-Sun) 2018; 15 participants
(d) Almaty: November 12-14 (Mon-Wed) 2018; 30 participants
(e) Astana: January 28-30 (Mon-Wed) 2019;
(3) Seminar content:
(a) Days 1 & 2: Classroom lecture (bidirectional communication format)

(b) Group discussion and presentations
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7.2.3 KAIZEN Mini MBA - Introductory Course
To emphasize the benefits of KJC’s existence, KAIZEN courses were implemented at Narxoz
University, which provided office and classroom space free of charge even after completion of the
Technical Cooperation Project. Specifically, although a ‘KAIZEN module’ had already been
introduced in the MBA Course from the spring semester of 2017, in this project a KAIZEN Mini
MBA-Introductory Course was incorporated from the fall semester. When a participant finishes this
lecture, this lecture (basic course) will be 3 unit merit of the university MBA, and a participant can
count up to the graduation unit.
As aresult, there were no participants attended regrettably both in the spring and the fall semesters
* Tuition fees: 180,000 KZT (approx. 55,000 JPY) for non-MBA participants
+ Course duration: 90 hours (Japanese experts teach the intensive course of 18 hours
= six hours x three days)
(1) Spring Semester: Local lecturer, Mr. Kanat S (ISO Consultant)
Final Presentations: Saturday June 24, 2017

Table 7.2-2 KAIZEN Mini MBA Course Graduates:

Name Company / Industry Presentation content
(=Expert comments)
1 Ms. Natalya ISO Consultant » Practical KAIZEN test run held at a carton box

manufacturing company (5S / Visualization)
= Appeal to client top management

(support continuation).

2 Mr. Maxim ProMet » Presentation of efforts in FY2015-16
3 Mr. Andrey (Application to large-scale tower project)
= Consider sharing information among staff using the

collected case studies.

4 Mr. Talgat Apparel products | *+ Described the usefulness of discussing various

sales aspects during a company visit as a place to learn
practical concepts.

= Rather than introducing tools, why not start

considering how to attract customers?

5 Mr. Alisher Manufacturing and +  Maximizing production capacity through
sale of construction production, sales, balanced inventory and reduced
material equipment breakdowns
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= Close communication between production and sales

departments is important.

6 Ms. Aiym KJC staff + ’Seiri’ and ‘Seiton’ (neat, organized) of a shop
interior (general store of an acquaintance running the
business alone)

= | recommend starting by organizing store

merchandise first before jumping into 3S.

* Five persons (non-MBA) + 1 KJC staff member
(2) Fall semester: Local instructor, Mr. Kanat
(ISO consultant/same instructor as spring semester)
(a) Dates held: October—December 2017
(b) Japanese expert, intensive course schedule: October 13—15 (Fri. — Sun.), 2017
(c) Course duration: Morning: 10:00-13:30 (30 min. Break); Afternoon 14:30-18:00 (30 min.
Break); Total six hours/day
* Local instructors teach three hours on Saturdays, 10:00—13:00
(d) Participants: 32 (29 connected to Ariya Zhana Astana)/list attached
(e) Final Presentations: executed in Feb. 2018
(f) Lecture content: Materials comprising the KAIZEN Introductory Course content targeted at
participants. It is worth mentioning, however, lectures were changed to three days in response
to the large participant enrollment from companies in the fall semester intensive course
mentioned above.
* Day 1: Classroom learning based on teaching materials (explaining the significance of Practical
KAIZEN)
* Day 2: Three-day course outlined using examples
* Day 3: Group discussion held and issues faced by participants presented
(g) Prior to the course, a ‘Master Class’ was held on Thursday, September 21 (afternoon) to recruit
participants, in which about 30 participated, one of whom a participant.

* The Applied Course was not held in the 2017 academic year.

7.2.4 Technical Transfer to Local Instructors and Consultants
As described in Table 7.2.1 above, for each company participating in the KJC Consulting Project,
a local consultation was arranged with KJC Business Course Department staff assigned as

sub-consultants.
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The local consultants who have approved KJC’s implementation concept for its consulting service
were selected from participants and graduates of seminars, workshop etc conducted by KJC in the
past.

Local and sub-consultants are obliged to accompany Japanese experts when active in an effort to
provide OJT (On-the-Job Training) to local consultants. When the Japanese expert is away, tasks
that should be completed by the next dispatch period were assigned as “homework” as a means of
promoting growth by entrusting progress to the local consultant.

Local consultants spearheaded efforts to review and prepare the Practical KAIZEN guidelines and
it is believed that undergoing this process instills a common view and foundation that can underpin
more reliable activities.

To ensure quality in local consulting, consultants must meet appropriate requirements, which, to
achieve, involve taking a written test prepared by the Japanese expert and creating case studies.

For companies to acquire the skills to competently present at the Kaizen Conference scheduled for
April and, by extension, for local consultants to take a primary role in preparing case studies, the
plan is for Japanese experts to train local consultants in the 4th Dispatch (Jan. — Feb. 2018).

Local consultant Ms. Natalya (Almaty) was also invited to participate in the Practical Business

Training Course in 2017 (held from Oct. 30 to Nov. 10, 2017) to further enhance her knowledge.

7.2.5 Transfer of Technical Knowledge to Operate and Administer Business Courses
(1) ‘Practical KAIZEN’ leaflet (ANNEX 4-1)

The KJC staffs were instructed to prepare a ‘Practical KAIZEN’ leaflet to help support
promotional activities. Content was finalized during the 2nd Dispatch through a process of
as-necessary consultation and confirmation. The leaflets are being used in various local activities.
(2) “Case Study Writing’ guideline (ANNEX 4-2)

To ensure customers have access to local consultants with the skills to provide specific ‘Practical
KAIZEN’ consulting and conduct certification audits, a ‘Case Study Writing’ guideline modeled on
past cases (2015-16) was prepared and presented to KJC during the Ist Dispatch (June — July
2017).

7.2.6 Providing Information and Cooperation to Relevant Organizations

To promote the Consulting Project, efforts were made to provide information and cooperation to
the following organizations through KJC to elicit support:
(1) DAMU (Entrepreneurship Development Fund):
(a) DAMU (headquartered in Almaty) is the implementor of the national program ‘“Business
Roadmap 2020,” and operates under the jurisdiction of the Ministry of the National Economy.
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(b) Provider of information on KJC Consulting Projects to Kazakhstan companies and Kaizen

Conference co-sponsor

(2)KIDI (Kazakhstan Industrial Development Institute): Implementing agency of “Subsidies for
companies participating in the project” and national program “Productivity 20207
(headquartered in Astana). Ministry of Investment and Development holds 100% of shares.

(a) Subsidizes consulting programs and training expenses etc. in state-designated priority industries

(mainly manufacturing).

(b) The KJC Consulting Project falls under the criteria of “productivity improvement” as prescribed

by KIDI. Provided participating companies meet certain criteria, they can receive a subsidy (to

refund up to 40% of consulting fees).

(c) The KIDI Vice-President participated in the ‘Practical Business Training Course’ in Japan in

2017 and was able to gain a deeper understanding of KAIZEN and the project.

(3) ATAMEKEN (National Chamber of Entrepreneurs of the Republic Kazakhstan): An NPO that
‘Distributes Project Information to Member Companies’ and brings together 125 industry groups
in Kazakhstan. ATAMEKEN provides advice on business-related laws, policy making, etc. from
a company standpoint.

(a) Members range widely from small- to large-scale companies and the organization is often

described as the “Kazakhstan version of the Japan Business Federation”

(b) The current top leader is the son-in-law of the President of Kazakhstan and it conducts in line

with the government’s intent.

(¢) Provider of information o KJC Consulting Project to member companies

7.3 Activities in the field of promotion of small and medium enterprises
7.3.1 Collect information on small and medium enterprise promotion areas

In the former Soviet Union, after the Russians in the former Soviet Union, it has a vast land area,
ninth largest worldwide, with economic growth growing out of Central Asia against a backdrop of
abundant natural resources.

Politically, it gained high support, such as winning with a vote rate of 97% in the 2015 presidential
election. Aiming to enter the “top 30 advanced countries in the world” by 2050 by escaping from a
high economic structure dependent on natural resources, the national “Kazakhstan 2050 strategy
was announced in the presidential address speech made in December 2012.

Based on “Kazakhstan 20507, the president presented “Five policies of Modernization 3.0” in
January 2017 as follows:

(a) Accelerate Technological Modernization

(b) Improve the Business Environment
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(c) Provide Economic Stability
(d) Improve Human Capital
(e) Implement Institutional Reforms, anti-corruption measures and security

Among them, (b) “Improve the Business Environment” cited “the proportion of SME contributing
to GDP by 2050 would be 50% or more”, “expansion of micro credit lines”, “promotion of PPP”".

Regarding specific concrete national programs, to support industries considered superior, such as
SME promotion and agriculture, in January 2016, the following national program was instructed in
Kazakhstan under the direction of the President:

- Business Roadmap 2020
(Ministry of the National Economy, Investment Development Fund “DAMU”)
- Productivity 2020
(Ministry of Investment Development, Industry Development Institute “KIDI”)
- Employment Roadmap 2020 (Ministry of Labor National Social Security)

In Kazakhstan in particular, despite the large land area of the country (ninth largest worldwide)
and abundant natural resources, access is poor since it is landlocked and the population is relatively
low. However, since “the Eurasian Economic Union” with Russia and Belarus on January 1, 2015
(Armenia and Kyrgyz Rpublic also joined later) was established, it has attracted attention as part of

“Business development with a market of 180 million in mind”.

In this assignment, we first carried out activities in the following areas:
(1) Collecting and organizing information on SME promotion areas
(2) Sharing knowledge in related fields with related organizations
(3) Promoting reforms that help improve the SME promotion situation by coordinating with related

organizations

(1) Collecting and organizing information on SME promotion fields

The number of workers for SMEs was 3 millions and more statistically in 2016 whichi was consist
of about 36% of the total number of workers in Kazakhstan. It also contributes to over 23% of GDP
(Committee of Statisticcs). Developing SMEs is one of the national priority economic policies
(“Business Roadmap - 2020”).

However, according to the OECD research report (Reforming Kazakhstan: Progress, Challenges
and Opportunities, the current market share of SMEs’ exports is only 5.2% and most are unlikely to
be linked to innovation or growth engines. The Kazakh economy has unable to extricate itself from
an industrial structure still heavily dependent on resource energy. From the international community,

there is concern that the Kazakh economy has shown signs of “Dutch disease” since 2000, which is
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an economic phenomenon that causes problems such as non-tradable goods price rising rapidly
compared with tradable goods, sluggish exports of trade property industry, falling GDP share and
wages rise above productivity etc.

Under Kazakhstan’s preferential tax policy, there is no particular system for SMEs.

Dare I say it, the tax payment procedures for SMEs are not as simple as those for large companies
(in an interview with EY).

There is a simplified taxation system (patent) for private companies (self-employed businesses),
but not SMEs. There are tax incentives for resource-related investors and Special Economic Zones
(SEZ) etc., but this also applies to priority industries. Therefore, even if it is an industrial area or
SEZ, the preferential taxation system is not necessarily applied.

SMEs can only access 8.2% of Kazakhstan’s finance sources. In other words, SMEs in Kazakhstan
fund most of their projects not via financial institutions but savings, acquaintances, relatives, etc.
After the Lehman shock, the commercial bank loan balance of SMEs continued to decline, even
during the economic recovery period of 2011-12.

When it came to estimating the corporate development fund (DAMU), SMEs of Kazakhstan were
deemed to require long-term funding of U$118 billion. In Kazakhstan, although interest rates have
steadily declined over the last five years, DAMU has still been offering preferential loans for SMEs
over the same period.

However, for many SMEs, high interest rates and stringent collateral conditions remain major
obstacles. In Kazakhstan, despite the lack of any clearly targeted policy for SMEs, the Department
of Entrepreneurship Development Department (EDD) of the Ministry of the National Economy
relaxed government regulations for private enterprises and business environment improvement.

Furthermore, it is working as coordinator for local SMEs and to support entrepreneurs. The
National Chamber of Commerce for Entrepreneurs (Atameken) also exists and is deployed in 180
districts in 17 provinces nationwide as the executing agency.

The National Chamber of Entrepreneurs, founded in 2013, is positioned as a consultation desk (for

support other than financial) with SME representatives.

(2) Sharing knowledge in the same field with relevant organizations
ADB listed four points as issues for promoting SMEs in Kazakhstan:
* Lack of financial literacy
* Lack of marketing skills (idea that can be sold if produced in the former Soviet era)
+ Lack of logistics
* Inability to diversify
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In the meeting with the newly appointed Deputy Directorof Entrepreneur Support Department, the
Ministry of National Economy, SME policy in Japan and success in the Kyrgyz Republic as
examples were explained as necessary tasks for Kazakhstan’s SME promotion policy in future and
the difficulty in the event of no cooperation among SME promotion policy implementing agencies
such as DAMU and Atameken etc. in particular.

In addition, the Deputy Director was concerned about the “MARUKEI” loan implemented by the
Chamber of Commerce and Industry and the Japanese Policy Finance Corporation as part of the
financial support measures.

Furthermore, he was listening with interest to the explanation that the corporate accelerator
program was recently observed increasing its activity in Japan, involving collaboration between
large enterprises and entrepreneurs and start-ups.He has expressed his concern and sense of crisis at
the lack of satisfactory results to date, despite the significant budgetary expenditure and various
policies.The Ministry’s measures and policies implemented to date include financial and various

management support, tax incentives, etc.

(3) Promotion of reforms that help improve the SME promotion situation Through coordination with

related organizations

For Kazakhstan to become more internationally open and capitalistic economy, current situation;
i.e., interventions by the sate to the market with exessive regulations impeding generation of
innovative activities, needs to be resolved. A sereies of more in-depth and balanced public and
private (including SMEs) dialogues for the betterment of such situation, enhancing market-oriented
growth, are becoming more and more important.

There are economic organizations that play key roles in public-private partnerships such as
Atameken, the biggest organization in the Kazakh business world, the light industry association, the
construction association, agricultural union and construction association etc.

What we have learned after assessing feedback from these economic organizations is that various
issues have arisen associated with the existence of Atamaken, which obliges corporations to compel
mandates, the contents of their activities, the relationship between Atameken and industry groups
and so on.

To promote a market economy, dialog with the market is fundamental. Gauging market feedback
involves assessing companies closest to the market. In Japan, for example, innovation and kaizen
emerged from active dialog and discussion among these companies, unions and organizations.

Within the Kazakh economic world, Atamaken has a significant presence as a seemingly rigid

organization, with information and communication barriers which prevent opinions and information
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from members at the bottom from reaching the top. There is a need to review the management
system for authority transfer and close communication with industry organizations.

Atameken has been conducting various educational and training initiatives for entrepreneurs and
SMEs, but member evaluation of the activities remains low (EBRD and ADB have pointed out this
problem).

The Under-Secretary of the Ministry of Investment Development has expressed his expectation for
aggressive investment from Japanese private financial funds under current circumstances in
Kazakhstan where the demand for funding from SMEs remains unmet etc.

ADB has provided loans for SMEs to DAMU, which lends this to SMEs via commercial banks.
However, SMEs that cannot provide collateral or guarantees cannot access low-interest loans for
SMEs implemented by DAMU. This is largely due to the fact that commercial banks, which are
actually lending windows, demand excessive collateral and guarantees from SMEs.

Many entrepreneurs are dissatisfied with the very burdensome loan application procedures to
banks. Meanwhile, ADB analysis reveals the problematic lack of bank examination capability. Both
sides must improve their financial literacy.

When visiting DAMU, the Vice Chairman asked JICA to dispatch financial experts and provide
Kazakhstan’s commercial banking members of staff with training to build their capacity.

As per DAMU’s information, EBRD has already started training members of staff at the financial
institution . In addition, IFC is planning to start training for supply chain finance for further such

members of staff.

7.3.2 Strengthening Support for Structure and Activity of KJC

Regarding human resource development adapted to the industry and labor market, there is still a
need to meet enterprise needs. (a) In the vocational training field, modern qualification systems and
occupational standards are lacking and no vocational training system commensurate with current
industrial needs has yet been established. (b) Also, the training curriculum, syllabus, textbooks, etc.
are not compatible with the complication and sophistication of industrial manufacturing processes.

(C) Re-training of instructors is not yet commensurate with the present situation

It is hard to say that the efforts of industry-academia collaborations are progressing in the vertical
division administration. However, universities and vocational training schools are independently
seeking to collaborate with enterprises; calling on instructors from Samsung in Korea and Siemens
in Germany etc., to cooperate closely with specific companies until participant OJT and
employment.

(1) Strengthen KJC's organizational structure
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As a measure to strengthen KJC’s business, we urged discussions on five main activities: (a)
Review of business course, (b) Collaboration with Kaizen Center, (c) Review of the study abroad
fair, (d) Internship/Job placement and (e) Japan business exchange center).

The KJC director thought that it would be difficult to manage business courses in the absence of a
Japanese expert from the next fiscal year. Even if it is a Japanese course, needs such as Korean and
Chinese are intensifying, but the popularity of the Japanese course remains static. Just recently, the
number of participants halved from the peak and has bottomed out with a similar lack of interest in
Japanese culture, which is one of the reasons for expanding the government’s scholarship system.

The following are the opinions and impressions of the KJC director concerning the business plan
proposed by the consultant:

+ KJC has experience in conducting study abroad fairs and the ability to pull in more
customers.

+ KJC has a track record of recruiting and has introduced advanced personnel to Okinawa
enterprises.

+ KJC lacks experience of entrepreneurship support. Several Business Incubators are also
exist in Kazakhstan.

+ KJC is interested in KJC’s Japan business center plan. Every time, inquiries from Kazakh
companies proved problematic.

* There is also scope to collaborate with the Kaizen center.

Based on these answers (refer to the next page), KJC’s efforts to make future business plans of
KJC were supported.

The following points should be taken into consideration when creating business plans:

(a) The assumption that no Japanese experts would ever be regularly dispatched

(b) Failure to assume that JF would work together

(c) Premise of paying rent from the new fiscal year

(d) Assumption that KJC would follow the university management policy as a division of
Narxoz University

However, if this is not the case, a business plan would be arranged on the premise that

KJC would operate independently of the university (two types of business plan would be made)

As a result of the above, the business plan finally completed was as follows: Details are
summarized separately in the KJC 2019 Business Plan. We also created guidance to carry out the

KJC 2019 Business Plan as an implementation guideline.
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Table7.3-2 Outline of KJC Business Plan

Case Main Activity Annual Plan on P/L
Scenario 1 Eight business areas: KZT279,010
(Currently: 1) Education Learning Business x 4
Two members of staff) 2) Consulting Business x 1

3) ‘Study in Japan’ Fair x 1
4) B to B Business x 1
5) Others x 1

Scenario 2 12 business areas: KZT1,570,070
(Three members of staff | 1) Education Learning Business x 5

= two + another member of | 2) Consulting Business x 1

staff) 3) ‘Study in Japan’ Fair x 1

4) B to B Business x 1

5) Japanese course x 1

6) Japan Culture Spread x 1

5) Others x 2

When the answer received from KJC on November 7, 2018 was put in order about the contents which

argued a business business hard-hitting measure of KJC, it was as follows.

Business Availability Input to be needed for implementation
Sales of Business Education to NCE Consideration * No tracking data available for the
required graduates.

*No lectures conducted on ‘Start-Up’
‘Entrepreneurs’ before as well as no
lecturers

* No payment systems for NCE

* Brochures required to promote the

practical KAIZEN course to NCE.

Collaboration with Kaizen Center Possible * Meeting on Nov 8 with the Owner
+ Inactive but mutual collaboration

sought.

Practical Business Course for Conditional possible + No experience conducting the
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practitioners (Export Business, Starting

Business)

‘International Tarde Administration’
Course at KIC
* For Trading Business, a Japanese

lecturer is required.

Japanese Language School,

Education Fair

Possible

-+ Since those courses are carried out at
KIJC, they can be conducted

accordingly.

Recruit Business

Possible

KIJC has previous experience of sending
participants to Okinawa.

* A business license might be required
for KJC to engage in such business

officially.

Support for Entrepreneurs

Consideration

required

+ This business is worth trying.
* Internal discussion will be required

with MoNE’s opinions.

Japan Business Exchange Center

Conditional possible

+ KJC has experience of arranging
on-site visits and industry research.

* To coordinate with Japanese
organizations, a Japanese expert must

be assigned.

By maximizing KJC’s resources such as business expansion and changing the priority business

areas etc. as described above, KJC is eager to be an attractive sector for Narxoz University,

although a limited effect might be expected.

The following chart shows the relationship with the matrix for the demand of Narxoz University

and KJC business area.

There was next comment from a KJC Director.

1) The direct benefit requested by Narxoz University is for Japanese experts to contribute to the

university curriculum.

2) From a long-term perspective, although some business areas may elicit benefits for college

students, it would not suffice to convince the new rector, who remains focused on short-term

results.
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Demand of Strengthening Providing Courses conducted ‘Lecture Meeting’
Narxoz Univ | cooperation with participants with by JICA experts as by Japanese famous
KIJC Universities in interesting theme for curriculums of the celebrities
Business Area Japan their study Univ.
Business Course X A X (No JICA X
experts to be
dispatched)
Consulting X X X (No JICA X
experts to be
dispatched)
Business Promotion for X A X A
Kazakhstan and Japan
Study in Japan & abroad, ) A X X
Employment support,
Internship
Japan visit / Sightseeing X A X X
Cultural Exchange with A A X A
Japan

Figure7.3-1 Relationship Matrix for ‘Demand of Narxoz University’ and ‘KJC Business Area

(2) Strengthen KJC’s planning and management system for business course and consulting service

I heard about the theme of KJC’s recent business course for 2008 onward, which comprises a
Business Plan, Financial Management, Project management, Human resource management,
Marketing, Branding, ISO, KAIZEN, Strategic development of company (BSC) and Energy saving
etc.

Business Plan, Financial Management, Project Management, Human Resource Management,
Marketing, Branding, ISO, KAIZEN, Strategic Development of Company (BSC) and Energy
Saving (Human resource management and Project management were popular and the lecturer is
considered positive)

According to the sales manager of KJC’s Business Course, the selection of themes and the
teaching methods of the lecturer more influence in course participants. When the teacher’s

personality and teaching skills are good, obtaining more participants may be easier. In addition,
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many Kazakh managers seek elementary business training to teach necessary business manners
such as business ethics.

Furthermore, there might be some difficulty in managing the business course due to KJC having
focused on KAIZEN activity in recent years.

Next, when asked what Kazakh people expect of KIC’s Business Course, it was as follows: In this
point, we also confirmed similar responses in other interviews:

Japanese expert teaches
Tuition is free or cheap because it is subsidized by Japan
+ Expectation of the opportunity to visit Japan

Certainly, in an interview with BAUR Corporation the other day, they emphasized how they are
instructed directly by Japanese experts as to why they are taking Kaizen Consulting Services. Of
course, despite some clauses clearly showing us the individual guidance times of Japanese experts
and local consultants, clients would have considerable expectations of the business courses
conducted by KJC simply because of the name KJC (Kazakhstan-Japan Center).

(3) Strengthen relationship with KJC’s business-related organizations and other Central Asia Japan
Center etc.

KIJC has to perform activities to collect and dispatch business information utilizing the network it
has cultivated, so that KJC could build system allowing sharing of information on Japanese
companies operating in Kazakhstan and companies visiting there, as well as trends in Kazakhstan
firms and movement within Kazakhstan.

At Japan Centers overseas, we have been building business networks by utilizing powerful human
resources from Center Alumni Association and JICA Alumni Association.

KJC has been engaging in the “Kaizen Club” (mainly KAIZEN course participants) as an
alternative to the alumni association organization. The central figure Asyl (now President of the
NPO “Kaizen Club”) and Viktor (President of the individual consulting company) who moved this
“Kaizen Club” are not present in KJC.

When I asked the KJC director about organizing KJC graduates, the first answer was emphasizing

the scale of the budget problem.

We interviewed KJC lecturers and consultants to investigate current KJC graduates or human
resources capable of supporting KJC.

Most KJC consultants and instructors felt that elderly people in specialized fields were in
production management, kaizen and management. Indeed, the bridging work between Kazakhstan
and Japan is not necessarily theoretical, but rather, energetic young people who are more likely to

make a move are also more likely to be qualified.
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Unfortunately, the current shortlist seems to lack talent capable of leading this field.

Accordingly, the KJC director will seek candidates on an ongoing basis. We also suggested
accepting Narxoz University students as interns (indeed, it seems that Japanese courses regularly do
S0).

(4) KJC strengthens its function as an exchange base with Japan’s business industry in the
countryand encourages exchange with local and Japanese companies

To get the network supporting exchange promotion, KJC must consolidate cooperation with
business organization such as the Japan Chamber of Commerce and Industry (JCCI), ROTOBO,
JETRO, SMRJ etc. which have regular interaction with Kazakhstan in Japan.

On the Kazakhstan side, there is a need to consolidate cooperation with DAMU, which
implements SME policy and strengthen ties with Atameken and major economic organizations
(associations, unions, etc.).

We have strengthened services for Japanese companies that we have already implemented.

Specifically, we will promote and disseminate business information through pamphlets, email

magazines and SNS etc. through the Japanese network and strengthen the following services:

* Providing corporate and industrial research to Japanese companies

* Arranging and servicing on-site inspections of Japanese companies

* Introducing Japanese companies to Kazakh enterprises, consultation and introduction
services when young people in Kazakhstan wish to take part in internships or get jobs in a

Japanese company

KJC must provide the necessary information service for young people in Kazakhstan and Japanese
learners utilizing the JETRO internationalization promotion internship program that begins in 2019
and provide contact information by establishing contact with private recruitment companies and

individual private enterprises.

In Central Asia, Uzbekistan and the Kyrgyz Republic are proceeding with the foreign technical
internship program (JITCO), but needs in Kazakhstan are also potentially considerable. In particular,
in local cities, young people have few employment opportunities and ultimately, many young
people are coming to work in large cities such as Astana and Almaty. Work opportunities in Japan
with JITCO programs and advanced recruitment are expected to be useful in future by providing the
young people in Kazakhstan in question with certain employment opportunities and acquiring

training opportunities for technology, business knowledge and know-how.
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Only KJC can provide Japanese language courses necessary for working in Japan in these systems
as well as various other information and support. We also understand the urgent need to develop

such infrastructure.

As for the JITCO program, I expressed interest to the Labor and Social Security Department’s
Labor, Social Security, Immigration Committee Chairperson when explaining the matter. In future,
they answered that they would like to conduct research by conducting interviews with the Kyrgyz
Republic, Uzbekistan and others. Also, in response to the Kazakhstan government as a matter of
this case, the comment came that there was no regulation in particular (namely, that it was free in

principle due to the lack of regulations such as law at present).
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8. Activity Results in Kazakhstan
8.1 Sales Results in ‘Product Quality Management’

As shown in Section 3.6, the Consulting Project participation fee was revised in April 2016 to 3
million KZT (approx. 1 million JPY). As well as this more appropriate pricing, with seven
companies participating in the project in 2016 and nine in 2017, the efforts of this Consulting
Project have significantly boosted revenues in the KJC Business Course Department.

According to the End of Assignment Report of Long-term Expert Abe, FY2016 achieved a 25%

increase over FY2015 and FY2017 is forecast to reach a 90% increase over 2015 levels.

8.1.1 Consulting Project

Nine participating companies were secured in the 2017 academic year (three ongoing, six new),
compared with seven in 2016).

The ongoing participation of three companies from FY2016 was achieved thanks to appreciation
of activities and guidance provided in the KJC Consulting Project. This also merits recognition as a
project accomplishment.

Things have progressed smoothly with all participating companies. In FY2018, under the guidance
of Japanese experts, local consultants took the primary role in preparing case writing (seven) of the

participating companies under their charge.

8.1.2 Practical KAIZEN Seminar (3-day seminar)

Practical KAIZEN Seminars were held in two cities in 2017, namely Almaty and Astana, attracting
a total of 48 participants on three occasions (23 in Almaty and 25 in Astana).

Training in Japan participants are obliged to attend the seminar, preparing them for travel to Japan
by first having them learn practical KAIZEN knowledge and techniques. Consequently, the
participants could understand it more systematically and theoretically, which is considered yet
another accomplishment of the project.

Furthermore, in 2018, the contents of the three-day public seminar were implemented as a
technology transfer to the assigned C/P (Ms. Natasha / Astana)*In a seminar carried out twice in
2018, the C/P conducted some part of it on behalf of a Japanese expert, which could be considered a

success based on our activities
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8.1.3 Mini MBA KAIZEN - Introductory Course

Although there were just five graduates in the spring semester, almost 30 are expected to graduate
in the fall semester, a dramatic increase (awaiting the final presentation results and evaluation
scheduled for February 2018)

One KJC staff member (Ms. Aiym) completed the course in the spring semester and was then
assigned as a sub-consultant at three participating companies in the 2017 Consulting Project.
Steadily achieving activities like this is considered one of this project’s accomplishments.

Also, the course contents of Kaizen Mini MBA Introductory Course were implemented in the form

of a technology transfer to local consultants (Mr. Kanat / Almaty and Ms. Natasha / Astana).

8.1.4 Technical Transfer to Local Instructors and Consultants

Moves to establish a technical transfer to local instructors and consultants progressed by obligating
them to accompany throughout a series of activities in the Consulting Project to provide OJT.
Example collaborations with local consultants were realized throughout the Third Dispatch, which
should be recognized as a project achievement.

The following lists some examples of autonomy by local consultants in Astana and Almaty:
1. In Ms. Natasha’s Case (Astana)
Even when Japanese experts were absent, Ms. Natasha voluntarily attended regular meetings of the
assigned company and provided appropriate comments to management. According to feedback
from participating companies, her efforts significantly boosted promotion of the project.
2. In Ms. Bibigul’s Case (Almaty)
By collaborating with KJC staff (sub-consultant) in ‘visualization’, the assigned company’s most
serious problem and spearheading progress by leading the plant and workplace managers of
participating companies, Ms. Bibigul could earn the trust of the senior executives of these

companies.

8.1.5 Transfer of Technical Knowledge to Operate and Administer Business Courses
The preparation of materials that contribute to the transfer of technical knowledge used to operate
and administer Business Courses was successfully achieved. These materials will also be used on an
ongoing basis for future courses.
1. 'Practical KAIZEN' leaflet (ANNEX 4-1)
2. 'Guidance to make “Case Study” (ANNEX 4-2)
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8.1.6 Providing Information and Cooperation to Relevant Organizations

As discussed in Section 3.5, efforts are being made to establish a network with relevant
organizations and bodies in Kazakhstan, primarily through the Consulting Project activities.

The participation fee in the Consulting Project of 3 million KZT (approx. 1 million JPY) is
considered reasonable from a market price perspective, but would be prohibitively expensive for the
average SME. If government subsidies were in place, we could expect more companies to
participate.

Accordingly, we have been collecting information through regular contact with Kazakhstan
government agencies and working to build up a network by actively participating in events
sponsored by government agencies (as panelists).

Partly thanks to these efforts, the KIDI (Kazakhstan Industry Development Institute) deemed the
KJC Consulting Project eligible for subsidies from the ‘Productivity 2020’ program. This was
crucial in eliminating obstacles to recruitment for participating companies and helped secure seven

participating companies in FY2016 and nine in FY2017.

8.2 Activity Results in ‘SME Business Promotion’
8.2.1 Information Gathering on ‘SME Business Promotion’ Area
We conducted surveys on the current circumstances and challenges of individual SMEs as well as
the status of policies and activities of related national organizations and how to promote SMEs, by
interviewing various economic organizations and individual SME:s.
We also visited international organizations that support SME promotion and exchanged opinions
and views with related organizations to explore current issues and directions for improvement.
Trends of Activities by Related Donor/International Organization
(1) Asian Development Bank (ADB)
* Their financial support program provided SME loan funding to DAMU. In this scheme, Loan to
SMEs was lent via commercial banks.
+ Since last year the bank has implemented a pilot project to support SMEs in Kostanay. One of
the reasons for choosing this district was to develop financial literacy in the area.
(2) European Bank for Reconstruction and Development (EBRD)
+ The main SME support activities are (a) consulting support (cost subsidy program: TAM/BAS
program), (b) matching with consultants and enterprises and (c) training local consultants
(especially in regional areas)
+ The “Women in Business Program’ is carried out now, to counter the fact that support for SMEs
implemented by DAMU is a priority industrial sector such as manufacturing industry so that

support for service sectors, in which numerous female entrepreneurs work, is missing from the
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target.

* There is a scheme to support SMEs through direct corporate support.
(a) ‘Support for Chevron’ is consulting support for the company’s subcontractor and
(b) ‘Support for Shell’ provides educational support for SMEs in local cities through the Shell

CSR program.
(3) International Finance Corporation (IFC)

+ IFC’s SME support activities include:
(a) Strengthening capacity-building of the financial sector,
(b) Industrial human resource development (agriculture, food processing, etc.),
(c) Improved access to markets and infrastructure and market research analysis.
* In the financial sector, IFC strives to introduce Supply Chain Finance (SCF) to commercial

banks to address the inability of SMEs to borrow due to insufficient collateral.

8.2.2 Strengthening Support for KJC Organization/Activities

(1) At the meeting with Mr.Almas Issakov, the Deputy Director of the Ministry of National Economy,
the direction was confirmed to promote SMEs’ business in Kazakhstan by utilizing various services
provided by KJC. In the future, we will confirm collaboration through concrete projects, but we will
also seek to conclude MOU with relevant organizations such as KIDI, DAMU etc. as necessary. (Annex
4-4 Presentation to MoNE)

(2)To strengthen KJC activities, I confirmed the current situation and reexamined the business
based on past experience and actual results. KJC could create a new business plan by seeking
collaboration with related government agencies, business associations, private enterprises,
universities etc.

(3) It is necessary for KJC (challenges) to secure appropriate human resources and construct a

network to develop as a business exchange base with Japanese businesses in the country.

9. Issues, Ideas, and Lessons from Managing the Project in Kazakhstan

The results of activities over the period of about one and a half years of this project are
summarized in Chapter 8. Especially, the main point is to confirm KJC’s core competence to
promote SME business in Kazakhstan by utilizing various services provided by KJC, which are
confirmed the direction of KJC activities with the parties concerned. The operational issues, ideas

and lessons in the process of the project implementing are shown in 9.1 to 9.3, then, the points are
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summarized as recommendations to certainly perform the activities required with the realization of
KJC’s core competencies expected.

1) To obtain support from Narxoz University and to foster their understanding on the KJC
activities, KJC is seriously required to work in accordance with the implementation guidelines of
the KJC Business Plan and regularly report the activities and results etc. to the Vice-Rector of the
University who play very important role for KJC to have common understanding.

2) In order to encourage KJC to continue to be recognized as a "Japan" center, it is necessary for
KIJC to have Japanese experts’ activities in Kazakhstan. In order to secure an environment in which
KJC can invite Japanese experts even in the future, a flexible arrangement, system and
understanding are required of KJC to utilize Japanese experts who will dispatch to other Japan
Centers in the Central Asia region such as Uzbekistan and Kyrgyz Republic Japan Center.

3) In order to support the overseas expansion of Japanese SMEs, there are movements to utilize
and cooperate with the “Japan Center” in Asia and Central Asia. In order to further accelerate the
movements in Kazakhstan, there is a strong demand to staff a JICA long-term expert for “SME

Business Promotion” in charge since farewell of predecessor in February 2018.

9.1 Cooperation with Narxoz University

As an activity to affirm KJC’s raison d’etre in Narxoz University (the C/P in this case), as well as
differentiate the course from other university MBAs, as mentioned above a ‘KAIZEN module’ was
incorporated as a subject in Narxoz University’s MBA Course. Completing this course grants
students three credits toward a Narxoz University MBA (meaning it counts as a graduation credit).

The fact that no participants who attended in spring and fall semesters in 2017 were MBA students
demonstrates the strong economic benefits of KJC. Still, in terms of collaboration with Narxoz
University, it is desirable for most of the students to be MBA students.

As far as recruiting participants for new semesters is concerned, a future challenge will be how to
execute promotional activities promptly after discussing with Narxoz University how they can best
be implemented in the KAIZEN Mini MBA Course.

Under the new management system by the new rector of Narxoz University, the KIC’s Business
Course division has undergone significant downsizing (from nine persons to two). KJC is facing
serious environmental change.

Over the past few years, KJC has been managing “Production Quality Management” and practical
KAIZEN business courses as their main business course activities.

We could formulate an independent and unique business plan that optimally exploits KJC’s
strengths, with awareness of the new business environment and consideration of countermeasures

policies as well as experience and know-how accumulated by KJC to date. We also confirmed that
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KJC will help develop human resources and promote SMEs in Kazakhstan by implementing the
plan.

We do believe that KJC’s business plan can be realized by KJC property, such as experience and
know-how to date, but the current system (with two people) is focused on sustainable management.
To achieve sustainable and stable management, the understanding and support of Narxoz University
are a must.

It is important to strive wholeheartedly in accordance with the implementation guidelines for the
new business plan (attached “guidance to carry out KJC 2019 Business Plan en”) and encourage
dialog with regular (monthly) reports to the Vice-Rector of Narxoz University who oversees KJC

matters.

9.2 Strengthening the structure of the KJC and implementing business courses
9.2.1 Business Promotion System for KJC Courses

The KJC Business Course currently has just two members who promote Business Course activities,
which is hardly considered sufficient for this task.

KJC must be encouraged to strengthen its involvement in promoting Business Courses. To do so,
the consultant will redouble efforts to share information on the Japanese expert activity plan more
closely and report on Consulting Project progress and seminar implementation, etc.

As described in Sections 4.6 and 6.5 ‘Efforts to Improve Profitability’, business course activities
have boosted KJC’s overall financial situation very considerably. Having an accurate understanding
of Narxoz University, the C/P, is vital for consolidating the Business Course (i.e. increasing the
number of personnel) and it is believed that continuing to support KJC to maintain profitability will
help strengthen the organization still further.

9.2.2 Efforts to Improve Profitability

A “Consulting Project’ pilot program was launched in 2015, aiming to (i) provide services to meet
local needs and (ii) strengthen the financial base. To achieve this, it was decided to help plan a
project with local consultants who are expert on local conditions while also collecting 330,000 KZT
(approx. 150,000 JPY) from participating companies.

However, local consultants were not remunerated due to the inclusion of OJT elements and some
expressed dissatisfaction with this arrangement. From KJC’s perspective, the considerable time and
effort required to provide support for short-term experts and coordinate with participating
companies made it financially difficult to set a price.

To ensure the sustainability of the project, it was decided that local consultants should be
reasonably remunerated. Accordingly, the consulting fee was reviewed and set at three million KZT

(approx. 1 million JPY), whereupon implementation began in April 2016.
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Consequently, seven participating companies were attracted in 2016, rising to nine in 2017, which
has contributed significantly to increasing revenue for the KJC Business Course Department

(revenues of which are forecast to increase by about 90% by FY2017 from FY2015).

9.2.3 Developing High Quality Local Consultants

Although KJC has also committed efforts to developing local consultants in the KAIZEN field, the
development levels and number of people trained remains far from sufficient.

Most of the consultants in the Production Quality Management field who are active in Kazakhstan
specialize in technical fields. There tends to be a lack of experience in fields such as overall
business management in administration and finance etc., sales, marketing, as well as processing,
production, sales and inventory analysis from a product distribution perspective.

Although OJT-centric training is provided through activities of the Consulting Project, given this
background, it was decided to further promote the development of local consultants by setting aside
time for workshops during the Japanese experts’ dispatch period and creating opportunities to

systematically learn knowledge in all production and quality control areas.

9.3 Strengthen cooperation with other institutions

(a) Diffusion of knowledge, information and know-how on production, quality control and
productivity improvement of Kazakhstan SMEs. Promotion and guidance of business courses
through collaboration between KIDI and KJC are required.

(b) Collaboration between the Ministry of the National Economy, DAMU, ATAMEKEN, etc. and
KJC in order for KJC to strengthen its function as an exchange base with Japanese business industry
in countries and promote exchange with local and Japanese companies (B2B).

(c) We see the need to strengthen cooperation with partners in Japan (ROTOBO, JCCI, JETRO

etc.).
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ANNEX1-1

-Mini MBA Course

—Special Seminar (Former E Course)
—Customized Course (C Course)
Results



Table 3.2-1 R21 Overview of 55 Mini MBA Course Participants

Gender Job title Industry
Course Fem Owner | Director Man.ufac .
Male Employee | Other | turing Service Trade
ale CEO Manager Industry
Daytime 14 10 17 5 3 17 4
Evening 18 13 7 16 8 0 2 21
Total 32 23 24 21 9 1 5 38 12
58.2 | 41.8
(%) 43.6% 38.2% 16.4% | 1.8% | 9.1% 69.1% | 21.8%
% %
Table 3.2-2 R22 Overview of 63 Mini MBA Course Participants
Gender Job title Industry
Course | Fem Owner | Director Manufac )
Male Employee | Other | turing Service Trade
ale CEO Manager Industry
Daytime 21 12 24 2 5 2 3 24 6
Evening 12 18 11 11 4 4 4 18
Total 33 30 35 13 9 6 7 42 14
52.4 | 47.6
(%) 55.6% 20.6% 14.3% | 9.5% | 11.1% | 66.7% | 22.2%
% %
Table 3.2-3 R23 Overview of 70 Mini MBA Course Participants
Gender Job title Industry
) Manufac
Course | Fem Owner | Director ] )
Male Employee | Other | turing Service Trade
ale CEO Manager
Industry
Daytime 20 12 15 10 2 2 20 10
Evening 16 22 15 16 6 1 13 19 6
Total 36 34 30 26 11 3 15 39 16
51.4 | 48.6
(%) o o 42.9% 37.1% 15.7% | 4.3 | 21.4% | 55.7% | 22.9%
0 0




Table 3.2-4 R24 Overview of 39 Mini MBA Course Participants

Gender Job title Industry
) Manufac
Course | Fem Owner | Director . _
Male Employee | Other turing Service Trade
ale CEO | Manager
Industry
mornin
18 21 26 9 1 3 7 26
g
Total 18 21 26 9 1 3 7 26
46.2
(%) o 53.8% | 66.7% | 23.1% | 2.5% | 7.7% | 17.9% | 66.7% | 15.4%
(1]
Table 3.2-5 R21 Mini MBA Course Results
Participant
Course Instructor Dates Held Evaluation
(out of 5)
1 | Business Plan Ilyaz Pakirov 4/21—22, 6/22 4.84
Production & Quality Tetsuo Fukuyama 4.50
2 : 4/24—5/04
Management (PQM) Vitaliy Barykin 4.60
5 Marketing Koji Uehigashi 5/10—13, 18—19 3.96
(Internet Marketing) Aibek Kurenkeev 5/15—17 4.36
Human Resource Takao Hayashi 3.46
4 5/22—26
Management Vitaliy Barykin 4.30
. Business Plan Meerim Koichueva 5/29—31
Consultation Ilyaz Pakirov 6/29—17/3
6 | Business Law Nargiza Abdraimova 6/1-6 4.84
Junji Ban 3.98
7 | Financial Management 6/7—14
Ilyaz Pakirov 4.67
8 | Accounting Lyudmila Shulgina 6/15—20 4.36
Taxation Albina Fakirdinova 6/21—27 4.38
Business Plan Kanat Kolbaev
10 7/11—13 —
Presentation Shunei Umezawa
Average score for Japanese instructors 3.98
Average score for local instructors 4.54
Total average 4.35




Table 3.2-6 R22 Mini MBA Course Results

Participant
Course Instructor Dates Held Evaluation
(out of 5)
1 | Business Plan Bolot Taalaibek 9/25—26, 11/23 4.34
-styl
g | apanesestyle Tadao Yuasa 9/27 4.33
Management
i i Tetsuo Fukuyama 4.46
3 Production &  Quality o y : 9/928—10/07
Management (PQM) Vitaliy Barykin 4.58
A Marketing Koji Uehigashi 10/09—16 4.26
(Internet Marketing) Aibek Kurenkeev 10/17—19 4.56
5 | Business Law Nargiza Abdraimova 10/25—30 4.75
Meerim Koich
Business Plan Individual eett OI.C veva 10/20—24
6 Counselin Ilyaz Pakirov -
& Bolot Taalaibek 11/24—27
7 | Accounting Lyudmila Shulgina 10/31—11/8 4.27
Junji Ban 11/09—14 3.84
8 | Financial Management -
Ilyaz Pakirov 11/15—16 4.68
9 | Taxation Albina Fakirdinova 11/17—22 4.52
Takao Havashi 11/28, 12/01, 367
akao Hayashi .
10 Human Resource y 19/04
Management
Vitaliy Barykin 11/29—30 4.79
1 Business ?lan Kanat Kolbaev 19/19—91 -
Presentation Takashi Mizuno/Shunei Umezawa
Average score for Japanese instructors 4.11
Average score for local instructors 4.56
Total average 4.39




Table 3.2-7 R23 Mini MBA Course Results

Participant
Course Instructor Dates Held Evaluation
(out of 5)
1 | Business Plan Bolot Taalaibek 3/30—31, 6/06 4.90
Japanese-style
2 Tadao Yuasa 4/02—03 4.71
Management
Production &  Quality | Tetsuo Fukuyama 4.74
3 — . 4/04—14
Management (PQM) Vitaliy Barykin 4.79
) Meerim Koichueva
Business Plan ] 4/16—18
4 ] Ilyaz Pakirov —
Consultation 6/07—09
Bolot Taalaibek
. Marketing Koji Uehigashi 4/19—26 4.71
(Internet Marketing) Aibek Kurenkeev 4/27—5/02 4.65
6 | Sales and Export Nurlan Fakerdinov 5/03—04 4.22
Nargiza
7 | Business Law ] 5/07—11 4.88
Abdraimova
Vitaliy Barykin 4.62
8 | HRM 5/14—18
Zhypar Sattarova 4.58
9 | Accounting Lyudmila Shulgina 5/21—25 4.62
Junji Ban 5/28—31 4.00
10 | Financial Management Chynara
6/01—05 4.27
Alamanova
11 | Taxation Management | Albina Fakirdinova 6/11—14 4.61
Kanat Kolbaev
Meerim Koichueva
12 | Final Presentation o 6/26—28 —
Takashi Mizuno /
Shigeru Uno
Average score for Japanese instructors 4.54
Average score for local instructors 4.61
Total average 4.59




Table 3.2-8 R24 Mini MBA Course Results

Participant
Course Instructor Dates Held Evaluation
(out of 5)
Japan, Economy &
1 . Ulukman Mamytov 9/18 4.81
Business
Japanese-style
2 Tadao Yuasa 9/19—20 4.70
Management
3 | Business Plan Bolot Taalaibek 9/21—22, 11/20 4.81
4 | Business Planning Tetsuo Fukuyama 9/24—25 4.79
Strategic Management Tetsuo Fukuyama 9/26—27 4.72
6 Marketing Koji Uehigashi 9/28—10/05 4.38
(Internet Marketing) Aibek Kurenkeev 10/08—10 4.28
7 | Risk Management Ulukman Mamytov 10/11—12 4.86
Tetsuo Fukuyama 10/15—20 4.72
Production &  Quality
8 Nazar
Management (PQM) ) 10/22—23 4.25
Turgangaziev
9 Business Plan | Meerim Koichueva 10/24—25
Consultation Bolot Taalaibek 11/30—12/01
10 | HRM Zhypar Sattarova 10/26—11/01 4.82
_ Nargiza 11/02—03
11 | Business Law ] 5.00
Abdraimova 12/07—08
12 | Sales and Export Nurlan Fakerdinov 11/12—13 4.35
13 | Accounting Lyudmila Shulgina 11/14—17 4.72
Juniji Ban 11/21—26 4.79
14 | Financial Management Chynara
11/27—29 4.25
Alamanova
15 | Taxation Management | Albina Fakirdinova 12/03—06 4.94
Kanat Kolbaev
Meerim Koichueva
16 | Final Presentation 12/18—19 —
Takashi Mizuno /
Shunei Umezawa
Average score for Japanese instructors 4.63
Average score for local instructors 4.65
Total average 4.64




Table 3.2-9 R21 Mini MBA Course Participant Questionnaire Summary

Theme Instructor | Contents | Topics Explanatio | Teaching Textbooks Interpriter Text. Le(I:ture Ove.rall
ns style s Translation Time Rating
PQM Fukuyama 4.46 4.46 417 3.81 4.31 4.56 4.15 4.50
Marketing Uehigashi 3.96 3.87 4.07 3.62 3.96 4.69 411 4.04 3.96
HRM Hayashi 3.49 3.59 3.12 3.05 3.46 4.44 3.73 3.46
F. Management Ban 3.95 3.95 3.98 3.74 3.93 4.45 3.98 3.81 3.98
Total Japanese Instructors 15.86 15.87 15.34 14.22 15.66 18.14 15.97 7.85 15.90
j:::ff;:i iy : e 3.97 3.97 3.84 3.56 3.92 4.54 3.99 3.93 3.98
B. Plan llyaz 4.74 4.68 481 4.65 4.65 461 4.84
PQM Vitaliy 454 4.44 4.75 4.17 4.40 4.60
Marketing Aibek 4.41 443 4.39 3.95 4.30 3.64 4.36
B Law Nargiza 4.91 4.86 493 467 463 442 484
HRM Vitaliy 4.37 433 4.60 4.21 4.28 3.95 4.30
F. Management llyaz 4.71 4.69 4.74 4.40 4.40 3.98 4.67
Accounting Lyudmila 4.55 4.54 4.48 4.21 4.40 3.93 4.36
Taxation Albina 4.48 4.44 4.09 3.95 4.29 4.02 4.38
Total local Instructors 36.71 36.41 36.79 34.21 35.35 28.55 36.35
Average score for local
,.nstmitors 4.59 4.55 4.60 4.28 4.42 4.08 4.54
Total average 4.38 4.36 4.34 4.04 4.25 4.54 3.99 4.04 4.35
Table 3.2-10 R22 Mini MBA Course Participant Questionnaire Summary
Theme Instructor | Contents [ Topics Explanatio | Teaching Textbooks [Interpriters| Text. Le(.:ture Ove.rall
ns style Translation Time Rating
T. Management Yuasa 4.35 4.37 453 3.88 4.10 4.69 4.29 3.59 4.33
PQM Fukuyama 4.50 4.38 4.33 4.00 4.38 4.58 4.17 4.04 4.46
Marketing Uehigashi 4.26 4.30 4.22 4.06 4.04 4.56 4.13 3.94 4.26
F. Management Ban 4.09 4.09 3.88 3.61 3.73 4.36 3.34 3.77 3.84
HRM Hayashi 3.71 3.83 3.48 3.36 3.64 4.31 3.83 3.83 3.67
Total Japanese Instructors 20.91 20.97 20.44 18.91 19.89 22.50 19.76 19.17 20.56
Averages score for
Japanese instructors 4.18 4.79 4.09 3.78 3.98 4.50 3.95 3.83 4.11
B. Plan Bolot 4.34 4.32 447 4.26 4.29 4.26 4.34
PQM Vitaliy 4.60 4.60 4.73 4.18 4.40 4.22 4.58
Marketing Aibek 4.63 4.70 4.54 4.22 4.33 3.44 4.56
B. Law Nargiza 4.73 4.73 4.82 4.37 4.51 4.41 4.75
Accounting Lyudmila 443 4.33 4.33 4.14 4.18 3.79 4.27
F. Management llyaz 4.84 4.82 4.74 4.58 4.50 3.39 4.68
Taxation Albina 4.64 457 4.55 4.36 452 4.23 4.52
HRM Vitaliy 4.79 474 4.95 4.74 4.68 4.58 4.79
Total local Instructors 37.00 36.81 37.13 34.85 35.41 32.32 36.49
Average score for local
f £ - 4.63 4.60 4.64 4.36 4.43 4.04 4.56
Total average 4.45 4.44 4.43 4.14 4.25 4.50 3.95 3.96 4.39
Average R21/R22 | 442 | 440 | 439 | 409 | 425 | 452 | 397 | 400 | 437




Table3.2-11 R23 Mini MBA Course Participant Questionnaire Summary

Theme Instructor | Contents | Topics Explanatio | Teaching Textbooks|Interpriters| TEXt. Lez?ture Ove.rall
ns style Translation Time Rating
J. Management Yuasa 4.55 4.68 4.73 4.65 4.73 4.73 4.82 4.76 4.71
PQM Fukuyama 4.64 4.74 4.63 4.67 4.85 4.66 4.89 4.80 4.74
Marketing Uehigashi 4.53 4.80 4.59 4.64 4.79 4.69 4.87 4.78 4.71
F. Management Ban 3.77 3.75 3.49 3.67 4.52 4.00 4.44 4.32 4.00
Total Japanese Instructors 17.49 17.97 17.44 17.63 18.89 18.08 19.02 18.66 18.15
j:;;ff; o score for 4.37 4.49 4.36 4.41 .72 4.52 4.76 9.33 4.54
B. Plan Bolot 4.90 4.87 4.90 4.89 4.90 4.90 4.90
PQM Vitaliy 4.72 4.87 4.61 4.73 4.85 4.85 4.79
Marketing Aibek 4.61 4.58 4.61 4.60 4.70 4.70 4.65
Sales Nurlan 3.86 3.81 4.17 3.95 4.50 4.50 4.22
B Law Nargiza 4.84 4.86 4.80 4.83 4.92 4.92 4.88
HRM Vitaliy 4.56 4.56 4.61 4.58 4.67 4.67 4.62
HRM Jypar 4.44 4.56 4.59 4.53 4.62 4.62 4.58
Accounting Lyudmila 4.67 4.47 4.63 4.59 4.65 4.65 4.62
F. Management Chynara 4.22 4.02 4.21 4.15 4.39 4.39 4.27
Taxation Albina 4.66 4.49 4.61 4.59 4.64 4.64 4.61
Total local Instructors 45.48 45.09 45.74 45.44 46.84 46.84 46.14
Average score for local
I.nstmitars 4.55 4.51 4.57 4.564 4.68 4.68 4.61
Total average 4.50 4.50 4.51 4.51 4.72 4.52 4.70 4.68 4.59
Table 3.2-12  R24 Mini MBA Course Participant Questionnaire Summary
Theme Instructor | Contents | Topics Explanatio | Teaching Textbooks|Interpriters| Text. Lec.:ture Ove.rall
ns style Translation Time Rating
J. Management Yuasa 4.74 4.71 4.60 4.68 4.91 4.40 4.86 4.72 4.70
B. Planning Fukuyama 4.81 4.92 4.62 4.78 4.81 4.69 4.88 4.79 4.79
Strategic Mngmt [ Fukuyama 4.59 4.59 4.65 4.61 4.81 4.77 4.92 4.83 4.72
Marketing Uehigashi 4.29 4.42 4.58 4.43 3.78 4.43 4.78 4.33 4.38
PQM Fukuyama 4.27 4.47 4.27 4.34 4.50 4.20 4.57 4.42 4.38
F. Management Ban 4.75 4.70 4.70 4.72 4.95 4.79 4.84 4.86 4.79
Total Japanese Instructors 27.45 27.81 27.42 27.56 27.76 27.28 28.85 27.96 27.76
e e verrs 458 | 464 | 457 | 459 4.63 | 4.55 4.81 4.66 4.63
Jepan, FCOnomy | yukman | 4.38 491 4.88 472 4.90 4.90 481
B. Plan Bolot 4.68 4.79 4.74 4.74 4.89 4.89 4.81
Marketing Aibek 4.63 4.59 4.16 4.46 4.10 4.10 4.28
Risk Mngmt Ulukman 4.74 4.87 4.83 4.81 4.91 4.91 4.86
PQM Nazar 4.14 4.07 4.07 4.09 4.41 4.41 4.25
HRM Zhypara 4.79 4.79 4.79 4.79 4.84 4.84 4.82
Business Law Nargiza 5.00 5.00 5.00 5.00 5.00 5.00 5.00
Sales & Export Nurlan 4.25 4.15 4.20 4.20 4.50 4.50 4.35
Accounting Lyudmila 4.74 4.65 4.61 4.67 4.78 4.78 4.72
F. Management Chynara 4.30 4.15 4.30 4.25 4.25 4.25 4.25
Taxation Albina 4.88 4.82 4.94 4.88 5.00 5.00 4.94
Total local Instructors 50.53 50.79 50.52 50.61 51.58 51.58 51.10
Average score for local 459 | 462 | 459 4.60 4.69 4.69 4.65
Total average 4.59 4.62 4.58 4.60 4.63 4.55 4.73 4.68 4.64
Average R23/24 | 454 456 455 | 455 | 467 453 472 | 4.68 | 4.62




Table 3.2-13 R21~R24 Mini MBA Course Evaluation Comparison

Text Course Overall
Round Contents |[Explanations Text Interpriters | Translation | Manageme Rating
s nt
Average(Japanese Instructors) 3.97 3.84 3.92 4.54 3.99 3.98
R21 Average(Local Instructors) 4.59 4.60 4.42 4.54
Total Average 4.38 4.34 4.25 4.54 3.99 4.35
Average(Japanese Instructors) 418 4.09 3.98 4.50 3.95 4.11
R22 |Average(Local Instructors) 4.63 4.64 4.43 4.56
Total Average 4.45 4.43 4.25 4.50 3.95 4.39
Average(Japanese Instructors) 4.37 4.49 4.36 472 4.52 4.76 4.54
R23  |Average(Local Instructors) 4.55 4.51 4.57 4.68 461
Total Average 4.50 4.50 4.51 4.72 4.52 4.70 4.59
Average(Japanese Instructors) 4.58 4.64 4.57 4.63 4.55 4.81 4.63
R24  |Average(Local Instructors) 4.59 4.62 4.59 4.69 4.65
Total Average 4.59 4.62 458 4.63 4.55 4.73 4.64
Average(Japanese Instructors) 4.28 4.27 4.21 4.60 4.25 4.79 4.32
TotallAv [0 - ge(Local Instructors) 4.59 4.59 4.50 0 0 4.69 4.59
©r288) [T "1 Average 4.48 4.47 4.40 4.60 4.25 4.72 4.49
Table 3.3-1 R21 Special Seminar Results
Dates Number of | Number of | Participant
Course Instructor
Held Days Held | Participants | Evaluation
Production & Quality | Tetsuo
5/10—12 3 days 9 3.89
Management (PQM) Fukuyama
Koji
Marketing 5/23—25 3 days 5 4.17
Uehigashi
Human Resource | Takao
5/31—6/2 3 days 11 4.45
Management Hayashi
Financial
Junji Ban 6/20—22 3 days 4 4.00
Management
HACCP (Hazard
Mamoru
Analysis and Critical 6/28—"7/4 5 days 21 4.50
Hatano
Control Point)
50
5 Course Total (average) (10.0) (4.20)




