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=h—varkll, Iz MEBEMETE 2L 51075 ENEETH S,



133 HuhEMeEICREt S D BDS IZBET & I
HNEAIESEICIR L S 41D BDS SNRAIITIE A S0 12, FRIOBHEZHB LR 7 ) —= 7
WEETHDH, KIrvxy NCE, AV 7 =25 2Wa1To7 LT, REZDOA =T F7
DHER SN ARZEICK L, MELE 725 BDS BRfiisn s Kol L2 & ¢, 20&EFEZ R LT,
F7o. M BDS f2tO—F 2 X MAERD L Z & T, B b HBEEORE S AIREICR D EH

nNoHlw, hEEEOENLEXY | B3I DRRIEEE Ehi T 5 Z L B3RO NS,
AK7aT=r TR, a0 EEOREBREN L S 283, RREERE SR OV T
ENTEDAD BT — - avINZ e P MEER L, BRZ3HETH2 LT, X MR, 2Lk
e, FREEDIA, BREREEOMEEED Z LN TE, ZOMBEIEHA L, F/NEMEZEORE
ARG ERT 5 Z RO LD,

134. EHABERBOTDORE

o MRIEE, VA FTA L DRHUAKIL & BRERBI~DRAE : A7 =7 FORRE bIE
F U CHE S HU NSRRI 12 D T RN CEBREU A HARICRI S p = &
DEEND, /o, BDS A R7A % MoLS WCTHRHNCHEKL L, KEFIMTE LTHHL,
HFBUR % & T BCREEBEC A MU 2 X 5 = & AR B LD,

o BDS #HLETNOHIG RO OFERE | FHIOHITBUF L & 1T BDS kA0
NI T 232 RET 20BN D D, TOEE, OFHOT/NEMEZEOBIR - 3,
@BDS #2ftikiL, @B VT —RLBa Py v MEfi#E ORI, TR IS 2B E 2
LR D, Fio, HHIZHLED72WBDSPs £ 65 Z LD, 7T 4 AT SNANLDOXERD
FORETT %,

o BDSIRMETNOHMGREDI-DDAMER : 72T 20 7 7 —WHER, BHUCHERED
DD INEERT S, WIHEMETIX, 7T 4 AT\ DOARHME L 70 508, 7
AN TY AL — P —F—Z2FT D ENEE LY, AP Z s MIONTH
B EMED D Z RO BND, Pz Ml LT, £#o EDI IZATET % BDS
T RASA =R, TVET #OMRINE 2 bivd, THLIMNIE, KO KRS Mg & 72
VIGDH, HUNFRMEREIC BT D IS0 R Z BT & ThH 5,

o BDS ET/VEBHUKIZIIT S BDSPs X hU—7 /7T v b7 +— LD : & HiT BDSPs
Xy NT—=D BT HZ kD bD, £, T3EAIL. BDSPs, BIRBUMHERS LOVR
T—OBMERDODTT v b7 —LEET LR RLTND, ZBIZED ., PR
NSRBI TRS S D 2R - 2hERAY72 BDS fRiik A EtE 9%,

o BB COaIa=r—va il T=FY 7 « BEEHIOREE - iz svT BDS
T T LA RANER T 27201213, oS —basH g 2l e 1+5
BDSPs & D2 X = =/r—3 g MR OMILNEETH S, F7=. BDS Lk EzE=4 1 7



LIRS 2081 D%, £, BDS fbikILEs L OMEIC 5 A IR (b A EHRICE =

XU T L, RERETDHZENRDOLND,
Frigir) BDS #EL D7D DT ERER - FHEBIIX. AR L O BDS #2it o 7= o LBy TR A
AT D ERROOND, RIFRZ, BMOEF. V=TI XBWHMEDFEEE, THEOE

FELBR TS ThH D,



FB2E Tuv=7 bOBER, BE. BEEFR

21, TFAETOEEBGK, B8, BIUATrY =2 FOER

TFAETNE 2025 FFE TIERPAFTREIC 2D L) TE Y a,2025) Ob L, EFRRIL (FRC

RhE%E) ZHEMALTWD, [ RER L ESeREHE (Growth and Transformation Plan 11: GTPII)

(2015 #47-2020 %) | ClX. SWE - ApENE - g ok, SMNERCEIREE, fHiR, T MBSEREL
PESE NI B RS 418 U C, GDP 35 L O 50 2 8U&E3E T = 7 HIIN, SUESEIC T 2T ORI E
w5 L E BT, GTPI HIFIH, 10%LL EOE GDP B4 HIE L LT\ 5, =F A4 v 7 BRI
&=t (Ethiopian Industrial Development Strategic Plan (2013-2025)) i, FE¥MEESEC X 0 ESH
G0 HMEEZRINT D2 L2 HIEE LTS, GDP 125D 2 8EEOEIG % 4% (2013 FfR)
15 2025 FFITIT 1T%ETH & EF L Z L ZHIEL TV %,

FREOBOR BE A ER T 2121E, =F A 7 BUNABUZ EARICIR D #A TV D ENMEE (R
INERIEZE) DBERNEHEETH D,

TFAETBUFHAFERHT L5 &, 2016 FEREA COREMNEM « H/MEREOREITK 50 HHHZDEFE
. 2055 8% ZFEMIMEE (K149 i) BhH D, ZHHEM - f/IMEEEORHIMRIZ XL 5
BUEDOIEIR, B - F—EZDOE DM LS, EWREEDIRBUCFH G925 & & bIiT, BAOMER L
DAIRHET K 2 EBSH S OMERIZ D723 2 EHIFF L T\ D,

5, BUNOBORGHZITL L, FEEOHNFETH DN TR b — B R FEORE R &
BATT 2HMB3 52 L O0, Gl OA&EMENR E L TWRnZ ERER STl X0 i
DOV — B2 BB 70 O R ABREH S, FDI OfetE, PEEAM OFRK. BDS DI
FENENEEOREDOTOOMBEOBEL L THET bR TWD,

ZO XS IpFUNERIEEEOBLIRIC ) L, =T A 7 BUFIE, 2016 4R12 5/ M 34T (Federal Micro and
Small Enterprises Agency : FEMSEDA) %, T4 HE T o/ NMEZEBR%ET (Federal Small and
Medium Manufacturing Industry Development Agency : FeSSMMIDA) & #8HBH¥E « (FEAEEE T OB
HRHiE A - B 21T (Federal Urban Job Creation and Food Security Agency : FeUICFSA) (2
s L. FeSMMIDA 2L i/ 3E | FeUICFSA MIERLEE D/ MR L O COFME 25
ELTImAHNY T H 2L L role, BT, ENA MO BUFHIX AL (Woreda) Z&12V A R
w7« Y —E 2% Z— (One Stop Service Center : OSSC) Z4#&fii L, ¥ ~DILFEORFELTM -
HIMEZEA~ DR E RIS 2 550 L TV D,

U EOEREDO T, BEOKEZHME LIZEVRA - T4 _\ay 7 A b - =27 Y=
7 & (BT, A7 vy =2 1) i, WEDP O EM AN 17 m Y =2 R & LT, FeSMMIDA,
FEUICFSA, BLUT 74 AT a2 Efutga & L, FM - T/ NMEEOFEORR 2 RET 5720
@ BDS &L AT 7RI L & AMBE IR D3R E1T O 2 & & HRICBls Sz,

2 2017 2 A JICA iXFfERIC L 0 55 B &2 tHAERIT & Oafatid & L C WEDP It 535 Z L 2= F 4 T HIF &

AELL,



ks, BT, BHIERERIC I W TARER - MddR s A Ul (kK.
R 2. FuT= NEmEHE T ORMERBEEE DAL E - AHRRSR

FBE4 LIS « FHAR R
FeSMMIDA o 2019 4F 4 HIZ#E#EM /RGN BT (Federal Small and Medium

Manufacturing Industry Promotion Agency : FeSMMIPA) . kUM, Federal
Small and Medium Manufacturing Industry Promotion Authority (BE#RZ[E )
(PR ST,

o 2021419 A, =F AT {R¥EBHFIT (Ethiopia Enterprise Development :
EED) ~fHlficii =417,

FeUJCFSA e 2020 4F 12 | JOBFSA ~ISHZEH S 7z,
e 2021410 AlZ, JOBFSA DHEHIL, #Hiak S 7= J7@itEed  (Ministry of
Labor and Skill : MoLS) (Z7&#kS7-,

T T A AT ST o Tm Tl MY Y, Ao LEBI/ (Bureau of Industry
Development : BolD) ¥ X UV IMiEZE)R (Bureau of Micro and Small
Enterprise : BOMSE) 23ASZE#; D Fii &4H - T e,

o BolD/I—HpH¥ER LG S4L. Péﬁi%aaﬁ%%‘ﬁ (Bureau of Trade and Industry
Development : BoTID) & 7g~721%, FESEISHL BoID IR -7,

e BOMSE X, EHAIHAEZEA%)5 (Bureau of Job Creation and Enterprise
Development : BoJCED) & A4 Xiviz,

o 2021 410 H | Wi & & Lo EEUR )5, G 3E TR %E)R) (Bureau of Labor,
Enterprise, and Industry Development : BoLEID) (Z - S417=,

EDI o [EEBH¥EEE (United Nations Development Program : UNDP) <o %L
FFOZED S &, HEFFFE % — (Entrepreneurship Development
Center : EDC) & LTH BT /- BRI C, 7' m = 7 MBSk
[N BDSPs D—> & L TONESIT Th o7z,

o 20214 10 A IZBUMFHERED  FRfm S 7B, EDC I, E¥EF I LU/
Hi{EZE~D BDS 12> BDS fRfit A\ Epk 45 Z &2 A& L7
MoLS FT& DOBUF#BI & 72 v . WEDP /R bifei L7z EC. EDI 24
PRESTE L7z, 202249 H 29 f&iga sk (Minutes of Meeting : M/M)
IZBWT, EDI b AT BV =7 FOFEMBEAITINA D Z L LiRoT,

22 Fuvxs FOHE
K7y =7 FOMEIXITRROERBY THD,

(1) ey MNEEHF G5
Tuyx s FNERHRIE UTOBYEENH T,

o 201844 H~20214F 3 H (3 147) : 2018 4F- 4 A 5 A Ei#E 3+ (Record of Discussion: R/D)
THERR,

o 20184F9 H~20214-9 H (3 W4F) : 201944 H 10 Aft MIM THR, EHMEFE OIFEE
BHAGAS 2018 49 A L7z o7 Z LITfEV, BbAI KOV TR 2287,

o 20184F9 A~20224-9 H (4 #4) : 2021 46 H 14 BfF MM Thead, = 1 DM ET
Tavx s MEBOS NERREE 2ot iz 1 VTR,

e 201849 A~20234-3 H (45 4F) : 2022459 A 29 A MIM THER, 2021 410 HI2%
RUTZH 2 RTEABOER, K7 vy =7 MR A E108)T - BUFFHEI O KIR 72 i
Mol LIZH Y FEhuiE 2z 05 VLR,




ALY A F 3k

7Y x s MRHRIL, EBIEREIC T, 7T 4 AT UNHO 3 sub-city 33 KX OV 5% sub-city i
D% 2woreda (FF6woreda) &35 Z & & ST, BHEEHEMAE, FinHBIRGRE & OERAL
$aZzATV, T 3sub-city 33 L WM 6woreda x5 L35 2 L & L, 1 RIEFFEZLZES (oint

Coordinating Committee : JCC) &A CTAEZ1H7=,

Ethiopia by

5
xxxxx

Woreda 08 and 13

Addis Ababa
by Sub-city

Woreda 02 and 06

e Akaki Kality Sub-city 33 J UF woreda2 W TNZ 6
e Bole Sub-city 35 X U woreda5 W TN 7
o  Nefas Silk-Laft Sub-city 33 J: O woreda 8 ifF TNZ 13

1L Fav=y MR

(@) EALBEE
TT 4 AT _ANHOT Y =7 b5tg: woredas 36 L UMkl 35 C. BDSPs % v b U —7 Z7EH
LB DEWTENMEH SN D LRI, = F AT OFM - F/IMEEOFENRET D,

@) my=s FNEE
T T A AT N O%5 woredas (23T, BDSPs % v kU —27 ZIEH LIZBE OB KRN, =F
FETEM - MR SN D,

() HiFFSh DR
o R 1 HUh - FHIEHE SR OIS IR EDT-® D MoLS, EDI 3 XU EED3DRE) A3 iR
ks,
o ik} 2: BDS #2{lkI2t% % BDSPs & DA G T e (AHIE T L HMESE - A S5,
o AR 3 : sub-city 35 KUt woreda 2% v 7 DHUIN - S SESRICBIT 2 RE 1Nk S D,

(@) TE®) (PDM (verd.0 |22 < L))
(R 1ICBd 5 7S]

3 Fuyxy NEHLAEES TlE. FeSMMIDA & FeUJCFSA Th 7= (202249 H 29 A MIM T EiRd L 380 485H),




1-1: MoLS, EDI 6 KLU EED*AS, = F A B 7 1ZH61T 2 M - H/ MO BUR &2 70t LI 2 filit 92,
1-2 : MoLS, EDI &L EED 75, Ml « HIMeZE bR O BME A & fh S2fistm 2 56 E 3% (BDS
A=z —« LoYLORfENL, BDSPs ~DZREA 1L U &5 BDS fefit o izt 4 & ie)

1-3 : MoLS, EDI 35K TVEED 23, 3RE L7 HRMER il & i SEfi i 4 BACRHERE ~JE a2,

[ 2 (2B 2 TEE)]

2-1 : T58) 1-2 CHRE S - /MRS R OMIEEHE 2 f5$t & L. MoLS, EDI, EED B XU
T A AT NG EESE T BRSPS, MSMEs 71 v >t F —%15H L7z BDS $&t2 4R 2 A
BT NERGT D,

2-2 : MoLS. EDI, EED BL U7 7 4 A7~ NHigH#i {36 TEBASE MDY, MSMEs 71 7 ot T —RESThiF
BRIV X2 T AT 2— VAT D,

2-3 : 1) 2-2 |ZF5% . MoLS, EDI B8R T ¢ AT~y e3E TEFR RN, MR LindE
7)1 sub-cities 35 L Ut woredas 0 A ¥ 7 1Z5%F L MSMEs 1 7 >t 7 —HHE % Elifi+ %,

2-4 : MoLS 7Y EDIS L L L, BDS = > /L 4 o N OXREHIE 2 et - BRT 5.

2-5 : {58 2-4 |ZH3& . MoLS 23 EDI &35 L, BDSPs (Z%] L MSMEs =t > L4 > |k & LT
(B E R OMHE (BlGs - B ERBRoOBITE E T 5,

2-6 : MoLS, EDI 3 XTEED 78, BDS &R DE=4 U 7 « FHIiT 2T L&k d 5,

2-7 : MoLS, EDI 3 X TVEED 73, BDSPs & v b7 —7 O&G % EWIBME L, FH - F/MEZEoRBLIC
BT 2 G 2Rt %,

2-8 : MoLS, EDI 3 XUEED 73, HvMEFEd L ONEEZRMNT ORI — E ADRREIT AT, SRt —
ERETYA O b, e b OERET D,

2-9 : MoLS, EDI, EED BXUOT T 4 AT~ i3 TR RN, /<A vy MeElIktd 58
SRS AT D,

[RR 3 (B9 % 5]

3-1: Sub-cities 33 & U woredas D314 7= A &~ 773, OSSC Dl s - WHIZ AT HWHE A %7 5 (B
URAY v F U TS ORI B IR E W AR SRR TR O R E . BDSPs ~DZEFLA L),

3-2 : Sub-cities 35 U woredas D A & 7 3 HIX DOFFA - HUMBEEICKT L, BV AT v TF U E
DIEFIARD B I T —2FEiid D & & BB LT 25 - F/MEEERET S,

3-3 : Sub-cities 35 J U woredas (DA & 7 AR E WY — /L 2 AENFR - TUMEZEOREZE AT O,
Z DOFEFUT IS & IHBFHEOKE & OJT %3 U7z BDSPs ~DO&Et% % FEhid 5,

3-4 : Sub-cities 33 & O woredas D A % 7 78 MSMEs 1 7 & 7 —iBaEiBr 2 2545,

4 ey NEIRAHE TIL. FeSMMIDA & FeUICFSA Tidho7- (2022 459 H 29 HA MIM T 130 & 350 Z5)
1-2,1-3,2-6, 2-7,2-8 B L 18 2-9 4 [AlkE,

S Fuva s NEAIA T, FeSMMIDA, FeUICFSA. 77 ¢ A 7~ HPELBIR R L OVINEHI )5 C o - 7= (Al
1), 2-2,2-3 b [FlkE,

6 Yoy xr MRS TIL. FeSMMIDA & FeUJCFSA OEi#s T 7= ([FL) 2-5 & [EEE,

10



23. Frudxzs MNEEEH

231 TFZF T OH/NESEEEECR
TF AT OHF/INEIZEIC BEE T D EOR O A IRFITFET,

# 3. FU/NFEMIMZER X0 BDS BEEEBOR DR

BE B

B

2 R 5 W AEBHGSE

(Growth and
Transformation Plan |1 :
GTP2)

2015 B AGR S, 2016 4E0N D 2020 4EOR, RULEFEEMR, A -
HEFEVE < B osidl., BRI A @ U 72 ERRIN G odGE, ERNRME®
72 —DIREL, N BRRIR DTG 2 BRIED D Z & L ahvz,

ALEIZBWTC, BDS 1%, FV MR ED—FE L LT, TVET
JEDSFTETT 2 T3 R H3E L BAHT DD, F7o, s
FEMWHME L. BDS ICBHT 25 5EWHE (Training of Trainers: ToT) %
2,280 NiZxt L CEMET 2 FHEBIR 5TV 5,

Fl /N ZE B FE BUR 36
X OB % (Micro and
Small Enterprise
Development Policy &
Strategy)

ARTHBARETAIT LV 2012 FRIZRE, 2016 UG SN HDTH Y |
GTP (23T HALT= 350/ M 3R B S B3~ 2 BAR &322 5 72 O DEL
KRB L OIS 3G ST 5,

MMB R & Bt Jarm)

TR IMEZE T SR — B A Db

AEPE - IRGE3CHR

=T 4 TR
FEHVNMEZERT U VA Ny 7 e = RADBEZ
TR —E A

2023 A= 3 HHIE, MoLS 23500 & 72 0 iz 70 H NS A S B s ks S
() PWRESN (4.1.6 M), HEEIFN CTHRAILH,

ASANENENENEN

TF AT T EBAFEHRNE
FHE (2013-2025)

(Ethiopian Industrial
Development Strategic
Plan)

2025 4EE TITARPFNATHEIC 2 5 &) [E o BIEEREICE T2
7o, UTOX I 3@zt L LT,
TEEBRFE D= D DR BT

TEERAFEDT- DD AN B

MBS KO 7= D E R

TR & 2T OB

T RS D= D DI HLDEE

TEERRFE D 7= D OFAFRI SR O BSE & it

2023 4= 3 HHIE, #7- 7 THEBRREMEF B PR EF CTh 5,

SN NENENEN

TF AT T EEER)
(Ethiopia Tamrit
Movement)

2022 - 5 AIZEMHOIEEIZ L VibE > EBTHY . =F AT D
SN E T AREA T 5 2 L Ic k0 B 10dh HRlEE S
AT 2BE LTS,
EE G O—2 L LT, DREONE - AN FEEEE)ND iz
7. EOREDEIEI BT ONTEBY, TODOXERE LT
BDS f&fitt, EHEH I T 5,

232. TFFETIZEITS BDS DESE

TFFETIZEBNT, BDS &9 HEEIL,

ZIE CTHHEICH — SN2 ERRIT R o 72, MoLS 233

E LT/ NERIESERATE I G (R) IZB W T, RO K D RERMN TR 2SN T0D (RIGR, 7

ET LNTER)

It is a multidisciplinary support that includes job creation training, accounting training, consulting services,

market linkages, market information, business linkages and other services to support enterprises.

T 2022 4R 12 A, FTEN LERICBE SV,
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233, TFFETIIBITEHINEMCEDES

TFFETIZBNTIE, FNFAMEREICOWT O — SIVCERD R Te 2 L b F/NEHBH
FERMESCE (5 12V T, TRIRTEREHAWTRLEMNA S LERLTWD, ok, EITH

RO BMCF RS & T NFAMEEICETENTND Z EITEREEET D,

£ 4. =T AT H/NEEERBREAC 1T 5 HNEMEEDER

o 35204 T H— B W&PE (ETB) WEE (USD)
e S 250,000 LA 7,500 LA
Siiafee — A |
TSR Y—EX% 10 AR 200,000 L1 F 6,000 LI F
[=E 3
E¥E 250,001~ 7,501~
4,000,000 115,000
\/\ - N ~ L] 3 y
e YR 1L A~50 A 200,001~ 6,001~
=¥ 2,500,000 75,000
s 4,000,001~ 115,001~
45,000,000 1,500,000
/\ ~ ) ) 3 3
s - R 51 A~101 A 2,500,001~ 75,001~
=¥ 25,000,000 750,000

(Hidh) /R SEPRFE IR S0 (R

234, vz MNEESEIZRIT A R348

LI, BREEACRT 2 128 R — DO R OME #5707,

(1) HFREUTOLMRIEF TR (WEDP)

TFAETITERIT H TG TO WEDP F#iT, LMER¥EZOSRT 7t 2% UEL>o, ¥ - &
B LBERHEM S 2 =< 2012 ARICBIth S T, AFRER ST, =F 47 BRERIT
(Development Bank of Ethiopia : DBE) 7> & Bty NFAE BRI 218 U TP EFE IR LTSNS
fil, FHEFEL IO T n V=7 MEBEIZRY SN D, MEFELIT 153.3 H UK R, Si2EIIE 2024
12 A 31 HE TR S, 2 15 4 TOMEFEITEMNZITO Z LEREE L STV 58, WEDP B
R& X, ICC 8, BDSPs & v MU —27 XBITEMICSIN LI, hY kT — - avdiz sk
WHEIZ BB L 7M., MOLS 38X TVEDI & & Hi2, ey =y N CRIZMRATER L, #5EHicEs
FoAh T —WHE R FE LT,

(2) HREYTOF/NEERME 0= b (SME Finance Project)

AFET, EED $ 10 DBE Z B IR & L, #F2E% 300 {7k KT, O /IMEED4:
My 72 2Am b, Q@M E R AREORHE X T A ELT 4 T @I AZ YA XS NI
BDS Dt 3 = AR —% 2 hnb kD, BDSfRHHI DOV TIE, TVET #IZER T 5 H/IMEZEDOEEER
[T OERENHEDML, 27% 7' vy =2 P PRGN Lz, EDIIC K% EED BB T BDS WHEE)FE
fE ST D, 728, HiZ BDSHHEIZIX, AV vy =7 N CHRE LAY BT — avhi b
WHEDOHNEBIEH STV 5,

8 IHFERITY = 71 b (https://projects.worldbank.org/en/projects-operations/project-detail/P122764)

12



(3) R4 YEBE#H A (Deutsche Gesellschaft fur Internationale Zusammenarbeit :G12)

GIZ IZ, =F AT T 2020 -~2024 F DM, THAEZIMIHER & L TRt 7 —Bi% 7 1
Y= b (Private Sector Development in Ethiopia : PSD-E) %% L T\ 5, 47 ay =7 o
R—F 2 hO—IZ BDS IR O i b T H TR v | BiRM = vz o b AsRR L, EFR
LD g s MG G925 Z LA HRE LTS, AaR—x M, 2022 48 A
MO SN, RA YO L2 o M3 (GOPA Worldwide Consultants) (232 &3t S 41T
AYR

(4) EHESHEAEZBEFES3E (United Nations Conference on Trade and Development : UNCTAD)

UNCATAD (3, 2019 4 EDI (35Kf EDC) (Zxf L T, #3EEB LT OROHEI G2 g4 o2
Pz S M AT D Empretec ET L AE AL, EDI NEHT 2 2802 0 A (BDS 7 R
A P—) OREDFRL A FE L T\ D,

(5) HEBRZEEERE (International Labor Organization : 1LO)
ILO &, HvIMEEEDAEFENER | & BRI LGE A X D T DG A 22/ 5 SCORE E7 /L%
BAL, AMEREZED TND,

(6) Zofth

TFAET TIE, ENR GO XD ENEEER, Y~ 1 704 = A CEEEREED S OEER
WL R L, 2B MEFS 7 RRBICE D) v 7o B O3 SRR iR b D 72> D BDS $fit $ £ < i S
NTWD, L LT, IL0 T, BEEREZATI2=T 4 OZHRDIZOD/N— b F— v THHE

(Partnership for improving prospects for forcibly displaced persons and host communities : PROSPECTS) %
FL TRV, Y~ U ThbOHREZ T ANTWD Y~ UINZIRBW T, MagskE OpsalH S
D7z BDSPs Db D TV 5,
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FBIE nxzl NOBRABLIOEmGE
ARETIE, A7 NOFANER, kB XL OVICC AL A FERIZOWVWTE LT 5,

3. Tulxs oA
311 HAMAFEA
(1) FMZIRE

AK7ayx/ b TIKESNICHMZEB LOEBEFEAHIZLLTD LB Th D, 2020 4F 3 H ~2022
F2AET, 2t BLO=FAETENICET 2R MFOLIZ LY . BIHZES O S K
#7220 ENEHICL DG EI T T,

*& 5 HMFEBRHEER

K4 Y EBNEEAH il 5w
BRI WV RIS - R - | o 1
FE (D 2t 9930
st e [IRRTEIEAN - b IBER - 2 f,f 10
EL ST M) 31690
. Bith . 5.67
Bk W T%Eg%ﬂp% ;E%@t&msos%itﬁ%u E - 490
- g 11057 (RO HRI AL b
Bih . 530 |z2rHar o
Hf B2 [BDS#RHHIERD AMERK 1 [EN : 2.80
3 : 910
Hith . 450
FEEF Bk |BDS 2R D A ERL 2 [EM : 0.25
3 . 475
Ve 4 Bt 147
T4  |BDS &R N ERK 3 EWN : 0.25
(R hF L) o172
Wi o 1.97
7o fEE EWN : 000 | (&) HALREMAES
BDS $EIZ 1% 5 AT 4 ;Ljﬂﬂ; o
LSLONe SIS Wj 541
(%11 . N
B 428 (DWW E O R U AL b
Bidh . 930 |z2rHar o
RO AT | R S S SRS TR [EN : 6.63
3 :15.93

2 ARBIVUE=EFHEEZA
AR7u =7 NARH, 2019 45 3 BICAIHE A2, 2019 - 11 A2 M AICRBWCE = EHME %
Eia L, FTROWMEEZZIT ANz, A7 ay =7 MRS, AFHE 2 [0, 25 =EHHE 2 [l 3
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FEASFHE STV, a I K 0  AFWHE R L O ZEIHES 1 oIk &2 4 &7 < EnT-,
BHHEONEFIZOWTIE, 412 BXON413 230 #HT 5,

& 6. KFHHESINE

Al

PTERBE (WHERAfR)

il
I

Mr. Asfaw Abebe

FeSMMIDA

Director General

Mr. Zenebe Kumo

FeUJCFSA

Director General

Mr. Etana Aimable

Addis Ababa City Administration

Director of Agro-processing and
pharmaceutical, BolD

Mr. Jemallu Bekele

Addis Ababa City Administration

Head of BoJCED

Mr. Sirak Mamo

FeSMMIDA

Director of Entrepreneurship Development

Mr. Wendmaneh Jimma

FeUJCFSA

Director of OSSC

Mr. Berhe Nurhsien
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OUTLINE OF SME BASIC ACT (1) MAIN SME SUPPORT PROGRAMS (2-1) FINANCIAL SUPPORT

1. General provisions Laan outstanding of SME In Japan
Definition of SME (see slide 6)
+ Basic Principles:
v Encout dJebMEsbvl—\U riotin Q’Jls ness i auo ar dstatu;» 5tre gUe gﬂe buh ness
changes amic s to
foster the mtonnmm S offorts Of nﬂcpmﬂmt SMrS
» Responsibility of the State
 Formulating and implementing overall measures for SMEs in accordance with the basic

« Japan Finance Corporation (JFC) is a public
corparation wholly owned by the Japanese
government.

+ As a government-affiliated financial institution,
JFC offers a wide spectrum of services by
drawing on the combined expertise of the
respective fields of operations.

principles.
+ Basic Policy
v Promoting bus amn nd start-ups and promoting creative B i
(4 of QME 0SS Currently, Main financial service providers for

MSMESs are private financial institutions.
+ JFC performs policy-based financing functions to
demands for safely nel services due Lo nalural

resources by SM provmg the faimess of b
¥ Smoothing adaptation o changes in Lhe economic/: | envuon ments by promaling the
business stability a d facilitating the busil ness conve in response to such changes, etc.;
v Facilitating the financing of SMEs and enhancing the cqu ty apital of SMEs
+ Efforts of SMEs
¥ SMFEs must endeavor to improve theil to respond to changes in
Lhe economic/social environment and Lo grow and deve\op their businesses.

disasters, pandemics such as COVID-19,
economic change, ele.

{mu) ST
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WIZ., BDSPs #&fitE7 VoEAX & EH HEEZRT,

MSMEs BDSPs Network
e e ﬁ/

comprehensive BDS I‘-.floLS

‘ D Support inquiries I ‘:
-
Consulting Service E

TVET Institute & ‘

@Palytequnique
college

appropriate BDS RE&D Center, KEC

,ﬂﬁ

@ Facilitate ‘ MIDI and related Specific support ‘

Financial support /
@ Apply quick diagnosis :
and counseling
l&| Counselor LUI /WED
g Private BDS ﬂ —
Woreda/ I
Sub-city Financia
Institutions
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3 20. MSMEs 1 7 v & T —3#rRAMEZR DRERR

Theme 0. What is a MSME counselor?

Theme 1. Industrial Operation Analysis

Theme 2. Financial analysis

Theme 3. MSME business situations in Ethiopia
Theme 4. How to apply “Quick Diagnostic Tool”
Theme 5. Counseling under BDS provision system
Theme 6. Possible advice by MSME counselors

Theme 7. BDS recommended by MSME counselors

Theme 8. Case study

S LV, 2020 4F 4 LA, RAZKIC X 2 ERHE O Bl KNt & 7p o~ 72, HHEE D HE %
BT 7=, FEONEE T LNTFEOF L—3 3 &2 L-BWEE D, AEHSS Y 74—
LRz w7 a— KL, BiHSZhargRa 3G LT,

Educational Material

MSME counselors fostering and
Certification system

Nov 2022 WHAT IS A

PowerPoint HHEZ S BYEEHS

INDUSTRIAL

NEW CLIENTS/

MSME Counselor Training for Ethiopia
AN NG DS ANIERS

MSME Gelinsélor
Training [

D RERL RN,
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WS 1

BERSZ v b 74—A

X 5. MSMEs 1 7 v & 7 —HHEBHF

423. MSMEs 2> ¥ 2 NHESEHT - B U ¥ 2T ADESE
1V Muayb-arar a7 OER
MSMEs =t > VL& o MEERRIZEE L, 411150 L 7= /N S BRI R R b I £ 2 oo, BHEZ

12 https://ethiopiacounselors.wixsite.com/ethiopiabdscounselor/
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# 23 Va=Tariyy NEBMRNE

BN

Module 1. Orientation on the correspondence training course
Background

Objective of the correspondence course

Training method

Participants

Training contents

Remarks

Module 2. Case studies

Case studies on business diagnosis

Case studies on management accounting
Case studies on business operation

Case studies on marketing

Case studies on business continuity plan
Case studies on overall topics

Module 3. Knowledge required for junior consultants
Role of MSME consultants

Business diagnosis and outlining strategy for growth
Management accounting

Marketing

Basic abilities for MSME consultants

2 Va=Ta ¥y NEEEMY R b
No. BEZERT U A b

1-1 Overview of strategic planning

1-2 Analysis of business internal factors

1-3 Important features of seven industries

1-4 CFS (Critical Success Factor) Identification

1-5 Strategic planning for growth

2-1 How to elaborate BCP (Business Continuity Plan)

3-1 Overview of management accounting

3-2 Overview of operation management

3-3 Overview of marketing

4-1 Overview of digital marketing

4-2 Essence of social media marketing

4-3 Essence of web marketing

T ar Ry MHEIL, YamT ard gy MHERET L b DIk L TORBINERK
WhHZ bD, =T sy MHEL, EEREGEHE, BREE, EDW - R R
DIFENBAY GERNEEIE OA) | B H N ERS 31T 2 ) 2T D T2 OE %
FEIE, £ WV T =L OB ERET 2720, WU 8 7 —ORENZIRET L5 L &b,
G 2WrY — L OFENTEDL LI L,
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Tzo TROBBBMZAERL L, 2 P2 PREETEH LT,

£ 25. a Y AE Ly N IVZETAEHM Y X B
No. BHNR

1 | Investment and costing

2 | Production, quality, inventory and purchase management

3 | Sales management and statistical testing

424. A YNE v NIHEDER
(1) UPE Y NHHEDEHE

ar TR T L E v MIHEERHED 5720, BmREE O 7T >~ N7 +—24 & LT, Jimdo
BRI DR D = 7 MERY— B R ETEH Lz,

=

Distance learning course for fostering MSMEs Consultants

EISBEDIH —RD
§9>0-— REEFA

st STEP

consulting
(4) Support for

(3) Elaborating the report on business diagnosis and

BEREBEDESD NHIEREE AR R TZE (O

ﬁ@ﬁﬁ‘ ‘: Eﬂ 3' 5 éﬁﬂﬂ The video its how to MSMEs consultants’ role is promoting MSMEs (Micro, L/ _Co)a’gu o)} (X 'j - I\

HEEFATERT & the correspondence training course on business Small and Medium Enterprises) by providing the w450, /\—F+v)L1t

b‘._c ééo consulting. by using this web site contents. ::a)l::‘u':::::w‘ ¥?’¢\Eﬁ’ (OJT) ’&hﬁ&)é
Important Parts of the Training Website (2) Support for elaborating business growth strategy : CD“-C é 5 .

plan,

financial services.

2nd STEP

equipment investment plan
(5) Facilitating the access to different BDSs (I
development services) , including technic:

3rd STEP

®R&IC. J(—Fv)LiEZ
Ziff (0IT)ZET LIZE
[CXHULTDF EICHID
JRAD—RZEME5L. A

e

a*zo)mh‘géé o Those who have participated appropriately in (i) the training course and (J70IT (on the job training) \/ 5 'f )gﬂﬁ’& px" L"% 4:
/ (X 'j - '\ b EXE én\ at the enterprise, and passed the examination, shall be certified as " Es junior consultants”, t b"—c‘ g 5

B E (SRR TERR, ®

training course Virtual OIT at the

X 6.MSMEs 2> ¥ L& "NHES T v R 7 +—A

YL NEREBHEITIRR O FIATHENM S v, FbaXz =,

B R e NI D Web IR AT v 7 — B R R A
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report

Consultant name: MOTI
AREGA

1. Basic information on the company
usiness name

Dibora and Selam Friends Partnership P.L.C

B
category

REHEEEN

RESNTES
PENEEE
TEENFRYT
BTELHB.

Manufacturing
Addis Ababa, Nifas Silk lafto sub city, Jamo Shade

one number | 0947394113 (dibamesf@gmail.com)
information | The company is categorized as small sized
siness manufacturing industry, having 22 productive workers

Their main products are Hand sanitizer and Soap.
They sell their products to domestic market through
bid to ministry of agriculture and different
governmental and private organization

is (date: November 27, 2020)

RIABLEEN
ENELHDHD
(et 32)V4\Y o T>)
I.HLEDR
BLEITT
LVEELY,

a5, EEE
MNELDT,
SELRELIE
ITOTNE
THb,

Hand Sanitizer demand in domestic market is growing
due to the effect of Covid-19 expansion.

Today many micro competitors participate in this
business category, and this causes intensive
competition in the sector.

Some raw materials, such as Ethanol, are produced
locally by very few firms like Sugar Corporation, and its
supply is not stable

Administration /
financial
resources

Overall

® The company owners say that sometimes they suffer
from cash shortage, and the public sector should provide
financial assistance.

® The company has limited access to finance for working

capital. Therefore, the working capital shou
managed well. Sometimes the company does not
enough cash to buy raw materials in an appr
timing.

® The company has registry system for inventory
materials and finished products on a daily basis.

® The company has introduced cash flow bud
administer cash shortage that exist.

® Sometimes the shortage of working capital an
materials limits their production and sales
shortage should be solved

® The company’s mixing of chemicals was d
and take longer time to complete
problem should be solved to increase produ
sales volume.

® \With a view to its growth the company should conti

[RMHTERE
REDI=®
[Z+5754%
E-ERFEN
TSNS
ENHB

strive to get into market with lha new p

Sometimes the company suffers from shortage of
Ethanol, because of (i) material shortage of the supplier
and (ii) the lack of the company’s standardized purchase
system.

The company doesn't have safety stock volume to be
kept. This problem should be solved

The company has a daily production capacity of 70.000
liters of hand sanitizer.

The company's has recently introduced sample
production of soap to enhance sales.

The company operation style is 50/50 production for
stock and production from orders.

The company doesn't have mixing machines to be used
in process to integrate different chemicals. This limits
overall production volume; therefore, this problem should
be solved

425.