Table 3.3-2 R22 Special Seminar Results

Number of | Number of | Participant
Course Instructor Dates Held o .
Days Held | Participants | Evaluation
HACCP (Hazard | Mamoru Hatano 4.47
Analysis and Critical 10/02—06 5 days 19 454
Control Point) Darya )
Tetsuo Fukuyama 4.28
Strategic PQM 10/17-21 5 days 38
Vitaliy 4.31
Financial Management Junji Ban 11/20—22 3 days 9 3.57
KPI Management Takao . 12/13—15 3 days 50 3.79
Hayashi
Japanese-style Tadao
9/30 lday 72 4.67
Management Yuasa
Project Finance Junji Ban 11/17—18 2days 38 3.88
6C Total ( ) 226 (4.19)
ourse Total (average .
(37.7)
Table 3.3-3 R23 Special Seminar Results
Number of | Number of | Participant
Course Instructor Dates Held
Days Held | Participants | Evaluation
Japanese-style Tadao
3/27—29 3 days 30 4.44
Management Yuasa
) Tadao
Buka-Sido 4/04—06 3 days 27 4.41
Yuasa
) Koji
Customer Service ) ) 4/18 lday 60 4.50
Uehigashi
Heart of Koji
) ] 4/21 1day 36 4.67
Management Uehigashi
Strategic Tetsuo
4/24—28 6day 10 4.78
Management Fukuyama
) Koji
Omotenashi ) ) 4/27 lday 8 4.83
Uehigashi
Tetsuo
. 4.63
Strategic PQM Fukuyama | 5/02—05 4 days 6
Vitaliy 4.77
) Koji 4.33
GAP Analysis i . 5/02—04 3 days 12
Uehigashi




Mamoru

4.94
HACCP Hatano 5/28—6/04 6 days 9
Darya 4.65
Food Safety Mngmt Mamoru
) 6/04—06 3 days 10 4.45
for Food Service Hatano
Challenges in
Banking Industry in | Juniji Ban 6/07—08 2 days 28 4.23
Japan
Mamoru
Basic HACCP 6/11—14 4 days 6 4.83
Hatano
232
12 Course total (Average) (4.60)
(19.3)
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Table 3.3-4 R24 Special Seminar Results

Number of | Number of | Participant
Course Instructors Dates Held
Days Held | Participants | Evaluation
] Koji
Visual
L Uehigashi 9/12—14 3 days 9 4.67
Merchandising
ISO 22000: 2018 Darya 9/13—14 2 days 8 4.50
Japanese-style Tadao
9/21—24 3days 5 4.67
Management Yuasa
) Tadao 4.61
Buka Shido 9/25—27 3 days 20
Yuasa
Visual Koji 4.23
9/25—217 3 days 8
Merchandising Uehigashi
) Koji 4.33
GAP Analysis ) ] 10/09—11 3 days 12
Uehigashi
) Tetsuo 4.63
Strategic PQM 10/11—13 3 days 6
Fukuyama
Strategic Tetsuo 4.72
10/15—24 10 days 15
Management Fukuyama
_ ) Tetsuo 10/29— 4.33
Business Planning 3 days 12
Fukuyama 11/03
Challenges in
Banking Industry in | Jinji Ban 11/15—16 2 days 13 4.09
Japan
Food Safety Mngmt
Mamoru
for Cook and 12/10—12 3 days 20 4.76
Hatano
Manager
140
Total of 11 Courses (Average) (4.54)
(12.7)
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Table 3.3-5 R21 Special Seminar Particpant Questionnaire Summary

. . Text
Theme Instructor Number of Contents | Topics Explanatio | Teaching Textbooks|Interpriterg Translatio Lec':ture Ove.rall
Students ns style n Time Rating
PQM Fukuyama 9 4.11 4.33 3.89 3.67 4.00 4.00 4.33 3.89
Marketing Uehigashi 5 4.17 417 4.33 3.50 4.00 5.00 417 417
HRM Hayashi 11 418 427 4.36 3.64 4.27 4.64 4.09 3.73 4.45
F. Management Ban 4 4.00 4.00 4.00 3.75 4.00 5.00 4.00 3.25 4.00
HACCP Hatano 21 4.50 4.42 4.25 3.58 4.50 4.25 4.25 4.08 4.50
Total 50 20.96 21.19 20.83 18.14 20.77 22.89 20.84 11.06 21.01
Average 10.00 4.19 4.24 417 3.63 4.15 4.58 4.17 3.69 4.20
Table 3.3-6 R22 Special Seminar Participant Questionnaire Summary
Number of . Explanatio | Teaching . Text . Lecture Overall
Theme Instructor Contents | Topics Textbooks|Interpriterg Translatio . h
Students ns style n Time Rating
HACCP Hatano 19 4.35 435 447 4.24 4.82 4.59 453 412 447
PQM Fukuyama 38 4.38 4.41 4.28 3.66 4.16 4.75 4.25 4.03 4.28
F. Management Ban 9 3.43 4.14 4.00 343 343 4.14 2.71 2.86 3.57
HRM Hayashi 50 3.92 4.46 3.75 3.42 3.46 454 3.58 3.88 3.79
JMZ”::‘*:;:;V'e Yuasa 72 458 4.67 483 421 438 438 3.96 467
Project Finance Ban 38 3.79 3.85 4.18 3.73 3.82 4.73 4.06 3.42 3.88
Total Japanese Instructor 226 24.45 25.88 25.51 22.69 24.07 2713 19.13 22.27 24.66
Average ( Japanese Instrl 37.7 4.08 4.31 4.25 3.78 4.01 4.52 3.83 3.71 4.11
HACCP Darya 4.46 4.46 4.62 4.31 4.38 4.23 4.54
PQM Vitaliy 431 435 458 3.96 4.27 415 431
Total Local Instructors 8.77 8.81 9.20 8.27 8.65 8.38 8.85
Average(Local Instructors, 4.39 4.41 4.60 4.14 4.33 4.19 4.43
Total Average 37.7 4.15 4.34 4.34 3.87 4.09 4.52 3.83 3.83 4.19
Average R21/R22 | 238 [ 417 | 429 [ 425 | 375 | 412 | 455 | 400 [ 376 | 4.20
Table3.3-7 R23 Special Seminar Participant Questionnaire Summary
Number of . Explanatio | Teaching X Text . | Lecture Overall
Theme Instructor Contents | Topics Textbooks(Interpriterg Translatio ! .
Students ns style n Time Rating
J. Management Yuasa 4.23 4.59 4.36 4.39 4.36 4.41 4.68 4.48 4.44 30
Bukashido Yuasa 4.60 4.55 4.15 4.43 4.60 4.05 4.50 4.38 4.41 27
Cust. Service Uehigashi 4.07 4.40 4.43 4.30 4.89 4.64 4.57 4.70 4.50 60
K. Matsushita Uehigashi 4.40 4.59 4.63 4.54 4.97 4.76 4.67 4.80 4.67 36
S. Management Fukuyama 4.89 4.78 4.78 4.82 5.00 4.44 4.78 4.74 4.78 10
Omotenashi Uehigashi 5.00 5.00 4.50 4.83 4.75 4.75 5.00 4.83 4.83 8
PQM Fukuyama 4.20 4.80 4.60 4.53 5.00 4.60 4.60 4.73 4.63 6
Gap Analysis Uehigashi 3.92 4.42 3.83 4.06 4.92 4.42 4.45 4.60 4.33 12
HACCP Hatano 4.88 4.88 5.00 4.92 5.00 4.88 5.00 4.96 4.94 9
HACGCP for Food Hatano 3.33 4.33 4.67 4.11 4.67 4.67 5.00 4.78 4.45 10.
(3 replied)
Basic HACCP Hatano 5.00 5.00 4.80 4.93 5.00 4.80 4.40 4.73 4.83 6
Ch. in Banking Ban 3.76 4.40 3.68 3.95 4.71 4.39 4.46 4.52 4.23 28
Total Japanese Instructor 52.28 55.74 53.43 53.82 57.87 54.81 56.11 56.26 55.04 232
Average ( Japanese Instructors| 4.36 4.66 4.45 4.48 4.82 4.57 4.68 4.69 4.59 19.3
PQM Vitaliy 4.20 4.80 4.60 4.53 5.00 5.00 4.77
HACCP Darya 4.88 4.88 4.63 4.80 4.50 4.50 4.65
Total Local Instructors 9.08 9.68 9.23 9.33 9.50 9.50 9.42
Average(Local Instructors| 4.54 4.84 4.62 4.67 4.75 4.76 4.71
Total Average 4.38 4.67 4.48 4.51 4.82 4.57 4.69 4.70 4.60
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Table3.3-8 R24 Special Seminar Participant Questionnaire Summary

. . Text
Theme Instructor Number of Contents | Topics Explanatio| Teaching Textbooks|Interpriterg Translatio Lec':ture Ovelrall
Students ns style n Time Rating
Visual Uehigashi |  4.25 463 4.38 4.42 5.00 475 5.00 4.92 467 9
Merchandising 1
J. Management Yuasa 4.40 5.00 4.80 4.73 4.80 4.40 4.60 4.60 4.67
Visual Uehigashi |  8.50 425 3.88 3.88 5.00 413 463 459 423
Merchandising 2
Bukashido Yuasa 4.35 4.65 4.59 4.53 4.94 4.53 4.59 4.69 4.61 20
Gap Analysis Uehigashi 3.67 4.50 4.17 4.11 5.00 4.67 4.50 4.72 4.42 6
PQM Fukuyama 4.38 4.50 4.58 4.49 4.92 4.46 4.50 4.63 4.56 25
S. Management Fukuyama 4.60 4.80 4.60 4.67 4.87 4.73 4.73 4.78 4.72 15
Business Planning Fukuyama 4.83 4.83 4.33 4.66 4.83 4.33 4.83 4.66 4.66 11
Ch. in Banking Ban 3.69 4.08 3.92 3.90 4.62 4.23 4.00 4.28 4.09 13
Food Safety Hatano 4.47 4.83 4.78 4.69 4.89 4.94 4.67 4.83 4.76 20
Total Japanese Instructor 42.14 46.07 44.03 44.08 48.87 45.17 46.05 46.70 45.39 132
Average ( Japanese Instructors| 4,21 4.61 4.40 4.41 4.89 4.52 4.61 4.67 4.54 13.2
1SO 22000:2018 Darya 4.50 4.38 4.25 4.38 4.63 4.63 4.50 8
0.00 0.00 0.00
Total Local Instructors 4.50 4.38 4.25 4.38 4.63 4.63 4.50 8
Average(Local Instructors| 4.50 4.38 4.25 4.38 4.63 4.63 4.50 8
Total Average 4.24 4.59 4.39 4.41 4.89 4.52 4.61 4.67 4.54 12.7
Table 3.3-9 R21~R24 Special Seminar Evaluation Comparison
Text Course Overall
Round Contents |[Explanations Text Interpriters | Translation | Manageme Rating
S nt
Average(Japanese Instructors) 4.19 417 4.15 4.58 417 4.20
R21 Average(Local Instructors)
Total Average 4.19 4.17 4.15 4.58 417 4.20
[Number.of Course : 5 .~ Number of Students :50 .~ Average( Number of Students) 10.0]
Average(Japanese Instructors) 4.08 4.25 4.01 4.52 3.83 4.11
R22 Average(Local Instructors) 4.39 4.60 4.33 443
Total Average 4.15 4.34 4.09 452 3.83 419
[Number of Course: 6 .~ Number of Students: 226 .~ Average(Number of Students: 37.7]
Average(Japanese Instructors) 4.36 4.65 4.45 4.82 4.57 4.68 4.59
R23 Average(Local Instructors) 4.54 4.84 4.62 4.75 4.71
Total Average 4.38 4.67 4.48 4.82 4.57 4.69 4.60
[Number of Course: 12 .~ Number of Students: 232 .~ Average(number of Students: 19.3]
Average(Japanese Instructors) 4.21 4.61 4.40 4.89 4.52 461 4.54
R24 Average(Local Instructors) 4.50 4.38 4.25 4.63 4.50
Total Average 4.24 4.59 4.39 4.89 4.52 461 4.54
[Number of Course: 11 .~ Number of Students : 132 .~ Average(number of Students ): 12.7]
Average(Japanese Instructors) 4.21 4.42 4.25 4.70 4.27 4.65 4.36
Total |Average(Local Instructors) 4.48 4.61 4.40 4.69 4.55
Average |Total Average 4.24 4.44 428 4.70 4.27 4.65 4.38

[Number of Course: 34 ~ Number of Students : 640 .~ Average(Number of Students): 18.8]
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Table 3.4-1 R21 Customized Course Results

Dates Number of | Participant
Company Theme Instructor o )
Held Participants | Evaluation
) Kaizen and Tetsuo
Bank of Asia ] 5/13 42 4.20
Lean Banking Fukuyama
Business
) Planning Ilyaz Pakirov | 7/06—07 10 4.57
Project
Forestry
] Aibek
Marketing 7/06—07 10 4.57
Kurenkeev
Total
62 (20.7) (4.45)
(Average)

Table 3.4-2 R22 Customized Course Results

Company / Number of | Participant
Theme Instructor Dates Held
Organization Participants | Evaluation
] Japanese-style Tadao
JICA Office 9/26, 28 35 4.67
Managemant Yuasa
Forestry Project ) Ilyaz 10/03-04,
Business Plan ] 5 —
Pakirov 11/21
) ) Tetsuo
Naima School Kaizen 10/21 20 —
Fukuyama
. . Tetsuo 10/25,
Farmatsia Kaizen 15 4.55
Fukuyama 11/02
Center for
Tetsuo
Standardization | Kaizen 10/26 21 4.40
Fukuyama
and Metrology
. . Koji
Child’s World Marketing ) | 10/26-27 29 4.23
Uehigashi
) . Tetsuo 10/29,
Bank of Asia Kaizen 26 4.31
Fukuyama 11/04
Tetsuo
De Ure Consult Kaizen 11/01 8 4.25
Fukuyama
Package Koji
SAIEP ) ] ) 11/08 80 4.00
Design Uehigashi
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Koji

OVOP Project PSI ] | 11/09-10 14 4.77
Uehigashi
Total (Average) 248 (217.6) (4.40)
Table 3.4-3 R23 Customized Course Results
Company / Number of | Participant
Theme Instructor Dates Held
Organization Participants | Evaluation
JICA Office Time Mngmt and Yuasa
) 4/04 12 4.41
(by English) Ho-Ren-So Tadao
] Tetsuo
Kyrgyz Concept | Kaizen 4/19 36 4.62
Fukuyama
] Tetsuo 4/20,
Natural Agro Kaizen 15 4.40
Fukuyama | 24-25, 27
) Tetsuo
Bank of Asia Process Mngmt 4/19, 5/03 10 4.56
Fukuyama
Accounting Lyudmila 4/04-05 2 5.00
] Sales Promotion Aibek 5/18-19 2 4.92
Forestry Project -
Legal Consul Nargiza 5/24 20 4.78
Taxation Albina 5/24 20 4.85
Total (Average) 117 (14.6) (4.89)
Table 3.4-4 R24 Custmized Course Results
Number of | Participant
Company Theme Instructor Dates Held
Participants | Evaluation
Visual Koji
Yar Marka o ) ) 10/05-06 10 4.82
Merchandising Uehigashi
) Strategic Tetsuo 10/24-25
Bank of Asia 12 4.60
Management Fukuyama 11/03
Tetsuo 10/29,
Sunshine Kaizen 23 4.81
Fukuyama 11/03
Textile Trans Kaizen Nazar 11/27-28 38 4.76
Total
83 (20.8) (4.75)
(Average)
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Table 3.4-5 R21 Customized Course Participant Questionnaire Summary

Number Explanatio | Teaching Text Lecture overall
Company Instructor of Contents | Topic Text |Interpriter|Translatio . R
n Style Time |Evaluation
Students n
Bank of Asia Fukuyama 42 4.09 411 4.31 3.80 417 4.57 4.20 4.20
Forestry Project llyaz 10 457 443 457 457 4.14 4.57
Aibek 10 457 4.29 4.71 443 4.29 457
Total 62 13.23 12.83 13.59 12.8 12.6 457 4.20 13.34
Average 20.7 4.41 4.28 4.53 4.27 4.20 4.57 4.20 4.45
Table 3.4-6 R22 Customized Course Participant Questionnaire Summary
Number . . Text
Company Instructor of Contents | Topic Explanatio | Teaching Text |Interpriter|Translatio Leclture overa.II
n Style Time |Evaluation
Students n
JICA office Yuasa 35 458 467 4.83 4.21 4.38 3.96 4.67
Naima School Fukuyama 20
Farmatsia Fukuyama 15 4.45 4.27 4.36 3.73 4.27 4.91 4.27 4.27 455
(;z';t;'ei‘r’;f:”d Fukuyama | 21 400 3.90 420 410 450 480 4.40 400 440
Child's World Uehigashi 29 4.46 4.23 4.46 3.92 431 454 4.15 4.38 4.23
Bank of Asia Fukuyama 26 4.38 462 4.00 3.77 431 4.85 454 3.77 431
De Ure Consult Fukuyama 8 4.25 4.25 4.00 3.75 4.13 4.88 4.13 4.38 4.25
SAIEP Uehigashi 80 4.04 4.17 448 3.74 435 4.09 4.00
ovopr Uehigashi 14 4.69 4.69 4.77 4.54 4.62 462 4.69 4.38 4.77
Total 248 34.85 34.8 35.1 31.76 30.52 32.95 26.18 33.23 35.18
Average 27.6 4.36 4.35 4.39 3.97 4.36 4.71 4.36 4.15 4.40
Average R21/R22 | 282 | 437 | 433 | 443 | 405 | 431 | 469 | 434 | 415 | 4.41
Table 3.4-7 R23 Customized Course Participant Questionnaire Summary
Instructor Text Course BC overall Number
Company Instructor|| Contets Explanation Text . [Interpriter| Translatio | Managem | Course . of
Evaluation .__[Evaluation
n ent Evaluation Students
JICA (English) Yuasa 3.91 4.27 4.36 4.18 4.64 4.64 4.41 12
Kyrgyz Concept Fukuyama 4.45 4.70 4.45 4.53 4.55 4.70 4.85 4.70 4.62 36
Natural Agro Fukuyama 4.00 4.17 4.60 4.26 4.67 4.60 4.33 4.53 4.40 15
Bank of Asia Fukuyama 4.33 4.44 4.11 4.29 5.00 4.78 4.67 4.82 4.56 10
0.00 0.00 0.00
Total Japanese Instructors 16.69 17.58 17.52 17.26 14.22 14.08 18.49 18.69 17.98 73
Average Japanese Instru{ 4.17 4.40 4.38 4.32 4.74 4.69 4.62 4.67 4.49 18
Forestry P. Lyudmila 5.00 5.00 5.00 5.00 5.00 5.00 5.00 2
Forestry P. Aibek 5.00 5.00 4.50 4.83 5.00 5.00 4.92 2
Forestry P. Nargiza 5.00 4.82 4.83 4.88 4.67 4.67 4.78 20
Forestry P. Albina 4.91 5.00 5.00 4.97 4.73 4.73 4.85 20
0.00 0.00 0.00
Total Local Instructors 19.91 19.82 19.33 19.69 19.40 19.40 19.54 44
Average Local Instructor] 4.98 4.96 4.83 4.92 4.85 4.85 4.89 11.0
Total Average 4.58 4.68 4.61 4.62 4,74 4.69 4.74 4.76 4.69 14.6
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Table 3.4-8 R24 Customized Course Participant Questionnaire Summary

Instructor Text Course BC overall Number
Company Instructor| Contets Explanation| Text . [Interpriter| Translatio | Managem || Course . of
Evaluation . [Evaluation
n ent Evaluation Students
Yar Marka Uehigashi 4.44 4.78 4.78 4.67 5.00 4.89 5.00 4.96 4.82 10
Bank of Asia Fukuyama 4.08 4.58 4.67 4.44 4.92 4.50 4.83 4.75 4.60 12
Sunshine Fukuyama 4.14 4.86 4.86 4.62 5.00 5.00 5.00 5.00 4.81 23
Total Japanese Instructors 12.66 14.22 14.31 13.73 14.92 14.39 14.83 14.71 14.22 45
Average Japanese Instru{ 4.22 4.74 4.77 4.58 4.97 4.80 4.94 4.90 4.74 15.0
Textile Trans | Nazar 4.71 4.66 4.60 4.66 4.86 4.86 4.76 38
Total Local Instructors 4.71 4.66 4.60 4.66 4.86 4.86 4.76 38
Average Local Instructor| 4.71 4.66 4.60 4.66 4.86 4.86 4.76 38.0
Total Average 4.34 4.72 4.73 4.60 4.97 4.80 4.92 4.89 4.75 20.8
|Average R23/R24 | 450 | 469 | 465 | 461 | 48 | 475 | 480 | 481 | 471 | 1667 |
Table 3.4-9 R21~R24 Customized Course Evaluation Comparison
Text Course Overall
Round Contents [Explanations] Text Interpriters | Translation | Manageme Rating
S nt
Average(Japanese Instructors) 4.41 4.53 4.20 4.57 4.20 4.45
R Average(Local Instructors)
Total Average 441 4.53 4.20 4.57 4.20 4.45
[Number: 2 .~ Number of Course: 3 .~ Number of Students : 62 .~ Average( Number of Students) 20.7]
Average(Japanese Instructors) 4.36 4.39 4.36 4.71 4.36 4.40
R22 Average(Local Instructors)
Total Average 4.36 4.39 4.36 4.71 4.36 4.40
[Number: 9 .~ Number of Course: 9 .~ Number of Students: 248 .~ Average(Number of Students : 27.6]
Average(Japanese Instructors) 417 4.40 4.38 4.74 4.69 4.62 4.49
R23 Average(Local Instructors) 4.98 4.96 4.83 4.85 4.89
Total Average 4.58 4.68 4.61 4.74 4.69 4.74 4.69
[Number: 5 .~ Number of Course: 8 .~ Number of Students: 117 .~ Average(Number of Students: 14.6]
Average(Japanese Instructors) 4.22 4.74 4.77 4.97 4.80 4.94 4.74
R4 Average(Local Instructors) 4.71 4.66 4.60 4.86 4.76
Total Average 4.34 4.72 4.73 4.97 4.80 4.92 4.75
[Number: 4 .~ Number of Course: 4 .~ Number of Students : 83 .~ Average Number of Students 20.8]
Average(Japanese Instructors) 4.29 4.52 443 4.75 4.51 4.78 4.52
Total(Av |Average(Local Instructors) 4.85 4.81 472 4.86 4.83
erage) |Total Average 4.42 4.58 4.48 4.75 4.51 4.83 4.57
Number: 20 ~ Number of Course: 24  Number of Students: 510 . Average of Number of students: 21.3
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ANNEX 1-2

—Consultation
—Individual Consultation
—Free Consultation
—Regional Seminar
—Open Seminar
—Training in Japan
Results



Table 3.5-1 R22 Consultations

.. Number of
Company/Organization Theme Instructor Dates Held o
Participants
Tetsuo
Avia Kombitur Kaizen 10/13, 26 13
Fukuyama
. . Koji
Mikasa Marketing ) ) 10/31 3
Uehigashi
KPIl/ Goal Takao
Frunze Hypermarket ) ) 12/21 10
Setting Hayashi
Table3.5-2 R21 Individual Consultations
Company / )
Dates Held o Type of Business Consultant
Organization
1 4/25 Bank of Asia Bank Tetsuo Fukuyama
) Forest Products Tetsuo Fukuyama -+
2 4/26 Forestry Project . ) .
Koji Uehigashi
3 4/28 NANO Clinic Dentist Tetsuo Fukuyama
4 5/04 Bank of Asia Bank Tetsuo Fukuyama
5/24 Detskii Mir Shopping Mall Koji Uehigashi
Convenience Koji Uehigashi
6 5/24 Bonus
Store
5/24 Nurs Mebel Furniture maker | Koji Uehigashi
8 5/26 LLC “BAITUR” SPA Center Koji Uehigashi
o Language Koji Uehigashi
9 5/26 British L.C )
Education
10 6/23 Aiyl Bank Bank Junji Ban
) Ilyaz Pakirov * Aibek
11 7/03 Forestry Project Forest Products
Kurenkeev
12 7/04 Namba Taxi Transportation Junji Ban
The Manas . .
13 7/05 In-flight Catering | Mamoru Hatano
Management Co.
14 7/05 Oa Kyrgyz Organic | Organic Foods Mamoru Hatano
15 7/05 Aiyl Bank Bank Junji Ban
16 7/06 Atalyk Group beverrage Mamoru Hatano




Table3.5-3 R22 Individual Consultations

Company/ )
Date o Type of Business Consultant
Organization
1 10/10 Farmatsia Pharmacy Tetsuo Fukuyama
2 10/10 Micasa Furniture Maker Tetsuo Fukuyama
3 10/11 Avia Kombitur Travel agency Tetsuo Fukuyama
4 10/11 Bank of Asia Bank Tetsuo Fukuyama
5 10/12 Naima School Education Tetsuo Fukuyama
6 10/12 De Ure Consult Law office Tetsuo Fukuyama
Agricultural Koji Uehigashi
7 10/17 OovVOoP
Products
10/18 Micasa Furniture Maker Koji Uehigashi
10/20 Natural Agro Provender Maker Tetsuo Fukuyama
10 10/31 Guarantee Fund Finance Tetsuo Fukuyama
11 12/20 Kaynar Group Restraints Takao Hayashi
Table3.5-4 R23 Free Consultations
Type of Dates
No. Company ) Round Contents Instructor
Business Held
] Furniture Quality
1 | MK Cabinet R23 Fukuyama | 4/25
Maker Management
Food Production
2 | Toybos ) R23 Fukuyama | 4/26
processing management
) ) Strategic
3 | Chinateks Textiles R23 Fukuyama | 4/28
Management
) inferior goods
4 | Dobryak manufacturing | R23 Fukuyama | 5/02
management
) Strategic
5 | Sapashov IE | Education R23 Fukuyama | 5/02
management
) improvement to ) )
6 | Aitmatova IE | Hotel R22 Uehigashi | 5/04
attract customers
Business
7 | Art Majestas | manufacturing | R23 ) Ban 5/07
Plan(Finance)
MCC GNT
8 i Bank R23 | Microfinance Ban 6/08
Credit




Table 3.5-5 R24 Free Consultation

Type of Dates
No. Company ) Round Contents Consultants
Business Held
Time
Management
1 My House Real Estate R16 Yuasa 9/22
subordinates
management
subordinates
2 KICB Bank R20 Yuasa 9/24
management
Techno
3 Manufacturing | R20 Kaizen Fukuyama 10/09
Center
4 Sunshine Education R24 Kaizen Fukuyama 10/17
Financial
Restaurants Ban
5 LLC Coldo R12 Management 11/30
(Saltan Kebab) . Umezawa
Marketing
Financial /
6 Bi Travel tourism R15 Human Resource Ban 12/09
management
Table3.6-1 R22 Regional Seminar
Participant
Number of
Region Theme Instructor Dates Held o Evaluation
Participants
(out of 5)
Mamoru Hatano
Osh HACCP . 9/19-21 8 4.50
Darya Kodjegulova
Business )
Ilyaz Pakirov 12/05-06 7 4.43
Plan
Marketing Aibek Kurenkeev 12/05-06 8 4.50
Karakol | PQM Vitaliy Barykin 12/07-08 10 4.64
HRM Takao Hayashi 12/07-08 8 4.00
. Albina
Taxation o 12/09 5 4.60
Fakirdininova
Total 46
(4.45)
(Average) (7.7)




Table 3.6-2 R23 Regional Seminar

Participant
Number of
Region Theme Instructor Dates Held Evaluation
Participants
(out of 5)
- Marketing Aibek Kurenkeev 2124 42 4.60
aras
PQM Vitaliy Barykin 2/24 42 4.70
) Lyudmila
Accounting ) 4/04-05 2 5.00
Shulgina
Sales )
) Aibek Kurenkeev 5/18-19 2 4.92
Promotion
Karakol -
Nargiza
Legal Consul ] 5/24 20 4.78
Abdraimova
) Albina
Taxation Lo 5/24 20 4.85
Fakirdininova
Total 128
(4.81)
(Average) (21.3)

Table3.6-3 R22 Regional Seminar Participant Questionnaire Summary

Instruct Number . Explanatio | Teaching | Textbook [Interpriter TeXt. Lecture Overall
Theme of Contents | Topics Translatio X .
or ns style s s Time Rating
Students n

[Osh]
HACCP ”;:fy": 8 463 425 425 363 413 457 4.29 4.00 450
[Karakol]
B. Planning llyaz 7 4.57 4.43 5.00 4.14 4.57 3.43 4.43
Marketing Aibek 8 4.88 4.75 5.00 438 463 3.63 4.50
PQM Vitaliy 10 4.64 4.55 4.82 4.36 4.64 3.73 4.64
HRM Hayashi 8 433 433 4.17 3.83 433 433 433 4.00 4.00
Taxation Albina 5 5.00 4.80 5.00 4.40 4.40 4.00 4.60
Karakol Total 38 23.42 22.86 23.99 21.11 22.57 4.33 4.33 18.79 2217
Karakol average 7.6 4.68 457 4.80 4.22 4.51 4.33 4.33 3.76 4.43
R22 Total 46 28.05 2711 28.24 24.74 26.70 8.90 8.62 22.79 26.67
R22 Average 1.1 4.68 4.52 4.71 4.12 4.45 4.45 4.31 3.80 4.45




Table 3.6-4 R23 Regional Seminar Participant Questionnaire Summary

Number . . R Text
Theme nstructo of Contents | Topics Explanatio | Teaching | Textbook |Interpriter Translatio Let.:ture Ovelrall
ns style s s Time Rating
Students n
[Talas]
Marketing Aibek 42 4.43 455 4.81 4.60 4.61 4.61 4.60
PQM Vitaliy 42 4.61 4.75 4.64 4.67 4.74 4.74 4.70
[Karakol / Forestry Project]
Accounting Lyudmila 2 5.00 5.00 5.00 5.00 5.00 5.00 5.00
Sales Promotion Aibek 2 5.00 5.00 4.50 4.83 5.00 5.00 4.92
Legal Consul Nargiza 20 5.00 4.82 4.83 4.88 4.67 4.67 478
Taxation Albina 20 4.91 5.00 5.00 497 4.73 4.73 4.85
Total 128 28.95 29.12 28.78 28.95 28.75 28.75 28.85
Average 213 4.83 4.85 4.80 4.83 479 4.79 4.81
Table3.7-1 R21 Open Seminar
Number of
Theme Instructor Dates Held o
Participants
. Koji
Marketing ) ] 4/28 48
Uehigashi
Financial Management Junji Ban 6/16 24
Mamoru
HACCP 6/ 22 26
Hatano
Table 3.7-2 R22 Open Seminar
Number of
Theme Instructor Dates Held o
Participants
Mamoru
HACCP 9/27 19
Hatano
Japanese-style Management Tdao Yuasa 9/30 50
Tetsuo
KAIZEN 10/11 160
Fukuyama
Tetsuo
KAIZEN 10/13 140
Fukuymama
Takao
HRM ) 12/11 45
Hayashi




Table 3.7-3 R23 Open Seminar

Number of
Theme Instructor Dates Held o
Participants
Mamoru
HACCP 5/21 50
Hatano
Table3.7-4 R24 Open Seminar
Number of
Theme Instructor Dates Held o
Participants
Mamoru
Food Safety Management Hatano
11/19 5
and HACCP Daria
Kodjegulova




Table 3.8-1 List of Participants in Training in Japan (Cost Share)

Round Company / e of
No Name Gender Aty Position e
No. Organization Business
Joomart 11
1 ] M Hotel Futuro Owner Hotel
Tashibekov (2012)
Bank of Asia
2 | Zhypar Sattarova F 8 (2010) Manager | Bank
CJSC
Mederbek 15 Real estate and
3 M LLC Redem Owner )
Bolotbekov (2014) construction
"NC"Kyrgyz . -
Azamat 17 ] | Project Logistics  and
4 M Temir Jolu"(Rail )
Abdykadyrov (2015) Leader | transportation
Roads)
Aikanysh 11 Minimen
5 F ) Owner Trade
Akhmatova (2012) | Bishkek
Chyngyz 17 ) ]
6 M Bitravel Owner Tourism
Batyrbekov (2015)
Esengul 16
7 F LLC "Dress KG" | Owner Textile
Dorombekova (2014)
Wholesale and
. 16 0JSC General .
8 | Timur Matyev M ) retail of
(2014) | "Pharmacy" Director o
medicines
Distribution of
] 19 Konurat Trade
9 | Azat Ibragimov M Owner household
(2016) | Ltd.
goods
) Catering
10 | Ruslan Iliasov M 6 (2009) | LLC "ProdSklad" | Owner )
service
BC
Mederbek Education &
11| M KRJC Dept.
Aitbaev Research

Officer




Table 3.8-2 Schedule of Training in Japan (Cost Share)

Instructor/Visit
Date Item Theme Destination Content
AM JICA  Briefing, |JICA Kansai
Sept. 4 orientation Deputy Manager, Jo
(Mon) Procram REX,  Instructor |Explanation of
PM Orie%tation Setoguchi training purpose and
RPE, Kawauchi rogram
Creation Co., Ltd . .
. ’ -2 |Identify issues and
AM Preselsltatlon Issue Setting g:)cr;sult ant Chief clarify points to be
S Atsuyoshi Tmamura learned in the training
ept. 5
(Tues) Characteristics of gg&gisitplﬁfgﬁggggi Outline the
PM Lecture Japan's economy of F agﬁlt of characteristics of
and business Fconomics yAndrei Japan's economy and
management Beroff ’ business management
Imé)ortance of I%\Iissin Corporationf Le?irn current
product irector of conditions at
AM Tour management in Management companies _that
logistics and [Planning  Division, support logistics.
warehouses Takashi Uchida Warehouse tour
S %apan Airlines,
ept. 6 ommunications
(Wed) Headquarters nligi;n ement O%b ou;
Management Corporate Brand leading Japanese
PM Tour anag Promotion -acing b
Philosophy - pirline that recovered
Department, Senlo]% from the verge of
manager 0
Citizenship  Group, bankruptcy.
Yasunori Abe
Learn efforts to
PQM HRM in the Apex International improve tours, human
AM Tour Ml Inc., Marketing, resource development,
service industry Maiko Mizubayashi etc. at a land (tour)
poperator company.
Sept. 7 Applying A Company that
(Thu) management Mo-House manufactures and sells
PM Lecture philosophy and Representative nursing clothes.
involvement in Director, Yuka Manager started
corporate and Mitsuhata business to solve social
social issues roblems.
Move Tokyo—Osaka
Many SMEs in Japan
have developed
Yamaoka
Seisakusho Co., Ltd. ggvan(;ed cgﬁgrelgilg\gz}e,
Sept. 8 AM T Japan leading IE:)]qu(ipmgent advantage. Learn how
(F'ri) our SME Diz(;)ali"(t:gl%rrllt technology 1s
Director, ’ Shigeru maintained and passed
Nishimura pn at an

ultra-precision  mold

manufacturer.




A manufacturer of
electrical equipment
and employs persons

%MRON o Kio‘&o withh (ilfisabilitielz{sf as
alyo 0., td. pver half i1ts worktorce.
PM Tour a%(gll){o;{az%en C aSSSR Planning Division, Learn how to promote
Corporate Planning BS  and  KAIZEN
G, Hiroaki Arai activities to create a
company where
everyone can work
St comtortably.
D Holid
(Sat) olday
. Learn the historical
Japan  Cultural History Road f Y
AM Lecture  [Understanding Promotion _Council, gg(l;?elg; behind Japzlllls
; Program Toshiyuki Nishio management practices.
ept. Visit Fushimi Inan
10 Taisha, Kinkaku-ji
(Sun) Japan  Cultural Golden Pavilion) and
PM Tour Understanding Same as above Fukujuen (Tea
Program company) Experience
formal tea ceremony
etiquette.
. Confirm learning in
Presentation . . Icrifce ation. Go, CI}ﬁgf the first half of the
AM S Interim review Consultant program through
Atsuyoshi Imamura BrOUP discussion and
Sept. instructor comments.
11 Visit a company that
Dreams Inc.
(Mon) Marketing President, Takashi prloldltcets poPco(fIf to
PM Tour strategy Miyahira pél ab stores, and learn
branding) Brand Manager. about branding = via
g Junii Sanea 8L kours of a factory site
) g and store.
Lecture by the
Sal ceat gﬁeiator of a cfgmg)any
ales strategy o atroGats a manufactures
AM Tour 323elopme£§ oduct %‘fferci%intative}lir ova }ﬁiggnmade W?]})%tlff
utilizing the Nakatsuii Y8 bommunication with
internet J customers through the
internet, product
Sept development, etc.
Rt Visit the dishwasher
12 (Tue) -
Panasonic Factory of one of
) Corporation - Japan's leading
Leading Appliances Company, brands, Panasonic.
PM Tour Japanese Kitchen Appliances Learn approaches to
company Division, Dishwasher production control
monozukuri) Business, Kusatsu fthrough a tour of the
Factory Manager, manufacturing area

Masaru Toya

and lecture by the
factory manager.




AT & Co.,, Ltd.
Management Visit a company that
geadquarteﬁs rn:ﬁnuf?ctgres hand
uman esources gells foods such as
OTfh% oslgig?fg;ngg Department, General gyoza, Italian food,
Franchise Manager, Kenta etc., directly manages
AM Lecture Manacement and Fujimura/Restaurant f|a  restaurant, and
the g Service Sales Headquarters, manages the franchise
Industr Restaurant to get a better
y Development understanding of the
Sept Department, ~_ importance of
IZI’)) : Manager, Hiroki customer service.
(Wed) Tanikane
Japanese experts and
training participants
introI(éuce inf(ﬁrma‘%(l)'n
Building a pn Byrgyz hepubuc
Presentation Network with gnd its  economy,
PM S Japanese followed by an
CoIr)n anies exchange of opinions
p with Japanese
company officials
interested in Kyrgyz
Republic.
Learn the story and
innovative ideas
behind a small
stationery store in a
town whose young
successor  expanded
Internet-driven  Waki Stationery pusiness by
AM Tour sales and store [President, Shoji generating scores of
management Kishii ollowers. Gain a
Sept deeper understanding
12 : of how to develop
(Thu) relationships with
customers through the
internet, as well as
store management.
Confirm learning n
Training Review [Creation Co., Ltd, t};g sr(;crtl)lnd haltfh(; o&hﬁ
PM Presentation [Discussion / [nc., Chief pro% discussion al%d
S Presentation Consultant Atsuyoshi zignstr%ctor comments
Preparation [mamura Prepare for the
Results Presentation.
Trainees present an
Creation Co., Ltd, pction plan covering
AM Presentation |Presentation  of [nc., Chief how they will apply
S Results Consultant Atsuyoshi the concepts learned
[mamura to address the issues
set on the first day.
Sent Exchange of
156(31@ ) Opinions
1l P P ¢ ?reation Co., leltdf
resentation |Presentation of [[nc., ie
S Results Consultant Atsuyoshi Same as above
PM Imamura
Assessment PE Michiko
committee Kawauchi
Closing ceremony JICA Kansai

10




[ANNEX 1-3]
KRJC NEEDS SURVEY
Associations

Good afternoon / evening, my name is , I represent Kyrgyz-Japan Human Resource center. We
are currently conducting a survey to find out the needs of local companies and enterprises as well as
awareness of KRIC in Kyrgyzstan market. Your opinion is very important for making timely and correct
decisions on various issues. We will be grateful if you can set aside 5 minutes and answer a few
questions. We guarantee complete confidentiality of all information received and responses.

/ IF A RESPONDENT SAYS THAT HE / SHE DOES NOT HAVE CERTAIN OR RELIABLE INFORMATION
AND THEREFORE, IS NOT SUITABLE FOR AN INTERVIEW: This is not important. We are not trying to
collect the right or wrong answers; we just want to know your opinion on certain issues. /

A GENERAL INFORMATION SCREENING SECTION
Al Number of the interview -
A.2 Date (day/month/year): D /M A
A.3 Name of the association
A4 Address
A.5 Contact number/Telephone
A.6 Website/Social Media pages
A.7 Industry Group
A.8 President/CEO
A.9 Year of establishment Y
A.10 Size/ Number of members:
A.l11 Remarks

INTERVIEWED PERSON

B INFORMATION
B.12 Person interviewed/Name
B.13 Occupation/Title
B.14 Company name
B.15 Contact number/Telephone
B.16 E-mail

C QUESTION SECTION

C1. Are you familiar with KR3C

1. Yes — C.2)
2. No — C.6)

C2. From which source have you heard or seen the name of KR1IC?

Graduates of KRJC
Relatives

Friends

Facebook
Instagram
Linkedin
Newspapers
Other:

NN E

C3. Have any members of your organization ever participated in KRJC courses or seminars?

1. Yes — C.4)
Please specify:
2. No — C.5)

B



[ANNEX 1-3]
C4. Have you ever heard of any comments from the participants?

1.

2.

Yes — C.6)
Please specify:
No — C.6)

C5. Have you ever organized external trainings for your association members?

1.

2.

Yes — C.6)
Please specify:
Organization:
Course:

No — C.6)

C6. Are you interested in receiving information of future seminars or courses from KRJC?

1.

2.

Yes — C.7)

To whom:

Tel:

E-mail address:
No — C.7)

C7. What kind of business issues do you often face within members of your association?

C8.

PNOoOGOALONPE

Strategy

HR

IT

Financial Management
Sales/Marketing
Production

Service

Others/Please specify:

What kind of external issues do you often face within members of your association?

NeogkoheE

Regulation
Environment
Technology
Market/Competition
Borrowing

Foreign Exchange
Others/Please specify:

C9. What subjects / themes of training courses are most suited for members of your
association?

Please specify:

C10. Would you consider inviting an expert from KRIJC to assist to solve your issues?

1.
2.

Yes
No/Please specify the reason:

C11. Is it possible for KR]JC to make a presentation at the meeting / gathering of your

1.

association?
Yes



[ANNEX 1-3]
2. No/Please specify the reason:

In case you have any questions about our survey or what we discussed. If you have any
questions, problems or complaints, please contact KRJC by phone +996 (312) 90-65-80/81



[ANNEX1-4]
KRJC NEEDS SURVEY
Enterprises

Good afternoon / evening, my name is , I represent Kyrgyz-Japan Human Resource center. We
are currently conducting a survey to find out the needs of local companies and enterprises as well as
awareness of KRIC in Kyrgyzstan market. Your opinion is very important for making timely and correct
decisions on various issues. We will be grateful if you can set aside 5 minutes and answer a few
questions. We guarantee complete confidentiality of all information received and responses.

/ IF A RESPONDENT SAYS THAT HE / SHE DOES NOT HAVE CERTAIN OR RELIABLE INFORMATION
AND THEREFORE, IS NOT SUITABLE FOR AN INTERVIEW: This is not important. We are not trying to
collect the right or wrong answers; we just want to know your opinion on certain issues. /

A GENERAL INFORMATION SCREENING SECTION
Al Number of the interview -
A.2 Date (day/month/year): D /M A
A.3 Name of the company
A.4 Address (office/factory)
A.5 Contact number/Telephone
A.6 Website/Social Media pages
A.7 Line of Business (Main Products)
A.8 Owner/CEO name
A.9 Year of establishment Y
A.l11 Size/ Number of members:
A.12 Remarks

INTERVIEWED PERSON

B INFORMATION
B.12 Person interviewed/Name
B.13 Occupation/Title
B.14 Company name
B.15 Contact number/Telephone
B.16 E-mail

C QUESTION SECTION

C1. Do you have an in-company training program?

1. Yes —» C.2)
Themes:
2. No — C.2)

C2. Have you ever sent your employees to an external training organization?

1. Yes — C.3)
Organization:
Courses:

2. No — C.3)

C3. Are you familiar with KR3JC?

1. Yes — C.4)
2. No — C.8)

B
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C4. From which source have you heard or seen the name of KR3JC?

Graduates of KRJC
Facebook

Linkedin

Newspaper
Others/Please specify:

mhONPRE

C5. Have any of your employees ever participated in KRJIC courses or seminars?

1. Yes — C.6)
Name of the source/seminar:
2. No — C.8)

C6. Have you ever heard of any comments from the participants?

1. Yes —» C.7)
Any points of improvement:

2. No — C.7)
C7. Are you interested in receiving information of future seminars or courses from KRJC?

1. Yes —» C.8)
To whom:
Telephone:
E-mail address:

2. No— C.8)

C8. What kind of business issues do you often face in your company?

Strategy

HR issues

IT related

Financial Management
Sales/Marketing
Production

Services
Others/Please specify:

PN AONE

C9. What kind of external issues do you often face in your company?

Regulation
Environment
Technology
Market/Competition
Borrowing

Foreign Exchange
Others/Please specify:

NoohkwhpRE

C10. What subjects / themes of training courses are most suited for your company?

Please specify:
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C11. Would you consider inviting an expert from KRIC to assist to solve your issues?

1. Yes
2. No/Please specify the reason:

In case you have any questions about our survey or what we discussed. If you have any
questions, problems or complaints, please contact KRJC by phone +996 (312) 90-65-80/81



(FEE1-5]

List of Topics raised by R23 Participants

No. | Topics | Qty No. | Topics | Q'ty
<{Personnel Matter-related> <{Production Management-related>
1 [Management Skill of HR (HRM) 10 36 |Kaizen 7
2 |Time Management 9 37 [5S 2
3 |Motivation 5 38 |Svc and Product Quality Managmt 1
4 |Leadership 3 39 [TPS 1
5 |Ho—Ren—-So 3 40 [Muda 1
6 |Detailed HRM 2 41 [QC Circle 1
7 |KPI 2 42 |Lean Banking 1
8 |Conflict Resolution 2
9 |Negotiation Skill 2 <{Sales/Marketing-related>
10 |Oratory 2 43 [Sales / Sales Increase 11
11 |Presentation Skill 2 44 |Marketing 8
12 H.OW to in.forr.n an employee of 1 45 [Customer Service 3
his/her dismissal
13 |How to Eliminate Managerial Faults 1 46 [Service 2
14 |Way of Solving Conflicts 1 47 |Branding 2
15 |Coaching Skill 1 48 |Internet Marketing 1
16 |Business Ethics 1 49 |Attracting Customers 1
17 |Optimization of Process 1 50 |Sales Promotion 1
18 |Decision Making 1 51 |Export 1
19 |PDCA 1 52 |Marketing in Construction 1
20 |Corporate Culture 1 53 |Quality Management of Tourism 1
21 |Project Management 1 54 |SCM 1
22 |International Cooperation 1 55 |Logistics 1
23 |Speech Skill 1
24 |How to Answer Phone Calls 1 <{Financial Management/Accounting-related)>
56 |Financial Management 11
<{Management-related> 57 |Taxation 4
25 [(Business) Management 6 58 |IT Technology in Banking 1
26 |Strategic Management 4 59 |How to Find Investors 1
27 |Business Planning 4 60 |Accounting 1
28 |Japanese—style Management 1 61 |Business Law 1
29 |Japanese Business with Examples 1
30 |The Heart of Management 1
31 |Strategy 1
<{HACCP-related>
32 |HACCP for Dairy Products 2
33 |HACCP 1
34 |[HACCP Auditing 1
35 |Problem of HACCP Installation 1




List of Topics raised by R24 Participants

No. | Topics | Q'ty No. | Topics | Q'ty
<Personnel Matter—related> <{Production Management—-related)>
1 |[HRM 5 23 |Kaizen in Detalil 3
2 |Time Management 1 24 |Practical Implementation of Kaizen 1
3 |Motivation 1
4 |KPI 1 {Sales/Marketing-related>
5 Hon lto manage yourself at new 1 25 |Marketing 5
position
6 |How to manage conflict situation 1 26 |Digital Marketing 2
7 |How to be a better manager 1 27 |Sales 2
8 |Development of Personality 1 28 |Internet Sales 1
29 |Sales for Startup Business 1
<{Management-related> 30 |Sales in Local Market 1
9 |Management 3 31 |New Method of Selling 1
10 |Strategic Management 2 32 |Customer Psychology 1
11 |How to improve your business 2 33 |Stock Management at Retalil 1
12 |Gap Analysis 1 34 |Service 1
13 |Trend in Strategic Planning 1 35 |Export Documentation 1
14 [Business Plan (How to set a goal) 1
15 |Business System 1 <Financial Management/Accounting-related>
16 |Optimization of Business 1 36 |Financial Management 1
17 |West Way of Management 1 37 f:—depthl Study of Financial 1
ccounting
18 |Crisis management 1 38 |Managerial Accounting 1
19 |Social Management 1 39 |Financial Forecast 1
40 |Blockchain 1
41 Success of Japanese Economy and 1
the role of Banks
<HACCP-related)>
20 |HACCP 1 <{Others>
21 ]ISO22000 1 42 Al 1
29 Techniclal Regulation of Food 1 43 |IT Security 1
Production
44 |Technoliteracy 1
45 |Examples of Japanese IT 1
46 |Terms of Obtaining ISO 1
47 |[How to open your own site 1
48 |Analysis of Information 1
49 |How to find partner 1
50 |Startup Attracting Investment 1
How to develop small business and
51 . 1
where to begin
52 |What business is successful now 1




[ANNEX1-6]

Expert Activity Report (Summary)

1. Country : Kyrgyz Republic (Activities only in Japan)

2. Assigned Organization : Kyrgyz Republic—Japan Center for Human Development
(KRJC) (Activities in Japan)

3. Subject : Business Exchange Promotion

4. Period: 2018 Sept. 15 to 2019 Mar. 31

5. Activity Results :

1. Information dissemination through seminars (business associations,
regional commerce and industry, other economic organizations, etc.)

1.1 Strengthen cooperation with existing network (JETRO, JCCI etc.)

1.2 Development of new networks (local commerce and industry
associations, Lions Clubs, other economic organizations throughout the
country, etc.)

1.3 Efforts toward participating in business seminars and study sessions
held by business associations in Japan (seeding in the next fiscal year)

2. Needs survey of companies etc. (consultations for companies,
collaboration with B-Club)

2.1 Kyrgyz business consultation for Japanese companies

2.2 New investment by companies (investors)

2.3 Strengthen collaboration with KRJC business (B-Club etc.)

6. Achievement :
| conducted visits and contacts to maintain and strengthen cooperation
with existing networks. Inbound business matching held by ROTOBO in
February 2018, | supported business promotion for Kyrgyz companies.
And when the Kyrgyz secretariat of ROTOBO business network was
changed and worsened the communication with Japan, | have settled
this problem.
In exploring new networks, | visited business organizations in Fukuoka
and Kagoshima, and provided information on Kyrgyz business
opportunity information and exchanged views. In addition, several
regional chambers of commerce and industry that | have approached
promised to host Kyrgyz's business investment seminar as the theme of
the next fiscal year.
Japanese companies continue paying attention to organic products.
Most of them are interested in honey, horse placenta, dried fruits,
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Expert Activity Report (Summary)

vegetable oil etc., which have already been imported. | found other
interests such as property investment and recruitment of young Kyrgyz
people.

In cooperation with the KRJC business project, | started communicating

with the B - Club secretariat and discussing how to cooperate in future.
1. List of Products :

Invest in Kyrgyz 2018 (Japanese version)
Invest in Kyrgyz (by sectors) 2018 (Japanese version)
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Feb. 21, 2019

Expert Activity Report

Name: Hajime Suzuki
Project : Kyrgyz Republic and the Republic of Kazakhstan Japan Center Project in Central
Asia Region (Kyrgyz and Kazakhstan)
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. Country : Kazakhstan (Kyrgyz—Kazakhstan Japan Center Project)

. Assigned Organization : Kazakhstan—Japan Center for Human Development

. Subject

: Production/Quality Management (KAIZEN)

B lw ||+~

. Period : FY2017 1°* 6/13-7/6, 2™ 8/22-10/19, 3! 11/18-12/16, 4™ 1/27-2/24, 5"

3/31-4/21, 6™ 5/31-6/14, FY2018 1°* 9/8-10/6, 2™ 10/30-11/17, 3™ 1/8-2/2

5. Activities, Results:

FY2017 ; 1) Consulting

KJC/DAMU KAIZEN Project (1 year)
@O ProMet, @Ariya Z, ®Stroiclass, @Banur, GAriya Z, Astana
Branch,
B Transcom/Bereke, (DSZATSI, ®Aitas, ©@Karavai.
Project activities were OJT for Local Experts
2) Seminar
3 day Public Seminar on Practical KAIZEN for Production/Quality
Management
@ 6/19-21 Almaty (23 participants), @ 2/2-4 Astana (15)
3) Narxoz Mini MBA Basic Course

@ 1%t finished on 6/24 (6 participants), @ 2" started 10/13

FY2018 : 1-1) Concluded FY2017 Project with KAIZEN Conference in Almaty,

Conducted Reporting Seminar at Ministry of National Economy in Astana
1-2) Continuous Challenge Program is ongoing at 2 companies which
expressed strong will to continue. O Stroiclass, @ Karavai
2) Seminar
3 days Public Seminar on Practical KAIZEN for Production/Quality
Management
@D 11/12-14 Almaty (30 participants), @ 1/28-30 Astana (17)
3) Narxoz Mini MBA Basic Course
2™ finished 2/17(27, but 0 student)
4) Technology Transfer of Case Writing, Seminar/Course, together with the
above 0JT, developed 7 KJC qualified consultant
5) Developed foundation for Integrated Way of productivity improvement

Starting Basic class “Practical 5S & Kaizen” as Public Seminar—

Customized

Seminar—Consulting Program, then
Intermediate class “Practical KAIZEN” with the same steps, then
Advanced class “Continuous Challenge Program” together with

“Practical KAIZEN Certificate Scheme” . With these integrated
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activities, client company and KJC can progress together for
productivity.
This is unique and strength of KJC.

6. Achievement :

1) In Consulting, Certificate Scheme is introduced in which company and KJC
consultant cooperatively work on continuous activities, which is the base of
KAIZEN, to achieve target. In FY 2017, 4 companies received 15" kyu and 5 companies
34 kyu. In FY2018, 2 companies are challenging for higher level. This can be said
as “well achieved”

2) For Seminar, 4 times and 85 participants acquired practical thinking on KAIZEN
in 2017-18. Considered as well achieved both in contents and number of
participants.

3) Narxoz Mini MBA, 2 times of Basic but no Intermediate, achieved 50%.

4) Development of local expert, 6 Senior KJC qualified consultant and 1 Associate
through OJT in KAIZEN Project and Seminar, Mini MBA Course. Considered as well
achieved in short period

5) Integrated Way will make KJC’ s asset of practiced based knowledge possible to
utilize which will meet JICA’ s principle and will be able to contribute to

Kazakhstan’ s Productivity Development. This will be a good step of achievement.

7. List of Products :
1) Case Writing
Seven cases were produced as materials for local experts to polish up their level
each other.
Form KAIZEN Project, 6 companies were selected (1 for each local expert) and produced
(Main + Presentation + Evaluation) as a set. Additionally, practical way of Excel,
applied in Project companies, was edited as Business Excel.
2) Practical KAIZEN Certificate Scheme
In order tomotivate Project companies, Certificate Scheme was developed and applied
successfully by local experts. This scheme is not to certify absolute level but
a tool of
communication for continuous improvement. Unlike ordinary Award (often becomes one
time activity), it is unique way for cooperative work among all persons concerned
which
indispensable for KAIZEN. It consists of 3 classes, Basic, Intermediate and

Advanced.
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3) Technical Transfer of Seminars and Mini MBA Course

Following 4 Seminars/Course have been transferred.

R R
RIS TR PR O S A 2950LAIL 29—F1>7) Joiuys >y
Advanced Continuous 5 levels Advanced Advanced
class; Challenge Program Starting Progressing
(1st kyu) (1st dan)
R
ik R 29I
RIS RENHE>TOISA DL 2F—F1>7) JoiLys>g | JodLys s
Intermediate |Practical KAIZEN Intermediate | Intermediate | Intermediate
3 levels . .
class; Program Starting Progressing Well
(5th kyu) (3rd kyu) Progressing
(st kyu)
SEREMSSRUKaizen 25 %ffj i ff‘f; R
HiI52 PACETN 220U 71 V>
- ) . . Basic Basic
Basic class; Practical 5S & Kaizen|2 levels . .
Program Starting Progressing
(7th kyu) (5th kyu)

D 3 day Public Seminar on Practical KAIZEN for Production/Quality Management

@ 3 day Customized Seminar on Practical KAIZEN

3 3 day Public Seminar on Practical 5S & Kaizen
@ Mini MBA on Guide to Essence of Japanese Management, (Mr. Imai’ s KAIZEN, KAIZEN

for Productivity (Keynote Speech at KAIZEN Conference), Narxoz Basic (Practical

KAIZEN-1) and Intermediate (Practical KAIZEN-2) are covered aiming to provide

right understanding on overall Japanese Management),
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Expert Activity Report (Summary)

1. Country : The Republic of Kazakhstan (RK)

2. C/P : Kazakhstan-Japan Center for Human Development (KJC)

3. Subject : Promotion of Small toMedium—sized Enterprise (SME) Development

4. Period: 2018 Nov.4 to 2018 Dec.27, 2019 Jan.12 to 2019 Jan. 22

Activity Results :

5
1 Kazakhstan SME business promotion
1
1
1

N Collect and organize information on SME business promotion
.2 Sharing information and knowledge with relevant organizations
.3 Promoting reforms that contribute to improving the business

environment of SME through coordination with relevant organizations

2 Activities through KJC as an important channel in promoting SME
2.1 Strengthen KJC' s organization management system
2.2 Strengthen planning and management system of KJC' s business course,

and consulting service

2.3 Strengthen relationship with other business institutions and
another Central Asia Japan Center etc

2.4 KJCG strengthens its function as business exchange base with the
Japanese business in RK and encourages business exchange with local
companies and Japanese companies

6. Achievement :
| conducted surveys on current situations and challenges of individual
SMEs as well as on the status of policies and activities of related
organizations in the country, how to promote SMEs, through the interview
of various economic organizations and individual SMEs.
| also visited international organizations that support SMEs promotion,
exchanged opinions and views with the related organizations to explore
current issues and direction for improvement.

| could confirm the direction to promote SMEs using the KJC platform
with relevant persons. In the future, KJC will look for signing MOU, which
confirms collaboration with them through actual projects.

In order to strengthen the activities of KJC, | confirmed the current
situation and reexamined the business based on the past experience and
actual results. KJC was able to create a new business plan by seeking
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Expert Activity Report (Summary)

collaboration with related government agencies, business associations,
private enterprises, universities etc.

It is necessary for KJC (challenges) to secure appropriate human
resources and construct the network in order to develop as a business
exchange base with the Japanese business in the country.

1. List of Deliverables :

Presentation to the Ministry of National Economy English
KJC business plan 2019 eg (word)

KJC business plan final (excel)




Product 1: Case Writing

Seven cases were produced as materials for local experts (KJC qualified Consultants) to polish up

their skills each other in Russian (non—open).

Among 14 Project companies, 6 companies were selected for Case Writing, consisting 3 parts,
Main (Summary + All items) + Presentation + Evaluation) as a set. Additionally, practical use of
Excel applied in Project companies was selected as Business Excel. 7 local experts shared 7 tasks
to work.

Each company’ s Summary part of Main and Introduction of Business Excel were produced in
English (non-open).