% BDS #2Hkix.,
2022 FEZ72 0 | RILOSEFERIC

s EB Sz, [FFEIC,

Proportion of regular customer in the sales for the
company was up to 75% of total customers.

The company doesn't have an exhibition room to present
their products.

The company does not make sales forecast.

The company set selling price based on clients order
volume.

The company doesn't employ any digital marketing
technique to boost its selling activity and so far no
advertising measures were previously taken by the
company.

development they already started its ir

Additional observations

Date: Dec 01, | The consultant observed that the company doesn’t make sales

2020 forecasting and production planning fo enhance its selling
activities.

Date: Dec. 01, | It seems that regular clients’ ord sl sl

2020 before

date

3. Recommendation on the strategy for growth
Proposed | Outline of the strategy for

KG|

growth

2020

sales

OJT Z AEHEDREEDD
Gt D3R LT RT

PRSI, MO A BRI R L T D,
PEIERICHNL D, R OGS EFR O EEM 28 CE 5 L 21Tk T,

v
v
v

9. fBAIE AMER LT

TEE BERCAE PERE B OO JT AT

SR HUIZ 31T B BDS it

T, RO XD 7ol Br7e B A

Nov. 27, | For taking advantage of the
increase in domestic markej
demand, the company
increase

investing new equipment

Incy;

from
ETB to
ETB

the  production,
and profits  without

REHRREROR
LTIE, FRiRiRE
EETIC EEEE
RESDH.BAEDE
BHEREFENT LT
REEERD,
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h
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NEE L,
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2020 4 4 A LIRE, = u SHERCEINE 1 O S E CIN 7 R BE DS e M 2,
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BDSPs X v N U —7 & &DBAME

BDSPs v hU—27 &&1%, &k BDS 42t 28BN EF 0 . FUNF eI LT, =—X
IZFEeSW = BDS 21k 572000 R A2 A5 2 L0, EREEOFEZ KM 52 LT, L&)
B2 BDS 42T 2 Z LA HE 5, ZNETOEE~DOBNEEIT TROLBY TH 5D,

# 29.BDSPs % v kU —27 &E4BIEES

MoLS
EDI (WEDP %% r)
EED
7T 4 A7 ~30fi BoLEID
TVET ITRBENT v =7 MGk AFTE T 5 TR U 77 =718
> Akaki RV 77 =718
> Misrak RU T 7 =74%
> NefasSilk RV T 7 =7#
BUYEREBATE T (Manufacturing Industry Development Institute : MIDI) 35 & OV R

> 4B/ AT Z— (Kaizen Excellence Center)

> BLEEANAFZERR £ % —  (Manufacturing Technology and Engineering Industry Research
& Development Center)

> R J ORISR PEZERT SRR %6 o % — (Leather and Leather Products Industry Research
and Development Center)

> fkfEds X OVWEARPE £ ERA 3 & > % — (Textile and Garment Industry Research and
Development Center)

> AbFR L OB EMAFZER 7 & > % — (Chemical and Construction Inputs Industry Research
and Development Center)

> EALCE T 3ERFZERA R > % — (Food and Beverage Industry Research and Development
Center)

DBE

CBE

Addis Capital

TT 4 AT MG TSRS (Addis Ababa Credit and Savings Institute : AJCSI)
SME Finance 7'z = 7 |
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Guideline for

BDS Provision Model

< JicA BOS Prect

Guideline for MSMEs Counselor System

8-

June 2022

<> JICA BDS Prject

Guideline for MSMEs Counselor System

June 2022
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Guideline for MSMES Consultants System
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Technical Guideline for Master Trainers
(MSMES Consultants Fostering System)
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3. STRATEGY: 1) ATTRACTING MSMEs @

Contents of PR messages must ba) designed to address what MSMEs owners
need to know, and ii) communicated through media they pay attention to.

What to communicate to MSMEs Suggested contents®
1. How BDSP network system works, and how customized ¥ Visualization of BDSP network system
consulting services are provided for each MSMEs. v Services provided
2. How BDS consulting services deliver values toMSMEs and ¥ Consultants’ success stories
enterprise owners can benefit from them. ¥~ MSMEs owners' testimonials
3. What enterprise owners need to do to engage BDS v Process
consulting services. ¥ Contacts (Counselor, Consultants, Directory)
. .
How to communicate to MSMEs Select media to deliver information (Details in Section 4
Expose information when MSMEs owners are collecting Example: Woreda office, newspapers & website,
business information with full attention about business. where MSME owners look for potential business

oppertunities, as this is the time owners’ mind is
focusing on business growth.

11. JRERERIEERIDA A —

(2 RRAZ—RBIRY)—7 Ly DR
RAZ =B IO —7 L v M, sub-city, woreda 35 L OH/NFEIEED L BN H070 A VA —F v
MERUEREE A B2 2o, MBUATIER, BT 22 & & L7z (PDF IRCORMAG S ATHE)
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ZXY ., 2yl s FOEZBET D, OB 2 LS v R OSREARSGIIETE 5 &
INTT DT LA BRNTERR LT,
AP E s RIS T D LTERR 2 S

D ZEMTEDLD, MET+—~ vy bOk—Lzld

. arPLE L MHEID

BTG, MGG RE

LTW%, LUMCEH23RT 5,

Yidnekachew Sisay, Wubet & Binyam Partnership

5_ As @ result of the QDT, it was revealed that the enterprise use L00% MTO (Make To Order) production style and has aworking capital
= shortage due to insufficient business data recording system. This also resulted in lack of production planning and contrel. There is no valid
Situation ~ Marketing system at the company and it is difficult for the new customers to identify the location of the enterprise.

A PROBLEMS IDENTIFIED

1. Working Capital Shortage

The enterprise do not record inventory in and
exits. There is a working capital shortage due to
high inventary holding cash.

2. Limited Sales to new customers

* The entzrprize did not have any marksting
activities. Customers only know about the
enterprise from recommendations of
previous customers.

3. Difficulty on purchase fproduction control
and planning
= The enterprise did not know what and when

MECESSARY TASKS IDENTIFIED
BY CONSULTANT

= The consultant recommend the inventory

management sheetto record the invertory
entries and exists.

= The consultant recommend to identify main

products and use a product catalogue. A
signage is also recommendad by the
consultant

= The consultant recommend to know the

production per day of each produc and alse to

l‘ ACTIONS TAKEN BY ENTERPRISE

= The enterprise has implemented the inventory

managament sheet for finished products.

The product catalogue has been prepared and
agreed with the owner

= The new telegram account hasbeen creatad.

= The enterprise has started to record its

production per day.

. prepare apraduction plan/sche dule.
to produce its products.

% After the counselling session using the QDT (Quick Diagnosis Tool) application by a counselor in w

oreda in Addis Ababa
city, the above issues have heen identified. Thus, the enterprise was introduced to a consultant who took the above actions.

12. FREVFHIR D]

F72. BDS R B L TR ONTRRES, BT — ar P Z s NI U F B a—
L7-@hE 2B L= 25 OEE O—E1X EDI @ YouTube F ¥ R /VIZ TAB & T 518,

= @ Premium

EDI ethiopia

= E3Premium

EDI ethiopla

|
3

33

Iwas very usefi
He'provided me a

v & My business wolild hive been better

f | had received cons
when started my b

L]

Success Story of Antsokiya Furniture

E’, EDI-ETHIOPIA m
EDI @ YouTube F ¥ XV CAREN TV S RIVEH T 4

18 https://www.youtube.com/@EDIETHIOPIA/videos
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43, FRE3ICETAIEENERE
B 3 1% Tworeda,sub-city A %~ 7 DFH « H/NMRESHRICBT 2REI LN D, | ETEDD
TS, AR 3T DIFENSESEII TRO L 9 ITED Hiv b,

= 30. AR 3 IZRHT AIEENSE

o MU LT WHEDREGHEEMERT D720, A — FL—F—RER I,

o T T 4 AT UNHIE LW sub-city 23 EfE L72 MSMEs B U Lt T —WHEN FEHE S 4Tz,
e MoLSEDI/WEDP (Z X 2 EEHULTOL U ¥ T —HHED Tl S T,

o WUk TEMNERTLESBNY — L HBE% - S,

o WU T —D BDSPs DER SHET D BDSPs 7« L7 MU MERLE L7z,

431. I UEF—EBROIDDY AL — F L—F—ERHHED E

NI T —EBRT HOONHE THIMAZ B DT, OJT THE421T-57 0 $H~vAX—FL—
T =TT D700 ToT Z BFHIC M L7z, #IElITAARNGMZED 422 TlRAAHEBR % 1
W B ORI L OGEROMED T DR 2TV, LIRIAIE ToT TEM Sz~ A¥ — FL—F—
D, g H~v AKX — R L—F—%FK LT, 7ayx MIMPIZ 52 4D~ A S — N L—F—D3EFiK
STz, MRBINERITIRED L B0,

% 31 MBI~ R Z— FL—F—%&

FERE4 VAL — hL—F—
MoLS 15
EED 7
Addis Ababa City 30
i 52

432. MSMEs ¥V &7 —WHEDFEH

R, M)A ToT, BLOBMRE 2RISR L LAY =0T —va v OEfizZ#£ T, MSMEs 71 7
eI —WHEZ T LT, 7T 4 AT SN HONEITIE, T (sub-city 35 X OV woreda 25 ie) JREN
WHEIZSINT 245G, ANESRESNDZ &L a3 TnW5, BIRIEEI & Oati R, v &7 —if
BEEMEOHLIZOWTE, JRAIE LTT T 4 AT ~NHRMLHT 5 Z & ez, HHEIL, 2u)
#a. ENRT G LB L 2B AT, ey = MR 3 Mg S 7,
Bt T —OBEBEMONT, BIHIHERE & g OfE R, LITo LB & L,

o WULETWHEEZZGEL, SHF4HHETLZ L,

o JEFWHEDRMAICETHER @GP0 232, 10 5if 6 JLLEZEGT 5 2 L,

o B TOOITIZBML, MGZMAE Tole LT h T ) v 7 o— NaAFT 5 2 &,

VAL =K== H T ) T — FO-EEANE LTEKERDDZ &,
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o WHEETRIC, BEELFMLAID Y T EITH 2L,

Section 1. Questions related to operational stvles (4 questions)

®  Question 1. Which production style may have few finished product stocks? | — oy o — =y == —B W W W W ew
(1) MTO, (2) MTS 4 H o e e e e e W -

. . Wi y v € | 3 ) = = = -
Question 2. Which production style may face shortage of cash because of insufficient & DEDWRET & O - | A | . : e . e 2 T

sales prediction?
(1) MTO, ) MTS
®  Question 3. Which production style may be able to standardize and stmplify

production process?
M) MTO, Q) MTS

®  Question 4. Which production style may be able (o satisty different clients” necds?
(1) MTO, (2) MTS

Freupticiank [ Laex op Koodeiad dovk ko a3 [ gave hechmical advice

unting analysis (4 questions) A ¥ lovrive T byugsiness datas
1 [dobp menry Gt aix b e et
. beds, etc.). nj&m Gy | s [

P
“The wood they purchase to make the products is,
(1) Afixed cost

(2) Operating profit e,
- Mmere
(3) Cost of goods sold e.-a;«/ Sdsraors \u) wewe ;?,:: LU:A: e GC—ZA -
(@) Net sales =t ? @ preducive
et ff Ay

2 o 2k
® Question 6. Which of the Following can be calculated even if the enterprise docs not v‘;;gg_& ;g:'“-*mma x?“‘;m )

have aloan?

(1) Quick Ratlo bl

(2) Times Interest Karned Ratio ot e ¥
(3) Current Ratio - prowstizn Wﬂw:m:x < ‘
(4) Tnventory Turnover Period a e s > b

®  Question 7. The enterprise has a cash turnover ratio of 0.2, Why may this be a problem? i W D =2 e |
(1) Because the enterprise’s sales is too low. T = e o ¢ \

(2) Because the enterprise has a lot of accounts receivable.

(3) Because the enterprise may nof have enough inventory.
(4) Because the enterprise may not be able to pay for its operational cost.

& TREROH OJT THIMEMER LIz v T —b

Q) BLARAyFHHE
2019 4 7~8 AT, Bt T —]E 1 /3y FHMEDN 5152 3sub-city DF#E=IC BV TR S iz,
AWHEIZ LV 39 )\#Eﬂk%ﬁé‘z HortT—L L GRESNZ,

U e T —FREFETHE B S5 —0JT

(@ F2 NNy FHHE

2020 £ 9~10 AIC A v b T —3EE 2 /N FHHED B S iz, AWHEI = o J-# T CTORIET
ol Z b, TT 4 AT NHOFPRT, BYSKIRIME S NIRRT NV OSEELED | D AT
I N—TETGR UBEEHE DN S 7219, OJT IOV T, ZABEROEMEZHolCHEs L, &
Yext R a ik Ule ECEM SNz, AHEIL, 77 4 AT S HOBONERIZ LY | stGHilkicd 5
3sub-city MMz, 77 4 AT~ SHINOA sub-city 0 H/NElIARSE BRI Y E HAHERIZM X Bz,
F7-. WEDP TMEFHEE L IIRT HMEELLOT T 4 AT ~NHRE bAHEIZSM LTz, AHE
\ZE Y 47T A\DWHEZ K2, o7 —& L TRESN,

¥ o= 7L AWHE B IRET L3, sub-city, woreda, F7-TEEENGH ORE O BEORNAZEHA 2 — v MEEN
BHEIN TN LD, DA TOESHEEZFEwTHZ L Lot
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By T —RREBEFHHE

() FE3I Ny FHHE

53 8y FHHMEIE, 2022 4510 H~12 AT CEMS Nz, SRBHEIL, 77 1« A7~/ HICin
., sub-city b PHRAIHL, KV OBEET V8T —L LTEKT DL LT, o, %t
42 3 sub-city N D158k woreda DB 2% L T HHHEN FEhE S 7z, AWHEIZ LV, 94 4 D HEIZS:
AL, 2023 473 7] 17 HIC 74 #0580 S 7%,

Y e T —RAEEERHE A7 —0IT

FERE 3 EIOHHEIZ L VERES NI 7 8 T — ORI TRDO LB THhDH, 160 4 DRBEE
DH Y, 8T ANKIGEHIKIZE L T\ 5, ik COPHEERZ W\ OIX, RikD L350 | HHE TR ZHL
L7277 4 AT SR, EEORECR & | TP~ D& R et 2 B A2 LT K 5,

D Gy T —OREICEE LT, FHEE TRICHEE~OD Y ) U T EFEMTH I ERRDOLNTIY, 20 4ICOWTIRRE
FERTh D B ) v FOEMIHR SN2 T,
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£ 32. TT 4 AT NN HHISBRREL v &7 —#
(2023 4= 3 H HifF)

Akaki Kality Bole Nefas Silk ZDfth

- B - ZOfh | WEDP,
XM | 2 oft | ISk | Zoft | xSk | Zoft sub-city | BOJCED

Ho B

PEA 27 5 36 11 24 22 28 7

*ig ek (3 sub-city, 6 woreda) : 87, x4 sub-city PN OX}5:4} woreda : 38
K544 sub-city : 28, WEDP + BoJCED : 7

N

gﬁu

(4) MoLS/EDI/WEDP (Z X % v & F—FBHHEDEHE
AK7vY =7 FORRE X0 IRFEZ2H U CHE 3= <, MoLS,”EDI,/WEDP |3 L TIENAHC
BWCA Y27 —WHELEM LTz, BHETIE, A7 vy =7 F3BR%E LBk 2 Fvy, Bt %
HAWT=AE 2R L BT, £EHERBE Sz, 7z, TO®%REHT OIT 23 5EhE Sz,
AHHEIZIBNT B8 AR 7 T —& LTRE SN, 728, AWHEIZIZT 7 4 AT~ MEEDO L
PR & 9% WEDP BIfRE & 2N L7z, HUgBINFRIZLL T O v

& 33 FHBROBEN Y 7 —5

| Amhara Oromia PTG B Sidama
i : afirDar | . Adama ). Adaminch | e Hawessa Dire Dawa | Addis Ababa
° ° (] |
Markos e Jimma e \Wolaita
e Dessie e  Nekemte Sodo
e Gondar e  Shashemene
ELEL 15 17 10 4 4 8

T T 4 AT N LY MoLS /EDI,/WEDP 23K « idE LTz vt — U A M &AHEEE 1
(ZHgH L7z,

433. fHEZEY — N OB
fliG kY —x, 7unY=2 FAEICH S BDSP 1 v b U—7 ZiEH LB 0@ S
DHAELRDBEDOTHY, WD T —DNEEEOREFERLARE L, T/ NEMEZEIC KT 2wt 7
BDS #EIZ 27l 5 —#HDO T mE ADMFE R L2 DY —L b LTESIT Hild,
KWy — N o7 —PNEHATEL LD, LTORICEEL, R L,
o WY — L, REBGTOIT Y VT OBEORIEMERZEE L, Android OS ¥ 7L
v MR TEHTEDL L 9IC LT, B, an T fROEEET, #7 Ly MiROBIHIT
DOV L7~ = & %5527 T, Android OS D A~— F 7 4+ CThEMETX 5 L9, 7
07T AOIEIEEFT 572,

A FRHNZ, B T—I2E /) — bRy a i s SRR,
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o (EBUSOICETIT WIFi BB SN TR L T2, 47 74 TOBMZ lRell L7,
Flo, PEREREZMEBNETIATE LX), T2 D=7 AR— MERER Bl LT,
® Tnuvxl METHR, BIHSEMEMERENSLEIZIS U CRRBHA OERENRTEX L LI L,
apk 7 7 A VBB CIERR, A TE2 L9010, o, ey METHROT 7V 7
—a VOEIE ERRERDITT DIz, HHoOBIZE SR (iCog Labs Software Consultancy)
(277 DOVER R ZRE LT,
V= VOWNEZFET DITER L, 4.1.1 TRE L7e VN EOBURTRE DR, B2EOBIS TRk
V=D ATNTEE L T, MBRFRORE & ORENNERG G165 Z LR SN, £z, T
INERMEZE DY, MBEIEZ B L TORWEE b & 2%, KKy —/ L, ERENESLR
B Th, Yes-No DXL <RITHZ LITLY, ESWEERMTEL R LT, £, Gk
DHILHT, P » P—E AL bIGTE L LI LT,

A. General Information of the Compary

|Com:anyName | ABC Company | |BusinE.sSemr ] 1. Retziker | |Businassbe | Small enterprze |
e
B. Information on business operation ‘ #*EE?J\Q*&TC PE‘E%X
[iofthessesofmanproacts | 40 % [f5 of the sales of unpopusrprodusts | Eafts [FH—EREEERT
[o% of the saks for reguiar custamers | 20 | [ of the sales for unfamiliar customers | 5] e BEXNDBEESL
|Uhr|eiyd products and services 1 Low | |.ﬂeeu|.|1tr|g system | Mot recording | [i;f;ék jJIE E EQE
C. CEQ's observations on difficulties inbusiness management -
s nbusiess - [TAhEDS,
_ T my compstiors in the market es
Statapyf Mariatng L20 Of erouEE and serices Gfirered fom T Ve
Smaranms Lack of Boifies hat Stract oustomers. neat the oo s START 1!
e e = R
:..adc:F _E! NE:I_&I::I',(:;ESM :ca:l.;m El irse place ¥;; h ﬁ aZ &ﬁﬁﬁimo)f:&bo)
) es N
Opestion  [Imes=horeolonds = A= RIEEESE
Difficuity'n pur chase of artides. s IS _
)iﬁcxitv: i:;:emrvoomml Yes For dignossng 3 Fordogrostng &ﬁ:ﬁ% H—E X#kﬁ
Decresse in busness orofits Yes manacng 2 commeid o
Resource management/ |Lack of business operation Fa and office] Yes ndusry icelb [-j‘f—
Fnancial management (Lack of working capital Yes h sEcR e ©
Ladk of capital for inwesbment Ves
D. Summary of financial information
| Snmus s3Es Current Fash Short
| Cost of sales i
oinerate S == R Labiiti=s Enn;
Binancisl coste Feedasset tzrm

X 13. i Z2erY — AV ASTEE

BT —NEGBWY —VEERTE D89, AUt T —HEICBWTHREL 5 & &
HIZ, OJT CEETIMESZEME L, £, av g bbb v o7 —2FEh L= 52w
REDGWTDRENHD Z LG, arhgy MHEIZBW T LG ZEY — VOB 217> T
Do PFETC, 22— —=XTA K (HEERT) Z1Ek L7,

434. BDSPsT 4 L7 b U DERR

MSMEs 71 7 & T —734% BDSP D#fit4-% BDS ONE A HfE L, FVNEMEEICST 7o ®
U > 7 ThH S AUk U T b 2 SR 2 2k T & % BDSPs & FrEd 572, BDSPs 7 L7
~U 2B L7z,

2 JUNFRIEREOIREE, BRI L 7o BB AR LT D03, A ¥ —3 v MERRIZEH S TR H
T BEFAY— T+ VEOENANT—HIBEICHEH STV D,

B Google "B L7 Android OSEERH O Y 7 N U =27 Ry =D 7 7 A VT —< v b,

% TFAETITEN TR, FEZEITIFSE EERL (tumover tax) ASE A S, EER OERIIEET D Tuniany,
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F-. FE2 N YFLUEDH 7 ot T —HHEIZBWTIE., HEFIZ BDSPs D235 BDS DA%
PR AEE 2R L. ' T —0 BDSPs |2kt A B ERE A [ > T X /-,

Misrak Polytechnic College

BDSPs Supportarea
Outline:
Misrak Polytechnic College encourages MSMEs to increase their productivity and = N
to improve the quality of products / services to facilitate creation of new business nme |5 (2| [F Producton (SRDICEGAR] Imeniory IEOPAGER e vieing [l g
in Bole Sub-city. It also provides Industry Extension Service (IES), which is a = | = conrol [ Costeontral | control & promotion Stalegy
hands-on service Lo meet the needs of each MSME.
| Akaki TVET L AR AR ] L L] L] L] L L] [ ] L
Target Enterprises’ Size: "WE,"“ L AN BN J [ ] L ] L ] L] [ ] e [ [ ]
5 . Misrak
Industry: All Sector (especially Manufacturing sector) TVET LARAR S L L L] e L] . L o
" EDC
Type of service: 2| e i 9 & Lo ® b
< Vocational training program at the college v (@ @@ [ ] L ] L] o L]
+ Industry Extension Service at the MSME i
Support Area: o (@ @@ ° L] L[] ° L] [
<+ Technical Skills |
Skill gap identification, Training and assessment (Ex. IT Support, Data base FBPIDI L AR J L] L] L] L] [ ]
Administration. Hardware & Nelworking. IT Service Management and so on) e el e ° ° ° ° °
4 Entrepreneurship
Business Plan, Company Profile, Bookkeeping. Market Assessment, Customer weDe. oo o . o
Handli
A amocsa (@ (0|0 ° .
4 Kaizen
58,7QC, TQMS, TPS. Lean Production System o (e|le|e e ° . ° ° °
+ Industry Technology
Need assessment, Document preparation for design & value chain, Prototype bl - ° . L hd J . L
generation & p c LT transfer and feed back ESA (A KRR [ LJ

Application process:
MSMEs which wish Lo improve their employees’ skills, apply Kaizen method, learn
accounting and management skills can participate in training courses held at the
college or request IES.

® Conlact the following address for inguiry.
@ Dircct application to the institution and through Worcda & Sub City.

Contact us:

® Business Hour : 8:30AM-5:30PM

® Responsible department / Person in charge :Mr. Tewodros Beyene

® Address : Togo Strect, Bole Sub-city

® Tel / E-mail 092 234 9997 / tewodrosbeyene2004@gmail.com

® Web site :DEPARTMENT OF ICT:https://misrakptcictdba en.weebly.com/

X 14.BDSPsT 4 L7 hUA A—Y

AT TR LISIEBN OB TR DUV T IR — P LIBRIZIEENE HE (Plan of Operation : PO) (ZT/R T,
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(1) BREFEA Y v 27— YRt (TT4RT7 =)

2023 4F- 3 H BIfE
No. A il BilePin A& ik L7ciHE
1 Mr. Fiseha Bedada Akaki Kality Sub-city Team Leader FH1Ny T (2019)
2 Mr. Abrham Gebeyehu Akaki Kality Sub-city Team coordinator F1Nw T (2019)
3 Ms. Firanol Jaleta Akaki Kality Sub-city Construction expert F1Ny T (2019)
4 Mr. Ewekektu Dula Akaki Kality Sub-city Industry Marketing FH1X T (2019)
5 Mr. Musefa Ebrahim Akaki Kality Sub-city Leather & leather product expert FH1Ny T (2019)
6 Ms. Marege Sharew Akaki Kality Sub-city Entrepreneurship Expert 1y F (2019)
7 Mr. Eliyas Eticha Akaki Woreda 2 Enterprise support FH1Ny T (2019)
8 Mr. Tariku Bekasha Akaki Woreda 2 Enterprise support FH1Ny T (2019)
9 Ms. Zeyneba Zeydaga Akaki Woreda 2 Construction expert F1Xy T (2019)
10 Mr. Melake Yoseph Akaki Woreda 6 Agro processing expert FH1Ny T (2019)
11 Mr. Yohanes Chanei Akaki Woreda 6 IT expert F1N v F (2019)
12 Ms. Genet Alemayehu Akaki Woreda 6 Construction expert FH1Ny T (2019)
13 Mr. Bekaiu Yitayew Bole Sub-city Leader of finance and capital FH1Nw T (2019)
14 | Mr. Henok Tesfaye Mamo Bole Sub-city Garment and Textile Team Leader FH1Ny T (2019)
15 Mr. Dawit Tsegaye Bole Sub-city Infrastructure Team Leader FH1Ny T (2019)
16 | Ms. Bethelihem Kassahun Bole Sub-city Construction, Metal and wood Team Leader F1Xy T (2019)
17 Ms. Nestanet Mekuannt Bole Sub-city Information data analysis Leader FH1Ny T (2019)
18 Mr. Getaneh Fentahun Bole Sub-city Animal product Expert FH1N T (2019)
19 Mr. Birhanu Mezgebu Bole Sub-city Textile Expert FH1Ny T (2019)
20 Mr. Tesfaye Kenaw Bole Sub-city Information Analysis Expert F1Nwy T (2019)
21 Mr. Solomon Tesfate Bole Sub-city Market Deviation Coordinator FH1Ny T (2019)
22 | Mr. Gemechu Mengeshe Bole Sub-city Material facilitator FH1Ny T (2019)
23 Mr. Wosene Sntayehu Bole Sub-city Agroprocessing and pharmaceutical Coordinator | %513~ 5 (2019)
24 Mr. Milion Kebebe Bole Sub-city Agro Processing Expert FH1Ny T (2019)
25 Mr .Tamiru Tirfie Bole Sub-city Project and Job Creation Senior Expert F1Ny T (2019)
26 Mr. Mulat Ejigu Bole woreda 5 Marketing Expert FH1Ny T (2019)
27 Mr. Mesayasres Bole woreda 5 Marketing Expert FH1Ny T (2019)
28 Ms. Kasaw Tsenyawe Bole woreda 5 Enterprise development and support expert 1N T (2019)
29 Ms. Mayshet Yigezu Bole woreda 7 Marketing Expert FH1Ny T (2019)
30 Mr. Abiyu Tessema Bole woreda 7 Urnban Agricultural Development Expert 1N T (2019)
31| Ms. Yebirual Workamw Bole woreda 7 Project Expert FH1Ny T (2019)
32 Mr. Assefa Alamerew Nefas Silk Sub-city Phamacitical and cosmetics Expert F1Ny T (2019)
33 Mr. Geda Gadisa Nefas Silk Sub-city Agro-processing food and beverage Expert FH1Ny T (2019)
34 Mr. Tarekegn Zigdaga Nefas Silk Sub-city Agro-processing food and beverage Expert F1Ny T (2019)
35 Ms. Semira Abdthemen Nefas Silk woreda 8 Project Expert FH1Ny T (2019)
36 | Mr. Laikemariam Ermias Nefas Silk woreda 8 Wood and metal Expert FH1NyF (2019)
37 Ms. Tesfanesh Girma Nefas Silk woreda 8 Construction support Expert 1N T (2019)
38 Ms. Serke Birhane Nefas Silk woreda 13 Sharing of good practice Expert FH1Ny T (2019)
39 Mr. Dabere Demeke Nefas Silk woreda 13 Marketing Expert FH1 T (2019)
40 Ms. Mekdes Ambaye Bole Sub-city Marketing Expert 28y F (2020)
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41 | Ms. Banchiwosen Gezahegn Bole Sub-city Manufacturing Expert F2Ny F (2020)
42 Mr. Ayele Achiso Bole Sub-city Urban agriculture Expert H2N v F (2020)
43 Mr. Beshir Hiebo Bole Sub-city Construction Expert HF2Ny F (2020)
44 Mr. Yonatan Birru Akaki Kality Sub-city Construction Expert H2N v F (2020)
45 Mr. Driba Kumsa Akaki Kality Sub-city Construction Expert H2N v F (2020)
46 Mr. Robel G/Kidan Akaki Kality Sub-city Marketing Expert H2N v F (2020)
47 Mr. Kassa Tamir Akaki Kality Sub-city Urban agriculture Expert H2N v F (2020)
48 Mr. Tewolde Hagos Nifas Silk Sub-city Urban agriculture Expert H2Ny F (2020)
49 Mr. Melese Debela Nifas Silk Sub-city Construction Expert HF2 v F (2020)
50 Mr. Mesfin Hailie Nifas Silk Sub-city Marketing Expert H2Ny F (2020)
51 Mr. Tarekegn Zegdaga Nifas Silk Sub-city Manufacturing Expert #2Ny F (2020)
52 Ms. Birtukan Marew Arada Sub-city Construction senior Expert H2Ny F (2020)
53 | Mr. Esubalew Teshager Arada Sub-city Agro Processing Expert H2Ny F (2020)
54 Mr. Dero Regassa Arada Sub-city Urban Agriculture Expert 2Ny F (2020)
55 Mr. Abel Getahun Arada Sub-city Trade development Expert %28 F (2020)
56 Mr. Robel Tekle Lideta Sub-city Trade development Expert %23 F (2020)
57 |  Mr. Shiferaw Ashenafi Lideta Sub-city Agro Processing Expert %23 F (2020)
58 Mr. Bekele Jiru Lideta Sub-city Urban Agriculture Expert #2/8>F (2020)
59 Ms. Nigist Alemu Lideta Sub-city Construction senior Expert #2/3y F (2020)
60 Ms. Debre Gezahegn Kirkos Sub-city Urban Agriculture Expert %28 F (2020)
61 Ms. Meseret Melkamu Kirkos Sub-city Construction senior Expert 23 F (2020)
62 Mr. Nigusu Tolera Kirkos Sub-city Agro Processing Expert 23w F (2020)
63 Ms. Yerosen Tafa Kirkos Sub-city Construction Material Expert %23y F (2020)
64 Ms. Hana Amelework Gulelie Sub-city Construction Expert 23 F (2020)
65 | Ms. Weletearegay Wondimu Gulelie Sub-city Urban agriculture Expert 28 F (2020)
66 Mr. Bekele Serbesa Gulelie Sub-city Manufacturing Expert %28 F (2020)
67 Mr. Asmerom Alem Gulelie Sub-city Marketing Expert %23y F (2020)
68 Ms. Yewubdar Grima Yeka Sub-city Urban agriculture Expert 28 F (2020)
69 Mr. Zinash Lema Yeka Sub-city Marketing Expert F2N v F (2020)
70 Ms. Setegn Mindaye Yeka Sub-city Construction Expert %2/3>F (2020)
71 Mr. Alene Tefera Yeka Sub-city Manufacturing Expert H2N v F (2020)
72 Mr. Adugna Merga Kolfie Koranyo Sub-city Marketing Expert F2N v F (2020)
73 Mr. Nega Takele Kolfie Koranyo Sub-city Manufacturing Expert H2N v F (2020)
74 Mr. Habtamu Birhanu Kolfie Koranyo Sub-city Urban agriculture Expert H2N v F (2020)
75 Mr. Mehamendur Dari Kolfie Koranyo Sub-city Construction Expert %28 F (2020)
76 Mr. Tsegaye Shumeye Addis Ketema Sub-city Marketing Expert H2Ny F (2020)
77 Ms. Melkam Abreha Addis Ketema Sub-city Construction Expert H2N v F (2020)
78 Ms. Nejat Awol Addis Ketema Sub-city Textile and Leather products Expert HF2Ny F (2020)
79 Mr. Ltiera Dereje Addis Ketema Sub-city Construction Materials Expert H2Ny F (2020)
80 Mr. Tedla Atnafu BoJCED BDS Team Leader %28 F (2020)
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81 Mr. Getamesay Teferi BoJCED Marketing Expert F2Ny F (2020)
82 Mr. Abera Asefa BoJCED Construction Expert H2N v F (2020)
83 | Ms. Dareskedar Abebe WEDP City Coordinator HF2Ny F (2020)
84 Ms. Suriat Jemal WEDP City Coordinator H2N v F (2020)
85 Ms. Ziyen Mekonnen WEDP City Coordinator H2N v F (2020)
86 Mr. Mammo Assefa WEDP City Coordinator H2N v F (2020)
87 |Mr. Girmay Kifle Akaki Kality Sub-city Chemical and chemical products officer H3INyF (2022)
88 |Mr. Alemayehu Bekele Akaki Kality Sub-city | Construction input manufacturing support officer |#3/3 > 5 (2022)
89 |Mr. Zelalem Bogale Akaki Kality Sub-city Agro processing expert H3INyF (2022)
90 |Mr. Bereket Lemma Akaki Kality Sub-city Textile Industry development expert H3INyF (2022)
91 |Mr. Abebe Asmarew Akaki Woreda 6 Urban Agri officer H3INyF (2022)
92 |Mr. Amanuel Hosana Akaki Kality Sub-city Enterprise team leader H3INyF (2022)
93 |Mr. Beminet Melkamu Akaki Kality Sub-city Leather and textile officer H3NyF (2022)
94 |Mr. Bezabih Mekonin Akaki Woreda 5 Chemical officer H3Ny F (2022)
95 |Mr. Fuad Mohammed Akaki Woreda 8 Construction officer H3Ny F (2022)
96 |Mr. Gemechu Girma Akaki Woreda 1 Enterprise officer ¥33y F (2022)
97 |Ms. Hiwot Girma Akaki Kality Sub-city Service officer #38y F (2022)
98 |Ms. Lomi Merga Akaki Woreda 5 Urban Agri officer #38y F (2022)
99 |Ms. Sara Sintayehu Akaki Woreda 3 Construction officer 3Ny F (2022)
100 |Mr. Shumye Wube Akaki Woreda 2 Industry support officer #33y F (2022)
101 [Mr. Solomon Negash Akaki Kality Sub-city Service and trade officer 3Ny F (2022)
102 |Mr. Tahir Aman Akaki Kality Sub-city Chemical officer #38y F (2022)
103 |Mr. Besfate Admansie Bole woreda 1 Industry development team leader #38y F (2022)
104 |Ms. Mihret Gezahegn Bole woreda 1 Urban agriculture Expert 3Ny F (2022)
105 [Mr. Amare Ykum Yilma Bole woreda 2 Industry development team leader #38y F (2022)
106 |Mr. Ejigayehu Geremew Bole woreda 4 Industry development team leader 3Ny F (2022)
107 |Ms. Rediet Chere Bole woreda 6 Industry development team leader 3Ny F (2022)
108 |Ms. Abi Zewdu Bole woreda 11 Industry development team leader 3Ny F (2022)
109 [Mr. Dejne Chala Bole woreda 11 Urban agriculture Expert %33y F (2022)
110 |Mr. Yibra G/Medhin Bole woreda 13 Wood and metal Expert %33y F (2022)
111 [Ms. Almaz Fantahun Bole woreda 14 Industry development team leader H3INyF (2022)
112 [Mr. Milion Tilahun Bole Sub-city Manufacturing Expert F3INyF (2022)
113 [Ms. Zenit Saied Bole Sub-city Leathe and garment industry development expert [ 55373 > F (2022)
114 [Mr. Getahen Fantahun Bole Sub-city Food and Beverage Expert H3INyF (2022)
115 [Ms. Maeregnesh Teklu Bole Sub-city Construction Expert %33y F (2022)
116 |Mr. Belay Awgichew Bole Sub-city Metal and Engieering Expert H3INyF (2022)
117 |Ms. Yoadan Dagne Bole Sub-city Meshrome and friut Expert H3INyF (2022)
118 |Ms. Banchiwosen Gezahegn Bole Sub-city Garment and Textile Team Leader H3INyF (2022)
119 |Ms. Simegn Mehabie Bole Sub-city Plant Product Industry Development Expert | 53/3 > 5 (2022)
120 |Mr. Samuel Bedasa Bole Sub-city Trade development Expert H3INyF (2022)
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121 [Mr. Mohammed Endrie Bole Sub-city Consteution Resoz:;e{\::ﬁg?ry Development F3NyF (2022)
122 [Mr. Endashaw Kagnew Bole Sub-city Steel and englneerlr;g);«:r;(:tustnal development FH3NyF (2022)
123 [Ms. Sumeya Sebah Bole woreda 7 Market Development Expert F3NyF (2022)
124 [Mr. Shewalem Tesfay Bole woreda 7 Market Development Expert H3INyF (2022)
125 [Mr. Betre Giyon Bole woreda 13 Market Development Expert H3INyF (2022)
126 |Ms. Birkie Tilahun Bole woreda 13 Market Development Expert H3INyF (2022)
127 |Ms. Tsehaynesh Anteneh Nefes Silk woreda 5 Agriculture service Expert H3INyF (2022)
128 |Mr. Bayew Tesfaye Nefes Silk woreda 15 Construction Expert HF3INyF (2022)
129 |Ms. Firehiwet Melese Nefes Silk woreda 14 Construction Expert H3INyF (2022)
130 [Mr. Nafiyad Wakijira Nefes Silk woreda 9 Trade and Service Expert H3INyF (2022)
131 [Mr. Ababel Basazinew Nefes Silk woreda 9 Trade and Service Expert H3INyF (2022)
132 [Mr. Samson Nigatu Nefes Silk woreda 12 Trade and Service Expert H3INyF (2022)
133 [Mr. Fantaw Belete Nefes Silk woreda 11 Construction Development Supervisor H3NyF (2022)
134 |Mr. Fantabil Yidersal Nefes Silk woreda 8 Urban agriculture Expert H3NyF (2022)
135 [Mr. Aliy Kasim Nefes Silk woreda 11 Urban agriculture Expert #33y F (2022)
136 [Ms. Serkalem Degemu Nefes Silk woreda 13 Urban agriculture Expert ¥33y F (2022)
137 |Mr. Tamirat Debele Nefes Silk woreda 10 Trade and Service Expert #38y F (2022)
138 [Ms. Bethelehem Belayneh Nefes Silk woreda 10 Trade and Service Expert #38y F (2022)
139 |Ms. Kalkidan Teshome Nefes Silk woreda 8 Enterprise development and support expert | #53/3 v F (2022)
140 |Mr. Scientistu Saba Nefas Silk Sub-city Urban agriculture Expert #33y F (2022)
141 |Ms. Sinidu Yalew Nefes Silk woreda 2 Trade and Service Expert #38y F (2022)
142 |Ms. Mulualem Eticha Nefes Silk woreda 2 Trade and Service Expert 3Ny F (2022)
143 |Mr. Binayew Temesgen Nefes Silk woreda 11 Industry Team Coordinator 3Ny F (2022)
144 |Mr. Fikrekulu Tsega Nefes Silk woreda 1 Industry Team Coordinator 3Ny F (2022)
145 [Mr. Tilahun Jesa Nefas Silk Sub-city Leather and textile officer 3Ny F (2022)
146 |Ms. Kifle Ayenew Nefes Silk woreda 7 Leather and textile officer 3Ny F (2022)
147 |Ms. Hareg Gebre Medhin Nefas Silk Sub-city Chemical officer H3 N F (2022)
148 |Mr. Nesredin Ahmed Nefes Silk woreda 12 Industry and enterprise 3Ny F (2022)
149 |Mr. Degu Mekonin Nefes Silk woreda 10 Industry Team Coordinator %33y F (2022)
150 |Mr. Alemkere Bezaw Nefes Silk woreda 9 Industry team leader %33y F (2022)
151 [Mr. Daniel Tadesse Nefas Silk Sub-city Agro Pharma expert H3INyF (2022)
152 [Mr. Kebede Firisa Nefes Silk woreda 5 Industry team leader F3INyF (2022)
153 [Mr. Ayelign Yohannes Nefas Silk woreda 2 Industry team leader H3INyF (2022)
154 [Mr. Eshetu Bekele Nefas Silk woreda 8 Industry team leader H3INyF (2022)
155 [Mr. Simegnew Dires Nefas Silk woreda 6 Industry team leader %33y F (2022)
156 |Mr. Hassen Yimer Ali Nefas Silk woreda 1 Industry team leader H3INyF (2022)
157 |Mr. Tesfaye Ejigu Nefas Silk Sub-city Industry team leader H3INyF (2022)
158 |Mr. Abdulaziz Wonde Nefas Silk Sub-city Industry team leader H3INyF (2022)
159 [Ms. Melkam Ayalew Nefas Silk Sub-city Industry team leader H3INyF (2022)
160 [Mr. Hialekiros Girmay Nefas Silk Sub-city Industry team leader H3INyF (2022)
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2023 4 3 HHTE
A Hi gl BHE
1 | MULUKEN TESFAYE ADAMA CITY COORDINATOR
2 | GULILAT BEKELE ADAMA 0SS EXPERTS
3 | JIRA GEMEDA ADAMA 0SS EXPERTS
4 | MELALA ABERA ADAMA 0SS EXPERTS
5 | BEFEKADU BELAY ADDIS ABABA 0SS EXPERTS
6 | BIRHANU TIBEBU ADDIS ABABA 0SS EXPERTS
7 | FALMATA FERENJI ADDIS ABABA 0SS EXPERTS
g | LIJALEM GASHU ADDIS ABABA 0SS EXPERTS
9 | MOGES TIKUNEH ADDIS ABABA 0SS EXPERTS
10 | ZEKARIYAS DEME ADDIS ABABA 0SS EXPERTS
11 | TEKILU BELAY TILAYE ADDIS ABABA 0SS EXPERTS
12 | DAARESKEDAR ABEBE ADDIS ABABA CITY COORDINATOR
13 | ASFAW JIJA ASELA CITY COORDINATOR
14 | JIBRIL HUSEN ASELA 0SS EXPERTS
15 | MAHAMMED SUKI ASELA 0SS EXPERTS
16 | NEIMA HAMDA ASELA 0SS EXPERTS
17 | BELAYNESH NIGUSSIE BAHRDAR CITY COORDINATOR
18 | MAHLET EYASSU D/MARKOS 0SS EXPERTS
19 | BEWKETU TESHOME D/MARKOS 0SS EXPERTS
20 | GETNET SILESHI D/MARKOS 0SS EXPERTS
21 | KUMNEGER MOHAMMED DESSE 0SS EXPERTS
22 | BEZAWIT BELETE DESSE 0SS EXPERTS
23 | SURAFEL AYELE DESSE 0SS EXPERTS
24 | EPHREM GEBEYEHU DILA 0SS EXPERTS
o5 | ZERITU NEGATU DILA 0SS EXPERTS
26 | BETELIHEM ESHETU DIREDAWA A.CITY COORDINATOR
27 | FARHAN HASSEN USUMAN DIREDAWA 0SS EXPERTS
28 | YASMIN AYE ALI DIREDAWA 0SS EXPERTS
29 | YIKIRTA ABEBE DIREDAWA 0SS EXPERTS
30 | ALEMINESH MELISE GONDER 0SS EXPERTS
31 | DEMISSIE DANIEL HAWASSA 0SS EXPERTS
32 | MAHLETE SOLOMON HAWASSA CITY COORDINATOR
33 | ALMAZ HAILU JIMMA 0SS EXPERTS
34 | TAYE ABAZINAB JIMMA 0SS EXPERTS
35 | DEBELA BAYISA NEKEMTE 0SS EXPERTS
36 | TAREQECH TADES NEKEMTE 0SS EXPERTS
37 | DALE HUSSEIN SHASHEMENE 0SS EXPERTS
3g | WONDIMAGEGN HAILU SHASHEMENE 0SS EXPERTS
39 | ABDI AHMED SHASHEMENE 0SS EXPERTS
40 | ABINET GENEBO W/ SODO 0SS EXPERTS
41 | TADEME TOMA W/ SODO 0SS EXPERTS
42 | DEBEBE AYELE W/ SODO 0SS EXPERTS
43 | ALEMTSEHAY ASARO ANJULO ARBAMINCH 0SS EXPERTS
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44 | LULIT DIGISIE DIBETA ARBAMINCH 0SS EXPERTS
45 | PHILIPOS ORCHO GOBENA ARBAMINCH OSS EXPERTS
46 | HAYAT WORKU MUHAMMED BAHIRDAR OSS EXPERTS
47 | TAMRIE ALENE DEMEWEZ BAHIRDAR OSS EXPERTS
48 | YONAS TAKELE HABTU BAHIRDAR OSS EXPERTS
49 | BELAYNESH LIJALEM BAHETA GONDER OSS EXPERTS
50 | WONDRAD ARAGIE AKELE GONDER OSS EXPERTS
51 | YABEBAL MEZGEBU ALEHEGN GONDER CITY COORDINATOR
52 | YOHANNES KIBUR DEFERE DBREMARKOS CITY EXPERT
53 | LEMLEM MEKONEN DEYASO DILLA 0SS EXPERTS
54 | SINTAYEHU GIRMA ARGAW DILLA CITY COORDINATOR
55 | NETSANET LEMMA SHAMENA HAWASSA 0SS EXPERTS
56 | REDIET CHERU MELESE HAWASSA OSS EXPERTS
57 | MULUALEM ASFAW REGASA JIMMA 0SS EXPERTS
58 | HULLUFTI TAKA GIDEY NEKEMTE OSS EXPERTS
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1 v Aster Tekle BoTID Entrepreneurship Development and Business Administration Team