Followings are brief introduction of each case and 1 page highlight of 3 excellent companies,
Stroiclass (Astana, Construction), Banur (Astana, Ice cream) and Karavai (Ust, Bread) for publicity

(both are open).

< Simple Introduction >
1. Inkar (Almaty, import and distribution of medical goods, FY2016 3' kyu), Ms. Natalya
At their newly built Distribution Center (3 years ago), they were suffered from mis—delivery
despite of their effort to reduce it by penalty system, and decided to join KJC KAIZEN Project.
Through close observation of their operation at shop—floor, Assembly Area, where they pick up
and assemble necessary goods for each delivery order, was flooded with excess stock, and it was
inevitable for workers to make mistake. After many discussions, they managed to change their
rules to bring goods from Stock Area to Assembly Area and reduced the stock. Then everybody
worked cooperatively for no mis—take work and could reduce mis—delivery very much. With all

these activities and result, Inkar received 3" kyu of Practical KAIZEN in FY2016 Project.

2. Banur (Astana, production & sales of ice cream, FY2017 1% kyu), Mr. Serik

In FY2016, Banur received 3™ kyu with trial of Practical 5S and moving into new factory. While
their progress in Hygiene Production at new factory was slow due to constraints of the building,
President negotiated hard with the owner of the building and prepared necessary conditions, then
everybody worked cooperatively for Hygiene Production. In production, by distributing leader’s
responsibility to person in charge, everybody becomes interested in working better. In sales,

They reduced opportunity loss of daily sales fluctuation by placing additional refrigerator to each
shop. They are developing Ownership at each shop by reorganizing sales personnel. With all

these activities and result, Banur received 1% kyu of Practical KAIZEN in FY2017 Project.

3. Stroyclass (Astana, construction of private tower residence, FY2017 1% kyu) Ms. Natasha
In FY2016, Stroiclass received 4™ kyu with strong leadership of Management within 4 months.
In FY2017, they overcame shortage of budget caused by unforeseen declining in market due to
EXPO by strong leadership of Top Management and everybody’s effort. They were working
cooperatively under the leadership of Key Persons to “provide happy residents” at Pilot Area

Tower #1 by applying “Dandori”. With all these activities and result, Stroiclass received 1* kyu



of Practical KAIZEN in FY2017 Project. In Fy2018, with their strong will to continue their

activities, they are now working for Continuous Challenge Program.

4, Transcom/Bereke (Ekibastuz, locomotive repair, FY2017 3" kyu) Mr. Kanat
Bereke has started renovation of Locomotive Repair Factory and training of personnel as
countermeasure for declining major business of car repair due to change of car repair standard.
For effective repair of locomotive, good communication between customer (operating side) and
Bereke (repair side) and simplified procurement process of necessary parts are necessary.
In order to make this possible, taking Engine Repair—shop as Pilot Area, Work Sampling study
was conducted to grasp movement of workers and parts for repair. After the study, ideas for
effective way of locomotive repair, best conditions and flow production, were discussed and
started trial. With all these activities and result, Transcom/Bereke received 3" kyu of Practical

KAIZEN in FY2017 Project.

5. Aitas (Ust, sausage and meet processing, FY2017 3™ kyu) Ms. Erica
Aitas has been increasing sales in mass—market with low price “local made (meaning fresh
product using local materials)”. They wanted to increase Production, however, product
warehouse was flooded with excess stock with some long staying stock. Moreover, hygiene
condition was not good enough. Progress of the project was slow despite of our effort of study
and communication. Finally, newly joined Director (experienced Russian practitioner) took
actions for putting our proposal in practice. With all these activities and result, Aitas received

3" kyu of Practical KAIZEN in FY2017 Project.

6. Karavai (Ust, production& sales of bread, FY2017 1 kyu) Ms. Bibigul
Among 3 factories, Bread, Pastry and Cake, Bread factory was selected as Pilot Area. All of
factories were re—using of warehouse of flourmill. With gaps everywhere, flies in summer and cold
wind in winter, both are very serious for bread production. The project started to work for
improving these poor conditions. Top Management is a man of good understanding and challenge,
and worked together with all people form production to sales in order to provide best tasty bread
to consumers. The activities at Bread factory showed very good results and disseminated to
other factories. With all these activities and results, Karavai received 1° kyu of Practical KAIZEN
in FY2017 Project in one year. In Fy2018, with their strong will to continue their activities, they

are now working for Continuous Challenge Program.

7. Business Excel (Basic skills for effective use of Excel and example applied in Project companies.
Ms. Aiym
In KAIZEN Project, we had a lot of experiences of Excel in effective way of Data Collection,
Table Design, Analysis, etc. We found not only company staff but also local expert does not have
enough skill to utilize Excel and decided Ms. Aiym to compile these skills as Business Excel for

local expert to upgrade their skill of consulting.



KJC
AS JAPAN BUSINESS CENTER IN
KAZAKHSTAN




SUPPORTING SMES TO IMPROVE THE
PRODUCTIVITY AND THE MANAGEMENT
BY VARIOUS BUSINESS COURSES OF KJC

(KCID)

ATAMEKEN Business course
(KAIZEN)




SMEs in
SUPPORTING B2B BETWEEN
KAZAKHSTAN AND JAPAN SMES Japan
THROUGH KJC NET-WORK |CCl/Business

associations

SMEs in Kazakhstan




NEW BUSINESS DEVELOPMENT IN
KAZAKHSTAN( SUPPORTING FOR
VENTURE BUSINESSES)

Accelerators
In Kazakhstan

universities,
institutions

Accelerators
In Japan

Corporations in
Kazakhstan

Astana Hub

(platform)

I Tstartup
companies,
Entrepreneurs




SUPPORTING YOUNG PEOPLE WHO
WANT TO
STUDY/SIGHTSEEING/INTERNSHIP/W
ORK IN JAPAN

Many students went to learn in Japanese universities through
student exchange program until now and some of them are
working in Japan.

Recently young people and students in Kazakhstan like to learn
not only Japanese language but also other things such as Japan
tradition, Japan cuisine, Pop culture etc.

In fact in Japan nowadays many foreigners come to learn various
things of Japan.

Japanese government recently decided to open labor market to
foreigners because Japan is facing to the aging society and as such
many SMEs in Japan are facing to the lack of successors.

Young people in Kazakhstan have lack of opportunities to train
and learn various business practical knowledge and experiences.

KJC will support and assist the persons who have an interest to
or would like to work in Japan with the uses of net-work such as
Internship programs, employment agents, Japan International
Training Cooperation Organization(JITCO) etc.

Enterprises in
Kazakhstan

Japanese language course
Study in Japan Fair ———
Internship/employment information

Work in Japan
(Internship/ JITCO/
Employment agents)




REVITALIZE THE ASSOCIATIONS IN
KAZAKHSTAN TO ENFORCE SMES
BUSINESS PROMOTION

In Kazakhstan there is National Chamber of Entrepreneurs
(ATAMEKEN) that is a representative of enterprises and
business society in Kazakhstan

ATAMEKEN is supporting for all enterprises in Kazakhstan
but it is said that service to members has not been
enough. Of course it is understandable that it is
impossible for only ATAMEKEN to provide every services
to all members due to the capacity and time limitation.

Therefore it is important for any associations and unions
to take care of members and closely communicate to them
so that you can understand their problems and help them.
Otherwise they will easily lose motive to do business

In the case of Japan, not only Chamber of commerce but
also any associations, unions, cooperatives are working
closely with members and they are supporting for
members.

Mutual understanding and mutual aid spirit (spirit of
helping one another) helps SMEs grow up and bring
prosperity in Japan

a

KSSDA

(Kyrgyz software
and service
development

Kyrgyz Chamber of
Commerce and Industr

association)

Bishkek Business
Club

Kyrgyz Japan
business council

<JIA activities>
ovide and exchange business
formation

Conduct the business tours overseas
old variety of seminar and forum
port B2B for the members




KRJC Business Course Syllabus

1. Information of the module
1) Title of the module: Production and Quality Management (PQM)
2) The target audience: Top and middle Management

[T-EXANNV]

3) Participation fee:
4) Period of the module: 8 days
5) Targeted achievement: All participants become familiar with Japanese Production and Quality Management, which will contribute to the

improvement of productivity of companies/organizations and quality of products/services in Kyrgyz Republic.

2. Overview of the module
Discuss Production and Quality Management
as much as possible, using many cases from consulting activities and participants’ experiences, think how to apply what we discuss to the

company/organization of each participant.

3. Lecture profile
Tetsuo Fukuyama completed his undergraduate degree in Administrative Engineering at Keio University. He then joined Kanebo Co., Ltd. (now
Kuracie and Kao), where he worked in production management areas for the textile, cosmetics, food and pharmaceutical industries. Tetsuo Fukuyama
was then sent by Kanebo to the Georgia Institute of Technology, where he got the master’s degree in Operations Research. Later, as a partner at Price
Waterhouse, he was in charge of Financial Service consulting, Human Resources and Strategic Management, providing guidance to financial
institutions, IT companies and manufacturing companies on strategic and operational areas.
Since starting Truspire in 2001, Tetsuo Fukuyama has provided management consulting to a range of listed companies and SMEs. In addition, he has
been working in developing countries, delivering lectures and training courses for business professionals on Strategic Management, Business Plan
Development and Production/Quality Management. He also advises SMEs in these countries in both the manufacturing and service industries. His

basic approach is grounded in the philosophy and theory of Japanese management methods.



He is also the Team Co-ordinator of the EBRD program to support SMEs in Central Asia.

The countries Tetsuo Fukuyama currently supports with onsite consulting include Laos, Myanmar, Cambodia, Kyrgyz, Kazakhstan, Uzbekistan,

Tajikistan, Mongolia, and Palestine.

4. Syllabus
Form of training and role of BC
b If there are any
member . ..
Day & . . o Brief Description of | changes from last
e Topic Lecture & Ex%ectetd | Brief Description of the content Case study round, if yes, why and
Practice rgyoBga g, trzile what.
&Workshop etc member (if any) Any other remarks
Day 1 | Briefof .......
Overview of PQM Participants’ photo Both strategy and operations are 7-Eleven is now owned by a
Strategy and Operational gnd background important to manage the company Japanese company w1th
1 hour | effectiveness Lecture information KAIZEN is bottom-up and top-down KAIZEN implementation
Points in KAIZEN . : )
Customer Focus
Influencing between USA and
2 hour Japan Lecture Both Japan and USA are influencing each
Strategic view other in PQM.
Supply Chain Management Trust between supplier and maker is the Pf:giinsd C\I)\v/[alifl\gscrltc:) Good
3 hour Lecture key in SCM. With trust, production plan is i/lana od Inv’entor r
shared with suppliers. g Y
Day 2 | Briefof.......
Production Planning Manage presentation
1 hour Workshop Develop production plan in the class.
Quality Control Lecture
2 hour Quality definition
Coin toss-up experiment Workshop To understand statistical QC
QC Circle
QC 7 tools
3 hour TQC organization Lecture
PDCA cycle




Day 3

Shop-floor Improvement

1 hour Industrial Engineering Lecture
Standardization
2 hour ECRS Lecture Standardization is the key in IE.
5S Encourage students .
3 hour Elimination of 7 wastes Lecture to do Homework 58S, Very basic approaches.
etc. .
Artificial Leather Factory Workshop Apply what they learned in the class.
Day 4 | Briefof.......
Toyota Production System
All principles of TPS
I hour Basic thoughts Lecture Cost reduction by eliminating wastes
Principles
JIT/Kanban
2 hour Autonomous machine Lecture Demo of JIT and Kanban
5 Whys
3 hour Lecture Several principles such as 5 Whys.
Day 5 | Briefof.......
Toyota Production System
1 hour Lecture Simple but y\useful principle
Visualization
Simple but y\useful principle
2 hour Poka-yoke
Set-up time reduction Lecture
Quality at a source Simple but v\useful principl
3 hour | Continuous Improvement fmp?e but yluseiul principle
Critical Success Factors Lecture
Day 6 Briefof .......
Lecture Video: CANON factory
1 hour | Cell method Case in China,
Case in Russia
BPR
2 hour
Lecture BPR= TPS+IT




Exercise: Memo-pad factory Workshop Prepare scissors, Apply what students learned to the

3 hour rulers, color pencils, virtual factory to produce memo-pad
staplers and waste from waste paper.
paper
Day 7 Briefof .......
1 hour | PQM in Service Indust Lecture PQM could be applicable for any
ry .
industry.

IT
2 hour Banking (Lean Banking) Lecture

Healthcare
3 hour Supermarket Lecture

Hotel
Day 8 Briefof .......

Discussion

1 hour Review and Q&A

Review and Q&A Discussion
2 hour

Discussion

Review and Q&A

3 hour Examination Examination Check

* This table serves as an example and can be changed based on the planned number of module days.

5. Required items for use on the module apart from basic sets (white board, lap top and projector)
Projector, Whiteboard, Flip chart, Staplers (8), Rulers (8), Scissors (8), Color pencils (16), A4 waste paper (300)
6. Tasks for preliminary preparation by BC members apart from the ordinal preparation and support, if any.
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* Production & Quality Management

April 4 -13, 2018

Kyrgyz - Japan Center
JICA

Vision and Mission of This Course

All participants become familiar with Japanese Production and
Quality Management, which will contribute to the improvement of
productivity of companies/organizations and quality of
products/services in Kyrgyz Republic.

Discuss Production and Quality Management
as much as possible, using many cases from consulting
activities and participants’ experiences, think how to apply what
we discuss to the company/organization of each participant.
Course for service industry, too
= Know-how in manufacturing industry is adaptable in service industry.
= Review and discuss principles in manufacturing industry with some cases in service industry.



http://www.jica.go.jp/index.html

_& Schedule/Table of Contents

Time | Session Topic Hour Lecturer Page
1 - Overview of Production Management 1 Fukuyama 6
D:y ) - Supply Chain Management 1 Fukuyama 15
- Production Planning 1 Vitaliy 21
Day 3 - Quality Control/Japan Experience 2 Vitaliy/Fukuyama | 28
2 4 - Shop Floor Improvement 1 Fukuyama 64
5 - Shop Floor Improvement -
Day P P 3 | Fukuyama/vitaliy
3 6 - Shop Floor Improvement -
Day 7 - Toyota Production System (Toyota Method) 1 Vitaliy 119
4 8 - Toyota Production System (Toyota Method) 2 Fukuyama -
9 - Workshop (Memo-pad or Paper plane) 1.5 | Fukuyama/Vitaliy -
Day
5
10 - Cell Method 0.5 Fukuyama 171
_& Schedule/Table of Contents
Time | Session Topic Hour Lecturer Page
Day 11 - Business Process Re-engineering (BPR) 2 Fukuyama 181
6 12 1 Fukuyama -
13 2 Fukuyama 202
Day - PQM for Service Industry Y
7 14 1 Fukuyama -
Day 15 - Review what we learned/Q & A 2.5 | Fukuyama/Vitaliy -
8 16 - Examination (30 minutes) 0.5 | Fukuyama/Vitaliy -




Introduction

Name: Tetsuo Fukuyama, JICA Expert &
EBRD Team Co-ordinator
Company: Truspire Co,. Ltd. (www.truspire.com)
Business 10 years at a Japanese company- Production Control
History: 14 years at Price Waterhouse- Management

Consulting 22 years at own consulting companies- Consulting
Please write down your:

Name:
Company:
Industry:
Responsibility:

Interests in
Production/
Quality Control:

‘ Overview of Production Management
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Strategy + Operational Effectiveness
e Superior Performance
j\ « Unique company

:> Operation

’ Operational Effectiveness \

ﬁ
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Japanese Production Method

TQM perspectives (Plan-Do-Check-Action cycle)

Operational Effectiveness

= Operational Effectiveness will be accomplished by using
Japanese Production Control Method.
= Toyota invented it.
= Universal!
= Applicable not only for production site but also for

= BPR (Business Process Reengineering) principles are all from Toyota's
Method

= In Japan and other countries
= People close to the operations can find improvement
opportunities. (Strength of Japanese companies)

= Team approach

= Strategy with operational effectiveness really
differentiates the company from the competitors.

= Production & Quality Management is the core of operational
effectiveness.




Points in Kaizen

Bottom up, and

Management Acceptance/Commitment
= Implement any idea.

Tools/Methods are necessary to find
improvement opportunities.

= ECRS (Industrial Engineering: IE)

= Motion Economy, Time Study

= 7 Tools in QC Circle Activities

= 55

= Elimination of 7 Wastes (One of TPS principles)
TPS (Toyota Production System) Principles
Tools are from Production/Quality Management.

Functions Related to Production

ProductPlan |+ c - - - o o o o T '@

—-l Product Design |
]

= — — —— -

1
'—>| Process Design |

= = = —— -

I L
1 | Marketing/Sales |
| T
1 Dispatch/training of 1
r= Workers !

Demand Forecast | ! ¥

1 ' .| Purchase/Test run of . | Logistics |
Machine & Equipment

= =*| Production Plan |— -'l Material Supply |

L_,| Manufacturing
(Processing/
Assembling)

— : Flow of Goods = = =>: Flow of Information
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Customer focused?

We should be customer centric.

~

Staff Only
V
shampoo
Why customers buy from us? Give away is CS? o
We provide them with value. Sometimes, negative in CS.

Key Performance Indicators

KPI in Production Management:

Quality » Defect rate, Claim (Complaints) rate
Deliver ¢ Rate in due, Production Lead Time
y ¢ Total Lead Time

e Labor cost, Material cost, Subcontracting

Cost e Depreciation, Indirect costs

’ Customer needs are the starting point of Production/Quality Control.

Production
/Supply Use/Consume Customer
Q: Quality of Supply Side : Q: Quality of Demand Side
D: Delivery of Supply Side (LT) : D: Delivery of Demand Side (LT)

C: Cost of Supply Side : C: Price of Demand Side




Production Control Know-how
Influencing in Production Control

IE IE
TQC/QC Circle
el in practice
TQM
Japanese | | QC Circle Toyota Production
Styled Control
* JustIn Time
Mgt' JIT » Autonomous Machine
Lean Mfg. + Kanban (Tool for JIT)
KANBAN

Information
Technology E:>ﬂ
[ “Paper Factory” }

(White collar operation)

BPR BPR

— USA JAPAN —

13

Strategic View

= Strategy is the scenario for the company to survive.

= Production/Quality Management is one of the key top
management issues for the company to survive.
= Cases: Quality

= Yukijirushi, Mitsubishi Auto, Sony and so on.

Sony PS one’s parts contained cadmium, which was detected by
the Dutch Government.

Yikijirushi recycled milk returned from the market. Some
subsidiaries went bankrupt.

= Case: Supplier

= Production stops in automotive industry allover the world
after disaster (3/11/2011 earthquake and tsunami)




Supply Chain Management (SCM)
/Production Planning

R L
4 -"

LUA
4
o

19

Supply Chain

‘ Economic Value Added

Supply-side and demand-side competition in a global economy

Service

Industry -

16



http://www.jica.go.jp/index.html

Supply Chain Management

= Suppliers are partners (=working cooperatively)
= Share information with partners
= Production plan, Sales plan, Inventory and so on
= Intel’s BPR team for suppliers (Trading Partners)
= Toyota’s support to suppliers
= Kanban method
= Production Control improvement
= VMI (Vender Managed Inventory)
= Sony and suppliers
= Wal-Mart/PG
= Reliable Suppliers are selected
= Parts contents
= Sony’s inspection
= SCM with IT support
= Global Standard for SCM: RosettaNet

17

Case: P&G and Wal-Mart

= Pampers (a disposable diaper) inventory
= Require a lot of space, relative to its dollar value.

= Inventory:
= Too little — unhappy customers
= Too much- financing and storage cost
=« + Inventory Management cost

Wal-Mart

Distribution Center

— Store

Reorder when inventory began to run low.

P&G P&G knows more about:
-diaper movement, usage patterns and reorders
-retailers from all over the country

18




Case: P&G and Wal-Mart

= Step 1:

= P&G tells Wal-Mart when to order, in what quantity, which Wal-
Mart approves. (purchase recommendation)

= Wal-Mart tells P&G how much stock was moved from the DC to
the stores

= No inventory control by Wal-Mart
= Step 2:
= Skip purchase recommendation
= Inventory replenishment by supplier (P&G)
= A/R control less (P&G)
= Client retention (P&G)

Win-Win Cycle
A/R = Accounts Receivable
19
Wal-Mart & P&G Supply Chain
P&G reconciliation
Purchase Ord
L:;Cvo?;e e P.O from Wal-Mart=Invoice from P&G
Wal-Mart P&G =A/R=Payment from Wal-Mart
Payment
Inventory control
DC to Shop movemen
<P recommendation P.O from Wal-Mart=Invoice from P&G
Wal-Mart —%ﬁ‘\ﬂf‘-@m@ P&G =A/R=Payment from Wal-Mart
Payment
Inventory control
(less than before)
Invoice Invoice from P&G
Wal-Mart P&G =A/R=Payment from Wal-Mart
Payment
Vendor Managed Inventory
- Inventory replenishment
20
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Production Planning

R ®
r~

LUA
'l
4
o

Constraints

= Delivery: Due date

» Sales/Customer requirements
= Set-up (Change-over) time

=« (AtoBtoC)or (Ato CtoB)
= Capacity

=« Number of staff

= Machines/Equipment

= Order size (Volume)

11
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Gantt Chart

= Example

23

Gantt Chart

= Gantt Charts are useful tools for planning and
scheduling projects.

« Gantt charts allow you to assess how long project should
take.

= Gantt charts lay out the order in which tasks need to be
carried out.

= Gantt charts help manage the dependencies between tasks
= Gantt charts determine the resources needed.

12



Exercise:

Product/Line specification

Line
Product Line 1 Line 2 Line 3
units/day No. of units/day No. of units/day No. of
Staff Staff Staff
A 5 5 10 3
B 20 5 4
C 10 5
D 20 5 40 10 10
E 10 10 10

One day necessary for set-up for changing product

29

Requirements from Sales department

Product No. of Due date
Units

A 20 5

B 20 10

C 30 5

D 40 3

E 100 10

26




Gantt chart

Draw Gantt chart which satisfies the requirements.

Day 1 2 3 4 5 6 7 8

Line1

Line 2

Line 3

Total No. of
workers

‘ Quality Control

R ®
r~

LUA
'l
4
o



http://www.jica.go.jp/index.html

* QC: Definition

= Total Quality Control (TQC) may be defined as

“ an effective system for integrating the quality
development, quality maintenance, and quality
improvement efforts of various groups in an
organization so as to enable production and service
at the most economical levels which allow for full
customer satisfaction.” (A.V. Feigenbaum)

= Statistical Quality Control (SQC) is the application
of statistical techniques, in all stages of
manufacture, toward the most economic
manufacture of a product that is maximally useful
and has a market. (W.E. Deming)

29

Quality: Definition
= Quality = Quality of Management (not just
quality of product)

= Quality = The level of quality at which customer
is satisfied

= Quality Characteristics
= Size/dimension, Purity, Strength, Appearance, Life span,etc.
=« Unit
« Each, 10 cm, etc.
Measure
= How to measure ‘Quality’, Sampling, Specimen, etc.
Defect/Fault definition
Allowance ranges
Guarantee

——Service-Claimprocess-Warranty-—ete.————— 30

15



Eight dimensions of quality

*Quality definition (Product Quality)

Performance: a product’s primary operating characteristics.

Features: extra characteristics (convenience, high tech., etc.)
Reliability: consistency of performance, work without fail
Conformance: how well a product corresponds to design specifications.
Durability: the useful life of the product

Serviceability: the speed with which the product can be put into
service.

Aesthetics: appearance, feels, tastes (Personal judgement).
Perceived quality: indirect evaluation of quality (e.g. reputation)

3]

Quality definition (Service Quality)

Seven dimensions of quality

1.

2,

Convenience: the availability and accessibility of the service

Reliability: the ability to perform a service dependably, consistently,
and accurately.

Responsiveness: the willingness of service providers to help customers
in unusual situations and to deal with problems.

Time: the speed with which service is delivered.

Assurance: the knowledge exhibited by personnel who come into contact

with a customer and their ability to convey trust and confidence.
Courtesy: the way customers are treated by employees who come into
contact with them.

Tangibles: the physical appearance of facilities, equipment, personnel,
and communication materials.

16



Quality: Telecom Service

- Connection Using After talk -

Services Linkage Speed Notices Follow up
provided
Quick Service areas  Stability
response
Loss of call Delay
Voice
Reliability

Packet delay
Packet loss

33
Quality: Airlines/Railroad company
Priority
4 Absolute necessity
Safety
General necessity )
Punctuality
Better to have Comfort
3

17



Exercise: Please define ‘quality’ of your product/service.

35

* No Intentional Data for QC (1/3)

= Experiment 1: The most favorable number in 0-10?

= Experiment 2: Flip a coin ten times and count the
number of heads?

Draw Histogram

= Experiment 1: Intentional
= Experiment 2: Natural

36

18



* No Intentional Data for QC (2/3)

= Experiment 1: The most favorable number in 0-10?

syuedidiued Jo "ON

0 1 2 3 4 5 6 7 8 9 10
= Experiment 2: Flip a coin ten times and count the

number of heads?

syuedioiued Jo "'ON

37

No Intentional Data for QC (3/3)

= Statistical QC uses only natural data, which distributes.

= Processes in the factory provide distributed data,
which are not intentional but natural.

=« Watching natural data which reflect the current situation of the
process are the starting point of improvements.

= Even if you follow the standard operation, the results are different.
“Variability”
= If you get 10 heads in ten toss-ups, you may think
that the coin is suspicious, although it could happen.

= In QC, if such a thing happens (probability like three
out of 1,000), we think that something happens in
the process. Such a situation is called ‘Over Control
Limit'.

38
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QC Process

Production/Service
Process
[

With Variability

Random Sampling

Q Sample

Quality should be built in each process.
(Process is controlled by ‘quality’ data)

39
QC Charts w2
5 units from each lot were chosen to measure the length
L (20+0.1). The chart below shows X-R Control, based on V L
the recent data covering 20 lots.
20mm=0. 1Tmm

Lot easurement X R -

001 1996 | 2004 ] 2000] 2006 19.99 20010 [ 0.100 © X Control Chart

002 20.04 20.01 19.98 20.00 19.99 20.004 0.060 X = 20.001

003 19.99 20.03 20.01 20.02 20.01 20.012 0.040 = _

004 19.97 20.03 19.95 20.02 20.00 19.994 0.080 UCL =X + A2 XR

005 19.97 19.97 19.96 20.04 20.02 19.992 0.080

006 19.99 20.05 19.95 20.01 19.97 19.994 0.100 =20.001+0.577x0.084

007 20.03 20.00 20.01 20.00 19.99 20.006 0.040 — 20.049

008 19.98 2007 20.01 19.96 20.01 20.006 0110 = -

009 20.05 19.99 19.94 19.94 19.97 19.978 0.110 LCL = X-A2 XR

010 20.00 20.00 19.97 19.96 19.97 19.980 0.040

011 20.04 19.96 20.05 20.01 20.06 20.024 0.100 = 20.061 -0.577 X 0.084

012 19.94 19.97 19.97 20.00 19.99 19.974 0.060 = 19.953

013 20.03 20.07 19.95 19.96 20.04 20.010 0.120 -

014 20.05 20.05 20.06 2003 19.99 20.036 0.070 © R Control Chart

015 19.93 20.00 20.00 19.98 20.05 19.986 0.120

016 20.00 20.01 20.10 20.02 20.06 20.026 0.060 R=0.084 —

017 19.96 20.05 20.05 20.04 19.99 20.002 0.090 _

018 20.07 19.94 19.94 20.00 20.04 20.012 0.130 UCL =D4XR

019 19.95 19.97 19.97 19.99 19.93 19.958 0.060 = 2.114X 0.084 = 0.178

020 20.05 19.95 19.95 19.98 20.06 20.020 0.110

40
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QC Charts (Control Chart) @/2)

i QC Chart * With Control Limit Lines

« Controlled State vs.. Out of Control

<— limit  UCL(20.049): Upper Control Limit
CL(20.001): Center Line
<«— |imit  LCL(19.953): Lower Control Limit

© The number of Data
and coefficient of
each lot

The number

R QC Chart of Data A2 D4

UCL(0.178) 2 1.880 3.268

1.023 2.574

3
4 0.729 2.282
5 0.577 2114

Strata/Data Class/Data Layer

(Stratification)

By what data is collected?
= Time: e.g. AM, PM
= Worker
= Material
= Machine
= Method
= Condition
To find the real problem.

Case: Take time to develop a document

- Cost issue? Cost to develop a document
- Due date delay? Delay of developing a document

21



Case: Chocolate Factory

Pin hole is the most serious problem. Filling
Data collection is the key. Machine

N
[
e L LﬁT—

checked.

QC Chart

> QC Chart

No. of pin holes

No. of pin holes
by machine

by nozzle

Machine problem?

Defect caused by a nuzzle
43

QC Circle Uses Tools

= QC circle uses tools and natural data.

= Seven Tools are:

Cause Effect Analysis (Fish Bone Chart)
Histogram

Pareto Analysis (80/20 rules, ABC analysis)
QC Chart (Control Chart)

Graph

Check Sheet

Scatter Chart

= Number of QC Circle members: 5-6
= Themes:
= QC

=« Improvement in productivity, operation, delivery, safety,
communications and morale.

22



* QC 7 Tools

= Powerful tools for quality activity by small group

= 7 tools Parsto chart

1. Cause Effect Analysis
(Fish Bone Chart)

Histgram Cause-effect diagram

2. Histogram
5. Pareto Analysis H —r»
(80/20 rules, ABC analysis) M
2. QC Chart (Control Chart) Scatter graph Check sheet Stratification
5. Graph (Stratification) et L R
s. Check Sheet . E sl L7/ /\/\
7. Scatter Chart ese s d R/
eeoe E| / / /
Control chart
A
TN v

4
Cause Effect Analysis: Fish Bone Diagram
(Cause & Effect Diagram)
View points: Facility, Material and Tool
- — Communication
Facility ’ Maintainability ‘
Material \_Structure
Check, Maintenance,
ol ;
iling easiness - Work
“| Efficiency
Facility Good
Convenience
of
Work place scaffold /—Shop Floor Space
Tool Materials Environment
Handling
46
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Cause Effect Analysis
5M (Man, Machine, Method, Measurement, Material)

Age Health ’ Man ‘ ’ Machine ‘
Old
Backache
In-charge
Seminar
» can not
be held.
Method ’ Measurement ‘ ’ Material
47
Cause Effect Analysis
5M (Man, Machine, Method, Measurement, Material)
’ Man ‘ ’ Machine ‘
Qualification Installation Age
o Staff .
Certificatiol Attention o Line o
Network detail Base
Designer \ Station pe Connection
> Errorin
Collection o packet Telecom
3G complaints
ADSL. Measureme Voice
of results
Method ’ Measurement ‘ ’ Material
48

24



Cause Effect Analysis
5M (Man, Machine, Method, Measurement, Material)

| Descripon

Man
Machine

Method

Measurement

Material

Cause Factor of In-charge, Management, Partner

Cause Factor of Machine, Equipment, Tool, Facility,
Room, Chair or Table

Cause Factor of Technology, Operation Procedure, How-
to-do

Cause Factor of Collecting information, Confirming
process, Measurement of the result, Measurement tool,
Way of Measurement

Cause Factor of Material to be processed

49

Exercise: Please develop cause/effect analysis for

in the team (5M).

50
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Pareto Analysis

Ly

%

/

¢ Y axis: Loss amount($),%,
Number of times, etc.

e X axis: Cause, Situation, etc.
e 80/20 Rules

() unowre ssoq

?

s199)ap Led pesH
S109)9p

sjelalew mey
SRETETIETRIS
ybua

1e9s

slay10

Causes of defects

Scatter diagram

(Positive function) (Negative function) (No relation)

Or, multivariate analysis; multi-variable analysis

52
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Use Excel Graph
+ Scatter diagram

* Layout
+ Approximate curve
* Proportional Approximate curve

Multivariate Analysis

Place No. of pedestrians No. of contracts
A 1,300 630
B 1100] 580
C 500 300
D 400 280
E 350 200
F 320 280
G 280 140
H 210) 100
| 200 120
J 180) 95

53

Case: Quality119 (A subsidiary of Panasonic)

Dealer/
ales Company
Quality Center
Customer Contact Center Quality 119
To 1,700 all staff
Quality matter: @ @
*  Quick response g DRuelopment '
* And Preventing it
5

27



Staff Quality in Call Center

Simple way to evaluate staff quality:

- Ask the evaluation of the staff by e-mail to the customers.
- Best score is 5.0.
- Show it to the staff openly.

59

‘ Quality Management Organization

56

28



Typical TQM Organization

Support Office

W Meeting preparation
B Meeting memo
B Coordination

» Quality Issues

Management
Operations

Customer Contact Center
Call Center

Executives

N

m Clearly show the company’s decision

B Handle the entire situation and provide
appropriate instructions

B Quality Target

=Directions =Report

v

TQM Committee

N

= Instructions = Reporting

v

Small teams (QC Circles, for example)

Perform daily activities based on the
company’s decision

Judge and give instructions to
individual Cases

Report to the executives
Evaluation
Implementation
Training and Education
Events

Publication

57

* KAIZEN Organization in a Heavy Industry

= KAIZEN Committee (5-6 people) in each section
= Evaluate proposals; Platinum, Gold, Silver, Bronze (Incentives)
= Cost reduction,
= Better safety,
= Better working environments, etc.

= Implement them and review periodically
= Budget preparation

= Publication

=« Proposals from all workers (Engineers, Staff, Workers)
= Group/Individual
= Problem, How to improve, How much....

= Current situation/Future situation (Before/After)

= TO suggestion box or Committee directly

29



Team Approach Case: Honda

= 1971: QC Contest was started.
= 1972: NH Circle - ‘Now’, ‘Next’, ‘New’ Honda

= Focus on not only the results but also the processes
= Develop teamwork/communication in working place
= Improve morale

= Now worldwide QC Convention every 2 years
= Voluntary basis

= about 10 employees in a team
= One hour after work

59

Team Approach Case: Toyota (/2

= 1965: TQC implementation was started.

= Production efficiency was increased

= No. of employees 2 times more and production 7 times more than
1955 when Toyota Crown sales had started.

= However, quality not so satisfactory
« Lack of education and training
= Manager’s capability still premature
=« Less communication among the departments
= Quality: competitive factor

= QC Circle = Education & Training

= Top management defines the quality target
and makes all employees understand it.

= Functional cooperation is required among all the
departments

= Improvement ideas in the shop floor are from QC Circles.

60
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PDCA: Quality Management

Management=Plan-Do-Check-Action (PDCA) Cycle ==) | [TEroYEmeT:
e.g.

’ Target: 50% decrease of mistakes in the process ‘

Conduct OJT

=

OJT Training in operation ‘ - - ’ OJT not as being planned

Cpm

’ Assign assistant trainer ‘

PDCA: Quality Management

Management=Plan-Do-Check-Action (PDCA) Cycle == | ploVe e
e.g.

’ Target: 3 orders in a month ‘

Calls

Check the results of calls.

Over 10 minutes with more Analysis:
than 3 people in a day -IT venture

-After 16:00
-Less than 300 employees
-Start with areas unsatisfied

Process

m Call

Appointment

. ’Change the calling list. |
| Visit
| |

Contract

31



+

QC Circle Cases: Cosmetics factory (KB Odawara)

63

‘ Shop Floor Improvement

 Industrial Engineering
« 58
» Elimination of 7 wastes

9
jica

SeThn

32
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Basics for Shop Floor Improvement

Industrial
Engineering

Standardization

4

Motion Economy

Human Engineering

Japanese Factory
Common Sense

58S

Toyota Production
System

7 Wastes
Elimination

e.g. Use both hands at the same time

e.g. Operation table height. Light.

69

Motion and Time Study

m Standard Time = Time to do the job in the following

conditions:

= Well-trained worker with aptitude for the job

In the specific layout
Following the standard operation
With appropriate time allowance

= At the regular pace (continuous for a day)
= EW.Tayler: ‘A Fair Day’s Work’

= Time Study
= Work Measurement

m FB.Gilbrethe: ‘One Best Way’
= 17 elements (Therblig)

= Motion Study

66
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Standard Time Setting

Standard Operation
Manual/Sheet

A

) | Time Study | | Motion Study

A 4

Standard Time Operational
Improvement

A 4
¢ Production Plan based on the Standard Time
e Delivery time promised
¢ Cost Accounting
¢ Improvement clarification
¢ Synchronized works
e Shortening Lead Time

67
Motion Study
Therbligs
= According to Dr.Gilbreth, all jobs can be described as a sequence of the
following actions, events, or movements called "Therbligs" or "Work
Elements"
= Search, Select, Grasp, Reach, Move, Hold, Position, Inspect, Assemble,
Disassemble, Use,
= Unavoidable Delay, Avoidable Delay, Plan, Rest to Overcome Fatigue
= In some cases, "Therbligs" or "Work Elements" may be grouped, e.g.,
= "Get" = "Reach" + "Grasp"
= "Put" = "Move" + "Position"
68
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Therblig|Color Symbol/Icon Therblig | Color Symbol/Icon

Therblig Chart

A

Violet,
Find Gray Disassemble
Light

Therbligs, along with their

Burnt

mnemonic symbols and orone | Tt
standard colors for charting

Inspect

Gray Orange

Lake
Red

Sky

Pre-Position
Blue

Grasp

Search | Black @ Purple U
—

Gold Release Carmine

Load Red

*Hold
Ochre

Transport
Loaded

Green

Unavoidable | Yellow
Delay Ochre

Transport | Olive

Avoidable Lemon l o
Empty Green Delay Yellow

Violet,
Assemble

Rest for
overcoming | Orange
fatigue

Heavy

Position Blue ; Plan Brown g

69
Principles of Motion Economy (1/3)
Body motion
m  The two hands should begin as well as complete their motions at the same time.
The two hands should not be idle at the same time except during rest periods.
Motions of the arms should be made in opposite and symmetrical directions and should
be simultaneous.
o Hand and body motions should be confined to the lowest classification (smallest part of
the upper limb). General classes of hand motion:
1. Finger motion (touch pad)
2. finger and wrist motion (mouse/joy stick)
s finger, wrist, and forearm motion (steering wheel)
4. finger, wrist, forearm, and upper arm
5. finger, wrist, forearm, upper arm and shoulder
© Momentum should be employed to assist the worker wherever possible to reduce
muscular effort, e.g., move with the line
© Smooth continuous curved “natural” motions of the hands are preferable to straight—line
motions involving sudden and sharp changes in direction.
o Ballistic movements are preferable to restricted (fixation) or “controlled” movements.
m  Eye fixations should be as few and as close together as possible.
70
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Principles of Motion Economy (2/3)

Work Place

There should be a fixed and logical place for all tools and materials, e.g., order of use

Tools, materials, and controls should be located close to the point of use to avoid
reaching.

Gravity feed bins and containers can be used to deliver material close to the point of use.

Drop deliveries require minimum effort and time, but can be injuries and create a problem
for the next worker.

Provisions should be made for adequate conditions for seeing (size, contrast, illumination,
movement).

The height of the work place and the chair should be arranged so that alternate sitting
and standing at work are easily possible.

A user adjustable chair of the type and height to permit good posture should be provided
for every worker. .

Principles of Motion Economy (3/3)

Tools and Equipment

The hands should be relieved of all work that can be done more
advantageously by a jig, a fixture, or a foot—operated device. Should be
adjustable

Two or more tools should be combined wherever possible.

Tools and materials should be pre—positioned for the given task.

Where each finger performs some specific movement, such as in typewriting,

the load should be distributed in accordance with the inherent capacities of
the fingers

36



Standardization of Job

-Without models Full of

*Without points of - Wastes
reference

-Establish well-balanced jobs throughout

@ Standardization { manufacturing processes

-Fix working procedures for each job

| standardize individual job

Anybody can perform a given job in the same manner

L1

‘ Efficient combination of man, material and machine ‘

> __  Quality,

/ - Lower cost

Tan) 2, (oos ]| or o

73

Standard Operation Manual/Sheet

= Man, Machine and Materials combination
= Cycle Time (Takt)

= =Working hours/No. of pieces necessary in a day
= Standard Operation Order

= E.g. Cutting material
= 1. Bring the raw material
= 2. Set the material to the machine
= 3. Cut the material
= 4. Remove the material
= 5. Put the material to the box beside the machine

= Standard Work-in-progress
= Minimum number of work-in-progress in the shop
= Standard Operation Manual/Sheet should be developed in the shop.
= In Toyota, just three days OJT using the sheet
» If there is no updates of the sheet, that means operators are not

nsing it 7

37



Case: Install power to new machine

Key: [l = Critical path

<> = Milestone

— = Slack time

Install power to new machine

February 14th (time of day)

Task Who mins 8 9 10 11 12 1314 15 16

Power down HS 0

Remove old fusebox HS 40 %

Install new fusebox HS 80 i

Cut cable channelling GM 200 b

Fit cable channelling HS 140 | —

Lay new cable HS,GM | 120 ﬁ

Connect to fusebox HS 40 i

Connect to machine GM 20 D—'

Power up HS 0

Test machine GM 60 %_
o oo | [ | |

http://syque.com/quality_tools/toolbook/Gantt/example.htm

75
Standardization of Job
Case: Fast food chain in Japan (Yoshinoya)
Man/Machine/Material (3M): IE technique
Best position of Tea machine, Rice cooker, Cooking equipment and
Receipt. Used stopwatch to set up standard time.
74
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Case: Meat and bone

= 1 cent/kg cost reduction for 2,700 ton/day in
meat processing factory.
= Simple standardization

= With checking operation of separating meat and
bone, some of the operators are not following the
standard.

By Non-standard operation
By Standard operation

By-product

71

Operation Process Chart
Symbol for Process Chart

Not necessary
od Necessary

(Operation) (Inspection) (Transportation) |(Aging/Cooling/Delay)| (Storage/Waiting)
N
Drive peg Inspection remove
e )
A<
S ,6\‘
& L]
mixer measure conveyer failure
@ B X ==
input confirm carry erase
Quote from Prof. Jinnai 78
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Operation Process Chart

= Sample:

Biscuit

Baking biscu

Biscuits cool

Molding of biscuits

Biscuits to oven

its

Biscuits to cooling trays

Biscuits to inspection line

Inspection for misshapes

Mix put into molder (from mix process)

Rejections to misshapes bin

20m [5

Stacking for packing

Packager wraps biscuits

Packages put into shipping boxes

Source:
http://syque.com/quality_tools/toolbook/Flowproc/example.htm 79
+ Improve the layout of machine, worker and the warehouse to produce effectively.
* Reduce the distance and the number of times of transportation.
Time | Distance i
No. Process O |:> D v D m) l:taotrearlal
ge

Go to material storage
! storage space T 8 20 ! T
o | Carry material to the ) 7 @

processing process P l ®
3 | Put material on the palette T’ 5 |

-

4 | Processing & 20/lot ®
5 | Carry parts to the assembly Y : 10 processing | —>| assembly

process process process

<« @ —
6 Put parts on the palette 2
N

Go back to the processing
7 process /> 8 10 @
8 | Assembling ol 22/lot

Carry finished goods to the h
9 inspection process >. 4 10 Q)
10 Put finished goods on the ( 5 /

palette N inspection
11 | Go back to the assembly e A 10 process

process

80
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Improvement in Process Design Phase

= ECRS Principles in IE (Industrial Engineering):

= Eliminate Eliminate the operational steps.
What happens if the process is eliminated?

= Combine Conduct several operational steps concurrently.
= Rearrange Change the order of operational steps
= Simplify Simplify operational steps (using tools)

= Factory and Processes are analyzed based on:
= Operational Process Chart
= Layout

Case: Industrialization of construction

= Eliminate: No scaffold for painting
= Painting panel in the factory
= No painting at the site
= Simplify: No caulking between panels
= Substitute by silicone rubber
= Speed
= Eliminate/Simplify: No welding
= Using high-tension bolt
= No welder (specialist), uniform in operation and low cost

41



Case: Family restaurant chain in Japan (Saizeriya)

ECRS

« No tray: bring plates by hands

v Eliminate putting plates on the tray and removing them from the tray.
* No kitchen knife, no gas range in the kitchen

v Eliminate/simplify cutting and heating (Use of Central Kitchen).
* No cap of salad dressing bottle in the kitchen: special bottle

v" Eliminate opening and fastening the cap
* Clean up not by vacuum cleaner but mop with corridor width

and following the standard operation.

83

Exercise: Please develop cases of applying ECRS in your
life (business/private) .
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5 S’s in both Japanese & English

5 Fundamental Principles

In Japanese In English
Seiri (Z18) Sorting: Remove unnecessary things. Separate out
what is needed for the operations.
Seiton (E&{§) Set in order: Place things in order and make them
visible
Seiso GE#®) Sweep: Tidy up and clean up

Seiketsu G&i&)

Standardize: Keep/maintain your surroundings
clean and comfortable

Shitsuke (§£)

Sustain: Make a custom of practicing the principles

85

Case:

Seiri: Discarding Rules
- Checking Cycle
- Place
- Term to keep

Die Storage Shelf Tool Shadow Board

86
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Case: 2S ( ) in Tool Cabinet

The 2S was implemented in the following procedure:
* Classify necessary and unnecessary items.
And eliminate all unnecessary items ('Seiri’);
* Identify and classify necessary item'’s location,
amount, and how to store (‘Seiton”).

81

Case: Seiton?

Putting things on the floor. FIFO possible?

88

44



Case: Seiton in Office

+

89

Case: Seiton in Office

+

=

45



Cases

Filing Rule
= One location: No duplicated place to put.
= One file: One for the group, No private file
= One original document: No copy
= One size: A4 only
= One action: Easy to take

Skill Inventory Database (PWC)
Proposal Database (PWC)
English letter-writing automation (Patent office)

Use of proven software

Exercise (Homework): Please show photo in your office
or factory of “Before” and “After” implementing 5S.

46



Waste Analysis

(1/2)

Seven Wastes

Waste of Motion

Man

Waste of Waiting

Waste of Overproduction

Machines

Waste of Processing

Waste of Defects

Waste of Transport

Waste of Inventory

Wastes/Futility = Cost Increase

93
Seven Wastes in Manufacturing (172)
Wastes of Definition Frequent phenomena
Motion Motion within a local area that eSearching for materials, components
does not add value. Difficult drawings or documents
motion eReaching for tools
sLifting boxes of components
o
Waiting Idle time created when people, e\Waiting for parts or drawings
glagﬁ)rrigg’] tiri]sforrgza;i/(;rilléglre eWaiting for information
when required e\Waiting for machine repaired
e\Waiting for people
Over Generate more than the *Producing for stock/inventory
production customer/next process requires «Working in large batches to avoid set ups
*Adding ‘scrap’ allowances
Processing Efforts to create no added eUnnecessary operations
St as rowork, reprocesting,  *Cver-taht tolerance
eBad design
eMultiple cleaning 9

47



Seven Wastes in Manufacturing

Defects Not perfect products eScrap eField failure
Processing due to defects, eRework eVariation
rework, repair or discard. eDefects eMissing parts
eCorrective actions
Transport Movement between plants or eMoving parts or equipment in and out of
offices or areas that does not storage
adddto t?e vral_ue of the finished eMoving materials from one area to
goods or service another
eMoving parts between processes
Inventory More materials on hand than eRaw materials
currently required .
sWork in progress
eFinished goods
eConsumable storage
*Off site inventory
95
Seven Wastes in Office
Wastes Office
Motion Search, unnecessary motions without standard operation, Extra
data entry
Waiting Waiting for signature, specification, document, other people for
the meeting
Processing once each months instead of as the work comes in
Overproduction Preparing extra reports, Reports not used, Multiple copies in data
storage, Over ordering materials, Duplication of efforts/reports
Extra features, more than the requirements
Processing Paper work, Non-value added work
Defects Error, mistake, bug, Incorrect data entry, Paying the wrong
vendor, Misspelled works in communications
Additional operation due to error
Transportation Document, message switching, task switching
By office layout, position of items
Inventory Partially done work,
documents waiting for being processed
94
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* Waste 1: Motion

= Motion Economy Checklist
| 58
= Study by Video
= Pick up parts behind (0.6 seconds)

= Difficult motion—> Defects
= Table height in the office

91

* Waste 2: Waiting

Case: Team Coordinator is travelling abroad and consultants
under the team coordinator sending invoices to the office.
Invoices are waiting for his signature.

Before: Invoices waiting for the signature while he is travelling abroad
-

After: On-line approval by email after checking invoices and evidences
Further: Electronic signature

Case: Workflow automation
Case: Queuing Theory

+ More service counters

» Multi-skilled workers

+ Reduction of service time dispersion
Case: Reservation system (Barber shop, Hospital)
Case: Phone transfer/Voice warp
Case: Just-In-Time (Pull system)

98
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Case : A Barber Shop

| Waiting is no value-added activity.

1. Barbour shop is always crowded.
Many people are waiting.
They are losing time.
Potential customers leave due to the crowdedness.
Owner is not profitable but busy.
2. Copy the idea in production control!
Normally production plan is well organized to meet the demand and resources constraints.

Scheduling is the key.

3. New service
Reservation system.
No waiting of customers.

More profitable work for owner.

99

Waste 3: Processing

Bad deSign: BOttle Of water Unstable Shape des|gned

\
‘\ ‘\ ‘\ Unnecessary process
- Raise a fallen bottle

Too decorative surface designed

T
Unnecessary process
£ S S : Refilling for water with gas

To keep the level

Bad design:
- Mistake in planning of a seminar
- Project design in consulting -> Use of old proposals
- System design phase

Delegation 10
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Waste 4. Inventor¥
* Japanese Stance of Inventory Management

Supply Chain Management

Japanese Production Method

Invh
~@
N—
~
t e Zero Inventory
(No Inventory
_ Inventory Management Control needed)

10

* Definition of Inventory
= Whicf |  do you call inventory at your firm?

Final

Process-1= = = »Process-M| = = = » Warehouse
Process

I- - . Wholesaler

Retailer

10




Inventory in Office Work

+

= Inventory in Office Work?
= Batch process in the office.
= WIP in the office.

= Software asset in IT industry.

= Inventory in Knowledge working?
= Too advanced preparation
= Applications waiting for being processed

103

Inventory in Office Work

+

T-account

Case: Call, get appointment, visit and get contract

Appoint 25 Visit 3

Rejected 17

New Appoint 5 Pending 10

10
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Inventory in Office Work

T-account Case: Application processing
* Open envelope
* Input to the system
* Send back when mistakes
* Input to the system
Open envelope Input to the system
New 500 No mistakes 200 ---> No mistakes 200 | Input 200

Remaining 300

Send back .~

Mistakes 600

Input to the system

»

Mistakes 600

Sent 200 --->Return 50 Input 50

Remaining 1,000

[ Not yet send 1,400

105

Exercise: Please

describe the inventory in your business.

106
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Requirements of Inventory Management

= Principle: Inventory should be zero.
= Many problems reside within inventory.
= Difficult to identify real problems.
= Defects
= Machine down
= Can not catch up the delivery time.
= Can not follow the specification changes quickly.

= Zero base approach is important.
= Inventory is ‘waste’, ‘wrong thing to have’ or even ‘evil’.

= Zero inventory means no need for inventory control.
= Inventory control is required en route to zero inventory.

107
R
Balance Sheet (B/S) Balance Sheet (B/S)
Assets | |Liabilities Assets | |Liabilities
Inventory
Inventory Inventory |:> Inventory
Capital | nventory
Capital
In management point of view, in principle, inventory increase is a big burden.
Capital increase or liability increase.
108
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Why Is Inventory Bad?

Inventory causes:

Inventory covers up the

problems in the factory eIncrease of interest on a loan

eQOccupation of additional space
- Outside Warehouses

eSchedule change not followed

e\Wasteful transportation
- Transport it to the warehouses
- Extra Workers, Forklifts

eMany defect products

eMachine troubles
eExtra management cost
- Additional Inventory Control Systems

eLong setup time

*Shortage of parts eUnnecessary consumption of materials
and parts

eMachine capacity ill-balanced
- Stain remover, pallets

eMachine size too large

eWaste of energy

Shortage — More production — More inventory

109

Inventory Covers Up the Problems

= Product A: 100, Product B: 50 —A: 0, B: 150
= To meet the change,
= Alternative 1: Have 100 B’s in inventory.
= Alternative 2: Change production quickly.

= If you take Alternative 1, your company will never be
customer centric.

= Defects 10 out of 100
= To meet requirement of 100 products,

= Alternative 1: Have 10 inventory.
= Alternative 2: Produce 100 without defects

= If you take Alternative 2, you have to find many problems
and fix them. Finally you will win.
= 1 hour set-up time, production rate = 6 in one hour
= Not to stop the operation,
= Alternative 1: Have 6 inventory
= Alternative 2: Reduce set-up time ideally to zero

110
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Ordering/Lead Time/Inventory

= Assume that:
= Same shipment (sales) everyday
= Same order quantity every time

Order Quantity: Less
Average Inventory: Less
Number of Orders: More

Fy
Order

The more frequent ordering, the less inventory.
Less lead time is the key!

11

#if

Seasonal Business

Inventory

Over-production

Off-Season Season

Off-Season

Seaso . .
r‘fDroductlon Quantity: Less
Average Inventory: Less
Number of Productions: More

114

56



* Waste: Inventory Case: Work in progress

— 4 A Inventory
e Work in progress

o o Not well organized

113

Inventory Tag

Important points in attaching inventory tags

1. Put one tag on each item. Fill in the number of
receive/issue on each receive and issue of inventory.

2. In case the item belongs to the ‘Ordering Point System’
category, write the number of items at Reorder Point for
further order,

3. At inventory check, put a mark (e.g. red line) on the tag
and fill in the inventory check results. This makes it clear
when the theoretical inventory met the physical inventory.

11
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Inventory Tag for Recording

No. of units
Receipt

in a box

Warehouse of sub-materials (Label, Cap, etc.)

Control sheet is used to keep track of various sub-materials
precisely. Each sheet is for one sub-material. Receipt and
shipment of the material is recorded at the warehouse.

119
Classification and Frequency of
Inventory Check (Example)
A ' : :
Every mont§h A Every month
— B ‘ B1 1, 4, 7,10
Every 3 months | B2 2,9, 31
—— B3 3,6,9,12
< Every 6 months C1 1,7
?<:>i» c2 2, 8
| | c3 3,9
‘ ca 4,10
‘ ‘ c5 5,11
T [T ce 612
20 50 100(%
Parts’ 0
116
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Inventory Control System

= Objectives

= By having accurate inventory (including planned), it would
be possible to:

= Promises to delivery (to customers, to production)
= Get appropriate ordering quantity
= Find dead stock to discard or slow moving items.

= Quality of slow moving items and dead stock is
guestionable.

117
Inventory Control System
Receipt/ .
Issue . P Stocktaking
INSP ction
Manufacturing
Standard
Inventory Inventory sItem
. Control S
eAllocated +Calendar
eReleased Order '%ttaﬁ
oEtC.
Inquiry Reporting
¢ Inventor
v ) y e Stocktaking
e Receipt/Issue (Physical Inventory Count, Cycle Count)
* ABC Analysis * Planned Receipt/Actual Receipt
e Picking list
e Actual Issue
118
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Waste 5: Over Production

}

= Production before necessary timing
= Production more than necessary amount

ay

Hide wastes of:
= Waiting
= Motion

Create wastes of:
= Processing
= Transportation (material Handling)

= More palette
= More carts for transportation

119

Case: Working in large batches

Case
Case
Case
Case

¢ Huge continuous line
¢ Huge lot size

¢ Not well used

: Over-specification-> Reduce specs.
: Over-wrapping -> Reduce it.

: Excess of report writing -> Eliminate unnecessary ones.

: Cell Method to prevent over production

Flexible production to meet with market needs/changes

120
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Case : Hamburger chain

| Do not copy the idea of your competitor. Do something different.

1. Small food chain store manager annoyed with a new shop under the country wide
name of McDonald’s.

Existing customers will go to the new shop.

No way to fight such well organized group.

2. Find some unique way!
They are well-managed based on the manual.
Staff are too sticky to the manual-——too much = OVER Production

Same greetings to anybody,( Aged man, women, young one, kids, women with children and so
on)

Same way of guiding new customer as written in the manual. Do not take seat before order.

3. New service
One—to—one. Different way. No use of manual but staff and manager’ s own idea.

Say hello to everybody around the shop and keep them your fun.

12
Waste 6: Transportation
Retrieving files \
Example 1:
O
S == —
/
_— i Find these opportunities
Access to the file in computer by Video Analysis
Files
Example 2:
Panasonic: 50 units/container ->100 units/container by small size change
of packaging, then half a number of transportation
12
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* Waste 6: Transportation

=)

+ Bottle to dirty floor, then + New container to transport
bag smoothly and for quick take-

» Transportation by bag out

+ Taking out bottle from bag * No more putting bottle to the
in the next process floor and putting it to the bag

(small transportation)
* No more transportation by bag

o to the next process
Next step: Eliminate the transportation itself or shorten it!

123

* Waste 7: Defects

How can we minimize defects ?

Autonomous machine (TPS principle)

Poka-Yoke (Fool proof)
= Use of checklists

Standard operation

QC circle
= Use of 7 tools

Quality at the source (TPS)
Use of proven software

12
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Exercise: Please identify ‘7 Wastes’ in your office or
factory and make presentation.

125

Cases in Kyrgyz

Presentation by KAIZEN consultant trained by GIZ

126
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Exercise

Artificial Leather Factory

O Identify ‘Wastes’ in operation.

O Discuss how to eliminate wastes.
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Toyota Production System
(Toyota Method)

R ®
r~

LUA
'l
4
o

129

Vision (& Mission) Statement
Toyota Global Vision in 2011
"Rewarded with a smile by exceeding your expectations™
= Toyota will lead the way to the future of mobility, enriching lives around the world with

the safest and most responsible ways of moving people.
= Through our commitment to quality, constant innovation and respect for the planet, we

aim to exceed expectations and be rewarded with a smile.
= We will meet challenging goals by engaging the talent and passion of people, who

believe there is always a better way.
Toyota Visionary Management: The Tree Metaphor
Toyota has employed a tree metaphor-focusing on "roots", "trunk™ and "fruit"-in expressing
the Toyota Global Vision.
= Roots: Toyota values
= Trunk: Stable base of business
= Fruits: Always better cars, Enriching lives of communities

130
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http://www.jica.go.jp/index.html

Global Production

= 52 manufacturing companies in 27 countries
= In 2016: Over 10 million cars in the world

= Global Production Promotion Centers (Japan, UK, USA,
Thailand)

= Standard operations of 2,000 processes including
‘Fastening bolt process’ are defined using animation.

= Training with the animation data shorten the training
time from 4 weeks to 2 weeks, without dependency on
individual trainers’ differences.

13

Basic Thoughts

- orough elimination of wastes

= Zero Wastes = Cost Reduction
= The customer wants value.