| eader

2 | Mr. Mulugeta Ebisa BoTID Garment & Textile Team Leader

3 | Mr. Fikiru Getachew BoJCED Agro processing Food and Beverage Expert

4 |Mr. Marefiya Taye Worku BoJCED Building supply product Expert

5 | Mr. Nurhussein Mohamed Ali BoJCED Construction and mining expert

6 | Mr. Nurish Endale Habtemariam BoJCED Textile, leather and leather product Expert

7 | Ms. Maeza Zewdu Kebede BoJCED Agro- Processing Expert

8 | Mr. Estalu Baye Anley FeSMMIPA Senior Enterpreneourship Developmnet expert

9 | Mr. Zemed Dagnie Kelikay FeSMMIPA Entrepreneurship Development Expert

10 | Mr. Aschalew Sima Sebeta FeSMMIPA Counselling and Trade Development Service Team Leader
11 | Mr. Minwuyelet Tegegne Belew FeSMMIPA Entrepreneurship Development Team Leader

12 | Mr. Gessessew Kebede Tsegay FeSMMIPA Agro- Processing Senior Expert

13 | Mr. Mebrahtu Tesfay Hadgu JOBFSA Trade and Service Development Higher Expert
14 | Mr. Awoke Tsehay Belay JOBFSA Trade and Service Development Higher Expert
15 | Mr.| Behailu Alemayehu Geregiorgis JOBFSA Agro processing & Urban Agriculture Higher Expert
16 | Mr. Melaku Woldeyohannes Bekele JOBFSA Urban Agriculture Development Higher Expert
17 | Mr. Wendmaneh Jimma Belsty JOBFSA One Stop Service Supply Expert

18 | Mr. Abiy Fisseha Moges JOBFSA Agro-processing & Urban Agriculture Higher Expert
19 | Ms. Aster Seifu Yimer JOBFSA Citizen Engagement Director

20 | Mr. Zewdu Getachew Kebede JOBFSA One Stop Service Supply Expert

21 | Mr. Temesgen Mengist Alemu JOBFSA Best practice and Scale Expert

22 | Mr. Seifu Kassu Fite JOBFSA Accounting and Audit Expert

23 [ Mr. Habitamu Guta BoJCED Building supply product Expert

24 | Mr. Tefera Asefa BoJCED Textile, leather and leather product Expert

25 [ Mr. Abebe Abo BoJCED Construction and mining expert

26 | Mr. Ahimed Hassen BoJCED Auditing expert

27 | Mr. Tefera Asefa BoJCED Textile, leather and leather product Expert

28 | Mr. Abebe Abo BoJCED Construction and mining expert

29 [ Mr. Ahimed Hassen BoJCED Auditing expert

30 | Ms. Ms. Etenesh Megersa BoJCED Enterprise development leader

31 [ Mr. Yaregal Dejen FeSMMIPA Best practice Senior Expert

32 | Mr. Atakilt Asmare FeSMMIPA Senior Textile Expert

33 | Mr. Eshetu Hussen JOBFSA Senior One Stop Service Standardization Expert
34 | Mr. Bacha Wakweya JOBFSA Urban Agriculture Higher Expert

35 | Ms. Amaled Admasu JOBFSA Marketing Research Higher Expert
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36 | Mr. Achamyeleh Aklilu JOBFSA Market Study Expert

37 | Mr. Neway Altaye JOBFSA Job creation directorate Director

38 |mr. Anteneh Mengistu BoJCED Director of the Advisory, Research and Project Preparation
Directorate

39 | Mr. Tedla Atnafu BoJCED Consultation, Research and Project Preparation Team Leader

40 | Ms. Tezeta Terefe BoJCED Experience compiler and transition expert

41 | Ms. Mebrit Tsegay BoJCED Research and Promotion Expert

42 | Mr. Workineh Adamu BoJCED Capacity Building Support and Monitoring Specialist

43 | Mr. Habtamu Guta BoJCED Construction Sector Supervisor

44 | Ms. Hawa Mohamed BoJCED Urban Agriculture Sector Specialist

45 | Mr. Nebiyu Wudneh BoJCED Consultation, Research and Project Preparation Directorate

46 | Mr. Daniel Tibebu BoJCED Business Development Consulting Service Specialist

47 | Mr. Getamesay Teferi BoJCED Business Development Consulting Service Specialist

48 | Mr. Habtamu Chane BoJCED Technology Selection and Com_ml_ssmnmg Consulting Service
Specialist

49 | Mr. Salasib Kebede BoJCED Consultation, Research and Project Preparation Directorate

50 | Mr. Sisay Tesfaye BoJCED Consultation, Research and Project Preparation Directorate

51 | Mr. Shumete Niguse BoJCED Consultation, Research and Project Preparation Directorate

52 | Mr. Abera Asefa BoJCED Consultation, Research and Project Preparation Directorate
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1 | Mr. Fikiru Getachew Addis Ababa City junior
2 | Mr. Shume Mengesha BDS Advisor (EDI) senior Master Trainer
3 [Ms. Shine Tesafe BDS Advisor (EDI) senior Master Trainer
4 | Mr. Moges Tassew BDS Advisor (EDI) junior
5 [Mr. Melaku Alemayehu Yihun BDS Advisor (EDI) senior Master Trainer
6 |Mr. Awraris Wondaferew BDS Advisor (EDI) junior
7 [Ms. Tiruneh Abebe BDS Advisor (EDI) senior Master Trainer
8 |Mr. Mengistu Anisa BDS Advisor (EDI) senior Master Trainer
9 [Mr. Zewdu Lake BDS Advisor (EDI) senior
10 | Ms. Ms. Kindye Essa BDS Advisor (EDI) junior
11 | Mr. Kibirom Kiros BDS Advisor (EDI) senior Master Trainer
12 | Mr. Kasa Ambaye BDS Advisor (EDI) junior
13 [ Ms. Meseret Diriba BDS Advisor (EDI) junior
14 | Mr. Hailu Abebe BDS Advisor (EDI) junior
15 | Mr. Firew Hage BDS Advisor (EDI) senior Master Trainer
16 | Mr. Habtamu Solomon BDS Advisor (EDI) junior
17 | Mr. Getahun Kelemework BDS Advisor (EDI) senior
18 | Ms. Yissa Hassen BDS Advisor (EDI) junior
19 | Mr. Tesfaye Eba BDS Advisor (EDI) junior
20 | Mr. Demeke Chimdessa BDS Advisor (EDI) senior Master Trainer
21 | Mr. Dagim Woldie BDS Advisor (EDI) junior
22 | Mr. Buzeye Zegeye BDS Advisor (EDI) junior
23 [ Mr. Fekadu Mekonnen BDS Advisor (EDI) junior
24 | Mr. Asnake Asrat BDS Advisor (EDI) senior
25 | Mr. Ageru Tadele BDS Advisor (EDI) senior
26 | Mr. Damene Abebe BDS Advisor (EDI) junior
27 [ Mr. Yibeltal Elias Mekonen BDS Advisor (EDI) senior Master Trainer
28 | Mr. Fikadu Goshu BDS Advisor (EDI) junior
29 [ Mr. Birhanu Asfaw BDS Advisor (EDI) junior
30 [ Mr. Hailemariam Deslegn Abtew CBE senior Master Trainer
31 [ Mr. Dawit Kassa Bedecho CBE senior Master Trainer
32 | Mr. Moti Arega Benti CBE senior Master Trainer
33 [ Mr. Muluken Mebrat Abera CBE senior Master Trainer
34 | Mr. Tadiyos FBIPIDI senior
35 | Mr. Israel Gesese FeSMMIPA senior

79



No. Al g St L~L ~VRH =K L—F—
36 | Mr. Tameru Hailu FeSMMIPA Senior

37 | Mr. Yeshidnber Lakew FeSMMIPA senior

38 | Mr. Natnael Nega FeSMMIPA junior

39 | Mr. Getahun Molla FeSMMIPA junior

40 | Mr. Fekadu Aklilu FeSMMIPA senior

41 | Mr. Biniyam Getachew Individual Consultant junior

42 | Mr. Essayas Mulat MIDI junior

43 | Mr. Shimeles Berhe MIDI junior

44 | Mr. Solomon Birhanu Misrak Polytechnic College senior

45 | Mr. Eshetu Atrfo Misrak Polytechnic College junior

46 | Ms. Admasu Mamuye Misrak Polytechnic College senior

47 | Mr. Tessema Niguessie Misrak Polytechnic College senior

48 | Mr. Tewodoros Beyene Misrak Polytechnic College senior Master Trainer
49 [ Ms. Zeree Godifey Misrak Polytechnic College junior

50 | Mr. Ansha Nuri Misrak Polytechnic College senior

51 [ Mr. Melaku Woldeyohannes MoLS junior

52 | Mr. Hana Yosef Nefas Silk Polytechnic College junior

53 | Mr. Daniel Shiferaw Private Consultant senior Master Trainer
54 | Mr. Kumneger Mequanint Private Consultant senior

55 | Mr. Tesfamariam Legesse WEDP senior
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No. Institution Name Title
1 | FeSMMIDA Mr. Asfaw Abebe Eregnaw Director General
2 | AABolD Mr. Ermias Kiros Head of Bureau
3 | AABoMSEs Mr. Jemal Jember Head of Bureau
4 | FeSMMIDA Mr. Minwyelet Tegegne Team Leader
5 | FeSMMIDA Mr. Yemengwork SMEFP
6 | FeUJCFSA Mr. Solomon Assefa Deputy Director
7 | FeUJCFSA Mr. Belete Balla Director, Enterprise

Development
8 | FeUJCFSA Mr. Wondemagne Jimma OSSC Director
9 | FeUJCFSA Mr. Mebratu Tesfaye Expert

10 | FeUJCFSA

Mr. Melaku Woldeyohannes

Leader of facilitation and
capacity development

11 | BolD Mr. Mekonnen Desalegn Advisor (Director’s Office)

12 | BolD Mr. Etana Embiale Director, Pharmaceuticals &
Agro Processing

13 | BolD Mr. Bacha Chaka Team Leader, Facilitation and
capacity development

14 | BoMSE Mr. Awol Mohammed Director, SME Promotion &

Support

15 | Bole sub-city

Mr. Alemu Haile

Director, ID office

16 | Nefas sub-city

Mr. Hailekiros Girma

Team Leader, ID office

17 | Nefas sub-city

Ms. Tesefaye Ejigu

Expert, ID office

18 | JICA Head Quarter

Ms. Chigusa Seki

Program Officer

19 | JICA Ethiopia Office

Mr. Takeshi Matsuyama

Deputy Chief Representative

20 | JICA Ethiopia Office

Mr. Yasuto Kikuma

Representative

21 | JICA Ethiopia Office

Mr. Hiroyuki Amaya

Project Formulation Officer

22 | JICA Ethiopia Office

Mr. Gebeyehu Benti

Program Officer

23 | JICA Ethiopia Office

Ms. Sara Sem

Project Coordinator

24 | Project Team

Mr. Hideo Eguchi

Long-term expert, Chief Advisor

25 | Project Team

Mr. Naonobu Fuwa

Long-term expert, Coordinator

26 | Project Team

Mr. Ryuji Seno

Consultant, Chief

27 | Project Team

Ms. Akiko Yoneyama

Consultant, Deputy Chief

28 | Project Team

Ms. Kiyoko Sandambatake

Consultant, Women
entrepreneurship support

29 | Project Team

Mr. Daniel Shiferaw

Local Project Coordinator

30 | Project Team

Ms. Helen Bekele

Local Project Assistant

< THP—r—>

No. Institution Name Title
1 | Embassy of Japan Mr. Nobuhisa Edamura Second Secretary
2 | EKI Ms. Nahoko Chiku JICA Kaizen Project
3 | MIDI Mr. Aboma Tariku Director
4 Mr. Yohannes Solomon Project Coordinator
5 | WEDP Ms. Tsedey Asheber Skills Development Specialist
6 Mr. Mohamed
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1 |FeSMMIPA Mr.  Asfaw Abebe Eregnaw Director General

2 |FeSMMIPA Mr. Haddish Hallefom Tsegae Deputy Director General

3 |FeSMMIPA Mr. Israel Gesesse Director, Entrepreneurship Development

4 |FeUJCFSA Mr.  Bekele Mengistu Tesema Deputy Director General

5 |FeUJCFSA Mr. Belete Balla Director, Enterprise Development

6 |FeUJCFSA Mr.  Eshetu Hussen One Stop Service Standardization Senior Expert

7 |AA-BolD Mr.  Tazer Gebre-Egziabher Head of Bureau

8 |AA-BoJCED Mr.  Asmerom Deputy Bureau Head of Enterprise development and supporting department
9 |ETIDI Mr.  Sileshi Lemma Director General

10 |FBPIDI Mr.  Salomon Tadele Director General

11 |MIDI Mr.  Mesayneh Wubshet Special advisor of Director General

12 [EMI Ms. Weubamlak Eshetu Director General

13 |Addis Ababa TVET Agency Mr.  Teklu Soki Vice Director

14 |Akaki Polytechnique College Ms. Serikalem Getachew Industry Extension Vice Dean

15 |Misrak Polytechnique College Mr.  Yohannes Hunduma College Dean

16 |CBE Ms. Fikirte Gashaw SME Financing Director

17 |AEMFI Mr. Teshome Kebede Executive Director

18 |Addis Capital Mr.  Assefa Kahsay Capital purchasing directoret director

19 |EDC Mr. Hassen Hussein CEO

20 |[EDC Mr.  Henok Laike BDS Manager

21 |WEDP Mr.  Yohannes Solomon Project Coordinator

22 |WEDP Ms. Tsedey Asheber Advisor

23 of Japan Mr.  Nobuhisa Edamura First Secretary

24 |JICA Headquarter Mr.  Toru Homma Senior Advisor (Private Sector Development)

25 |JICA Headquarter Mr.  Hironobu Murakami Deputy Director G I, E ic D 1t Dep

26 |JICA Headquarter Mr.  Keiji Katai Director, Private Sector Development Group, Economic Development Department
27 |JICA Headquarter Mr.  Kenji Ishizuka Deputy Director, Private Sector Development Group, Economic Development Department
28 |JICA Headquarter Ms. Sakilto Assistant Director, Private Sector Devels Group, E ic Devels Dep:
29 |JICA Headquarter Ms. Sachiko Hara Special Advisor, Private Sector Devel Group, E ic Devel D
30 |JICA Ethiopia Office Mr.  Takeshi Matsuyama Deputy Chief Representative

31 |JICA Ethiopia Office Mr.  Masaki Wakai Representative

32 |JICA Ethiopia Office Mr.  Hiroyuki Amaya Project Formulation Officer

33 |Project Team Mr.  Hideo Eguchi Long-term expert, Chief Advisor

34 |Project Team Mr.  Naonobu Fuwa Long-term expert, Coordinator

35 |Project Team Mr.  Ryuji Seno Consultant, Chief

36 |Project Team Ms. Akiko Yoneyama Consultant, Deputy Chief

37 |Project Team Mr.  Akihiro Tsukamoto Consultant, BDS Provision System

38 |Project Team Ms. Tamaki Tanaka Consultant, BDS HRD

39 |Project Team Ms. Kiyoko Sandambatak Ci I Coordi
40 |Project Team Mr.  Daniel Shiferaw Local Project Coordinator
41 |Project Team Ms. Helen Bekele Local Project Assistant
42 |Project Team Mr.  Kumneger Mequanint Local Project Consultant
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1 Mr.  Asfaw Abebe Eregnaw Director General
FeSMMIPA
2 Mr. Estaleu Baye Director, Entrepreneurship Development
3 |AA-BolD Ms. Wogayehu Deputy Bureau Head
. Director, Research, counselling and project preparation
4 Mr.  Anteneh Mengistu directorate
AA-BoJCED
5 Mr.  Tedla Atnafu Group Leader
6 |CCIDI Mr.  Samuel Halala Director General
7 |DBE Mr.  Mr. Yime Vice President
8 |CBE Mr.  Muluneh Aboye Vice President
9 |SMEFP Ms. Yemenzwork Girefie Project Coordinator
10 |WEDP Mr.  Yohannes Solomon Project Coordinator
11 |Nefas Silk Polytechnique College Mr. Melese Yigzaw College Dean
12 |Embassy of Japan Mr.  Nobuhisa Edamura FirstSecretary
13 Mr.  Keiji Katai Director, Private Sector Development Group, Economic
Development Department
i o Associate Expert, Private Sector Development Gi E: i
e s or roup, Economic
14 Ms. Naoko Matsuda Devel ent D t
15 Ms. Megumi Hirose Deputy Chief Representative
JICA Ethiopia Office
16 Mr.  Hiroyuki Amaya Project Formulation Officer
) et s Chief advisor leader, Organizational an institutional development
17 |Project on Es_tabhshmg Mr.  Haruki Mizuno - Service delivery anism:
Compreh Support System for - - : - .
18 |Enhancing Firm Competitiveness Mr.  Kozo Sakai Comprehensive consulting services (quality and productivity
. improvement)
19 Mr.  Ryuji Seno Consultant, Chief
20 Ms. Akiko Yoneyama Consultant, Deputy Chief
21 Mr.  Akihiro Tsukamoto Consultant, BDS Provision System
22 Ms. Tamaki Tanaka Consultant, BDS HRD
23 |BDS Project Team Ms. Kiyoko Sandambatake Consultant, Coordinator
24 Mr.  Daniel Shiferaw Local Project Coordinator
25 Ms. Helen Bekele Local Project Assistant
26 Mr.  Kumneger Mequanint Local Project Consultant
27 Mr.  Fistum Local Project Consultant
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No. Organization Name Title
1 |FeSMMIPA Mr.  Asfaw Abebe Eregnaw Director General
2 |JOBFSA Mr.  Gebremeskel Challa Director General
3 |FeSMMIPA Mr.  Minwyetiet Tegegne Team |leader
4 |JOBFSA Mr. Belete Balla Director, Enterprise Development
5 |BolCED Mr.  Salasib Kebede Efﬂgzégﬁ";gi:?"wm' Ese——ch e
& |EDC Mr. Hassen Hussein CEQ
7 |EDC Mr.  Henok Laike BDS Manager
& |cciol Mr. Samuel Halala Director General
9 |WEDP Mr.  Yohannes Solomon Project Coordinator
10 |EKI Mr. Asnake Gudisa Director General (Acting)
11 |EKI Mr.  Andualem Ayele Project coordinator
12 |Mefas Silk Polytechnique College Mr.  Melese Yigzaw College Dean
13 |Embassy of Japan Mr.  Akbar Tasmin Second Secretary
14 |JICA Headguarter Mr.  Toru Homma Senior Advisor (Private Sector Development)
15 |JICA Headquarter Mr.  Hironobu Murakami xm:‘:w General, Economic Development
16 |JICA Headguarter Ms. Nacko Matsuda mm@ﬁ:mz;ﬂzﬁ'“ g e
17 |JICA Ethiopia Office Ms. Megumi Hirose Senior Representative
18 |JICA Ethiopia Office Ms.  Mai Toguchi Representative
19 Mr.  Haruki Mizuno Chief advisor
20 | project for Establishing Mr. Seiji Sugimoto JICA Expert
I~ |Comprehensive Support System for
21 |Enhancing Firm Competitiveness In Mr. Kozo Sakai JICA Expert
| lthe Federal Democratic Republic of
22 Fiople Mr.  Takamichi lde JICA Expert
; Ms. Mahoko Chiku JICA Expert
24 |Project Team Mr.  Ryuji Seno JICA Expert, Chief Consultant
25 |Project Team Ms. Akiko Yoneyama JICA Expert, Deputy Chief Consultant
26 |Project Team Mr.  Akihiro Tsukamoto JICA Expert, BDS Provision System
27 |Project Team Ms. Mikiko Kano JICA Expert, BDS HRD
28 |Project Team Ms. Kiyoko Sandambatake JICA Expert, Women Entrepreneurship [ Coordinator
29 |Project Team Mr.  Daniel Shiferaw Local Project Coordinator
30 |Project Team Ms. Helen Bekele Local Project Assistant
31 |Project Team Mr.  Kumneger Mequanint Local Project Consultant
32 |Project Team Mr.  Fitsum Dagmawi Local Project Consultant
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No. [Organization [ [ Name | Title
Ethiopian Side
1 |MoLS Mr. |Nigusse Tilahun State Minister
2 |MoLS Mr. |Belete Balla Director, Enterprise Development
3 |MoLS Mr. |Zerihun Gashaw Skill Development Director
4 [MolLS Mr. |Mesfin Manuka Expert
5 |EDI Mr. |Hassen Hussein CEO
6 |EDI Mr. |Henok Laike BDS Manager
7 |EDIVWEDP Mr. |Tesfamariam Legesse
8 |AA.BoLEID Mr. |Getachew Zenebe Team Leader
9 |AA. BoLEID Mr.  |Nurhussien Mohamed Ali Team Leader
10 |Bole Woreda 5 Mr. |Endale Kassa Woreda Vice Head
11 |Bole Woreda 7 Mr. |Ambelu Atnafu Team Leader
12 |Akaki Kality Woreda 6 Mr. |Kefelegn Mengesha Team leader
13 |Nefas Silk Laft Woreda 13 Mr. |Addise Getinet Woreda Vice Head
14 |Addis Ababa TVET Institute Mr. |Tadele Director General
15 |Akaki Polytechnique College Ms. |Yirgalem Industry Extension Vice Dean
16 |Misrak Polytechnique College Mr. |Yohannes Hunduma College Dean
17 |KEC (Kaizen Excellence Centerl) Mr. |Asnake Gudisa Center Manager
18 g:zg‘;f:;zm (é(;r‘:seti;u::;:: r;[:;unttserlndustry Mr. |Yonas Abate Vice General Director
19 g:zgf:;zr:j gz:seﬁgu::f;:tl r;[;unt‘se:ndustry Ms. |Simret Girma Vice General Director
20 [Ghemice s Corsbon T MY | . itan ot
21 gc;sglgsgng:tvg:ggndusw Receasiinid Mr. |Tadyeous Derbe Director
2 gztt;i;nr?eﬁag:;r;trlndustry Research and Mr. |Samson Tesfaye
23 |Plastic and Rabber Association Mr. |Ayele Afsaw Board Member
24 [CBE Mr. [Kasahun Shiferaw Director
25 |CBE Mr. |Takele Hunde Relationship Manager
26 |Addis Capital Mr. |Mesfin Abera Shume Deputy Managing Director
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Japanese side
27 |Embassy of Japan Mr. |Hiroyuki Takahashi Second Secretary
28 [JICA Ethiopia Office Ms. |Megumi Hirose Senior Representative
29 |JICA Ethiopia Office Ms. |Sakiko Kurosaka :;‘2::: g:;’::':::;’;gd“is°' e
30 |JICA Ethiopia Office Mr. |Gebeyehu Benti Staff, Private Sector Development Unit
31 |BDS Project Mr. |Ryuji Seno Chief Consultant
32 |BDS Project Ms. |Akiko Yoneyama Deputy Chief Consultant
33 |BDS Project Mr.  |Akihiro Tsukamoto BDS Provison System Development
34 |BDS Project Ms. |Mikiko Kano HRD for BDS Provision 4
35 |BDS Project Ms. |Kiyoko Sandambatake Womens' Entrepreneurship
36 |BDS Project Mr. |Daniel Shiferaw Project Local Coordinator
37 |BDS Project Mr. |Kumneger Mequanint Project Local Consultant
38 |BDS Project Mr.  |Fitsum Dagmawi Project Assistant
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No. Organization Name Title
Ethiopian Side
1 [MoLS H.E. Nigussu Tilahun State Minister
2 |Mol Mr. Asfaw Abebe Minister Advisor
3 |MoLS Mr. |Belete Balla Director, Enterprise Development
4 |EDI Dr. |Hassen Hussein CEO
5 |EDI Mr.  Henok Laike BDS Manager
6 |EDI/WEDP Mr. ' Yohannes Solomon National Coordinator
7 |AA. BoLEID Mr. |lzadin Musbah Director (Manufacturing)
8 |AA. BoLEID Mr.  |Mikiyas Mulugeta Director (Enterprise Support)
9 |AA. BoLEID Mr.  [Norhsien Mohamedali Team Leader and Focal person of OSSC
10 |Akaki Kality Subcity Mr. |Abrham Gebeyehu Subcity Vice Head
11 |KEC (Kaizen Excellence Centerl) Mr. |Andualem Ayele Kaizen Project coordinator
12 |Federal TVET Institute Ms. |Sewasew BDS Director
13 |Akaki Polytechnique College Mr. |Tsagale Adugna College Dean
14 |Nefas Silk Polytechnique College Ms. Adugna College Dean
15 Chemical and Construction Inputs Industry Mr. |Fekadu Abate Center Manager
Research and Development center
16 Food and Beverage Industry Research and Mr. |Tadyeous Derbe Director
Development Centter
17 Textile and Garment Industry Research and Mr. Niguse Godana Center Manager
Development Center
18 Manufacturing Technology and Engineering Mr. Yared Negusie Director
Industry Research & Development Center
19 |CBE Mr. Netsanet Yirga Director
20 |Addis Capital Mr. |Mesfin Abera Shume Deputy Managing Director
21 |Nefas Silk woerda #8 Mr.  |Laikemariam Ermias Wood and metal expert (MSMEs
counselor)
22 |Yidnekachew Sisay, Wubet & Binyam Partnership Mr. |Sisay Enterprise owner
Japanese side
23 |JICA Ethiopia Office Mr.  |Katsuki Morihara Chief Representative
24 |JICA Ethiopia Office Ms. |Sakiko Kurosaka Project Formulation Advisor (Private
Sector Development)
25 |JICA Ethiopia Office Mr.  |Gebeyehu Benti Staff, Private Sector Development Unit
26 |JICA Heardquater Mr.  |ToruHomma Senior Advisor
27 |JICA Heardquater Ms. Megumi Hirano Private Sector Development Group
Economic Development Department
28 |KEC (Kaizen Excellence Center) Mr.  |Haruki Mizuno JICA expert chief advisor
29 |BDS Project Mr.  |Ryuji Seno Chief Consultant
30 |[BDS Project Ms. Kiyoko Sandambatake Womens' Entrepreneurship
31 |BDS Project Mr.  |Daniel Shiferaw Project Local Coordinator
32 |BDS Project Mr.  |Kumneger Mequanint Project Local Consultant
33 |BDS Project Mr.  Fitsum Dagmawi Project Local Consultant
34 |BDS Project Ms. |Helen Bekele Project Assistant
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PDM (ver.0)

Project Title: Project on Business Development Services (BDS) Enhancement for Enterprise Growth

Period of Project: from April, 2018 to March, 2021(Three (3) years)

Project Site: Addis Ababa Cit

Version 0.0
Dated 16 August 2017

Narrative Summary

Objectively Verifiable Indicators

Means of Verification

Important Assumption

Overall Goal

Etiopian MSMEs reseive high quality BDS provided through BDSPs(*1) network and its’ business are enhanced
(both in target woreda and other areas)

(*1)BDSPs:Business Development Services Providers are which FeSMMIDA and FeUJCFSA collaborate which
providing BDS.

* The organized implementation set-up for BDS provision is scaled up to
national level.

- The graduation rates from micro to small and from small to medium are

+ National implementation set-up for BDS provision

+ MSEs annual statistics

Project Purpose

Ethiopian MSMEs receive high quality BDS through BDSPs network in target areas.

- At least 50% of the MSMEs provided with BDS record positive business
results (e.g. increase of capital).

- At least 80 % of the MSMESs provided with BDS are satisfied with the
services.

* M&E data

+ Satisfaction survey

1.Governmental policy on MSMEs promotion is
not changed.

2.Ethiopian Government continuously provides
budget to support MSMEs.

Outputs

1.The capacity of FeSMMIDA and FeUJCFSA to develop strategic plan for MSMEs support is strengthened.
(FESMMIDA and FeUJCFSA).

2.Implementation set-up for BDS provision in collaboration with BDSPs is developed and operated.
(FeSMMIDA and FeUJCFSA, Bol, BoMSEs in collaboration with sub-city and woreda).

3.The capacity of OSSCs staff to support MSMEs is strengthened. (sub-cities and woredas).

+ Strategic Plan for MSMEs support is developed by FeSMMIDA and
FeUJCFSA and approved by the authorized parties.

+ Operational manuals are developed.

+ Trainings are provided for at least 80% of the staff members relevant to
BDS in the targeted sub-cities and woreda/OSSCs.
- Qualification system for BDS advisors is prepared and tested.

* At least 50% of MSMEs (including at least 75% of MSMEs owned by
women) in the targeted areas are provided with BDS.

- Approval of the Strategic Plan

+ Operational manuals

+ Training reports.