=« The right good or service at the right time, place and price with
perfect quality

= Value is the end result of a process.
=« Every process consists of a series of steps.
= To maximize customer value, these steps must be taken with
zero wastes.
= Two basic ideas/technologies for thorough elimination
of wastes
« JIT (Just in Time) : From Kiichiro Toyoda
= Autonomous machine : From Sakichi Toyoda

= By implementing JIT and making machines/lines autonomous
(stop at detecting failure/defect), eliminate wastes and
reduce costs.

13
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Cost Reduction in Slow Economy

High — Mass Production—> Cost Reduction

Economic +
Growth
\ Small Iot_ size, Elimination of
Low —> Wide variety of — wastes

products @

Cost Reduction

= Careful about cost calculation
= Depreciation
= Fully-used machine with appropriate maintenance

133

Principles in Toyota Production System
(1/2)

Two Major ideas/technologies
1. Just in Time (JIT)

Demand/pull system
Use of Kanban

Prerequisite to JIT
Through Production: Balanced Work Flow

One-less-at-a-time production, One-piece-at-a-time production,
One-by-one production

Elimination of batch processing
Multi-skilled worker
2. Autonomous machine

Machine stops at the time when the machine finds an error.

13




Principles in Toyota Production System

2/2
Elimination of seven wastes (2/2)

- Motion

- Waiting

- Overproduction
- Processing

- Defects

- Transport

- Inventory

Root cause analysis: Five times ‘WHY?’ (Toyota’s scientific attitude)
Visible Control System

Standardization/Uniform practice

Mistake proof (Fool proof)

Preparation (Set-up Time) reduction

Quality at the source

Continuous improvement

135

Just In Time

= Just In Time: ‘Just’ is important.

= 'In Time’ still keeps wastes.

= Original idea was from Supermarket in the USA.
= Customer = Succeeding Process

= Supermarket = Preceding Process

= Customer comes takes necessary amount of necessary
items at necessary time.

Supermarket

® @O

Goods |{ Customer

I Purchasing

Kind of Production Order Kanban

136
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Pull System

Pull System means that nobody upstream should produce or deliver products, parts,

anywhere at any time, until the customer downstream requires it

Pull System

Pull System can

137
Pull System
Schedule Schedule Production
for 1 forn Plan
Push $ ¢ ¢
Process Process Final
—_-——) =
1 n Assembly
Produce based on the schedule and push parts to
succeeding process ~_____ __  ____.
% x Production
No schedule for 1 No schedule for n Plan
Pull y
Process Process Final
1 n Assembly
- =-= <+— (Go to get parts to
preceding process
13
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= Reflex movement

= Plan could be changed.
= Management tool/means of realizing JIT

= Rules of Kanban

= Succeeding process must take necessary item and
amount at necessary time from preceding process.

« Preceding process produces only the amount of item
withdrawn by succeeding process.

= Never transfer defects to succeeding process.
=« The number of Kanbans should be minimum.

= Kanban should be used for 10% demand changes,
which could be absorbed. Each process never decides
the production amount and item.

Kanban System
= Kanban is autonomic nerve in shop floor.
= No inquiry from the shop to the planning section

139

Kanban

Withdrawal Kanban

Preceding Process

Shelf No. 5£215 Back No. A2-15
Forging
Item No. 35670507 B-2
Item Drive Pinion
Car Model  SX50BC Succeeding Process
: - Machining
No. of Units Container Issue No. M-6
20 B 418
Production Order Kanban
Shelf No. F26-18 Back No. A5-34 Process
Item No.  56790-321 Machining
SB-8

Item Drive Pinion
Car Model  SX50BC-150

140
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Case: Assembly Line and Machining Line (172)

@ Succeeding line material handling man picks withdrawal
Kanban and container and goes to Storage A.

(@ Takes Production Order Kanban and puts it to the post.

@ Puts Withdrawal Kanban on the container with necessary
number of parts

@ When the assembly starts, put Withdrawal Kanban to the
post.

® Put Production Order Kanban in order from the post to the
Production Order Post.

® Machining in order by Production Order Kanban.
@ Kanban with parts in the process.

Store the parts with Production Order Kanban.

14

Case: Assembly Line and Machining Line (2/12)
Production Order Kanban Post }

Production Order KANBAN
V 2 E
@ Post Parts + Withdrawal KANBAN

Par

s with Production Order Kanban
L’C] ] Parts Storage A
@ E

o
55 DO @
Machining Line [
(Preceding Process) /(
—0 0 o—

Assembly Line
(Succeeding Process)

Withdrawal
Kanban
Post

14




Factory-wide Kanban Flow

7- N~ 7o~ -~
X ) 4 / [
4 H 4
Die Parts Sub Final
Casting | Manufacturing Assembly: Assembly
asting : 4 i o .
: Process : Line Line
7z~ : : 7 g
1 L3 WY I X T Y ]
) | N =" 1-__—/ 1 ‘\__‘/
[ 1 [ 1
I ‘:F 1 :
[ - [ :
! i | :
1 Suppliefs 1 Suppliers
| : | : — Material Flow
1 1
\ f \ f = = % \Withdrawal Kanban Flow
S / S /
~ ~
S —— e *» Production Order Kanban Flow
143
Autonomation: Autonomous Machine
If the machine gets in trouble, it keeps on running,
producing defect products
(o X7 Y PN A+
Normal products Defect products
Built-in servomechanism to stop the
A . -
<@ operation automatically
‘l
O ¥
@ O Y Yoot Ve Operation stopped
No defect products
Normal products
= Real QA
14
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Autonomation: Autonomous Machine

Machine with automatic stopping mechanism

with human wisdom
¢ e.g. Fool proof (Mistake proofing)

¢ No operator is necessary when the

e Operator is necessary only when th
trouble.

e Stop the machine when in trouble,
problems.

= Operator could manage many machines.

e Normal/trouble clarification in machine and line.

machine is fine.

e machine is in

to find out the

—> | To manufacture safe automobile

145

Through Production

oduction Flow)

Not batch process but one-by-one.
The smaller batch size, the better.

Less stock
Less Production Lead Time
Less Work-in-progress

000 000 -
Lathe [000 000 Boring 1000000 Milling
© @] (&) ©

. N
@D~ @Dy €D,
o_'o —’@o

LB

Boring

Y
Lathe @O

Milling

Multi-

skilled .
Worker

o_'o _’@o

$ e
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Through Production
oduction Flow)
Assume 10 minutes for each operation.

(Ao

(BLo

Oll
000
Lathe CQOO 008 Boring

. B
A~ BD— €,

@oo
000 @%

000 000
® ©

Milling

o_’o —’@o

o_’o —’@o

Lead Time

O
O

O

90 min.

90 min.

90 min.

30 min.

30 min.

30 min.

O
O
O
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Through Production
i_{_ﬁalﬂaih;set Flow)

(Eatye [ Weshro

(Eat G (Set) e

000 000 000 000 009

Eating Washing Setting
Batch process: Washing/Setting at night

Breakfast o?o' ooo

Lunch o@’ oo_o' ooo
Dinner OO?W OOO

Q Coffee cup
(3 units)
Q Plate
(3 units)

Knife & Fork
(3 units)

Coffee cup
(1 unit)

Plate
(1 unit)

O Knife & Fork

(1 unit)
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Through production: Washing/Drying/Setting everyday

Through Production
- siness trip)

Wear Washing Drying/Setting

Dayl Weard);— o

Day2 o_’ o_’ @2@0

Day3 o_> o_’ @s@o

O

Batch process: Washing/Drying/Setting in batch on Day 3

O
X
X

Shirt Day1

Shirt Day2

Shirt Day3

Shirt

Shirt Day?2

Shirt Day3

149

Unified Multi-stages

Establish a lined-configuration of job processes

Train workers

|

Job Processes

|

Machines '

|

Materials

|

Work

VVVY

Stages

Enhances the worker’s satisfaction and productivity

150
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Batch Production and Through Production

Batch Production Through Production
Processing | = Many works (Pieces)are =A (One) work (Piece) is
processed (Lot). processed and transferred to
= Stagnant up to the the next process.
completion of the Lot.
Facility = Same type of machines in | = Series of machines in a line
Layout the same place (Shop). in routing order.
= Minimum material handling.
Work-in- = Between machines, = Zero WIP between
Progress between processes. machines and processes in
principle.
Lead Time | = Waiting time is long due = Sum of actual processing
to works transportation in times of each process is the
batch. lead time.

15

Multi-skilled worker in Hotel Business

Old-fashioned Hotel

Hoshino Resort in Japan

» Single-skilled worker

» Front desk

» Cleaning

» Restaurant operation
» Cooking

Busy time is fluctuating.

Multi-skilled worker
» Front desk
» Cleaning
» Restaurant operation
» Cooking
Everyone can help busy
work.

e

Profitable

15




Root Cause Analysis-5 Whys

= Suppose the machine stopped. [Fuse]
= 1st Why: Why did the machine stop?
Fuse was cut due to overload. pump(®HProcessing
= 2" Why: Why overloaded? Machine
Insufficient lubricant. o
= 39 Why: Why insufficient?
Lubricant pump did not draw the oil well. -
= 41 Why: Why did the pump draw the oil insufficiently? TEuee]
The shaft of the pump wore down and became shaky.
= 5% Why: Why did it wear down? pump(PHProcessing
No strainer gave a chance of getting small metal scraps. _ Machine
= Then, the resolution is to install a strainer. Straine o
= If only 15t Why, the answer is just changing the fuse.
153
Visible Control System
Main Body Line
o 2 | 3| 4|5 .
) gl 5| 2| =
s % S E Planned Numb
2 | 8| 4|5 eS| 8| 3| % umber
Yellow =~ Q.
g Actual Number
String Switch Different Music
= An-don

= Yellow Lamp: Operation delay->Help!
= Red: Line stop to check machine trouble

= No worry about stopping the line

= ldentify the problems clearly.

15
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Visible Control System

Assignment Board
Schedule Board
Diary/Weekly reporting
= Work load

Signs, plates, notices

Inventory Control Label with color sticker
Ex. 12 colors for 12 months for FIFO

155

Case:
Window to
see outside
@)

Line on the wall to show
height limit

— —_—

LA M A A

156
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Cases: Control Processes Visually

Hand written on
e Daily schedule control white board

Machine X | Dec. 6 \7
Iltem YYY |20 +HHH HH 1L

ITEM Z2ZZ |30

Standard operation chart
on the wall

Simple schedule (Printing company)

157

Cases: Mistake-proof or Fool-proof

Screw Process: Several screws are set.

e Buzzer alarms less-fastening than proper
screwing torque and forgetting some
screws.

¢ She can take appropriate screws with electric
screw driver.

Simple Threshold

@ @ —{ Processing

Machine

Poka Yoke

158
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Cases: Mistake-proof or Fool-proof (/3

All necessary parts, tools and fixtures are set
to this auto-movable container which is
beside the cell to assemble sub-assembly
parts.

If some parts are remained, the assembly
process is wrong. Only if all things in the
container are used, the process is OK.

Final weight check

Weight check is to find if there is a case
where some necessary attachments are
missed.

159

Case : Medical Clinical Laboratory & Testing

Use of bar code and different color (Sample, Container and Wall)

160

80



Visible Control System in Business

Visualize the current problem:

=

List up all possible issues when the plan is done.
List up by all people involved with the plan.
3. Show alternatives when it does not work.

N

16

Setup Time Reduction

Especially for small-lot production system,
reduce setup time

In order to:

¢ Respond quickly to sudden fluctuation of required
production volume

¢ Reduce stock and work-in-progress
e Secure the quality of the products

e Shorten production lead time

In the office: Meeting A to meeting B

16
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Setup time reduction (Example)

Mixing machine

L

Tank

Product A to Product B

« If there is only one Tank,
* Setup time for cleaning the Tank is required.

o If there are two Tanks,
« One is cleaned during the other is in use.
¢ Then, less setup time to change the product from A to B.

« If two Tanks have wheels,
¢ Then, less setup time to change the product from A to B.
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General-purp

@(

ose Machine/Device

To cope with diverse products and lot size,
new machine/lines?

0 %"
O

Machine/line for ordinary

manufacturing

us @ = No good
\ eToo many
Special Machine (Dedicated device)/line  machine/lines

for small lot manufacturing

5eneralization of machine/line

eOperation
fluctuation

oCreate wastes

General-purpose Machine/
general purpose manufac

line for
turing

16
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Cases: General-purpose Machine/Device

Key Board character machine in F's Factory

= =

No characters on key board

Hakama in Cosmetics Factory
Hakama
Hakama

Korean characters on key board

165
Quality at the source
Process N-1 Process N Process N+1
©® & &
@ Find unacceptable materials/parts from the preceding process
When the line stops due to the defect from preceding
process, the parts is returned to the preceding process
--- Fool-proof
--- Check by workers
--- Education and training
--- Standard operation
--- Fool-proof — Machine
. . Fixture/Jig
--- Preventive Maintenance _ Tools
@ Stop transferring defects to the succeeding process
--- Fool-proof
--- Check by workers
166
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HACCP vs.. QC in food industry

Traditional way in food industry

Stop shipping

Production Inspection > %) a4/ I
Ir\?/ltia;iel:pt of raw material by Sampllng % = anasor reca
FiIIingg E> Microbe test C> 8 E> =] when some
sl Chemical test 5 «32 problem by
Heating (Sterilization) Jlestny Q@ Sampling.

Foreign objects check

Cooling

HACCP: Hazardous Analysis and Critical Control Point (from space food production)

9;? 0 ’(-‘_’E v

2 = o > @ % S

3(0E 0|5 0|& (0L | g0

] «Q S o Q >

= « S «Q

Q_J N—

+ Decide Critical Control Point (CCP)

* Monitoring CCP

» Take action if hazardous situation in CCP. 167

Continuous Improvement

= Improvement ideas in the factories:
640,000/year from 60,000 employees, and
90% of those ideas are adopted and
implemented.

= QC Circles are existing.
= There is no end in KAIZEN (Mr.Chou).

= Award: US$ 6.00 — US$ 2,500.00

= There are many cases of KAIZEN mind.

= KEY: Workers who are close to operation can find the
opportunities to improve.

= Key: Tools

168
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Critical Success Factors for Implementation

1. The management’s strong will= = * The management need to overcome traditional
theory of manufacturing with a strong will when implementing the method.

2. "Continuation is Power”: shared enthusiasm = = = The management and the
employees have to share and keep the enthusiasm for achieving the improvement they
have aimed.

3. Spot-Stretch-Spread « = «First, select a production line to practice the method on its
machine or process(spot). Secondly, extend the practice to cover the whole line(stretch)
and finally apply the method to all the lines(spread).

4. Selection of a Model Team- - -Select a team of competent workers in implementing
the method in a model line. Speed and efficiency will be achieved and they can be reliable
leaders in the similar tasks in the other lines.

5. Small start == =without huge capital investment, utilizing the existing facilities with
ideas to improve efficiency.

169
Stages of Improvement
Start with J

; ,f" """""""" ‘\\\
[ Basic Stage T 1 Advanced Stage Goal
1
! 1
: : -
i gg [y /Wastes |1 Production Flow
i Elimination (Through Production)
! 1
! 1
i Standardization| !
i :

1
i Visualization | ! ~
! 1
! 1
i Poka Yoke | |

1
\
A —

Toyota Production System (Toyota Method)
170
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* Production/Quality Management

Advanced Approaches

(1) Production of wide variety of products with small lot size
(Cell Method)

(2) Business Process Re-engineering (BPR)

17

(1) Production of wide variety of products
with small lot size

= Market is shifting from mass market to too many
segments, close to One-to-one. (Customer-centric)
= Production meets the market requirements.

» From mass-production to Production of a wide variety of
products with small lot size

= Cell Production Method is one of the trends in Japan and in
Japanese companies.

m Sales forecast is not precise.

—

Japanese Company N’s factory overseas

17
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(1) Production of wide variety of products with small lot size

Cell Method

(1/3)

= One or several workers manufactures a finished
product, instead of using a conveyor line with

many workers working for a single product.
= WIP is just one in each cell.

= Product is produced one by one from each cell, which

means low product inventory.

= Not like batch (lot) production or conveyor line
production

173

(1) Production of wide variety of products with small lot size

Cell Method

= Workers at the shop for 8 hours/day
= A lot of chances to find thing that could be improved.

(2/3)

= He/She would be happy to find such improvements by using
creativity, which only human beings have. (Job enrichment)

= The more tasks, the more responsibility, the happier situation.
= Canon discarded all conveyors in Japan, total of 20km.

= A person who is entitled ‘Meister’ assembles FAX machines
with 2,700 parts and 3,500 standard operation sheets (tasks)

in 14 hours.

= Copy machine: 3,000 parts assembly by 8 staff (Group Cell)
= Difficult to check the progress, compared with conveyor.

= Quality depends on multi-skilled workers.

= Supporting the cell operation is required to maintain

quality.

17
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(1) Production of wide variety of products with small lot size

Cell Method (3/3)

= Make problems/wastes clear.
= Common parts, tools and fixtures
Small facilities with small investment

Small improvements
« Light product (not for heavy assembling products)
= Material handling

Multi-skilled worker

Cooperation with workers
= QC training

= Cell method is one way to meet the requirements in
matured market.

175

(1) Production of wide variety of products with small lot size

Comparison between Conveyor and Cell

caw veriats () O O oo
OLD @ & & B & | &

10 minutes/operation

Assuming multi-skilled worker after heavy training: 6 operations by one person

176
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(1) Production of wide variety of products with small lot size

Comparison between Conveyor and Cell

Conveyor Cell
No. of Products | 6 units/HR ?
WIP 6 (5) on the conveyor line ?

(OK if the market need. If not, possibility
of dead stock.)

Defects 6/HR ?
(Assuming one
is performing

poorly)
Speed Worst one’s speed ?
Training Easy ?
Market Difficult to meet ?
Requirements | (|f one spec. for a product, this is not a
(Many specs: requirement, and conveyor system will
Matured work well.)
market)
177
(1) Production of wide variety of products with small lot size
Comparison between Conveyor and Cell
-Flexibility and less lead time Week “
-Sales forecast is not precise. L A
DOOOEEO®E® :
3 B
4 B->C
o e O e
I T I
1 A B c
2 A B c
3 A B B
4 A A A
178
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(1) Production of wide variety of products with small lot size

Case: Cell Method at Company 'C" (23

Cell Method: Bubble Jet Printer Factory of ‘C’ in Vietnam

179

(1) Production of wide variety of products with small lot size

. \Y =14

Case: Cell Method at Company 'F (3/3)
Whirligig beetle
Movable Container, which has all necessary parts, tools fixtures
and attachments in F's PC factory

184
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* (2) Business Process Re-engineering
! (BPR)

18

BPR (Business Process Reengineering)

efinition
Reengineering Work: Don’t Automate, Obliterate (Michael Hammer)
Harvard Business Review (July-August 1990)

Review the flow of business process completely and restructure (re-
engineer) it with IT supports.

Target is office (paper factory: white collar operation).

Information
Technology

Toyota Production System +

(TPS)
N

Business Process Reengineering

18
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BPR Principles

Principle 1

Treat geographically dispersed resources as though they were
centralized.

Develop system where information always exist when a person
who needs it.

TPS: JIT (Just In Time)

Withdraw necessary number of necessary items from preceding
process to succeeding process and produce what withdrawn in
preceding process.

. . . . In-tra
TPS: Waiting is waste. (Elimination of 7 Y _
| President
mage scanned
AX > Sl Pl
) . Function
E-mail | Mail Room e ——
Board Briefing
S

KPI from Host Computer Correspondence

183

Case: Rental Business

| IT (Information Technology) enables you new services.

Average utilization Big Rental’s utilization
40% :TT> 70%

Schedule
Optimization

Rental business of

IT 24hours heavy construction
Internet Monitoring machines
*Position information+GPS/Internet +15 staff: 3,000 transactions/day
*Available machines 7,000 machines

*Transportation optimization
*Pricing information

*Sales staff access to the information 184




Case: KOMATSU: KOMTRAX

GPS/Internet

Machines are
geographically dispersed
resources.

Centralized information.
More than 100,000 in the
world.

Many machines were not
moving in China. Then,
decrease the production
by changing the
production plan.

GPS

Satellite/Cell phone

Telecom antenna

Modem
Internet

Heavy machine

185

Case: SPA

(Specialty store retailer of Private label Apparel)

SPA (Ex. UIQLO, GAP, ZARA)
Retail, Distribution, Production and Design

186
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Case: TSE Order Management System

v
\ cowwERFRORERCONWOL b
) [ :
\ ORDER ENTRY OFFICE COMPUTER Lo !
Lo DISCRINON DISCR. FORBACKOFFCECPERATIONS 1 | TeEBOOT '
] L] ' \ g
o g | [§ e o P e |
OFFICES — Z———P P :
{TELECOM) | . (PAPER TAPE QUTPUT) RELEASED ! ! OHDEREM :
EXECUTIONS @ ORDERRELEASETOTSE ORDER Vo (NON-SYSTEM STOCK) |
8 TSEOUTPUT __‘_'/1————’-—.5' A !
(TELECOM) | |®  EXECUTION ENTRY ;mNsYSTEMSTDGIQ: .......... H PREVETD
CUSTOMERS: L |® (PAPERTAPEINPUT) P X L.
mvsRsEEéw v e OUTSTANDNGCONTROL ORDER/EXECUTION SLIP E ‘ :
OFFICES pyerymons  |®  BATCHTRANSFERTO o (Nou.smvsranms*rocm ;
MELEX) | | SETILEMENTSYSTEM Pt |
R ¢ |e ORDEREXECUTION SLIP OUTPUT J‘kﬂ__,_,_.@ EGUTON 1 ;
' [
V ® AUTOTELEX E {NON-SYSTEMSTOCK :
| ®_ VARIOUS INOUIRIES . ! ' TSE BASEMENT :
. [ ‘ -
. & Lot
) R0 N O N B TSE TERMINALS FOR SYSTEM STOCK ¢ === =======~ '
: M — v 3 N
\ DEMLER) _ ORDER ) ! .
' =i .
b oomeust| )| ||| Cemmsoc TR
- — Y | CADERBELEASE — oppen— -+ e
navsvsime 1 {- o TSR ?‘0:{ i
DEALER) MARK CARD ' : {cor '
\ N ' .
: ' '
= T2 s 5 :
\ (SYSTEMST! ‘plﬁ/'? !
PR ) | ORDR RN J
BROKER ! i F
EXECUTICN i
EG, OSAKA : _____‘__J '
CHANGE TSE
STORKEX + EXECUTION TOKYO BRANCH OFFICE .

187

BPR Principles

Principle 2: Capture information once and at the source.

Principle 3: Link parallel activities instead of integrating their results

Principle 4: Have those who use the output of the process perform the

process.
=
Factory in Toyota Knowledge-based activities
Waiting No action due to waiting the information
Motion Useless motion
Transport Simple messaging, -bring file from cabinet.
Process Meaningless business activity, -find the file.
Over production Unnecessary much information
Inventory Too advanced preparation
Defects Mistakes, errors

188
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Capture information once and at the source.

/ (Filling&Packaging)
mulsion

Subcontractor
Factory A

Bulk Subcontractor
Factory B
(Filling&Packaging)
Subcontractor
Lotion Factory C
Bulk (Filling&Packaging)
Total amount shipped of each > | Total amount received by factories of
product = | each product

Computer System checks the above and gives
alarm when the above becomes false.

q ’ Right Inventory Record

189

BPR Principles

Principle 5

produces the information.

Subsume information-processing work into the real work that

Integrate tasks of processing information with value-added work

TPS: 5W1H (Root cause analysis)

Drill down approach (Executive Information System)

Online Analytical Processing/Multi-Dimensional Database

-Slicing/Dicing/Drilling

Why: Human work, Processing: Computer work

TPS: KANBAN system

190
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Cosmetics Factory (Odawara, Japan)

4F
Gravity

Weighing

*Raw materials (oil, water, alcohol,
fragrance)

3F

Dissolution Tank
*Mixing/heating/with vacuum

*Producing Emulsion and Lotion

2F

Filling/Packaging lines

1F

00

@00

Warehouse
*Bottles, caps, packages, etc.

191
. . (1/3)
Case: Transport Order in K-Cosmetics Factory
Filling/Packaging Bulk Production
Process Bulk Process
Transport
Package, Order
Bottle, Case, Bulk
Caps,etc.
Raw materials
Necessary materials
and amounts
Warehouse o Bt
and sent into
production
just in time
Transport | | Transport J
Order Order
Package, Bottles ImpOSSible CompUter
MaFiZ\rAilals Cas’es, ’ by human
Caps, Tubes,labels beings
192
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Case: Transport Order in K-Cosmetics Factory (273)

Before e 10 staff Progress Control Team
- Calculation of necessary items tomorrow
- Inform it to warehouse by 4:00 PM

e Warehouse staff prepared for transporting orders.

e Schedule changes were informed among them.

After « Every 15 minutes, computer calculates necessary

items, amount and time and print out
transportation orders to Warehouse and Bulk
production process.

e No Progress Control Team (10 staff)

e Order slip

e Schedule changes are in the computer. 163

Case: Transport Order in K-Cosmetics Factory (3/3)

Transporting order slip

No. Y-00048 Raw Material Transporting order 99/01/29
Name TSLP Case 10E
Quantity | Contents No. of To: Time Product Remarks
Cases Name
1620 324 5 F1 09:41 TSLPLRS No
Fraction
Others

194




BPR Principles

Principle 6

Put decision points where the work is performed and build controls

into the process.

Build-in management process into business process

Fool proof, Work load management, Due alarm, etc.

TPS: “Fool proof/Mistake proofing” : Due alarm

TPS: “Visual Cogtggg’ss' Vig*

Appraise Proposal

1ali=

|

| P2=

Enquiry

Sales desk

Quotation Procedure

Technical Dept.

‘h

—

|

N

Check Inventory

’ Inventory Dept.

Reminders
Approve -Audit Trail
Quotation Sales Manager -Management
Report
195
Case: Web Newspaper
Process of news production in the editorial office
. __ & =1
SNS, Press | % O3 @ Reporter 15)
release, e-mail,
etc.
Write
Event article
Select/ . -
Prioritize Artllcle Infographics
(Chief + 5) News
v (4,000-6,000 viewers/day)
=
Vi
Correct Correct
(3) -@
V N | ( Publish
‘Waiting Analysis
196
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Can we simplify the process?:
Concurrent operation? (excl. Infographics)

SNS, Press (L o A
release, e-mail, : v
etc. '
Write Collect
Event article UL

information

\ Correct

Update-Status Table I I

o) ™ 3

I Assignm‘ent Sheet I

Article
Select/ !
Prioritize

(Chief + 5)

News

(4,000-6,000 viewers/day)

Analysis

v ‘Waiting

Value is real-time or close to real-time
(Immediacy)

Publish

197

Image of Assignment Sheet

* In MIS
* Understand workload at a glance.
+ Categorize event to speed up publishing with consideration of preciseness.
» Category A: No check to publish
» Category B: Spell check only
» Category C: Edit required but no spell check
» Category D: Edit and spell check required

Event Cat. Event Cat. Event Cat.
Mr. A « Accident X A  Accident X A * Interview a A
« Interview Z B * Interview Q B « Conference B
« Conference (0} + Conference2 c * Interview ¢ (0}
« Criminal Y D D
 Interview P (0}
Ms. « Accident A A * Interview L A * Interview N A
 Interview B B * Interview M B
 Interview C (o}
« Interview D D
« Fact finding C

198
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Image of Update-status Table in Concurrent Operation

* In MIS

* Set up some rules:
> Follow article category in assignment sheet.
v’ Category A: No check to publish
v’ Category B: Spell check only
v’ Category C: Edit required but no spell check
v’ Category D: Edit and spell check required
> No. of checks in the left > No. of checks in the column, continue.
» No. of checks in the left <= No. of checks in the column, publish.
v’ If editor edits or adds, Corrector should check.

Article X1 13:55 v
13:56 v
14:00 v
14:02 v

199

BPR Principles

Principle 7

Organize around outcomes, not tasks.

Restructure organization to output oriented one by implementing
multi-skilled worker system.

TPS: “Multi-skilled worker”
Multi-skilled teller at a bank

Multi-items salesman
TPS: Through production

(Prerequisite of JIT)

Case: Workflow Automation

200
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Work Flow Automation
Bank Loan Authorization Procedure

Receive Application Form Send letter to applicant

Fail credit score
Customer Control | / Customer Contact

Fail credit check /

’ Analyst ‘—+ Manager ‘

Run credit check Authorization

20

‘ PQM in Service Industry

IT

Banking
Healthcare
Supermarket
Hotel

20
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* 5S activities in IT industry

= Sorting: Discarding unnecessary documents

= Set in order:

- Placing necessary documents and/or items in the
same place as assigned

« Labeling on the files and/or item

= 5S is also applicable in file management in
your PC, Company'’s server and Database.

= You can re-use software developed, if 5S is
done.

203

* Elimination of 7 wastes in IT Industry

= Motion:
Identify the motion which is not creating any value
by viewing videos taken in the office, not criticizing
each other.

= Overproduction
« There is a tendency to develop software with
functions more than necessary.

« To develop software step by step after confirming
the client’s requirements
(freeze the requirements).

20
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Elimination of 7 wastes in IT Industry

= Waiting:

Prevent this by sending ‘go-ahead’ sign to the staff
on-line. (On-line approval)

Customer-support function is essential, so reduce
waiting time for the calls from the customers. Itis
necessary to increase the number of operators
(queuing theory) at call center while considering
Return on Investment (ROI)

Systematize the work-flow to let the staff familiarize
the whole process (Task is given automatically.)

Sharing work schedules of the staff members
(Reservation system to prevent waiting)

209

Elimination of 7 wastes in IT Industry

= Processing

Discovered about 30% of the reports which were not
necessary. Time-wasting to read through the reports.

Sub-contracted companies should be involved right
from the beginning, e.g. meeting with the clients, so
as to prevent from any mistakes or errors in
communication between the client and the developer.
(like con-current engineering in automobile industry.)

Simplify the format of the specifications.
Prevent any mistakes in designing at the beginning.

204
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Elimination of 7 wastes in IT Industry

= Defects

« Prevent bugs in the program by checking at every
development stage. Use proven programs, which could
be easy by 5S filing.

- Develop check list to prevent mistakes or errors in paper
work.

= Transportation

« Avoid physical transportation of files by using ‘net’ and
‘database’.

« Avoid waste by transferring the task to person ‘A’ to '‘B’,
then to 'C’

« Russian-Japanese interpreter to finalize the spec with
the Japanese client and inform the development engineer
in Russian through Skype chatting, which is not simple

messaging. (to archive all messages) 207

Elimination of 7 wastes in IT Industry

= Inventory
. Software under development is inventory. (work-in-
progress)
- The company undertakes to develop new software before
completing the previous software. This is also an inventory.
« In case order documents for development of software are
piled up, this is also considered as inventories.

To cope with the order sheet which can be dealt with
easily and fast.

« To apply through production method in office work to avoid
any office work by ‘Batch’ method. Transfer the result soon
after processing one.

208
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* KAIZEN (Continuous Improvement)
and Lean Banking

209

Lean Banking

= Many banks are now shifting their focus to improving operational
efficiency.

= Lean Banking means:

Waste reduction.

= Overlapping=Unnecessary operation=Waste
= Inconsistent data

= Manual reporting

= Disparate systems

= Lean Banking means:

Client-centered/Value for client: Customer satisfaction.
= Lead time
= Waiting time=Wastes

= Continuous Improvement: KAIZEN

210
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http://www.jica.go.jp/index.html

1. Industrial Engineering and Lean Banking

Item Point Cause Improvement
(Case)
Layout Long distance between Layout without thinking Keep moving line,
teller and cash of staff movement change layout
processing M/C (A Japanese bank)
Rule Difficult explanation in No consideration on use Clear procedure
ECRS slip and process manual at the site manual

(A Japanese bank)

Time Management
Standardization

Progress check only by
individual staff

No check by management

Standard schedule
(A Japanese Bank)

ECRS Complaints resolution Long (30 days) 8 days
process (A bank in USA)
ECRS Open checking account Long steps (34) 24 steps
(Great Western Bank in
USA)
ECRS Paper-less Document production Tablet/PC on the desk
w/o paper
meeting w/o paper
(Hokkoku Bank)
217
1. Industrial Engineering and Lean Banking
Item Point Cause Improvement
(Case)
ECRS Paper-less No way to meet with the | Checks by sales data in
No contract for loan client Yahoo, data of
No investigation of the reputation in the
company internet.
(Japan-net Bank)
21
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:L 2. TQM (CS) and Lean Banking

Item Point Cause Improvement
(Cases)
Courtesy Concierge service in the lobby Where to go Less waiting
Assurance (Many banks)
Convenience Extension of service hours (Sat, Busy in weekdays Cs
Sun, etc.) (Many banks)
Convenience Branch in shopping center for retail | Time CS
banking (Shonai Bank)
Convenience Money exchange in many Tourists who have Cs
currencies several currencies (BoA)
Courtesy Standing operation for customer Desk with chair for
customer
(A bank in Japan)
Responsiveness Possible products Consultation Cs
Reliability Big screen (Ogaki Bank, SMBC)

Convenience
Time

Transaction via Internet

Time to go to the bank

Internet banking
(All banks in Japan)

Responsiveness

Management consulting
Function of cooperate banking

Not bankable client

Bankable company to
provide loan, strong tie
(Many banks)

13

2. TQM (CS) and Lean Banking

Case: Lean Approach in a Bank

= Ogaki-Kyouritsu Bank: Integrated screen

= Transaction screen + Customer information screen

= At the teller who inserts passbook to teller machine
—Transaction, balance and customer information at a glance

—Good proposal, consultation, sales
= Customer information:
= Balance of each account

= Contracts

Transaction

Customer
Information

21
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2. TQM (CS) and Lean Banking

Case: Lean Approach in a Bank

= Customer focus

= SMBC Bank: Touch panel (20 inches)
= Product information, FX chart, Market information,

Simulation, graphs
= Palm authentication

= Sales

215
3. 5S and Lean Banking
Item Point Cause Improvement
(Case)
Seiri/Seiton Things in moving line | Put things without Put away: Daily use
thinking of staff or not
movement (A bank in Japan)
2149
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i 4. Seven Wastes and Lean Banking

Item Point Cause Improvement
(Case)
Waiting Customer service Claims Less response time
(Response time) (BoA)
Use of IT
Waiting Multi-skilled worker Less tellers than the Less waiting
Number of tellers (Queuing needs (SANWA
Theory) No generalization (TMUFJ now))
Waiting Control queues by simple Who is next, irritating Less waiting
numbering notices (Many banks in the
world)
Waiting Concierge service in the lobby | Where to go Less waiting
(Many banks in Japan)
Processing | Unnecessary reports Even not reading Time, unnecessary
Output from MIS (IT) work
Defects Operation manual, Checklist Mistake, claims Less mistakes
Standardization
217
Gantt Chart example
Work Plan
ProjctXYZ
No. Task Output W ho week1 [ week2 | week3 [ week4 | week5 | week6 | week7 | Week8
1|Keck-offm eeting Team building TELMT, MM \ 4
2|M eeting w ith top m anagem ent |M eeting m em o TEMT ——p
3|0 rganize progct team ProjctO rgan ization TF Pr e
4{hterview /D ata collection Interview mem o TENT MM < >
%P lann ng departm ent e
*Alldrectors <=
*M idd le m anagem ent G
* Custom ers G|
5|Analysis Analyses, strategy, GSF M T,M M < »
6[Reportw riting (O raft) D raftreport MT. MM - >
(D iscussion (Top, M iddle) D isussion m em o TEMT, MM S
8|F nalize the report Finalreport MT. MM <=
9[Presentation TF v
21
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Inventory in Office Work

T-account Case: Application processing

* Open envelope

* Input to the system

+ Send back when mistakes
* Input to the system

Open envelope Input to the system

New 500 No mistakes 200 ---> No mistakes 200 Input 200

Remaining 300 | Mistakes 600

Send back Input to the system

»

Mistakes 600 Sent 200 ---* Return 50 Input 50

[ Not yet send 1,400

Remaining 1,000

219
5. TPS and Lean Banking
Item Point Cause Improvement
(Case)
Workflow IT enabler (Groupware) Delay of works Less delay
Automation
Through One-piece by one-piece Batch Lead time
Production Less WIP
Setup time -Database for the meetings Long preparation Productive meeting
reduction -Workflow automation
Poka-Yoke Checklist Many small mistakes Less mistakes
Visualization Numbering for the queue Who is the next Cs
Visualization Signs: ATM/Teller for ordinary Where to go Less waiting, less
transaction/Consultation/FX/ wrong queue
220
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5. TPS and Lean Banking

hrough production (No Batch)
TPS: “Multi-skilled worker”
Multi-skilled teller at a bank

Multi-items salesman

TPS: Through production
(Prerequisite of JIT)

Case: Workflow Automation

22
:L 6. BPR and Lean Banking
Item Point Cause Improvement
(Case)
Centralization | Dealing from the office by use | From non-member to New operations
of IT member of TSE (Securities houses
(Order management system) in Japan before
1990)
Centralization | Physical paper documents Missing documents, when | Where the
control (Inventory control to discard document is
system for documents) (Daishi Bank)
Workflow IT enabler Delay, miss-routing Less delay
Automation
Through One-piece by one-piece Batch Lead time
Production WIP
Operational IC tag attached to files of Difficult to find the file Quick access to
changes housing loan especially old one the physical file
(long term) (Nagoya bank)
22
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IC tag in Inventory Control

Item information with address ¢ Easy to find the item, because IC
in the shelf tag and PDA tell where it is.

¢ Physical inventory counting becomes

Handy simple.
antenna

PDA: Personal Data Assistant
Warehouse

-Less than 1mm x 1mm- IC Chip with ID
- RFID (Radio Frequency ldentification)

- Plus antenna

/
IC tag on pallet

223

Case: Lean Approach in a Bank

= Banks: Numbering for controlling waiting
= Use of Queuing Theory: Shorter queue

Number display device

Number ticket issuer Withdraw ticket

= Further system sends notice to i-Phone.

22
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IZEN (Continuous Improvement) in
Healthcare and Supermarket

®
r~

w
'l

4
b=

229

Case: Virginia Mason Medical Center
(Virginia Mason Production System: VMPS)

"Production” in Health Care

How does the term "production” apply to health care? Patients of course are not cars.
Yet both manufacturing and health care are filled with complex production processes. In
health care these processes include admitting a patient, having a clinic visit or having
surgery. These processes should embrace the concepts of quality, safety, customer
satisfaction, staff satisfaction and cost effectiveness. The Virginia Mason Production
System is all about optimizing each of these on behalf of our patients.

» Shelf of supplies in operation room: Supply from outside, shelf with slope

» Patient Safety Alert System: Most alert reports are processed in 24 hours.

» One-Stop Care for Patients with Cancer: Eliminate the need for patients to travel
throughout the hospital for chemotherapy by observing their visiting every section,
waiting and how treated.

» Getting Back to Nursing: Cell method (multi-skilled worker, team), supplies in patient
rooms

» Express Treatment in the Emergency Department: Sorting (minimal services with
express treatment and extensive ones)

» Primary Care: Non-direct patient care (e.g. reviewing lab results) in between patients
visits, Setting up each exam room identically with needed supplies.

* VAP zero in ICU: Use of standard operation manual and zero defect principle.

224
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Case: Ideshita Clinic (Japan)

Goal: Arrival to departure within 60 minutes
* Use of video
* Analysis of movement of medical record file

U

« Elimination of Wastes
« Layout changes

Remark: National Institute of Health (NIH) in USA is
Promoting Toyota Production System in Healthcare
industry

227

Case: Iwakuni Medical Center

= TQC is not only for manufacturing but also for service
industry.

= Iwakuni Medical Center: 160 beds, 18 doctors, 275 staff

= NDP (National Demonstration Project on TQM for Health)

= QC Circle

= Theme: Why so many nurse calls?

= Fish Bone Chart: Meals, Treatments, Nurses, Nurse call
Position----- Major Causes
= Solution alternatives: Do not forget the time to treat
Prepare meals quickly
Fix nurse call position
Improve staff motivation
= “Reduce nurse calls by frequent visits to the patients”

= 825 calls/week ---> 543 calls/week

228
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Case: Itoyoka-do (Supermarket) in Japan

2S (Seiri/Seiton) in backyard and Visualization
+ Place for the specific item is clear by white line.

Elimination of Wastes
+ One day inventory when some one in-charge of some item is off.
- Pair system: Two people can handle the item.
* Loading items received to container-> Use container from
suppliers to the shop
- No loading task (unnecessary process)

Through production (not in batch)
+ Cut many cabbages and wrap -> Cut one cabbage and wrap
- No transportation (Waste) and
- Not necessary to put cabbage on the table beside
(unnecessary process)

229

*(AIZEN (Continuous Improvement) in
' Hotel

9
jica

Zip-rn
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Cases

5S
= Key box, positioning
= Switches for lighting (which switch for which lump)
= Amenity box: easy to missing ones. (Standardized box)

ECRS (Eliminate non-value added work)
= 7 wastes

= Eliminate bringing PJ/bathrobe to the room 2> Guest picks at the
lobby (Toyoko inn Cambodia)

= Eliminate setting shaving set > Guest request it at the reception
and pick it up. (Airport hotel in Istanbul airport)

= Eliminate counting the number of sheets - Supplier counts.
« Eliminate supplying poster cards and map.

231

Case

= ECRS (Simplify)
= Window cleaning by robot

Supplying only bottle of water to the refrigerator (many
hotels)

=« Supply if guest request.

« Eliminate stock counting/control.

= Eliminate complaints on the stocks

=« Assuming many convenient stores and supermarket close to the hotel.

=« Use of load carrier.

= Use backpack type cleaner (Battery, no power source cord)

= Use of robot cleaner (Rumba)

= Use of IT: Communicate by ‘Line’ (Internet) with ‘Already read’
« Use of IT: Daily report in excel (not hand writing)

= Coffee machine: Guest handles.

= CRM: Input customer’s preference (Sake, food, etc.) to Tablet
(Zinya with 100 years history)

= Reservation system (Zinya with 100 years history)
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Cases

TPS: Multi-skilled worker: very common.
= Skill map
« Visualization: Who can do what.
=« Discussion between staff (own evaluation) and manager on the skill map.
= Standardization

=« Add favorable job (e.g. sweeping) after counselling (Zinya)

TPS: Visualization
= Remote control for air-condition/telephone in English language

TPS: Poka-yoke
= Manual for training
= Checklists

TPS: Standardization

- i I
Sweeping manua 233

Cases

TQM: Fishbone diagram
« Identify causes of glasses/cups by drawing Fishbone in a team.

Communication

= Share the issues between shifts.
= Meeting everyday at 17:30
= Guest cards

= Communicate by 'Line’ (Internet) with ‘Already read’

Inventory control
= Order point, Visualization

Energy saving
= Light on/off by sensor (Spanish hotels)
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Cases

= Discuss on who are the target customers (Hoshino Resort)
= Family?, Ladies?
= Which shops are necessary?
= High-grade shops without customers
= Money exchange
= Travel agents/rent-a-car
= Business center functions could be limited now.
= Breakfast is so important?
= Think about something which could be eliminated.
= Amenity
= Selective: Only good ones
= Eliminate unnecessary ones (e.g. comb)

= Gift shop (products made in Cambodia)
= Wedding ceremony at the chapel (Western style)
= Stop telephone messaging system?
= Difficult for guests: Language 235

j Proposal Sheet

Improvement
theme

[ Current status ] [ Status after the improvement ]

"

Issues ] [ Solution ]
1

W~

Causes ]

@

36
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j Example of Proposal Sheet

Improvement
theme

Bottles fall down on the conveyor and staff to raise them up is necessary.

[ Current status ]

U~ On0n

[ Status after the improvement ]

(R

L
[ Issues ]

1. Additional work to raise the fallen bottle up.
2. Messy situation on the conveyor.
3. Loss of water.

=
[ Solution ]

1. Slow down the speed of the conveyor line.

2. Change the design of the bottle

e =
[ Causes ]

1. Speed of the conveyor line
2. Unstable shape of the bottle.

3.
437
Reference: .m
Toyota Production System: Beyond Large-Scale Production
(English) 1988/3/1
Taiichi Ohno
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KRJC Business Course Syllabus

1. Information of the module

1) Title of the module: Business Plan Development

[2-EXUNNV]

2) The target audience: Top and middle Management
3) Participation fee:

4) Period of the module: 9 days (30 hours)

5) Targeted achievement: All participants become familiar with the frameworks to develop business plan. Output of the course is a draft of business

plan of the participant’s company.

2. Overview of the module
14 frameworks are introduced: 1) Company name, 2) Corporate philosophy, 3) 4Cs, 4) Positioning (X-axis, Y-axis), 5) Value, 6) SWOT, 7) Strategy,
8) Marketing, 9) CSFs, 10) Organization, 11) Strategic partners, 12) Business flow, 13) List of assumptions and 14) Financial projection. Then each
framework is used in a team in workshop.
3. Lecture profile
Tetsuo Fukuyama completed his undergraduate degree in Administrative Engineering at Keio University. He then joined Kanebo Co., Ltd. (now
Kuracie and Kao), where he worked in production management areas for the textile, cosmetics, food and pharmaceutical industries. Tetsuo Fukuyama
was then sent by Kanebo to the Georgia Institute of Technology, where he got the master’s degree in Operations Research. Later, as a partner at Price
Waterhouse, he was in charge of Financial Service consulting, Human Resources and Strategic Management, providing guidance to financial
institutions, IT companies and manufacturing companies on strategic and operational areas.
Since starting Truspire in 2001, Tetsuo Fukuyama has provided management consulting to a range of listed companies and SMEs. In addition, he has
been working in developing countries, delivering lectures and training courses for business professionals on Strategic Management, Business Plan
Development and Production/Quality Management. He also advises SMEs in these countries in both the manufacturing and service industries. His
basic approach is grounded in the philosophy and theory of Japanese management methods.
He is also the Team Co-ordinator of the EBRD program to support SMEs in Central Asia.



The countries Tetsuo Fukuyama currently supports with onsite consulting include Laos, Myanmar, Cambodia, Kyrgyz, Kazakhstan, Uzbekistan,

Tajikistan, Mongolia, and Palestine.

4. Syllabus
Form of training and role of BC
member ) o If there are any
Day & . . o Brief Description of | changes from last
: Topic Expected Brief Description of the content Case study round, if yes, why and
Time Lecture & derati | , ,
Practice gyoBgatlng eli what.
. Any other remarks
&Workshop etc member if any) y
Day 1 | Briefof .......
. Participants’ photo
1 hour Ove_rv1ew of Lecture and background
Business Plan . ;
information
2 hour Lecture
3 hour Lecture
Day 2 | Briefof.......
Framework Honda, Trusoire
1 hour Company name, Corporate Lecture
Philosophy
2 hour 4Cs, Positioning/Differentiation Lecture gpsitioping the business by two gljecdlca (Sony)
imensions S
Economic crisis situation
Garage
Positioning/Differentiation PPM
3 hour Value for Customer Lecture Morinaga
Hokuriku System, and so on
Day 3 | Briefof.......
1 hour | Information gathering Lecture
. . . Organize several Discuss the company selected by team
2 hour Group discussion and presentation | Workshop
teams members
3 hour Group discussion and presentation | Workshop Vision, Mission, Credo, Positioning, 4Cs
and Value
Day 4 | Briefof.......




Vision, Mission, Credo, Positioning, 4Cs

1 hour Group discussion and presentation | Workshop and Value
Corporate Philosophy (Vision, Manage the
2 hour Mission, Credo), Positioning, 4Cs Presentation presentation
and Value
Corporate Philosophy (Vision,
3 hour Mission, Credo), Positioning, 4Cs Presentation
and Value
4 hour | SWOT analysis Lecture
Strate Use Strength, minimize Weakness, catch Xéss\:ggtic company in
5 hour &y Lecture opportunities and prevent/hedge Threat : pany
Marketing Pair approach Palestine
PP UKCP
SWOT analysis
6 hour | Strategy y Workshop, group
! discussion
Marketing
Day S5 | Briefof.......
1 hour CSFs (Critical Success Factors) Lecture Automotive industry, Software business,
Supermarket
2 hour Organization, Strategic alliance Lecture
3 hour CSF, Organization, Strategic Workshop, Group
alliance discussion
Day 6 Briefof .......
SWOT, Strategy, Marketing, CSF, | Presentation and
1 hour Organization, Strategic alliance discussion
SWOT, Strategy, Marketing, CSF, | Presentation and
2 hour | Organization, Strategic alliance discussion
3 hour Business Flow Lecture
Day 7 Briefof .......
1 hour List of Assumptions Lecture
. . L. . . Lecture Juice production
2 hour | Financial projection/Simulation cHur ];u::l diI;rg rznt
All frameworks Workshop, Group
3 hour discussion
Day 8 Briefof .......
1 hour All frameworks Workshop, Group
discussion
2 hour Mange group

All frameworks

Workshop, Group




discussion

discussion

3 hour All frameworks Workshop, Group
discussion

Day 9 Briefof .......

1 hour Preparation for the presentation Workshop, Group
discussion
Presentation and

2 hour | All frameworks discussion
Presentation and

3 hour | All frameworks discussion




Business Plan Development

October 24 — November 2, 2018

This Course:

O To understand the framework to develop business plan

O To develop business plan frameworks (Output: Draft of
Business Plan frameworks)

O To evaluate business plan

O Entrepreneur

O Top management who evaluate business plans

O In-charge of planning, and new business development
O Financial institutions to evaluate business plans

O People who study Business Planning




Schedule (15t week)

Time | Session Topic Page
Day 1 1,2 | Overview of Strategic Business Plan 6
3 FW-1: Company name 27
FW-2: Corporate Philosophy
Day 2 FW-3: 4Cs
4 FW-4: Positioning/Differentiation 50
FW-5: Value
Day 3 5 Information gathering / Backup 78
a
v 6 Workshop: Vision, Mission, Credo, X-Y, 4Cs, Value —
7 Workshop: Vision, Mission, Credo, X-Y, 4Cs, Value -
8 Presentation of FW-1, FW-2, FW-3, FW-4, FW-5 -
Day 4 FW-6: SWOT, and other analyses
9 FW-7: Strategy 85
FW-8: Marketing
10 | Workshop: SWOT, Strategy, Marketing -

Schedule (2" week)

Time | Session Topic Page
FW-9: CSF,
11 FW-10: Organization, 129
bay 5 FW-11: Strategic partners
12 | Workshop: CSF, Organization -
13 Presentation SWOT, Strategy, Marketing, CSF, _
Day 6 Organization
14 | FW-12: Business Flow 145
15 FW-13: Assumptions 151
Day 7 FW-14: Financial projection/Simulation
16 Individual discussion on the business plan -
17 . - - - -
Day 8 18 Individual discussion on the business plan -
19 | Preparation for presentation 163
Day 9

20

Presentation/Evaluation




Introduction

Name: Tetsuo Fukuyama,
JICA Expert & EBRD EGP Team Coordinator

Company: Truspire Co,. Ltd. (www.truspire.com)

Business 10 years in a Japanese company- Production control
History: 14 years in Price Waterhouse - Management Consulting
23 years in own consulting companies- Consulting

Please write down your:
Name:
Company:
Industry:
Responsibility:

Interests in Business Plan:

Overview
of Strategic Business Plan

- Planning Process

- Document Structure
- Entrepreneur Spirit
- Collaboration




Strategic Business Planning Process

Corporate Philosophy W
Vision/ Mission/Credo: <
Setting the company@’s vision and mission. J

Positioning of Business Domain:

From two aspects of X-Y axis approach, grasping
present situation, finding hidden new business
domains, and considering directions to go.

A

) Internal
External Enw_rctnment SWOT Analysis: e
Analys!s. Grasping positive and negative factors Examining your
COI!ECt |nformatlon on the may affect your business, both in the company’s current
business environment, and present and the future. resources (Capital,
examine your posmon in the T Materials, HR, Info.,
business field in the future. Strategy T aies)

Based on results of SWOT,
Use Strength, Minimize Weakness,
Catch Opportunities, Hedge Threat

[ CSF Definition: ]
Clarifying factors which you havegdo right to manage the company.

[ Operation/Organization> Assumptions>Financial Projection ]

Business Plan Process

Core in Business Plan

= Story: Business concept
= Tell your unique story in 3 minutes.
= Evolving document ----- Business Plan
= Discussions among the team (with Confidentiality)
= Visualization (Charts, Graphs, Photo)
= Research: Industry and Market
= Your own eyes and ears

= Secondary sources (Statistics, Newspaper, Magazine and so on)

= Experience
= To convince investors

= Know (What you know) vs. Believe (What you think)
= Why you?

= Road map and goals
= For investors, too




Document Structure

= Primary Sections of a Business Plan
= Executive Summary
= Business Concept
= Industry & Market Analysis
= Customer and Marketing
= Technologies
= Operations
= Management and Organization Plan
= Assumptions and Financial Appraisal
Why you, Why now, Why me
9
E X e CULIVE S UMM AN .o 4
1. Introduction
1.1 Business Overview
1.2 Vision
1.3 Mission
14 alue P iti Ei ial .9
1.5 Value Proposition - Social, Environmental, and EcCONOMIC ... 10
1.6 Critical Success Factors ... 11
1.7 Current Status ............. 11
2. Market Opportunity . ... ... ... .12
2.1 Market for Organically Grown CottonN ...ttt eeice i aaiaaeeaaaaanns 12
2.2 Market for Socially Conscious Goods. . 3
2.3 Market for EarthlyTouch Products ...................
2.4 Target Customer Segment .............................] Case:
2.5 Competition.................. ... -
3. Solution to the Market ... Soclal Entrepreneur
3.1 Product Concept ... ... - -
3.2 Productline........ Organic T-shirts
3.3 Distribution Channels.....
3.4 Organizational Structure .. T bI f C t t
3.5 Manufacturing of Products .. a e o on en S
3.6 Logistics and DistribUtion .. ... e ieeeiaieeeaeeaieaeaeeeeaeaeaeeaeaaeans 19
4. Marketing PP lan .o 20
4.1 LAY E= T g = AT T e T e e Y 1 o= T = 20
4.2 PR Programs ......... .20
5. AV = T g E= e 1= g o= N S = T T o 21
5.1 Founders and Management T eamm ...t iaaeaaaaaaaaaas 21
52 Board of Advisors........................ .22
6. Financial Analysis......................... .23
6.1 Financial Quotes and Assumptions . .23
6.2 Financial Projections.............
7. Social Impact Analysis ......
7.1 Areas of Impact: Social, Enviro
7.2 Social Impact Projections
8. Funding request
Appendix: Income statements from year 1 1o Year 5 ... i 27




Visual Inspection System

Application Uncoated, film-coated, sugar-coated tablets with
tablets printed mark on one or both sides; scored tablets;
tablets with engraved mark
Tablet size Round tablets:
5-12 mm in diameter and 2-8 mm in thickness
Shaped tablets:
5-12 mm in width, 2-8 mm in thickness,
5-21 mm in length Non-standard shape tablet is
also applicable.
Non-standard shape tablet is also applicable.
Inspection Dirt, scratch, adherence of foreign particle, crack,
items chip, deformation, different color, discoloration,
scratchy print, blurred print, hair, mottled tablet,
etc.
(Algorithm to improve inspection accuracy has been
added.)
Inspection Face, back, and side
surfaces
Inspection Defects equivalent to a 50 punt or larger black speck
accuracy
Processing 350,000 tablets/hour (actual value; dia. 6 mm).The
capacity value according to the size and shape of tablets,

Tablet automated visual inspection system

. Hopper 11.Face 3 optical unit

. Vibratory feeder 12.Face 2 optical unit (Optional)

. Flow-control turntable 13.Face 4 optical unit (Optional)

. Height&width gate 14.CCD line sensor camera

. Disc conveyor unit 15.Rejection unit

. 1st belt conveyor unit 16.Defective tablet collecting bin

. 2nd pelt conveyor unit 17.Uninspected tablet collecting bin
. Side % optical unit ~ 18.Acceptable tablet outlet

. Side ¥ optical unit ~ 19.Touch panel

Q. Eace 1 antical unit 20.0Operating panel 11

P oo ~NoO O wWNE

Case: Business Plan 2012 Table of Contents
- Visual Inspection System Company

1. Management Environment 6.

2. Business Policy 1.
1. Perspectives and Management Issues 2.
2. Target of Year 2012 3.
3. Current Situation 4

4. Segmentation of Visual Inspection

5. Strategy 7

3. Market Analysis

1. Domestic Market

2. Overseas Market

3. Market Trends

4. Sales Trend
4. Customer Analysis

1. Customer Needs 8.
5. Competitive Analysis 9. Target and Plan

1. Competitors

Basic Technologies and Future

Marketing

o~ =

Business Partners and Organization

10. Financial Appraisal
2. Comparison of Competitors’ Products 1.

2.

Basic Technologies and Applications
Production Process and Technology
Major Parts and Suppliers

Issues of Technologies and Development
Plan

Products Plan
Products Structure
Channels

Pricing

Promotion

Cost Structure

Investment Plan

12




Plan + Entrepreneurship

Business Plan Reality
i <Investors’ Attention>

@ Collaboration

Not only document,
but also face to face

Business Commitment

From Business Plan to Business

<Commitment to the business>

= Eagerness to the business, enthusiasm and self-confidence.
= Ambitious sprit, absorbing ability and flexibility.

= Leadership, communication skill, ability to deliver, and
involvement of others

<Implementation of the business>

= Once you set a business plan, you have to manage to
implement it as much as possible.

= You have to be accountable on implementing a business
plan to your investors.

= Never give up!




Entrepreneur spirit

What is “Entrepreneur spirit” ?

Direct involvement: Everyone is to be the decision maker.
“Ownership”

Positive thinking: Take every possibility as a chance.

Global minded: Gathering niche markets and grow it to

a large market.

Love to your products: Enhance market competitiveness

of the core competence.

Those are common spirits among successful venture companies.

Already successful, established companies, too, should not forget

entrepreneur spirit.

15

Important things in business success

= ldea

= Team

= Business Model
= Fund

= Timing

All are important.
What are the orders of importance?

16




Source of Finance

Your account
Family

Relative

Friend

Angel

Venture Capital
Bank

Stock Market (IPO)

O O 0o o o o o g

17

Collaboration

= Collaboration with others (with confidentiality)

Fact/Data/Information/Knowledge
(Collaboration) ---> Understanding

Listen to the others’ opinions to prevent self-centered
view.

Collaboration is important to improve your business
plan.

Explaining to investors, and asking for opinions from
reliable persons.

18




Ladder of Business Intelligence

Strategy: from the higher, the better.

INTUITION

Collaborate

Domain of
human brain

UNDERSTANDING

Domain of IT/ Validate/modi KNOWLEDCE

computers with experience

Provide
intelligent INFORMATION
context

Integrate,
order

Courtesy of:

CIO WISDOM
Dean Lane et al
© 2004 Prentice Hall

19
Summary of Strategic Management
Vision & Mission |
1. X-axis, Y-axis | 4
’ 3. Strategy |
Management by CSF
N 7
@ To do
2
Business Dimension % Action
Plan
2.5WOT Analysis | — 7
Strength Weakness il i g
Add CSF
J
Opportunity Threat
Use Strength, Cover Weakness, Catch Opportunities, hedge Threat /
Business Plan should cover the above subjects. ] 20

10



Use of simple framework

g—
(FW-1) Company nhame
(FW-2) Corporate Philosophy
(FW-3) 4Cs
(FW-4) Positioning: X-Y
(FW-5) Value
. (FW-6) SwoT
Strategic (FW-7) Strategy
Business || — (FW-8) Marketing: 4Ps , Customers and Channels
| Plan (FW-9) Critical Success Factors (CSFs)
(FW-10) Organization
(FW-11) Strategic Partners (With Whom)
(FW-12) Business Flow/Business model
(FW-13) Assumptions
(FW-14) Financial Appraisal
—

21
Planning by Software
= Bad Case
= Market, customer, SWOT analysis:not conducted
= Without collecting enough information, only financial aspects
were planned. ?0-\(\&\
Table of Contents ~— .
= For making a
1.0 Executive SUMMANY -« v st aecnccnrnrans 1 . .
o comprehensive business
20 a2 plan, its better to use
2.2 Start-upSummary ... ... .ia e 2 f k nd examlne
3.0 I;-;MManamI!tvgsSummary .............. a ramewor a
; 3 ar egmentation .. .. ..,....... 4 focal pOlntS than to use a
4 gy and Impl atlon S Yiea & K
41  Soles SHategy . . uurerennrnrer... 5 klnd Of Software_
5.0 Management SUMMEarY . « v oo veuunaan.. . 6
51 PersonnelPlan..........c000n0e0ns 6
6.0 Financlol PIan . vvcvsecvrrvrnranensnans 7
6.1 Break-even Analysis ., ............. 7
6.2 Projected Cash Flow .. ... .......... 8
6.3 Projected Balance Sheet . . .. ........ 10
6.4 BusinessRatlos.................. 10
6.5 Projected Profftand Loss .. .. ........ 12
APPandi s v . i s i et mama s aras .. 14 22

11



Steps of Documentation

Frameworks Presentation

w/Redundancy

Discussion
(Collaboration)

Documentation
(Business Plan)

U )

+ Strategic areas +
* Operational areas

U

J

23
Document Structure and Framework
Executive Summary
(1) Company name
. (2) Vision, Mission and Canon/Credo
Business Concept (3) 4Cs
4) X-Y
Industry & Market Analysis (5) Value
(6) SwoT
(7) STRATEGY
Customer and Marketing (8) Marketing: Customers and Channels
(9) CSFs
. (10) Organization
Technologies (11) Business Flow/Business model
(12) Strategic Partners (With Whom)
Operations (13) Assumptions
(14) Financial Appraisal
Management and Organization Plan
Assumptions and Financial Appraisal
24
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(FW-1) Company Name

25

(FW-1) Company Name

= Honda
= Truspire
= Your company name?

26

13



(FW-2) Corporate Philosophy

Vision, Mission and Credo

27

Framework

28

14



(FW-2) Corporate Philosophy- Vision

A company/organization vision should:

Be a conceptual statement describing what the
company/organization should strive to be and to attain.

Imply the direction to be taken and the challenges to be
faced.

Inspire and provide non-specific directional guidance.
Develop a team spirit.
Why we exist.

29

Vision

= Clarify Vision by Questions

What is your dream?
What do you want to accomplish?
What is your company’s trigger to start the business?

Why does your company contribute to your
country/society?

What are your company’s key words?

Who will be in trouble and how, if your company goes
bankrupt?

What will your company be in 10 years?
What will your company be after 50 years?

30

15



Vision - Case

HP:"winning e-company with a shining soul”;we believe that diversity and
inclusion are key drivers of creativity, innovation and invention.

JIN (Eye glass): Provide all people who wear eye-glasses with clear sight
and good looking ones in the least and the most appropriate price.
Facebook: Mark Zuckerberg

Make the world open, beyond the border, beyond the race and beyond the
religion.

LJI

To be number one business management and Japanese language Institute
in Laos and becoming the hub for cultural and intellectual exchange in the
region.

Eathlytouch

Increase US consumers’ awareness of social issues and provide a
way for consumers to contribute in tackling environmental issues
of cotton production and community issues of organic cotton
growing countries

31

Vision (& Mission) Statement

Toyota Global Vision in 2011
"Rewarded with a smile by exceeding your expectations™

Toyota will lead the way to the future of mobility, enriching lives around the world with
the safest and most responsible ways of moving people.

Through our commitment to quality, constant innovation and respect for the planet, we
aim to exceed expectations and be rewarded with a smile.

We will meet challenging goals by engaging the talent and passion of people, who
believe there is always a better way.

Toyota Visionary Management: The Tree Metaphor

Toyota has employed a tree metaphor-focusing on "roots", "trunk" and "fruit"-in expressing
the Toyota Global Vision.

Roots: Toyota values

Trunk: Stable base of business

Fruits: Always better cars, Enriching lives of communities

32
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Better Vision

= PC maker

Develop higher performance/lower cost PC

VS.

Develop PC which elderly people can use and
enjoy

Create value for customer

33

Better Vision

= Honda

To be Japan’s No.1 in Motor Cycle

VS.

To be the World’s No.1 in Motor
Cycle

Around the start of the company in 1950s ,

when the number of the employee was 40.

The higher the vision, the more stimulant the
creativity, which creates the bigger evolution.

34




(FW-2) Corporate Philosophy- Mission

A company/organization mission should:

= State the company/organization wants to be now
and should do now.

=« Define the company/organization’s scope and
operations.

« Differentiate the company/organization from
other companies/organization in the same
industry.

35

Mission

= Carry out Mission
« What do you do?
= What should you do?
= Who are your customers?
= What does your company exist for?

= What is your company’s role in the
country/society?

= Where is your territory?
= What are barriers to conduct your business?
= What are the roles of your staff?

= How do you differentiate your company from
competitors?

36
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Mission - Case

= AVIS Rent-A-Car
= Our business is renting cars. Our mission is total customer
satisfaction.
American Red Cross

=« The mission is to improve the quality of human life; to enhance
self-reliance and concerns for others; and to help people avoid,
prepare for, and cope with emergencies.

= LII
= LII will continue to improve and carry out its human resource
development and intellectual/cultural exchange activities with
high quality which meet society demand at all time.
Earthlytouch

= Design high quality garments made of organic cotton grown in
Uganda, and market them in the United States with emphasis
on promoting awareness of environmental and community
issues

37

Case: H-System Integrator
in Toyama prefecture

[Develop Vision and Mission statements

*System Integrator
*Sales: US$ 70 million
*Employees: 550

*Share holders: H-Bank, Fujitsu

"Q‘\‘

38
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Case: H-System Integrator
in Toyama prefecture, Japan (2/3)

Vision

Co-existing/ Co-expanding with domestic clients

= Help domestic companies with IT and expand the
business with their business expansion.

39

Case: H-System Integrator
in Toyama prefecture, Japan (3/3)

Propose and provide optimal IT solutions to
domestic clients to be more competitive
» Leading edge IT will be learnt through big projects of global companies

* Provide optimal solutions which fit to the level of domestic companies, using
the above knowledge

Mission

* Become a kind of IT home doctor for domestic companies (Big project will be
introduced to Fujitsu to work together)

projects . Medium sides <:£
% ] (Japan-wide)

( \ Domestic
Leading edge R |:> Stable S.E
and .
Global Technology Ventures (domestic)
oba
Companies H Optimal IT
" Sl Domestic H bank
Fujitsu S stem | comeanies @ In Hokuriku
NTT y area
Matsushita c%’;?:tge B Medium sized
Etc. With Fujitsu (Domestic)
For big

40
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Case Study- DIVA Corporation w3

Corporate Profile
Name: Diva Corporation (now part of Avant Group)
Product: Package software for consolidated accounting

CEO: Tetsuji Morikawa,
Born in 1966, with consulting background

Inception: May 26, 1997 (Founding members have worked on
consolidation accounting software development since 1992)

Employees: 734 (as of April 2018, group total)
URL: www.diva.co.jp

41

Diva: Vision and Mission
(2/3)

Create and provide management support software
for excellent companies to be superior

To be the company with 100 years history (2007).

To provide financial intelligence systems for
global management to support sustainable
growth of our customers’ businesses.

42
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Diva: Clients a/a)

900 Number of clients
800

200 Over 800

600 . .

200 Major Clients

400

300 Asahi Kasei Corporation

200 Canon Finetech
100 JAL

0 Japan Tobacco
Mitsui Estate Company
NEC
Nihon Unisys
Nippon Oil Corporation
NTT DoCoMo
Panasonic

No customer has replaced DivaSystem with Shimadzu Corporation

other products Sony Music Axis
Toshiba

Toyota

FY1998
FY1999
FY2000
FY2001
FY2002
FY2003
FY2004
FY2005
FY2006
FY2007
FY2008
FY2009
FY2010
FY2011
FY2012
FY2013
FY2014

Number of Users, 1998~2014

43

(FW-2) Corporate Philosophy- Credo

[ Behavior pattern, Standards, Shared Value, or Ways ]

Case

= Honda
= Independence
= Fairness
= Trust

= Hewlett Packard
HP Way (Standards of Business Conduct)

= Honesty, Excellence, Responsibility, Compassion
Citizenship, Fairness, Respect

44
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Credo - Case

= Company K
=« Humanitarianism based on “Love” and “Justice”
= Service to society/nation
= Scientific rationalism

45

Case: Culture Convenience Club (CCC)

Started in 1982 as record rental. Sales: Yen240billion, Profit: Yenl14billion, 40 million members,
1,400 DVD, etc. shops (now, non-listed company)

= Vision: The culture Infrastructure that CCC creates.

In response to our holographically changing times and lifestyles, CCC develops "culture
infrastructure,” the mechanisms that bring more joy and happiness to people and society through
all phases of living, by continually offering new "lifestyle recommendations” via retail stores, online
services, card services, and one-to-one marketing services to those people who have "My Style,"”
or a sense of individuality.

= Mission

People have started seeking a sense of individuality or "My Style" through entertainment selected
from among books, movies, and music, and across various lifestyle settings like shopping, driving,
pets, cooking and travel. Our planning adds color to uneventful, everyday living. Across all kinds of
lifestyle settings at places that allow, CCC presents a broad selection and services to people that
are conscious of "My Style."

= Credo
= promises

= Qratitude
46
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Exercise

= How to cope with criminals in the company?

47

(FW-3) 4Cs

Please define your:

Company

General information such as size of the company

Customer

Competitor

Channel

48

24



Major Aspects in Strategy

4Cs

O Competitors
O Company
O Customer
O Channel

Know your environment
Know yourself

Know your competitors
Know your customers

Know your sales channels

sefueyd [elUsWUOIIAUT

Supplier
Old/New

Old/New
Competitor
Old/New

Channel
Old/New
Customer
Old/New

‘ Product/Service

49

(FW-4) Positioning / Differentiation

(FW-4) X-Y-Axis Analysis
To clarify the “value” of the company
(FW-5) Value

50
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Framework

Positioning of your business:

Positioning the company business by
- defining X-axis and Y-axis,

- mapping the business, and

- mapping the competitors.

— T N )

51

X-axis and Y-axis

Objectives and Advantages: X-Y axis analysis helps you;
(1) to grasp your present situation,
(2) to find hidden new business domains to take in, and
(3) to see which direction your business goes.

Method:Define X axis and Y axis, Y
whatever you try to analyze.

(e.g. Competitors, Market,
Products, Risk, etc.)

The more you think, the better X and Y axis you find,
the better analysis you can do.

52
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Defining the Axes

Find X and Y which are not co-related.

When X and Y are highly co-related, the selection of two
axes are poorly defined.

Return

Risk

Generally, the higher the risk, the higher the return.

Appropriate continuity in each axis: Be creative!

53

Case: TV and PC Approaches

Entertainment

Attitude of contacts to}
media

Active Passive

Access Browsing

Interactive One way
Contents }

Information

54
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Case: Japan Center

)
g' Aid Agencies
University (MBA)
3
f§_r.
Short-term course Long-term course
55
Positioning/ Differentiation
Clear positioning (X-Y axis analysis) is ‘must’.
| |
Company
Approach:
Company Competitiveness
< > |
Customer/Market:
Best explanation about
customer/market
56
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'S’ Security

Competitor
ABC
(No.1)

Human

oriented oriented

Customer/Market: }

Organization size/Type

Company
Approach:

Technology or
Human

57

Supermarket KZ
-Customer Axis v.s. Company Axis

High income

Product Culture

The way of sales of grilled chicken

seems ‘culture’

« Event sales/Demonstration sales

» To change buying culture with some
enjoyments.

* How to cook some products.

« Consulting sales.

29



59

City Taxi Positioning
-Customer Axis v.s. Company Axis

Foreigner
No Russian_ I:>
Language

Foreigner
Russian Language OK

Customer axis

[ Company Approach:

Company Competiti

Aid agency/NGO

Human orporation Technology
oriented approach oriented approach
(Negotiation)

(IT, Internet)

It will take time
to take this market.
More than 10 years,
because people are
accustomed with
use of unlicensed
drivers

Unlicensed Taxi
(Ordinary drivers)

60
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Positioning in the market
Case: Real estates, ASP service, Chicken food farm

Real estates

Specific service <

ASP service

Overseas
-~

[N

Big eqterprise

v

Micro Business

System ¢
development

O

v
Japan

P ASP service

> One

stop shop

Chicken food farm

Raw (Pﬂ:king)

P Nation-wide

Regional <

v
Ready to table

61

Exercise: Use of X-axis, Y-axis in your life

= Please define the X-Y axis for ‘travel’ in your life.

62
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Differentiation from existing products
Case: Product ‘M’ positioning (1/2)

Competitor Analysis
e Think as a customer

* Tablet means medicine. However,
FRISK is OK.

¢ Liquid type is more acceptable than

Target tablet type.
direction

SAIIOIPPY

Medicine Natural

63

Consumer’s View (2/2)

* Guarantee of safe product

« Difference from taking vitamin from natural food
« Differentiation from liquid type multi-vitamin

+ Image

« Use of existing brand

« Difference between taking various tablets and one multivitamin
tablet

« Unnatural way of taking a tablet

* Vending machine could be a channel with Tobacco, as a
supplement to increase vitamin taken away by smoking.

« Some specific effect, like good for fatigue eyes

¢ Convenience store channel

32



(FW-5) Value

Define “Value” of products/services,
by asking why customers buy your product/service from you.

X-Y analysis helps you define the value.
= Differentiation = New “Value” for customer
= Positioning of your company: different from your
competitors
= Value by market segment

= Segment:
Geographic, Demographic, Psychological (Life style),
Behavioral

65

Value by segment and occasion

HQ/Control
Foreign Initial @
Target !
Japan Next Goal
Japanese Foreign Operation

1985-1991 : 25 out of 50 foreign securities houses were clients.
Value: TSE member operation know-how

1992- : not Value

33



Era of Value for Money

Function
Cost

Value =

Function = Product, Service, Quality,
Company credibility, Response,
Integrity, etc.

Function Up/Cost Same

Function Same/Cost Down

—— | \/3|ue up

Function Up/Cost Down

Function Up/Cost Up
(small)
Function Down/Cost Down

Reduce the risk of
losing your customers

(big)

67

Value for Customer

= The value which customer perceives is not simply product
characteristics like functionality and quality, but various aspects of
offering of the product.

Case: Motorcycle

® Product characteristics
Appearance (size, form, color...)
Functionality (versatile, unique, simple...)
Performance/Quality (efficiency, durability, reliability, trouble-free...)
Usage (easy to use, maniac)

® Maintenance free

® Services
Well-kept after-services
Careful/polite explanation

® Convenience
Easy to obtain (whenever, wherever)

68
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Value for Customer - Case: Askul -

Established in 1993 as a mail order department of a stationery mfr PLUS
(the second largest in the market), and span out in 1997.

<Market background>

= The top share company monopolized the network channel; focused
on wholesales to small retailers and direct sales to big customers.

<Askul Strategies>
= Setting SMEs as their main customer, and exploited new market.

= Establishing fast delivery network as its name “Askul” suggests.
(=meaning “coming tomorrow”)

<Value for customer>
= Less stock of stationeries.
» "Fast, reliable and cheap with broad assortment.”
= Rising needs for the other mfrs’ products.

= Prioritizing service improvement. Handles of other products led its
rapid growth. Sales USD 2.3 billion (2015)

69

Importance of customer “Value”
Case: Webvan (1/4)

= Good idea is not always good business strategy.
= The following is the case of Webvan:
= What is the value for customer?
= Did not study their competitors (supermarkets).

« Competitors can enter the market with delivery
service.

= Did not study company cost structure well.
= Infrastructure cost, delivery cost, handling cost
=« Low margin business
= Failed in 25 months, after US$ 1 billion investment

70
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The Webvan Mission
Case: Webvan (2/4)

“The Last Mile for e-Commerce”

Personalized delivery of
the world’s finest products
to your doorstep

71

Revolutionary Ecommerce Operations
Case: Webvan (3/4)

72
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Strategic Lessons learned from Webvan
Case: Webvan (4/4)

Focus on how value will be created.
WebVan focused on the technical aspects of online ordering and home delivery. They
didn’t have a good enough idea of how their potential customers would realize value from
them.

Stress higher margin products.
Since the focus on grocery items was very low margin, the potential for profit was small.
They should have included a product mix that included higher margin products from the
outset.

Define what motivate the customers to buy your goods/services.
Especially after the economic bubble burst, people are not willing to pay a premium for
internet shopping and home delivery. In fact, the motive for internet shopping was lower
price. Webvan needed to focus on cost savings for its customers rather than
convenience.

Look for partners to share capital investments and costs.
WebVan should have tried_to leverage other distribution systems or find more ways to
share its intensive capital and labor investments with other companies seeking such a
delivery network. Because WebVan was able to raise a lot of capital during the .com
boom, they assumed they could do it alone.

Provide for actual display of products.
Shoppers want to actually see what they are buying. Safeway Stores, a major grocery
supermarket chain, now has the capability to take online orders for home delivery. But,
people can_come to the store to see the general quality of what they are buying. It will be
interesting to see how Safeway will do in this business.

73

Value

= Panasonic: Pana-Station

« Delivery, Installation, Guidance of the electric
appliance

= Any time to go.
« Target segment=Aged people

=« Aoyama Flower Market Co., Ltd
« Proposal of life with flower
=« Pretty bouquet

74
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Value

= Office cleaning company
=« What are the values?
?
?
?

= OA equipment sales
=« What are the values?
?
?
?

75

Value in Product Definition

S

Character Essence in one word < A
* B
« C
Value Customer’s benefit

Specificatio  Attribute
n

76
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Information Gathering/ Backup

Fact finding

7

Information gathering (External)

Collect external information: Facts/Data/Information/Knowledge
Business environmental changes, 4Cs, market size, trends, etc.
Secondary source:

= Internet: Google, other search engines.

= Journalistic sources: Books, newspaper (general, industrial),
magazines, TV.

= Institutional sources: Industrial associations, NPO

= Government sources: Statistics, Import/Export Statistics
(Worldwide standard code) and so on.

= Academic sources: Technologies
Primary source

= Even if no statistic data is available, you can collect information
by yourself.

Shortage of analysis: You cannot analyze if you have not enough data and
information

78
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Information gathering (Internal)

= Collect internal information

= For existing company’s business plan (ex. 3-year plan)
= Organization chart
= Company brochure
= Financial figures (last 3year P/L and B/S)
= Product/service catalogue (information)
= Operation sites
= Competitors
= Plan (production, sales)
= Market, market share, customers
= Suppliers
= List of shareholders

79

Information gathering (Primary Source)

= Questionnaire
= Interview/hearing (by two people)
= Group interview
= Less than 10 people
Facilitator
Note taker
(Magic mirror)
= Research
= Full scale
= Quick
= Legman

80
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Case of no statistics

= When statistical data is not available, collect information by
yourself.
Case: Commercial laundry service

» Contact laundry service at 4-star hotels.
- collect lists of service and price of the competitors.

Case:Second hand mobile phone market
* Ask your friends: 16 out of 20 — real data!
- How often do they change mobile phone?
- How do they decide where to buy?
- What kind of service do they wish?
* Visit retail shops to see their business, prices, main target customers.
* Check foreign trends of second hand mobile phone market through

website to forecast the market in Cambodia.
81

Case of no statistics
Case: Market size

= Feasibility Study/Business plan on ‘Plastic Metallization” in
Saudi Arabia
= No data of the market of ‘Grill Type Louvers’

= To estimate the market:

= Import data of fluorescent, hot cathode discharge lamps (ton) +
250 grams per lamp averagely

= Used study of the market of fluorescent fixture by Ministry of
Finance and National Economy, ‘A Guide to Investment
Opportunities’.

= Used information on Building Permits to estimate fluorescent
lightning fixture + Lightning fixture per square meter

= Visited shops.

= Interviewed hotel operation manager where | stayed.

= Estimated % of lighting fixture with louvers or diffusers.

» Estimated % of non-metallic diffusgb_'fL Size of the target market ]
= Estimated % of grill type louvers 82
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Case of no statistics
Case: Market size

Fluorescent
Needs

* 9.6-18.4 million units : 250 g/tube
* 80% new demand
« 1.75 fluorescent tubes/fixture

40%_| Lighting Fixture w/o

Total Loyvers or
L Diffusers |
Fluorescent
Lighting Fixture Louvers
Needs 60-70% (Aluminum)
(5- 6 million) Lighting Fixture w/ /
60% Logvers or
L Diffusers |
Diffusers
30-40% or
L_louvers (Grill) |

MoF&E Study
Estimates
4.9 Million

Estimates Based Upon
Building Permits

90%

10%

Diffusers
(Plastic)

Louvers (Grill Type)

(Plastic)

(90,000-144,000)

Bt s

83

Analysis

[ ]
r~

w
T
4
g

(FW-6) SWOT Analysis

Company

Channel

Competitor
Customer/Market

84
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(FM-6) SWOT Analysis

= SWOT Analysis = a summary of analyses.

= Check if collected data are analyzed well.
- Are they internal conditions? Or external conditions?

- How does it affect your objective?

(1) Company

(2) Competitor

(3) Customer/
Market

(4) Channel

\\4CII

Strength Weakness
Opportunity Threat
Collected
) . favorable Un favorable
information

85

(FM-6) SWOT Analysis

Identify favorable and unfavorable factors to your business
objective, both in the present and in the future.

: ¢ Internal factors
e Current

¢ External factors

e Future

Strength Weakness
l Opportunity Threat
Core Business
Competencies Risk

86
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SWOT Analysis: View Points

Strength/Weakness : Internal, Current

O Competitor
-Comparison > Difference

O Company (People, Material, Capital, Technology, Information)
-Finance (Profitability, Growth potential, Financial security, Efficiency, Productivity)
-Operation (Business process, Productivity, QC, Supply stability)
-Organization (HRD, Skills and knowledge (Core competencies), Top management,
Partners, Culture)
-Assets (Factory, equipment, facilities and Brand)
-Product portfolio, Cost structure
-Information Technology

O Customer
-Strong/Weak relationship
-Main products, price, claims, CS
-Values offered to customer
O Channel
-Strong/Weak sales channels

81

SWOT Analysis - Opportunity/Threat View Points

Opportunity/Threat : External, Future, Changes

O Management Environmental Changes

-Technology

-Legal aspects

-Political aspects

-Economic changes

-Cultural aspects

-Geographical aspects
O Competitor

-Strategy

-New products/services

-New competitors market entry
O Customer

-Changes/Trends in demands
O Channel

-Changes

O Supplier relationship

88
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Risk Management and Threat

Countermeasures
@ AVOID: Change management, planning and aspects, to avoid risk.
@ CONTROL: Plan to reduce impact. Develop a contingency plan.
@ ASSUME: Accept impact, prepare for risk.
@ TRANSFER: Transfer risk or responsibility to a third party (insurance,

etc.)
Signific M "r fmum Th,‘reat

High Risk Rigk isk >\l'\‘

inor Significagt | Major //' AVOID

Ris Risk \ON"==flgle== CONTROL

Minor \M@) Signific % ASSUME
Low Risk Risk Risk TRANSEER

Low High -
l‘ External Analysis

! Changes in the World and Japan

9
ICA

SirTh

90
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Changes in the world
= (1) Globalization

Production with international tie-ups
Global market
Interdependencies among the countries
Production and sales in the same place
= Japanese enterprises
Global standardization
= Quarterly Disclosure
= RosettaNet in SCM
« IS09000, IS014000: market entry barrier
= Quarterly closing

i World Economy and Strategic View

I'-Ionda: Design in Japan, Sub-assembly in the Philippine, Sub- assembly in Thailand
Assembly of Engine is China.

Uniqulo: DeS|gn in Japan, Raw rﬁ"éha‘l{Torag (Japan), Yarn (spinning) ingfhdonesia,
weaving, dyeing and sewing in China
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Changes in the world

= (2) Information Revolution

= Internet

= Cloud Computing = No more IT resources
« H/W, S/W, Application Packages
=« Storage(DB) cost drop

=« IT Ubiquitous

=« Mobile phone use
Ticketing in Japan (Railway ticket, Show ticket,
etc.)
Internet/e-mail

= Two dimensional bar code

93

Changes in the world
= (3) Stakeholders

Suppliers
Vendors

INFORMATION
PEOPLE

CAPITAL

RESOURCES

TECHNOLOGY
MATERIAL

Employees

W A corporation’s stakeholders include its customers, employees, investors, and all
other parties with a stake in the success of the corporation. -David R. Vincent

Competitors

Regulators

47



in a Global Economy?

* What is the Management’s Job

Suppliers
Vendors
INFORMATION q Competitors

To convert resources to stakeholder value

* Changes in the world

= (4) One-to-One

= Only-you approach is possible now.
= Data mining
= IT revolution (including Internet)
= On-demand

= Customer-centric

96
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* Changes in the world
(5) Ecology

= Buddhism:

= Something precious (life) exists in
mountain/river/grass/tree

=« Animism

= Environment friendly
« Constraints to the business (Cost issue)
Pollution
CSR
= Business in environmental areas
« Water
« Sewage
= Energy saving
=« Eco-products such as Eco-car

91

* Changes in Japan

Rapid increase of aged people
Decline in the number of births

Structural changes
« Deflation experience
» Lay-off experience

Foreign investment in Japan (Japan
Passing)

Chinese market
Earthquake/Tsunami on March 11, 2011
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Analysis of Company - Service/Product (garage)
Case: Performance Rating vs. Customer Importance

Extremely Important

(A) Concentrate here! (B) Keep up the good work
Job done right
the first time O)

O

Fast action”
on complaint

Low prices Courteous and

on service O (O friendly service
Poor Excellent
Performance Performance

O Convenient
to home
Send out _
O maintenance notices
(D) Possible overkill

(C) Low priority Slightly Important

99

Analysis of Customer/Market
Case: Suntory (Beer company)

In 1996, Suntory entered to market of Shanghai, China.

Shanghai Market: more than 500 small suppliers.
Market share of summed top 3 companies- 30%.
= Foreign beer companies trend to persist their original taste.
= Suntory made detail analysis on the customers in 1997.

Targets: 20~30yrs old. Survey on “Taste”, “label”, “PR”
and so on.

New Product: beer with right taste and low alcohol.
New Promotion: advertisement through TV and airship.
= Result: Explosive sales !! Achieved top share in 1998.

45% shares (for household, 75%) in Shanghai (Y2002).

When entering to a new market, customer should be
analyzed thoroughly.

100
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Analysis of Customer/Market
Case:Suntory (Beer company)

= Existing competitors did not grasp customer needs.
= Foreign brewers insisted on their original flavor.
= Chinese local brewers were less fashion-conscious.

= Suntory analyzed customers and successfully matched their products
to the customers’ taste.

Light taste beer

Reality
= Suntory

Beer as fashion Beer as alcohol

Foreign
Brewers

Strong taste beer

101
SWOT Analysis Steps
Fact, Data, Analysis
Information,
Knowledqj} @
> C%?:ilrj]a > > Zz;';y >> Revise > > Get > > Finalize >
X SWOT consensus SWOT
Storming statement
Tentative Revised Final
SWOT SWOT SWOT
10
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(FW-7) Strategy

= 6W2H

= Use Strength, Cover Weakness, Catch Opportunities, and hedge Threat

103

Strategy/Strategic Management

Step

Position

Being different Strategic Management

O Why
O What
O Who
O Where
O When
O How much
O How

O With whom/

Time

Y ﬁ%

Check

- Strategic
Scenario| = pjan
Act <::D

(Correct)

Management = Plan-Do-Check-Action

104
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Scenario: 6 W2H

Summary Statement

Who
What
Why

When
Where
Whom
How
How

Customer

Products, services

Value for the customer

(Why they buy, Why you do the business)

Timing, Time span

Channels

Tie-up with whom (partnerships)

How many, how much

How to organize the business (operation, business process)

105

Strategy based on SWOT analysis

Long-term Scenario to do the following:

O Enhance/Use the company Strengths

O Minimize the Weaknesses

O Take/Catch the Opportunities

O Hedge/Prevent the Threats

106
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Case: Visual Inspection Syatem-SWOT

Strength

Weakness

*Own technology and know
how

*Business history No.1 in the
world

*Line up
-Few engineers know the clients’

sites.

Opportunity

Threat

-Overseas market

Intention to the quality of the
product

-Japanese pharmaceutical
companies’ factories in
overseas

*Copy products
*FX risk
- Spin-off of visual inspection section

from pharmaceutical companies

107

Strategy

Enhance software development capability including the quality

Use Strength (Own technology), Minimize Weakness(Line up),
Take Opportunity (Expansion of the market), Prevent Threat(Copy)

O Al Rumba V.S. Panasonic cleaner: Soft or Hard

O Same thing maybe happening in Viswill. \
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Strategy

Merge M’s visual inspection division and obtain the clients (M)

.and their technology

To keep (Strength)
-No.1,

To minimize (Weakness)

-shorten the distance to the clients,

To take (Opportunity)

-retain users (M) who will be expanding,

To hedge (Threat)

-competition by user’s visual inspection division and their spin-off,

- FX risk.

O For the users, to keep the visual inspection division will be a burden.

O Competitors including overseas ones may merge them.

109

Case: ABC Cosmetics in Palestine-SWOT

e Quality

* Natural raw materials

» Strong R&D and Know how
» Experience

« Health Certificate

« Direct Distribution Channels

Opportunity

* Regional Market

« Growth of Halal Market in the world

» Cosmetic demand in Gulf countries

» Consuming made is Palestine Products

HR ( Marketing Team )

Variety ( internal competition between many
products)

The Company Name and Brand names
Inconsistence of Colors in brands

Lack of Market and Competitors Knowledge
Lack of Marketing Strategy

Brand Building

Low Market Share Especially in North West
Bank

Low usage of the production capacity
(20%)

Threats

Competition with Chinese & (lIsraeli
Products?)

Selling Functional Cosmetics which causes
skin problems

Instability of Political Situation

Access and Movement
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Case: ABC Cosmetics in Palestine (Strategy 1)

To open small shops
owned the company for
direct sale to the clients (
we recommend to open
one shop in Hebron,
later in Bethlehem and
Ramallah and etc. )

Who : local customers
What : all items

Why : quality , natural

When : within one year

Where : their own shop

Whom : consultant, experts people in
shop management

How : team to manage the shop

Case: ABC Cosmetics in Palestine (Strategy 2)

To market products in

Saudi Arabia \

Who : Saudi Arabia customers
What :standard products
Why :quality, natural

When : 3 - 5 years

Where : distributors, wholesales , agent
Whom :distributors

How : team or specialist
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Case: ABC Cosmetics in Palestine (Strategy 3)

irstly decrease the number of
the products with inter-item
competition.

To sell standard items using the
current distribution channels (

most sellable standard items )

while the remaining items \
exhibit in their small shops (
onsultanC)( sales)

Who : local customers
What : all items

Why : quality , natural ,direct distribution
When : within one year

Where : retailer shop and current direct
channel

Whom : current distributors ,accountant,
consultant

How : calculate profit margin for each
item, select items, understanding
-~ ) e b

nraducts

Strategy based on SWOT analysis

Case: Company U, Kazakhstan

Strength Weakness

= Channel to Russia = Advanced technology (XYZ, etc.)
- Partners (Transformer: XYZ) =P
- Sales agents -

= Production facility

Opportunity Threat

= Lose customers to

New products market such as XYZ (500+ units/year) | - China for low end products (High-end, too)
; - Siemens/Trench, ABB for high-end products (XYZ,
etc.)

114

57



Strategy based on SWOT analysis

Case: Company U, Kazakhstan

Strategic alliances with companies with
advanced technologies:

e Product: XYZ, Tie-up possibility: Japanese company,
Market: Russia, When: 2007-08

B Is this strategy changed by economical fluctuation?

Strategy should be long term.

Strategy should overcome the fluctuation of economy.

u
u
B In 2011, they are negotiating the strategic alliance.

B [n 2012, transformer from Chinese factory of the Japanese
company, Company U assembles it with their product and the

product XYZ is exported to Russia.

115

PDCA Cycle * Prototype development

Japanese company’s visits to Kazakhstan

» Di i Tie- ities)
* Contact to a Japanese company

Japanese company’s visit to Kazakhstan

* Visit to Japan to negotiate technological tie-up

Trial not satisfactory level

Difference in
understanding of

{

Q Sample’
4-§£munu' s improvement

e Trial by the company

Strategic alliances with
companies with
advanced technologies

¢ Continuous discussion

* Request for proposal
(Sales of the products)

Management=Plan-Do-Check-Action (PDCA) Cycle

114
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Strategy based on SWOT analysis
Approach of paring: S/O, S/T, W/O, W/T

Uncontrollable

External, Future

Opportunity Threat

_ Aggressive Differential
Q % Strength
=0 =
=2
=Ny .
% g Step-by-step Defensive
® |8 | Weakness

117

Exercise

SWOT Analysis — Distributor of pipes: Company Z

Distributor of pipes in Kazakhstan

Strength

Weakness

= Logistics
= Direct sales (own retail shops)

= Stock shortage
= Staff capability

Opportunity

Threat

= Construction/Agriculture market
= Regions (less competitive)

= Economic crisis

Pairing S/W/O/T

* S (Logistics)/ T (Economic crisis)

» W (Staff capability)/ T (Economic crisis)

* W (Stock shortage)/ O (Construction/Agriculture market)
» W (Stock shortage)/ O (Regions (less competitive))

118
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Exercise
What can you think of strategies for Company Z?

Pairing S/W/O/T

=S iLoiisticsliT IEconomic crisis'

in less competitive situation).

119

(FW-8) Marketing: 4Ps

Product/Service: Quality, Design, Brand, etc.
Price: Discount, Payment term, Credit, Pricing structure, etc.
Promotion: Advertisement, Direct marketing, PR, etc.

Place: Channel, Distribution structure, Network, etc.
= Where do buyers look for your product or service?

= If they look in a store, what kind? A specialist boutique or in a supermarket,
or both? Or online? Or direct, via a catalogue?

= How can you access the right distribution channels?

= Do you need to use a sales force? Or attend trade fairs? Or make online
submissions? Or send samples to catalogue companies?

= What do you competitors do, and how can you learn from that and/or
differentiate?

120
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Framework

4Ps (Marketing) Customers and Channels

Product

Channel (Place)

Price

Promotion

Price

Promotion

Price

Promotion

__Product | _Price | _place | _promotion _

121

Market Segmentation
Case: Visual inspection equipment

Characteristics | Trend
Remarks

—~
Japan Japan
Overseas
EU/USA Japan
EU/USA
Korea Japan
Korea
China Japan
China
India Japan
India
Others Japan

F =N .3

Segmentation

122
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Segment, Channel, Promotion

= Define your target market, and examine how to reach
(channel) there.

= Case: Guest House Frangipani

Travel Agent Traveller

Travel Spots Traveller No/Yes

Embassy Visitor No

NGO/ODA Visitor No

Hotel Customer Yes Businessman
over-booked

Guest House Customer Yes
over-booked

Mouth-of- Society No

123

Soft Retrofitting Market Segmentation

. Public
Public School Apartment Government

Building

JUSWIUIDAOLD)

Public
Hospital

Bridge

=
=
=

Private
Hospital

Apartment with
Residents

Apartment
Upper/Upper middle without resident

Resident

- 9 9 Difficult
Difficulty in reaching an agreement el
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Marketing (4ps
Case-Disposable

d?::lper company

__Product | Price | place |__promotion |

Standard Lower than Pampers Current Words of mouth
items (Competitive pricing) direct Gift to a new born
(such as channels baby in hospital
Lucky Baby) Hospitals Each mother tells
another
Standard Lower than Pampers Indirect Partner program
items (Competitive pricing) channel
(such as (Wholesaler)
Lucky Baby) in Saudi
Arabia
Premium Same or higher price Current Social media
items than Pampers direct
channels
Sanitary 1st stage: lower price  Current Social media
Framework 6, 7, 8
-
(FM-6) B 1
| Analysis

Strength Weakness ™|

//

Opportunity _Threat

— v

(FM-7)

(FM-

:> Strategy

Marketing Strategy

=

o
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Operations _
Assumptions / Financial Appraisal

. ®
r~

[
b
4
bl

(FW-9) Critical Success Factors (CSFs)
(FW-10) Organization/Management Team
(FW-11) Partners (with Whom)
(FW-12) Business Flow
(FW-13) Assumptions in a Business Plan
(FW-14) Financial Appraisal

127

Summary of Strategic Management

Vision & Mission |
1. X-axis, Y-axis |

Business Dimension

=
2. SWOT Analysis | @

Ve
’ 3. Strategy I I C

Management by CSF

@
To do
@ 4.
Action
Plan

il

5. CSF

Strength Weakness ~ (  T7TTTTTTooos g
Add CSF
. J
Opportunity Threat
Use Strength, Cover Weakness, Catch Opportunities, hedge Threat /
Business Plan should cover the above subjects. ] 128
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http://www.jica.go.jp/index.html

(FW-9) CSF: Critical Success Factors

Factors which lead a company to success and must be done
right

5-6 factors (not too many)

Depend on;

- industry structure, competitive situation, position in the
market, geological conditions, economy, legal aspects,
environmental restrictions, etc.

Changed

Different by industry and by company

Management by reviewing CSFs

129

Sources of CSFs
= The industry
Industry position
= ex. A small company in an industry: CSF=protecting its
particular niche

= Environmental factors
= Fluctuation of economy
= National politics
= Population trends, regulatory trends, energy sources, etc.

Temporal factors
= ex. Loss of executives: CSF=rebuilding the executive group
= ex. Major supplier's factory fire/Damaged by earthquake and
tsunami

Value related
= Being different (Value) > ‘Styling’ in automobile industry

o L] oot
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Framework

The Industry

Industry Position

Business
Environmental Factors

Temporal Factors

131
Case: Automotive industry and Chrysler
| 1060s || 1970s || 1980s || 1990s || 2000s-Now
E Styling > X —
g Dealer .
S Quality
- Cost >
g o Control
g | = Restrictions . X
g3 (Pollution)
[ Ecology
132
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Lee Iacocca and CSFs

= InFord
= Started his career with sales: Dealer Quality
= Then, Mustang: Styling

= In Chrysler
= Hired capable staff with MBA : Cost Control
= Then, TV commercial showing himself: Image up

= Borrowed money from the US government
(Jimmy Carter): Cash

133

CSFs in Supermarket /Convenience Store

= Product mix on the shelves
= Inventory control
= Sales promotion
= Price
CSFs in Chemical Industry
= New product development
= Continuous supply chain
= Facility utilization

= Maintenance

134
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CSFs of Food Industry or Banking

= Critical Success Factors
. ?

.\) .\) .\) .\) -

135

CSFs and KPIs

CSF helps us find the areas which KPI is used to measure
should be watched so that the performance

success is ensured.

136

68



Management by CSFs

Delivery

Management [~ #

Top Management
Reporting System

137

The CSF Hierarchy

\ Industry CSFs ‘
7

‘ Company CSFs }——{Delivery Management
v

CSFs

Logses || ]

*Inventory control tJ ‘ Order management
*Warehouse managemen system

Education and Training in:
« Elimination of seven wastes
* Time management

138
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Words in Strategic Management
(Mission, Vision, Credo, Strategy and CSF)

Business

Behavioral standard
should be shared

Future | _____
- without dream in the future.

We can not work hard

among the people in
the company now and

Strategy |

Credo

in the future

Current
Business
-

Current business should be successful.
No current success means no future.

get bread.

Daily job/business is important to

We need a story/scenario to
make the dream come true.

139

(FW-10) Organization/Management Team

An organization should be arranged to respond promptly to
the decision of management team.

Organization chart: can help you to plan how the organization would be

/ is expanding.

—(‘(\'\(\\‘\‘
- Is same structure available for
your business?

- No. of staff allocation.
(according to plan of your business
expansion)

- Which section can you utilize a

partnership with outside?

Case: Organization of Toy Shop

.
Sales/Marketing
President Indirect Sales
Warehouse

Staff Center

Cleaner

Accounting

Administration

140
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Organization for Start-up

= When you start a business, Organization for start-up stage

organization should be as Sales [ Directsaes |
compact as possible. /Marketing

: - President -
= According to expansion of resieen
the business, organization HRM/General affairs

Administration =

should be arranged.
= One boss to report

Accounting

Management team

- How would be a management team? How often do you
have meeting (formal)?

- How to make a final decision of the company?

141

Basic Rules in Organization

= Rules
= Hierarchy
= Oder from one place (One Boss)
= Span of control: 3-6 staff
= Specialization
= Delegation
= Functional Organization
= At the start of the business
= Divisional Organization (Business Unit)
= Matrix Organization

142
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Further Evolution of Organization
Management

= For multi-business environment in a large enterprise, business units
would be formed by product or customer categories under matrix

control

Business Unit and Matrix Control

Function

Production

Finance

Logistics

Business Unit

Business Business
A B

Business
X

HR

143

Management Team
Case: Organic T-shirts company

CEO

CFO

CMO

6{0]0)

Advisor

Management Team

Chief Executive Officer

Masahiro Endo

« 6 years experience in management consulting

« Authored white paper on for Japanese Ministry of Foreign Affairs (1999)

« Co-founder of Truspire Co., Ltd. a management consulting firm in (2001-2005)
« MBA candidate, The Paul Merage School of Business, UC Irvine (2005-)

+ Bachelor of Arts, Government, The of at (1997)

Chief Financial Officer

CM

« 4 years of account management in telecommunications equipment industry

« Financial Analyst Intern, Gateway, Inc (2005)

« MBA candidate, The Paul Merage School of Business, UC Irvine (2005-)

+ Bachelor of Arts Honors Economics, Minor Information and Computer Science, UC Irvine (2005)

Chief Marketing Officer

B

« 5 years experience sales/marketing management in apparel industry

« Co-founder/Business Manager of Fyasko, an urban fashion apparel

« MBA candidate, The Paul Merage School of Business, UC Irvine (2005-)
« Bachelor of Arts Honors, Business/Finance, (2001)

Chief Operating Officer

KT

« 3 years timeline and risk management-mortgage servicing loans in default
« MBA candidate, The Paul Merage School of Business, UC Irvine (2005-)

« Bachelor of Business Administration, The (2000)

Board of Advisors

Executive Advisor
Js
+ 30+ years in apparel and textile industry
« 25+ years of consulting experience
« Management experiences at Levi-Strauss and Sears

Executive Advisor

YK

+ 40+ years in apparel and textile industry

« 20+ years in managing garment factory in

« Current managing director of Phenix Logistics Uganda Ltd. (2000-)

144
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(FW-11) Strategic Partners (With Whom)

Area

Partner

Why

Relationship

Management

Marketing/Sales

Technology

Administration

Purchasing

Production

Here, ‘Partner’ means organizations/persons outside the company to
support the company.

145

(FW-12) Business Flow

= How can you organize your business?
= Think of business process!
= Input, Output and Process

Input —% Process

146
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Business Flow of Net Off Corporation

Individual

Unnecessary items:
Jacket, CD, Bag,
Cellphone, Jewelry, Pickup
Watch, ......

Home Delivery
Service

147

Business Flow of ABC Bakery
it ABC Bakery ------------------ !
: i
night of previous da :
Braducten.arder - !
by TEL/FAX?? 1
Emducti.u.n.ur.der._ '
Shop / by TEL/FAX?? !
v
Supplier Supplier
(Myanmar) (Thailand)
[ Consumers ]
148
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Business Flow of OA Distributor

Shops

XYZ
Marketing
XYZ
v Singapore
ABC
Dealers 1
ABC XYZ
149
Business Flow of Rice Milling

i """"""""""" Rice Milling Company = ================== :
Rice seed i Revenue i
: Seed -White rice !
! Growing -Rice bran (Chaff) i

i -Processed manure (Fertilizer)
! -Seed i
! i
Rice Bran Expenses: |
! -Maintenance i

1 T
E AR _BEEESSiation i
age - 1
Fertilizer (Procc?ssed Manuie) Factory -Worker (Hourly charge?) i
i * Milling, *Factory, *Seed i
e __-Managementsalary __________i
Organic fertilizer v
Customer
(Market)
150
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UNIQLO
SPA (Specialty store retailer of Private label Apparel)

Planning Production Sales
Material Material Production Factory Warehouse Online Store Customers
Development [ Maker — —) (Outsourcer) (Outsourcer) [ =
&Purchase | Price Shops in Japan
Proposal
il Qc, PC Order Shops overseas
R&D Merchandising| sample Inventory
(Designer, Control
Patterner) —|
¢ ’ Order|
Design P/Q Requgst
Team
Design (TAKUMI) —
Order [Fechnical Discqunt
Advices
Quantity
Order Feedback T OPinionsl
Production Customer Center
Management Production
Sales Order
+ )

Plan

Marketing
(Sales Promotion)

151

(FW-13) Assumptions in a Business Plan

OPERATIONS with a lot of assumptions: List up assumptions as many as

possible.
- Sales/Production Planning

Year 1 2 3 4 5 6 7 8 9 | 10

S1oNnpo.ld

OO0 |m|>

- No. of units, Unit price
- Expenses: Fixed: Employment, depreciation, advertisement, social welfare,
marketing, interest, etc.
Variable: Raw materials, utilities, direct expenses,
subcontracting, etc.
- Investment — Financing (Capital, Loan)
-Investment items (New factory?, New shop?, New facility?)
-Clarify what areas and how much you invest.

- Manv other assumntions 152
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Investment

Total Investment

153

(FW-14) Financial Appraisal

= Reality of assumptions
= Check items of assumptions.

= Check if all assumptions are realistic.
» Including areas to invest.

= Operations should be thought over seriously to get
realistic assumptions.

= P/L and Cash flow forecast is the result of assumptions.

154
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(FW-14) Financial Appraisal

Assumption
-
Model P/L simulation
(Excel) / \
= *Office rent: 150,000 -> 100,000
imulati » Compensation: 20,000 ->
Simulation 15,000
* Raw material: 10/unit ->
] 12/unit
@ g Cash flow
Final Financial

* Minus -> Borrowing
Plan ]

Q\/Iinus ->Capital increase /

155

)

Case study: Fruit juice production

o Production of fruit juice
o There are many assumptions:
o Cash base transaction (not credit base)
o A/P, A/R and inventory are not counted.
o Equity/Loan:
o One year construction, not full production in the second year
o Price: 40 cents/unit

o Raw materials cost (Water, Ingredients, Flavor, etc.) : 15
cents/unit

o Direct labor cost: 4cents/unit

o Indirect labor cost: US$60,000/year

o Loan interest rate: 8%

o Depreciation of the facilities: 10 years
o Income tax: 30%

o Loan: 10 years
156




Financial Appraisal

Fruit Juice Production

Example; simple P/L and Cash flow

(Us$)
[Assumption [item 1 2 3 | 4 5 6 7 8 9 10 11
Investment 100,000
Equity 70,000
Debt 30,000
Construction
Operation
Production (Unit) 350,000] 450,000 450,000] 450,000/ 450,000{ 450,000 450,000] 450000 450,000| 450,000
Revenue 140,000/ 180,000/ 180,000) 180,000/ 180,000/ 180,000| 180,000/ 180,000/ 180,000/ 180,000
Production cost 138,900| 157,660/ 157,420) 157,180/ 156,940| 156,700| 156,460| 156,220/ 155,980| 155740
Raw material 52,500 67,500 67,500 67,500 67,500 67,500 67,500 67,500 67,500 67,500
[ 0.04 Direct labor cost 14,000 18,000 18,000 18,000 18,000 18,000 18,000 18,000 18,000 18,000
Indirect labor cost 60,000 60,000 60,000 60,000 60,000 60,000 60,000 60,000 60,000 60,000
[ 0.08 lﬁrest payment 2,400 2,160 1,920 1,680 1,440 1,200 960 720 480 240
[ 10| |Depreciation 10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000
Profit before tax 1,100 22,340 22,580 22,820 23,060 23,300 23,540 23,780 24,020 24,260
| 0.3]Income tax 330 6,702 6,774 6,846 6,918 6,990 7,062 7,134 7,206 7,278
Profit after tax 770 15,638 15,806 15974 16,142 16,310 16,478 16,646 16,814 16,982
Cash in 100,000 10,770 25,638 25,806 25974 26,142 26,310 26,478 26,646 26814 26,982
[Profit after tax 770 15,638 15,806 15,974 16,142 16,310 16,478 16,646 16,814 16,982
[Depreciation 10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000 10,000
Cash out 100,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000
Investment 100,000
Repayment 3,000 3,000 3,000 3,000 3.000 3.000 3,000 3,000 3,000 3,000
Free cash 7,770 22638 22,806 22974 23,142 23310 23478 23,646 23814 23982
Loan 30,000
Repayment 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000
Outstanding 30,000 27,000 24,000 21,000 18,000 15,000 12,000 9.000 6,000 3,000 0
157

Exercise: BEP

Fruit Juice Production

uUs$) at BEP 10% Growth  20% Growth
Year 1 2 3
Construction
Lt To know Break Even Point is
Production (Unit)
Revenue 0.40
Production cost b ette r.
Raw material 0.15
Direct labor cost 0.04
Indirect labor cost =
Depreciation 10Years
Interest payment 8%
Net Profit
Income tax 30%
Net Profit
Cash in 100,000
Captal contribution 70,000
Loan 30,000 Note
Profit after tax 1 Planning Targets
Depreciation .
Coghed 100,000 + Ist Year: Plan to operate at Break-Even Point
Investment 100,000 * 2nd Year: A 10% growth in production and sales
N etR : :;yg':\? 0 + 3rd Year: A 20% growth in production and sales
Cash balance 0 2 Simplification
Investment 100,000 + Ignore income tax in the planning; regard profit before tax as net profit
Total assets 100,000 . L. . .
Loan 30,000 + Calculate interest payment by multiplying outstanding loan by interest rate
Repayment (not based on average balance of the loan)
Outstanding 30,000 * Regard interest payment as fixed cost
Contributed captal 70,000
Retainod camings 0 * No work on cash flow
g
Total liabilities & equity 100,000 + No work on balance sheet items

158

79



Exercise: BEP

=Indirect Labor cost
+ Depreciation cost

+ Interest

=60,000
+10,000
+2,400

Y= Unit price * X

Y: $ value

Y= Variable cost * X
+ Fixed cost

=(Raw material cost+
Direct labor cost)*X

+Fixed cost
=(015+0.04)*X
+72,400
Fixed cost

(015+0.04)*X+72,400

= 0.40*X

0.21X=72,400

X=344,762

344,762 X: Number of units

159

Case study: Building rent business
-TOP Comfort

O O o O

Company name: From nickname of son and ‘comfortable’
Company President’s mother is the owner of the land.

Land is in the center of Vientiane.

President’s mother worked for the government for long time

and have good relationship with officers in the government.

u]

u]

Special tax treatment
Privatization with small amount of money

o Plan is to build a nice office building on the land and rent it.
o There are many assumptions.

u]

u]

u]

u]

Equity/Loan: 5 years loan
Rent price

Advanced deposit: 6 months
Number of staff
Depreciation/Amortization
And so on

160
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Building rent business

Company Name: TOP Comfort

Year 1 2 3 4 5 6 7 8 9 10
Investments 170,000
Equity 20,000
[ Debt 150,000
Revenue 24,000 24,000 48,000 48,000 57,600 57,600 57,600 57,600 72,000 72,000
$ 4,000
1st Floor
2nd Floor
3rd Floor
4th Floor
Advanced Deosit 24,000
6]
|Expenses 21,000 28,650 24,150 21,150 18,150 13.350 13.350 13,350 13.350 13.350
Staff compensation o 1,200 1,200 1,200 1,200 2,400 2,400 2,400 2,400 2,400
INo of staff o 1 1 1 1 2 2 2 2 2]
Maintenance
Utility (Common)
Security
Insurance
Privatizaation 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000 3,000
Advertisement 3,000 1.500
Land rent 0 1,200 1,200 1,200 1.200 1,200 1,200 1.200 1,200 1,200
Loan interest 15,000 12,000 9,000 6,000 3,000 [o]
Depreciation 6.750 6,750 6,750 6,750 6,750 6,750 6,750 6.750 6,750
Amortization 3,000 3,000 3,000 3,000
Operating Profit 3,000 —4.650 23,850 26.850 39.450 44.250 44,250 44,250 58,650 58,650
Inci)m tfax 450] [o] 3,578 4,028 5918 6,638 6,638 6,638 8,798 8,798|
15%)
Net profit 2,550 —4.650] 20,273 22,823 33,533 37613 37613 37613 49,853 49,853
Cash in| 172,550 5,100 30,023 32,573 43,283 44,363 44,363 44,363 56,603 56,603
Initial 170.000
Net profit 2,550 —4.650 20,273 22,823 33,533 37,613 37613 37613 49,853 49,853
Depreciation 0] 6.750 6,750 6,750 6,750 6,750 6,750 6,750 6.750 6,750
Amortization () 3,000 3,000 3,000 3,000
Construction 135,000
Lawyer 2,000
Furniture 10,000
Repayment 0 30,000 30,000 30,000 30,000 30,000 o 0 [o] o]
Free cash 25,550 —24.900 23 2573 13.283 14.363 44363 44.363 56,603 56,603
Cash Bal 25,550 650 673 3,245 16,528 30,890 75,253 119615 176,218 232,820
Loan | 10%| 150,000
Repayment 30,000 30,000 30,000 30,000 30,000
Outstanding of loan 150,000 120,000 90,000 60,000 30,000 o] 161
= Describe the following items of the company using frameworks:
(FW-1) Company name
(FW-2) Corporate Philosophy
(FW-3) 4Cs
(FW-5) Value
(FW-7) Strategy
(FW-8) Marketing: 4Ps , Customers and Channels
(FW-9) Critical Success Factors (CSFs)
(FW-10) Organization
(FW-11) Strategic Partners (With Whom)
(FW-12) Business Flow/Business model
(FW-13) Assumptions
(FW-14) Financial Appraisal
162
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Presentation

163

Presentation

o Select the business and brief it by 4C
o Existing company
o Planned project (Entrepreneur)

o Use Frameworks to develop cores of business
plan.

o Presentation on November 2, 2018

164
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Day 9 (November 2, 2018)

=« Preparation 17:30 - 18:00
= Presentation 18:00 — 20:15
. 18:00-18:15
. 18:15-18:30
. 18:30-18:45
. 18:45-19:00
. 19:00-19:15
. 19:15-19:30
. 19:30-19:45
. 19:45-20:00
= Speeches 20:00—- 20:20
= Certificate 20:20 - 20:30

165

Thank You!

tetsuo.fukuyama@truspire.com
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KRJC Business Course Syllabus

[S-EXHANNV]

1. Information of the module
1) Title of the module: = Marketing
2) The target audience:  Business owners, company managers, business start-ups
3) Participation fee:
4) Period of the module: 6 days X 3 hours = Total 18 hours

5) Targeted achievement: To be developing business people with deep and wide scope of marketing capability.

2. Overview of the module
This module is to study comprehensive method of marketing by using frameworks which are consisting of analysis of market place, development of
products and services, implementation of marketing activities through marketing mix. To be accustomed to those methods, participants are able to make
an effective and concrete marketing strategy.
3. Lecturer profile
Mr. Koji Uehigashi worked for Panasonic Corp. for 34 years and he spent most of his life to develop the market place of Panasonic products in the
world. He was assigned in USA for 5 years, 2 years in Taiwan and 3 years in the Philippines as top management.
From 2000 to 2015, he was acting as Chief Trainer of Marketing at Panasonic HRD Center.
Since 2015, he has been working as an expert of JICA for Business People Development in Cambodia, Mongolia, Vietnam, Myanmar and the Kyrgyz

Republic.
4. Syllabus

Form of training and role of BC
member . _ If there are an?/

Day & . . . Brief Description of | changes from [ast

Time Topic Lecture & Expected Brief Description of the content Case study round, if yes, why and
Practice myogeratmg role what.
&Workshop etc member (if any) Any other remarks




Day 1 | Marketing Basics
Introduction Lecture & workshop | Facilitator No change
Analysis of business Basic information about marketing Marketing circumstances
circumstances analysis by using 3C and
1.5 (1) 3C Analysis PEST Analysis
hour (2) PEST Analysis Lecture & workshop | Facilitator No change
First step in marketing to understand the
circumstances you are situated.
(3) 5F Model Facilitator Marketing circumstances No change
(4) Competitive Advantage The way to understand further about the | analysis by using 5SF Model,
h1(§151r (5) Inai Chart Lecture & workshop situation of Competitors, Customers and Competitive Advantage and
your Company Inai Chart.
Day 2 | Marketing Analysis
(6) Value Chain Analysis Facilitator Your company’s strength and | No change
(7) Product Life Cycle Analysis Especially the important analysis what is weakness gnalys1s by using
1.5 s ) . Value Chain Analysis
hour Lecture & workshop your company’s uniqueness in
comparison with other companies.
(8) SWOT Analysis Summary of all analysis onto | No change
1.5 (9) Cross SWOT Analysis All elements from PEST and 3C analysis | SWOT and Cross SWOT.
h O'ur Lecture& workshop | Facilitator are to be summarized in SWOT format for
making the strategy to take.
Day 3 | Marketing Mix — Product Planning
(1) Blue Ocean Strategy - To make a new demand in the market, Ce}sg studies of South West No change
1.5 Facilitator . Lo ) Airlines, QB House, etc.
hour Lecture differentiation is the key. Let’s find such a
demand.
(2) Value Curve Analysis Summary of your business No change
1.5 Your value to the customers are using Value Curve Analysis.
hour Lecture Facilitator significantly differentiated or not.
Day 4 | Marketing Mix — Product Planning
(3) Making Product Planning The product and service is the key Product planning by using No change
1.5 Lecture & worksho Facilitator important factor in the marketing. Value Curve Analysis
hour p Let’s study how to make product and
service
1.5 (4) Product Cone Development of product and service New Product Development by | No change
h O'ur Lecture & workshop | Facilitator depends on the efficient way of using Product Cone

communication to the customers.