+ Qualification system.

+ Work record of OSSCs.

Business environment surrounding Ethiopian
MSMEs does not drastically change.

Neither Ethiopian counterparts nor developed
trainers resian.

Activities

Inputs

Important Assumption

1-1FeSMMIDA and FeUJCFSA analyze the situation and challenges of MSMEs.

1-2EeSMMIDA and FEUJCFSA develop strategic plan to support MSMEs and short & medium term action plan
inc. overall framework on BDS provision for MSMEs’ support (setting BDS menu, level, identifying BDSPs
including private sector).

1-3EeSMMIDA and FeUJCFSA disseminate the strategic plan to relevant organizations.

2-1 Utilizing outputs from 1-2, FeSMMIDA and FeUJCFSA, Bol, BOMSEs develop OSSC operational structure
model on BDS provision for MSMEs by OSSC counselors.

2-2 FeSMMIDA and FeUJCFSA in collaboration with Bol and BOMSES prepare training curriculum and materials
such as (1)Business matching opportunities, etc.(2)MSMEs counseling with basic diagnosis tools, (3)
Preparation of MSMEs support plan, (4)Guiding to BDSPs based on (3) and BDSPs network based on 2-1, for
staff at OSSC (to be OSSC counselors).

2-3 FeSMMIDA and FeUJCFSA, Bol, BOMSE conduct trainings for staffs of model City/sub-city/OSSC (and
BDSPs.), based on 2-2, inc. certifying the staff to be OSSC counselors.

2-4 FeSMMIDA in collaboration with FeUJCFSA prepare the concept framework on accrediation system for
National BDS Consultants inc. defining required skills, identifying potential BDSPs, plannning necessary
trainings.etc.

2-5 Based on 2-4, FeSMMIDA in collaboration with FeUJCFSA facilitate necessary trainings and trial tests for
potential BDSPs to be National BDS Consultants.

2-6 FeSMMIDA and FeUJCFSA strengthen BDS provision M&E system inc. assessing impact of BDS on
MSMEs and Promotion system to MSMEs in Ethiopia.

2-7 FeSMMIDA and FeUJCFSA facilitate BDSPs Network meeting regularly to share MSMEs information & the
information on sector trend.

3-1 Selected staff of OSSC receive trainings on OSSC operation/management, and (1)Business matching
opportunities, etc. (2)MSMEs counseling with basic diagnosis tools, (3)Preparation of MSMEs support
plan,(4)Guiding to BDSPs based on (3)and BDSPs networking.

3-2 Staff of OSSC conduct Business Matching and Transformation Awareness Seminars and finalize target
MSMEs. (Special attention to business owned by women).

3-3. Staff of OSSC provide counseling to MSMEs with Basic Diagnosis tools to identify the gaps of business
development, prepare service provision plan and connect BDSPs to target MSMEs through OJT.

3-4 Staff of OSSC take exam for certification of OSSC counselors.

Ethiopian Side
1)Counterpart and Administrative Personnel
Project Directors (Director General of FeSMMIDA and
FeUJCFSA)
Project Managers (Directors of Entrepreneurship Dev.
Department, FeSMMIDA and FeUJCFSA)
+ Deputy Project Managers (Heads of BolD and BoOMSESs)

2)Facilities (office space and training venues)
3)Available data and information related to the Project
4)Recurrent costs

5)Cost of project activities
necessary cost for the implementation of the Project

Japanese Side

1)Tapanese Experts (JICA Experts)
Expertise of the members will include but not limited to the following:
* MSMEs policy
+ BDS provision system for MSMEs
* Human Resource development on BDS provision for MSMEs(1)
* Human Resource development on BDS provision for MSMEs(2)
+ Training Management/Project Coordinator (Long term Expert)
2)Counterpart training in Japan and third country
3)Basic equipment necessary for implementation of the Project
4)Two vehicles.
5)Cost of Project activities
necessary cost for the implementation of the Project

Pre-Conditions

1.EeSMMIDA, FeUJCFSA, OSW secure budget
and human resources necessary to implement
MSMESs support activities.

2."The Strategy and Policy Actions for Supporting
MSMEs" are approved by Ethiopian government.
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PDM (ver.1)

Project Title: Project on Dev Services (BDS) Ent 1t for Enterprise Growth

Period of Project: from September, 2018 to September, 2021(Three (3) years’
Project Site: Addis Ababa Cit

Version 1.0
Dated 30 Jan,2019

Narrative Summary

Objectively Verifiable Indicators

Means of Verification

Important Assumption

Overall Goal

Ethiopian MSMEs receive high quality BDS provided through BDSPs(*1) network and its’ business are enhanced
(both in target woreda and other areas)

(*1)BDSPs: Business Development Services Providers are which FeSMMIDA and FeUJCFSA collaborate when
providing BDS.

* The organized implementation set-up for BDS provision is scaled up to
national level.

+The graduation rates from micro to small and from small to medium are
accelerated.

+ National implementation set-up for BDS provision
* MSMEs annual statistics

Project Purpose

Ethiopian MSMEs receive high quality BDS through BDSPs network in target areas.

- At least 50% of the MSMEs provided with BDS record positive
business resuilts (e.g. increase of capital).

« At least 80 % of the MSMEs provided with BDS are satisfied with the
services.

* M&E data

- Satisfaction survey

1.Governmental policy on MSMEs promotion is
not changed.

2.Bthiopian Government continuously provides
budget to support MSMEs.

Outputs

1.The capacity of FeSMMIDA and FeUJCFSA to develop strategic plan for MSMEs support is strengthened.
(FeSMMIDA and FeUJCFSA).

- Strategic Plan for MSMEs support is developed by FeSMMIDA and|
FeUJCFSA and approved by the authorized parties.

+ Approval of the Strategic Plan

2.[hplementation set-up for BDS provision in with BDSPs is and operated.
(FeSMMIDA and FeUJCFSA, A.A.-BolD, A.A.-BoMSEs in collaboration with sub-city and woreda).

-Operational manuals are developed.
+Trainings are provided for at least 80% of the staff members relevant to
* Qualification system for MSMEs counselors and MSMEs consultants is
prepared and tested.

+ Operational manuals
+Training reports
* Qualification system

3. The capacity of staff at sub-city and woreda to support MSMEs is strengthened. (sub-cities and woredas).

Annual number of enterprises supported by MSMEs counselors in target
woredas and sub-cities is XX (base is current number)

More than XX MSMEs counselors in target woredas and sub-cities pass
the exam and are registered as MSMEs counselors.

* Work record of sub-cities and woredas

Business environment surrounding Ethiopian
MSMESs does not drastically change.

Neither Ethiopian counterparts nor developed
trainers resign.

Activities

Inpu

ts

Important Assumption

1-1FeSMMIDA and FeUJCFSA analyze the situation and challenges of MSMEs.

1-2FeSMMIDA and FEUJCFSA develop strategic plan to support MSMEs and short & medium term action
plan inc. overall framework on BDS provision for MSMEs’ support (setting BDS menu, level, identifying BDSPs
including private sector).

1-3 FeSMMIDA and FeUJCFSA disseminate the strategic plan to relevant organizations.

2-1 Utilizing outputs from 1-2, FeSMMIDA and FeUJCFSA, A.A-Bol, A.A-BoMSEs develop BDS provision
model for MSMEs by MSMEs counselors.

2-2 FeSMMIDA and FeUJCFSA in collaboration with A.A.-BolD and A.A.-BoMSEs prepare training curriculum
and materials such as (1)Business matching opportunities, etc.(2MSMEs counseling with basic diagnosis tools,
(3) Preparation of MSMEs support plan, (4)Guiding to BDSPs based on (3) and BDSPs network based on 2-1,
for staff at Woreda and Sub-city (to be MSME counselors).

2-3 FeSMMIDA and FeUJCFSA, A.A-BolD, A.A.-BoMSEs conduct trainings for staffs of model City/sub-
city/OSSC (and BDSPs.), based on 2-2, inc. certifying the staff to be MSME counselors.

2-4 FeSMMIDA in collaboration with FeUJCFSA prepare the concept framework on accreditation system for
MSMEs Consultants inc. defining required skills, identifying potential BDSPs, planning necessary trainings, etc.
2-5 Based on 2-4, FeSMMIDA in collaboration with FeUJCFSA facilitate necessary trainings and trial tests for
potential BDSPs to be MSMEs Consultants.

2-6 FeSMMIDA and FeUJCFSA strengthen BDS provision M&E system inc. assessing impact of BDS on
MSMEs and Promotion system to MSMEs in Ethiopia.

2-7 FeSMMIDA and FeUJCFSA facilitate BDSPs Network meeting regularly to share MSMEs information & the
information on sector trend.

2-8 FeSMMIDA and FeUJCFSA promote innovative entrepreneurs, and design the structure of the financial
mechanism,

2-9 FeSMMIDA, FeUJCFSA, A.A.-BolD, and A.A.-BoMSEs facilitate the intensive supports including KAIZEN
and/or other types of BDS to selected enterprises (Hand Holding).

3-1 Selected staff of sub-city and woreda receive trainings on MSMEs counselling, and (1)Business matching
opportunities, etc. (2)MSMEs counseling with basic diagnosis tools, (3)Preparation of MSMEs support
plan,(4)Guiding to BDSPs based on (3)and BDSPs networking.

3-2 Staff of sub-city and woreda conduct Business Matching and Transformation Awareness Seminars and
finalize target MSMEs. (Special attention to business owned by women).

3-3. Staff of sub-city and woreda provide counseling to MSMEs with Basic Diagnosis tools to identify the gaps
of business development, prepare service provision plan and connect BDSPs to target MSMEs through OJT.

3-4 Staff of sub-city and woreda take exam for certification of MSMEs counselors.

Ethiopian Side
1)Counterpart and Administrative Personnel
+ Project Directors (Director General of FeSMMIDA and FeUJCFSA)
+ Project Managers (Directors of Entrepreneur Dev. Department,
FeSMMIDA and Director of Enterprise Dev. Department, FeUJCFSA)

-Deputy Project Managers (Heads of BolD and BoOMSEs)

2)Facilities (office space and training venues)
3)Available data and information related to the Project
[4)Recurrent costs

5)Cost of project activities
necessary cost for the implementation of the Project

Japanese Side

[Japanese Side

1) Japanese Experts (JICA Experts)

1-1) Long-term expert:

- Chief advisor

+Project Coordinator /Entrepreneurship support

1-2) Consultant:

+Chief consultant/ MSMEs policy & entrepreneurship support (1)
-Deputy chief consultant/ MSMEs policy & entrepreneurship support (2)
-Establishment and Strengthening BDS provision system for MSMEs
*Human Resource development on BDS provision for MSMEs (1)
*Human Resource development on BDS provision for MSMEs (2)
-Human Resource development on BDS provision for MSMEs (3)
-Support on women's entrepreneurship support /Project Coordinator

2) Counterpart training in Japan and third country

3) Basic equipment necessary for implementation of the Project

4) Three vehicles.

5) Cost of Project activities: n ar
the Project

cost for the i ion of

Pre-Conditions

1.FeSMMIDA, FeUJCFSA secure budget and
human resources necessary to implement MSMEs|
support activities.

2.The Strategy and Policy Actions for Supporting
MSMEs" are approved by Ethiopian government.

g

<Issues and countermeasures>
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Project Title: Project on
Period of Project: from
Addis Ababa Cit

Services (BDS)
2022 (Four (4) years)

Dev: for Enterprise Growth

2018to

Project

Version 2.0
Dated June 14,2021

Narrative Summary

Objectively Verifiable Indicators

Means of Verification

Important Assumption

Overall Goal

Ethiopian MSMEs receive high quality BDS provided through BDSPs(*1) network and its' business are enhanced
(both in target woreda and other areas)

(*1)BDSPs: Business Development Services Providers are which FeSMMIPA and JOBFSA collaborate which
providing BDS.

* The organized implementation set-up for BDS provision is scaled up to
national level.

+ The graduation rates from micro to small and from small to medium are
accelerated.

* National implementation set-up for BDS provision
* MSEs annual statistics

Project Purpose

Ethiopian MSMES receive high quality BDS through BDSPs network in target areas.

* At least 50% of the MSMEs provided with BDS record positive business
results (e.g. increase of capital).

+ At least 80 % of the MSMEs provided with BDS are satisfied with the
services.

+ M&E data

- Satisfaction survey

1.Governmental policy on MSMEs promotion is
not changed.

2. Bthiopian Government continuously provides
budget to support MSMEs.

Outputs

1.The capacity of FeSMMIPA and JOBFSA to develop strategic plan for MSMES support is strengthened
(FeSMMIPA and JOBFSA).

2.[mplementation set-up for BDS provision in collaboration with BDSPs is developed and operated.
(FeSMMIPA and JOBFSA, A.A.-BolD, A.A.-BoJCED in collaboration with sub-city and woreda).

3. The capacity of staff at sub-city and woreda to support MSMEs is strengthened. (sub-cities and woredas).

- Strategic Plan for MSMES support is developed by FeSMMIPA and
JOBFSA and approved by the authorized parties.
- Operational manuals are developed.

+ Trainings are provided for at least 80% of the staff members relevant to|
BDS in the targeted sub-cities and woredas.

+ Approval of the Strategic Plan

- Operational manuals

« Training reports

* Qualification system for MSMEs and MSMEs is |+ Qt system
prepared and tested.
|Annual number of enterpri: by MSMEs in target

woredas and sub-cities is XX (base is current number)

More than XX MSMEs counselors in target woredas and sub-cities pass
the exam and are registered as MSMES counselors.

* Work record of sub-cities and woredas

Business environment surrounding Ethiopian
MSMEs does not drastically change.

Neither Ethiopian counterparts nor developed
trainers resign.

Activities

Inpu

ts

Important Assumption

1-1 FeSMMIPA and JOBFSA analyze the situation and challenges of MSMEs.

1-2 FeSMMIPA and JOBFSA develop strategic plan to support MSMEs and short & medium term action plan inc.
overall framework on BDS provision for MSMES’ support (setting BDS menu, level, identifying BDSPs including
private sector).

1-3 FeSMMIPA and JOBFSA disseminate the strategic plan to relevant organizations.

2-1 Utilizing outputs from 1-2, FeSMMIPA and JOBFSA, A.A-BolD, A.A-BoJCED develop BDS provision model
for MSMEs by MSMEs counselors.

2-2 FeSMMIPA and JOBFSA in collaboration with A.A.-BolD and A.A.-BoJCED prepare training curriculum and
materials such as (1)Business matching opportunities, etc.(2)MSMEs counseling with basic diagnosis tools, (3)
Preparation of MSMEs support plan, (4)Guiding to BDSPs based on (3) and BDSPs network based on 2-1, for
staff at Woreda and Sub-city (to be MSME counselors).

2-3 FeSMMIPA and JOBFSA, A.A-BolD, A.A.-BoJCED conduct trainings for staffs of model City/sub-city/OSSC
(and BDSPs.), based on 2-2, inc. certifying the staff to be MSME counselors.

2-4 FeSMMIPA in collaboration with JOBFSA prepare the concept framework on accreditation system for
MSMEs Consultants inc. defining required skills, identifying potential BDSPs, planning necessary trainings, etc.

2-5 Based on 2-4, FeSMMIPA in collaboration with JOBFSA facilitate necessary trainings and trial tests for
potential BDSPs to be MSMEs Consultants.

2-6 FeSMMIPA and JOBFSA strengthen BDS provision M&E system inc. assessing impact of BDS on MSMEs
and Promotion system to MSMEs in Ethiopia.

2-7 FeSMMIPA and JOBFSA facilitate BDSPs Network meeting regularly to share MSMES information & the
information on sector trend.

2-8 FeSMMIPA and JOBFSA promote innovative entrepreneurs, and design the structure of the financial
mechanism.

2-9 FeSMMIPA, JOBFSA, A.A.-BolD, and A.A.-BoJCED facilitate the intensive supports including KAIZEN
and/or other types of BDS to selected enterprises (Hand Holding).

3-1 Selected staff of sub-city and woreda receive trainings on MSMEs counselling, and (1)Business matching
opportunities, etc. (2)MSMES counseling with basic diagnosis tools, (3)Preparation of MSMES support
plan,(4)Guiding to BDSPs based on (3)and BDSPs networking.

3-2 Staff of sub-city and woreda conduct Business Matching and Transformation Awareness Seminars and
finalize target MSMEs. (Special attention to business owned by women).

3-3. Staff of sub-city and woreda provide counseling to MSMEs with Basic Diagnosis tools to identify the gaps of
business development, prepare service provision plan and connect BDSPs to target MSMEs through OJT.

3-4 Staff of sub-city and woreda take exam for certification of MSMEs counselors.

Ethiopian Side

1)C part and
- Project Directors (Director General of FeSMMIPA and JOBFSA)
- Project Managers (Directors of Entrepreneur Dev. Department,
FeSMMIPA and Director of Enterprise Dev. Department, JOBFSA)
- Deputy Project Managers (Heads of BolD and BoJCED)

2)Facilities (office space and training venues)

3)Available data and information related to the Project

4)Recurrent costs

5)Cost of project activities

necessary cost for the implementation of the Project

Japanese Side

Japanese Side

1) Japanese Experts (JICA Experts)

1-1) Long-term expert:

*Chief advisor

Project Coordinator /Entrepreneurship support

1-2) Consultant:

- Chief consultant/ MSMEs policy & entrepreneurship support (1)

- Deputy chief consultant/ MSMEs policy & entrepreneurship support (2)
-Establishment and Strengthening BDS provision system for MSMEs
~Human Resource development on BDS provision for MSMEs (1)
~Human Resource development on BDS provision for MSMEs (2)
~Human Resource development on BDS provision for MSMEs (3)
-Support on women’s ip support /Project C i

2) Counterpart training in Japan and third country
3) Basic i n ary for i i
4) Three vehicles.

of the Project

5) Cost of Project activities: necessary cost for the implementation of
the Project

Pre-Conditions

1.FeSMMIPA, JOBFSA secure budget and human
resources necessary to implement MSMEs
support activities.

2.The Strategy and Policy Actions for Supporting
MSMES" are approved by Ethiopian government.

g

<Issues and countermeasures>
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Project Title: Project on Business D Services (BDS) for Enterprise Growth

Version 3.0

Period of Project: from 20180 2022 (Four (4) vears)
Project Site: Addis Ababa Cit Dated 16,2021
Narrative Summary Objectively Verifiable Indicators Means of Verification Important

Overall Goal

Ethiopian MSMES receive high quality BDS provided through BDSPs(*1) network and its' business are enhanced
(both in target woreda and other areas)

(*1)BDSPs: Business Development Services Providers are which FeSMMIPA and JOBFSA collaborate which
providing BDS.

 The organized implementation set-up for BDS provision is scaled up to
national level.

 The graduation rates from micro to small and from small to medium are
accelerated.

+ National implementation set-up for BDS provision
* MSEs annual statistics

Project Purpose

Ethiopian MSMESs receive high quality BDS through BDSPs network in target areas.

* At least 50% of the MSMEs provided with BDS record positive business
results (e.g. increase of capital).

- At least 80 % of the MSMES provided with BDS are satisfied with the
services

* M&E data

- Satisfaction survey

1.Governmental policy on MSMES promotion is
not changed

2. Ethiopian Government continuously provides
budget to support MSMES.

Outputs

1.The capacity of FeSMMIPA and JOBFSA to develop strategic plan for MSMES support is strengthened
(FESMMIPA and JOBFSA).

2.Implementation set-up for BDS provision in collaboration with BDSPs is developed and operated.
(FESMMIPA and JOBFSA, A.A.-BolD, A.A.-BoJCED in collaboration with sub-city and woreda).

3. The capacity of staff at sub-city and woreda to support MSMES is strengthened. (sub-cities and woredas).

- Strategic Plan for MSMEs support is developed by FeSMMIPA and|
JOBFSA and approved by the authorized parties
- Operational manuals are developed.

* Trainings are provided for at least 80% of the staff members relevant to|
BDS in the targeted sub-cities and woredas.
and MSMEs is

- Approval of the Strategic Plan

- Operational manuals

 Training reports

-Q ion system

 Qualification system for MSMEs
prepared and tested.

|Annual number of enterprises supported by MSMES counselors in target
woredas and sub-cities is 210 (base is current number)

More than 70 MSMES counselors in target woredas and sub-cities pass
the exam and are registered as MSMES counselors.

* Work record of sub-cities and woredas

Business environment surrounding Ethiopian
MSMEs does not drastically change.

Neither Ethiopian counterparts nor developed
trainers resign.

Activities

inpu

ts

Important

1-1 FeSMMIPA and JOBFSA analyze the situation and challenges of MSMES.

1-2 FeSMMIPA and JOBFSA develop strategic plan to support MSMES and short & medium term action plan inc.
overall framework on BDS provision for MSMES' support (setting BDS menu, level, identifying BDSPs including
private sector).

1-3 FeSMMIPA and JOBFSA disseminate the strategic plan to relevant organizations.
2-1 Utilizing outputs from 1-2, FeSMMIPA and JOBFSA, A.A-BolD, A.A-BoJCED develop BDS provision model
for MSMES by MSMEs counselors.

2-2 FeSMMIPA and JOBFSA in collaboration with A.A.-BolD and A.A.-BoJCED prepare training curriculum and
materials such as (1)Business matching opportunities, etc.(2)MSMEs counseling with basic diagnosis tools, (3)
Preparation of MSMEs support plan, (4)Guiding to BDSPs based on (3) and BDSPs network based on 2-1, for
staff at Woreda and Sub-city (to be MSME counselors).

2-3 FeSMMIPA and JOBFSA, A.A-BoID, A.A.-BoJCED conduct trainings for staffs of model City/sub-city/OSSC
(and BDSPs.), based on 2-2, inc. certifying the staff to be MSME counselors.

2-4 FeSMMIPA in collaboration with JOBFSA prepare the concept framework on accreditation system for
MSMESs Consultants inc. defining required skills, identifying potential BDSPs, planning necessary trainings, etc.

2-5 Based on 2-4, FeSMMIPA in collaboration with JOBFSA facilitate necessary trainings and trial tests for
potential BDSPs to be MSMEs Consultants.

2-6 FeSMMIPA and JOBFSA strengthen BDS provision M&E system inc. assessing impact of BDS on MSMEs
and Promotion system to MSMES in Ethiopia.

2-7 FeSMMIPA and JOBFSA facilitate BDSPs Network meeting regularly to share MSMES information & the
information on sector trend.

2-8 FeSMMIPA and JOBFSA promote innovative entrepreneurs, and design the structure of the financial
mechanism

2-9 FeSMMIPA, JOBFSA, A.A.-BolD, and A.A.-BoJCED facilitate the intensive supports including KAIZEN
and/or other types of BDS to selected enterprises (Hand Holding).

3-1 Selected staff of sub-city and woreda receive trainings on MSMEs counselling, and (1)Business matching
opportunities, etc. (2)MSMES counseling with basic diagnosis tools, (3)Preparation of MSMES support
plan,(4)Guiding to BDSPs based on (3)and BDSPs networking.

3-2 Staff of sub-city and woreda conduct Business Matching and Transformation Awareness Seminars and
finalize target MSMES. (Special attention to business owned by women).

3-3. Staff of sub-city and woreda provide counseling to MSMES with Basic Diagnosis tools to identify the gaps of
business development, prepare service provision plan and connect BDSPS to target MSMES through OJT.

3-4 Staff of sub-city and woreda take exam for certification of MSMEs counselors.

Ethiopian Side

1)Counterpart and Administrative Personnel

- Project Directors (Director General of FeSMMIPA and JOBFSA)
 Project Managers (Directors of Entrepreneur Dev. Department,
FeSMMIPA and Director of Enterprise Dev. Department, JOBFSA)
- Deputy Project Managers (Heads of BolD and BoJCED)

2)Facilties (office space and training venues)

3)Available data and information related to the Project

4)Recurrent costs
5)Cost of project activities

necessary cost for the implementation of the Project

Japanese Side

| Japanese Side

1) Japanese Experts (JICA Experts)

1-1) Long-term expert:

« Chief advisor

+Project Coordinator /Entrepreneurship support
1-2) Consultant:

= Chief

MSMESs policy &

support (1)

~Deputy chief consultant/ MSMES policy & entrepreneurship support (2)
+Establishment and Strengthening BDS provision system for MSMEs
+Human Resource development on BDS provision for MSMES (1)
-Human Resource development on BDS provision for MSMES (2)
+Human Resource development on BDS provision for MSMES (3)
+Support on women's entrepreneurship support /Project Coordinator

2) Counterpart training in Japan and third country

3) Basic equipment necessary for implementation of the Project

4) Three vehicles.

5) Cost of Project activities: necessary cost for the implementation of

the Project

Pre-Conditions

1.FeSMMIPA, JOBFSA secure budget and human
resources necessary to implement MSMEs
support activities.

2.The Strategy and Policy Actions for Supporting
MSMEs" are approved by Ethiopian government.

g

<Issues and countermeasures>
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Project Title: Project on Business Development Services (BDS) for Enterprise Growth
Period of Project: from 2018 to March, 2023 (Four and a half (4.5) years)
Project Site: Addis Ababa Cit

Version 4

Dated 29,2022

Means of Verification

important

Narrative Summary

Objectively Verifiable Indicators

Overall Goal

Ethiopian MSMESs receive high quality BDS provided through BDSPs(*1) network and its’ business are enhanced
(both in target woreda and other areas)

(“1)BDSPs: Business Development Services Providers are which MoL.S, EDI and EED collaborate which
providing BDS.

+ The organized implementation set-up for BDS provision is scaled up to
national level.

* The graduation rates from micro to small and from small to medium are
accelerated.

+ National implementation set-up for BDS provision
* MSEs annual statistics

Project Purpose

Ethiopian MSMEs receive high quality BDS through BDSPs network in target areas.

* At least 50% of the MSMEs provided with BDS record positive business
results (e.g. increase of capital)
* At least 80 % of the MSMEs provided with BDS are satisfied with the

services.

* M&E data

- Satisfaction survey

1.Governmental policy on MSMEs promotion is
not changed.

2.Bthiopian Government continuously provides
budget to support MSMES.

Outputs

1.The capacity of MoLS, EDI and EED to develop strategic plan for MSMEs support is strengthened (MoLS, EDI
and EED).

2.[hplementation set-up for BDS provision in collaboration with BDSPs is developed and operated.
(MoLS, EDI, EED and A.A.-BoLEID in collaboration with sub-city and woreda).

3. The capacity of staff at sub-city and woreda to support MSMES is strengthened. (sub-cities and woredas).

- Strategic Plan for MSMEs support is developed by MoLS, EDI and EED
approved by the authorized parties.

- Operational manuals are developed.
+ Trainings are provided for at least 80% of the staff members relevant to
BDS in the targeted sub-cities and woredas.

- Qualification system for MSMEs and MSMEs is

- Approval of the Strategic Plan

- Operational manuals

 Training reports

- Qualification system

prepared and tested.
Annual number of enterprises supported by MSMEs counselors in target
woredas and sub-cities is 210 (base is current number)

More than 70 MSMES counselors in target woredas and sub-cities pass
the exam and are registered as MSMES counselors.

* Work record of sub-cities and woredas

Business environment surrounding Ethiopian
MSMEs does not drastically change.

Neither Ethiopian counterparts nor developed
trainers resign.

Activities

Inpui

ts

Important Assumption

1-1 MoLS, EDI and EED analyze the situation and challenges of MSMEs.

1-2 MoLS, EDI and EED develop strategic plan to support MSMEs and short & medium term action plan inc.
overall framework on BDS provision for MSMES’ support (setting BDS menu, level, identifying BDSPs including
private sector).

1-3 MoLS, EDI and EED disseminate the strategic plan to relevant organizations

2-1 Utilizing outputs from 1-2, MoLS, EDI and EED, A.A-BoLEID develop BDS provision model for MSMEs by
MSMEs counselors.

2-2 MoLS, EDI and EED in collaboration with A.A.-BoLEID prepare training curriculum and materials such as
(1)Business matching opportunities, etc.(2)MSMEs counseling with basic diagnosis tools, (3) Preparation of
MSMEs support plan, (4)Guiding to BDSPs based on (3) and BDSPs network based on 2-1, for staff at Woreda
and Sub-city (to be MSME counselors).

2-3 MoLS, EDI and A.A-BoLEID conduct trainings for staffs of model City/sub-city/OSSC (and BDSPs.), based
on 2-2, inc. certifying the staff to be MSME counselors

2-4 MoLS in collaboration with EDI prepare the concept framework on accreditation system for MSMEs
Consultants inc. defining required skills, identifying potential BDSPs, planning necessary trainings, etc.

2-5 Based on 2-4, MoLS in collaboration with EDI facilitate necessary trainings and trial tests for potential BDSPs
to be MSMEs Consultants.

2-6 MoLS, EDI and EED strengthen BDS provision M&E system inc. assessing impact of BDS on MSMEs and
Promotion system to MSMEs in Ethiopia.

2-7 MoLS, EDI and EED facilitate BDSPs Network meeting regularly to share MSMEs information & the
information on sector trend.

2-8 MoLS, EDI and EED promote innovative entrepreneurs, and design the structure of the financial mechanism.
2-9 MoL S, EDI, EED and A.A.-BoLEID facilitate the intensive supports including KAIZEN and/or other types of
BDS to selected enterprises (Hand Holding).

3-1 Selected staff of sub-city and woreda receive trainings on MSMEs counselling, and (1)Business matching
ies, etc. (2MSMEs ing with basic diagnosis tools, (3)Preparation of MSMEs support
plan,(4)Guiding to BDSPs based on (3)and BDSPs networking.

3-2 Staff of sub-city and woreda conduct Business Matching and Transformation Awareness Seminars and
finalize target MSMESs. (Special attention to business owned by women)

3-3. Staff of sub-city and woreda provide counseling to MSMEs with Basic Diagnosis tools to identify the gaps of
business development, prepare service provision plan and connect BDSPs to target MSMES through OJT.

3-4 Staff of sub-city and woreda take exam for certification of MSMEs counselors.

Ethiopian Side

1)Counterpart and Administrative Personnel

- Project Directors (State Minister of MoLS, CEO of EDI and Director
General of EED)

- Project Managers (Director of Enterprise Dev. Department, MoLS,
BDS Manager of EDI and Director of Entrepreneurship Dev.
Department, EED)

- Deputy Project Managers (Director of Enterprise Support of BoLEID)

2)Facilities (office space and training venues)
3)Available data and information related to the Project
4)Recurrent costs

5)Cost of project activities

necessary cost for the implementation of the Project

Japaneses Side

1) Japanese Experts (JICA Experts)
1-1) Long-term expert:

* Chief advisor

- Project Coordinator /Entrepreneurship support
1-2) Consultant:

- Chief consultant/ MSMEs policy & entrepreneurship support (1)

- Deputy chief consultant/ MSMES policy & entrepreneurship support
@)

- Establishment and Strengthening BDS provision system for MSMEs

+ Human Resource development on BDS provision for MSMES (1)

+ Human Resource development on BDS provision for MSMES (2)

+ Human Resource development on BDS provision for MSMEs (3)

+ Human Resource development on BDS provision for MSMES (4)

- Support on women'’s entrepreneurship support /Project Coordinator
2) Counterpart training in Japan and third country
3) Basic i ry for i i
4) Three vehicles.

5) Cost of Project activities: necessary cost for the implementation of
the Project

of the Project

Pre-Conditions

1.MoLS, EDI and EED secure budget and human
resources necessary to implement MSMEs
support activities.

2.The Strategy and Policy Actions for Supporting
MSMEs" are approved by Ethiopian government.

g

<Issues and countermeasures>
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Educational Material

MSME counselors fostering and
Certification system

Nov 2022

> Theme 0 What is a MSME counselor? ............... p3
%» Theme 1 Industrial Operation Analysis ............... p7
I~ Theme 2 Financial analysis..................ccceeeeunee. p22
Theme 3 MSME business situations in Ethiopia....p57

Table of

Theme 4 How to apply “Quick Diagnostic Tool”.....p69

contents

J Theme 5 Counseling under BDS provision system..p106
2 Theme 6 Possible advices by MSME counselors....p115
Theme 7 BDS recommended by MSME counselors..p132
Theme 8 Case study.........ccovnenininiiniinininneen. p147
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What is a

Theme 0. | vsme

counselor?

What is a MSME counselor?

This training is for potential MSME counselors to become a “certified” counselor. The
candidates must take a training from the master counselor and pass the test.

Co,
ngratu/a tions)
e )l W e )

rain
Project Experts Master Trainers / Counselors

Theoretical
Training :

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project

Certified counselor
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What is a MSME counselor?

MSME counselors will provide a quick diagnosis for the MSMEs to facilitate appropriate
BDS (Business Development Service). MSME counselors must work closely with MSME
consultants who provide solutions that contribute to MSMESs’ growth.

\
Acceptance of : . : Selection Monitoring & Sharing good
kd
inquiries > Quick daghisis of suitable BDS> Evaluation > practices
Quick oo Option 1:
diagnostic tool Direct support /
s Counselors
S

—————————————————————————— el ————————————— -

\ 4

Option 2: MSME . e
%g:;ultams Public and Private consull;ants
such as EDI, TVET, Consulting

Consultants Firms, Financial institutions, etc.

Copyright{C)J nternational Cooperation Agency (JICA)

MSME

o
- ———— -

Business Development Service (BDS) Project

What is a MSME counselor?

The purpose of this training is for MSME counselors to be able to use the quick
diagnostic tool to understand MSMESs’ business conditions and connect the enterprises
to appropriate BDS (Business Development Service). Diagnosis Steps

Input enterprise information

Get diagnosis results, detect

problems and share it with the
enterprise

utilizing the Tool on a tablet.

Diagnosis can be made not only at
their office, but also at MSMEs by

Discuss with MSME owners how

to grow his/her enterprise
18T

BDS based on the

diagnosis can increase
MSME's satisfaction!

Suggest BDS that can solve
problems/support the growth of
the enterprise 6

Copyright (C) Japar

v (JIQA)
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Industrial

Theme 1. | operation

analysis

Industrial Operation Style: Case 1

Yosef began his leather product company 2
years ago. He only makes products when his
clients ask him to make specific ones for
them. Because of this, he must always teach
his employee new skills, and can only
procure raw materials after his clients place
their orders.

@@ What is the advantage of this operation style?

€)2 What is the disadvantage of this operation style? s

@)3 What is this operation style called?

Copyright (C) Japan International Cooperation Agency
Business Development Service (BDS) Project il
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Industrial Operation Style (1)
Production from orders (make-to-order: MTO)

Yosef’s operation style is called “production from orders” or MTO, where the production
starts after receiving the orders from clients.

&’: 5
A =

Receive orders Produce according to orders Deliver the products

Advantage \ The company need not hold finished products stocks. This contributes
&) to efficient use of the company’s cash.

Disadvantage The company must change their operation based on the clients’
® orders (cannot standardize operation). This may complicate

management and procurementof raw materials.

Industrial Operation Style: Case 2

Hanna runs a small injera making business.
She only makes one kind of injera: white
injera. She knows that there will always be
unexpected customers dropping by to buy
her injera. Because of this, she doesn’t
take orders from her clients beforehand,
but produces 1,000 injeras every single day.

@@ What is the advantage of this operation style?

2 What is the disadvantage of this operation style?

@3 What is this operation style called?

Copyright (C) Japan International Cooperation Agency (JICA) 10
Business Development Service (BDS) Project
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Industrial Operation Style (2)
Production as stock (make-to-stock: MTS)

Hanna’s operation style is called “Production as stock” or MTS, where the production

starts before receiving orders from clients based the company’s estimate and sales plan.

a -
M’O

- -

"m

ey

Produce

)
)

Advantage

Dlsadvantage

Keep the products as stock

The company can produce products based on their own plan. This may
increase efficiency because it saves cost and time spent on production.

Receive orders

'\R

fol

Deliver the products

The company can have excess inventory or stock shortage when
their sales forecast does not match with their clients’ demand. This

may generate loss’ of sales opp@rtumtles or cash shortages.

11

Comparison between MTO and MTS

) Jar nternational Cooperation Ager

104

MTO (Production from Orders) MTS (Production as stock)
Products Usually, the company must Usually, the company repeatedly
make different products makes same products,
every time, because because the products are
each client have standardized based on
different requests. the company’s plan.
Like Yosef! i Like Hanna!
Keys to good |« Production process + Sales forecast and sales
management| management (meeting planning
deadlines) + Finished products inventory
* Procurement / raw material management (to balance
inventory management production, sales, and inventory)




Variety of products

High Variety of Products | Limited Variety of Products

Variety of
products

» Can simplify the company’s operation
and reduce operational costs.

Advantages Can attend to different client needs.

» Can complicate production and
Disadvantages inventory management. This can
increase operational costs.

* Can't attend to clients with different
needs.

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project

Let’'s advise a MSME on its operation style!

’ Your task is to support the MSME by analyzing and giving advice on its operation style.
Exercise 1 = 2
What advice would you give?

[ Aluminum prOdUCt J Current
manufacturing company

era making ,
MU OvVe

MTO (Production from order)

Inj

What

recommendation
should | give?

AN

Copyright (C) Japan International CooperatfoffAgency (JICA)

Aluminum plates

Business Development Service (BDS) Project
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Let’'s advise a MSME on its operation style!

Exercise 1

Aluminum product
manufacturing company

Injera making
aluminum oven

What advice would you give?