Day 5 | Marketing Mix — Pricing Strate
g g gy
.. Pricing is the important elements in the Examples of retail business, No change
g p
(1) Pricing Structure - - . .
1.5 Lecture Facilitator marketing to attract you customers. production business and
hour service business
(2) Skim Price Penetration Price Examples of pricing strategy No change
1.5 (3) Price Elasticity Facilitator
hour Let’s study the basics of the pricing
Lecture structure and applications.
D ay 6 Marketing Mix - Place &
Promotion
L5 (1) Shop management - Point of Purchase is very important Examples of superior shop No change
. (2) Structure of sales formula Facilitator . front management
hour Lecture contact points for customers to make a
shopping.
1.5 (3) Cross selling up selling Promotion is very important to make Examples of sales promotions | No change
(4) Sales Promotional Events Facilitator more revenue to your business. Let’s learn
hour (SME) Lecture from examples.

* This table serves as an example and can be changed based on the planned number of module days.

5. Required items for use on the module apart from basic sets (white board, lap top and projector)
None
6. Tasks for preliminary preparation by BC members apart from the ordinal preparation and support, if any.

None



Koji Uehigashi

JICA Expert
Senior Consultant of Relo Panasonic Excel International.
Chief Trainer of Panasonic HRDC

Mr. Uehigashi Koji has been
working for Panasonic Corp. for
34 years and he has spent most of
his life to develop the market
place of Panasonic products in the
world.

He has been assigned to USA for
5 years,2 years in Taiwan and 3
years in the Philippines as top
management.

Since 2015, he becomes an
expert of JICA for Business
People Development in

Cambodia. Monaolia. Vietnam and




Question!

You are ordered to visit here for Market Survey
and what you see here is continuous same
villages. How do you report to your boss?

What is Marketing ?

One million Quarter-inch drills were sold last year

People don't want to buy a
quarter-inch drill. They 7
want a quarter-inch hole!" ]

Theodor Levitt




What is Marketing?

Rival of Cadillac?

?

Alfred Pritchard Sloan, Jr.
GM CEO

What is Marketing ?

What is the rival to Washing Machine?

?

Panasonic Philippines




Definition of marketing

Investigate how to satisfy
the demand of targeted
market , generate the
value and deliver to
customers and make a
profit

Understanding
customers, products or
service fit to the needs of
them and selling by itself

Peter F. Drucker Philip Kotler

Mr.Konosuke Matsushita

Don’t sell customer want.
Don’t sell customer desire
Sell what is good for
customer

Founder of Panasonic




3 steps of market analysis

Circumstances Targeting Differentiation

Provide solution (product or service) for the people
using your strength

To whom ? What ? How? How much? Where? When?

Points for implementation OSegmentation of market OProduct

strategies OTargeting OPrice
OKnow customers OPositioning where you  OPlace
OKnow market can use your strength. OPromotion

OKnow competitors
OKnow your company

Basic process of Marketing

R | Macro analysis I | Micro analysis I
Research @ | SWOT analysis | 3

STP

Segmentation
Targeting
Positioning

Segmentation I ITargeting I IPositioning I

M M Marketing Mix

Marketing Mix
I Promotion

Implementation
pC @Marketing organization@Coordination
@Business plan, Return analysis@Strategy

Control




Circumstances analysis

Macro circumstances analysis (PEST)

Elements of macro circumstances

*Regulation to industry
-Subsidiary to industry
*Intervention to market

-Religion *Morality  -Population  -Day/night
*Fashion *Trend *Households By age group
«Culture By region -Density

-GNP/GDP
~exchange rate, interest rate -
*R&D budget

commodity price

*Income distribution

-Latest technology

*Natural environment
*Environmental problem
*Preservation

Patent

Especially important 4 elements are

(P),(E),(8),(T).

[ J




Macro circumstance analysis (5 Force Model)

5 Force Model

- =

)

Michael Porter
I'Competitive strategy

[Check] PEST analysis

Political Economical

Social

Tchnological

Positive

Negative




) (e )

[ yespm

[Check] 5 Force Model

Competition New entrants Suppliers Buyers Substitututes

Attractiveness
of industry

3C analysis

Company
(skills, assets
& culture)

Consumer
(needs &
trends)

Competition
(weaknesses/
vulnerabilities)
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Competitoris & Possible strategy change. 3
satisfied [ NN 1
with current !
position? k .

Y

Strategy that
competitor
can’t react?

SrrrsEEEEEEEEEEEEEES

3C analysis: Competitor

>

*

®

reaction

eEEEEEEE

‘susssssEEsEEEEEEEEEEEE?

Evaluate satisfaction level
Competitor’s next move.

apabilit

Arouse needless

by competitor.

EEEEEEEEEEEEEEEEEEEEEEEEEEEER,

Y

-
4

‘snnmmmmmn®

How anticipated
next move affect
your business.

(]
[}
[}
L
*

*
Yssusssnsnmnnmnnnnns®

Y

Weakness of the
competitor

sEEEEEEEEN,

»

R R R R R R R R R

(NI EEEEEEEEEEEEEEEEEEEN,

‘snmmmnmunt

|

High

3C%#Hr Competitor

[ Management resources (quantitative) ]

) (

[ Large

Small ]

@ Market leader
@Expand market. Non-price competition.

@Differentiation from challenger, take
meet strategy.
@Lanchester strategy of the strong.

@ Competitive in a certain area.

@Management resources is less, but
quality of resources is as good as leader.

@In a certain area considered as leader.%
@Lanchester strategy of the weak.

Low

(aAnejenb) saounosaa Juswabeuepy

Challenger

@Aim for market leader

@Less management resources

@ Differentiation

@Original strategy

@Take it consideration leader will meet.

@Not considered as challenger.
@In all aspect, inferior to leader.
@Saving resources is essential.
@Copy already succeeded strategy.

[

Philip Kotler Marketing Management |




3C Analysis Competitor

Competitor: Use Inai Chart for analysis

Market Size Ave.Price Panasonic Sony Canon Nikon
Total : 803,714 €235.7 10.6% (85197)] 9.2% (74159)| 25.5% (205172)| 22.8% (183422)
structure ratio| 3.5%) 14.7% 42.8% 28.0%)
58,266 7.2%|DMC-G6 €557 951 DSC-RX100 €501 3,094 [E0s7000/REBE TUEOSKISSXTI €559 8,565 D7100 €1002 4,652
>=500 DMC-GX7 €932 653 DSC-RX100IIM2 €707 1,580 [EOS70D €1101 4,325 D5200 €606 4,523
DMC-GH3 €1023 439 INEX-6 €528 1,196 EOS60D(2010) €681 3,154 D7000 €665 2,774
0% 2.4%) 67.7% 2.2%)
47,062 5.9%|DMC-FZ200 €450 4,998 DSC-QX100 €442 528 [EOSG00D/RERELTAE0SKISS™S €405 2465 [NIKON1J3 €409 584
400-500 081000 REBELSLIIEOSKISSXT €445 3,050
DMC-LF1 €403 1,577 ALPHASLT-AS7 €438 524 s D90 €474 425
NEX-5T €484 65 G15 €416 3,102 D80 €490 30
9.4%) 21.2% 7.8%) 50.5%
77,452 9.6%|DMC-FZ70/DMC-FZ72 €392 2,396 IALPHASLT-AS58 €321 4,069 'SX50HS €397 4,198 D3200 €360 17,324
300-400
DMC-LX7 €384 1,602 DSC-HX50 €337 4,056 EOSM €304 1,493 D5100 €373 9,886
DMC-TS5/DMC-FT5 €314 1,454 |DSC-HX300 €390 2,726 [EOS550D/REBELT2UKISSX4 €361 180|P520 €330 9,485
235%) 5.2%) ] 36.0%| ] 27.5%)
87,579 10.9%|DMC-ZS30/DMC-T740 €285 8,232 [DSC-WX300 €258 3,783 o8t toonReBELTEOSKISS %0 €265 22127 [D3100 €282 16,196
250-300
DMC-TZ41 €298 6,255 DSC-HX20V €253 744 S110(2012) €276 5,349 | S9500 €256 4,326
DMC-FZ80/DMC-FZ62 €257 4,652 IDSC-HX9V €258 15 ' SX280HS €270 3,039 \W 110 €271 2,602
30.4%) 11.0%) 29.4%] 10.8%|
45,589 5.7%|DMC-TZ36 €219 5,141 NEX-3N €216 2,196 SX5001S €204 4,821 S9400 €204 2,324
200-250
DMC-ZS25/DMC-TZ35 €220 5,067 |[DSC-WX200 €215 1,961 IXUS255HS €207 4,392 |S6600 €211 1,223
DMC-TZ31 €236 1,825 DSC-HX10V €205 405 SX270HS €231 3,505 D3000 €204 445
9.9%) 12.9%) 11.4% 20.8%|
70,966 8.8%|DMC-529 €178 2,720 DSC-WX80 €161 4,135 SX260HS €190 3,568 1820 €193 5,248
150-200
DMC-TZ25/DMC-T2250 €186 1,698 | DSC-H200 €177 3,375 SX240HS €164 3,227 56500 €181 3,087
DvC 731,364 |DSC-TF1 €166 856 SX170IS €179 507 L320 €167 1,697
9.7%] 11.4%) 28.8% 15.7%)
150,550 7%| PMC-SZ3 €116 10,966 DSC-W730 €108 11,285 IXUS132 €101 18,070 S3500 €109 15,141
1po-150
MC-FS45/FH8 €104 756 DSC-QX10 €144 2,266 A35001S €122 5,620 S5200 €127 2,672
MC-SZ1 €110 631 DSC-WX60 €150 1,221 IXUS240HS/ELPH320HS €132 5,404 [L610 €141 1,523
4.6%| | 16.8%| 22.3%]
266,248 1%| PMC-XS 1 €98 5,180 DSC-W710 €84 10,688 |A2500 €72 24,405 L27 €65 24,873
=100 S2700 €87 13,876

MC-FS40/FHB €85 2,90 DSC-W610 €81 564

2,342 [DSC-W620 €74 417

|A1400 €60 6,631

SX1601S €98 5,009

S31€96 5,413

20/173

10



3C Analysis Company

Value chain

4 Firm infrastructure \

g’ Human resources management \
]
g < .
S Technical development
a
= Procurement
= -
8 Inbound Outbound | Marketing
logistics | Operations | logistics & sales Service
N _/
N Michael Porter

Primary activities

I'Competitive strategy |

3C Analysis: Customer

1"



3C analysis: Customer

[Project] PESH 3C Analysis

Customer

Competitor

Company

m< —=--uwO0O T

m<-—-—=>»60m2Z

12



SWOT Analysis

SWOT analysis

positive factors

negative factors

S

W

|eusaju|

|[eusayxy

13



Cross SWOT analysis

rSIxrTy
S — Differentiation W

rsixroj TWIXIT]
=Offensive =Defensive

fT'wixrol
=Reinforce

[Project] SWOT analysis

Positive facors | Negative factors

|eusaju]

|eulaxg

14



[Project] Cross SWOT

Internal factors

Strength Weakness
lOffensivel l'Reinforce |
o
T
T
3
E X
-]
I'Differentiation | Defensive | a
o
_| -
K
(]
[
-

A Company is the Assemble Machine Maker.

It holds a task force meeting attended from all
departments to discuss the direction of new product
planning. All the opinions are posted on the board.

D You are to classify each opinion into either
(S) Strength, (W) Weakness, (O) Opportunity
or (T) Threat.

@ You are to Cross the SWOT in order to create
your own strategy.

@) You are to make new product strategy.

15



(Sales 1)

(Sales 2)

(Sales 3)

(Sales 4)

(Sales 5)

(Sales 6)

(Sales 7)

(Sales 8)

Sales Dept

Export orders for large products have been falling drastically due to
the effects of a stronger yen. ( )

No increase in orders is expected for the time being since plant and
equipment investments have been frozen after inventory
adjustments in Japan. ()

We received an inquiry for small and low—price products from a
Chinese trading firm. ()

The Chinese trading firm says that orders for small and low—price
products will increase. ()

It is possible to conduct a detailed market survey via the Chinese
trading firm (the survey will take about one month).

()

Our company can‘t handle small and low—price products due to the
high costs. ()

We tend to be preoccupied with cost issues and are reluctant to start
discussions to accept new inquiries due to our corporate culture.

()

Our company‘s large products enjoy a good reputation for their
durability and maintenance services. ()

(Production
Engineering 1)

(Production
Engineering 2)

(Production
Engineering 3)

(Production
Engineering 4)

(Production
Engineering 5)

(Production
Engineering 6)

(Production
Engineering 7)

(Production
Engineering 8)

Production Engineering

We are not reluctant to discuss new jobs, but we have no time to discuss them
because we are busy with daily operations. We will hold scheduled discussions
and pay due attention in e-mail communications. ()

The cost of large products has already been fully squeezed. With the current
situation, we are approaching the limit.

()

As far as small products are concerned, we are at the stage where we can
make a prototype of low—cost versions.

(G
We can‘t determine the specifications of small products unless their needs are
clarified. ()

Market prices haven‘t been identified. ()

We can quickly launch the development of new products if they are just an
extension of technologies applied to large products.

()

We can quickly design products if we downgrade their capability specifications
and sizes. ()

New specification requirements depend on applications and their required level
is an issue. ()

16



(Manufacturing 1)

(Manufacturing 2)

(Manufacturing 3)

(Manufacturing 4)

(Manufacturing 5)

Manufacturing

Although there are currently three production lines for large—sized
products, one line is idle due to declining orders.

)

If it is possible to launch the production of small products, we will be
able to use the idle production line. ( )

Since the proficiency level of current manufacturing staff has
substantially improved, it is possible to increase operation efficiency.

)

If the current situation continues, we have no other choice but to
downsize production lines. ()

To update production lines to those for new products and enable stable
product shipments, costs for equipment modification and staff education
are essential. ( )

(Procurement 1)

(Procurement 2)

(Procurement 3)

(Procurement 4)

(Procurement 5)

(Accounting 1)

(Accounting 2)

Procurement=Finance

It is possible to negotiate cost reductions for dies and molds for purchased parts
with suppliers based on reduction in size. ()

We can make use of steel and copper sheets and other materials for large—sized
products that we have reserved at manufacturers.

(@)
Parts for large—sized products that we ordered based on our projections became
excessive inventories. ()

Since our business partners are also experiencing a reduction in workload, it is
probably possible to make slightly more demanding requests both in terms of
price and delivery. ()

Company B, which supplies us with heat exchangers, which constitute one of the
main parts, will be in danger of bankruptcy unless we continue placing orders. It is
better if we can place orders even for small products with Company B.

)

Although we manage to weather the current situation by reducing inventories and
work in process, we will face difficulties if this situation persists.

)

New investments will become possible if we can launch the production of new
products by relocating existing equipment and staff. We request that a proposal
be made by clarifying the methods, development budgets, and sales plans.

)

17



Marketing Mix

Customer
Solution

4P

Seller’s
viewpoint

4C

Consumer’s
viewpoint

Customer
Cost

ommunication

4P:ozA—L-Tvh——

18



4P for Marketing

4 N\ ([ )
Product Place
\ /L J
4 N\ [ )
Price Promotion
o O\l /
s "

"

Product Development

Strategy canvas

/
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Business getting tougher

pitferentiation

Red Ocean Blue Ocean

J L = b

Great Chance to
[ Tough to make a profit ] make a profit

Business getting tougher

Same product same service Differentiation

Red Ocean Blue Ocean

20



Business getting tougher

pitferentiation

Red Ocean Blue Ocean

Business getting tougher

Same product same service Differentiation

Red Ocean Blue Ocean

21



Iron fish

High —,
-\‘/-/-/. ]
/
Supplement
Iron fish
Low | | | | | |
Price knowledge effective recycle Local employment
High
5 A - ® Car
/ N
4 Other airlines \I
\
3 <
3
1 A., |
Southwest Airlines
\
Low
g<, Seatin Warm
rice ea ounge g ospita requency
E? P Meal L h t F
o) choice lity
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2400 cc Mid size car

660 cc Super compact

Power Pr|Ce .
““”age NeW Value

High

5 o—@ — o B

4 /
Authentic Sushi //

3

5 Jal

1 / \@ensushi /

\

Low
g<, Business g2
E Price Taste Partner Satisfaction §
o) entertainment <
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High

5 Estnhetic saloon
‘3‘ e/

2 = u

\/
| N

N\
Facial steamer

Low

Q) _ Reserv . Treatm | | \hile
= | Price || Effect . Time ent .
g ation times sleeping
High

5 @———@— o— o—9©

Yuabri melon
3
W —— —u
3 1
1
!
Low
)
=3
e
g<, All Very high g <
C | Price || Taste first quality g <
z =
o) graded control = %
=4
o
=2
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High

><

d
|
)

ff

Low
mo = = =
< 3 2 2 2 3¢
«Q (@) —
L =35 E; ® Z |32 5
® £3 * o
<L o
Tsukutsuku
Taxi
High
|
Taxi \ F/./.
Taxi
.\ B
~N—
Tsukutsuku
Low 1 | | | | | | |
Price Speed comfortable Air-conditioner ~ wind  Easy to find fun Quick turn
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High

New value

Low

Value

High
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-~

"

Product Development
Product cone

~

J

(DMake Strategy canvas to find new market for new product.

(@Make strong competitive value for customers.
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(DBreak down the products concept by benefits for users
@The reason for each benefit one by one
@Say it in a few words for strong communication.

In one word (or a few words)

Benefit

Benefits for users 1.
2.
3

Attributes for the benefits 1.
2.
3.

P.C point contents
cruarhdrer | High Iight of the Catch copy of
superiority in n one catalogue
word
— Merits from the Lead copy of
B products or services catalogues
N—’
trieuTe\ | The reasons of the merits| Specification,

material, price

28



Intention of the development

Rroductname . ...iieeeeeeens Core target customer
: H Classroom activity

Dokodemo sheet Business use, seminars

Light and compact

Everywhere classroom

CHARACTER
LELEEYE 2 (E,ﬁ“) X

== BENEFIT j
(=)

------- + ATTRIBUTE
(FR#%)

Big size in compact package
Any place
Many group works

600 X 800
On the wall by static

25 pages

Product name

Intention of the development

...................................... Core target customer
: Mass Market Seuba divi
i Canon D30 ! | Underwater activity cuba diving

CHARACTER
TLYEY 2 (gﬁ)

1

== BENEFIT
()

N

------- + ATTRIBUTE
(FR#&)

j Don’t lose the Mermaid

5 Easy use in the water
Small compact
Advanced divers

6.7

j No housing required
Only 200g
30m deep

29



Product name

Core target customer

Intention of the development

Health conscious people
Heat exhaustion people

Health care beauty care
Long lasting food

CHARACTER
LELEEYE 2 (gii“) X

1

== BENEFIT
(=)

------- + ATTRIBUTE
(FR#%)

j My home doctor

1.Very good for health

2.Anti aging good for beauty
3.Help recovery from hangover

j 1.A lot of citric acid
2. Reduce Oxygen radical
3.Improve liver function

Product name Core target customer Intention of the development
PALEE LRI [—qﬁp‘ " |
: Hoshigaki(dried persimmon) T?a%iti%i(;?;od [ Healthy natural food ]

CHARACTER
TLYEY 2 (gﬁ)

1

== BENEFIT
()

N

------- + ATTRIBUTE
(FR#&)

j Doctors become pale

1. Recovery from fatigue

3.Anti cancer

j 2.Anti aging beauty care

j 1. Lot of Beta Caro stoat
2. Lot of Tannin
3. B-clipped xanthine

30



Product name Core target customer Intention of the development

CHARACTER
Illllll> (E'Fi‘\) \

1

== BENEFIT j
(=)

------- + ATTRIBUTE
(FR#&)

DroductName . ..eveeeeeseaas [—Q%Core target customer Untention of the deve'opmej“

CHARACTER
Illlll> (gﬁ)

1

== BENEFIT j
()

N

------- > ATTRIBUTE
(FR#&)
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Retail business

Cost of goods sold= Purchase price + freight /insurance
Selling price (GP 30%)=Cost of goods sold = (1—30%)

Freight /insurance

($100 + $2) +(1—80%)= $146

Production cost=material+labor+expense
Selling price (GP50%)=Production cost = (1—50%)

$1.8 $3 $0. 2

$5+(1—50%)=$10




Price (basic)

‘ Price formula basic 3 ’

Cost of goods sold=labor +expense
Selling price (GP 60%)=cost of goods sold = (1—60%)

$5 + $0.2 + (1—60%)=%$13

Price (Basic)

Selling price
Purchase price
freight insurance

Cost of goods sold

Gross profit

Gross profit ratio
salary
sales expense
G&A

Operation profit

34



Selling price
Material
Labor
Expense

Production cost

Gross profit

GP ratio
Salary
Sales expense
G&A

Operation profit

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

Principle of price setting

Cost oriented price setting
@Cost plus price setting
@Target profit price setting

35



Price (New product price strategy)

Skimming Price Signal this is high quality }

High price [

Veblen effects
(Higher price more sales)

0 o Drastic | i
Penetration Price [ rastie oW priee }

LOW p“ce [ Early penetration into market }

Price elasticity

Demand change (%)
Price elasticity=
Change of price (%)

PE is big

PE is small
PE=3.0 \ \ PE=0.5 \

/eg S99npas  a8dud
/eg S99npas  adud

Demand becomes big

Demand change small

S{ﬂtable with penetration pri}e { Suitable with skim price 1
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The importance of shops

Shops are an important contributor to business management
strengths in the retail business.

Management strengths in retail business

% ( Selling power ) x Shop power

Product lineups Customer service skills Cleanliness
Price policy Sales promotion measures Exterior and interior
design, and fixtures
Layout

- =

A big-selling shop is a "customer selected shop"

® Attractive ® User-friendly
® Comfortable ® Fun

Planning sales floor layout 1. Zoni

Zoning is an important step in setting up the outline of the sales
floor.

| 1) Zoning from product purchase
characteristics
e.g. Image devices are displayed at

| the back so that they can be
closely watched in a comfortable :
ambience. i
i 2) Zoning of shop functions O Q
e.g. The demonstration function is

provided at the front, and the ‘
Staglng
function

customer service function
(service counter, etc.) is
provided at the center.
Entrance

i 3) Link each zone

e.g. Place the electric cooking
equipment segment near the
customer service function.

38



Planning sales floor layout 4. Flow plan

1) The main aisle for customer flow needs to
be 150 to 180 cm wide.
Sub-aisles need to be 90 to 120 cm wide.

2) Concentrate the "demonstration display”
space in one place.

i 3) Place gondola shelving end units carefully

i so that customers are able to move freely
throughout the shop.

4) Make the salesperson flow line short to
allow them to work efficiently. (Examine
staff entrance.)

Electric
cooking

Gondola end unit

‘ Main aisle

Entrance

Zoning is an important step in setting up the outline of the sales floor.

The relationship of flow line, shelves, and line of sight
determine what areas are most conspicuous.

Upper viewing field: 60°

Sidewayé

viewing field:

\ 200°

Intended viewing ™. . ‘
while walking >
-~ -l

Vertical direction: 40°

Horizontal

direction:

30°

Lower viewing field: 70°
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Basic floor layout - Line of sight and shelf height

135cm [ 135cm
A o P |
Golden Golden
zone zone
A\ 4 v
75 cm 75cm

Use of the golden zone Choose more
eyecatching products for
the lower shelf.
Basic floor layout - Easy to reach

[ To encourage customers to pick products up, also consider ]
putting them at a comfortable level

Average height of
Japanese women
...
- o . Eye level
140cm [ 20 { B L
2 135cm () 20° .
c .
Q A Most easilymmmmms .+ Most easily
£ viewable viewable level
3 level:
° About
(O) W 10cm -
Easy to
pick up 110 cm 140 cm 154 cm
About 72 cm*

About 770 cm  154-154x0.53 (Seating height)




Basic floor layout - Shelf space management

[ Displays should be designed to catch the eye and then
smoothly direct attention to the next display

)

A target product
category is easy to Products are easy
find. to compare
(Less browsing
needed
)4 2 ' d d
i Line of sight ——

Line of sight &

K
g
okl '8

i
[
¥

B

I°'r [Oslaw
Cc

N

Vertical zoning -==  Horizontal zoning

Place the products you want to draw most attention to on the
right-hand end of the shelf.

]

Product AA

¥9,800

Product A
¥15,000

I I e eye moves
from left to right.
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Cleanliness

Cleanliness is not a follow-up action of "clean because filthy.'

The key to cleanliness is a "fresh and pleasant" feeling.
- Keeping the place "beautiful and clean" is a proactive practice. -

. B

1) Cleanliness is a strategic factor in the retail industry.

2) Customers make their purchases not only for reasons of absolute
value price of hardware products.

Hardware: Basic features, functions, performance, and materials

Software: Value of use and utility for the customer

Mood: Overall ambience where products are offered
Cleanliness, Quality, and Hospitality

Cleanliness

Cleanliness is not only a matter of keeping things clean.
Action from a comprehensive viewpoint is necessary.

Items Check points

A dirty and messy parking lot is a signal that the shop is

(1) Parking lot indifferent to your visit

Dirty /damaged door, a mass of old posters, neglected

(2) Entrance products, piles of old packing materials

(3) Floor and

ceiling Dirty, brightness, lighting intensity

Arrangement, sense of integrity, product category (zone),
dust, degradation, discoloration, protruding displays, direct

(4) Product display placement on the floor, missing products, duplicated

displays
(5) I;%Etadvertlse- Dirty, size, content, attachment position (integrity, eye level)
(6) Around cash Time, accuracy, arrangement, display of small items
register (quantity), expressions of gratitude
(7) Toilets Cleaning, cleanliness

: Cordial attitude, remembering customers' names, brisk
(8) Greetings attitude




Key point of shop from custome

Confirm 8 factors based on "Look and find," "Glimpse and find,"

and "Enter and find."

Factors Description
Look | [ 1) Eye-catching ® Shop appearance ® Signboard
and from outside
L 2) Welcoming ® Parking lot ® Entrance size ® Good broad view
3) Easy to see what | ® Well arranged (You can easily see at a glance where
Glimpse is where to find which product)
andfind| f 4) Easy to choose | ® Group of related products @ Plentiful lineup
® Displays using POP advertisement
(Information provision and lifestyle proposals)
5) Attractive ® Best-selling segments
newness ® Full lineup of best-selling products
(Advertised products) @ Product newness
Enter | | 6) Easy to pick up ® Products on display can be touched or picked up
and and feel ® Many demonstration products (AV and cooking
find equipment, etc.)
7) Comfortable ® Cleanliness @ Customer service segment
ambience ® In-store lighting and BGM @ Safety
8) Easy to buy ® Around cash registers (space and arrangement)
® Fast and friendly attention from sales staff

2. Customer Management
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What edge does your shop have over the comg

All shops are selling the same products!
How can you differentiate yours?

U S P (Unique Selling Proposition)

Advantages, Merits, and Strengths unique to your shop

- What strengths are unique to your shop? What is your sales point? -

=

Why do customers prefer to buy at your shop?

To specifically and clearly describe it, .....
To prove i, .....

-

Exercise: What edge does your shop have
over the competition?

Why do customers prefer to buy at your shop?

Explain specifically.
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Can you get by without custo

Many shops quote "good service" as their strength.

—

To back up good service, customer data is needed.

@ Do you know how many customers come to your shop?

&@ Can you distinguish regular customers from occasional
customers?

@ Do you know what products each customer owns?

Do you know to which customer you can recommend target
products?

@ Can you find customers to propose new products to?
g Are you taking any actions to draw customers to your shop?

If there is customer data, *—7

You can visualize your customers, know which products
customers will want to buy, and provide a targeted service.

What is RFM analysis?

A method of classifying customers based on the three indexes
of R, F, and M, and utilizing it for your sales strategies

N

(E Recency | Latest purchase date

Evaluate | -
using Accumulated

the three @ Frequency purchase
indexes frequen

(ﬁ Monetary AeAUR Mted

- purchase amount

(1) Recency (Latest purchase date)
When was their most recent purchase?

(2) Frequency (Accumulated purchase frequency)
How many purchases in the past 10 years?

(3) Monetary (Accumulated purchase amount)
How much, in monetary terms, was purchased in the past ten years?
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Customer classification by RFM analysis

[ Classify customers who have made purchases in the past 5 ]
years into five typesrof customers (12570Iasses).

M (What was the monetary
value of their purchases?)

F (How many times have
they made purchases?)

R (When was the most
recent purchase?)

Parallel

G T Other than four types of customers

|.....Purchased ¥1 or...__|
more

New. | Purchased within.___
customer the past year

Only once

O DENIWeEa Qe elanlele ela

[

Valued customer + Associate valued customer: About 50% of the total number of
customers. Account for about 90% in monetary value.

[Customer pyramid] [Sales pyramid]

Valued customer: 32%

............................... Valued customer 75%

Valued customer+
ASSOCiate valued -----------------
customer: 19% :

100% 90% of sales

Associate valued
customer 14%

Associate valued custome!
| Parallel customer: 35%

Parallel customer 7%

| New customer: 5%
. | New customer 1%
Silent customer: 10%
| Silent customer 3%

Inactlve customers, untouched customers
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Basic framework of sales increa

sal | _ | Number of active Unit price per |
iz et = customers X|  customer

Gaining new customers

freauencv

= Encourage purchases by
new customers

= Increase the number of
visits and number of P

purchases per year.

Preventing customer drain

Increasing number of purchases

= Make sure that existing
customers do not forget the
shop or distance
themselves from the shop.

= Increase the number of
purchases per visit. P

Increasing unit purchase price

= [ncrease purchase price per
visit
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SArsiaslia AN WO LK () =

Identify the causes of falling sales, and take immediate
countermeasures

Reasons for
rising sales

Pouring water into a leaky bucket... T

O: Increased number
Reasons for of customers

falling sales = More new customers
= | ess customer drain

x: Fewer customers
= Fewer new customer:
= |ncreased customer

drain

Sales volume O: Increase in unit

price per
customer
= More purchases

. . . = More items purchased
x: Decrease in unit price items P

per customer = Increased unit
= Fewer purchases purchase price
= Fewer items purchased

= Decreased unit purchase price

Basic framework of sales increases
- Increasing purchase frequency
Encourage customers to visit the shop by providing visiting privileges

Point privilege system: Customer Friendship Card

Front Back

Customer bar code Customer name Area for affixing seals




Basic framework of sales increases
Increasing the number of items purchased and the unit purc

Practice Cross-Selling and Up-Selling strategies based on customers' viewpoint

Cross-Selling | = Proposing of related products and sets or groups of products

[ & & J { o ]

LUMIX SD card Photo printer VIERA

Stand (home cinema
set)

Up-Selling » Proposing the next model up

Fully automated Drum-type IH rice cooker With steaming function
washing machine washer/dryer

List of amusements at the event C

Use your imagination to plan amusements.

1. Drawing of lots

Choose one wind chime.
Open the lottery ticket attached to the

2. Dice game

<A lot of fun with one dice!>
= For the number of dots on the dice

wind chime. Offer noodle (dried) packs!
Offer garbage bags!
Try grabbing candies!

giveaway if the same numbers

‘ = Throw the dice twice, and offer a
appear!

Then, open a box with the same
number as the lottery ticket.

The number of your gift is hidden in
the box!
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List of amusements at the event Dz

Use your imagination to plan amusements.

3. Grab-away game

Children to adults can enjoy
grabbing:

small sweets,

small jelly cups, etc.

4. Try to guess the winner of the
World Cup

Include an application ticket in the invitation.
Have the customer make a guess on which
country's team will win in the World Cup.
They should bring the application ticket to the
shop when they visit.

Offer LED bulbs to 20 people
selected from those who
answered the correct country!

Others are:

= Offer a prize related to the
winning country.

= Offer a watermelon in summer.

List of amusements at the event Dz

Use your imagination to plan amusements.

5. Water balloon fishing

This is particularly loved by small
children.
Enjoy the festival mood.

9. Goldfish catching and rubber
ball catching

Offer all goldfish caught as a gift.
Enjoy the festival mood.

Attach a magnet to a
sweet.

Fish for the sweet
using another
magnet at the end of
the line.
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I . Orientation

1. Lecture’s introduction 4
2. Trainee's Self-Introduction 8
3. The oppose and target of the seminar 9
4. The seminar schedule 10
5. The definition and objective of HRM 11
6. The object and activity of HRM 12

1.1 Lecturer’s introduction

* Oct.,1998 to Current :Rising Consultants Co., Itd ;CEO

+ Jan.,1985 to_ Feb,1997:Sankyo_Seiki Mfg. Co., Ltd. Headquarters
gur(%_hasmg Department. and”™ Device Division; Planning Administrator
ection

Qualification

+  SME Consultant; Industrial Section (approved by the Minister of Economy,
Trade and Industry in Apr., 1992|) Mr. Hayashi has been diagnosing 200 or
more SMEs’ containing Japan, Thailand,, Indonesia, Vietham, Myanmar,
%)/Ihlna, Cambodia, Russia, Serbia, Montenegro, Mongolia, Cuba, Tunisia,

orocco.

+ SME College Instruction lecturer from Oct., 1998. Mr. Hayashi has raised
about 200 SME consultants until now.

+ Mar.,1981:Graduated from Gakushuin University Department of
Economics, Faculty of Economics

« Experienced Kirghiz IT Human Resource Development Project in
2005.HRM lecture in KRJC from 2012 to 2015.




Mr. Hayashi has been working in many countries

Kyrgyzstan, Bishkek Mongolia, Ulaanbaatar ~ Russia, Kl

Serbia, Beograd

Montencgro, Berane

Vietnam, Hanoi

Thai, Bangkok

About Rising Consultants,

International company

B Company Name

Rising Consultants. Co.,Ltd.
M Location
4-3-15 Meguro-ku, Tokyo, 153-0064, Japan
M Establishment date

Oct,. 1998
B Vision and Mission
“ Human fostering, Product creation, and System development
“ Contribution to the industry “

Human resource development support, IT system building
support, Web marketing support, management innovation
support, the entry to new field support and the advance to
overseas market support




Domain of Rising Consultants,
International company

IT system
implementation support

Manufacturing
industry, wholesale
business, and Retail
trade

Overseas business
support

Enhance human capability
development support

1.2 Trainee’s Self-Introduction

Please introduce yourself as follows.
1. Name
2. <Person who works for company >
==miCompany name, business type and your position
<Person who plans to start a business >
Business type, when to start a business, objectives
—)
3. Have you ever joined the seminar of human resource
management (HRM)?
4. What do you want to learn from this HRM seminar?
Please also tell its reason.




1.3 Objectives and Goal of Seminar

Mainly study the overview and basics of human
resource management (HRM) in the organization and
HRM study.

First, learn the basic ideas of HRM in business
management and its position.

Next, learn basic knowledge how to build system /
mechanism / tool in order to apply the ideas onto
practical management and to monitor.

In order to develop a practical ability, case studies and
workshops are prepared.

1.4 Seminar Schedule

Theme First Half (90mins) Last Half(90mins)
‘ Orientation Features of Japanese HRM
1% | Introduction | Lecture’s introduction (Exercise)HRM diagnosis
Day to HRM Self-introduction by participants
What is HRM?
Japanese Case study of HRM in Japan HR plan and employment
2" | Case Study | How to keep employees in Japan management
Day | and Recruiting management
Recruitment (Exercise) recruiting management
3th | Leadership How to show Ieadership Motiva_tion theories _
Day | and Leadership theories (Practice) Leadership
motivation How to motive (Case study) Motivation
Evaluation based on achievement Management by objectives
4rd | HR Evaluation based on work attitude (Practice) Job description document
Day | evaluation Evaluation abased on ability and evaluation
5th General Competency Presentation on general HRM
Day General HRM improvement plan improvement plan
HRM Test




1.5 Definition of HRM and its objectives

* Whole management regarding to human resource to make

company sustainable competitiveness

Consistency with
management strategy

Synonym

Differences

Personal Management

Mainly for white-collar

No
Labor relations Mainly for blue-collar
Human Resource Management Tend to consider human as
L
(HRM) management resource
Yes

Human Management

Human Capital Management

Consider human as
investment target

1.6 Target and Activity of HRM

(— Internal
Management ) te- a
strategy environment

Human
Resource
Strategy

Keep competitiveness

Personal
Evaluation

®
Assign and
transfer

®

Retirement

@
Acquisiti
on

@

Personal
training

@

Promotion
and raise

<€

Career " Performance Career
development management development
Procuration from outside / Internal @~@®) are related each other
12

training (Development)




Il . Features of Japanese HRM

1. Historical background of Japanese economy 14
2. Traditional Japanese-style management 16
3. Turning point of Japanese management 19
4. Japanese labor management system and measures 28
5. Case-study 30
6. Wrap-up : “How to keep employees long in Japanese

company. 39

1.Historical Background of
Japanese Economy

1945 Ended World War I
1950 Korea war=military demand, baby-boom

1953~ Started high economic growth period

1964 Tokyo Olympic Game

1965 Vietnam War 360 JPY/USD

1971 Nixon Shock 308 JPY/USD

1973 15t Oil Shock, started stable growth period

1978 2nd Qil Shock

1985 Plaza Accord, 240 JPY/USD, thereafter strong yen
1986~ Bubble Boom

1992 Collapse of bubble econ¢ 1991 Kyrgyz Independence

2008 Lehman Shock




(Chart) Economy Development in Japan; Japanese GNP

GNP: Gross National Product
Unit: Trillion Japanese yen

1992:
e00 Collapse of bubble
1991:Krgystan economy, started low 2009:The
independence economic growth/ Riemannian shock

500 7

1955 to 1972:‘ 1985:Piaza /.W o \_‘_‘
High economic agreemet,Us1Doll
growth period ar =240 JP yen

400 y

lFrom 1991: Low ]

N

economic growth

1878: /?( period
The Second oil crisis
300 ‘/J\
200 1873:
The First oil crisis
100 e 1971;Fixed rate
L~ (1USD=360Yen)had
..--""’ changed rate to
uctuation rate
a 1 1 1 T
L =] Ln [=] N =] ] =] LN [=] L [=]
Tyl o o - - o ] = =] o o —
o o =1 =1 =1 =31 o o o = = =]
— — — — — — — — — [ [ [ 15

2. Traditional Japanese
Management

(1)The Features of Traditional Japanese Management

a. Management style emphasized the idea of “ human dignity”

b. Considers employees as “ peers who eat rice from same rice-

cooker”.

There is no extreme treatment gap by job category.

d. Salary gap by rank is also small, compared to America and
Europe.

e. Employees have more opportunities to improve their work and

to join decision-making in the company than American and
European companies.

o




(2) The mechanism has been supporting
traditional Japanese-style HRM

a. Lifetime employment system
b. Seniority-order system
c. Group mentality / homogenous community society

1) Staff-training is given in

il the company. - Retire at
new 2)Develop capability by the limit
graduates job transfer age
gL 3) Elevate position and
promote internally

Japanese company had intrameal human
resource market.

(3)The deference between Japanese style HRM
and European and American style HRM

European and American
Japanese style HRM style HRM

Lifetime employment

Short time employment

Long-term relations, Generalist - Short-term relations, Specialist-
oriented oriented

.. Performance based
Seniority based system
system
Seniority based wages, Job MBO, Performance based salary T
rotation
Participative management Command and control

management
- Council system in decision making

Bottom up decision making - Top down decision making
- Request for managerial decision ;

- o - - - Plan and control
reaching a decision by using a circular
letter; 18 3]%




3. Turning Point of Japanese-Style
Management

+1960’s -70’s (After World War 1)

= Established various types of personnel system
1990’s ~ (after collapse of bubble economy)

= Started introduction of performance-based system

Background

@ Postindustrial society (1980’s)
@ IT Revolution (around 1990)

19

(1) Problems of Japanese-Style HRM in time being

@ Group mentality and uniformity became be incompatible for for
time changing.

@ Lack of positions for the promotion candidate

(@Raised labor costs

®Changed to Performance-based system from Seniority-order

system
®Changed to separate management from uniform management by

group

New HRM System introduction

20
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(2) Current problem of Japanese-
Style HRM

1. Delay of economic recovery after global financial system
crisis

Consumption tax increase and Abenomics

Working force is decreasing by society with fewer children.
Elder society arrival.

The rate of regular employee has decreased. (65% at
present)

Many young labors leave soon after they join the company.
(“7/5/3 phenomenon”)

o RN

o

21

(3) The future of performance —based HRM system in
Japanese company

(DMany cases in Japanese company also introduce MBO
(management by objectives) for management and evaluation.

@ There are many cases that salary in ability-based grade
system is paid as long-term evaluation on the other hand bonus
is paid as short-term evaluation.

@Some companies introduce annual salary system for top and
middle-level executives and for specific types of job ( ex.
research development department).

22

22
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(4) ability-based grade system

Rate and rank employees by how each employee has job performing
capability which company expects. And the result of rating is reflected
to wage and also used for human resources development.

Mr. A

Mr.E

Mr. F

Mr.B

Scattered in No co-relation

High w
8 Mr. A
Capability Mr. F
necessary
for the Nie 1
work Mr. D
Mr. C
Mr. B
Low Junior Senior Manager
Staff Middle level employee Management

Respected level for work : Qualified grade

23

High

23

(5) A model of ability-based grade system in
Japanese company

P Staying years
Ab|||t_y. ba.sed . Name of ving v Adapted
qualification Grade Definition ualification - osition
category q Minimum | Maximu P
m
Managemgnt and M-9 Qualitative a_nd highly Counselor Director
professional professional
M-8 Senior management Deputy Deputy director
counselled
M-7 Managenjent & Examiner Manager
planning
Middle direction M-6 Supewlglng & Depy\y 1 Supervisor
planning examiner
M-5 & DlreCtI.OI-’l superintendent 3 Supervisor
supervising
M-4 Direction & decision D.eputy 3 chief
superintendent
General staff J-3 Decision & routine 2 6
J-2 Skillful routine 2 5
J-1 Simple routine 2 4

24
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(6)The solution for Japanese HRM from now on;
Fusion with American and European model

Ability-based
personnel systems

=Japan-based
model

Work

Performance-based

\ personnel systems
=European/American
Wages -based model

Ability-based (Merit-based): A way of thinking to evaluate
potentiality not to be directly connected to a result. 2

The deference between Japan-based model and

European and American model

(1)

Japanese model
(Ability-based system)
Based on person

European/American model
(Performance-based system)
Based on work

Viewpoint of the
employee (1)

-Company recruits the person
who has potential ability hidden
before joining the company

-Company recruits the person
who is suitable for the work

Viewpoint of the
employee (2)

-Educate and train the person
(Management resource
development)

-Make the best use of recruited
person

Person and work

-Person create some work.

-Give a person some work.

Viewpoint of the
human

-Consideration for people,
equality and solidarity

-Differential and competition
among people

Main evaluation
point

-Contribution to the company in
the long term

-Short-term achievements

Labor market

Internal labor market

External labor market 2

13



The deference between Japan-based model and
European and American model (2)

Japanese model European/American model
(Ability-based system) (Performance-based system)
Wages Company pays a wage for value of the | Company pays a wage for value of
work force.(Based on person) the labor. (Based on work)
The detail of -long service wage -Position wage
wages -Livelihood wage -Job classification wage
-Pay for skill -Duty wage
-Role wage
-Achievements wage
Japanese model European/American model
Salary difference Small Big
regular raise Yes Not
Reduction in pay Basically Not Yes 27

4. Japanese style HRM Systems and

measures to support them (1)
a. Company magazine

Media such as booklet, newspaper, magazine, website, video could be created
in order to improve internal communication . Web-base internal magazine is
increased due to intranet diffusion. but old fashioned paper based magazine is
still used mainly.

b. Morale survey

How employee satisfied with the organization and the working environment and
what kind of awareness of problem they have are surveyed by questionnaire.
Morale survey is also called as “Employee satisfaction survey” or "Employee
awareness survey”’

c. Work place gathering

Work place gathering is the place for communication between company and
employee. Not only company conveys management policy and change of some
institution, but also reflect employee’s comments and demand for improving
working condition, welfare and working environment.

d. Proposal system

Company asks employee to turn on proposals for work improvement and so on,
giving the proposer some incentives for approved proposal. 28

28
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4. Japanese style HRM Systems and
measures (2)

e. Labor-management council

Company and labor union talk regularly about management problems such
as management policy, production plan and management organization, and
so on in order to understand each other and work together.

f. Self-assessing and self-reporting system

Employee could assess and report how much satisfied with the current job,
desire for the transfer, comment and proposal for work place. Many Japanese
companies install this system utilizing capacity development, appreciate
arrangement and moral improvement in the work place.

g. Small group activity

Organize one group with several employees and improving
activities could be proceeded in these groups in order to
improve efficacy, quality, safety and customer satisfaction.

29

5. Case Study (1)

Introduction of performance-based system

Asahi kinzoku Kougyou Co,.Ltd.

(Establish date) June, 1948

(Capital) 99 million JPY

(No. of employees) 325

(Business) Manufacturing parts of aerospace /
nuclear power equipment parts

http://www.asakin.com/

15



(1) Performance-Based Wage System

The HRM system of Asahi is that high performers are evaluated fairly

and raise and promotion are decided by the evaluation.

-Grade by job standard
-Take an inventory of jobs and staffs

Ability-based
grade
system

Require “performance” that
matches the grade

' “Wage” that matches :

' the grade

-Clear description of role
and responsibility

-Evaluate by objective

evaluation standard

Evaluation
system

-Wage to match
performance and role
-Control total labor
cost

Set “wage” that matches the grade

(2) The positioning of evaluation System

Activity to
contribute to high

Company performance
Department performance

performance Performance
MBO e
Duty activity
(" ob) Qualitative Quantitative evaluation
cvaluation ’ Performance evaluation

’ Job description

Rating achievement of
Duty description ‘ solution

Skill Capaci Raise
pacity
it == S

32

Knowledge
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(3) Bonus of Asahi Kinzoku
&)

. . (
Initial financial D Bonus paid last year
resource :4-8 months

20 thousand JPY / Max: 6.5 months
month X 18.5 month

(max:6.5 mor}tl‘l (last Min: 2.6 month
year) =3.7 million JPY

Paid based on performance

Initial financial resource: and each MBO
Other Company months
The paid bonus have a wide

264 thousand gap between employees in
JPY/month X 14 month= order to reflect each evaluation
3.7 million JPY J
N
3 33

)
5 Case Study (2)

Keeping employees for a long time
~ Introduction of tutor system~

Kokuyo

(Type of business) Office furniture and stationary
manufacturing and sales including internet sales
(No. of employees) about 2,000

Source : Japan Business Federation *“ Guideline for spring labor-management consultation”

34

17



(1) Tutor System

1.A tutor is a official trainer for newly-hired employees.

The beginning of tutor is that Cambridge university in UK trained student
man-to-man basis between teacher and student. The instruction taken under
charge of college is called “Tutorial” and the teacher who give tutorial is called
“Tutor”.

2.All the newly-hired employees in general positions
have their own tutor on man-to-man basis.

*Mentor is sometimes used in same meaning as tutor. Mentor comes from
“Mentor” who is an old wise man in Odyssey in ancient Greece poem, directly
means “Leader in the life”.

35

(2) Aims of Tutor System

1. Through the detailed instruction by tutor newly-hired
employees are expected to become useful soon.

2. Senior staff who work together solve the problem
and worry of newly-hired employees soon. As a
result, newly-hired employees can adapt new
workplace quicly and grow in a self-sustaining way.

3. Senior staff who are appointed as tutors have a
consciousness of being in charge of training and
coaching, which also leads personal growth by
him/herself.

36
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(3) Features of Tutor System

1. The person who can take care of juniors is appointed as tutor.

2. Appoint the senior staffs when newly-hired employees are
allocated. Set the age gap between newly-hired employee and
senior staff within 10 years.

3. Give the tutor training on E-learning.

4. Training subjects includes coaching, communication of basic
acceptation and coaching methods to deal with each type of
newly-hired employees.

5. The designating period of tutor is three years in the company.

6. tutor gives advices positively in the first year, but for second and
third year tutor just engages in following up them in order that the
matter is judged by subordinate.

37 37
(4) New comer training and education planning sheet
Target person: The policy of new comer tanning and education (The
Tutor: person in charge for training fill outs)
The person in charge for training
Needs of Theme of Goal of The way of fostering Evaluation
fostering fostering fostering When? after training
level In what kind of scene? and follow up
How to?
By what kind of tool?
Schedule
Required items in every month are described in line chart(starting day and final day) and progress will be
controlled.
38 38
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(5) Advantage of Tutor System

1. ltis possible to delegate a big task to newly-hired employees in
early stage.

2. Set the working environment where newly-hires employees
can work actively.

3. When telling high expectation for newly-hired employees, they
could acquire many results.(Pygmalion effect)

4. Make workplace culture better.
5. Reduce the job turnover rate of junior staffs.

6. Measures to Keep Employees for a long
time in Japan

(DsStaff allocation to match the ability and quality

(@Communication improvement between staffs at work
place.

@Education/ training enforcement and aid for employees
who want to be trained.

@Payment to match the performance
(B®Enhanced working environment and welfare program
®Clear standard for promotion and raise.

40
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(Exercise) Organization and HRM diagnosis

First, following 10 items should be checked individually. After that the result is
discussed by the group, finally conclude as a group comment.

1.Does young employee highly motivate and work actively ? O
2.The ideas and plan of management are well understood by their subordinate and put into practice
immediately? O
3.Could many of employee work together with other employee cooperatively and effectively
,completing their work by themselves? O
4.Do executives concentrate on the management of the company completely ? O
5.1s there improvement staff who supports mangling director ? O
6.Does subordinate ask their boss often due to obscure instructions from boss? O
7.The number of meeting is adequate? The volume of meeting material is also adequate?
O
8.Does opportunity loss such as customer complaint and quality failure occur? O
9.1s there any employee who gives up voicing his opinion to their boss because boss does not listen
his opinion? O
10.Is there any employee who hides problems or postpones to solve them? O

41

IT. Making a Business Plan and Human
Resources Development Management

~

1. Elements of business plan

2. How to make a HR plan

3. Standard for setting wage

4. Employment management

5. Recruitment management on Japanese SME
6. Human resource development management

/

21



1. Elements of Business Plan

-Concept of business
-Specific contents of product / service;
“To who” “What” “How” do you offer?

-

In order to realize them, examine necessary
“management resources”

= “Man”, “Material”’, “Money” ”
“Information”

43

2. How to make a Human Resource
Plan

* Macro perspective
— Top-down: based on labor share

Total number of staffs=

Annual sales target X Added value ratio X Labor share

Labor cost /person

* Micro perspective
— Bottom-up: based on the amount of work
i.  What kinds of role are necessary?
ii. What kind of ability and skill is needed for each role?
iii. How many persons are needed for each role?
iv. How much will the labor cost (wage) be needed in total?
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(1) Human Resource Plan: Necessary Abilities
and Skills Definition

[Example] A supermarket

Dept. Admin / Finance | Procurement Dept.
Dept. Sales Dept. Marketing Dept.
Role Attendance Inventory control | Sales of over- Sales control
management, Commaodity the-counter Market survey
Wage purchasing
management
Necessary | DPC skill @DPC skill (Mcustomer Dplanning skill
abilities / (@accuracy (@predictive skill serving skill @statistics skill
skills (precision @well-organized | @product planning skill
@finance @product knowledge @creativity
knowledge knowledge Bwell- ®survey skill
®back-office skill | Btime organized skill
consciousness @service skill
®mind of
customer
satisfaction

45

(2) Human Resource Plan: Staff Allocation
[Example] A supermarket

Dept. Admin/ Procurement | Sales Dept. Marketing Dept.
Finance Dept. | Dept.
Role Attendance Inventory Sales of Sales control,
management, | control, over- the- Market survey
wage Commodity counter
management purchasing
No. of members 3 7 25 Wage
General 1 1 1 300$
W | manager
(]
gf_ Manager Manager has an 1 3 2005
g | (store additional
£ | manager) position
Super 1 3 6 150$
visor
staffs 1 2 15 100%
Total wages

46
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3 Standard for setting wage

i. Company payment ability

Labor cost per person =
value-added labor productivity % labor share

l

Total labor cost Added value total labor cost

X
No. of employees No. of employees added value

ii. Market price
iii. “Buyer market” or “seller market”
iv. Average living cost

47

(1)What is “The principal of total labor cost”?

Total labor cost Case in Japan
Total payment in kind Total labor cost except payment in
i. Scheduled wages kind
ii. Overtime pay i. Allowance for retirement
iii. Bonus ii. Statutory welfare expense

iii. Non-statutory welfare expense
iv. Payment in kind
v. Training cost

48

24



(2) Wage Structure Case in Japan

Scheduled wages

Base pay Pay for job (pay for skill, pay for job category)

Pay for job roll

Person-linked wages (age-linked wages , allowance
for long service)

Payment by results payment by group result, payment by individual result

Allowance for work Executive allowance, perfect attendance allowance,
allowance for qualification, allowance for special duty

Livelihood allowance family allowance, housing allowance, commuting
allowance

Non-scheduled wages
’ Overtime pay , holiday work pay

Types of Basic Wages

» Pay based on personal-line
— Wage system that uses personal data including the employee’s age,
academic background and length of service in order to set the amount
of wages.
» Pay based on skill

— Wage system that uses grades depending on the ability based skill and
that decide the amount of wages in accordance with the grade.

— Pay based on skill needs “the grade standard by job” and
“Requirement standard for each skill”.
» Pay based on the task

— Wage system that analysis and value the role of the task and that
decide the amount of wages by judging the relative value of the task

— This has been introduced in USA, however, it is generally difficult to
introduce this in Japan where job rotation and group working style are
basic of HRM in Japan.

50
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4. Employment management

Labor
market

/—‘ Employment management }
In-flow Inter-flow Out-flow \

Retirement

| [ ]

Out-
placement
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5. Recruitment Management on

Japanese SME

« Many of Japanese SMEs face the adaption
difficulties.
* The reason why?

— Yung people prefer big business to SMEs.

— Many of Japanese dislike to work in factory,
warehouse and restaurant.

— Work force is decreasing year by year due to aging
population and lower birthrate

#¢There are more than 4.2M SMEs in Japan as one of
major sector.
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(1)The trend of population and aging ratio in
Japan; Past trend and estimation in future
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(2) The concrete measures for overcoming
adaptation difficulties O

* Younger human resources recruitment
— Joint recruitment seminar with other SMEs
— Regular university visiting for making the connection which
professor
— Internship: Check the candidate potentiality for a long time
— Internet utilization recruitment by famous sites such as
Rekunabi and Maianabi: Much expensive but less effective
» Women recruitment

— Working environment to work confatabuly such as
building,office,factory,equipment,uniform and employment
system.
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(2) The concrete measures for
overcoming adaptation difficulties @

* Retired employee

— Big business retired employee; High level professional
engineer is available in relatively low salary. To tie up with
younger is effective.

— To acquire high level professional engineers in work place
together by M&A is gradually

» Measures preventing from turn over
— Proper HR evaluation
— The company can do what employee want to do.

(2) The concrete measures for
overcoming adaptation difficulties @

* Retired employee

— Big business retired employee; High level professional
engineer is available in relatively low salary. To tie up with
younger is effective.

— To acquire high level professional engineers in work place
together by M&A is gradually
» Measures preventing from turn over
— Proper HR evaluation
— The company can do what employee want to do.
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6. Human resource development

management
« The way of train and educate employee 58
* How to catch the training needs 59
« Effective way of instruction and training 60
 Six Learning Steps 61
» The principal of instruction and training 62
» The three elements for persuading 63

(1) The way of train employee

* OJT (On the Job Training)

Boss instructs and trains his subordinate knowledge, skills
and attitude necessary for the work through every day
work. OJT is systematic and selective activities.

« Off-JT (Off the Job training)

The training that is organized leaving from workplace at
working time as a one kind of responsibility

+ Self Development
Will to enhance oneself connects self development
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(2) How to catch the training needs

[ Vision and ] [ Management ]
mission policy

2 N

Employee
training should External
be organized Training needs <:| environment
based on change
training need.
[ Catch the training needs in workplace ]
*Observation in work place *Interview
*Questionnaire *Personal statement

=Personal evaluation
59

(3) Effective way of instruction and training

The principal of learning effect

Accumulate successful experience

Give feedback about performance, action, report,
and so on.

Make stimulation big such as showing figures,
using the five senses

The limit of attractiveness and how to keep
attractiveness

Explain concretely and practically to retain
memory.

60
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(4) Six steps for completing learning

@< | , 1

Introducti
[ Attract attention — tet
second

Lecture
@ Learning ﬂ

Re-appearance

Action plan

Actual practice

i Question H Review
Strengthening
Repetition }—J

Developm

on

S0 0nmunor

o

ent

Conclusion

Vg
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(5) The principal of instruction and training

» The principal of participant oriented

The leading part in training is participant. Not boss how to tech his

subordinate ,but participants how to learn
e The principal of direct experience

No only give lecture but also make participant experience something

related to lecture
* The principal of socialization

Human can learn more interacting with others than learning alone.

» The principal of systemizing

Training schedule and training content should be consistent.

62
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(6) The three elements for persuading

The final goal of upbringing is to persuade the
employee to influence them.

 Reliability of lecture

* Logic; Reliability of training content
» Enthusiasm of lecturer

» Reflection of participant’s benefit

IV. Leadership encouragement
Motivate enhancement

1. How to show leadership
2. How to motivate subordinate

How to Show Leadership and Motivate Your
Subordinate

32



1. How to show leadership

We could learn from the Aesop fable “The north wind

and the sun”

65

(1) Check Your Leadership Type®

Agree

Can't Say

Disagree

When an urgent job comes in, | respect the desire to work on
overtime to finish the job even if a superior does not give a direct
instruction to do so.

If we have lots of work on, | persuade people to put off their
personal matters until later.

| think that it is the leader's responsibility when the members
can't deliver the expected results.

When it looks like team members can deliver results, | try to
entrust the way of work to the team members as much as
possible.

Even if team members' results don't improve, | will look after
them for a while if they are doing their best.

Even if work efficiency drops a little, | challenge team members
to work above their ability.

I think that going over deadlines a little is no major issue for
keeping work quality well.

b6
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(1) Check Your Leadership Type®@

Agree

Can't Say

Disagree

I let team member participate in out of work activities as much as
possible.

Disagreements over work are only ever about work, and | don't
allow them to affect them to other interpersonal relationships

| proactively communicate with team members to improve the
team atmosphere

When a superior criticizes the work approach, | never construe it
as 'the cause is in the members'

Itis the leader who has responsibility for the work, and the team
members must obey him in the final process

I must show the attitude of pursuing perfection at work in order to
keep work discipline.

When | adjudge that the team members' proposals are inadequate,
| do not give them further thought

67

(2) Mark Your Leadership Score(®

Agree

When an urgent job comes in, | respect the desire to do
overtime to finish the job even if a superior does not give a direct
instruction to do so

Can't Say | Disagree

If we have lots of work on, | persuade people to put off their
personal matters until later

A

| think that it is the leader's responsibility when the members
can't deliver the expected results

When it looks like team members can deliver results, | try to
entrust the approach to the work to the team members as much
as possible

Even if team members' results don't improve, | will look after
them for a while if they are doing their best.

Y

Even if work efficiency drops a little, | challenge team members
to tasks above their ability

I think that going over deadlines a little is no major issue for
keeping work quality well.
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(2) Mark Your Leadership Score®

Agree Can't Say Disagree
8 I let them participate in out of work activities as much as possible.
9 Disagreements over work are only ever about work, and | don't
allow them to affect other interpersonal relationships ~
10 | | proactively communicate with team members to improve the v

team atmosphere

1" When a superior criticizes the work approach, | never construe it
as 'the cause is in the members'

12 | Itis the leader who has responsibility for the work, and as the
ultimate fallback method, the team members must obey him

W)

13 | I must show the attitude of pursuing perfection at work in order to
keep work discipline.

14 | When | adjudge that the team members' proposals are inadequate,
| do not give them further thought

(3)Self-Diagnosis of Leadership Type

7
6
5

Plot Number
of Answers 4
C+D 3
People-Oriented 2
Leader 1
0

0 1 2 3 4 5 6 7

Plot Number of Answers A+ B
Work-Oriented Leader
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(4) The Meaning of Leadership

» Leadership is the ability to motivate subordinates to
reach organizational goals.

[Key Points)

(DAbility to manage work Meet organization goal
@Ability to manage people and personal goal

<=

- Subordinates work proactively
= Subordinates work happily

<~ =

Then they achieve the goal

(5) Features of Leaders’ Actions

I. Speaking with a loud voice
ii. Working systematically with aims in mind

iii. Not only giving instructions, but also taking on and
advancing work that people do not want to do.

iv. Thoroughly understanding subordinates’ abilities,
personalities, ways of thinking, and desires.

v. Giving guidance tailored to each subordinate
vi. Being adept at motivating subordinates
*iv-vi: instruction ability
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(6) “Leaders who Motivate their
Subordinates (Example in Japan)

'If you don't try, get them to share their ideas, get them to
try, and praise them, they won't work in the way you

respect.(Massage by Isoroku Yamamoto, Commanding chief of
Japanese naval force)

I. Leaders set the example.

ii. Leaders give easy-to-understand instructions, then
delegate work to their subordinates.

iii. Leaders praise their subordinates’ the way of work.

(7) ‘Leaders who Motivate their
Subordinates’ (Example in Japan)

* 'lIf you don't talk it through with them, listen to them, give
your approval, and trust them to do things, then they
won't grow'.

* 'lIf you don't be grateful for their making efforts, look after
them, and trust them, then they won't grow'.

@ (Also, massage by Isoroku Yamamoto)

i. Leaders talk things through with their subordinates.

ii. Leaders listen to what their subordinates have to say.

iii. Leaders take their subordinates' opinions.

iv. Leaders entrust work to their subordinates.

v. Leaders are grateful for their subordinate and look after them.
vi. Leaders trust their subordinates. L
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(8) Leadership Styles

Classification by K. Lewin (U.S.A)

| Tye | Outline | Effectivesituation

Autocracy style -Think that subordinates/organization -Un-matured and unstable

leadership are negative. group

(Top down style) -They can make action only when given -Immediate decision
instruction. making is necessary

-Decision making and working
procedure are also given by boss.

Hands-off style -Boss don’t take part in action -High level expert group
leadership subordinate/organization held. such as research and
-Decision making and working development department

procedure are also held by subordinate

Democratic style -The policy is decided on their own -The most desirable style
leadership discussion under support of boss. in normal work.
(Bottom up style) -Working procedure and points are

entrusted to subordinate.

Leadership should be used properly in accordance with situation and subordinate. 75

(9) Leadership Suited to Subordinate
Personality Types

High
C A

Ability

Low

Low High

Motivation

76
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(10) Leadership Suited to
Subordinate Personality Types

High Have subordinates
participate in Give authority and
important decision- | delegate work
Ability making
Cnve copc1se b Convey how they
1n}sltruc;;uons a dout d can increase their
Low what they need to do ability
Low High
Motivation

77

[FYI] The Idea of Leadership by Zico,
Head Coach of Football

i. Leader never forgets the spirt of challenge

ii. Leader never loose the passion at any time.

ii. Leader must make subordinates understood that they are parts of team.

iv. Leader must let subordinates be aware of the goal.

v. Leader must foster subordinates' awareness of professionalism.

vi. Leader must find subordinates’ capabilities.

vii. Leader must let subordinates use their brains.

viii. Leader must give subordinates confidence.

ix. .Leader must listen to what subordinates say.

X. Leader must make his/her stand clear.

xi. Leader must make subordinates convinced to work.

xii. Leader must create an environment for easy-to-work.

xii. Leader must also consider the organization after he/she leaves. 8
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2. How to Motivate Subordinate

When motivating your subordinate refer following two
kinds of motivating factor

@ Internal originating motivation

'Based on interest in an issue, curiosity etc., the process of
initiating action by oneself'.

(@External originating motivation

'‘Motivation flowing from external factors such as reward,
punishment etc.".

(1) Factors that Increase and
Decrease Motivation

For what do you increase your
motivation?

On the other hand, for what do you
decrease your motivation?
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(1) Factors that Increase and
Decrease Motivation

@Factors that increase motivation

-Feeling a sense of achievement from work

-Being recognized by one’s peers

-Being entrusted with work with responsibility
-Receiving fair evaluation and being able to promote
-lmproving own ability through work

A Factors that decrease motivation

-High salary

-Good atmosphere in workplace

-Structured and clear management policy

-Fair work conditions (work hours, rest times, days off)
-Pleasant workplace environment

81

(2)How to Motivate People (Question)

(DHow do you enable people to feel a sense of achievement from work?

=

(@How do you encourage to be recognized by peers?
=

@How do you entrust people with work with responsibility?
=

@How do you facilitate people receiving fair evaluation and being able to

promote?
=

®How do you facilitate people improving that their ability through work?

=

82
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(2) How to Motivate People (Answer)

(MHow do you enable people to feel a sense of achievement from work?
=Set a slightly higher goals than their current ability.

(@How do you encourage to be recognized by peers?
=Praise, show your gratitude, establish the awards program.

@How do you entrust people with work with responsibility?
=Give them consistent work from planning to implementation.

@How do you facilitate people receiving fair evaluation and being able to
promote?

=Establish a fair and transparent evaluation system.
BHow do you facilitate people improving that their ability through work?
= Foster subordinates in a planned manner.

83

[FYI] Reasons for Increased Desire to Work

Extracted from Results of Surveys of Japanese Corporations

Able to learn a lot through work

Being entrusted with work with responsibility
Feeling a sense of achievement from work

Good interpersonal relationships in the workplace
Being treated appropriately

High amount of discretion available in work
Allocated according to own preferences
Workplace communication is smooth

©ONoOORDN =

84
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(4) Maslow's Hierarchy of Needs @

» Abraham Maslow (1908 ~ 1970, an American psychologist) considered that human
needs form levels, with physiological/semantic/basic needs followed by social and

psychological needs at higher levels.

* Once the lower-level needs are completely met one by one, people will become

conscious of higher-level needs.

« Similarly for the level of satisfaction, once the first-level needs are met, a person will

desire the needs of the next level up.

[Relationship with Employee Satisfaction]

* When people feel nervous or insecure due to unfulfilled needs, the ego restores
mental stability, carrying out various actions autonomously to protect the self. When
the feeling of nervousness is dissipated due to those actions, it changes to

satisfaction.

« Similarly for employee satisfaction, employees are satisfied by taking actions that
respond to needs, and furthermore focus on their work, make high-quality products,

and deliver customer satisfaction.

» Therefore, corporations should systematize policies that bring employee satisfaction,

and these policies should be presented to employees.

85

The relation ship between CS and ES

~ Service profit chain by Hesket and Sasser~

External
1 environment

Internal Diversify and high quality
environment I l customer service
/ Profitabilit\

Employee

Loyalty y
Enhancem Enhancem
ent ent

Employee
Satisfaction
Enhancement

Manager’s
Leadership
and
motivation
Enhancement

2N

~

Customer
Loyalty
Improvem
ent

| New business advance and

customer acquisition
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(4) Maslow's
Hierarchy of Needs

@

® Need for

Self-
/ Actualization

@ Need for Esteem

@ Need for Love and
Belonging

@ Need for Safety

@ Psychological Needs

® Need for Self-Actualization

The need of wanting to pursue one's own ideals. The need of
wanting to improve oneself and realize one's full potential.

@ Need for Esteem

When social needs are satisfied, the need for acceptance as a
member of society appears. This is called the "Need for
Esteem". Needs for fame, status, driving a nice car, and
wearing brand-name items correspond to this need.

@ Need for Love and Belonging

Once physiological, and safety and stability needs are
satisfied, people come to desire that groups will warmly
welcome hem/her, such as family, local organizations, etc.
This is called the "Need for Love and Belonging". As it
includes the pursuit of love, it is also called the Need for Love.

@ Need for Safety

Once the psychological need is fulfilled, people then tries to
save their own life. This is the "Need for Safety". This includes
the need to think about the future risks.

@ Psychological Needs

These are the needs that are imperative for survival, such as
hunger and sleepiness. These are instinctive needs.

87

(5) Motivation exercise

The following shows high-ranking reasons for leaving
the job from unemployed persons. Please examine
concrete measures prevent from leaving the job.

-] could not do what | wanted to do.

*Human relations in the workplace were bad

*| could not imagine future of the company.

- A lot of overtime works made me exhausted physically.

| could not get familiar with organization culture and atmosphere.
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(6) Self-Motivation

"Achieving work target™
= "Time Management" x "Own Will"

\ J
Y

Self Control

5

Self-Motivation

(7)How to Increase Managers' Self-
Motivation

@ Clarify their own targets and increase their sense of
achievement

@ By improving the work culture, improve the
communication within the workplace

® Improve the level of his/her staff through training

@ Improve your specific skills through self-development

® Increase mutual trust with his/her staff in order to
improve teamwork within the workplace

® Stringently carry out your own time management
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V. HR evaluation system based on
performance, work attitude and ability

/1. What is HR evaluation? 92 \
2. Evaluation based on performance 97
3. Evaluation items based on work attitude 101
4. Evaluation items based on ability 103
5. Method of buildup evaluation 105
6. Preparation for evaluation 107
\7. Important notes for evaluation 113 /

1. What is HR Evaluation?

(DEvaluating the “progress of job” of each employee during a
certain period.

(@Evaluating the “level of effort (attitude)” of each employee
during a certain period.

(@Evaluating the “level of ability” at a certain point.

Case in Japan

Evaluation
BLevel of ability

A <' (MProgress of job >A

April, 2017 @Level of effort March, 2017
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Why is evaluation necessary?

\ 7/\/
S Y,
A 4/

(1) Aims of Evaluation

@ To do fair HR management.

@ To foster subordinates.

® To activate the organization.

@ To find candidates for promotion.

® To decide the allocation of bonus and the amount
of salary.

® To allocate staffs at appropriate positions.
@ To develop potential capacity of subordinates.
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What can be used as standard for evaluation?

\rft\,

~
-
’

(2) Standard for Evaluation

f@ Achievement (performance, result)
@ Work attitude and desire
3 Capability

@ Competency model

~
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2. Two Kinds of Evaluation Based on
Result

(D Evaluation based on performance

=Performance means the level of
target achievement

(2 Evaluation based on result
=Result of work
=Quiality of work (accuracy)
=Quantity of work (promptness)

97

(1) Structure of Evaluation Based on

Performance
M BO (Managem_ent by (DBoss tell the target in the
objectives) and its procedure workplace
- (@Subordinate plans his/her own
Setting target based on the workplace target.
objectives (®Boss and subordinate have an

interview to set the target.

Evaluation of the — .
achievement level Objectives Execution

(DBoss and subordinate respectively (D Check the progress every end of

evaluate the achievement level. month

@ They have an interview to share @ Boss should support the

the evaluation result. subordinate especially for low
performer
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(2)How to set good objectives?

(D The objective is concrete.

@ The objective is set slightly higher than
current situation.

® The objective corresponds to reality.

@ The objective is set within the range that
he/she can achieve if he/she does his/her best.

®) It can be measured whether he/she has
achieved the objective or not.

99
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3. Evaluation Based on Work Attitude

Example of items

@positive-ness ®professional

Attitude Desire
Mdisciplined  Gplanning gges!re :O rse
(@responsible  ®accuracy 3 esire Olmhplrlove
@cooperative  (7)g elf-organized desire to challenge

@a sense of purpose
B)cost-consciousness

(Example) How to Create an Evaluation
Sheet Based on Work Attitude

Item Meaning Point of view Evaluati
on
@® Having a good | i. Does he/she greet others properly?
Disciplined
P manner as a ii. Does he/she not be late?
business
person iii. Does he/she draw a clear line between
work time and rest time?
@ Attitude to i. Have he/she completed the work until the
Responsible | complete the end?

work until the
end

ii. Does he/she deal with the work
sincerely?

iii. Does he/she report that the work has
finished?

102
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4. Evaluation Based on Ability

Examples of item
(DAbility to set objectives
@Ability to execute the work
3 Ability to make a decision
@ Ability to negotiate
B Ability to create a plan
® Communication ability
(D Ability for leadership
Ability to plan etc.

(Example) How to Create a Evaluation
Sheet Based on Ability

ltem Meaning Point of View Evalua
tion

Ability to Ability to i. Does he/she understand the work and its
execute the | achieve the method properly?
work objectives in . ii. Does he/she have knowledge / skills to

accordance with te th K thiv?

the business execute the work smoothly?

plan iii. Does he/she devise ways to execute the

work effectively?

Communicati | Ability to i. Does he/she report /consult with the
on ability communicate supervisor appropriately?

with concerned

parties smoothly ii. Does he/she have an active communication

with colleagues?

iii. Does he/she listen to others positively?
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5. Method of Buildup Evaluation

Five-grade evaluation
normally)

[Evaluation result b

Weighted as the
whole is 100.

Taking account of difficulty
and execution condition, set
he ratio within+-20%

performance]

Qre Importance(%) Difficulty(%‘)/ Evaluation Score
Objective D 4 40 120 1.92
Objective @ 5 30 90 1.35
Objective @ 3 30 110 0.99
[Evaluation result based on attitude and ability] Total 4.26[A)
Score Total Score
Attitude 3 5[B]
Ability 2 Weighted by

[Comprehensive evaluation] position

Allocation ratio(%) | Result | Overall
Evaluation result based on performance[A)4.26 80 3.41 4.41
Evaluation result based on attitude and ability[B]5 20 1 105
[ FYI ] Basic Ablllty as a Necessary abilities to start working early as a
Busi P business person for new member of society
usiness rerson (Ministry of Economy, Trade and Industry)
Category Ability Content
Ability to go Independence Willing to deal with things.
forward Ability to approach Ability to approach others and to make them involved.
(Action)
Ability to implement Ability to set objectives and to execute.
Ability to think | Ability to find the Ability to analysis the current situation and find an problem and
(Thinking) problem a solution.
Planning ability Ability to find a process to solution and to prepare.
Creativity Ability to create new value.
Ability to work | Ability to express Ability to express clearly.
"E‘_T_ ateam 0 Ability to listen Ability to listen to others carefully.
eam-worl
Flexibility Ability to understand differences in opinions / on positions.
Ability to understand Ability to understand the situation around yourself and others
the situation and relations with things
Disciplined Ability to obey social rule and to keep promise with others
Stress-controlling Ability to deal with the origin of stress.
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6. Preparation for Evaluation

/(D Decide who evaluates who.
@ Set the evaluation period.

=1In Japan, fiscal year which starts from April
to March (Japanese fiscal year) is used.

@ Create evaluation sheets by department.
@ Give a training for evaluator.

-

~

(1) Decide Who Evaluates Who

Evaluatee

Primary evaluator

Secondary evaluator

General Manager

Executive vice
president

Manager General manager

Supervisor Manager General manager
Group leader Manager General manager
Staff Manager General manager

*Evaluatees also evaluate themselves.
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(2)Create Evaluation Sheets by

Department
Clerical Sales Engineer | OO post
post
General O O O
Manager
Manager O O O
Supervisor O O O
Group leader O O O
Staff O O O

(3) Training for Evaluator

(DAIm : To make a fair evaluation
@Training with using case studies
@ Psychological tendency of evaluator

a. If the evaluator find one good in all items, he/she thinks that all
items are good. (Hello effect)

b. In case of three-grade evaluation, the evaluation is made at
B.(Centering tendency)

c. The evaluator evaluates permissively those who always obey what
he/she orders. (Permissive tendency)

d. The person who is strict for oneself, he/she also strict for others.
(Contradistinction error)

e. The evaluator evaluates subordinates, not at the whole evaluation
period, but at the last period before evaluation. (Time error)
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Sample(® Case study

* Read the following sentence carefully, Evaluate Mr. C’s leadership ability in 3
grades,O(Good), A (Avarage), X (Poor)

The supervisor, Mr. C, is kind to his subordinates so that he always goes to
talk and advises them well when they have some difficulties in work. His
boss evaluated him highly for his “leadership ability”.

[Evaluation Sheet]

ltem Point of view OA X
Leader | MDoes he/she find the educational needs of

ship subordinates’ and foster them in a planned manner?

ability

@s he/she always fair to subordinates?

(@ Does he/she motives subordinates to boost
morale?

111

Sample@ Case Study

* Read the following sentence carefully, Evaluate Mr. A's leadership ability in 3
grades, O(Good), A (Avarage), X (Poor)

Two years after entering the company, Mr. A visit customers regularly based on his
visiting schedule. He sometimes needs to change the schedule in order to cope
with customers’ claims. He understands well what he should deal with at first and
what he should do next, Therefore, his boss evaluated him highly for his “planning
ability”

[Evaluation Sheet]
ltem Point of view OAXx

Planning | MDoes he/she make a plan and execute the work
Ability properly and promptly?

@ Does he/she take account of priority and
importance?

(@Does he/she always understand the degree of
progress to achieve the objective?
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7. Important Notes for Evaluation

(D Not to be confused by the self-
evaluation by the subordinate.

@ To evaluate not by memory, but by
record.

® To evaluate by clear reasoning.

@ To give plus-one evaluation for the
challenging objectives.

VI. Competency Model and
Building Organization

1. Meaning of competency 115
2. What is competency model? 117
3. How to do competency evaluation 118

4. Building organization with using competency
model 123
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1. Meaning of Competency

One year has been passed since Mr. A and Mr.
B joined the company, as salesperson. They
have same level of knowledge and skills,
however, Mr. A sells twice as much as Mr. B.
Why do you think that it happens?

=
gl

»

A

Competency is Behavioral Feature of
Good Performance Person

(D He/she sets high objectives.

@ Helshe considers the action and the process
to achieve the objectives.

3 He/she gathers necessary information.

@ He/she acts and uses the information to
achieve high objectives.
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2. What is Competency Model?

[ Understand the behavior of a high performer, behave like him/her, }

enhance the capacity level of employees and win the competition!

Modeling of “behavioral feature” of good-performance person at
work, by job category / hierarchy

Achievement

Iceberg model
of competency

owledge
Experience Lead directly to
77777777777777777777777777 achievement
Surface Skill

Motive / sense of mission

Character / feature | 117

3. How to Create Competency Model

@ To select person who performs well.
@ To observe the way of the person’s working.
@ To analyze the “behavioral feature” of the person.

@ To classify the “behavioral feature” and to model
as an example of good employee.
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Classification of Competency

() Communication [Examples]
@ Achievement-oriented

® Customer-oriented

@ Teamwork / cooperativeness
® Leadership

® Planning

@ Coaching / fostering

Problem solution etc.

3. How to Make Competency Evaluation

(DCreate a check-list based on competency
model.

= Grading behaviors

(@Based on the competency model, evaluate
employees how much they can do as well as
the model.

® Evaluate from mid-long term perspectives.
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(1) Check-List for Evaluating Behavioral Features

[Example] Level 1 Level 2 Level 3 Level 4
Execute under | Act at least Take action by | Have good influence
boss’s once he/she is oneself. onto others.
supervision supervised

Planning He/she can set | He/she can He/she can He/she can make a

ability schedule under | consider what make a schedule for
consultation to do for schedule for achieving the

Consider with a boss. achieving achieving the | objective and

what to do objectives, objective and | manage it by oneself.

for however, needs | manage it by | Furthermore,

achieving the advice from | oneself. he/she can review
objectives a boss to set the the schedule when
and time-schedule. things don’t go
manage according to plan.
time.

121

(2) Structure of Evaluation Based on
Competency Model

(MCheck employee’s behavior and which level it meets.
@{EX] Level 1 - “POOr”

Score Chart | & 2

¢

Z

Level 2- -+ “Fair’
Level 3+ -+ “Excellent”
Level 4- -+ “Very excellent”

| Maturity Model |

)t

3
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4. Building Organization with
Competency Model

(DModel the behavioral feature based on the ideal person
for company or for each job category.

@Competency Model shows each level of behavior so
that employees can check by themselves which level

they meet.

@ As aresult, it is easy to set objectives.

<

Leads to capacity building for
employees

(1) Competency Model Based on
Ideal Person for Company [Example]

Character of ideal
person

Necessary
behavioral feature

Concrete action

Employee who
can judge and act
proactively

Ability to set
objectives

Set goal by oneself.

Planning ability

Manage time to achieve objectives.

Ability to execute

Do what he/she plans, until the end.

Employee who
understands
changes and
challenges to high
objectives.

Ability to find
problems

Notice the current problems in a process
of market change.

Ability to create

Consider what should be changed as a
way of work.

Ability to execute

Set clear objectives and act to achieve
them.
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(2) Competency
Cat

+ Define the ideal employee b

Model by Each Job
egory

y each job category at your

company, necessary behavior features and concrete actions.

Job categogsy, Clerical staff

Sales Staff Engineer

125

(3)360-Degree Evaluation

Evaluation system that is done by
various parties, not only by boss in a

colleagues, staffs at other department
who work with and even more customers

normal manner, but also by subordinates,

1r

| All abilities, especially, || Teamwork. |
i sense of mission, ability ! ability to b’uild
! to be adapted, ability to !

| Sense of responsibilit
i customer-oriented,

{ ability to build
<:|3 relationship, ability to
execution, ability to

1 negotiate, teamwork,
i leadership

'1 relationship,

! ability to foster,
» ability to allocate/
i problems, ability/ :
! to manage |:>
! problems, abil
to negotiate

,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,

The purpose of 360-Degree evaluation

One-way evaluation has a possibility to be
focused disproportionately as evaluator see
only one part of evaluatee (who is
evaluated). It becomes fair evaluation by
accepting wide-ranged evaluations as much
as possible.

Leadership, ability to foster,
i ability to plan solutions,

i ability to allocate problems,
i ability to manage problems

Subordinates
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1. Information of the module

1)
2)
3)
4)
5)

KRJC Business Course Syllabus

[S-EXANNV]

Title of the module: KRJC Business Course ~ A-Course Financial Management

The target audience: A Course participant

Participation fee: To be filled by BC staff

Period of the module: Nov21,22,23,26,2018

Targeted achievement: Participants to understand rough pictures of Financial Management, major KPI, cycle of Financing.Investing,Earnings
Get hint from Japanese Business to utilize for own business.

Participants to understand “Financial Management Philosophy™.

2. Overview of the module

v
v
v
v
v

Learn what is Financial Management,

Learn importance of financial statements and learn financial analysis
Learn how lenders evaluate borrowers,

Study new moves of Japanese companies

Learn importance of governance which impacts business positively and negatively.

3. Lecture profile

Junji Ban started his career as a global banker with Bank of Tokyo (MUFG Bank). He was assigned in global banking, corporate finance, as well as

project finance. After serving in Australia, Indonesia, he was assigned as Senior Vice President of U.S. Corporate Banking in New York, then he

represented the bank in Washington DC as Chief Representative. He has deep insight of Japanese corporate activities in Asia through his assignments as

General Manager of Asia Planning Office and China Division of the bank overseeing bank activities in Asia and China. After completing his tenure with

the bank as General Manager of Northwest Group in the U.S, he joined Western Union Business Solutions in Japan to start up web-based platform for

foreign remittance. He currently serves as the senior researcher at International Development Center of Japan, consulting on JICA’s economic and social

development projects, as well as lecturing on financial management in Japan Centers in Kyrgyz and Cambodia. He contributed in "Tigers' Roar by Julian
Weiss, Is East Asia's Economy Back on Track? "published in 2011 by M. E. Sharp, Armonk, New York,2001.



4. Syllabus

Form of training and role of

If there are any

BC member . _
f . Brief Description of Case study fhanges Eror]p
Day & . Expected Brief Description of the ast round, i
Time gl I|5$gtcl§[irge& moderating content yes, why and
&Workshop | Fole by BC what.
etc. member (if Any other
any) remarks
Day 1 Briefof .......
Monitor NA Basically, same as
Yy
participants if any R23.Some changes
What is Financial of them need any . checked by BC staff.
l Management Lecture help as well as Explanation of what
SESSION & ass?s ting lecturer participants learn-Introduction
in case of any
needs.
Overview of Financial No quiz, different from R23 Basically, same as
Lecture Management R23.Some changes
Relation of each accounting checked by BC staff.
Grou
2 Financial Management Pa rtifipation -Relation with Business
SESSION Overview Practice Quiz hgir}agqment .
(during class or as -Objectives, Functlon_s,
homework) -Managerial Accounting
-IFRS
Day 2 Briefof .......
Yy
1 Importance of Financial Lecture Learning the financial NA
SESSION | Statements statements and its significance
Importance of Financial Lecture -ROE moves in Japan Basically, same as
2 Analyses-Profitability Group Learnine Financial Analvses Looking at cases of Japanese Companies, Reason R23.Some changes
SESSION | Importance of Financial Participation & y behind improvements of ROE, checked by BC staff.

Analyses -Financial

Practice Quiz

Using companies’ homepage, such as below




Soundness

(during class or as
homework)

https://www.haseko.co.jp/hc/english/environment.html

https://www.disco.co.jp/eg/

https://www.sony.net/

No quiz, difference from R23

Day 3 Briefof .......
Proper financial management Lenders Viewpoint Mostly same as R23,
is required when you Learning important points changes checked by
1SESSION | approach bank for when borrowing from financial BC staff
borrowing-From Lenders’ institutions
viewpoint.
State of Japanese Companies Learning about SMEs Japan, State of Japanese SME Mostly same as R23,
2
SESSION (include SME, SDGS& ESG) learning new trends of business changes checked by
involving SDGs and ESG BC staff
Day 4 Briefof .......
Outlines of Financial . Groupwork Financial Planning Mostly same as R23,
1 Plannin Some important elements of chanees checked b
SESSION & Financial Planning BC s%a o y
) Groupwork of Toshiba Scandal same as R23,
Case Study . changes checked by
SESSION Case study of Toshiba Scandal BC staff

* This table serves as an example and can be changed based on the planned number of module days.

5. Required items for use on the module apart from basic sets (white board, lap top and projector)

White Board, Laptop,Projector,Pointer,Marking Pen(Water)various colors(black, red , dark blue at least)
Also White paper,post it(large size & small size),marker pen(MULTIPLE COLORS, NEW ONES)

6. Tasks for preliminary preparation by BC members apart from the ordinal preparation and support, if any.



https://www.haseko.co.jp/hc/english/environment.html
https://www.disco.co.jp/eg/
https://www.sony.net/

KRJC Business Course
A-Course

Financial Management
June 7-9 &12

Junji Ban

Making Your Company Grow through
Financial Management Viewpoint

A —Course Syllabus

M

Day 1 1 What is Financial Management Japanese Lecturer
2 Financial Management Overview
Day2 3 Importance of Financial Statements/ Making of Statements Japanese Lecturer
4 Importance of Financial Analyses-Profitability
Importance of Financial Analyses -Financial Soundness
Day 3 5 Proper financial management is required when you approach bank for Japanese Lecturer

borrowing-From Lenders’ viewpoint
6 State of Japanese SME

Day4 7 Case Study: Entrepreneur in Cambodia/S International Inc, Okayama, Japanese Lecturer
Japan

8 Group Works: Financial Planning

*Financial Analysis equals to Business Analysis in narrow sense and it is the analysis to study and evaluate company activities

based on financial statements. (mainly balance sheet and income statement)NFNF




Purpose of this course

Understand rough pictures of Financial Management without going much further
into detailed number and figures

Understand concepts of key indicators important to Financial Management

Appreciate Financial Management through proper Management Accounting and
Financial Accounting ideas, and make your company stronger and sounder.

Bottom line is making your company profitable with proper Financial
Management through the cycle of “Financing”, “Investing”, “Earning”.

Active Group Participation needed g

Course success is depending on your active participation.
Please read the course material before the lecture.

This course only gives you some parts of financial management, but not everything. So
your effort of doing your own studies is recommended.

Especially 4™ day, “Group Work/ Financial Planning involves

One way lecture may be boring, we introduce group works.

If you become boring, you may take a nap, but please do not snore!
If any questions, please ask

Let us make grouping of 4-5 people each.




ItDay  Junexx 2017

KRIJC Business Course

A- Course

Financial Management

What is Financial Management/Financial Management Overview

IstDay  Junexx 2017

Junji Ban

What is Financial Management-Why do you learn?

* The purpose of Financial Management is to achieve appropriate output(profit=revenue-cost)with less
economic burden(total assets input), in other words,” improvement of Return on Asset(ROA).

* Improvement of ROA means, improving the use of own capital(Tangible net worth)/borrowed
capital(loan, bond, etc.)

* Bottom line of learning Financial Management , is to learn how to achieve appropriate output(profit)with
effective use of Tangible net worth and borrowed capital(loan, bond, etc.)without putting the company
under liquidity risk, by implementing proper analyses and action management in carrying out your

business idea.




Financial Management Overview-Definition

"Financial management is that activity of management which is concerned with the

planning, procuring and controlling of the firm's financial resources. "

By Deepika &Maya Rani

There are many ways to define it, but there is no clear definition, it may be said Financial
Management is a philosophy of business management with planning and controlling of your
business financial resources in order to achieve the objectives.

Financial Management Overview-Scope

From 2016 A- Course




Financial Management Overview- Role in Business Management

Corporate activities are the activities of combining four business resources, namely “manpower”,

“goods”,”money”’, " information”,to achieve corporate goals.
Business Administration
manpower HR Management/Labor Management
goods *Inventory Control/Asset Accounting
money Financial Management
information Information Management

*Inventory Control/Asset Accounting are the inclusive part of Financial Management

Financial Management Overview- Objectives in Business

Management

Objectives of Financial Management
The financial management is generally concerned with procurement, allocation and control of
financial resources of a concern. The objectives can be-

1.To ensure regular and adequate supply of funds to the concern.
2.To ensure adequate returns to the shareholders which will depend upon the earning capacity,
market price of the share, expectations of the shareholders.

3.To ensure optimum funds utilization. Once the funds are procured, they should be utilized in
maximum possible way at least cost.

4.To ensure safety on investment, i.e., funds should be invested in safe ventures so that adequate
rate of return can be achieved.

5.To plan a sound capital structure-There should be sound and fair composition of capital so that a
balance is maintained between debt and equity capital.



http://managementstudyguide.com/financial-management.htm
http://managementstudyguide.com/financial-management.htm
http://managementstudyguide.com/financial-management.htm

Financial Management Overview- Functions in Business

Management

Functions of Financial Management

1.Estimation of capital requirements: A finance manager has to make estimation with regards to capital requirements of the company. This will depend upon
expected costs and profits and future programmes and policies of a concern. Estimations have to be made in an adequate manner which increases earning capacity
of enterprise.

2.Determination of capital composition: Once the estimation have been made, the capital structure have to be decided. This involves short- term and long- term
debt equity analysis. This will depend upon the proportion of equity capital a company is possessing and additional funds which have to be raised from outside
parties.

3.Choice of sources of funds: For additional funds to be procured, a company has many choices like-

1. Issue of shares and debentures

2. Loans to be taken from banks and financial institutions

3. Public deposits to be drawn like in form of bonds.
4.Choice of factor will depend on relative merits and demerits of each source and period of financing.
5.Investment of funds: The finance manager has to decide to allocate funds into profitable ventures so that there is safety on investment and regular returns is
possible.
6.Disposal of surplus: The net profits decision have to be made by the finance manager. This can be done in two ways:

1. Dividend declaration - It includes identifying the rate of dividends and other benefits like bonus.

2. Retained profits - The volume has to be decided which will depend upon expansional, innovational, diversification plans of the company.
7.Management of cash: Finance manager has to make decisions with regards to cash management. Cash is required for many purposes like payment of wages
and salaries, payment of electricity and water bills, payment to creditors, meeting current liabilities, maintenance of enough stock, purchase of raw materials, etc.
8.Financial controls: The finance manager has not only to plan, procure and utilize the funds but he also has to exercise control over finances. This can be done
through many techniques like ratio analysis, financial forecasting, cost and profit control, etc.

Financial Management Overview-Relation with BS/PL

Financial Management=
Management Planning +Financial
Control

Financial Management=Profit View Point of Balance Sheet
management+Financing(funding)Management+Funds
Management

Financial Management=Profit Management+Cost View Point of Profit and Loss Statement
Management+Funds Management
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Financial Management Overview-Management

Accounting

Financial Accounting

Management Accounting

Format:

Specific format by IAS so that financial accounts of
different organizations can be easily compared.

No  specific format is  designed for
management accounting systems

Planning and control:

For making investment decision, credit rating

For plan and control activities to aid decision-making
process.

Accounting Procedure. IFRS

Users: Reports are primarily used by external users, such as | Reports are exclusively used by internal users viz.
shareholders, bank and creditors. managers and employees.

Focus: Focus on history. Focus on future.

Monetary Vs. non- Most  information is of a monetary nature. | Information may be monetary or

monetary: alternatively non-monetary.

Time span: Statements are required to be produced for the period of | No  specific time  span is  fixed for
12 months. producing financial statements.

Legal/rules: Drafted according to GAAP - General Accepted Drafted according to management

suitability.

Center of importance:

The origin of preservation of knowledge gives
emphasis on recording keeping on a whole firm basis
for the purpose of decisions by all the users of
accounting information, both external and internal.

Management accounting uses cost data for provision of
information for strategic management decisions. It is
mainly concerned with the provision of help to the
managers to asses them in the process of decision
making and design business strategies.

From 2016 A- Course

Financial Management Overview -Management

Accounting (additional notes)

statements.

* As shown in the table on previous page, corporate accounting can be categorized into 2 areas.
* One being financial accounting, and the other being management(managerial )accounting.
* Financial accountancy is governed by both local and international accounting standards.
Generally Accepted Accounting Principles (GAAP) is the standard framework of guidelines for
financial accounting used in any given jurisdiction. It includes the standards, conventions and rules
that accountants follow in recording and summarizing and in the preparation of financial statements.
On the other hand, International Financial Reporting Standards (IFRS) is a set of passionable accounting
standards stating how particular types of transactions and other events should be reported in financial

IFRS are issued by the International Accounting Standards Board (IASB).With IFRS becoming more
widespread on the international scene, consistency in financial reporting has become more prevalent
between global organizations. We will casually have a look at IFRS shortly.

While financial accounting is used to prepare accounting information for people outside the organization
or not involved in the day-to-day running of the company, management accounting provides accounting
information to help managers make decisions to manage the business.(from Wikipedia)




International Financial Reporting Standards -1

Reference only-Financial Accounting

What is IFRS?

International Financial Reporting Standards (IFRSs) are designed as a common global language for business affairs so that
company accounts are understandable and comparable across international boundaries. They are a consequence of growing
international shareholding and trade and are particularly important for companies that have dealings in several countries. They are
progressively replacing the many different national accounting standards. They are the rules to be followed by accountants to maintain
books of accounts which are comparable, understandable, reliable and relevant as per the users internal or external.

IFRS, with the exception of IAS 29 Financial Reporting in Hyperinflationary Economies and IFRIC 7 Applying the Restatement
Approach under IAS 29, are authorized in terms of the historical cost paradigm. IAS 29 and IFRIC 7 are authorized in terms of the units
of constant purchasing power paradigm.

IFRS began as an attempt to harmonize accounting across the European Union but the value of harmonization quickly made the
concept attractive around the world. However, it has been debated whether or not de facto harmonization has occurred. Standards that
were issued by IASC (the predecessor of IASB) are still within use today and go by the name International Accounting Standards
(IAS), while standards issued by IASB are called IFRS. IAS were issued between 1973 and 2001 by the Board of the International
Accounting Standards Committee (IASC). On 1 April 2001, the new International Accounting Standards Board (IASB) took over from
the IASC the responsibility for setting International Accounting Standards. During its first meeting the new Board adopted existing IAS
and Standing Interpretations Committee standards (SICs). The IASB has continued to develop standards calling the new standards
"International Financial Reporting Standards".

Mainly taken from Wikipedia

International Financial Reporting Standards- 2

Reference only-Financial Accounting

(Further explanation on IFRSs)

Though this subject may be covered by “Accounting Course for Businessman”, it is beneficial to have basic
understanding of what is going on in global scene as far as IFRS is concerned. We learned on page XX, that
International Financial Reporting Standards (IFRS) are designed as a common global language for business
affairs so that company accounts are understandable and comparable across international boundaries.

IFRS is consisting of those 4 accounting standards undermentioned.

1.International Accounting Standards,IAS

2.Standing Interpretations Committee, SIC Interpretation guidelines

3.International Financial Reporting Standard, I[FRS

4.International Financial Reporting Interpretations Committee,IFRIC Interpretation guidelines




International Financial Reporting Standards-3

Reference only-Financial Accounting

Continue from previous sheet

In 2005,IFRS was first applied to publicly listed companies within EU as mandatory application. It has been spreading
globally, and now over 100 countries use IFRS as their accounting standards or equivalent standards. It is expected that
more countries will introduce IFRS as their standards. In 2005,European Securities and Markets authority evaluated
Japan, U.S,Canadian accounting standards as nearly equivalent with IFRS.

In November 2007,U.S. SEC relived filing of US GAAP for foreign companies reporting on IFRS basis.

In December 2008,EU evaluated Japanese GAAP and US GAAP equivalent to IFRS.

IFRS adoption in Japan

Since 2010, companies that meet certain criteria have been permitted to voluntarily apply IFRS Standards for
consolidated financial statements in Japan. In 2013, the FSA revised its Cabinet Office Ordinances and
eliminated certain requirements in order to enhance further application of IFRS Standards in Japan. As a
result, the number of companies eligible to apply IFRS Standards was increased, and virtually all listed
companies and unlisted companies are allowed to use IFRS Standards for consolidated financial statements.

Under the current regulation, a company may voluntarily use IFRS Standards if it meets the following
criteria:

The company discloses, in its Annual Securities Report, information regarding specific efforts to ensure that
the consolidated financial statements will be prepared in accordance with ‘Designated IFRS’; and

The company allocates executives or employees with ample knowledge about Designated IFRS, and puts in
place a structure to ensure that the consolidated financial statements will be prepared properly in accordance
with Designated IFRS.

‘Designated IFRS’ is a set of IFRS Standards that have been designated by the Commissioner of the FSA.
Each IFRS standard is made effective through the formal process of endorsement.



http://www.hp.jicpa.or.jp/english/accounting/standards/index.html

The number of listed companies voluntarily adopting

IFRS

* According to the Tokyo Stock Exchange, as of June 30, 2016, the number of listed companies voluntarily
adopting IFRS Standards (including those that officially announced their intention to adopt) is 115, and an
additional 22 companies have disclosed that they are planning to adopt IFRS Standards in their earnings
reports.

* The number of voluntarily adoption IFRS is consistently increasing in Japan.

Group Participation

* What is Financial Management ?
Please explain your understanding of “Financial
Management” and make short presentation, so that
everybody understands philosophy behind it.

* “What is IFRS ? ” ,make short presentation, so that everybody understands
the purpose of IFRS.

Preparation 20 minutes

Presentation by each group leader.
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Quiz 1%t Day

Please answer the Quiz separately provided.

2nd Day  June xx 2017

KRJC Business Course

A- Course

Financial Management
Importance of Financial Analyses-Profitability
Importance of Financial Analyses-Financial Soundness

2nd Day  June xx 2017

Junji Ban

11



Importance of Financial Statements

A)Business process represent in financial statement
B)Bookkeeping and Trial Balance

C)Integral understanding of three financial statements
D)Profits Loss Statement / Income statement (IS)
E)Balance sheet (BS)

F) Cash Flow Statement (CS)

G)Limitation of Financial Statements

Out of 4 financial statements, namely, BS,IS,CS and Statement of Shareholders’ equity, we cover
BS, IS, CS which are most important for financial management.

Financial Statements

Correlation of each statement -1

v

Profit & Loss Statement
(Income Statement)

Cashflow
Statement

Liability Net Sales

Current Asset Current Liability Source _

Cash Cost of Goods Sold(COGS)
Non - of
R Funds Gross Profit

Selling, General and Administrative
Expense (SGA)

Non-current
Asset

Paid in capital

Operating Income

Retained
earnings is the
portion of net

Retained Earnings

Interest Expense
Others

income
. Income before Income Taxes
CF from Operating accumulated
Activities rather than Income Taxes
N Liabilit. distributed to Net Income \
CF from Investing Current Asset y shareholders as
Activities Cash

dividends.

Non-
current

The primary difference of
retained earnings and net

CF from Financing

Activities Liability income. Retained earnings
Non-current Equity is accumulated while net
Cash End of Year Asset Paid in capital income is the bottom line

profit for the certain
period.

Retained Earnings
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Financial Statements
Correlation of each statement -2

Cashflow statement

The picture shows that the funds used from the beginning balance sheet. current assets, such as cash,
marketable securities reasonably expected to be cashed within 1 year to be utilized for operation.

Generated income is shown in the profit and loss statement of the period (1year) as net income, and
the portion of net income is accumulated as part of retained earnings on the ending balance sheet.

Financial Statements

A)Business Process is Represented in financial statements

Cashflow
Statement

Current Asset
Cash

CF from Operating
Activities

CF from Investing
Activities

CF from Financing
Activities

Cash End of Year

Non-current
Asset

Liability
Current Liability

Non -
current
Paid in capital

Retained Earnings

Current Asset
Cash

Non-current
Asset

Liability
Current Liability

Non-
current
Liability

Equity
Paid in capital

Retained Earnings

Source
of
Funds

Retained
earnings is the
portion of net

income
accumulated
rather than
distributed to
shareholders as
dividends.

v

Profit & Loss Statement
(Income Statement)

Net Sales

Cost of Goods Sold(COGS)

Gross Profit
Selling, General and Administrative
Expense (SGA)

Operating Income

Interest Expense

Others

Income before Income Taxes

Income Taxes

Net Income \

The primary difference of
retained earnings and net
income. Retained earnings
is accumulated while net
income is the bottom line
profit for the certain

period.
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Financial Statements-Business Process Represented in Financial

Statements -continued

From 2016 A- Course

Financial Statements-Business Process Represented in

Financial Statements-continued

From 2016 A- Course
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B)Financial Statements-Bookkeeping and Trial Balance

From 2016 A- Course

Financial Statements

Understanding basic 3 statements

Cashflow

Statement

Current Asset
Cash

CF from Operating
Activities

CF from Investing
Activities

CF from Financing
Activities

Cash End of Year

Non-current
Asset

Retained Earnings

Liability
Current Li;

Non -
current

Current Asset
Cash

Non-current
Asset

ity
Current Liability

Non-
current
Liability

Equity
Paid in capital

Retained Earnings

v
Profit & Loss Statement
(Income Statement)

S Net Sales
ource
Cost of Goods Sold(COGS)
Of
Funds Gross Profit

Selling, General and Administrative
Expense (SGA)

Operating Income
Retained
earnings is the
portion of net
income
accumulated
rather than
distributed to
shareholders as
dividends.

Interest Expense

Others

Income before Income Taxes

Income Taxes
Net Income \

The primary difference of
retained earnings and net
income. Retained earnings
is accumulated while net
income is the bottom line

profit for the certain
period.
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D)Financial Statements-Profit & Loss Statement-Income Statement

Cost of Goods Sold(COGS)

Gross Profit

Selling, General and Administrative Expense (SGA)

Operating Income

Interest Expense

Others

Income before Income Taxes

Income Taxes

Net Income

D)Financial Statements-Profit & Loss Statement-Income Statement-continued
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E)Financial Statements-Balance Sheet (BS)

Assets Liabilities
Use Current Current Source
Of Asset Liabilities Of
Funds Cash Account payable Funds

Account Il:oanst debt

Receivable ong-term de

Inventory Eaui

Non-current q . ty _

Paid-in Capital

Asset Property, Retained

plant, and .

equip,ment (PPE) e as

Intangible Asset

E) Financial Statements-Balance Sheet (BS)-continued

In financial accounting, a balance sheet or statement of financial position is a summary of the financial balances of an
individual or organization. Assets, liabilities and ownership equity are listed as of a specific date, such as the end of its
financial year. A balance sheet is often described as a “snapshot of a company’s financial condition”. Of the four basic
financial statements (In this course, we cover 3 statements which are relevant to SMEs,)the balance sheet is the only
statement which applies to a single point in time of a business' calendar year.

A standard company balance sheet has two sides: assets, on the left and financing, which itself has two parts, liabilities and
ownership equity, on the right. The main categories of assets are usually listed first, and typically in order of liquidity. Assets
are followed by the liabilities. The difference between the assets and the liabilities is known as equity or the net assets or the
net worth or capital of the company and according to the accounting equation, net worth must equal assets minus liabilities.
Another way to look at the balance sheet equation is that total assets equals liabilities plus owner's equity. Looking at the
equation in this way shows how assets were financed: either by borrowing money (liability) or by using the owner's money
(owner's or shareholders' equity). Balance sheets are usually presented with assets in one section and liabilities and net worth
in the other section with the two sections "balancing".

A business operating entirely in cash can measure its profits by withdrawing the entire bank balance at the end of the period,
plus any cash in hand. However, many businesses are not paid immediately; they build up inventories of goods and they
acquire buildings and equipment. In other words: businesses have assets and so they cannot, even if they want to,
immediately turn these into cash at the end of each period. Often, these businesses owe money to suppliers and to tax
authorities, and the proprietors do not withdraw all their original capital and profits at the end of each period. In other words,
businesses also have liabilities




F) Financial Statements-Cash Flow Statement (CS)

In financial accounting, a cash flow statement, also known as statement of cash flows, is a
financial statement that shows how changes in balance sheet accounts and income affect cash and
cash equivalents, and breaks the analysis down to operating, investing and financing activities.
Essentially, the cash flow statement is concerned with the flow of cash in and out of the business.
The statement captures both the current operating results and the accompanying changes in the
balance sheet. As an analytical tool, the statement of cash flows is useful in determining the short-
term viability of a company, particularly its ability to pay bills. International Accounting Standard
7 (IAS 7), is the International Accounting Standard that deals with cash flow statements.

People and groups concerned in cash flow statements include:

Accounting personnel to determine the capacity of the organization in meeting to cover payroll
and other immediate expenses

Potential lenders or creditors, want to determine the company's ability to repay the debt.
Potential investors, who need to judge whether the company is financially sound.

Potential employees or contractors, need to know whether the company will be able to afford
compensation.

Shareholders of the business, wants to know the soundness of the company as investor and
ultimate owner of the company.

F) Financial Statements-Cash Flow Statement (CS)-continued

Cash Flows from Operating Activities

Cash flows from operating activities include cash flows from the principal revenue generation activities
such as production, sales and delivery of the company’s product as well as collecting payment form its
customers. The activities also include purchasing raw materials,inventories,advertising,shipping the
product etc.

Cash Flows from Investing Activities
Cash flows from investing activities are cash in-flows and out-flows related to activities that are intended to
generate income and cash flows in future. This includes cash in-flows and out-flows from sale and purchase

of long-term assets.

Cash Flows from Financing Activities
Cash flows from financing activities are the cash flows related to transactions with stockholders and
creditors such as issuance of share capital, purchase of treasury stock, dividend payments etc.
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G) Financial Statements-Limitation

* Dependence on historical costs. Limitation on future prediction.
* Financial Statements show the state of company performance in monetary terms, but not always showing
other facts and evidence such as number of employees, company’s physical records such as floor space.

* Inflationary effects.

* Intangible assets not recorded.

* Based on specific time period.

* Not always comparable across companies.
* Subject to fraud.

* No discussion of non-financial issues.

* No predictive value.

Take a break : Enjoy Animation of Financial Statements

So far we learned significance and importance of financial statements.
Let” watch Financial Statements animation ! Enjoy!!
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https://www.youtube.com/watch?v=gC0i73lj3Us

Importance of Financial Analyses

1. Outlines of Financial Analysis (Analyses)

Financial Analysis is to study and evaluate company activities and performance based on financial statements, mainly balance
sheet and profit & loss statement. In that sense, financial analysis is the financial statement analysis.

Financial Analysis is performed by selecting certain items/figures from balance sheet as well as profit &loss statement and
determine company’s profitability, safeties in comparison with the business standard and other peers.

Even though, there are some limitations mentioned in page XX, using historical performance to date to study the past tendency
and utilize for making future plans.

m—

Group Participation

* What are Financial Analyses?

* What are the purposes of implementing?

(20 minutes including presentation by each group)
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Financial Analyses (Profitability/Efficiency/Safety)

Four kinds of Important Indicators

__ Net Income Total Asset .
e1E Percentage Turnover Financial Leverage

(DReturn on Equity (ROE) = Net Income / Shareholders’ EquityX100

@Profit Rate(Margin)=Profit(Gross or Operating or Net)/Sales Revenues
(®Total Asset Turnover = Net Sales / Total Asset

(DFinancial Leverage = Total Asset / Shareholders’ Equity

Financial Analyses (Financial Perspective-Correlations of each Ratio)

Four kinds of Important Indicators

Net Income Percentage Total Asset Turnover

Gross Margin Percentage Receivable Turnover Ratio or

Operating Margin Percentage Receivable Turnover days
Inventory Turnover Ratio or

Inventory Turnover days

Net Income Total Asset Financial Leverage
Percentage Turnover

ROE
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Financial Analyses(profitability)

Four kinds of Important Indicators

(DReturn on Equity (ROE) = Net Income / Shareholders’ EquityX 100
@Profit Rate(Margin),Profit to Sales=Profit(Gross or Operating or Net)/Sales Revenues
@ Total Asset Turnover = Net Sales / Total Asset

(DFinancial Leverage = Total Asset / Shareholders’ Equity

Financial Analyses(profitability) -continued

Return on Equity (ROE) = Net Income / Shareholders’ Equity
= Net Income/Sales X Sales/Total Assets x Total Assets/Shareholders’
Equity=Net Income/Total Assets X Total Assets/Shareholders 'equity
Return on Equity(ROE) is a type of indicators of Return on Investment(ROI), which is derived by Net
Income/Shareholders” equity. Other type of ROI is Return on Asset(ROA), which is derived by Net Income/Total Assets.
Needles to explain Net Income(profit) is after tax basis.

In financial analyses, the return on equity (ROE) is a measure of the profitability of a business in relation to the book
value of shareholder’ equity( net assets or assets minus liabilities. )

ROE is a measure of how well a company uses investments to generate earnings growth.

ROE is especially used for peer comparison of the profitability performance of companies in the same industry. ROEs’
reasonable level of course differs by industries, companies. But generally speaking,ROEs of 15-20% are considered
good. ROE:s are also a factor in stock valuation, in association with other financial ratios for the stock listed companies.
At the same time, looking on to ROE only has a risk of making misjudgment of company’s sustainability as “going
concern” from the view point of company’s soundness.

So it is also necessary to look into other ratios such as liquidity ratio, current ratio, shareholders’ equity ratio from the
company sustainability.
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Financial Analyses (Profitability)-continued

Profit Rate(Margin)=Profit/Sales

Gross Income on sales(gross profit rate)=Gross Profit/Sales
Operating profit ratio=Operating Income(profit)/Sales
Ordinary Profit Ratio=Ordinary income/Sales

Net Income Ratio=Net Income/Sales

Sales Gross Profit - -

(Gross
Margin) Operating
7e IR Income(profit) Ordinary Ieome

[=E Sk Income Before Tax Net
iR

Financial Analyses(Profitability) -continued

gross income on sales, gross profit rate

is a profitability ratio that shows the relationship between gross profit and total net sales revenue. It is
a popular tool to evaluate the operational performance of the business . The ratio is computed by
dividing the gross profit figure by net sales.

operating profit ratio

ordinary profit ratio / current profit ratio / recurring profit ratio

net income
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Financial Analyses(Financial Soundness)

(DFinancial Soundness (Short term)
@Financial Soundness (Long Term)

Short term
Quick Ratio (Acid Test Ratio) 2 J4£ L =8

Current Ratio  JiEILR

Gearing Ratio

Interest Coverage Ratio

Financial Analyses for Soundness, looking at soundness of the company as a going concern from the view point of financial
management whether the company has enough capacity to repay the debt on due date, equity procurement is healthy in long term.

Of course some indicators overlap with efficiency and profitability.

(Current Assets-Inventories) /Current Liabilities
For calculation of Quick Ratio, cash/deposit, receivables (note),receivables are
considered.

Current Assets/Current Liabilities
How much extent can current liabilities are covered by current assets. In other words,
easiness to be cashed.

(short term/long term debt + bond)/Equity
Shows the impact of debt finance against the company equity

=EBIT/interest Expense,
=net income + Interest expense + income tax expense/interest expense
Higher the ratio, the better in interest payment capacity

Financial Analyses(Financial Soundness)

Short Term

Quick Ratio (Acid Test Ratio) 4 J& bt 3%
*Shown on the previous page

Current Ratio  JitEbb =R
*Shown on the previous page

Ordinary Profit Ratiof% I 3¢ fb 3%

(Current Assets-Inventories) /Current Liabilities
For calculation of Quick Ratio, cash/deposit, receivables (note),receivables are
considered as quickly money converting assets.Purpose of this ratio is to see
liquidity on hand to determine whether the company has readily available cash
to avoid insolvency of a profit making business due to liquidity problems.

Current Assets/Current Liabilities

Very simple way of comparing current assets and current labilities, and if the
current ratio is higher than 100%,short term payment capacity is reasonable.
But as the current assets, here includes, inventories. Quick ratio is more safer
to use.In Japanese business, it is considered that the ideal one is more than
200%, and average is said to be 120%to 150%.

Percentage of Ordinary profit against sales
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Financial Analyses(Financial Soundness)

Long Term

7€t #:Fixed Ratio

(non current assets +differed assets)/equity

Take a break; Please have a look in your free time- Some Examples

of Judging Company Performance by Balance Scorecard

Balanced Scorecard Framework*

o q o
Financial S
S,
To succeed Tl
Finansially, how S
shonld we appear
toour
shareholders?
Customer -‘;&& TS Internal Business / &/z/ /o,
= Ty e L
T T G S B 4 Vision To satisfyour SR i
wision, how SEaARE) and sharcholiersand /S, G
shonld we appear custorers, what
oo T Strategy bnsiness
cwomers? ——1—1— | | | | mocesesmust
' we excel at?
Learning &Growth, *ﬂ}j’ <
aa)@’ kg
To achieve our '$ 7 o
wisin, how wil o, g
we sustain or
ability to change
and improve?

* Adapted from Kaplan & Novton 1996, The Balowed Seovecard . Harvard Business Schocl Press: 9. Ouiginal finsa HER JanFsb 199, p. 76
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Quiz 2nd Day

Please answer the Quiz separately provided.

3rd Day Junexx 2017

KRJC Business Course

A- Course

Financial Management

Proper Financial Management Presentation is required when you approach banks for borrowing-From Lenders’ viewpoint

State of Japanese SME

3rd Day Junexx 2017

Junji Ban
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Proper financial management is required when you approach bank for

borrowing-From Lenders’ viewpoint

Common points seen in companies with good financial management

1.Good monthly monitoring framework

2.Good monthly monitoring of KPI
Not only ROE, but for example number of phone calls to prospective customers
It is useful to set own KPI standard for performance

3.Appropriate forecast for fund use

4. Risk Control

5.Internal Control

Let us together learn some points when Lenders(Banks) consider when making credit & loans to
SME. We will learn some basic points in the case of Japan and some U.S and further study in the group how banks
in Kyrgyz views SMEs.

And study what happens if financial management is not properly conducted leading companies into difficult position
such as “fund shortage”.

From Banks/Lender’s view point

When business whether if the business is SMEs or not, bank will usually put covenants in the loan agreements.
Those covenants are designed to protect banks’ interests. Before exploring on those covenants, let us study the
following points.

(1) Bankers consider Five C’s of Borrower Risk/Group Discussion
(2) Obligor Rating
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Five C’s-When you need to borrow from bank

Bankers consider Five C’ of your business
* (Capacity/Cash flow
Company must generate enough cash to repay loan
* (Capital/Net worth
Owner must have funds in business
Evidence of re-investment in business
* Collateral
* Conditions
Use of funds, External environment
* Character
Owner/manager must want to repay loan
Some banks refer “C” as credit history

Five C’s-Capacity/Cashflow

Capacity refers to the ability of your business to repay the loan. In your loan application, you
must state how and when you intend to repay the loan.

Not only stating the revenue and expenses, you need to indicate your cashflows with regard to
the repayment. Capacity also refers to you and your business credit history.
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Five C’s-Capital/Net worth

Capital, represents the owner’s investment in the business. Owner has to
have significant investment in the business before a lender will consider
granting business loan. The loan office will study carefully at the amount
and quality of capital that the owner has in the business.

Five C’s-Collateral

Collateral has a distinct relationship to capacity. Collateral refers to forms of
security you and your business can provide to your bank. Collateral may be
buildings, equipment owned by you or your business, including your home.
Collateral may also include a guarantee by someone else, in case you can not
repay the loan, the other party submitted the guarantee will pay. Guarantee is
sometime called as “Co-signer”.
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Five C’s-Conditions

Conditions refer to 1.External environment, 2.Use of Funds

conditions refer to the overall economic climate and external environment
surrounding the bank and the business firm. During a recession or periods of
tight credit, it is obviously more difficult for a small business to repay a loan and
more difficult for a bank to find the funds to loan. It becomes even more
important for the small business firm to present an iron-clad loan application to
the bank. The second part of conditions refers to the intended purpose of the
loan. Are you buying new equipment for expansion? Are you replenishing
working capital for inventory build up or paying bonus for your employees?

Five C’s-Character

Character is often a subjective judgment made by the banker about the
prospective client. The lender decides if the client is trustworthy with regard to
repaying the loan and generating a return on the investment. This is where the
education and experience of the client comes into the picture. Your references
and background in your industry are considered by the financial loan officer.
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Obligor Rating in Japan

Normal Rank » Mid-term Business Plan
Companies
Ye!lqw Card . Business Improvement
Requiring attention Plan
Red Card Near Business revitalization
bankruptcy

Most of the Japanese Banks have around 10 classifications of those 3 categories based on
their risk judgment. Appropriateness of judging those criteria are examined by banks
own credit risk manual by so-called ,”Self Assessment”. And at the time of banking
examination by Financial Services Agency, it is reviewed by banking examiners. 10
classifications of those 10 classifications are further categorized as 1)Normal 2)Needs
attention 3)In danger of bankruptcy 4)De facto bankrupt 5)Bankrupt.