1

MTO for high value-
added products

Your task is to support the MSME by analyzing and giving advice on its operation style.

Mixed Style

MTS for standard
products

Aluminum plates

Copyright (C) Japan Internatio|

Business Developmen

[f all products are MTS,
may increase inventory
and tighten cashflow.
You may recommend
the company to follow
MTO for only high
value added products
(like Injera making

oven): - orod as)

5 Cf
,(,\dmgﬁ‘w Agency (/ICA)
Service (BDS) Project

If all products are MTO,
may miss sales
opportunity due to long
delivery time. You may
recommend the
company to produce
products (like the
plates) before orders

are made. e
Low price produ

Regular clients vs new clients : Case

Dama bakery’s clients are 70% new
clients who come to the store once but
never come back afterwards. Although
the bakery’s sales was stable, it was
advised by the MSME Consultant to
increase regular clients.

@3 What should the bakery be, careful about when. regular clients do increase? 1

Business Development Service (BDS) Project
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Regular clients vs new clients : Case

When regular clients increase...

» Because the company is familiar with the
clients’ needs, production planning and
management is easier.

Advantages |+ Because the company can predict how

many clients’ will buy which product, sales

forecast becomes easier, and sales can
become stable.

» The company may pay less attention to
Disadvantages | new clients. This can limit the company’s
future growth.

t (C) Japan International Coopera
Busine

Important issues for the operation of
commercial and service businesses (1):
Location

Bakery Bakery Bakery

i da 6 a6 Js

If the business is located near those in the
same sector, the competition may be too
high, and all the business may see drop in
sales.

Dress

If the business is located near others that
can together meet the customer’s needs,
the sales may increase. For example, a
customer who bought a party dress, may

buy a necklace that goes with the dress.
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Important issues for the operation of
commercial and service businesses (2):
Merchandising

A retail shop should have enough variety and volume of articles to satisfy consumers’ needs.

AiskARRARARA

ngh variety of artlcles Low variety of artlcles

AIthough the MSME may be able to keep

operational cost low, attracting customers

may be an issue, and sales may decrease.
Selling articles that meet the customers’

var|9us needs may be effective.

COpyrignt (C) Japan MTernational COope
Business Development Service (BDS) Project

Inventory management may be complicated,
which may cause an increase in
operational costs. It is important to define

the core products by analyzing regular
customers’ preferences.

19

Let’'s advise a MSME on its operation!

’ Your task is to support the MSME by analyzing and giving advice on its operation.
Exercise 2 = 2
What advice would you give?

Situated next to 3 other barber shops

[ Barber Shop J

Only provide haircuts for men

What
recommendation
should | give?

Copyright (C) Japan International Cooperatiorf s
BLsme Development Service (BDS) Project
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Let’'s advise a MSME on its operation!

. Your task is to support the MSME by analyzing and giving advice on its operation.
Exercise 2 " "
What advice would you give?

S5« ) Relocate near a game shop

vi 3

r‘ ﬁ

Sittnce) Provide haircuts for kids also

g N

Customers may ¢ oose the barber
because they can have their fgmg%}gg]{qmm%§Qgg,\lpggggg§e both men and kids can

Customers may choose the barber shop

friends walit at a nearby game Development service (205) Proect. — USE the services

Theme 2. |50
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Background knowledge for financial analysis

@@ How do we prepare a Income Statement?

()2 What is a Income Statement for? Why is it important?

Net sales
(Revenue)

Gross profit
(Gross margin)

Cost of sales
(Cost of goods sold
(CGOS))

Operating profit
(Operating income)

Tax

Net profit

Financial cost

Profit before tax

Administrative costs
(Operating expenses)

Background knowledge for financial analysis

Income Statement

Net sales

(Revenue)

Cost of sales |

e ¥

(Cost of goods
sold (CGOS))

The “Income Statement” is important

because it shows the profitability of the

company within a fixed period of time.

Gross profit

(Gross margin)

Administrative
costs
(Operating
expenses)

Operating
profit

(Operating
income)

Financial cost

Profit before
tax

Tax

Net profit

Business Development Ser

ht ((RapaninternationalCoop- rat
Y vice (BDS) Prc
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Background knowledge for financial analysis

‘ Net sales (Revenue) ‘

In the company’s e ‘ Cost of sales (Cost of goods sold (CGOS)) ‘ P
book account, the e
income statement can | Gross profit (Gross margin) ‘
be prepared as such (5]

o ‘ Administrative costs (Operating expenses) ‘ ﬁ

Operating profit (Operating income)

[BANK |
— | Financial cost Doke
[ I8
| Profit before tax ‘
- Tax

sk 2

bpyright (C) Japan International (F‘)é p Q ency (JICA)
Business Development Servrce?’g £ ﬁf

roject

Background knowledge for financial analysis
@) How do we prepare a Balance Sheet (B/S) ?

@)2 What is a Balance Sheet for? Why is it important?

Balance Sheet
vehicles inventory Assets Liabilities
- factory é-:c-:-;
- facilities ]
Ow (&% ===
cash BrsDs=

Z bills not paid bills not paid
loans by company

Equity

11




Background knowledge for financial analysis

Assets Liabilities
cash _ inventory bills not paid by
-~ Vehicles Erc@- loans COMPany (accounts
= "gv SRR avable
" ”3 y S %%‘9:.’ -
S| N BlsE=s
Ow & oesa
bills not paid by et
Factory clients (accounts Equit
facilities receivable) ool
profit / loss «S
. owner’s capital -

Assets = Liabilities + Equity

Business Development Service (BDS) Project

Background knowledge for financial analysis

Balance Sheet

Assets Liabilities The “Balance Sheet” is important
because it is a snapshot of the
state/position of health and safety of
What the the company.

What the company
company owes

A~

<

owns

“Income statement”
analysis may not be

Owner’s :
itv/ enough because it
equity/ doesn‘t tell whether

capital the company has
The left and _— enough cash.

right should
Copyright (C) Japan International Cooperation Agency (JICA) 28
always balance! Business Development Service (BDS) Project :
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Background knowledge for financial analysis

To make it easy to understand Balance Sheet, imagine starting a business.

To start a business, you may need to install a factory and equipment, and produce products which can
be sold. These things are valuable, in other words, they can turn into money. They are called Assets.
To procure assets, if you have enough money, you can use your own. But if you don’t have enough
money, you heed to borrow from a bank. These origins of money which are used for assets are called
Equity and Liabilities respectively. So you use equity or liabilities to procure assets, and therefore
assets always balances with the sum of equity and liabilities.

How assets

are operated

to generate
value

Assets ¢mm== Equity & Liabilities

3

v _

Start business

equipment Bﬁ{fg [_BHow assets

invento O0Ws
ry‘/ osmm

are produced

Main issues in financial analysis

Liquidity

Profitability,

‘v_\\é\/’ 7 :"9
Ry
RS
L‘-AQ;\.'I_I/(S/

Capital structure L[LXI3

Efficiency

U4l
uaeam

T o

Business Deve

g

It shows the company’s cashflow situation.
If liquidity is low, the company may run out
of cash.

It shows the extent to which the company
generates profits. If profitability is low, the
company may experience losses.

It shows how the company finances its
operations. If the capital structure is weak,
the company may fail to repay the money
it owes.

It shows the extent to which the company
uses its resources wisely. If the efficiency
is low, it may be wasting its resources.

>pment Service (BDS) Prc
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%,/1&

Indicators related to liquidity ( )=\

@@ What are some of the indicators to measure the liquidity of a company?

— Current Quick
Turnover . ;
: Ratio Ratio
Ratio
Indicators related to liquidity (1) ¥’ ) Rz
Cash Turnover Ratio B’ e’

Such as, cash at hand and at accounts

The company needs
pany
Cash Cash enough cash to be
TU rnover= D able to cover
- payments for raw
i SaleS per month material, employees’
Ratio ?

salary, and so on.
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Indicators related to liquidity (2) S

i —
Current Ratio N
PSS, .i.‘:_;.i..‘.
/4 " / A=EEN
B ErsDs

inventory, account receivables
The company needs

Current _ Total current assetg enough current assets
Ratio ~  Short term liabilities rrppetes e

short term liabilities.

=z
Such as, loans and accounts payable
to be returned within 12 months, .

Indicators related to liquidity (3) Rz
Quick Ratio Nes
e ~4
’/7 Similar to Current
Such as, cash at hand and at accounts, Ratio, the company
account receivables needs enough current
Total current assets - e

return short term

Quick _ inventory Dliabilities,

Ratio ~  Short term liabilities il

inventories don’t

[BANK] % sell quickly. This is
O04ds .
UBEEE why it subtracts
= ;
Such as, loans and accountpayables inventory.
to be returned-within-12-months vc
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Let’'s advise a MSME on its liquidity!

Eroan The company has the following information. What is the current ratio, the quick ratio, and
the cash turnover ratio? According to the figures, what advice would you give?

b

Cash at hand : 2,000 Birr

Cash at bank : 8,000 Birr

Loan (paid within 1 year) : 10,000 Birr
Loan (paid after 1 year) : 40,000 Birr
Inventory : 15,000 Birr

Vehicles : 10,000 Birr

Annual Sales : 120,000 Birr

Factory facilities: 50,000 Birr

Bills not paid by clients (Accounts receivable paid in 60 days) : 10,000 Birr
Bills not paid by company (Accounts payal:(:le r?aid in 30 days) : 15,000 Birr

Agency (JICA)
Business Development Service (BDS) Project

Copyright (C) Japan Internationa
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Homework

Let's advise a MSME on its liquidity!

Exarclss 3 The company has the following information. What is the current ratio, the quick ratio, and
the cash turnover ratio? According to the figures, what advice would you give?

Balance Sheet
Assets Liabilities

Total :
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Indicators related to profitability%:

@@ What are some of the indicators to measure the profitability of a company?

Profit margin Breakeven Point
ratio (BEP)

AN

Indicators related to profitability (1)
Profit margin ratios %-»

Income Statement

Cost of sales | 3

e ¥
(Cost of good-

sold (CGOS))

Net sales Administratix@;ﬁ

costs
(Revenue) (Operating #
Gross profit Sxbepsss) ST

Operating Financial cost | 428

(Gross margin) profit / @
Tax e

{@psrating Profit before
inoome tax Net proﬁt

Cqpyright ((Jlapaninternational Coopicration Ageney (ICA)
Business Development Service (BDS) Project

ut )
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Indicators related to profitability (1)
Profit margin ratios

Q Raw material costs

Tz Salary for employees on production (direct salary)
3 Cost of sales  |Cost for renting equipment for factory -
ﬁ (Gt it e il Purchase of small tools for factory (scissors, hammers, etc.) Variable
(cc?os» Fuel and lubricants for factory (Delivery cost of finished product) cost

Cost for repairing and maintaining equipment at factory

Other cost for the production in the factory

» Salary and benefits for business owners

D (S Salary for administrative staff (not on production) (indirect salary)

# Administrative |Cost for advertisement and promotion

expenses |Purchase of small tools for the office (stationery, PC software, etc.)
Cost for business trips and transportation, including fuel of cars
(Operating expenses)Cost for communication (telephone, Internet, etc.)

[BANK | [Other cost for operation in the office

N E Financial costs (payment of interest)

= O @ Tax
™ . Note: Some costs of sales cannot be-calculated into variable cost, therefere will be categorized as
fixed costs. For instance, renting space cost {shade:crblockpis @dixed cost.

Indicators related to Profitability (1
Profit margin ratios

\aria®'®
Cost of sales coS
/Cost of : : o i s
ool Gross profit margin measures profitability based

on variable cost.
If gross profit margin is decreasing, the company
may consider decreasing variable cost.

(CGOS)

Net sales
/ Revenue

et > Gross Profit Gross

/Gross margin -_— PrOﬂt
» Net Sales Margin
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Indicators related to Profitability (1
Profit margin ratios

yaria0'®

Cost of sales (;09»t
/Cost of
goods sold

(CGOS)

Net sales Administrative

/ Revenue costs /
Operating
expenses

Financial cost

N Net Profit

Net profit margin measures profitability
according to variable cost and fixed cost
because net profit does not include both costs.
If net profit margin is decreasing, the company
may consider decreasing variable cost and
fixed cost.

Net

Tax

/
Net profit

Net Sales

= Profit
Margin

Homework

Let's advise a MSME on its profitability!

Exercise 4

Income statement

The company presented income statements for the last 2 years. What is the profit
margin ratio? What advice would you give to the company?

*Tax rate is 10%

2010 (Birr) 2011 (Birr)

Net Sales 560,000 | | Net Sales 683,000
Raw material expense for production 100,000 | | Raw material expense for production 150,000
Internet expense for the office 10,000 | | Salary for workers at production line 270,000
Salary for secretary at the office 100,000 | | Purchase of stationary for the office 20,000
Salary for workers at production line 250,000 | | Payment of interest for bank loan 5,000
Payment of interest for bank loan 4,700 | | Delivery cost for finished good to clients 40,000
Delivery cost for finished goods to clients 28,000 | | Salary for secretary at the office 180,000
Total Assets 800,000 | | Total Assets 900,000

Japan Inter
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Indicators related to profitability (2)
Breakeven Point (BEP)

Breakeven point is the production level at which net s

injera do I
need to sell
to make
profit?

WVl

BEP must be
greater than O
to make profit

Total Expense

for a product equal its

Indicators related to profitability (2)
How do you calculate BEP?

BEP can be calculated with the following equation.

Units
Sold

Sales

Unit
Price

Cost of sales
(Cost of goods
sold (CGOS))

Administrative
costs

(Operating

expenses)

___________________

...................

Expense

Variable Cost

Fixed Cost

+

Sold

Units %

Unit
cost

The units should be the same

,,,,,, Service (BDS) Project
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Indicators related to profitability (2)

How do you calculate BEP?

Take an example of Hanna who makes injera. What would be her BEP?

*For simplicity, assume that financial cost and tax are 0.

; HOW n’;)an&"d Hhowkrjnuch How much in total is the : HOW n’;‘anylld Htcr)]w mug? is
Ganiper | | Teits monthly administrative | | N0 TS CHAKE: 68
month? sold for? EXRENESS, Tinanclal costs month? injera?
\ \ ’ \ \
Units Unit : Units Unit
. = Fixed Cost + X
Sold Price Sold cost
x X 6 Birr = -

10,000 Birr

Copyright (C) Japan International Cooperation Agency (JICA)

Business Development Service (BDS) Project

Indicators related to profitability (2)
How do you calculate BEP?

Breakeven point is the production level at which net sales for a product equal

expenses.
x X 6 Birr 10,000 Birr
x X 6 Birr — x X4Birr =

x X 2 Birr

X X
Il

121

1
10,000 Birr

10,000 Birr
10,000 Birr ~ 2

Hanna needs to sell

X X 4 Birr

X X 4Birr

5,000 injeras monthly

to breakeven!




Let’s calculate the BEP for an enterprise!

e The company mainly makes two kinds sweater. If it were to produce the same
e number of sweaters each, how many sweaters should it produce to break even?

*For simplicity, assume that financial cost and tax are 0.

Unit price: 400 Birr
Unit cost: 200 Birr Worker's salary:
30,000 Birr

Rent: 10,000 Birr A

>
S

|||‘i'n|-

Unit price: 500 Birr
Unit cost: 300 Birr

Copyright (C) Japan International Cooperation Agency (JICA) 47

o | - Reference
Let’s calculate the unit cost for an enterprise!

S Using the same equation, Hanna can determine how much should be her injera’s
bt unit cost. With the following information, how much can she spend on unit cost?

*For simplicity, assume that financial cost and tax are 0.

I sell my injera for 6 Birr each.
I can produce 20,000 injeras per month.
I spend 60,000 Birr on rent and worker’s salary every month.

How much should be my
variable cost and unit cost?

Copyright (C) Japan International Cooperation Agency (JICA) 18
Business Development Service (BDS) Project ‘
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Reference

Indicators related to capital structure ;::
=

@@ What are some of the indicators to measure the capital structure of a company?

Capital Times interest
Adequacy Ratio earned ratio
(CAR) (TIE)
sy "f?;’,fié?i;."c‘i,’f;‘ii’t‘éiiéhﬁéSr’;‘is nothave accessoloans }
Capital structure indicators (1) Lo
Capital adequacy ratio (CAR) =
Such as, own capital, s The company needs
Capita| retained earnings, etc. enough own property
] (equity) to be able to
adequacy Equ Ity cover for low profit or
ratio = Total " losses.
If CAR is low, the
(CAR) SRS company’s solvency

(ability to pay its
liabilities) is low.

h - o
Copyright (C) Japan Ir ional Cooperat
Busin pment Service ( (s
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Capital structure indicators (2) L

Times interest earned ratio (TIE) =

Profit before paying
Times Interest and tax

The company must

interest i i have enough profit to be
_ Operating proflt/ ek
earned - financial costs.

Financial cogt

ratio (TIE) If TIE is decreasing, the
company may be facing
O04E
ST bankruptcy.

. | =gs)
Such as interest paid to banks

51

Let’s advise a MSME on its capital structure!

Exercise 7 The company has the following information. What is its equity and bank interest?
What is its CAR and TIE? Based on the results, what advice would you give?

Balance Sheet 2011 end (Birr) Income Statement 2011 (Birr)
Assets Liabilities Net Sales 95,000
Cash: 5,000 Bank loan: 45,000 Cost of Sales / COGS 60.000
Inventory: 40,000 Bills not paid by Administrative costs 25,000
company (Accounts Payment of interest for bank loan 27?7
Factory facilities: payable): 5,000 Tax (10%) 460
20,000 Net Profit 4,140

Bills not paid by clients Equity
(Accounts receivable): o . e e
15,000 wner’s capital an

retained earnings: 22?2

124



Indicators related to efficiency % ol

@@ What are some of the indicators to measure the efficiency of a company?

Inventory Cash Turnover
Turnover Period Ratio

Indicators related to efficiency (1)¢ g
Inventory turnover period ” L
Such as, finished products, sasccciacs P
products in process, ===
g a—m— | expense thatthe
Invento raw materials B N=s company has not been
ry | t paid for yet by the
Turnover _ nventory customers. Although it is
. — . rt t . .
Period Sales per month e oo s

least 1 month), the
company should avoid
excess inventory (more
than 6 months).
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Cash Turnover Ratio

%/} The company needs to

use its cash efficiently for
Such as, cash at hand and at accounts | their business.

Cash If the period is too short,
Cash the company may have
Tu rnover= liquidity problems.
Ratio Sales per month If the period is too long,

the company may have
efficiency problems.
Cash turnover period
needs to bee just right.

Let’'s advise a MSME on its efficiency!

Era Let’s use the same example from exercise 4. What is the inventory turnover period
and cash turnover period? Based on the results, what advice would you give?

Balance Sheet 2011 end (Birr) Income Statement 2011 (Birr)
Assets Liabilities Net Sales 95,000
Cash: 5,000 Bank loan: 45,000 Cost of Sales / COGS 60,000
Inventory: 40,000 Bills not paid by PrmiRISIERvVE Gt 25,000
company (Accounts Payment of interest for bank loan 5,400
Factory facilities: payable): 5,000 Tax (10%) 460
20,000 Net Profit 4,140
Bills not paid by clients Equity | | (Note)
(Accounts receivable): | Owner’s capital and ] | s Assume that sales
15,000 retained earnings: Ll s | was the same each
30,000 ‘ >

. l month in 2011
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Theme 3.

MSME business
situations in
thiopia

Ebased on the survey reallzed by
he Project for 78 loc
enterprises)

MSMEs difficulties in their administration and operation

What problems do your enterprise face?

Micr:a Smcgll Mcdiu.m TOTAL
.I‘“QI‘PH“’ OH,OPPII‘IGI El’lhfpl’liﬂl
n| 5 6 6 78 . .
o [ % [ W [ % | %o | = D % Many MSMEs point out their external
of raw cost 21| 80.8%. 34| 94.4% 16| 100.0% 71| 91.0% = i e—
Limited access to finance 20] Tesu 33 oi7e| 14| 8759 & = problems rather than their internal
Lack of 19| 73.1% 28| 77.8%| 12| 75.0% 59| 75.6%
Lack of working capital 19 73.1% 31 86.1% 9] 56.3% B9 75.6% pro b l ems.
Lack of 19| 73.1% 27| 75.0%| 12| 75.0% 58| 74.4% - % i ~
of market 13 00% 31 soi%] 11 G8s% 55 e * Medium-size enterprises are more likely
in sales 17| 65.4%) 26| 72.2%) 11| 68.8% 54| 69.2%| H H 2
e p——— e oA e T wnl s s L0 notice the importance of internal
of salary 2, weal il g| 5[ s o1z management, including production,
Lack of space 53.8%)| 61.1%| 56.3% 57.7%| . -
of cost for space 12| 462% 23] 63.9% 7| 438% 42| 538% quallty and mventory control, than
Decrease in profits 12[ 46.2%) 18] 50.0%) 9] 56.3% 39 50.0% :
to get raw material timely 11| 423% 20] 55.6% 6| 37.5% 37| a1.4%| smaller enterpnses'
Decrease in sales 12 46.2% 12 33.3% 9 56.3% | 33 42.3%)| . o
Low v ] I ) B O I 211 s * Micro and small enterprises are more
in 4] 15.4%) 11 30.6% 4| 25.0% 19| 24.4%)| H H H H
Difficulties in production control 4| 15a% 8] 22.2% 4] 250%[00 16| 205% hkely (th_an medlum enterprl_sgs.) to notice
in cost control 2| 7rx| 8 22w 6] 315% 16| 205 difficulties related to acquisitions of
of sales unit price 6| 231% 5| 13.9%) 4| 25.0% 15] 19.2%) - I h
Lack of human resources 1 38% 9 25.0%) 4| 25.0% 14| 17.9% operational resources such as raw
Difficulties in quality control 2 neé 7| 19.4%) 4] 25.0% 13 167%:,’ materials and working capital.
n HR 1 3.8% 6| 16.7% 4 25.0% 11 14.1%|
Difficulties in inventory control 3| 11.5% 3 8.3% 4| 25.0% 10[ 12.8%
y in pi 1 3.8%| 5 13.9% 1 6.3% 7 9.0%)

Copyright (C) Japan International Cooperation Agency (IEA) ’ﬁﬁsﬁem%iﬁbﬁi‘em‘“ Cooperation Ageney:(IcA)
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Reference

Important issues in textile MSME sector

@@ What are the typical
characteristics of a textile MSME?
How do they manage their
production and inventory?

What type of clients do they
have?

@2 What may be their common
difficulties?

% of
Averaged % of [Averaged % of [Averaged % of ::1‘:1::3:;‘ Averaged % of |enterprises
the sales by  |the purchase |operational tiimover the production (whose variety
cash by cash margin (months) form orders of the products
is high.
68.4% 94.3% 19.5% [1.91 months 66.4% 54.5%

Copyright (C) Japan International Cooperation Agency (IEK) Blishese Baveipistt2! Cooperation Agency (JICA)
59  Service (BDS) Project isiness D

Bus
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Important issues in textile MSME sector

Business operation can be complicated, due to

(i) many production processes,

(i) diversified orders from different clients,
and so on.

For this reason, it is important for many
enterprises in the sector to

(i) increase regular clients
(ii) reinforce production management

% of
Averaged % of |Averaged % of |Averaged % of A.Averaged Averaged % of |enterprises
: inventory . :
the sales by  |the purchase |operational the production |whose variety
- turnover
cash by cash margin form orders  |of the products
(months) S
is high.
68.4% 94.3% 19.5%|1.91 months 66.4% 54.5%
Copyright (C) Japan International Cooperation Agency. ”[‘ T "DRVET ' _r % ; r (;r)’\) R-AGEREY-RHCS 60
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Important issues in metal processing MSME sector

Reference

@% What are the typical
characteristics of a metal MSME?
How do they manage their
production and inventory?

What type of clients do they
have?

m What may be their common
difficulties?

61

% of
Averaged % of |Averaged % of |Averaged % of :l\l\c:r:aed Averaged % of |enterprises
the sales by  [the purchase |operational ‘4 the production (whose variety
; turnover
cash by cash margin form orders  |of the products
(months) s
is high.
78.9% 100.0% 15.5% |1.77 months 81.3% 75.0%‘
Copyright (C) Japan International Cooperation Agency (JiCA)Bysﬁ\e‘ss!}?vglbpme‘hf‘ C“" ap i ency {ie A)

61 Service (BDS) Project

Reference

Important issues in metal processing MSME sector

Some MSMEs in the metal sector is experiencing
business stability because of the increasing local
demand. However, business owners should prepare
for possible change in market demand.

Many MSMEs do not have high work-in-process
inventories because of their simple production

processes.
Averaged il
Averaged % of |Averaged % of |Averaged % of invent% Averaged % of |enterprises
the sales by  |the purchase |operational tumoverry the production |whose variety
cash by cash margin (months) form orders  |of the products
is high.
78.9% 100.0% 15.5% |1.77 months 81.3% 75.0%

Copyright (C) Japan International Cooperation Agency (IEA) Blisihes¥ Baveiopiert 2 Coo
Business Develoy

Service (BDS) Project
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Relation between BDS and MSME growth

The following diagram, elaborated by applying SEM (Structural Equation
Modeling) to local 78 MSMEs’ data, shows that BDS provision can
generate positive results for the company’s business improvement
when coupled with high satisfaction of the beneficiary.

e o Indicators
Assistance forl |°° S:l':; gon Saﬂsfacﬁon Sales Profit GFI 0.986
Business plan promotion for BDS increase increase ch 0.947
0.803 0.961 0.893 0.55 0.699 RMR 0.030
RMSEA 0.000]
Copyright (C) Japan International Cooperation Agency (IEA)Blisiness DVeigpmerit=! Cooperation Agency (JICA) 63
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BDS used by local MSMEs so far

Support for register

Infrastructure (business working place)
Production management trainings
Accounting trainings

'Support for sales

Support for start-up business plan

Trainings on Productive technologies

Support for business plan

7 . .
Access to the financial services

\%
%
\%
\/'Marketing training
\%
\%4

fAccess to raw materials

Most MSMEs (total of
78) have received
assistance on
infrastructure (working
place) and production
management trainings,
while their business
plan for growth have
not been supported.

Copyright (C) Japan International Cooperation Agency (IEA) ’ﬁﬁsﬁem%iﬁbﬁi‘em‘“ Cogperation Agency:(ICA) 64
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BDS which local MSMEs want to use in the future

Most of the 78 MSMEs want to receive services related to marketing and
business growth strategy support. There is a big difference between
the BDS currently being provided and what the MSMEs want to be
provided in the future.

Assistance for market expansion
v‘Strategy for growth

Business efficiency improvement
Access to the financial services

Assistance for sales
Access to raw materials
Support for exports
Assistance for human resource management. | 1§
Copyright (C) Ja y T STTES? Tt S 65
65 Service (BDS) Project Business Development Service (BDS) Project

Features of Women Entrepreneurs

According to the world bank’s report, women-owned businesses are relatively small
compared to men-owned enterprises.
i

| Frmsze | Men | Women| Al _

Owner-operated enterprise 43.6% : 55.3% I 47.4%

Micro enterprise 43.1% 38.8% 1 41.7%

Small, Medium or Large enterprise 13.3% I 5.9%,' 10.9%
\

Women-owned businesses are mainly in the service sectors (96.2%). About 50% of them
are in wholesale and retail trade and about 25% are in tourism and hospitality.

<+<—— Women-owned (96.2%)

(Source) World Bank: Monitoring COVID-19 Impacts on Firms in Ethiopia (Vol. 7) : Does the COVID-19 Pandemic Affect Women-Owned Firms Differently?

Copyright (C) Japan International Cooperation Agency (JICA) 66
: o 6
66 Business Development Service (BDS) Project
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Advices based on the features of Women Entrepreneurs

Women-owned businesses tend to be small and in the services sectors. In
the service sectors, it is important to increase the productivity of the
human resources. The following table shows examples of how to increase
productivity.

Add value and
increase sales

v Find new customers

v Expand the commerce area

v Develop brand power

v’ Increase customer satisfaction
v Visualize value and quality

v Improve the services providing process
v Shorten the time and the process which
are unnecessary

Improve efficiency
and reduce cost

Copyright (C) Japan International Cooperation Agency (JICA)

67 Business Development Service (BDS) Project

COVID-19 impacts on women-owned businesses

According to the world bank’s report, the women owners tend to face more drastic sales decrease
due to the burden on housework. They need the advice on how to continue their business or how
to restart their business in such difficult situations under COVID-19.

[Decrease on sales] [Affected by Household duties]
i It is referred that the COVID-19 pandemic
and related confinement measures, such
as school closures, the rising demand for
child and family care fall on women, have
caused women business owners to not
have enough time for their business.

About
70%

down

107.2

0 I

Inooo 2019 2020
Birr

47.9

2019

Among firms that have temporarily
stopped operation, a much larger share of
women business owners are engaged in

8.6

2020

Men Women

Figure: Average Monthly sales (April-June) in 2019 and 2020

68

non-paid activities, mainly in household
duties.

(Source) World Bank: Monitoring COVID-19 Impac('t%p(gH"ﬁiﬁg%gwﬁ’ﬁy&z&y;g@ggiﬁ& Té%é(;trbéEEWIB[-(ﬁ Pandemic Affect Women-Owned Firms Differently?

siness prmen T0J€C
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How to apply

Theme 4. “Quick Diagnostic

Tool”

Objectives of Quick Diagnostic Tool

MSMEs counselors can apply the “Quick Diagnostic “Quick Diagnostic Tool” can be
Tool” to evaluate the administration and operation of  a|so applied for monitoring and
MSMEs for (i) providing them with technical advices  evaluation of the changes

on business improvement and (ii) facilitating observed in the companies
access to an appropriate BDS (Business which have been attended.
Development Service).

Counseling & Selection
initial of suitable
evaluation BDS

‘—‘1 Direct support

Quick diagnostic tool

Monitoring & Sharing good
Evaluation practice

Acceptance

of inquiries

Consultants
Other BDSPs
Copyright (C) Ja¥ - PR (JICA) 70
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Main characteristics of “Quick Diagnostic Tool”

The tool presents the diagnosis results in the following 4 contents

Results

Financial statement
\ Causal relations

/' among problems

Data input Operational situation

and problems

Owner’s perception

» The tool can present the diagnosis results, even if the company does not
provide their financial information.

+ The tool can Eresent not only the problems but also possible reasons why such
problems take place. Bl siss hovele pmantGarice 85) Drolact

Business Development Service (BDS) Project

Recommendation to use the tool by tablet or phone

The Quick Diagnostic Tool can be used on your tablet,
your Android smartphone, and your computer.

When MSME counselors visit MSMEs, they will be
able to provide technical advices for business
improvement by utilizing the Tool on their tablet or
their phone.

Diagnostics results
can be conudered that the compary has problems n iquidity.
can be conudered that the company has poblems n diomcy

company's pret may be increased by raucing cost

be sohed by

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project

134



Input sheet

A. General Information of the Company

117 Enter Company Name
There are 4 sections to o

the Quick Diagnostic Tool. B. Information on business operation

% of the production from orders

%
C. Owner’s observation on difficulties in business management

Sales/ Marketing

Decrease in company's sales
O Yes O No
D. Summary of financial information

Annual Sales

Cost of Sales

Copyright (C) Japan International Coopera

y (JICA)

Business Develoy

Input sheet

A. General Information of the Company

Company Information -
Ul Enter-Company Name

- Company name

- Trade Registration Number

- Owner’'s name

- Owner’s gender # Enter Registration Number
- Owner's age

R Enter Owner'Name

Location s .

- Subci

y Woredt!' (<} EnterOwner Age
This part is automatically input

based on counselor information
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In

put sheet

A. General Information of the Company

Business Sector

Choose from,

Food processing,

Wood processing,
Textile,

Leather processing,
Metal processing,
Handcraft,

Chemical,
Construction,

. Construction materials,
10. Wholesaler,

11. Retailer,

12. Services

Note

“9, Construction materials” does
NOT include metal and wood
processing

CENOMPWNE

Business Sector
1. Food processing ¥
Business Size
Micro enterprise >
Choose from,
. . - Micro enterprise,
Business Size - Small enterprise,
- Medium Enterprise
Copyright (C) Japan International Cooperation Agency (JICA) 75
Business Development Service (BDS) Project !

Input sheet

B. Information on business operation (for manufacturing company)

% of the production from orders

% of the production as stock

100

®

What is the ratio of the production you start
b—— after receiving orders (in other words,
production from order or MTO) out of the
whole production?
The percentage of the production in the
stock or MTS is automatically calculated
based on the following equation. 1 - “% of
the production from orders”.

% of the sales for regular customers

% of the sales for unfamiliar customers

100

%

What is the ratio of sales made from the
regular customers out of total sales?
\The percentage of the sales for unfamiliar

customers is automatically calculated based
on the following equation. 1 - “% of the sales
for regular customers”.

Copyright (C) Japar
Business D

n International Cooperation / JICA)

evelopment Service (BDS) Project
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Input sheet

B. Information on business operation (for manufacturing company)

If the company produces

relatively more types of products Vs of prodine

compared with the sector
average, choose “high”.

If it is same as the average,

choose “Moderate ”.
If it is lower than average,
choose “Low”.

oo Low

Accounting System

Not recording

How does the company record its
accounting information, for example, costs
and sales?

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project

Input sheet

Choose from,

- Not recording,

- Input on notebook,

- Input from computer

B. Information on business operation (for commercial company)

@ % of the sales of ® %

main products

the whole production?

Automatically calculated

The percentage of the sales of non-main products is
automatically calculated based on the following equation.
1 - “% of the sales of main products”c

What is the ratio of sales from main products out of

% of the sales of non- | 1oo|0,;~,
main products

— @ e

For a commercial company, such as “Wholesaler”, “Retailer”, “Services”,
the first question is different from that of a manufacturing company.

Copyright (C) Japan International Cooperation Agency (JIC

Business Development Service (BDS) Proje
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Input sheet

C. Owner’s observation on difficulties in business management

Interview the Owner. How does he/she perceive “Sales/Marketing”, “Production/Operation”
and "Resource management/Financial management”?

oo |

Sales/ Marketing Decrease in company's sales If the Owner perceives

Too many competitors in the market g =
Unstable demand of the market/ market demand changes the company situation

Decrease in sales (unit) price in the S_ame way as

Difficulty in sales activities/ planning stated in the ||St, choose
Production/ Operation Low productivity “Yes”, If no, choose “No”.

Lack of modern technology and/or equipment

Increase in operational costs @ Yes O No

Difficulty in production control/ planning
Difficulty in purchase of raw materials
Difficulty in inventory control

Resource management/ Decrease in business profits

Financial management Lack of business operation space (factory and office)
Lack of working c{pitaﬁghl (C) Japan International Cooperation Agency (JICA)
Lack of capital for investitent:® Development Service (BDS) Project

Input sheet

C. Owner’s observation on difficulties in business management

Resource Fi
Sales/ Marketing

Decrease in business profits

QO Yes O No

Decrease in company's sales

OYes ONo

Lack of business operation space (factory and office)

OYes ONo

Too many competitors in the market

OVes O No

Lack of working capital

OYes O No

Unstable demand of the market/ market demand changes

OVes O No

Lack of capital for investment

OYes O No

Decrease in sales (unit) price

OYes O No

Copyright (C) Japan Internationa Ln&evﬁﬁ&’?}{%enty JILa)
Business Development Service (BDS) Project
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Input sheet

D. Summary of financial information

Annual Sales Input annual Sales [ETB]

Cost of Sales \ Input Costs of sales [ETB]

Cost of sales should include; raw material costs, salary

Administrative Expenses for production workers, cost for renting equipment, fuel
and lubricants for the use at the factory, cost for
Fimantial Costs repairing equipment and so on.

Input Administrative expenses [ETB]

%rE]'FI)'léﬁ annual Financial costs Administrative expenses should include; salary and

benefits for business owner, salary for administrative
staff who are not in charge of production, advertising
cost, cost for business trip, cost for communication
(Internet, CEL, etc.), purchase of stationery, and so on.

Financial costs should include;
interests (of bank borrowings,
finance lease etc.), bank charges
and so on.

Input sheet

D. Summary of financial information

Current Assets Input Cash [ETB]
- Cash includes cash at hand and bank
$ cash account balance.

Input Inventory [ETB]
{8} nventory . Inventory includes finished goods, goods

in process and raw materials.

\ Input Others (such as Trade

receivables) [ETB]

Input Fixed assets [ETB1
Fixed assets include equipment for

production and office use, property and land.

eee Others

Financial Assets
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Input sheet

D. Summary of financial information

Liabilities

Short Term

Long Term

& Input Short term Liabilities [ETB]

Short term

liabilities include loan to be

returned within 12 months, lease obligation,
trade payables and so on.

Input Long term Liabilities [ETB]

Long term

liabilities is the liabilities not due

within the next 12 months

Copyright (C) Japan International Cooperation Agency (JICA)

Business Development Service (BDS) Project

Input sheet

Tips | Analysis for Restaurants

83

For the analysis of Restaurants, it is recommended to conduct two analysis by choosing different business
sectors, 1. Food processing and 12. Services. These two business sectors show different diagnosis
questions in the C section in the input sheet. Therefore, counselors can diagnose the restaurant from the
two perspectives and can provide more accurate advice to the owner.