Obligor Rating in Japan

.

Obligor rating by Japanese Banks, performed quantitively as well as qualitatively. As said 5 C is important for bank lending as ,
5C is universal bank lending philosophy for sound and safety bank lending. Following table extends further the 5C into the

Criteria that bak bank loan officers looking into when making loans. Quantitative

Quantitative (unit) Explanation Highest Score

Capital Ratio Equity/Total Assets Shows the strength of company 10
(Capital to Asset Ratio,
Equity Ratio,etc) %
Gearing Ratio % (short term/long term debt ~ Shows the impact of debt finance 10
+ bond)/Equity against the company equity
Capital to fixed assets % Fixed Assets/(Fixed Fixed assets are financed by long 7
Liabilities + equity) term debt to what extent
Current Ratio Current Assets/ Current How much extent can current 7
Liabilities liabilities are covered by current
assets. In other words, easiness to
be cashed.
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Obligor Rating in Japan

Profitabilit
Quantitative (unit) Explanation nghest Sc

Ordinary Profit Ratio Ordinary profit(income)/Sales Percentage of Ordinary profit
against sales

Return on Asset (ROA) Ordinary Profit(income)/Total =~ Percentage of Ordinary Profit 5
Asset against Total Asset

Revenue Flow Gross Profit, Operating Income,  How many years, is the revenue 5
Ordinary income growing?

Growth Factors

Quantitative (unit) Explanation Highest Score

Growth rate of Ordinary (Ordinary Profit Current Term-
Profit Ordinary Profit Previous
term)/Ordinary Profit Previous
Term*100
Equity Amount 15
Sales 5

Obligor Rating in Japan

Repayment Capacity

Score

Years of Debt Redemption =interest bearing debt-working capital-cash & Shows how many years it takes to 20
deposit /operating income-corporate tax repay interest bearing debt from cash
+depreciation flow. Shorter the better in repayment

capacity.

Interest coverage ratio =EBIT/interest Expense, Higher the ratio, the better in interest 15

Also called as “times-interest- =net income + Interest expense + income tax payment capacity

earned” expense/interest expense

Cash flow amount 20

Working capital =(accounts receivables +inventories)-accounts payables

EBIT=earnings before interest and taxes

Cash flow amount=Operating income + depreciation (this term)

Cash flow amount is increase in cash of the term comparted with the previous term. The reason adding

depreciation is because depreciation is the cost item in profit and loss statement, there is actually no move of cash, therefore amount of
depreciation to be added back to cash. Total Quantitative Score 129
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Obligor Rating in Japan

Market Trend

Economic Sensitivity
Market size
Competition

History in business

Management and
Management Policy

Shareholder

“Growth period” gets the highest qualitative assessment, next ,  Maturity”, then “Take Off”,
and lower assessment for “Decline ” and “Rapid Decline”. Proper marketing strategy is
necessary for higher qualitative assessment from banks.

Lower the sensitivity, gets higher assessment
Bigger the size, better assessment

Less competition, better assessment

Longer the history, better assessment

5 classification(good, fair, average, slightly inferior, inferior

“listed and stable” gets higher assessment, next listed without major concern", not listed but
stable, problematic.

Qualitative Explanation Highest
Score

As business environment is rapidly changing, life cycle of your products and services needs to
be adjusted to the market trend to survive. Banks also look at the stages of business life cycle.

10

(S

Obligor Rating in Japan

Market share

Employee ethics Three categories, “no issue”, “issue but no 3
impact”, “material to management”

Business Foundation Five categories, “’very 10
solid”, ”solid”, ’considerable “,”’slightly inferior",
"inferior”.

competitiveness “very strong”, “strong”,”’average”,”’slightly 7

nons

inferior", "inferior”

4 categories, "very high", "high”, appropriate and 7
strong in some specific region, slightly inferior

Total Qualitative Score 71

Total Quantitative Score + Total Qualitative Score Maximum 200

Qualitative Explanation Highest Score
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Group Participation —RPG (Role Playing)

Each group to prepare 1 page presentation of convincing scenario to impress and convince the bank to
lend you business loan.

Please include elements of 5 ‘Cs in your presentation. You have 30 minutes to discuss in the each
group and each group leader should act as an entrepreneur with 1page scenario to convince bankers.
Each group should also nominate 1 person as an banker to have a role playing with an entrepreneur.

You can think any type of business, with any amount of capital, any amount of sales, etc.

Financial Management in Japanese SMEs

What are SMEs?

Accounting for 99.7% of all companies, 70% of all employees, and more than 50% of all added value
(manufacturing industry) in Japan, SMEs form the very basis of the Japanese economy.

* Even such large corporations as Toyota, Honda, and Sony started out as small backstreet factories, and the
revitalization of SMEs can promote competition in the marketplace, creating new industries and becoming the
motive force behind economic restructuring.

* The majority of the products of large corporations consist of components from SME subcontractors; thus, it is
the hidden strength of SMEs that underpins trust in Japanese products.

* The economies of Japan’s provincial areas are supported by the activities of SMEs — mainly in the service
industry, retail trade, and the construction industry — and SMEs play a part in revitalizing local economies and
boosting employment opportunities.

Source: Japan’s policy on small and Medium Enterprises(SMEs)and Micro Enterprises, Small and Medium Enterprise Agency, Ministry of Economy, Trade and
Industry, Japan, September 2013
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Financial Management in Japanese SMEs

SMEs Definition according to Japan’s SME Basic Act

Source: Japan’s policy on small and Medium Enterprises(SMEs)and Micro Enterprises, Small and Medium Enterprise Agency, Ministry of Economy, Trade and
Industry, Japan, September 2013

Financial Management in Japanese SMEs

SME in Japan

In Japan ,there are 3,820,000 corporate entities, and of which 99.7% belong to SMEs, and65%of permanent
employees belong to SMEs. Of SMEs, Micro Enterprises counts 85%.

Even large companies such as Toyota, Honda, Sony started out as small backstreet factories.

As of 2014( 11,110big enterprises+ Small Medium 556,984+Micro3,252,244),total 3,820,000

SME:s is the foundation of the Japanese economy, source of dynamism, and create employment for regional
economy.

Companies sample group which introduce financial management & systems have higher ratio of profit making
enterprises.

Significance of Financial Management in SMEs

Gap between high performers and low performers of enterprises is deepening, and the high performers enjoy
increase freedom in financing from financial institutions, vice versa low performers

face difficulties in financing. Main reason for the gap derives from financial institutions changing

attitude from old collateral/third party guarantee lending to credit rating lending. In credit rating

lending approach, financial institutions tend to pay more attentions to “credit risk based on financial

state”. Under the circumstance, even in SMEs financing, the needs of “Financial Management” is

increasing its importance.
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Financial Management in SMEs-SMEs status in Japanese
Economy

From The Small and Medium Enterprise Agency’

Financial Management in Japanese SMEs

As no exception, Japanese SMEs also have difficulties in financing as generally speaking SMEs have few assets
and weak financial foundation.

* As SMEs have few assets and weak financial foundations, it is difficult for them to procure capital from the stock market,
so securing a smooth supply of funds is one of their key challenges.
Accordingly, government-affiliated financial institutions have been established to create a system to provide SMEs with long-
term funds at low rates of interest.
There are limits to the funding that can be provided by public financial institutions alone, so a system of credit enhancement
has also been introduced. This enables SMEs to make use of funds from private sector financial institutions, as the government
guarantees the loans taken out with such institutions by SMEs and pays it back in subrogation if the SME concerned does not.

* Currently (as of at the end of FY2012), the value of outstanding loans by public financial institutions to SMEs is ¥22.5 trillion,
about 9% of the ¥240 trillion total value of all outstanding loans to SMEs, while the value of loans subject to credit guarantees is
¥32 trillion, about 13% of the total value. Thus, this system complements provision by private sector financial institutions.

Source: Japan’s policy on small and Medium Enterprises(SMEs)and Micro Enterprises, Small and Medium Enterprise Agency, Ministry of Economy, Trade and
Industry, Japan, September 2013
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Quiz 3rd Day

Please answer the Quiz separately provided.

4th Day  June xx 2017

KRIJC Business Course
A- Course

Financial Management

4th Day Junexx 2017

Junji Ban

37



Case Study: Entrepreneur in Cambodia

How to Start Your Own Business And make it infinite growth?

Original material from lecture by Mr. Theborras Chea Chan,
Mr. Somethearith Din, Co-founder
The Frangipani Villa Hotels Group Phnom Penh, August 23rd 2011 At CJCC

Because of the time length of the course, some slides have been deleted from the original.

Case Study: Entrepreneur in Cambodia

2007

Two young men Started part time business,

Opening first hotel: Frangipani Villa 60s, Phnom Penh.
@ Number of rooms: 7rooms

@ Investment Cost: USD 80,000

@ Operating cost: USD 2,000 — USD 3,000 per month

2008

Opened the 27, Frangipani Villa 90s Phnom Penh
@ Number of Rooms: 15

@ Investment Cost: USD 150,000

@ Operation Cost: USD 6,000 — 8,000 per month
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Case Study: Entrepreneur in Cambodia

Frangipani Villa 60s

Case Study: Entrepreneur in Cambodia

Frangipani Villa 60s
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Case Study: Entrepreneur in Cambodia

Frangipani Villa 90s Phnom Penh

Case Study: Entrepreneur in Cambodia

2009

Opened the 3rd, Frangipani Villa Hotel in Siem Reap
@ Number of Rooms: 51

@ Investment Cost: USD 500,000

@ Operation Cost: USD 10,000 — 13,000 per month

2011

Opened the 4th , Frangipani Villa Fine Arts Phnom Penh
@ Number of Rooms: 21

@ Investment Cost: USD 100,000

@ Operation Cost: USD 10,000 — 12,000 per month
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Case Study: Entrepreneur in Cambodia

Frangipani Villa Hotel in Siem Reap

Case Study: Entrepreneur in Cambodia

Frangipani Villa Fine Arts Phnom
Penh

41



Case Study: Entrepreneur in Cambodia

2011

Opened the 5th, Frangipani Villa Hotel in Siem Reap
@ Number of Rooms: 42

@ Investment Cost: USD 1500,000

@ Operation Cost: USD 5,000 — 7,000 per month

And on the process to start the 6t project, Frangipani Villa Royal Palace in
Phnom Penh

@ Number of Rooms: 65

@ Investment Cost: USD 500,000

@ Operation Cost: USD 30,000 — 40,000 per month

Case Study: Entrepreneur in Cambodia

Following the success of the Frangipani Hotels in Siem Reap, in early 2011
the Frangipani hotel group has taken over operation of an adjacent hotel.

The Frangipani Hotel Il in Siem Reap offers a selection of superior single, twin
and double roomsThe hotel is in a quiet neighbourhood one block east of the
Siem Reap river and 8 minutes walk from the popular 'Pub Street' restaurant
area. It’s an ideal base from which to explore the Angkor temples or visit Siem
Reap’s environmental attractions.
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Case Study: Entrepreneur in Cambodia

1. Financial freedom, we don’t like to wait for salary at the end of month and worrying about
our job security and retirement.

2. Give people jobs(“What was abandoned in developing world is labor “ by Dr. Michael
Todaro, Prominent economist)

3. We want to show people around us that we can do it, so we just do it.

4. Finally, we want to be rich

Case Study: Entrepreneur in Cambodia

Step 1: Business is about what you know and who you know (Passion)

We have been trying to apply our skill and experiences for business concept
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Case Study: Entrepreneur in Cambodia

Step 2: Business formulation

» Searching friends who are interested in building business together ( Business is a Team
Sport)
» Try to meet them regularly whenever we have time

> Identify the common business project together

Case Study: Entrepreneur in Cambodia

Step 3: Business Development Plan

» Investment estimation
* Make a calculation on investment cost
* Decide on the market we will enter
* Make a calculation on operation cost (staff and service cost)
* Loss and profit calculation (100% lost, 75% lost, 50% lost, 25% lost, zero profit, 25% profit, 50% profit, 75%
profit, 100% profit)
> Are we ready for lost? (Is it risky?)

» Are we ready for success?

44



Case Study: Entrepreneur in Cambodia

Step 4: How to get Resources

» Put down each partner capital and make a calculation (capital pooling), we each have around USD 4,000
—USD 5,000 whilst we need USD 80,000, so how to do?

» Searching for shorted capital (wife/ Lovers/ husband/ parents/ sibling/ relatives/ friends/ bank, etc.)

> How to convince them? —show them the project site and explain them how we are going to pay them

back.

Case Study: Entrepreneur in Cambodia

Step 5: How to Work as a Team

» Equal share and help each other in case one shareholder is short in
capital.

» Trust each other

> Set up team’s rules

»> Must be transparent and accountable

> Identify each partner’s roles, who is doing what?

» Try to make decision together

» Don’t try to question who is doing much more than others
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Case Study: Entrepreneur in Cambodia

Step 6: Business Kick Off

Start business with minimum staffs and resources, ready for
improvement and aim for success

Case Study: Entrepreneur in Cambodia

Step 7: Business Development

» Try to develop everything with minimum budget:
e Products
* Services (Staff training)
* System and operation flow
* Sell
* Marketing

» Try to review
* Feed back
* Performance
* Quality control
e Cash flow
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Case Study: Entrepreneur in Cambodia

Step 8: Keep Learning Keep Momentum

» If it does not work well, try to review everything and searching for improvement

» If success, looking for possibility of extension through extending good debt

Case Study: Entrepreneur in Cambodia

Step 9: Expansion
» Replicated again and again by doing more and more with less and less
» Join other business owner society

Step 10: Give back to the Society
» Tell others about our success
» Support who has not
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Case Study: Entrepreneur in Cambodia

Entrepreneur

“Employees look for jobs after the business is built. A entrepreneur’s work begins before
there is a business” quoted by Robert T. Kiyosaki

Belief

“You can have anything you want if you will give up the belief that you can’t have it.”
Robert Anthony

Case Study: Entrepreneur in Cambodia

Money

“All money is matter of belief.” Adam Smith

“Money is not most important thing in life. But money does affect everything that is important.” quoted by
Robert T Kiyosaki

“Lack of money is the roof of all evil” George Bernard Shaw
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Case Study: Entrepreneur in Cambodia

Case Study: Entrepreneur in Cambodia
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Case Study: S International Inc, Okayama, Japan

* S International Inc, is the company located in Okayama, Japan. The company belongs to Apparel & Textile Products
Industry and Sub-Industry, Apparel, Footwear & Accessories Design.

* S International established in 1994 as a small select shop with a small space of 13.22m,with investment of only 3million
yen, just after so called bubble economy busted in Japan.

*  Now with 1,255shops in Japan. Annual sales of 125,700million yen.
* Plan to list in Tokyo Stock Exchange in 2017.

* Apparel Industry in Japan is still in “the Winter Years” except for the case of UNIQLO and S International, as traditional
Apparel companies are shrinking the sales volume.

¢ The owner of S international, who loved “Clothes” while he was young, jumped into the declining Apparel Industry.

* His business philosophy is “To know and understand the customer in details”.

* His business had a sharp down turn in the 5 year of operation, running red ink, decrease of sales, and once he had nothing
to do except sweeping & cleaning his own shop. To him, “Business essentials “written by Konosuke Matsushita(Founder

of Matsushita, presently Panasonic)was a bible and in that Matsuhista said,”In the time of sales slump, just clean your
shop”.

Case Study: S International Inc, Okayama, Japan

* To pull out from sales slackness, the owner determined to reconsider his business model, changed the business process, farewell to
importing apparel and moved toward the business model of “specialty store retailer of private [abel apparel”, so called “SPA” in
which the company design, manufacture and implement retail sales activities as one seamless flow. SPA has merits of easy to control
inventories.

*  Servitization, effort on apparel downstream business from product to service oriented, "out gear/Cloth Rental Business”, as no

apparel industry has entered the rental market, it is very much “Blue Ocean”.

* Also started , “Used Apparel Sales “on internet having price discrimination, selling returned rental out gear/cloth with less than half
price of new product.

» Secret to success is, the owner says “Start with someth’ing small and do the validation over and over, and if come across with

anything I do not understand, I will ask my customers”.
* The reason for expanding down stream, the owner says,” I want to expand apparel business chance in “rental”,
” used sales”, and for that reason, "studying and learning from Car industry”.
“In Car industry, relation with customer continues after car sales.”
*  M&A has merits that you can obtain remedy for “weak and short functions "in quick manner.

* For new brand and new business area, implement through analysis and control numbers, and if red ink continues and hits the
withdrawal line as well as preset investment amount, then withdraw from that brand and that business.

*  30% of Revenue Streams, Operating Profit from Key Activities is invested into new business development.
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Case Study: S International Inc, Okayama, Japan

* 4 Ways of muddling through

1)Enter the market where existing makers are not at present.
2)Clearly articulate rules and standards for withdrawing brands.
3)Promote Investments into non apparel new area.

4)Through M&A, strengthen short& weak area, Speed is the key.

The company is not listed yet and only disclose the balance sheet on their URL in Japanese only.

Though we do not have financials, their business model is unique for clothing company as the company deploys unique business,

such as “hotel”, ”ice cream shop”,”’cosmetics”,”cloth rental”,”used cloth sales”.

Case Study: S International Inc, Okayama, Japan

S International Business Model and The Strategy

Having Apparel as SPA and key activities, expanding gradually to new areas.

Remedy for Weak and Short Functions are obtained through M&A.

30% of Revenue Streams, Operating Profit from Key Activities is invested into new business development.
Entering into the are, considered as “no entry market by Apparel Industry”

[ Apparel; Strong in ] [ Kids wear internet ]

Tohoku sales
A M&A
V S International
P (SPA)Key Activities
v Expanding Apparel Downstream Servitization
from product

to
rental/Servic
e Innovation

New Area/ Non Apparel No apparel competitor area
Blue Ocean
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Group Work: Financial Planning

Group work: 30 minutes Presentation: 10 minutes per group One group: 4 — 5 person. Once group is

organized, please appoint 1 group leader for your presentation. And also appoint group secretary to
make presentation material. Time management is recommended.

Make an illustration of your group simple business model that include cash flow plan for at least 3 years.
Style is free.

Target business can be hotel as like as the Cambodian entrepreneur, Apparel business or any type of

business, another industry business such as, Money changer, Ice-cream shops Import goods shop, Food
processing company, Consulting firm, Language school, etc.

Please also read following pages to get some idea.
Look forward to your group presentation after XX minutes.

Financial Planning : Read Before Group Work

Always Remember!
Poor Planning leads to poor performance

* Budget is required as a control means in order to reliably achieve the
performance goals.

* Prediction is necessary to management of resources. However it is not
intended order that the performance targets can be reliably achieved.

Planning process starts with Strategy Analysis
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Financial Planning : Read Before Group Work

Financial Plan is the core part of your business plan
Planning process takes place before budgeting process.
As for making financial plan, the strategy of your company is necessary as we learned in Part 1 Strategies.
Planning process is the means to achieve the goal of the organization(your company)
Planning process has various functions

a)Offers opportunities for managers to think objectively and logically of the future roadmap of the business as
well as conditions necessary to achieve it.

b)Through the formal process, accuracy, consistency as well as correlation will be assured.

¢) By setting certain framework to decision making of managers and their subordinates, organizational activities
can be aligned with organization’ s goals.

d)Offers the control basis for business performance.

e)Promote adjustment of conflicts among the departments.

f)Functions as means to secure commitments among employees.

Financial Planning- Strategic Financial Planning

* Financial Management involves managing all company’s assets and liabilities,
including monitoring operational financing items such as expenditures,
revenues, accounts receivables and account payable, cash flow, and profitability.
Strategic Financial Planning encompasses all of the above, along with ongoing
evaluation and planning to keep company focused and on track to attain short
term and long term goals focusing to maximize the company’s profitability and
value.

* We study some of the important issues of Strategies as a part of or at least closely
related to financial management.




Financial Planning- Strategic Financial Planning

* What is Strategy

* Strategy is a high level plan to achieve one or more goals under conditions of uncertainty.
 Strategy is important because the resources available to achieve these goals are usually limited.

 Strategy generally involves setting goals, determining actions to achieve the goals, and mobilizing resources to
execute the actions.

 Strategy is set as a direction to achieve goals over long period of time.

* Strategy is about how you want to distinguish or position your business in your industry, while a business
model describes everything you need to be able to execute your strategy/

Strategy Plan Structure (Example of Pyramid)

Vision }
Mission }
Goals }
Strategies ]

AN

Tactics

Action Plans
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Porter’s Five Force Analysis

Maybe you have heard of Michael E. Porter’s “Competitive Strategy “ and his theory of “Five
Force Analysis”. In the strategic financial planning, I think it is useful to grasp and understand the
image and concept of Porter in relation to “Competition “in your product and service market.

Michael Porter is an American academic known for his theories in economics, business strategy
and social causes.

Of course, there are other successful theories such as , “Blue Ocean Strategy”

>

which place “value innovation” as the cornerstone of the strategy, in pursuit of differentiation, low
cost, creating value for both buyer, the company, and its employees, by opening up new and
uncontested market space which is “Blue Ocean” compared to existing “Red Ocean” where cut
throat/bloody competition exist.

Porter’s Five Force Analysis

* Porter explains the concept of competition is crucial in business strategy. Although business strategy
maybe lectured in “marketing course", as appropriate business strategy is one of the must when
making strategic financial planning from the view point of financial management.

* Five Elements of Porters Competitive Forces consist of
DExisting industry competitors

(@Customers(Buyers)

(®Suppliers

@Substitute Products

®New Entrants
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Porter’s Five Force Analysis

¢ Competition among Existing Competitors

*  Established companies have competitive advantages such as loyal customers, premier locations, good supply chains and a better understanding of the market. New companies may find it
difficult dealing with already-established competitors, since théy need to convince their customers to switch providers. To overcome this hurdle, some firms get information about rivals
from customers, suppliers and employees, and study the specific products and services they sell. They then use this to develop strategies to overcome the competition.

¢ Bargaining Power of Customers

*  Customers’ bargaining power greatly influences a company’s competiti
compared to that of sellers. In such cases, when a customer becomes di
your business is the lone provider of a product or service, the customer

rat?y.. Bui/crs have the power to demand lower prices in a system where their number is relatively small
sfied with the quality of service or pricing in a certain store, he can easily switch to rivals. On the other hand, if
ittle bargaining power and you can be more aggressive in your pricing strategy.

¢ Bargaining Power of Suppliers

. Suﬁplicrs provide the inputs or raw materials for business. Their bargainin%] power has a direct impact on the com%any’s profit margins, as the price at which they sell inputs to business
will determine the selling prices of the finished products. Suppliers have a high bargaining power in cases where they are few, there are no substitutes for suppliés or when there is no unity
between buying companies, If there are two suppliers for a specific good your business needs, for example, and one goes out of business, the other supplier has the power to raise prices,
which will impact your ability to keep your cost structure intact.

5]

¢ Threat of Substitute Products

*  Substitute products give consumers the opportunity to choose alternatives based on price or quality. This increases competition, since a consumer can easily forgo buying a particular
product in place of another. For instance, a consumer may buy almond butter in place of peanut butter because of the former’s zl);‘parent health benefits. For a business to maintain
superiority over rivals, it needs to invest more in developing brand loyalty based on consumers’ preferences to stand out from other products in its category.

¢ Threat of New Entrants

¢ Ifan industry has low barriers to entry, a business faces th of competition from new entrants. New entrants can introduce tactics like lower pricing and aggressive marketing,
strategies in an effort to attract custorners. New companies also can offer suppliers better prices and terms so that they increase competition with existing players. High entry barriers, such
as customer loyalty, limited distribution channels and shortage of key resources, may limit this competitive danger.

Porter’s Five Force Analysis

1.Threat of Entry: Threat of new entrants

2. Industry Competitors/Existing Competition: Intensity of rivalry among competitors
3.Substitutes: Threat of substitute products
4.Buyers: Bargaining power of buyers

5.Suppliers: Bargaining power of suppliers
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Cross SWOT Analysis

Cross SWOT Analysis | Strength

Opportunities Aggressive Strategy

Gradual Strategy

Threats Differentiation Retreat Strategy
Strategy

When doing SWOT analyses-important things to remember

* When you think of Strength, Weakness, Opportunities, Threats...
Consider Institutional Voids, which may exist in your capital
market, product & service market, labor market.
This institutional void may work as disadvantage or advantage.
If there are institutional voids, you may include those in SWOT analyses,

and see if the institutional voids may work better for your business.

Some Definition: Institutional Voids ™ See the next page
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Extra Tip: Institutional Voids

+ In emerging economies, the institutional infrastructure to support market-driven economies and
provide basic services often falls short.

* Institutional development is a complex process, dependent upon specific factors related to the
historical, social, and cultural forces shaping the country or region in question.

* The most important factor in a market economy is the ability of buyers and sellers to find one
another and complete transactions as seamlessly as possible. Institutional voids are the gaps that
exist in specific markets that serve as roadblocks to the ideal interactions and transactions of
buyers and sellers.

* Institutional voids come in a variety of forms: absent or unreliable sources of information related
to the market as a whole, uncertain regulatory or intellectual property regimes, and inefficient
judicial apparatus are just some possible examples.

 Although institutional voids are palpable impediments to effective transactions and the

proliferation of beneficial services (such as reliable healthcare), they are also opportunities for
entrepreneurial interventions.

From Harvard X Entrepreneurship in Emerging Economies

Extra Tip: Institutional Voids in Kyrgyz

* When you do Five Force and SWOT, think of some institutional voids you can think
of, which can be some disadvantages for your business, but can be converted as
advantages by your strategic planning.
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Financial Planning : Read Before Group Work

Always Remember!

Poor Planning leads to poor performance

*Budget is required as a control means in order to
reliably achieve the performance goals.

* Prediction is necessary to management of resources. However it is not
intended order that the performance targets can be reliably achieved.

Planning process starts with Strategy Analysis

Budget as Control Means(Budgeting Process)

1: What i r company’s constraining factor?
Step 2: How much sales expected with the constraining factor?
Step 3: How much costs estimated for the planned sales?
Step 4: How much profit calculated with the planned sales and cost?
Step 5: How much current assets needed for the planned sales?

tep 6: How much non-current assets needed for the planned sales?

Step 7: How much fund needed for procurement of the planned assets?
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Profit Creating Process

A A \

Operating Investing Financing
Activities Activities Activities
)
Current
Sales
<:| Asset Debt
e Y

E

Expenses
)
\ Profit \ /

Profit Creating Process shown in cycle

The management activities could be divided into
three (3) categories from a viewpoint of accounting;:
finance, investment and operation. Usually,
. companies borrow some money from shareholders,
Operation banks, families, or friends: finance. With the money,
the companies would build a factory and procure
PIL,BIS, CIF BiS, CF . . .
machine/ equipment: investment. Then, they procure

raw materials, employ some workers, manufacture
some products and sell them to get a profit: operation.

This profit could be used to recover the investment,
repay the loan and pay some dividends to
shareholders. The remaining part of the profit might
be used for a new investment or operation, together
with a new finance, e.g. borrowing a new loan. In

other words, the circulation of finance-investment-
operation could be expanded with profit.

B/S, CIF
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Managing Costs

In order to predict the future of the company, to classify costs usually into two categories:

@ Fixed costs

Expenses of salary, depreciation and loan interest would be the “Fixed cost” which would not change no
matter how much sales of A company increase.

Example: Salary of Managers/Officers, Depreciation, Fire Insurance, Rent etc

Semi-Fixed Cost: Up to certain point, it is a fixed cost, but once exceeding some operational point, it
increases and then at some point of operation it decreases and become fixed cost: Line managers, wages of
inspectors, etc.

@ Variable costs

The variable cost accrues in proportion with sales increases or decrease.

Direct material cost, direct labor cost etc

Semi-Variable Cost: Cost in-between fixed and variable, utilities for example.

Fixed Cost Only

Som Total
Sales
|
|
|
| | Profit
I |
I
[ : | Costs
| |
| : [
| I |
| I |
| I |
| I |
| I |
0 A B c Sales
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Variable Cost Only

Som

)] [y SRR

Total
Sales

Profit

Costs

Sales

Break Even Point

Som

Total
Sales

BEP Sales

Sales

Profit

Variable
Costs

Fixed
Costs
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Practice: How do you manage your cost.

Now you have so far learned the concept of managing your cost.
Let’s do some practice!

Practice: Break Even Point Analysis

Calculate BEP (%) of A company. A company’s Financial Data
 Sales: 10 Million Som.

* Variable Cost: 3.6 Million Som.

* Fixed Cost: 6 Million Som.

1)Break Even Point Sales=FC 6Mil+(1-(VC3.6Mil+Sales10Mil)=9.375Mil
2)Variable Cost Ratio=Variable Cost 3.6Mil+Sales1 0Mil=36%=0.36
3)Break Even Point Sales=FC6Mil+(1-0.36)=9.375Mil

4)Break Even Point Ratio=9.375Mil+10Mil=93.75%
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How Do you Manage Cash Flow?

» Cash management means Management of Working Capital.
* Working Capital=(Current asset) — (Current liability)
Cash Cycle=(Days of Account Payable) — (Days of Account Receivable)
» Cash management aims to shorten cash cycle:
— Inventory management
— Account Receivable management
— Account Payable management

What Can The Statement of Cash Flows Tell Us?

CF from CF from CF from Typlcal Feature

Operating Investing Financing
Created fund by operating activities and disposal of unnecessary
investments, and financing debt and capital increase.

2 e L _ With cash created by operating activities and disposal of
unnecessary investments, did the repayment of loans, to improve the
financial structure.

3 L _ + With cash provided by operating activities, is doing a new
investment, but financed the shortfall in the funding of borrowings
and capital increase.

4 e _ _ With cash provided by operating activities, carried out a new
investment, further carried out the repayment of loans in surplus
funds, has strengthened its financial position.




What Can The Statement of Cash Flows Tell Us?

CF from CF from CF from

The shortage of cash provided by operating activities,
are financed by disposal of unnecessary investment,
debt increase and capital increase.

6 . + . The shortage of cash provided by operating activities,
financed with funds made by the disposal of unwanted
investments, and repaid debt with the surplus funds.

7 + Although cash provided by operating activities are
lacking, and the financing by loans and capital increase,
is doing a new investment. ,

8 Insufficient funds from operating activities, being
chased to the repayment of debt, it is doing a new
investment. Dangerous state.

Practice: Describe your findings from financial statements of SHARP:

cash flow statements, IS and BS, referring the below as well as the
information following on the continuing sheets

* Sharp Corporation is a Japanese multinational corporation that designs and
manufactures electronic products, headquartered in Abeno-ku, Osaka.

* Sharp employs more than 50,000 people worldwide. The company was
founded in September 1912 in Tokyo and takes its name from one of its
founder’s first inventions, the Ever-Sharp mechanical pencil, which was
invented by Tokuji Hayakawa in 1915.

* As of 2013, Sharp Corporation once was the tenth-largest, by market share,
television manufacturer in the world. In Japan it had been a long-time leader.
Sharp had at times also been the most popular mobile phone brand in the Japanese
market.

» Since 2016 it has been an integral part of Taiwanbased Foxconn Group and now
under way in rebuilding.

* A copy of the latest annual report and some useful URL is provided for your
reference.




| President and Chief Executive Officer

Sharp Corporation: Announcement of Appointment of New President of Sharp

Shar%C()rporation which was once a world class leading company with the history over 100 years, now under the ownership of Taiwan company, muddling through to become
new Sharp Corporation.

Below statement from
August 13,2016
Announcement of Appointment of New President of Sharp

At a meeting held today, Sharp Corporation's Board of Directors approved the appointment of J.W. Tai, Corporate Executive Vice President, Foxconn, as Sharp's President and
Chief Executive Officer.

Mr. Tai expressed that he is honored to assume the significant responsibility of rebuilding Sharp, a world-class company with a rich 104-year history, and shared his commitment
to putting i all of his efforts to achieve this goal.

At a joint press conference held on April 2, Foxconn and Sharp announced a strategic alliance between the two companies. Anti-trust reviews of that alliance by the relevant
authorities have now been completed, and today marks the beginning of Sharp's transformation and a new chapter in its history. Sharp would like to express its"gratitude to the
authorities involved in the review for their open and sincere communications with the company throughout this process.

As tpart of the strategy to enhance Sharp's financial structure, the compan?/ reacquired Class B Shares on August 12. It plans to introduce a stock option incentive program to
motivate employees and recognize strong performance. Mr. Tai is also scheduled to host a formal dialogue with Sharp employees on August 22.

From here on, Sharp will build on its stron% DNA and business creed, ""Sincerity and Creativity" - an unwavering commitment that has guided the company since its establishment
- to further strengthen its brand and to enable Sharp to stand out as an iconic global brand.

In addition, Sharp will drive strategic cooperation with Foxconn and leverage the strengths of both companies to create synergies and reinforce its operations.
Through the concerted efforts of all employees across all levels of the company, Sharp is confident that it will overcome its challenges and achieve success in the near future.
Sharp sincerely hopes that the company's efforts will receive strong support from all stakeholders.

J.W. Tai

2011/3 2012/3 2013/3 2014/3 2015/3
ASSETS 241,110 193,772 s 350,634 232,211

Current Assets : 1,053 1,341 20,768 22,439
Cash and cash equivalents Time 5,725 212 s 8,194 3,843
deposits

Restricted cash 379,609 368,561 416,107 423,552
Notes and accounts receivable — 76,730 122,499 130,538

405,583
181,196

202,824
Trade Other
Nonconsolidated subsidiaries and affiliates 15,996 12,164 24,882 20,612 22,946
(2,730) (4,407) (5,259) (5,850) (4,054)
Allowance for doubtful receivables 486,060 527,483 310,709 295,126 338,300
Inventories 93,810 90,394 19,369 23,733 16,576
Deferred tax assets Other 99,093 154,875 141,587 106,937 80,155
current assets
Total current assets
1,522,550 1,421,125 1,221,835 1,374,244 1,299,195
Property, Plant and Equipment, at Cost : T T e T ”
Land
Buildings and structures 100,124 98,840 94,448 92,784 87,619
Machinery, equipment, vehicles and others 840,912 841,205 713,657 718,606 658,741
Construction in progress 2,041,523 2,030,081 1,726,978 1,719,244 1,651,778
L lated d iati 31,269 81,245 22,874 21,415 19,896
ess accumulated depreciation 3,013,828 3,051,371 2,557,957 2,552,049 2,418,034
(2,048,914) (2,178,929) (1,994,258) (2,032,348) (2,017,442)
Investments and Other Assets : 964,914 872,442 563,699 519,701 400,592
Goodwill
Investments in securities 24,338 23,129 21,064 11,103 4,170
Investments in nonconsolidated subsidiaries and Bond
issue cost 57,505 58,859 49,666 61,593 58,556
Other assets 40,960 40,547 106,790 112,418 109,239
2,316 1,458 610 137 83
273,095 11 196,575 124,099 102,484 90,074
398,214 320,568 302,229 287,735 262,122
2,885,678 2,614,135 2,087,763 2,181,680 1,961,909
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2011/3

2012/3

2013/3

2014/3

201573

LIABILITIES AND NET ASSETS
Current Liabilities :

Short-term borrowings, including current portion

Notes and accounts payable —
Trade
Construction and other
Nonconsolidated subsidiaries and affiliates
Accrued expenses
Income taxes
Valuation reserve for inventory purchase Other
current liabilities

Total current liabilities

Long-term Liabilities :
Long-term debt
Allowance for severance and pension benefits Net
defined benefit liability
Deferred tax liablilities Other
long-term liabilities

Net Assets : Common
stock Capital
surplus
Retained earnings (accumulated deficits) Less
cost of treasury stock

Net unrealized holding gains (losses) on securities
Deferred gains (losses) on hedges

Foreign currency translation adjustments

Pention liability adjustment of foreign subsidiaries
Remeasurements of defined benefit plans

Minority interests Total
net assets

287.330

524,641
71,356
6,084

597,997

384,322

924,113

341,351
40,616
23,657

793,198

347,175
35,892
26,846

848,947

390,621
42,672
34,726

217,339 195,506 240,394 235,203 229,712
12,471 5,963 6,206 22,056 15,251
- - - - 54,655
126,692 155,041 91,196 91,255 70,370
1245913 1,391,080 1,667,533 1,551,625 1,686,954
559,920 529,160 250,310 300,321 125,329
4,618 6,000 6,501 - -
- 101,383 85,277
11,600 29,304 14,044 10,904 7,727
14,982 13,471 14538 10.274 12.107
591,120 577,935 285,393 422,882 230,440
204,676 204,676 212,337 121,885 121,885
268,530 268,528 276,179 95,950 95,945
648,935 259,937 (290.912) 135,096 (87,448)
(13,863) (13,876) (13,872) (13,889) (13,893)
5,915 5,610 6,062 6,851 10,569
(1,028) (5,749) (25) (160) 780
(85.317) (90,305) (61,467) (41,206) (18,106)
(1,815) (2,927) (3,631) - -
) (109,367) (79,566)
22,612 19,226 10,166 12,013 14,349
1,048,645 645,120 134.837 207.173 44515
2,885,678 2,614,135 2,087,763 2,181,680 1,961,909

COMSOUDATED STATEMENTS OF INCOME

[WHlians of yen)
201143 201243 20133 20143 201543
Mot Salles 3,021,572 2,455 850 2478586 2,027 186 2,786,355
Cost of Sales 2452 345 2043 542 2118003 2,296 344 2307 749
Grass prafit 569,628 412,008 260583 530,842 3ER, 507
Selling, G i and A dmi ratiwe E 490,732 444,560 406,849 422,282 434,572
Qperating income [koss) 78,896 {37.552) 1146.264) 108,550 {48.055)
Crthar Inseme | Expenpe) :
Interest and didends income 3119 2,730 1278 2,388 2870
Irvierest expen s [&001] [ =] [13.17a) [Z0.726) {23.082)
Irrgainment koss - [G.658) [47.3594G) 15770 [104,015)
Lz oo sispension of large size LOD plant - 25,8870 - - -
Restrischuring changes [12.655] (1872100 1143397} - {21,239
Satthement package - {28, E57) (17 804y a7 -
Provisicn for loss an Figation - - (32321} [1,135] [2,240)
Qther, net [20,475] {26,451} [GE016) (31, 2800 6,537
38, 016] (200,87 §3194921) 162, 5900 (140 76a) |
Imcamee (kossh befone income taxes and minority 40,880 (238,425 {66,187} 45,570 [1848,834)
Irscasri T e |
Current 25,027 19617 17507 38,062 27.1ma
Dederred [7.244) 115,523 50972 [5.9801 4,234
19,683 135,140 F¥.5Ta 32,582 31413
Incame [kass) before minority interests 21,197 [373,565) {543, 7646) 12,588 [220,247)
Mincrity nterests in income of C didk | [1,79E] [2, 507 {1581} [1,425] [2, 300
Met income {ioss] 19,401 (276,076 §545.347) 11 550

[222 247)
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CONSOLIDATED STATEMENTS OF CASH FLOWS

Millions of yen

2011/3 2012/3 2013/3 2014/3 2015/3
167,443 143,302 81,075 198,984 17,339
Net Cash Provided by (Used in) Operating Activities Net Cash ( ) ( )
(Used in) Provided by Investing Activities (244,613) (159,557) 7,110 (84,940) (16,043)
Net Cash (Used in) Provided by Financing Activities Effect of
Exchange Rate Change on Cash and Cash Equivalents (6,254) 256,381 51,637 32,753 (136,090)
Net (Decrease) Increase in Cash and Cash Equivalents
(3,790) (1,080) 16,418 15,971 16,371
Cash and Cash Equivalents at Beginning of Year Increase in
Cash and Cash Equivalents from Newly C: lidated
as .arl . R e A (87,214) (47,558) (5,910) 162,768 (118,423)
Subsidiaries
Cash and Cash Equivalents at End of Year
328,125 241,110 193,772 187,866 350,634
199 220 4 - -
241,110 193,772 187,866 350,634 232,211

Latest Press Release on Financial Statement Separately Provided

1703_4Q Presentation
1703_4Q Presentation
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Workshop: Describe your findings from Toshiba accounting scandal

from the following material as well as from the suggested URL.
Discuss in your group and present the class the “Lessons Learned”

Actions Taken in Response to Inappropriate Accounting

Toshiba Corporation expresses sincere apologies to our shareholders, customers, business
partners

and all other stakeholders for any concern or inconvenience caused by issues

relating to the appropriateness of its accounting treatments.

With the new management team and governance structure, Toshiba as a whole will unite
to make every effort to regain the trust of shareholders, investors, all other stakeholders
and members of the public, and asks for your understanding and ongoing support.
Toshiba Corporation

From Toshiba URL
» A copy of the latest annual report and some useful URL is provided for your reference.

Toshiba

Why Toshiba, one of the Japan Icon and major consumer electronics manufacturers,
fell into difficulties?

Inappropriate accounting and misconduct in financial management tremor the world.
Is this the example of Subject to fraud, we studied in “Limitation of Financial
Statements” ? Why internal control did not work? Governance did not function,

Why?
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http://www.toshiba.co.jp/about/info-accounting/index.htm

Toshiba announcement form their homepage on March 15,2017

March 15, 2017

Toshiba Corporation

FOR IMMEDIATE RELEASE

Toshiba Resubmits Documents on Internal Management System to Tokyo and Nagoya Stock Exchanges
TOKYO — Toshiba Corporation (TOKYO: 6502) today resubmitted the Written Confirmation of Internal
Management System to the Tokyo Stock Exchange (“TSE”) and Nagoya Stock Exchange (“NSE”).
Designation of Toshiba’s stock as a Securities on Alert by TSE and NSE was extended on December 19, 2016, as
detailed in “Notice on Continuation of Designation of Toshiba Stocks as “Securities on Alert” issued on that
date. As Toshiba announced on March 14, in “Toshiba’s stock to be Designated as a “Securities Under
Supervision (Examination),” with today’s submission Toshiba’s stock is now also designated as the Securities
Under Supervision (Examination).

Today’s resubmission of the written confirmation of internal management system to TSE and NSE comes 18
months after the designation of Toshiba’s stock as a Securities on Alert as of September 15, 2015, as also
detailed in the March 14 announcement.

TSE and NSE will review the resubmission and evaluate Toshiba’s current internal management system, and
decide whether they cancel its stock’s designation as the Securities on Alert or not.

Toshiba will make timely announcements on the progress of the review.

Toshiba will continue steady implementation of measures to improve its internal management system, and
requests your ongoing support.

:/ /www.toshiba.co.jp/about/info-accounting/index.htm

Please visit Toshiba Home page and find out more on Toshiba Trouble

Actions Taken in Response to Inappropriate Accounting

Toshiba Corporation expresses sincere apologies to our shareholders, customers, business
partners

and all other stakeholders for any concern or inconvenience caused by issues

relating to the appropriateness of its accounting treatments.

With the new management team and governance structure, Toshiba as a whole will unite
to make every effort to regain the trust of shareholders, investors, all other stakeholders
and members of the public, and asks for your understanding and ongoing support. Toshiba
Corporation
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Left blank to indicate your group presentation Each group to make a presentation on
findings from reading and analyzing Toshiba.

Final Quiz 4th Day

Please answer the Quiz separately provided.
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[(ANNEX4-2]

Guidance for case study 1

Guidance to make “Case study”
(draft)

As a useful tool for Kazakhstan consultants
and KJC staff to share valuable information
on “Practical KAIZEN”

Prepared by “Dr. Practice”
Summer in 2017

Guidance for case study 2

Why “Case study”

To accumulate records not to loose precious information

To build in know-how, knowledge and experience gotten through
implementation of practical KAIZEN activity in knowledge base
possible to access and share by consultants and KJC sta

To refer information necessary to solve similar problems and to make
the best use of it

To develop capacity of employees of companies and consultants by
applying knowledge proved effective in “case study”

Materials for training
PR, press release

In some case, let management know “Practical KAIZEN” and involye
him/ her /

2017/7/11



Guidance for case study 3

Who makes “Case study”

® Main player to make “Case study” is project
leader in the company (Top management will
be the best)

® Consultant and KJC staff can facilitate them
to enrich the contents of "Case study” under
the support of JICA expert

Guidance for case study 4

2 types of “case study”

1. Macro type :"Presentation on total activity”
through project period (including digest
version for press release)

2. Micro type: "Component/ or part of issue-
achieving/ problem setving“as-q part of

2017/7/11



Guidance for case study 5

Contents/ Outline of Macro type

“Presentation on total activity”

® Introduction of the company (1) Main products,
(2) Unique points, (3) Policy/ Commitment of top
management

® Background of challenge KAIZEN, problems they
have

® Main body consisting of some components

e Difficulties they have overcome through the
activity and items left unsolved

® Lessons learnt
e Future plan or direction

Guidance for case study 6

Contents/ Outline of Micro type
“Component/ or part of issue-achieving/

problem solving”

® Description of “Issue or Problem”

® Process of solving problem (Define themes, Grasp
present situation based on data, Analyze data, Pick up
critical factor, Design countermeasure, Implement
countermeasure, Evaluate the effect, Redesign
countermeasure when necessary, Standardize)

® Tools applied in this component like SMED (Single
Minutes Exchanging Die), Process analysis, Skill map

e Effect of the case :Quantitative comparison Before/ /
After, Photo at the same place

e Standardization (How to maintain)
Future direction

2017/7/11



Guidance for case study 7

How to evaluate the effect of “Case”

e KAIZEN grading:
Management KAIZEN> Group KAIZEN> Individual KAIZEN

® Clear comparison between “Before/ After” based on data
and visual information at the same place with photo

e Quantitative comparison by applying index is better than
Qualitative comparison

® Incase of 5S, itis possible to describe effect using such
index as (1) Creating new space (2) Eliminating searching
time, (3) Decreasing missoperation, (4) Shortening
working time, ( 5) Money gotten by selling unnecessary
materials, machines and parts /

Guidance for case study 8

Samples of case study

® Sample of "Management KAIZEN" (Company
P” implemented whole divisions of the
company with sustainability and changing
mind set

® Sample of components of issues (Company B
(1) Shortening working days from 6 to 5 per
week (2) Shortening set up time by applying
SMED (3) Capacity building based onlong  /
term training plan toward multi-skill worker

® Promet ( As original)

2017/7/11



Guidance for case study

Component 1 MOULD CURING
PRODUCTION PLANNING

SITUACION ACTUAL

N° DE PROCESOS

Lunes Martes Miércoles Jueves

Viernes Séabado

Guidance for case study

Component 1 MOULD CURING
PRODUCTION PLANNING

SITUACION PROPUESTA

N° DE PROCESOS

PRODUCCION MAXIMA ANTERIOR

10

Sabado

2017/7/11



Guidance for case stud 11
ONE ;

Component-1 SMED- STAGE
SEPARATION: INTERNAL AND EXTERNAL OPERATIONS

INITIAL SITUATION

3 The preparation time for curing went
up to 46 minutes.

TIEMPO DE PREPARACION

INTERNOS

|:| [- I:I AII the preparation activities were

carried out without the machine in
EXTERNOS

operation.
IMPROVEMENT SITUATION
TIEPO DE PREPARACION _ REDUCCIONDEL 3 The preparation time was reduced to
U DE PREPARACION 26 minutes, which is equivalent to a 43%
| | - | reduction. y
"""""""""" . E,(mmos." 3 Over the total production cyclethe
time reduction reached 9%.

Guidance for case study 12

Component 2 SMED-STAGE TWO
CONVERSION: INTERNAL OPERATIONS INTO EXTERNAL ONES

INITIAL SITUATION

aThe removal of the tyre includes

EXTRACCION DESINFLE  MANIPULACION

- internal and external ones
= + -
I—T—l ! Separating said elements may have

EXTERNO  INTERNO a beneficial effect on the order of the
operations
IMPROVEMENT SITUATION
S 3 Redut?tlon. of r110h minutes on
— frieaiomtlov preparation time which represents//a
| I | total improvement of 36 minutes,
Y/
around 78% /

‘:I . @ with respect to the production cycle

the total reduction represents 13%

2017/7/11
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Guidance for case stud

Component 2 ASSESSMENT OF RESULTS \\
DIAGRAM OF MULTIPLE ACTIVITIES \

13

. Tives staGE ReDUCTION
OPERARIO | MAQUINA | OPERARIO | MAQUINA
0 — 0 1st 2nd
—- Minutes per cycle Before Stage Stage Abs. %
10 —— — 10
] Operative downtime 180 160 160 20 11.11
20 ——]
30 | Machine downtime 20 0 [ 20 100
40 —— Tyre removal 20 20 10 10 50
50 ——] — 50 p
Total Curing Cycle 226 206 196 30 13

MNUTOS
|
5
soinnm

. PREPARACION
D COLOCACION
— 200

i . VULCANIZACION
- EXTRACCION

D DESINFLADO
- TERMINACION

TIEMPO /
IMPRODUCTIVO

Guidance for case stud

Component 2 SMED-STAGE THREE
CONTINUOUS IMPROVEMENT OF EACH OF THE TASKS

14

SITUATION UNDER IMPLEMENTATION

TIEMPO DE PREPARACION
s«

@ Construction of a tool trolley

e

o Tyre levers

o Change in machinery layout

A N

e —r—




Component 3 HUMAN RESOURCES

Guidance for case study

TOOLS USED

** Process records

15

\

¢ Creation of process standards
% Creation of standard tables

e * Problem identification
% Unification of criteria
EXPERT GROUP MEETINGS %* Creation of monitoring standards

SELF-EVALUATION SURVEY

¢ Data update

*»* Knowledge of safety procedures
% Identification of sectorial and organizational problems
** Proposed solutions and improvements

¢ Organizational climate

VERSATILITY MATRIX

% Interest in learning
% Qualification level
«* Personal aptitudes

¢ Current situation of our jobs
% Aptitude and willingness to teach

Seccién

Insp Inicial| Inspeccicn inicial

Puige | iido grueso

Puiido fing

Reparaciones grandes

Rep. Regar aciones menores

Reilenos

Preparacién del casco

Embang, |EMEandado caliente

Embandado precurado

Colocacion de tacos

Manejo de autociave camién

Vulcaniz .‘-.'lane ‘or de F{urocfave ande
Vulcanizacién en moldes

Manejo de autociaves chicas

Mangjo de Zampi

Mangjo de PC

Manejo de caldera

General | Mangjo y control de compresor

Manejo de puente griia

Manejo del grupo electrogeno

Mantenimiento maguinarias

Guidance for case study 16
Component 3 HUMAN RESOURCES \
VERSATILITY MATRIX \

Matriz de Polivalencia Actual !Autovaloraclon Actualizada 31110/09
afm|wlo|o|~|o|a|R=[H| 222222285

Competencias HEE R HBEREEEHE R

T &
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Guidance for case study

ASSESSMENT OF RESULTS (component-1)
MOULD CURING

*»Process standardization
“®*Reduction of process times: 30 minutes per cycle, the
equivalent of 13%. It represents a weekly saving of 1/2
hours per mould and 17%/2 hours in total.

INCREASE MACHINE
AVAILABILITY IN CURING
SECTOR «*Improvement of element organization

*®*Change in machinery layout: By altering the layout of the
moulds according to the production volume criterion it is
possible to save 48 metres daily in the transport of the
product (under implementation)

***Improvement of production planning

Guidance for case study 18

ASSESSMENT OF RESULTS (component 4)
FAULT STUDY




Guidance for case study 19

ASSESSMENT OF RESULTS (component 3) \
HUMAN RESOURCES

“»*Knowledge of staff and their real abilities

**Knowledge of problems and possible solutions by the
players involved

*Identification.of educational needs

INCREASE OPERATIVE

.0’ . . ..
CAPABILITIES ® Planning and execution of training programmes

among the staff
**Process standardization

**Fostering participation by the operatives

«*Improvement of organizational climate

Guidance for case study 20

TOTALLY OBTAINED BY KAIZEN PRACTICE

@A work regime for continuous improvement was implemented.
@New management technology tools were incorporated.
aManagement technology tools learnt were applied in due course.

@ Application of some of these tools were undertaken in greater depth.
@ Participation of all the staff in achieving improvements was achieved.
@1eam work was consolidated.

aCommunication was improved.

@ staff motivation was improved, obtaining a commitment to the improvements.
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[ANNNEX4-3]

EADPractical KAIENREREHIERIE (26)

Practical KAIZEN¢&CertificateDE =
B Practical KAIZENRDH ?
(47 - mEEIECE. SPINTIIABRTERVEENES . HAEBPIBOA259 Suppliert>Customerik TEszCross Functionali®
RIREICERDFED BN S D . SHEKIIKAIZENIC(E 3 DDLAJL 1)Management Kaizen, 2)Group Kaizen, 3)Individual Kaizen'
HBEELNTLSN, Cross Functional REEEZFRSD(E 1)DManagement KaizenT#h3.
2014F(CKICOFTLWA MRS DR BB ZITORLR T, HIEHEEH DI MOIEEEZIIRREEDH O EEROIZHD
EETEATOR, HITEQNSRWE IR TOINIREREERIFAANT | HIREEMNTIHHAOHSPZECAICHIE>n0T%
O TEIBL TVWEARAMBAA > 0iEZH TORL, EWSTENTHONR.
20155 (CDAMU/KICOPIlot ProjectRE(CBRL. KICIZINE TORERZENL T, OB AHSERVWRE(CL O TEEREEZRD
Management Kaizenz/N#HY> > HR—IVAERE SR _ETOD 17 bOiRERZ B F X THFEUZ"Practical KAIZEN"ZERU TEDFEDCE
(CUTze KICTProjectzi8H U IRMIEEPIZRA, AhOI>HILIC(EHSRAVPractical KAIZENDZAFILZF(CDF TKICOY-EX#ZERIE
TE3L5(CIBIHNTH D, BBPractical KAIZENE, SHEDTFZS T, BFL. T0R&. 205ETEMRUMNRZ LIFTVWSEDTHS.
BY £2IC Practical KAIZEN CertificateZHdDh ?
ED. Pilot Project (CERDFEAHFDHZIAMEFIZKNS, BEICHT UKaizen Certificatez HU TV HILABDKICE Certificate
HINENDHDDTIERVNEDIREN DOz, KICATERUIIER. I ENTNIBSF(CCertificatez i 3 LO(CRDERELZBENI
BODT, KICH DM > OARETHBContinuous PracticeZHEE T DL IREDEIEINEZEVSIFERICE DT, Awarde LW SREEE XA
Award(d (MO TEARTRADETIVIEDLIC) 2NEEUETIEEHRNBERICRD, HEH%EDSIAATEUEUIETEENMEHL T
LEIEENDD. N4> OHEEICEES RV E W SiERICEDN.
BEEENIAER. Continuous PracticeZ T B(C(E. REDVRIAY NABLIRMEFIRAZHL TRAFTYS )\ - 27y T THEELT
VCBDNEELL ZNICTESDiETRE RX S TIRM T SRBEDR - EROLSBREDNVOD TRV, EWVSZET, 1FHOTOSTIb
TISIC, ERCEW I NEPractical KAIZEN 3#RICED (BHVRNEFROMEE(F 5 R CAEAEDE 1 HR) OZzBRICEITZERR,
Practical KAIZEN Certificate DB &4SE
<BfiE>
1) To motivate company in continuous practice of Practical KAIZEN for productivity and competitiveness
2) To grow company and local expert together through continuous practice of Practical KAIZEN
<FEHEIE>
ISODLSIHEXTHIL AL ZEEBR S 26D TR KICOTOD 17 MCERDFBAIEEEN, Practical KAIZENZIEUCERKL TULSBH.
BRI EDTVBHN, [LDVWTRZBETDECLD, ZOEBZEIRLLLOETDEDTHD,
WEoT, EIETHATICABETM THD, BUORMBFIRN, TOS1/ NIRDBEAFOZER (£3F-TH/-LTLIHNE)
OEFEHRRERE T IO R ZFHIL . RHEOYRI A MEFREL T, MENRBLAINZRDD . BARRCEIROIEZSROIL,
FEREVTINETIC, 58z 13, 3Rz 9, 1#k%E 4 #HITIRS U, B TIIEARORECENI DD EL. KIBHKAIZENS
continuous practiceN&EE THDELIZENS. KAIZEN(CH - BRI B EICEFIREARU - - - EVSH, BUB L DOFRAHRERL TLK
OEZELHILTWS- - -KAIZENDHF THBcontinuous practiceDRENINICR>TVWEREN DS, (5l : FiEdKaravaitt)
. 1 #RICHT=Stroyclasstte
Karavaift(d Advanced class®
Continuous Challenge Program
OEWEFEFE, LzBIEUIkEZ
RHTLD,
ADEE(Z. Karavaitt THRI>J7
L>ZAD# [ 1RICRBEIETFIVR
U ESDENSMIZHappy Faces.



EEADPractical KAIZENSEHEEREFIE

SHMBEE#EHIR (Intermediate class)

IEFEE
FY2017 £TOE%E

EIESCOVT. FOLALICIEL T3 MProject /Customezed Workshop Programi2 TS TEHETS (ESEERELTLALICANS)
LAl Starting Progressing Well Progressing
(5%R) EEEFm (38m) ESEIE (1ER) ESESM
LA Lm==E 5 3 1
N EEE
RS FEE £EE

EE1 20

ES1-1 3 8

EE1-2 12 12
EEZ2 15 15 15
EE3 55

ES3-1 15 15

EE3-2 20 20

EEz-3 28 |(wEH
EE4 30

ES4-1 20 20

EE4-2 w0 ([HEH
IEE 5 10 B |HEH

EEFE Bt ag 20 35 35
=2 | EEESLA% 5 229 3 399 1 39%
WThIETHLESS| 2.7 | 2.7 TOEENSProgressing (2E3rd kyu)ciBLT3

point ==3.5; Starting, 3.3> peoint ==1.5; Progressing, 1.5> point; Well Progressing
point »>=4_5; 5th kyu, 4.5 point >=3.5; 4th kyu, 3.5> point >=2.5; 3rd kyu, 2_.5> point >=1_5; 2nd kyu, 1.5> point; 1st kyu

BAOULSEEEZLHIE
COFHMMERE(L, > TO0D 1) MPEICH U TRIMEPIREH(CEMUEN 2 HERULLEOT. BROLBEEEZX T, BLFOL3IC Basic class,
Intermediate class, Advanced®320I5XzHEU.

iR iR
E#RISZ HBERBEE T 0T S A 22D 2A—F4>Y JajLysy
Advanced Continuous 5 levels Advanced Advanced
class; Challenge Program Starting Progressing
(1st kyu) (1st dan)
ik
23F 4 Rk Il
FHRISA ESEAiy R i sTN 3OLAIL AH—F4>Y Joovyg | Jodlbysd
Intermediate |Practical KAIZEN Intermediate | Intermediate | Intermediate
3 levels R .
class; Program Starting Progressing Well
(5th kyu) (3rd kyu) Progressing
(1st kyu)
A AA
EH5SRUKaizen L s
RS2 J0954 220LAJ 7 et
- . . Basic Basic
Basic class; Practical 5S & Kaizen|2 levels . .
Program Starting Progressing
(7th kyu) (5th kyu)
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