Questions are different between 1. Food processing (1~10) and 12. Services (11~12)

Business Sector )

Business Sector ()

[ 1. Food processing

‘I 712, Services

Sales/ Marketing

v

Decrease in company’s sales |

Decrease in company’s sales

Too many competitors in the market |
Unstable demand of the market/ market demand changes

Decrease in sales (unit) price
Difficulty in sales activities/ p

environment

Production/ Operation

Different
questions

Operation
in purchase of raw materials

Difficulty in inventory control

Resource management/

Financial management |L

Too many itors in the market

Lack of products and services differentiated from co

Lack of facilities that attract customers, near the shop

6{chul}y veloping new products and services
Lack of clientes who come to the shop / office

Lack of equipment and/or shop located at an appropirate place

Increase in operational costs
Difficulty in sales operation control/ planning

Difficul rchase of articles

Decrease in business profits
Lack of business operation space (factory and office)
|

Resource management/

|
!
| Financial management

]

Difficulty in inventory control
D in business profits

Lack of business operation space (factory and office) |
Lack of working capital

Lack of capital for ir

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project
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=iareael  You conducted an interview on an enterprise and obtained the following
information. Please input the data in the input sheet of the tool.

Kebebe Metal Engineer is a medium size metal manufacture company. It produces
doors and window frames.

The company produced 34 tons of frames regularly every month without orders. It
produced 6 tons of frame on demand. It sold to 12 clients in which 3 were the

regular clients.

Each door frame and window frame has 5 types of products. The company records

costs and sales in its notebooks.

Mr. Kebebe, the owner, thinks the sales will increase thank to the stable demand and

the unit price that has increased. However, he found that there are many —
competitors in the market and feels that activities to increase sales is difficult. Aa
He thinks the productivity is low due to lack of modern equipment. He also thinks f v
labor costs has increased recently. 2

As there is stable demand, he thinks he can control production easily. This is because

of stable raw material procurement activity.

He needs inventory control skill because he is struggling to know the current humber

of products in the inventory. He feels profits will decrease even the sales increased.

He wants to expand facility but.cannot find business space,

=reael  You conducted an interview on an enterprise and obtained the following
information. Please input the data in the input sheet of the tool.

Mr. Kebeb said the company does not have enough working capital and cannot get

loan to invest in new facility.

In 2011, annual sales was 5 million ETB, costs was 4 million. Administrative costs

was 0.5 million. It has 100,000 ETB as cash and inventory was 1 million. Its total

fixed assets is 5 million. 0.5 million of trade receivables. The company does not have

any loans.

He doesn’t implement any practices such as, creating a growth strategy, scheduling
production per order/product, estimating production cost per each order/product , -
registering stock entries and exits, applying 5S, identifying causes of defects in 2) 2.
products and work process, elaborating and update reqgular client list, making

effective advertisement or organize exhibition, giving promotional incentives for

clients, developing new products, exploring new markets, exploring new raw

material suppliers
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Exercis

m kebebe_metal_engineer

following input

o

AR Kebebe

Q5 Male
Age

& 20

Business Sector

5. Metal processing

Business Size
Medium enterprise

Exercise 9

following input

% of the production as stock

85

According to Mr. Kebebe’s information, the counselor will make the

% of the sales for regular customers

25

75

Variety of products

Low

Accounting System
Input on Notebook

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project

Sales/ Marketing
Decrease in company's sales
QO vYes @ No
Too many competitors in the market
@ Yes O No
Unstable demand of the market/ market demand changes

QO Yes @ No

Decrease in sales (unit) price

QO vYes @®No

Difficulty in sales activities/ planning

® Yes ONo

Production/ Operation
Low productivity
® Yes ONo
Lack of modern tecnology and/or equipment
@ Yes O No
Increase in operational costs
@ Yes O No
Difficulty in production control/ planning
O Yes @ No
Difficulty in purchase of raw materials

O Yes @ No

Difficulty in inventory control

@)yg’gh@N@pan International Cooperation Agency (JICA)
Business Development Service (BDS) Project
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% of the sales for unfamiliar customers

According to Mr. Kebebe's information, the counselor will make the

Financial

Decrease in business profits

@ Yes O No

Lack of business operation space (factory and office)
@ Yes O No

Lack of working capital

@ Yes O No

Lack of capital for investment

@ Yes O No

87
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According to Mr. Kebebe’s information, the counselor will make the
following input

Current Assets

$ cash 100000
h Industry

{5 nventory 1000000
5000000

eee Others 500000
4000000
5000000

500000
Liabilities

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project

Diagnosis results sheet

After you input the information, the result appears.

89

The tool presents the diagnosis results in mainly two sections;

1. Causal relations among the problems based on owner’s perception
2. Analysis based on the company’s financial information

< Diagnostic Results

Diagram

i p
Causal relations = = -
among prObIemS Possible causal relations among the problems and issues < nu;::: FInanCIal IndlcatOI’S
based on s oo
owner'’s
perception Sl e

” $ C + —

Bttt >

e

Copyright (C) Japan International Cooperation Agency (JICA)
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How to understand causal relations among problems

The relation between two boxes which are connected with arrow is “Cause” and “Result”  Cause —— Resul

Diagram on possible causal relati among the p and issues
Limited variety of _ |Production as stock >
products i {from orders
| P e sy < S i "
Limited sales for 1 [DNncutyin asies conirol 1, |Difficulty in inventory Insufficient

I| regular clients |control regigtering system
u

Lack of orking

capital
¢
Increase in Decrease ir| business
oW produtivity ki |operational costs " profits
1 %
Lack of business operation Lack of modern production _ Lack of capital for
space (factory and office) and i
‘Limited sales for [Difficulty in sales control/ Difficulty in sales control/ Difficulty in inventory

—> planning and unstable market planning and unstable market —> control

‘regular clients

“Limited sales for regular clients” causes “Difficulty in ~ “Difficulty in sales control/planning and unstable
sales control/planning and unstable market dem market demand” causes “Difficulty in inventory control”
Copyright (C) Ja Ag 0
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How to understand causal relations among problems

Limited variety of . |Production as stock > The red box shows the
— g — P— } problems which are
o] . v
I | [Limited sales for L ificutynsales convoll | [Difficulty in inventory| | [(p) Insufficient ! noticed by the business
1 regular clients 1 :‘:,:‘:,:1“ " e control jregis(erlng system
e F—] =o==g==== owner

I 'Lack of working

1 capital
S R S —
| - B B
1 N f ! ‘ The yellow box shows
:;:Lo:':m::m?n Llckofmod::pwdncﬂon . Lack of capital for the pro_blems Wthh are
not noticed by the
Legends) ’;ﬂicuny } Problems noticed by business owner or observed in financial statements com pa ny bUt m ay be
taking place

(p) Difficulty Problems which are not noticed by business owner but possibly happen

In this case, “limited sales for regular clients” may be triggering other operational problems.

Therefore, it is recommended that Mr. Kebebe increase the number of regular clients.

The counselor would study the possibility of providing BDS related to sales promotion to

contribute to the increase in regular clients.
C
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How to understand causal relations among problems

“lack of business
operation space”
may generate other
operational problems.
Here, it is
recommended that
the Mr. Kebebe
expand spaces.
However, Mr. Kebebe,
said it is difficult to
find business space.
Therefore, the
counselor should
give other advises.
In this case, check
the next problem,
“Low productivity”,
which is caused by
“Lack of business
operation space”.

oy i i )
| Lack of business operation 1 Lack of modern production |
| 'space (factory and office) I and
L

Limited variety of Production as stock >

=

products from orders
! # ! —
Difficulty in sales control/ fi 2
Limited s'ales for o’ phnn‘:m e Difficulty in inventory |1 (p) Insufficient business
regular clients demand control 1 data recording system
|\ SRy
Lack of working
capital
p—————— - 7 i
1 Increase in Decrease in business
| EoN productivity 1~ operational costs . profits

Lack of capital for

Legends)

Difficulty Problems noticed by business owner or observed in financial statements
() Difficulty Problems which are not noticed by business owner but possibly happen

It would be recommendable that Mr. Kebebe
increases productivity..

Business D

Although Mr.
kebebe may not be
aware of it,
“Insufficient
business data
recording system”
may be generating
other operational
problems. It is
recommended that
Mr. Kebebe prepare
a registering
system. The
counselor can study
the possibility to
provide BDS related
to supporting
registering systems.

How to understand causal relations among problems

There may be a vicious cycle where each problem becomes the cause and the result of the other problem.
To break the vicious cycle, it is recommend to find other potential causes out of the cycle and solve it.
The vicious cycle usually turns into a virtuous cycle once one problem is solved.

In this case, “Low

)
Lack of business operation | Lack of modern production
space (factory and office) I and equi

s

Limited i f Producti tock e
B, ea productivity” may be
T N — o — .l. e triggering the vicious cycle.
mited sales for CUy 1N Saias cON culty in inventol (p) Insufficient -
regular clients W ﬂ'.':,'.':,':,“"“"wb"m*“ ~ control " r:gistering system BUt there mlght be Other
N | causes which are not
e described in the diagram.
__________ e S ] Counselor can ask for more
| Lo producviy :—»l:;;r;:’::l couie = e o | | detailed information to find
e out if there are other causes

! ﬁ
Lackofeapitalfor |} Which are triggering the

! vicious cycle.

Legends)

Vicious Cycle

Difficulty Problems noticed by business owner or observed in financial statements
(p) Difficulty Problems which are not noticed by business owner but possibly happen
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Other analysis results

Financial analysis results are
presented here in letters. s

Problems observed in financial statements

—o

The company may have liquidity problems (risks for shortage of woriking

capital).

Possible operational situation or problem

Management on sales and product inventory is important. It can be
suggested to increase regular clients, depending on the business situation.

Mind factor analysis results

The business owner may be worried about the shortage of technology and
equipment (or appropriate shop), while it is possible that the company would

have other problems.

The business owner may be worried about competition in the market, and
itis suggested that the company develop their sales activities and/or new
products in a more organized way.

The business owner may not have noticed the importance of internal
operational management to increase the productivity or efficiency.

«— Analysis results based on the %
company owner’s perception are S
shown here. Factor analysis,
statistical method often used for !
psychological analysis and market

+«—Operational style analysis
results are presented here.

survey, is applied in this tool.

Financial indications

To analyze financial indications, the detailed financial statement is shown in the “Financial

analysis” sheet.

Problems observed in financial statements

The company may have liquidity problems (risks for shortage of woriking
capital).

Financial Indicators

Current ratio Current assets/ Short term liabilities Error
— Quick ratio Current assets not including inventory/ Short time Error
Uguidity liabilities
Cash turnover period Cash/ Sales per month 0.24
months
Gross profit margin (Sales - Cost of sales)/ Sales 20.00 %
Operating income margin | (Sales - Cost of sales - Administrative expenses)/ 10.00 %
F 2 Sales

indicators Net profit margin (Sales - all costs)/ Sales 10.00 %
ROI (Return on total (Sales - Cost of sales - Administrative expenses)/ 7.58 %

assets) Total assets
Capital Capital adequacy ratio Owned capital/ Total assets 100.00 %
.s:;?‘c‘;"e Times interest earned (Sales - Cost of sales - Administrative expenses)/ Error

naieaion financial costs
Efficiency | Inventory turnover period |Inventory/ sales per mdrthyright tipnal Cocag:
indicators eht Semonrthsps)
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al situation.

E—

E—

The results shown here should be carefully
considered, because the they may not always
Copyright (C) Japan murl-eflectnthetne
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Company may have
liquidity problems.

The financial indicators are

calculated automatically.

Based on the statement
above, check financial
figures in this list.

The liquidity problem
occurs because “Cash
turnover period” is less
than 1 month.



Important point to consider about the diagnostic

result
S % i

The diagnostic tool is hot magic.
The diagnosis result may NOT always perfectly
reflect the real situation of the company. q

If the diagnostic tool is perfect, there is no need
for a counselor. The companies can use the
diagnostic tool themselves to identify their
problems.

Rather, the diagram plays the role of further
deepening conversations with the business
owner so that the counselor can make careful
and informed decisions for the companies.

Please analyze the business condition of the company below using the

S quick diagnostic tool. What advice would you give to the company?

« Hirut Partnership Restaurant at Bole is a micro business owned by Kathy.

« It has a medium level of variety of food and the main foods are mostly
ordered. The main foods cover 70% of the whole sales.

« There are regular customers which amounts to 30% of the customers.

» Notebook is used for bookkeeping.

» The owners feel that sales has decreased and there are more
competitors. They feel their menu is not unique enough to differentiate
from competitors.

« Although many people use the bus stop near the shop, most of them just pass by.

« Due to lack of skills, they cannot develop new menus. There are not many customers visiting the
restaurant. Owners feel the venue of the restaurant is appropriate.

» The sales operation and procurement of ingredients are not difficult, but recently ingredient costs
has increased. Inventory is not well controlled, and profit is declining.

« There are enough labors and space, however, working capital and capital for investment are
limited. Wy

+ Annual sales is 100,000, cost is 70,000 and administrative expense is 10,000. Cash 25,000ETB,
and long-term liability is 50,000ETB. Financial cost is 10,000. The inventory is 5,000 and _:

fixed asset is 50,000. “\.
Copyright (C) Japa Agency (JICA) '
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S _Hirut, Habtam, Mekdes & Friends Partnership’s details should be
inserted as per below

% of the sales of main products
M HirutPartnership

70 %
# 2 % of the sales of non-main products
30 %

A Kty

% of the sales for regular customers

30
Qb Female - %
Age % of the sales for unfamiliar customers
©
70 %
Business Sector
12. Services = Variety of products and services
Moderate v,
Business Size
" < Accounting System
Micro enterprise v
Input on Notebook -

Copyright (C) Japan International Cooperation Agency (JICA) 99
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STy Hirut, Habtam, Mekdes & Friends Partnership’s details should be
inserted as per below

Operation
Strategy/ Marketing environment

Financial
Lack of clientes who come to the shop / office

Decrease in company's sales Decrease in business profits

@® Yes ONo
@ Yes ONo ® Yes ONo
Lack of equipment and/or shop located at an appropirate place
Too many competitors in the market @ Yes ONo Lack of business operation space (factory and office)
@Yes ONo OVes @No
Increase in operational costs
Lack of products and services differentiated from competitors’ @ vYes ONo Lack of working capital
Yes No
@ves Ono Difficulty in sales operation control/ planning ®© o
Lack of facilities that attract customers, near the shop OYes @no Lack of capital for investment
@ vYes ONo Difficulty in purchase of articles ®ves ONo
QOvYes ® No
Difficulty in developing new products and services
@ Yes O No Difficulty in inventory control
@ vYes QNo
Copyright (C) Japan International Cooperation Agency (JICA)
7 100
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Exercise 10

Financial Indicators

Current ratio

[Curent assets / Short tms fabikes Error

Liquidity indicators Quick ratio

[Curent assets not nclidng nventon Shortime labites_| Error

Profitability indicators

Cash tumover period [Casn | Sales per month 3.00 months|
Gross profit margin (Sales - Cost of saksy Sabs 30.0%]

Operating income margin

Net profit margin (Saks - all costsy Sales
ROI {Return on total assets)|(Saks - Cost of saks - Admnisiratie expensesy’ Total assels

i indi Capital adequacy ratio [Onned captal | Total assets
Sepral St Times interest earned iseles - Cost o sabes - Admnitratue expenses) tnancal co

Hirut, Habtam, Mekdes & Friends Partnership’s details should be
inserted as per below. What diagnostic result would you share?

Problems observed in financial statements

Possible operational situation or problem

Efficiency indicators nventory turnover period _|inventony sales per month

2.00 times|
0.60 ménth;i

Mind factor analysis results

(p) Insufficient business
data recording system

)

i(p) Difficulty

| (p) Limited sales for (p) Difficulties in sales and iDifficulty in inventory
iregular clients E " ipurchase control planning § — icontrol — EEEEwOEN
1 N : 3 !
{lpY Tnsufticient awareness i
oi)me E_\iems' sy E I.):Ic.r:au in company's f ?::r'lm in operational
| > ] 1 N i
! Difficulties in developing 5 iLack of differentiation from Euek of clients who come Decrease in business
i new products and articles ithe competitors = ito the shop profits.
!
Lack of capital for
investment
Legends) financial statements.

Exercise 10

Copyright (Cl Japan Internatio Cgopggg‘tmn Agency (JICA)
B Dl et Barioel t

“Insufficient awareness
of the clients’ needs
and competitors” may
be generating other
operational problems.
Therefore, it is
recommended that the
company listen to
clients needs more
carefully and research
competitors’ operations.
The counselor would

)

then study the
possibility of providing

BDS related to the
clients and competitors.

H : (p) Insufficient business
: 1 data recording system
'4 |
E(p) Limited sales for é(p) Difficulties in sales and iDifficulty in inventory
iregular clients . ipurchase control/ planning = scontrol - jcs kit catal
_____ —— N 1 3 1
i{p) Insufficient awareness F = X &
& . 1 :Decrease in company's Increase in operational
:oﬂhe c!|ents needs and 1 E Ssaios i E’“"'
) Ve 1 % |
{ Difficulties in developing | iLack of differentiation from} _Lack of clients who come Decrease in business
| new products and articles ithe competitors ~ tothe shop §proms
2 T i
| :Lack of equipment andlor
‘attract customers, near the; —» ishop ocated at appropriate} ~— | :':;:“::‘H“I o
o) ;
Legends) Difficulty y or observed in
{(p) Difficulty ‘ t noticed by wner but possibly happen

Copyright (C) Japan International Cooperation Agency (JICA)
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" and/or defining

(Sakes - Cost of sakes - Administratve expensesy Saes 20.0%
10.0%| It can be suggested that the sales for regular clients be reinforced by
250%|  preparing new prods i i from the i
37.5% the company

For retailers and service businesses, it is important that the shop be located
(i) near the other shops where the market can be shared with the company,
and/or (i) at commercial area that attracts many c:

?

@

401

Follow the arrows to see where the problem starts. Through this, there
are several recommendations that can be made.

[ Diagramon possible causalrefations among the problems and issues ] “Insufficient

registering system”
potentially
generates other
operational
problems. It would
be recommended
that the company
prepare a
registering system.
The counselor
would then study
the possibility of
providing BDS
related to
registering systems.



Exercise 10

Follow the arrows to see where the problem starts. Through this, there

are several recommendations that can be made.

“Difficulties in sales and
purchase control/planning”
may be generating other
operational problems.
Therefore, it is recommended
that the company study sales
and purchase control, and the
counselor would study the
possibility of providing BDS
related to sales and purchase
planning.

+(p) Limited sales for
iregular clients 1

Diagram on possible causal relations among the problems and issues

(p) Insufficient business
data recording system

|

|

1 (p) Difficulties in sales and
{purchase control] planning

+ ;2:"!:::“ binony g - Iuﬁkdworklng capital

Copyright (C) Japan International Cooperation /
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Exercise 10

Problems which are not noticed by

I Looooooooos = 1 x 1
E(p) Insufficient awareness t ¥ H s
id the c.llems' needs and E g:lﬂu..“ I oSy Lr:r:m I costationm]
| 7 4 > |
H in " Euekd from iLack of clients who come Decrease in business
+ new products and articles the competitors = ito the shop profits
v 1 |
{Lack of facilities that £Lack of equipment andlor
! attract customers, near the{ — ishop located at appropriate} — | :'::m e
iS00 inlage
Legends) Difficulty i y or observed in financial statements

business owner but possibly happen

103

Follow the arrows to see where the problem starts. Through this, there
are several recommendations that can be made.

Diagram on possible causal relations among the problems and issues

|

(p) Insufficient business
data recording system

|

'4 |

é(p) Limited sales for
iregular clients

(p) Difficulties in sales and

purchase control/ planning

| 1 iDifficulty in inventory
177 icontrol

= Euak of working capital

imm customers, near the

isheo

Legends)

Difficulty

: Semiiivbssmini et i i
i, pe e r r
(';) nsmﬁ?:‘-‘e'?l ol : 1 tDecrease in company's \ Increase in operational 1
szzrfthe c!lams needs and i | isales \‘ ot

e b o
Difficulties in developing : Lack of differentiation from$ | iLack of clients who come Decrease in business
i new products and articles | " ithe competitors 171 ito the shop profits

o e e i !
[P0 e s

(p) Difficulty

are not noticed by

but possibly happen

There is a vicious cycle among 5
problems. To break the vicious
cycle, “Lack of differentiation from
the competitors”, “Difficulties in
sales and purchase
control/planning ”, “Difficulty in
inventory control” and “Increase
in operation cost” are

recommended to be improved.

But there may be other causes
which are not described in the
diagrams. The counselor may ask
more detailed information to see
if there are other causes which
are triggering the vicious cycle.

Copyright (C) Japan International Cooperation Agency (JICA)
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Data List sheet

Tips | How to refer to the diagnostic result after diagnosis
diagnosi;, he/she can save the

When a counselor goes to the Data

List Sheet, he/she can see the data & 0t 8 20195821 LGRS Em«pﬂn
which have been saved. In the
Data List Sheet, a counselor can 1. Food Micro
use the following functions. 1| SRS | TR [pcsssng | | Evepie
- Export: Selected data is p— o
exported to external file as )| restzt utes Sk A 0196804 Test2  ocessing  Enterprise
EXCEL file.
shown.
- Delete SeleCted data can be Copyright (C) Japan International Cooperation Agency (JICA)
deletEd Business Development Service (BDS) Project

Counseling under BDS
Theme 5' provision system
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BDS (Business Development Service) provision system
for MEME development by BDSP (BDS Providers) petwork
(Step 1) Request counselling
(Step 2) Provide counselling by
applying the diagnostic tool to

identify issues to be tacked through
exchanging opinions with owner

(Step 3) Provide technical advices on

basic level operational improvement ‘ MSMEs counselors,
Woreda / Sub-city / City

(Step 6) Monitor and follow-up by  office staffs who attend

Enterprises that wish
to improve their

business ¢ applying counselling sheet to enterprises ”
ap tep 5 gest ‘:0(
BP0 Ofre N5 (o
O’h & Iy te - o QA\ .a‘ ° Q(O‘N
ngq ; Ny ° Bpg R - (O o
"no,,_ 9ro,,, For Bl P (0?
Atioy, Wty ot ey ?“eco«‘
X

BDSPs network such as EDI, TVET, Financial.institutions,.certified MSME consultants, etc.

What are MSME counselors’ roles in
BDSPs network?

- Identify issues to be tacked for the
business improvement and/or innovation
through conversation counselling by
utilizing the quick diagnostic tool.

- Identify important measures to cope
with such issues, including appropriate
use of services provided by BDSPs
network

« Monitor the progress of the measures
by applying the “counselling sheet”

) Japan International Cooperation Ager
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Case of a MSME located at Woreda 7, Bole sub-city

s Al : Issues to be tackled identified
MSME at Counselling applied using through counselling
Siesie the quick diagnostic tool 1, Improve productivity
| i . 14" - 2. Enhance business innovation

Recommended BDS based on identified priority issues

- Receive training on productivity (TIDI and TVET)

« Receive technical advices on business improvement (TIDI)
« Improve accounting and costing system (TVET)

» Rent business operation space (block) (Sub-city, Woreda)

« Monitoring by counselors

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project
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Step 1. Apply the “Quick Diagnostic Too

% of the sales of main products

M Hirut Partnership

70 %
# 2 6 of the sales of non-main products

30 %
R Kathy

% of the sales for regular customers

30 %

Q5 Female -
Age % of the sales for unfamiliar customers
70 %

Business Sector
12. Services - Variety of products and services
Moderate

Business Size

™ g Accounting System
Micro enterprise -
Input on Notebook

Copyright (C) Japan International Cooperation Agency (JICA)
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Step 2. Have conversation about the results
of the diagnostic tool

Ask if the owner agree with the issues from the diagnostic results.
Listen to his/her opinions about the issues and ask if he/she wants
to solve them. If “YES”, suggest feasible solutions.

Take careful notes of additional information the owners provides.

/f he diagnostic tool shows
that one of the reason
why your sales is
decreasing is because
you have limited regular
clients. Do you think this
is true? Why do you think
your customers don’t
come back?

It's true that usually my
customers don’t come
back:-- But I don’t know
why---. Can you help
me increase regular
clients?

Step 3. Identify issues to be tackled

Issues to be tacked for the business improvement and/or innovation can
be identified by applying the following questions.

A) Which problems should be solved as the\
company’s priority?

B) Which problems does the business owner
want to focus on to grow their business?

C) How can the business put its resources

(workers, materials, information, etc.) to

solve these problems? /

As the information related to the points B) and C) cannot be
provided by the diagnostic tool, it is important for the counselor to
ask these questions orally.

Copyright (C) Japan In
Business Developm
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Step 4. Identify measures that can be applied
through se‘rvices offered by BDSPs networ

B e
|

A

Company’s needs Possible
for improvement measures advised Possible measures provided by BDSPs network participants
or innovation by counselors

< * Give technical assistance on marketing strategy
Basic measures to ; < ; ; ; :
Increase sales e * Assist to participate in trade fairs, make market surveys, deliver business
stabilize sales : :
matching services

. ¢ Support prepare business operation plans
Basic measures on PP pIEp p o

Improve business A * Give technical assistance on production planning and inventory
i productivity and
efficiency and/or | management
i inventory ) " X .
productivity * Give advices on procurement of new and productive equipment
management i3 i @
* Facilitate access to business operation space
Innovate * Elaborate business plan to achieve company’s growth and business
i (Monitor the . . P panysg
business for h innovation
company’s growth) : o : 1
growth * Give technological innovation training

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project

Step 5. Monitor the progress of the

measures bx ap =I¥n= the counsellin= sheet

:;'"“;a:'y Abebe metal technology interviwee |Mr. Abebe Counselor ‘Mr Daniel ‘Co\mulmg Date |2owws
Issues, Measures, Progress and Results
From "Counseling nte d BDS
ool Owner’s intention an
No Measures BDS to be provided S Progress Results
Issues
3 mony |8 CONSUTEAT s elaborating
Pivate new marketing plan.
iva
|Apply new Marketing strategy Conautang | 8 month

Ouner agrees nat ot After the first counseling, record the critical
issues, owner'’s intention, possible measures,
BDS to be provide and its provider

Limited sales fom | many clients come back to
regular clients  |the store, and wish o
improve this issue

P
increase regular clients|

Visit the enterprise every 2
months to monitor the progress

Submit the sheet to
the leader every time it
is recorded or updated

2 Decrease in Increase sales to new
company's sales. clients

3 month
Copyright (C) Japan International (jooperati: mﬂ Y (ITCA]
Business Development Seryice (BD!

b
S

Pror
9 month
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Possible advices by
Theme 6' MSME counselors

Advices provided by MSME counselors (1)

Give advice on how the company can

improve operation at basic level

MSME counselors can offer basic advices on ..
(i) sales promotion,

(ii)inventory management and
(iii)productivity improvement,

as presented in the next slides.

Copyright (C) Japan International Cooperation Agency (JICA)
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Advices and services provided by the counselors
within the BDS‘Ps network system

/ Advices and services provided by the BDSPs
n

/ Advices and services
provided by MSME counselors etwork participants, including certified MSMEs

How to increase How to integrate consultants

sales (basic production, sales | | How to How to look for

level) Promote and inventory elaborate new clients and
access to management marketing raw material

How to manage || 2PPropriate strategy to enter || suppliers

BDS How to integrate

new markets

inventory (basic

level) — supply chain How to

Monitoring ool in How to export participate in
How to improve || Progress introduce new precics trade fair
productivity equipment for How to prepare

(basic level)

productivity business
J improvement innovation plan j

Eopyright (C) Japan Interratie

Business Development Service (BDS) Project

What to do for Problems related to unstable sales (1)

Helen runs a restaurant. Recently she
has been suffering from unstable sales.
She says the number of restaurants in
the neighborhood has increased.

You applied the quick diagnostic tool,
and got the following results.

What further questions would you ask?
Decrease in company's
sales
/7 i

ILack of differentiation from “) Lack of clients who come

Qe competitors ! to the shop /

Copyright (C) Japan International Cooperation Ager

Business Dev
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What to do for Problems related to unstable sales (2)

Helen cannot predict sales because she cannot predict the daily visits of the
customers. You can ask her the following questions;

Suggestion 1 Suggestion 2

Increase regular clients. Analyze competitors.

Ask Helen for ideas on how to increase
regular clients.

Helen may be able to give incentives to Ask Helen which products (menu
her clients to come back and use her and/or service) can be changed to
restaurant. Discuss with Helen for ideas differentiate her service from the
to increase regular clients. competitors.

It is important to correspond well to the
clients’ needs.

What to do for Problems related to unstable sales (3)
Customer unsatisfaction management

Q_ 5 T o i Too much time from order to delivery
ustomer
Y Vo unsatisfaction “._Cannot provide ordered menu due to
lack of raw material inventory

] Once a customer is unsatisfied with the service, he/she may not come back to the shop.
Helen can prevent customer unsatisfaction by---

(1) Applying 5S at the storage room (2) Introduction of “Signature dish”
— . - ; If Helen has
: P Keep each item at a fixed place ~e~ ' “signature dish”,
1] Easy to know how much stock (-, € ~ customers may order
the business has &. a3 such special menu.
(this can facilitate the business to C @7 This can simplify the
- keep an appropriate volume of 5 U=/ operation and reduce

(i) delivery time and
(i) operational cost.

_ inventory without shortage. It can
prevent customer. unsatisfaction.)

Business D
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What to do for Problems related to unstable sales (4)
Measures to maintain regular customers

Helen can apply the following measures to maintain regular customers.

+ Present new products/services by changing their presentation and/or offer new
products/services according to customers’ demand.

« Provide special promotion (services) only for regular customers

If Helen presents new items, the customers
will be more likely to come back to her
restaurant. If Helen always sell the same items,
some customers may become tired of them.

Other Examples

Vi
TAXI

If a taxi accepts special
discount only for its regular

customers, those customers

Helen can also give -
are more likely to use the po—=l
special discount to A tad. p—

customers who return
to her restaurant.
For example,

If a supplier can provide
products to regular

she can introduce STA‘:: customers on time, they
a customer ch are more likely to make £
registering book or . .| orders to the same supplier.

Copyright (C) Japan International Cooperation Agency (JICA) 121
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What to do for problems related to inventory (1)

Kia produces packaged Kolo.

You applied the quick diagnostic result.
Kia testified that she sometimes have
too much Kolo, and have to sell them
off at a discounted price. The diagnostic
tool also shows the following. You want
to help her improve inventory control.
What further questions would you ask?

Difficulty in inventory |
control :

(p) Insufficient business
data recording system

Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project
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What to do for problems related to inventory (2)

Kia faces excess inventory of final product (Kolo) because her operation depends too much
on “production as stock” or MTS. You can ask her the following questions;

Suggestion 1 Suggestion 2

Elaborate sales and production Reduce total time needed for
plan frequently against actual production.
inventory volume.

Ask Kia how often she reviews her
sales and production plan.

If Kia has been reviewing production and
sales monthly, instead she can review
them weekly. This will allow her to adjust
the inventory level more flexibly and
appropriately.

Ask Kia what steps she takes to
produce the Kolo. See whether some
steps can be combined or omitted.

If Kia can standardize Kolo’s specifications
and production processes, she can
shorten the production period to
correspond to the change in demand.

Business Development Service (BDS) Project

What to do for problems related to inventory (3)

Check the details of her inventory registration and the actual inventory. If inventory
volume differs from registered volume, ask her the following questions;

Suggestion 3

) ' Thang You Mg
Register inventory properly. COunsejq,- for ME
Your

advices

Ask Kia when she registers her inventory. How she classifies her

inventory (including raw material), and how often she monitors it.

« If Kia doesn’t record her inventory each time there is an entry or
exit, give her advice on how to do so. How can she build the habit?

- If Kia only monitors her inventory monthly, ask her if she can
monitor it weekly. She may be able to detect causes which have
generated the difference between registered and actual volume.

- If Kia does not classify her inventory according to each item, give
her advice on howtodoso, .. .

tional Cooperation Agency (JICA)
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What to do for problems related to productivity
manaqement (1)

Biniam produces metal products. \
Recently, many of his clients have

stopped making orders to his company.
He thinks it is because he made his
clients wait a long time until the
product was delivered. You applied the
quick diagnostic tool, and got the
following result.

What further questions would you ask?

CopAt{CNEpa al Cooperatio &'»"\‘.5‘('\“ .
Business Di \\ﬂ nt Service (BDS, wne 125

What to do for problems related to productivity
management (2)

Biniam hasn’t been delivering the products to his clients on time. This is partly because his
operation follows “production from orders” or “MTO". You can ask him the following questions;

Suggestion 1 Suggestion 2

Review and modify inventory Adjust orders based on the
operation frequently. production capacity.

Ask Biniam if some of his products can
be produces as stock or “MTS".

If Biniam can keep some “finished
products” or “products in process” as
stock, he can shorten the delivery time
and improve customer satisfaction.
Biniam may also consider establishing
special productive line for urgc?qtﬂgrgjers.r

Business I

Ask Biniam what the installed
production capacity is.

If Biniam is receiving more orders than
the capacity, tell him to clearly explain to
the customers that the delivery will be
later than usual.

ational Cooperation Agency (IICA)
ment Service (BDS) Project
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What to do for problems related to productivity

management (3)

You can also ask him the following questions;

you MSME
r for yOU\'
help!

Thank
Counse\o
sincere

Suggestion 3

Minimize defective parts and
products.

Suggestion 4

Standardize raw materials and
parts and receive them on time.

Ask Biniam if he often encounters
defective parts and products.

If Biniam encounters many defective
parts and products, investigate why this
is the case. Think with Biniam measures
to overcome the defectiveness.

Ask Biniam what raw materials and
parts he procures as well as how and
when he procures them. Is there are
delays to the delivery of these items?
If Biniam'’s procurement operation of raw
materials and parts is complex and time
consuming, think about how it can be

DI,

Basic Kaizen concept and tools (1)
Kaizen concept as continuous improvement

Lessons
ey learned from
w8 nast operation
[ T3]
L AN ]

o

and operatign
& =)

Identifying

LAdministration

r

Administration
and oper%n)'g‘

priority issues
to be tackled

Q

Kaizen can be defined as a process for

Lessons
learned from
w8 past operation
00
L r
Identifying

priority issues
to be tackled

Administration
and operatjon
"R 8,

incremental innovation, by applying

lessons leaned from an organization’s

previous administration for coping with

the priority issues in a continuous manner.

Kaizen can be applied not only in

industrial operations but also in any
.administrative activities.
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Basic Kaizen concept and tools (2)
Benefits of 55, basic Kaizen tool

Compare the followmg 2 refrigerators!
7 o Materials placed in order can contribute to:

| Productivity improvement |

(i) using space more efficiently

(ii)reducing time searching for items (cutting time
required for preparation)

| Inventory control improvement |

(iii)avoiding lack of necessary inventory
(iv)preventing excess inventory

Copyright (C) Japan International Cooperation Agency (JICA) -

b T
Basic Kaizen concept and tools (3)
How to apply 5S, basic Kaizen tool =Ensure the application of 3S (or 2S)

1st 3rd A4
eek eek

Is there a high level of products in process at the workshop?
Does the company have excess inventory?
Does the workshop have tools and instruments that has not been
Sort used in recent months?
(Seiri) Does the workshop have obstacles that may get in the way of
production activities?
Is the workshop kept clean to avoid insects? (in the case of food
processing companies)
Are the raw materials and tools placed properly in fixed positions
with labels?
Do all employees know where the raw materials and the main
tools are kept?
Is the height of work tables adequate?
Are raw materials and finished products kept in separate places?
Does the company have a list of main raw materials being used?
Clean Is the production machinery cleaned every day?
The workshop is cleaned every day?
opyright (C) Japan Interna \’)v al Cooperation Agency (JICA)

I

5S is an important tool for MSMES whose. .operation is.imp emented in a limited space.

Order
(Seiton)
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Basic Kaizen concept and tools (4)
Quality improvement based on Kaizen

STEP 1: Identify problems on quality which take place often at each operational process.
DESIGIN CUTTING SEWING IRONNING

A . .
Examples of quality problems in a case of textile workshop
Design is not l | Raw material_s are I | !Vlaterials not _cutting Malfunction of \ﬂdy work place that may
simplified not standardized in an appropriate size ||sewing machine | | cause obstacles during ironin
STEP 2: Prioritize problems that should be solved (= problems causing negative effects of large scale).
STEP 3: Identify measures to cope with problems identified in the previous step.
STEP 4: Apply measures identified in the previous step.
STEP 5: Observe effects generated by application of the measures to develop next improvement actions.

Copyright (C) Japan International Cooperation Agency (JICA) 131
Business Development Service (BDS) Project -

BDS recommended
Theme 7' by MSME counselors
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Advices provided by MSME counselors (2)

Recommend BDS that will help the company

grow their business and strive for innovation

Ethiopian BDSPs

Kalzen B Chamber o

Commerce -
Institutes / Sectoral ) Financial ™

Association Institutes

Industry A

Development N EntrepreneurslﬁB\ CP r'v?ttet
Institutes Development ey
Sector Specific Institute (EDI

Copyright (C) Japan International Cooperation Agency (JICA) 133
Business Development Service (BDS) Project

Launching New Products

Technological o -
assistance  °Feasibility study service on new products
related to Research and development assistance service

Traini technol d i t
new products eTraining on new technology and equipmen

= — —

I would like to
develop and sell
new products.
Which BDS do
you recommend?

Training on - .
B * Treining on marketing

Assistance to  eConsultancy service

eI.aborate eConsultancy service by private consulting
business plan  companies

Which BDS/BDSPs can
support the above?
Give examples!

Copyright (C) Japan International Cooperation Agency (JICA) 134
Business Development Service (BDS) Project
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(Case) Hayat Garment located in Bole sub-city

The company would like to
develop new products,
therefore, they have
elaborated a new product
plan by hiring private
consultant company
recommended by TIDI.

This new business plan can
contribute to future
expansion of the company.

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project

135

Participate in New Market

Assistance for ® Assistance on joining SME products exhibition

SR et organized
pal;t'!g::?: ?a(ip B . Technical assistance for participation in
international trade fair

I would like to look
for new clients.
Which BDS do you
recommend?

Training on

marketing ¢ Training on marketing

Assistance for

elaborating )
marketing * Market analysis and strategy development

strategy

Which BDS/BDSPs can
support the above?
Give examples!

pan International Cooperation Agency (JICA)
s Development Service (BDS) Project
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(Case) Hayat Garment located in Bole sub-city

The company would like to develop and

sell their products to new customers.

Therefore, the company received the

following services.

A) Training on export marketing, by
TIDI

B) Participation in SME products
exhibition organized by EED

The training mentioned above A)

contributed to preparing the company’s _

plan to export their products to Sudan. This picture is not direcfly related to the

company’s case.

\gency (JICA)

Improve internal management
and/or productivity

Assistance for
production ¢ Training on production planning and control
planning and e« Technical assistance at the factory
control

I would like to
improve the
productivity. Which
BDS do you
recommend? /-

Te(i?gf)nlion%lcal ¢ Training on production technologies

Advices to * Technological training on the use of productive

purchase new equipment
equipment e Advices to purchase new equipment

Which BDS/BDSPs can
support the above?
Give examples!
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(Case) Tesfatsion G/Egzihabher located in
Nefas Silk sub-city

The company needed to improve their d T Ve
productivity because they had limited .
operational space which must be used
efficiently to grow their business.

Thanks to intermediation of a sub-city
officer, Kaizen Institute expert provided
technical advices to reduce the “products
in process” and optimize the workshop
design. As a result, the company’s
productivity improved by more than 50%.

Develop capacity of employee

Introduction
L Sall i \cl)vfhll(caf:zganﬁ Training and consultancy services on
capacity of my workers - L
evelo Kaizen
to be strengthened to el
3 capacity of
grO\_N my business. employees
Which BDS do you
recommend?
m?}‘ o e Training for managers on marketing,
APL vy Training for production management and so on
AL £ employees e Advisory service on operation
o« S P management

Which BDS/BDSPs can
support the above?
Give examples!
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(Case) Aberha Gebre located in Nefas Silk sub-city

The company needed to introduce new
productive equipment, because the business
had to achieve growth in spite of the limited
operational space.

Thanks to intermediation of a sub-city officer,
the company manager received a training on
the use of equipment programmed by MIDI,
and he transferred this knowledge to the
workers. The workers had been trained by
TVET industrial extension instructors as well.

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project

How to contact MSMEs Consultants?

MSMEs Counselors can contact EDI to find out an appropriate MSMEs Consultant
according to enterprise’s needs.

Request for [t EDI is in charge
Inqumes consultant JE— of the consultant
h = system.
—
Basic di C It t inf '
asic diagnosis MSME onsultant info EDI
MSME Counselor
Based on the information from a
Info counselor, EDI selects a proper
exchange consultant.
" « Level (Senior consultants, Junior
Professional consultants)
Assistance for « Location
Business Growth aR:ggf:rscfgr « Size of enterprise (Micro, Small, Medium)
MSME » Sector
Consultant « Area of support (finance, HR, Kaizen, etc.)

Copyright (C) Japan International Cooperation Agency (JICA)

Business Development Service (BDS) Project
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Examples of collaboration with MSMEs Consultants

The following videos show how to collaborate with MSMEs Consultants and
examples of how to support the MSMEs by Counselors and Consultants.

Role of Counselors and Consultants
https://www.youtube.com/watch?v=qlOprBtYeDQ

This video explains how counselors and consultants work
together to support MSMEs in Ethiopia.

BDS Success Stories: Sisay
https://www.youtube.com/watch?v=FfliciwgtPo

BDS Success Stories: Addishaile
https://www.youtube.com/watch?v=mfbm9XOSAwQ&t=9s

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project

How to Introduce MSME Consultants/BDSPs?

MSME counselor should accompany MSME consultants / BDSPs to the client enterprise
for the first consulting session. Counselors should also continue monitoring the
enterprise for future growth, even after handing the case to a consultant.

Counselor visits MSME with an assigned MSME
Consultant to;

1) Introduces MSME’s business
2) Discuss quick diagnostic results with Owner and

Already know basic issues

A/ready familiar

MSME MSME Consultant
Counselor

% MSME owner will trust both Counselor and
Consultant as someone who understands about

Request support his/her business.
“ MSME consultant will understand conditions and
MSME pr diagnosis about the MSME to kick start consulting

Consultant more efficiently.

/ BDSPs

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project
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How to Facilitate Financial Access?

Financial institutions could be one of the BDSPs to be referred to, based on the
results of the counseling activities. What loans are
Necessity of financial available for my

resources . business?
—— ~ Capital

L T
m Working Does the company ( tobe )
\_\capltal need loan for working - invested
o I o capital or investment? o T —

D : g ' " Has the company A
{ ‘ Is the business \ 5 \
YES, < : . - - NO { ‘ elaborated a business - NO
operation efficient? . YES’ \ Blar Tor Invastinent 2 ks

v e ”

It may be worth || It is important to It is worth exploring the It is important to
exploring the improve the company’s possibility to apply for a prepare a plan,
possibility to liquidity besides loan/finance lease as before applying for
apply for a loan. | | exploring the possibility long as the plan is a loan.

¥ to apply for a loan. feasible. 'l [}
AdCSI and ¥ _ Addis Capital and Consultants in
other financial Consultants in other financial entities BDSPs
entities -_-'_-: = BDSPS Copyrigl:’uc; Japi' lm‘emwotn:! LoopT;;Sr;f gen[zy (ITCAY 145

SHY O lopment Service rojec

: What enterprise difficulties did you encounter in the past and which BDS
Exercise 11 [ ; :
did you recommend? Share your experience with the class.

would like to
develop and
sell a new
product.

Chamliér o
Commerce

/ Sectoral
Association

I would like
to cut costs

- and increase ‘Q’o?ld lri]ke e ol
: sales. 0 lear inancial ™\
Irll(sat'iztﬁ't‘e\ new skills. Institutes

would like
to increase
profits.

Privath

Consultant

Entreprenetm\

Industry
Development

Institutes
Sector Specific)

Development

Copyright (C) Japan International Cooperation Agency (JICA) Ins“t“te (ED'
Business Development Service (BDS) Project
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Theme 8. Case Study

If applying diagnostic tool results in the following figure,
what kind of conversation counselling should be developed?

Financial Indicators

Current ratio

(Curent assets / Short me liabiifes

Liquidity i

Quick ratio

(Curent assels notinch

Cash turnover period

(Cash/ Saies per month

49.00 times|
11.00 times}
2.00 months|

Profitability indicators

Capital structure indicators
Ef

tors

Gross profit margin (Sales - Costof sales) Sales 20.0%)
(Operating income margin | (Sdes -Costof saes - Adminstatus experses) Sakes 10.0%]
[Net profit margin (Sales - a costs) Sales 8.7%]|
ROI (Return on total assets) |(Ssles - Cost of saies - Adminstaive experses) Totdl assels 6.7%)
Capital adequacy ratio Owned capital | Totd assets 94.4%)

Times interest earned

(Sales - Cost of sales - Adminstave expenses) fnancial costs

[Problems observed in financial statements

The company may have efficiency problems in inventory and/or cash tumaver.

Possible operational situation or problem

Inventory tumover period

Ivertoy! saes por morih

7.50 times|
7.60 months}

on production and raw material inventory is important to respond well to the clients' orders. It can be
suggested to increase the number of regular clients and/or standardize the production specifications.

Possible causal relations among the problems

Diagram on possible causal relations among the problems and issues

Difficulty in sales control/

Possible causal relations among the business's problems are presented in the left side.
It is recommendable to identify the problem to be tackled, taking into account the diagram.

Other observations and suggestions (Mind factor analysis results)

! (p) Difficulty in () insufticient business ) ) ) ) .
phmm\' .lnd unnibh -jnm Ead iAvientory control ok rwccediing spsiam The bgsmes:o ?“wn?!ettb rr';a‘zny‘g b:hw;md about the lack of working space. The company need to improve their internal
) # ! 2 ~ . )
‘Hb" variaty of i — ég’.}:m:'zi:r:’:::‘:::"d \Lack of working capital | | The business owner may be worried about cashflow management in the short term (lack of liquidity), which may be
& cducts} e T i o 2 J. 4 S 7 Lo T “iv|  [related to unstable demand andlor inappropriate internal control.
:ﬁl:::z fromo | = |(p) Low productivity =t :‘:m in =] o The business owner may be worried about the shortage of technology and equipment (or appropriate shop), while it is
W , i T N T | L T possible that the company would have other problems.
{Lack of business operation Lack of modem production | Lack of capital for The business owner may not have noticed the importance of intemal operational management to increase the productivity
space (factory and office) and i or efficiency.
Legends) Difficulty Probler

Problems which are not noficayt by busitene pwrss Bt RePRRY PaPRSR a| Coopl

eration Agency (JICA) 148

Business Development Service (BDS) Project
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Please prepare a counselling sheet

::;‘;a:'y | Ilnnnmm | ’c ooooo lor ‘ |Cwmeling Date |
Issi nd Results
No m;: "I""““‘“ and Measures BDS to be provided Pr::’:" Progre: Results
3 month
6 month
9 month
3 month

No need to prepare

|_right after the diagnosis

9 month

3 month

6 month

Copyright (¢) Japan International Cooperation Agenty(HGA)
Busjness Development Service (BOS) Project

Please take the counselor test

You have 15 minutes to complete the test.

Cheating will be counted as 0 points!

Copyright (C) Japan International Cooperation Agency (JICA)
Business Development Service (BDS) Project
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Project on Business Development Service Enhancement for Enterprise Growth

MASTER TRAINERS

MSMEs Consultants Fostering System

02/31/2022

Contents of this material

1st day
1. Introduction (Overview of MSME consultant system and Roles of Master Trainers)

2. Overview of educational contents and methods on the training for fostering Junior and Senior
Consultants

2n day

3. How to organize OJT

4. How to supervise the exam

5. How to monitor and facilitate MSME consultants’ activities

6. Case studies (complementary part)

7. How to apply Consulting Tools appropriately (complementary part)
8. Conclusion

1 a 03/31/2022
3'd day Practice on OJT at an enterprise
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1. Infroduction
(Overview of the

system and Roles of
Master Trainers)

MSMEs consultant as a part of BDSPs network

% ConSZ'[ Pro.,,-de EDI and MSMEs
as 3 ting Seryi constultants :
At of BD’Ce fostered by EDI MIDI
1. Seek S : BDSPs ,
support 2. Quick | Network i
diagnosis — - —-
el Financial

institutions

MSMEs counselors [JEETFE-—
R, request Technical and [BANK |
Q’y"’ Vocational . <
v Institute PELE,

Woreda / Sub-city / City
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Overview of MSMEs consultant system

Collaborate

Supervise MSME
consultant system
managed by EDI

Harmonize EED’s industnial development service

with consulting for MSMEs to generate synergy

* Foster and manage MSME consultants in a
coordinated way with industrial extension service

providers and financial institutions

Other
Collaborate organizations
related to BDS

MSMEs consultants MSMEs consultants MSMEs consultants MSMESs consulting
fostering system certifying system registering system program managément?

Levels of certification on MSME consultants

Training for Training for Special Training
fostering Junior fostering Senior for Master
Consultant Consultant Trainer

Certified Junior Certified Senior

Consultant Consoliont Master Trainer

Certified by EDI Certified by EDI Cerlified by EDI
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Knowledge and skills required for

MSME consultants

5) Advances consulting skills

4) Professional skills related to financial issues,
including investment planning

3) Professional business diagnosis skills | For Senior

2) Professional skills on business administration and Consultants
industrial operation for MSMEs

1) Basic knowledge on business administration and For MSMEs
diagnosis, which MSMEs counselors manage | counselors

For Junior
Consultants

03/31/2022

Steps on Business Consulling for MSMEs

Step 1: Review quick diagnosis results made by MSMEs counselor

Step 2: Develop profound business diagnosis
Step 3: Elaborate appropriate strategy and plan for the business growth

Step 4: Provide technical advices to implement the plan elaborated in the previous step

Step 5: Follow up the progress of the activities for business growth

Step 6: Fulfill the template on consulting success story
8
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Roles of Master Trainers

Master frainers are expected to;

a.

LA S 4

Provide consultant candidates with technical feedback on their learning
Organize OJT as a part of the fraining for fostering senior consultants
Monitor the progress of the learning of the frainees, and,

Supervising the exam

Monitor and facilitate consulting activilies being developed by junior and senior
consultants, depending on the necessity

It is not obligatory for master trainers to provide advice on technical issues of the fraining
course for junior consultant candidates, since the frainees should learn by themselves.

However, it is desirable that master frainers have profound knowledge on the fraining
contents as technical leaders of MSMEs consultants.

032/31/2022

2. Overview of
educational contents and

- methods on the training
for fostering Junior and
Senior Consultants
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The training course for Junior Consultant Candidates

includes the following 4 chapters :

el

Chapter 4:
Advanced
Chapter 3: topics to
Virtual OJT complete the
Chapter 2: (case studies) course
Business
Chapter 1: administration
Basic and industrial
knowledge operation

It is important that the candidates reinforce their technical capacity step by step,
to be a certified MSME consultants.

Y3131 07

11

Training course for Junior Consultant Candidates

The chapter 1 includes the following 4 units:

* Unit 1. Basic notion of MSME consultants and their successful stories

* Unit 2. Industrial operation that MSME counselor candidates learn

* Unit 3. Financial analysis that MSMIE counselor candidates learn

* Unit 4. Basic business diagnosis that MSME counselor candidates learn

In BDS system, it is proposed that MSME
counselors provide local enterprises with
basic business diagnosis, and then MSME ‘

consultants support the companies’ growth. Chapter 4:
Therefore, it is important that MSME Advanced topics
consultants dominate all topics that MSME St‘r:";‘:leg_r z‘;;:’s':"‘e‘e the
counselor candidates learn, as their "basic Chapter2: (case studies)
knowledge". Business

Chapter 1: administration

Basi and industrial

e operation

knowledge

12
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Training course for Junior Consultant Candidates

The chapter 2 includes the following 4 units:

* Unit 5. Strategy planning

Unit 6. Management accounting
Unit 7. Industrial operation

Unit 8. Marketing

It is important that MSME
consultants dominate different
topics related to business

Chapter 4:
Advanced topics
to complete the

operation so that they can provide

administration and industrial k’ y
. . . ‘ u.“mr3.
integral technical advices. 4 d

Virtual OJT course
Chapter 2: (case studies)
Business
I Cha.pter L administrati
Rasic on and
knowledge industrial
operation

13

Training course for Junior Consultant Candidates

The chapter 3 includes the following 4 units:

* Unit 9. Wood processing company case
* Unit 10. Metal processing company case
* Unit 11. Food processing company case
* Unit 12. Garment factory case

The candidates should develop

the worksheets in this chapter, °
as if were certified MSME k
consultants. 4 Chapter 4:

RS Advanced topic
It is important that MSME | Chapter3: [0 e oy
consultants provide advices A e Vitcalolr =~ =
appropriate for the features of ; B:siness (case

5 . . Cl 1 i i
each of different industries. S o studies)
knowledge operation

14
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Training course for Junior Consultant Candidates

The chapter 4 includes the following 3 units:
* Unit 13. Advanced case studies (1)
* Unit 14. Advanced case studies (2)
* Unit 15. How to elaborate business diagnosis and consulting report
(and consulting success story template)

The candidates must try this

chapter, which includes

4
advanced case studies and how A g:apter ::
£l buse di . d Chapter 3: v_ance
to fulfi usiness diagnosis an ‘ Virtual OIT topics to
Chapter2: (case

consulting report, to finalize Slar complete
the course. Chapter 1: administration studies) the course
Basic and industrial
knowledge operation

15

Training course for Junior Consultant Candidates

Necessary time to complete the course

* The course include 15 units in total.

* Each unit has the worksheet which includes audiovisual educational
materials, questions for facilitating the candidates’ learnings, and/or
others. Each worksheet should be developed for 30 minutes.

* It is recommended that the candidates spend 2 or 3 hours for each unit,
not only for developing the worksheet but also for reading the textbook,
which can be downloaded by the course web site, and other reference
documents. In this sense, it is estimated that the candidates should
spend 30 — 45 hours in total (15 units x 2 or 3 hours). Itis
recommended that the candidates develop 1 or 2 units per day,
therefore 2 or 3 weeks are required to complete the course.

16
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Training course for Junior Consultant Candidates

How to develop the course (1)

L)

ourse Guidance

Training Course for Fostering MSME Junior Consultants

MSMEs consultonts’ role is promoting MSMEs (Micra, Small and Medium o% (1)

diogrosis, (2)
g the report O Dusiness Gognesis for e

Support for

In the framework of training course as a part
of BDS sy this ite provides
learning contents so that the participants can
get necessary skills to be MSMES consultants
(Junior consultants).

The guidance for this course is presented in
the left side as slide show, After reading the,
guidance, you can start the course. by p
the follewing button.

Guidance

First, please push
this button to
start the course.

Password to

open is “bds”.

U5/ 31/202Z

https://ebdsc.jimdofree.com/

17
Training course for Junior Consultant Candidates
How to develop the course (2)
LR
Learning Contents Please download the
g -~ main textbook and
o =iy read it.
(e P e e e e e e e e o e 1
e v x —
: oo
g 1
| 1
i m CIEED E Then, the candidates should
i S : develop each unit. Each
I LI E worksheet must be
I .
i CoT— i completed for 30 minutes.
iﬂ)m:umwmm GRS i
L e et ey e i —— R
18
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Training course for Junior Consultant Candidates

How to develop the course (3)

UNIT 2 of the Training course for fostaring MSME junior cor for MSME "counselors™ as basic
knowtedge for MSME "cansultanis' 1 Introduction and industrial operation)
The tandidates should answer all questions corractly, to complese this part.

Each unit (worksheet)
can be started, by
pushing this “Start”
button.

19

Training course for Junior Consultant Candidates

How to develop the course (4)

foors o AT REYOM oo o

MSME Couns'éloi"s;”
WHAT |[S A
"M.E
COUNSELOR"?

Each unit (worksheet) has several
audiovidsual materials and questions.
The candidates should answer correctly

all questions presented in the sheet.

Watch on @ YoaTebe

Piease waich the viceo first
How can MSME "counselors” can be dafined?

) MSME counseiors provide specialized traning courses such as food pioduction technolegy, garment wchadiogy, elc.
() MSME counsetors are local govemment stalf who are In charge of primary atiention to local MSMES.

U3[357202Z

20
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Training course for Junior Consultant Candidates

How to develop the course (5)

When the candidates
finish answering all
questions, this sheet
St will appear. The sheet
presents which
questions have been

i ke >l answered correctly
(and incorrectly).
After reviewing this
LN report, the candidates
should push this
button.

MSME coumselons provide specalzed franing coursas sueh as fond production tachrology. garment lachnaiogy. ate

2 Tha company can produce pindscts based on Niae own plan  This may ncrease operatonal sfficiency Carroct!

4 Froduction as stock

Correcth

5 Not e

Corectt

03/31/2027

21
Training course for Junior Consultant Candidates
How to develop the course (6)
UNIT 2 of the Traming course for fosteriag MSME junior consitants (Educational contents ‘or MSME "counselors’ as basic
knowledge for MSME "consultants™ 1. Ir ion and industrial operation)
The candidates shouid answer all questions cofrecty. to compiete this pan.
Then this image will appear. Here, as
an example, the percentage of correct
answers is 67%.
The candidates can retry the failed
questions.
Ralry Sded Ouestions
22
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Training course for Junior Consultant Candidates

How to develop the course (7)

UNIT 2 of the Training course for fosienng MSME jurvor consultants (Educational contents for MIME "counselors” as basic
for MSME ™ il ard ndustrial oparation)
The cardidates should anawer all guesticns corractly, to compiete thie part

When the candidates answer all
guestions correctly, here “100%” will
be mentioned.

The candidates must take a screen shot
of this image with 100% of each unit,
with the date and time when
completed.

= 036
opven € € & B 8 & JWCEN A GRUBA W
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Training course for Junior Consultant Candidates

How to develop the course (8)

When the candidates will have answered all questions correctly in 15 units and submit
15 screen shots with “100%” to the course organizer, the candidates will be invited to
take thie exam to be certified as MSME junior consultants.
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Practice: Let’s try UNITs 3, 9 and 15

UNIT 3 of the Training course for fostering MSME junior consultants (Educational contents for MSME "counselors"
as basic knowledge for MSME "consultants” 2. Basic financial analysis)
The candidates should answer all questions correctly, to complete this part.

25
This training course for senior consultant candidates
includes the following 3 chapters:
‘ Chapter 3:
‘ = E— Practices
' Chapter 2: How
to apply several
Chapter 1: Basic tools for business
knowledge for ~ diagnosis and
senior consulting
consultants
It is important that the candidates reinforce their technical capacity step by step,
to be a certified MSME senior consultants.
26
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Training course for Senior Consultant Candidates
The chapter 1 includes the following 3 units:

* Unit 1: Review of educational contents for Junior Consultants
= Unit 2: Working capital and current asset management

* Unit 3: Investment planning

It is expected that senior
consultants facilitate MSMEs' access
to financial services, besides
providing normal consulting

services. Therefore, the second unit
refers to working capital
management, and the third unit
refers to investment planning.

Chapter 3:
Practices
Chapter 2:
Chapter 1: How to use_
Basic the consulting
knowledge tools

27

Training course for Senior Consultant Candidates
The chapter 2 includes the following 4 units:

* Unit 4: How to apply consulting tool on operational improvement (1) (Production,
Inventory and Purchase management)
* Unit 5: How to apply consulting tool on operational improvement (2) (Statistical

testing and Sales management)

* Unit 6: How to apply consulting tool on investment planning and costing
« Unit 7: How to apply QDT (Quick Diagnostic Tool) Excel version

It is important that MSME
consultants can apply different

consulting tools so that they can
provide technical advices
appropriately.

Chapter 3:
Practices

Chapter 2: How
to use the
Chapter 1: Basic consulting tools
knowledge

28
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Training course for Senior Consultant Candidates

The chapter 3 includes the following 2 units:

* Unit 8: Practices on elaborating business diagnosis and consulting report
* Unit 9: OJT by visiting to a pilot enterprise

The candidates should develop the
OJT in which they will be required
to diagnose a pilot enterprise and

Chapter 3:

provide technical advices by s
Practices

presenting diagnosis and
consulting report.

Chapter 2: How
to use the
Chapter 1: Basic consulting tools
knowledge
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Training course for Senior Consultant Candidates

Necessary time to complete the course

* The course include 8 units in total, except for OJT.

* Each unit has the worksheet which includes audiovisual educational
materials, questions for facilitating the candidates’ learnings, and/or
others. Each worksheet should be developed for 30 minutes.

* It is recommended that the candidates spend 2 or 3 hours for each unit,
not only for developing the worksheet but also for reading the textbook,
which can be downloaded by the course web site, and other reference
documents. In this sense, it is estimated that the candidates should
spend 16 — 24 hours in total (8 units x 2 or 3 hours). It is recommended
that the candidates develop 1 or 2 units per day, therefore 1 or 2 weeks
are required to complete the course.

30
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Training course for Senior Consultant Candidates

How to develop the course (1)

Training Course for Fostering MISME Senior Consultants

Itis that Senior Ce MSIMEs accesstof vices, besides providing normal consulting
services In this sense, Senior Consultants should menege wider technicel arcos than Junior Consultonts. This training
course provides Junior C with leaning so thot they can be Senior Consultents.
In the framewaork of training course as a part
o T P First, please push
learning contents so that the participants can get X
necessary skills to be MSMEs senior consultants. this button to
- e For The guidance for this course is presented in the left
raining course for fostering start the course.
MSME SENIOR consultants side as slide show. (You can pause and resume slide
: show, as you need.) After reading the guidance,
Course Guidance can start the course, by pushing the followi

(Password, which should be granted by t
organizer, is required to open learning

Password to

open is “bdsp”.

{re7 e e

https://ebdsc.jimdofree.com/guidance-senior-c/

31
Training course for Senior Consultant Candidates
How to develop the course (2)
Learning C for Senior C Itant Candid
l-dq—l_-l--——m-_‘_ml_u.u—_ddlm’;‘h
oo The candidates should
e SV T . el i develop each unit. Each
e worksheet must be
piREEEdess completed for 30 minutes.
D Coraddates Cor aguly Coridadbing Tooks” wiien Cam e Souwtusded b tie Tidliaaiey it of the Chagter 2(1)
10 srevver sovw queslians cresesdod Withe URTe 2 st |
SR : o
T A R T NS ST
Please download several
consulting tools to develop
the learning contents.
32
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Training course for Senior Consultant Candidates

How to develop the course (3)

UNIT 2 of the Training course for fostering MSME senior consultants (Working Capital Managemeant)
The candidates should answer all questi y, to

p this part

Each unit (worksheet)
can be started, by
pushing this “Start”
button.

03/31/2022
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Training course for Senior Consultant Candidates
Satdes vhiElserana” l:l,
appropriate volume to be ordered (1)
e Each unit (worksheet) has several
audiovisual materials and questions.
The candidates should answer correctly
all questions presented in the sheet.
5 8 Yoalube
Please watch the vdeo first,
Working capiial shortage can be caused by several ieasans, Which is "not” appropriate as possible cause of such cash shortage nsk amang he
fellemangs?
O Increase ofthe invantoty of finished products
© Docreass of the purchasa of tha raw matarials by cash
(O Ogperaticn wittout cashflow budget
(O Intrease of the products In process
o of new p i
D3/312022
34
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Training course for Senior Consultant Candidates

HOW to develop the course (5) When the candidates

finish answering all
Your Response Resul questions, thls Sheet

MSME counsainrs provide specalizad traming coursas sich as food arduction teshnolgy, garment laehnokigy. eic wi " a ppea T. The sh eet
.

presents which
questions have been

% iNosme . answered correctly
(and incorrectly).
After reviewing this

5 Nortue : report, the candidates
should push this
button.

2 The company can produca prodicts basas on thei own sfan This may increase coertonal eficiency

4 Praducticn as stock

It is tus

N3731/2022
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Training course for Senior Consultant Candidates

How to develop the course (6)
[ i

UNIT 2 cf the Training course for fostering MSME senior consultants (Working Capital Management)
The candidates should answer all questions correctly. to complete this part

Then this image will appear. Here, as
an example, the percentage of correct
answers is 33%.

The candidates can retry the failed
questions.

Hatry fafed Uosatans

36
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Training course for Senior Consultant Candidates

How to develop the course (7)

When the candidates answer all
gquestions correctly, here “100%” will
be mentioned.

uNITZ of he Trainng course for 10stering MSME senior (Working Canital
should answer all lops coredly, to comodte this pan

The candidates must take a screen shot
of this image with 100% of each unit,
with the date and time when
completed.

% L5 18
®  o3/s12022 [ S Jvche AAmaEh © T
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Training course for Senior Consultant Candidates

How to develop the course (8)

When the candidates will have answered all questions correctly in 8 units (all units
except for OIT session) and submit 8 screen shots with “100%"” to the course organizer,
the candldates will be invited to OJT (Unit 9).

38
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Training course for Senior Consultant Candidates

How to develop the course (9)

When the candidates complete
the OJT, they will be invited for
the exam to be certified as senior
consultants.

39
Practice: Let’ UNITs 1, 4 and 8
ractice: Let's try s1,4an
UNIT 1 of the Training course for fostering MSME <enior consultants (Review of educatnsrar coneies ror surmor
Consultants)
The candidates should answer all questions correctly, to complete this part.
40
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3. How to
organize OJT

Steps on OJT

Step 1: The candidates should review existing information on a pilot enterprise
to be diagnosed and consulted through MSME counselor.

Step 2: The candidates should observe the pilot enterprise’s operation and
make interviews with the owners and employees.

Step 3: The candidates should elaborate a business diagnosis and consulting
report, on the basis of the information obtained through the previous step.
(Training course organizers or master trainers should revise the report
elaborated by the candidates.)

Step 4: The candidates should provide the business owner with technical
advice for the business improvement, according to the report elaborated in the
previous step.

Step 5: The candidates should observe the positive changes which will take
place at the pilot enterprise. (If possible, the candidates can fulfill the good
practice format.)

42
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15" step: Reviewing existing information L
of a company for consulting (1)

want 1o hire more
employees toincaease
the production.

e —— — ——

7 Quick i:usiness diagnosis result Business owner’s voice Picture on workplace

43
15t step: Reviewing existing information {—J
of a company for consulting (2)
oo ‘ TN Does the company want to
C B ©® oo make an investment for the
C ¥ N/ productive equipment?
No /\es
The owner wants to identify measures to The business owner wants to receive
improve and innovate the business with a view the consulting on investment planning
to the increase of the sales and profits.
A4
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! : ! }
2nd step: Observe the pilot enterprise’s operation and |
make interviews with the owners and employees (1)

(First question) Does the company have large
productive equipment such as molding
machine and large industrial printing
machine? Or,does the company’s production
heavily depends on workers' |labor?

(Second question) Does the company’s

production is from orders or for stock ?

Case 1: Case 2: Case 3: Case 4:

Production depending Production depending Production depending Production depending
on equipment + on equipment + on workers’ labor + on workers’ labor +
Production from orders  Production as stock Production from orders  Production as stock

45

2nd step: Observe the pilot enterprise’ s operation and L

make interviews with the owners and employees (2)

When the company produces after receiving the orders and its operation highly
depends on the equipment, the consultant can provide the following advices. (Case 1)

™ a
“ = =
e e
(Basic Advice)

The profits can be increased, by increasing the equipment working ratio.

Prescription:

(i) Option 1: Receive more orders from the clients to increase the
equipment working ratio (= Apply the customer management sheet)

(ii) Option 2: Reinforce raw material stock management to avoid its shortage

(= Apply the inventory management tool)

(iii) Option 3: Reduce setup time of the equipment, to increase working
hours of the equipment (if the company receives enough volume of
orders from the clients.)

46
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2nd step: Observe the pilot enterprise’s operation and

make interviews with the owners and employees (3)

When the company produces for stock and its operation highly depends on the
equipment, the consultantcan provide the following advices. (Case 2)

Procuce Mg the products s sock Recans orters

(Basic Advice)
The most important task is balancing the production volume, stock and sales.

b Prescription:

(i) Option 1: Stock of finished products should be managed well. (- Apply the
inventory management tool)
(if) Option 2: Sales forecast should be accurate. (= Apply the sales forecast sheet or

statistical method)

(iif) Option 3: Review the production plan frequently to balance sales volume

(iv) Option 4: Reduce setup time of the equipment, to increase the production, if the
sales volume exceeds current production volume

2nd step: Observe the pilot enterprise’ s operation and

make interviews with the owners and employees (4)

When the company produces after receiving the orders and its operation highly depend
on the workers’ labor, the consultant can provide the following advices. (Case 3)

Recerne ordars Produce accarding 1o ardens Desiver the prosucy
(Basic Advice)
The profits can be increased, by reducing raw materials costs and/or improving labor
productivity, with enough volume of customers’ orders, by systematizing the operation.

ombine several measures, iInduding: (1) redudng the waste of raw materials, (Il)
reinfordng 25 (Sort and Set) to improve space efficicncy and/or preventing from too much stock
Inprocess, (1il) line balancing by capacity development of workers and the others, (iv)

reinfordng raw rlal stock vnmug’(‘n\cm ()Appl pacity development

B 2ive more mders rmm lhe clien /! he production capadity exceeds the
current sales (~» Apply the customner manag nt sheet)
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2nd step: Observe the pilot enterprise’s operation and
make interviews with the owners and employees (4)

When the company produces as sotck and its operation highly depends on the
workers’ labor, the consultant can provide the following advices. (Case 4)

.-

(Basic Advice)
The profits can be increased, by make efforts to simplifying the operation.

Prescription:

(i) Option 1: Optimize the variety of the products (If the variety
of products is too high, the operation shall be complicated
and this causes the increase in the costs.)

(ii) Option 2: Apply the operation improvement measures such
as 58, stock management on finished products, and so on, if
necessary.

i
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39 step: Elaborate business diagnosis
and consulting report (1)

Report on business
diagnosis and consulting

Diagnosis part

* Diagnosis results in different business functions
such as purchase, production and sales should be
reported in a consistent way.

« Overall diagnosis results should be related to the
results in different business functions

Recommendation part A Seemmedutin os s st o gronth

Proposed strategy, CSF (Critical Success Factors), el O A0 ter o s
actions to be taken should be set in a consistent
manner.

Indicators such as KGI [Key Global Indicater) and = & A iy i s

KPI (Key Performance Indicator) should be set O proo 1 | A Do | B P
appropriately in a consistent manner with the o Rhee
strategy and actions to be taken. 1

50
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39 step: Elaborate business diagnosis

and consulting report (2)

External ® The company is still affected by covid 1.
situation ® During covid 19, the company's shade cost has How can we
‘ been covered by local gox’/ernment. evaluate the
Purchase e The company does not elaborate purchase plan.
Production e The company produces metal frames without report )
customer orders. presen’red n
(] Tpe company does not elaborate production the |left side?
plan.
® The company does not adopt gquality (A part of the
management. report)
Sales/ ® The company does not manage well their
marketing clients.
® The company does not have sales plan.
Administration e The company registers costs and sales in its
/ financial notebooks.
resources e The company does not record exists and entries
inventory.
Overall e The company should improve their business
overall efficiency.

51

3rd step: Elaborate business diagnosis and

consulting report (3): Better example

External COVID-19 dad in the d d for the pany’s products (metal fromes), while the market demand has been recovering in these
situation months.
Purch: The has suffered from difficuliies in the stable h ofraw terials. b the liers shovld import them,
The company looks for other possible suppliers. with a view fo siable purchase.
Producti The pany's production cfficiency has not been so bad, taking into account the followings.
@  80% of the company's produclion was dependent on ifs sales plan. This operalion slyle (“production as sfock”) can facililale the production
efficiency.
@ The lead-time form ordering the raw terials fo leting the production is not so long, because the production processes are not so
complicated.
The business owner thinks that the productivity is low, and he iders that the p should invest new . H . his thinking can
be incorrect, taking into t the poinis menti d above.
Sales/ I can be considered thal the company has some dlﬂ‘culile; on sales aclivilies, foking info ideralion the following
markefing ® The company has only 2 reg table sales

e The pany’'s operation style is “prod tio as slock" and sometimes the company does not have enough stock to sell. (Sometimes the
company has oversiock as well.) It is mporhni to point out that the company does not register exits and entries of the inventory.
Administration 1) Working cuplh:l shortage risk

/ financial The company's ogerohen shle can cavse workmg capital shorlage, b of the foll
fesources @ The y's operali pends mostly on “produchion as stock”, and the company does nol have gh regul 1 Furth ore,
the company does not register exits and enfries of the inventory, Such tion of the pany can g te the ofthe | Y.
@ Due to the limited ber of regular cust s, the pany's cash inflow can be unstable,
@ Because the company does not elaborate the sales plan, fimes it has bl in the bal between sales and production volume.
2) Costs and profits
The confribufion margin ratio is very low (10%). It is important to alyze how to red the iable cosfs. It can be recommended that the
pany look for cheaper raw malerials.
Overall The buslness owner wanis io invest new equipment; however, this should be d id Ihe tollowings
@ Jhe investiment will generate new fixed costs, such as pcyment of the ntefest rate und the d. i Considering the pany’s low.
contiibution margin ratio, the mvesimenl con cause the company’s deficits.
® Taking info t that the ital shortage h often. itcan be ded o take for prevenling from
overstock. before analyzing the mvedmeni
52
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3'd step: Elaborate business diagnosis
and consulting report (3):

acommendation part

@ Allitems of finished producis ® The company identifies the products (items| to be
Q will be sold within 2 weeks produced and sold in a prioritizad manner.
after the production. ® The company registers exits and entries of the inventory
(of finished products).
The company will increase ® The company gefs in touch with several potential clients
the number of the regular to ask their purchase.
customers. The number will ® The company analyses the demand of such pofential
be 5 by the end of the year. customers.
Maintain and improve the ® The company maintains short lead-time from ordering
productivity. the raw materials to finishing the production. (In this
sense, the company should keep the relation with raw
material suppliers who can provide in a fimely manner.)
Contribution margin ratio ® The company should reduce the raw material costs, by
will be 30%. reducing the wasle, looking for altemative materials that
are cheaper, and so on.
® The company should use the labor cost efficiently.
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3'd step: Elaborate business diagnosis
and consulting report (5): Conclusions

Diagnosis part

« Diagnosis results in different business functions such as purchase, production and sales should be
reported in a consistent way.

« Causal relations among the company’ s several problems should be analyzed and mentioned at the report.

« Overall diagnosis results should be related to the results in different business functions. It is important to
point out major issues to be tackled.

Recommendation part

v rﬁn?r?r?gred strategy, CSF (Critical Success Factors), actions to be taken should be set in a consistent

« Indicators ?uch as KGI (Key Goal In icatore and KPI (Key Performaﬂce Indicator) should be set
appropriately in a consistent manner with the strategy and actions to be taken.

« Possible KGIs can be targeted sales amount, profit amount, etc.

» Possible KPIs c?p be (i) OEE (Overall Eguipment Effectiveness = Equipment operating rate x Non
defective rate), (i) Wasting rate of raw materials, (iii) Production volume per day/ week/ month, (iv) Lead
time from receiving orders to _delivery for the customer, (v) Contribution margin ratio for each product,
é\ég Number of new clients, (vii) % of sales for regular clients, (viii) number of products newly developed,

« Recommended strategy and actions must be feasible economically and technically.

54
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4 step: Giving advice fo the enterprise

The consultant candidates should provide technical advice for the business
improvement. Such advice can include;

i1 Strategy for the company’s growth, such as possible new
markets and products to be developed.

i) Possible i(?vgs ment plan (if necessary and it can be
recommended for the business expansion

Measures, for the improvement. of the company’s
profitability, including necessary actions for sales expansion
and cost reduction.

v)Measures for the improvement of the company's financial

liquidity, including working capital management and
inventory control.
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5% step: Monitoring and elaborate the template on

consulting success stor

Initial Consultation| onsulting Period onitoring & Final Consultation»
Step 1:  COLLECT Siep 2: COLLECTDATA & Step 3:  TAKE NOTES OF Step 4: COLLECT DATA & !
ENTERPRISE BASE PHOTOS SUGGESTIONS & PHOTOS
INFORMATION: ACTIONS
1) Enterprise information 1) “Before” data of 3 key 1) What consuliant 1) “After” data of 3 key areas
2) 3 Key focus areas for areas infroduced in 3 key areas 2) “After” photos of 3 key
consulting 2) “Before” photos of 3 key 2) What owner worked on in areas
v'Based on counseing areas 3 key areas 3) Testimonial of owner &
Tosuia 3) Photos of enterprise; consultant
¥ Areas critical to ¥ Enterprise buiding.
enterprise signage, and products Note: Make sure that ecch arso hos Nate: idake sure that photos con
v Areas rolatively sasy to v Owner & employeesin e:eres,:\c-.:mg svggres‘:o‘ns by " be comparable with those taken
Y o consvitants and actions taken in3tep 2
see improvements action O\‘/ﬂ;fJCCO’dRQ!f X P

ekl v Owner & consultant In
i E Junier ' 2 i ion

Centified MSME Junior Consuitants’ Success Stories
‘Yelfashewa Garment
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HOW TO COMPLETE TEMPLATE PAGE 1

Consuitant Erterprise

Consuitant Name MSME' .
. . s profile

Organization Consultant’s profile Sector / Size Sisi=Miera 8 p“ S

Certified Location ze = Micro, Small, or Medium

Short history and description about the enterprise / Results:
- Background - State only facts
- BDSPs support history - Include figures as long s it does not breach confidentiality
- Include improved results of the key areas the assigned consultant worked on
2 g o Direct results from “Actions Taken by Enterprise” in next slide.
|||”|I“Il Maloipmduets o produc‘t ERlgores Exampie: Owner implementad “regular customer management sheet”

= {nelde anly imain D(OdbC!S: -2 Resulted in 10% increase of sales from regular customers.
Product - always include the products discussed in the story & SpllowsieBecs, Kary

Example: 10% increase of sales from regular customers
- Resulted in 5% revenue improvement and one new hire.

Owner's Voice
- SPECIFIC EXAMPLES of how the
owner and/or the business
improved as @ result of consultation.
(1 staried doing-+- /My busiress used

Consultant’s Voice
SPECIFIC EXAMPLES on how
/tant felt satisfaction in client’s
impravement.

SPECIFIC CHANGES which consultant

recognizes as improvements: Figuras, - Product photos 10.be - but now - otc.)
working@nvironment, owner’s attitude. . "—“ y - INTEREST IN CONTINUOUS

Cstomess e rtan e ate ¥

Company signage
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HOW TO COMPLETE TEMPLATE PAGE 2

Summary of initial diagnosis by Counselor: In order to show before-after effect, always describe “hefore” cont
areas discussed below (3 key areas which consultant worked with the owner and improved), or an overall challenge the
owner was facing due to the problems described in this page. This part MUST relate to the problems discussed in this page.

Situation

A “ 15

FU;III 1. T Te
Problem A -> What consultant analyzed and introduced to address Problem A = What enterprise did to improve
Dyaialaan A

#¥ 2. low productivity with idle machines due
to insufficient orders
% Retention = = = = = = = = Point I= —» Retention= = = = = = = = = Ppjnt 1 = » Retention:

. New customer acquisition problem:
Point 2: Bullets are components
which are causing the
problem.

« Apply costing work sheet Point 3: If multipe actions are
it recommended, separate
- Research competitors” prices bullets for each action.

2 /Ao

gy/2n22
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HOW TO COMPLETE TEMPLATE PAGE 3

Show BEFORE / AFTER comparisons

To show improvement

Of the areas mentioned in Page 2

With a caption for each photo for the readers to understand what they are

ol oo L

For example:
If inventory is improved, BEFORE (overloaded stock room) vs AFTER (organized stock room with less stock)

If customer acquisition is improved, BEFORE (idle production line) vs AFTER (fully utilized production line)

59

Overwrite dotted parts.
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---Type in enterprise name---

veee / Micro, Small, or Medium

Consultant Enterprise
Consuftant ... Name ..
Organization Sector / Size
Certified Location
Results:

W

I <

Productg ..

Consultant’s Voice

Cwner's Voice

61

---Type in enterprise name---

b .Ovenwrite this dots area.......u..
Sih.l:tion .
NECESSARY TASKS
ARROBLEMS IDENTIFIED N IDENTIFIED i
BY CONSULTANT

ACTIONS TAKEN BY
ENTERPRISE

62
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---Type in enterprise name---

63

Refer to past examples, as you develop a
success story.
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Certified MSME Junior Consultants’ Success Stories
Yelfashewa Garment

Consultant Enterprise

Consultant Mr. Ademasie Mamiuve Name Yelfashewa Garment
Organization TVET Misrak Sector / Size Garment / Small
Certified Junior Consultant, March 2021 Location Bole

o Kitchen gloves

}IJ’""IHN o safety clothes

roduct o various uniform clothes.

Consultant's Voice

“The consulting toofs anad the

knowledge learned from the MSME

Consultant training helped me a
fot.
| could critically identify and
diagnose the MSMEs problems!”

Established in 2019. Owned and managed by an
experienced female entrepreneur Ms. Yelfashewa Sime.

Results:
/ ¥ Now clearly understand available balance of stock.
v Overall sales increased by 30%:

¥ 10% increase from a large supermarket chain, who has been
a regular customer but used to order only small quantity.

¥ Revenues from new customers increased from 8,000 ET8 to
20,000 ETB through new customer acquisition.

v Appropriate pricing reflecting costs and competitors’ prices.

“l really appreciate the consulting
support, because it helped me fo
record my business transactions
and to increase my sales to new

Qwner's Voice

customers.”

65

-

o

w

Certified MSME Junior Consultants’ Success Stories

situation  the impact of the COVID 19.

AROBLEMS IDENTIFIED

- Working capital shortage due to overstecking

Not recording entry/exit of raw materials
Not knowing the balance of raw materials,

Low productivity with idle machines due to
insufficient orders

Retention problem: Without follow-ups, new
customers do not place repeat orders,;
therefore, only 3 regular customers are
remaining

New customer acquisition problem: The
enterprise sales from the new customers are
very limited; proximity to the market of
potential customers is not easily accessibla.

. Cannot win tenders due to uncompetitive

pricing
The manager faces difficulty in setting
appropriaté pncas,

Yelfashewa Garment

NECESSARY TASKS
IDENTIFIED
BY CONSULTANT

Consultant introduced Inventory recording
system to keep track of raw materials in stock.

Retention: Consultant introduced a regular
customer management sheet (customer
database) to follow up with customer needs.

New customer acquisition: Consultant
introduced a sub-contracting scheme to find a
market linkage with a larger garment
enterprise.

Apply costing work sheet to set prices high
enough to secure profit.

Research competitors’ prices to stay low
enough to be in the competitive range.

Yifashewa Garment was serving 50% regular and 50% new customers. Only two companies take the lion share of the enterprises
sales and among the regular customers. With its 2 temporary and 4 permanent staff members, the enterprise was still struggling with

il

ACTIONS TAKEN BY
ENTERPRISE

Yelfashewa Implemented an Amharic version of
the inventory management sheet.

Retention: An Amharic version of regular
customer managemert sheet has been
devaloped.

New customer acquisition: Sub-contracting is
starting through an Introduction to a medium-
sized garment enterprise in the same area.

Applying costing work sheet, enterprise
practiced to set new pricing.

Enterprise conducted compeatitive price
research.
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Certified MSME Junior Consultants’ Success Stories
Yelfashewa Garment

2od i vt meit

e S |

o
RS aa T,

[P |

Customer management
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ape . ’ .
Certified MSME Junior Consultants’ Success Stories
. .
ATW Engineering
Consuftant Enterprise
Consultant Mr Shimeles Berehe Name ATW Engineering
Organization MIDI Sector [ Size Metal [ Medium
Certified Junior Consultant, March 2021 Location Bole
A medium-sized metal sector enterprise which is Results:
h owned and rnanaged by ayoung entrepreneur Mr. |/ v Sales from new customers increased from 10% to 20%,
s o while the total sales has been also constantly increasing.
Aysheshum. Currently receiving a support from MIDI. ¥ More new customers are visiting his workshop, as they see
: aroadside billboard and a company signage.
o Textile machines ¥ Inventory management system has been well organized,
|| I I| l o Leather machines and it led to improve working capital conditions by
Producto Agricultural machines resolving overstocking.
o Construction machines & system ¥ Feasibility of business expansion has been confirmed and
o Chemical & factory Infrastructure ATW is now planning to apply for loans.
Owner's Voice
Consultant’s Voice
“The consulting service helped me
‘I eould have a tangible feel that {o reach new customers. It also
the consulting session was actually helpea me to properly handle my
helpful far the enterprise owner, ™ working capital with the ard of the
faventory management sheet.”
68
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Certified MSME Junior Consultants’ Success Stories

Situation

ARROBLEMS IDENTIFIED

1. Limited sales to new customers

- The enterprise did not have any sales and
marksting exposure. Only regular customers
could distinguish the enterprise from
residentials and loczate the enterprise.

2. Working capital shortage
= Due to lack of inventory recerding, the
enterprise was overstocking.

3. High production cost from machinery rent

= Production cost remainad high due to the
payment for the rented machinery; however,
a new/ Investment to purchase new
machinery 10 address this issue seemed
uncertain-and-risky.

ATW Engineering

NECESSARY TASKS
IDENTIFIED
BY CONSULTANT

» Consultant suggested that ATW Put an
enterprise signage up on the roadside around
the enterprise compound.

Consultant introduced the inventory
management sheet to cope up with the
working capital shortage.

Consultant suggested the investment appraisal
toal to analyze the feasibility and profitability
of the new machinery purchase,

Operating in a highly competitive metal market with tight procurement conditions, ATW Engineering was facing squeezed working
capital due to the lack of inventory management. In addition, while productivity needed to be improved to reduce costs, sales
increase was extremely challenging without any basic sales & marketing management.

ACTIONS TAKEN BY
ENTERPRISE

T

= Now ATW has a new company signage to lure
the traffic of new customars into the

enterprise.

ATW fully adopted the inventory management
sheet to handle its inventory.

The ATW management confirmed the
feasibility of the sxpansion plan, after applying
the Investment appraisal tool with the
consultants’ guidance.

69
Certified MSME Junior Consultants’ Success Stories
ATW Engineering
&L Rinor
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4. How to
supervise the
exam

Exam site for junior consultant
candidates (password: bds)

This page refers to the exam for junior consultant candidates.
The candidates must answer 17 questions or more correctly among 20, to pass the test.
The candid must complete to answer the questions within 30 minutes.

(https://ebdsc.iimdofree.com/exam-iunior-c/)
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Exam site for senior consultant

candidates (password: bdsp)

This page refers to the exam for senior consultant candidates.
The candidates must answer 18 questions or more correctly among 20, to pass the test.
The candidates must complete to answer the questions for 40 minutes.

(https://ebdsc.jimdofree.com/exam-senior-c/ )

73

Image of the exam

2 I

How much shall be the company's cash balence et the end of the yea), when (i) stertihg betsace ix 20,000 ETE, i) cash infow in the period shall be
300,000 ET8, and il cash cutiow In 1he period shall be 280,000 ETE.

O 40D0ETS

O 50000ETS
{ 100M0ETB

O 30000ETE

74

213



Conclusions on supervising the exam

When the candidates complete answering all questions, the following image will appear. Master
trainers or exam supervisors must (i) supervise the candidates so that they shall not cheat and not
retry exam after completing, and (ii) inform EDI (course organizer) of each candidate’s exam result.

Failed

40pt(B out of 20) sopt Fallea
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5. How to monitor
and facilitate

MSMEs consultant’s
activities

76
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How can Master Trainers monitor and facilitafe®

MSMEs consultants’ consultancy activities? (1)

Which documents are
available for monitoring and
facilitating MSMEs consultants’
activities?

77

]
How can Master Trainers monitor and facilitafes

MSMEs consultants’ consultancy activities? (2)

Case:

A junicr consultant says that the business owner has several problems, including;
Business owner does not know marketing theory such as 4Ps.
« Business owner does not know how much costs to produce one product [unit cost).
« Business owner does not know the importance fo manage the inventory.
« Business owner has not elaborated neither sales plan nor production plan.
« Business owner has not looked for appropriate raw material providers for the company.
+ Business owner wanis to increase the benefits, but she or he does not know how to do it.

The junior consultant say that there are so many fasks fo be improved that the business owner will
have difficulties to tackle them.

What kind of suggestions can you provide this junior consultant?

78

215




6. Case Studies

(Complementary
part)

79

Case study 1

A bakery produces highly wide variety of breads, sweets, pizzas, drinks, and so on.
The bakery produces the products as stock, and sells them when the consumers
place orders at the store. The bakery often discards overproduced products, and
sometimes the store does not have enough stock of products that the consumers
wants to buy. The owner wants to increase the variety of the products more, so as
to attend different demands of the consumers.

PI122A u @

® Question 1-1. Is it recommendable to increase the variety of products? Please
mention your observations about it and the reasons.

® Question 1-2. What kind of recommendations should be provided to business
owner to prevent overstock and stock shortage?

80
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Case study 2

A food processing company has inventories estimated at
20,000 Birr and monthly sales amount is 4,000 Birr. Most of
the inventories are raw material, and sometimes the

company discard raw materials whose expiration date is past.
Working capital shortage often happens in the company.

® Question 2-1. How many months are the inventory
turnover period?
® Question 2-2. What kind of recommendations should be

provided to business owner to prevent working capital
shortage?

81

(3)Case study 3

A medium sized plastic processing company has modern molding machines. The cost
structure of the company is noted below, when the monthly sales amount is 550,000 Birr.
> Total raw material costs per month: 130,000 Birr.

Production workers' labor costs per month (variable costs): 120,000 Birr.

Equipment purchase expenditure/ life period months: 250,000 Birr.

Monthly costs for renting operational space (fixed costs): 20,000 Birr.

Other costs related to production / per month (fixed costs): 30,000 Birr

Company’s administration costs (per month) (fixed costs): 45,000 Birr.

Company’s financial costs (per month) (fixed costs): 5,000 Birr.

YV VYYYV

® Question 3-1: How much are the company’s
monthly profits (or loss) in the case
mentioned above? .

@ Question 3-2: How much are the company’s
Break-even point (BEP) sales amount?

® Question 3-3: What kind of recommendations
can be provided to improve the business’s
profits?
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Case study 4

A hotel has 9 rooms. Total fixed cost per day is 700 Birr, and variable cost per
day/room (guest) is 100 ETB.

When 3 guests stay and each pays 300 Birr, the hotel will have a loss of 100 Birr
(300 x3 -700 - 100 x 3 =-100 Birr). In this case, total cost per guest/day is 333 Birr.

® Question 4-1: Is it possible to allow 200 Birr, cheaper rate than abovementioned
unit cost, for additional 4 guests, besides 3 guest who already stayed (300 Birr x 3
guests + 200 Birr x 4 guests)?

83

Case study 5

A medium sized printing company, which has several offset printing machines, has the
following operation process; (i) receiving orders from clients, (ii) designing, (iii) trial
printing, (iv) printing, (v) bookbinding, and (vi) delivery.

The company spends a lot of time to confirm with customers the design to be printed,
because they often change the manuscript even after placing the order.

Though the company receives enough order volume from the clients, the printing
machine operating rate is not so high, because trial printing and the clients’ final
confirmation take a lot of time, before consecutive printing.

Bookbinding is the most labor-intensive operational process, and it is implemented
manually by workers. Sometimes the workers makes mistakes due to lack of attention.

° Ques;ion 5-1. What is the most important to increase the company’ s profits in a short
term?

® Question 5-2. What kind of recommendations can be provided to improve the
productivity in each process?
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Case study 6

A small sized wood processing company uses different types of

raw materials such as sawn timber, paint, nails, varnish, and so on.

The company wants to improve the purchase and inventory

management.

® Question 6-1. Which raw materials are recommendable to apply
“periodic ordering method”?

® Question 6-2. Which raw materials are recommendable to apply
“fixed volume ordering method”?

5k
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Case study 7

A leather processing company exports their products such as handmade bags to

Europe. The products are made of sheep skin, which is highly appreciated by high-

end European consumer market. The company has well defined brand strategy so

that the consumers recognize well the company’s products in a way that the

company' s products are differentiated from the competitors’.

The products are presented by the company’s

web site, and sometimes are taken up by

international newspapers thanks to the European

clients who import the company' s products.

® Question 7-1. Which pricing methods is appropriate for the company,
among the followings?

(i) Cost-plus pricing—simply calculating the costs and adding a mark-up.

(ii)Competitive pricing—setting a price based on what the competition
charges.

(iii)Value-based pricing—setting a price based on how much the customer
believes what the company sells is worth.

e Question 7-2. Please explain the company’s actual marketing mix (4Ps),
and how to improve it.
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Case study 8
Important tips for presenting the products in a trade fair and shop are presented below.

( (3) (4) (5) (6)

'l)_ =
‘ 228

| w2 [ v nre s "we
Preserting the products in T ’ i red, ™ * i appropriste Blue 5 appropirhate as The back wall munt be | tis notneeded to put
symmetrical manoer can wello ors a lor to present backgrond color 10 present able w drawatiention ; eplnation whichdoes
casse positive imparession on may caure the obrervens’ valusbleproducts such as frerhproducts of thevistors in the | ot make sance
‘ the qualty want to eat watch, gowrdry, ot crbiton |

® Question 8-1. Regarding the case (1), if the exhibition is “not” symmetrical,
what impression can be generated?
® Question 8-2. What is wrong in the presentation (6)?
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Case Study 9.

A wood processing company, which produces furniture, is operating under the following conditions.

» The company produces the products after receiving orders from the clients, who are mostly final consumers
living near the company's workshop. The variety of products is high, because different consumers place
various types of orders, according to their preferences.

» The company is operating at a rental space of shade. The working space is so limited that the company

cannot have enough space to keep raw sawn timber. Therefore, in many cases, the company should cut raw

timber before receiving the orders.

In the working place, there are a lot of wastes of materials.

The company buys raw materials by cash and sometimes sells their products on credit.

The company's cost structure is mentioned below.

Actual monthly sales amount: 500,000 ETB

Monthly rental costs for operational space (shade): 10,000 ETB

Equipment purchase cost / life period months: 50,000 ETB

Monthly raw material cost: 300,000 ETB

Other monthly fixed cost, including costs for hiring permanent workers: 40,000 ETB

Other monthly variable costs, including costs for hiring temporal workers ; 100,000 ETB

MSMI%tcotunsellor recommends that the business owner should receive technical advices of certified MSME

consultant.

S8 NS SYYVYY

Questions 9-1. Who is MSME counsellor? What kind of roles should be played by them?

® Question 9-2. How much monthly sales amount is required to cover 20,000 ETB as targeted monthly profits,
taking into account the company’s Break-even Point (BEP) under the cost structure mentioned above?

e Question 9-3. Is it possible that the company achieve the targeted profits without increasing the sales
amount? If you think yes, please mention possible measures to increase the profits. If your think no, please
mention the reasons.

e Question 9-4. Supposing that the company suffers from cash shortage sometimes, what kinds of

recommendations can you provide to improve the company’ s liquidity?
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/. How to apply
consulting tools

(Complementary
part)

89

Overview of Consulting Tool on Operational Improvement

* Consulting tool on operational improvement includes several EXCEL sheets that can
be helpful for MSME consultants’ advices for enterprises.

* As many business software are designed for large enterprises, they are not
appropriate for MSMEs. A lot of operational issues of MSMEs can be managed well by
applying EXCEL formats.

* Consulting tool on operational improvement covers the followings.

Production and quality management: Plan of procedure, Production schedule, QC process chart, etc.
Current asset management: Cashflow budget, inventory management, procurement control, etc.
Sales management and marketing: Customer management, sales forecast, product planning, etc.
Others: 5S sheet, Statistical analysis, HR management, etc.
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Consulting tool includes several EXCEL Sheets
A A 8 e D £ F G H
1 QC Process Chart
2 Priority Issues to be managed How to man
. Siphcvnc: Jssuie Standard Hawmrmsu'-; Frispssnopfon || Eorion H""”&"'ﬂ:‘ﬂ:‘ﬂ“”"““w
Using (Negeciate with the suppliar to diecount the
4 inspacion ofraw i Raw choth sze +3em .ehta; I sty
. e Rewckthodow | Asrdered | Visualcheck | "o Helen  [Ask the supphier to replace an correct ftem.
6
3 Cuttng
8
g % | i a C =
7]
q Finishing
| of
13 finished products
4
5
5
i
8
9 ——
| bidn iocedures | | Procontrol | | Defecs analysisT 0. process | Coshfow | Inventory  ISSSHHIGNIN NOWSENIENN Custcrers  Sales Forecast
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Plan of Production Procedure,
f Iti I's sh
as one of consulting tool's sneets
Plan of production procedure
Product Customer Raw material neeced uw\\ The information can
pemesmineax SN facilitate the elaboration
Char :':';tg““" xxx T 'of production schedule
w% sy ezl ooy, i Standard rew materialto be used Howtods
‘ me:’:;h&?:;mm-ﬁwmiﬁmnmixba, A==
) 20 mngtes 22 [P sawn feroer KD {35mme 3mma 500me) x 456
k il g S R O AR ST e The information can be used for
(Note: Raw sawn imbes Fas dm of the fengh ) establishing work standards. This
2{0iing o oot 2y Ot 2 ok 12cm fromthe adge — can facilitate the quality
Sfpenting pats (B l;;mm eon Rt 4oL ik management as well.
0 o xh@ne
\‘\W i ,.,,7( o o g
5Fn Bus ,é’f‘"" rumw:u.I ook =
The information can be used for estimating cost
03/31/2022
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Production scheduling and monitoring

Product | and monitoring sheet for MSMEs
Proauct | Custows | Proouctine work processes mi" I/|

Parchase of nw natedals.
poduction

Cutting raw sawn Simber | Daviel

. Drtfieg ard seormblieg, Macxan
4fnican

3 becs fumture Defivery t e customes Jarried
Saies, AC.

Forchs o e eieiels Fr e 5 o
P
Cutting raw xown fmbar [ Darial LW s
== F h
':;‘P R Dnthary to e cuomae | bavied Iehad 1o ]

T e T e e e e e e e e

How to apply production scheduling and monitoring sheet (1)

Frist Step. When a company receives orders from the customer,
contents of the order should be mentioned.

e B prtensmemnalir | oo [P A A AT

K

31-Dsc
130
den
din
4din
Sdan
[

Todan |
Fden

4483848
Rl & w 8

R R|R|R

&
3

/ PUThyp€ 0l raw matenial | [Paned 10-0ed :
nex to the producton |
ing raw eawn imber Danisl !

Pl | | |
riling and ssembiin, Hassen Iﬁ T T t
Afrcan = 2 1

|
3beds urmiture olivory to the customer Javiel - -

Sakes, Pl \

| Second Step. Production procedures of each product ordered

e

maied| | DY the client should be mentioned, according to the

production procedure plan.

N |Purchase of raw materia e
wecasarry to the producton

Cutling rew sawn Gmber Daniz!

Driling and asembing Hassen

2 Daniel

Defivery t the cusiomer Javiel
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How to apply production scheduling and monitoring sheet (2)

Third Step. Starting and finishing dates programmed for each Automatically, the schedule is presentad in this

calendar visually to facilitate the monitoring.

procedure should be mentioned.

7\ £ el Personin SuﬁngFinish‘nggﬁﬂﬂQHSSSSSSSS
i v i | 2 el il HHHEEEHEHEREEEE
Purchase of raw materials Helen Planed 10-Dec 1
necesarry to the production Realized
Cutting raw sawn timber Daniel e = 16laq e
Dlaned |  fiDec]  faDec
Drilling and asembling Hassen : x
Aftican I‘P"ﬂ“ = -
3 beds furriture Delivery o the customer Javiel I '“eldA R Ded
Sales, Plc. Planed
Realized
Planed
Realized
Planed
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How to apply production scheduling and monitoring sheet (3)

Production planning and monitoring sheet for MSMEs

Person in smmmgﬁggglggggzggggg'g‘g
it | Customer Pu-miuctive\m'arltpm:eueoeh.rge date date 3,,!- d|d$=$$ggﬁ{2§=}:¢g;
fmbuscirmvintonte. .., MR 18 Dec] 15 Dec = 1 1 O ]
necesarry to the production Realized | il ! — |
s - ” Planed 16.Dec|  16.Dec ‘ |
Cutting raw sawn timber Daniel Reaized 1 e i e it s 2 i 1 !
Drilling and asembling Hassen e 5 LB AR jrerepe Lk _ !
African Phaned | 20Dec| 723Dec| |
furniture Delivery to the customer Javiel eaieed - |
Sales, Pic Planed i
'w | P I l
Planed i
Realized
M .......... Vo
Purchase of raw materials Helen Planed I i
| necesarry to the production lm-ﬁ-q B
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Defect analysis sheet, one of consulting tool’s
sheets, can be applied to record and
summarize the information of quality defects
which happen often.

oty Eves VL | iyl |

P 89 e causes
[TV miay b cxcmed by the tack of memaea e
0! s2 w0 mackne

Porssiec soe
T may be cauved by he supsiins
[4swtden tinding or oir oer

Quality management, by applying
consulting tool’s sheets

Step 1. identify quality defects that take place often in
each of different work processes.

Step 2. Define countermeasures for each of defects
taking place often

QC Process Chart

Pricrity lssues i be managed H
Sapervsor (o s Howts Frww_n:_yhr Actors 1o be taken when Se qudity Step 3. SyStematlze
- neasEe | moriterirg oarge ﬁadammg:‘:xcme.r and Implement
& Raw doh siza 3 =g & 2 8 Helen Negodiare vi supplier o Sscount the
Inspecton of ravw Danist measJr Venar o ice dug B incorrect sge. d f' d
e Raw cloth colour As ordered Visuel cheds . sk the suppier to replace on comest dem. erine
ttng | countermeasures
The format of QC process chart can be downloaded as a part of =
Sy consulting tool on operational improvement.
Firishing
hspectonol |-
frished prosusts | =
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Registering entries and exits of the inventory

Registering entries and exits of inventory Inventory management sheet
l-_'lllm k'ml

Date kem Entres | Exts Remarks Important ltems ::n-m- ™9 | Eares | B | A

11-AuglSawn Australisn pine $010:200x20 KU (pca) 5 __|Uss for producion Sant Ausirian pine 400020020 KD (pcs. 15 0 q 13 13|
1 Aug|Sawn Austialian pine $010X130:20 KL (pos.) 20 Purchase irom Helen tmber Sawn Australian pine 400Gx150x20 KD {pcs.) | 15 o 2 22|

T-bugs i pina 10101000 K (pes) 5 [i3ss forproducson Ethiopian Hardwood 200x2)0x2) [pca | 5 12l 15 7]
10 Purchaze irom Helen timber Brown colour paints (10 Cans) 1 L 0 E 1
5 1 3 3 1) 3

wnfen)

LT — T
Uiss for producion

|Purchaes from Daniel Eupply, Fic

[Sawn Australian pine 100015000 KO (pea

a3 for prodacion
Uias for prodacion

o ea| e

Uss for prodacion

Uss

1-Sep Sawn Australian pine $0)0:200X20 KD (pee )
strallan pine =3
1 Ethinpian Hardwood 200006 (pea )

Usa for pradecion
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Registering entries and exits of the inventory

First, define important items to be

managed

Registering entries and exits of inventory Inventory management sheet //-\
Date tem Enmes| Exits R )
11-AugfGann Australan pine 3000220020 KD (po=) 5 |Use lor producion

= pre T Prrchase rom AsBr ovbr |
17 Asstralan pine 4000r1 5020 KD (pea) 5 |Ussiorprodiciion
22 AugfEthiopian Hardwood 2000:206:20 (pes.} 0 Prrchase from Holon irbsr peints (101 Cans 0 5
28 AugfEhionian Rardwood 20002020 (pc2.) Use for prodicicn Vamish (10L Cans) 1 9 3y 10 8

fannh (10 Cana) T

Use for| () 1
Prrchasa from Danil Supply, Pic T
\

3
H
[ 5 |Use for producion
T ‘Asstaian pie 40015020 KD 0 lmm v 7
|$A-«ampnwmw) 5 |Use forprodscion 7
0 At alon piro S000:150220 KD (poa) ¥ |Use for producion
% Hardwood 200020029 (pca) 0

Uss for producson
-

Second, define minimum volume to be
kept as inventory

Then make record of entries and exits
of the important items every time.
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How to apply the inventory registering format

A 8 (5] D £ F G H | J K L
Registering entries and exits of inventory Inventory management sheet
[Minimun

Cate ftem Entres | Exits Remarks Important ltems sy Rognind | s | Exte

== e

it

Total valisme of seviries, exivts ard cumart sock of each impartant
Mo i3 sakuleted autornatizally in the right sice. The fiem where
Current stock voume @ s Ihan satety Inventsry valume wil be
prsentrd with vaming color.

The pars vhich ar At thaded theuld be tihiled

afuty Inventery velume can be calculitsd by spglying the other
oot
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How to identify safety stock volume and

Timing for
placing an ordel

Order point volime
Leadime 120

Saty IVeniOry Youre
18
N O O O O GO N SO

[2) Periodic ordering method s
: placig an Volmb::ﬂh‘dbﬂhsme
placing en order T
= 4 Actsal stock volume 110
\ALyce peicd fot ordering
S — Salety Inveniony Youme
*Tegaed — 18

2

L-----------------------------

r---

Consumption volume in each
day of the past 2 weeks
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How to identify safety stock volume and appropriate
volume to be ordered (3)

c D Bl F

", {Order point volume for fixed volume method v

G

" [Possible order voluma for fxed volu |

H |

Safety coaticient « Standast devistion of consurmption valumes x J/ lead tme

Avcrage Conssmpbon xLead lime + Sefety Stodk
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12) Periedic ordering methed

ing for Timing for placing
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Actual siock volume 0

Safety lventory valume
#NUM!

pb:'::';“ Volume 0 be ordered for this tme
\ ot
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How to identify safety stock volume and
appropriate volume to be ordered (5)

1 week = § working

Actual stock volume in esss of pe

iConsumpbion volurme Day § wesk 1)

Sakety cosfliceent x Standard deviaion of cossumpton volures X | lsac-ine
Order point volume for fixed volume method verage Consumpnon x Lead time + Satsty Stock

[Batwean “Order point yolima™ and *Crder poinl volume ¢ 2. salely valume'
Cycle fime + kead fime) ¥ expectad consumplion lume « safsty invenioey - actual mventory
v 2xanmunl consumpbon volume X costfor ordeeng ¢ unit cos! for keeping inventory

{Coheisnplon volime Oef 2 twask 1)

\Consumption voiire Day 3 tweek 1)

‘Consumption velume Day 4 jweek 1) Qrdar point volume
Mm_mﬂ wolva

Consumption vetume Day 3 (week 2)

Safsty inventory velume
o

.
olume consumed in eac - \.Qllmhvolumeo
Vd|ayofthe past Zdweeksh . 4...4.}’ ﬁ: \1 = _‘M:‘\';":hqwlum
105
How to identify safety stock volume and
appropriate volume to be ordered (6)
D E F G H ’

[ ] A B

" Order point velume for Sxed volume methed

Satety coatoent x Standard deaaton of corsumpton volumes X v lgad-tine

Tor fixed vol . 73 |Average Consumpiion x Lead tme + Safety Slock
Possibhs order volume or fixed volume method| 73 417 | Between Crder pant volume" and "Oeder pont vokume x 7 - safety volume”
vw—uunvuuhmummoa |91 |(Cyche tme + load lime) » expected consumpnon veurme « salaty mvertory - sctual invantary
m v Zxannudl censarmphien volume & cest (o1 ondenrg / anit cost for keegang nventory

o The parts which ase not shaced should be nuilied

Order peint vourme
i
Safety nventory volume
o

(2) Periodic ordering method [

Timing for E
S oedns i \ldumh::adndhrhm
Timing for Timing for N
placing an order placing an order
1 Actual stochk volume 70
'GQ period tor| ordsring

- = S— Safety invantory volume
Lead time 3

05

’ “W% Procomrol.  Delects analysis  QUprocass | Cashfiow | Inventory  Urderng (A)  [IENCERNENGENN Customers | Sales Forecast
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Consulting tool includes several EXCEL Sheets

A B Cc D 3 F G H I
Statistical testing (chi-squared test)
Survey ressits
With Without With Without
& Total | a Told
Raw matenal A " £ 70 Raw matenal A 187% | 343% 100%
Raw materal B 8 & 2 Raw raterial B 57% 933% 100%
Totai 1 143 180 Tots 100% $84% 100%
ey 18.7%
o] 16.0%
1408
12,0% The parts shaded by red color should be fullfilied.
e - —!
s 0.0%
Raw material A Raw rmaterial 8
! P Velue The diflerence ia ctalistizaly I
0085 I sgndicant weh 80% of corf
. Customers Sales Forocast  Sales Forecast (2) | Exibition Product design (conjoint)

03/31/2022

SS{Morstoring

107

Statistical testing sheet (1)

| Statistical testing (chi-squared test)

2 Survey results

&3

Total

Total

#DIViO!

#DIVIo

0Vt

oo|o

#DIVI!

#DIVA!

#DIVIQ!

#DIV/0!

FOND!
EDNVDI |

3

4

5

6 Total
1

o

¥y 100.0%

) 0%
60.0%
40.0%
20.0%

0.0%

0.0%

0.0%

P Ve
#ONVO!

The difference is statisticaly
#OIV/O!

ALAz/300:
“ e

“Customers | Sales Forecast | Sales Forecast (2)

Exibition

The parts shaded by red color should be fullfilled.

Product design (conjoint)

SS{RED)

55(Monitoring) SN
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N -

Statistical testing sheet (2)

A B C D E F G H
Statistical testing (chi-squared test)
Survey results
| Vith Without Wiith Without |
f § Tetal defects Total
R Matenial of Supplier A 31 9 100 RMatenial of Supplier A | 30% 970% | 100%
R Material of Supplier 8 15 | 135 150 RMaterial of Supplier B | 100% | 900% | 100%
Tolal [ 8 [T2 [ 250 Total | T2% | 928% | %%
12.0%
10.0%
10.0%
5.0% The parts shaded by red color should be fullfilled.
30n
.
R.Matarial of Suppler A R.Mstarial of Supplisr B
P Valus The differsnca is statistically
0036 ’] with 95% of confidence

P2 Cistormers | Sales Forecast | Sakes Forecast (2) Exibition = Product design {(conjoint)

SS{Montoring 51

109
Sales forecast
« Sales forecast from past sales record
* Sales forecast by regression analysis, analyzing the causal relations
among factors related to future sales
110
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Sales forecast based on past sales record

A B C o} E F G K | ) K L M N
Sales Forecast by Holt's Winter Method 2021004
04 03 0.3 =
Quarter ['Sales amount]  Smoothed Trend | Seasonally Sales records and estimated sales amount
| i sakes amount |
Past |10 2016 IE=it—= . .
203 02013 I 0] q
3d @ 2018 o 0 -
4h Q 2019 0| 0 -
15t Q 2020 ] 9
2nd 0 2020 of 0
3id Q 2020 o a9
4ih 0 2020 o] o #oNi!
istQ 202 0] o]_#0io!
2nd Q 2021 | 0 0 #0Iveo!
3d 0 2021 | ) o _#oivio!
21 ol 0 #oNi0!
“
. Customers | Sales forecast Forecost (2)  Exibition | Product design (conjoint)  ESIGEDN IESGEEEOM K1l ((C' A Skl Mavlx
111
Sales forecast based on
past sales record have
AP .
some limitations.
112
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Regular customer management sheet (1)

A 8 &b £ F G H | | K L
1 Main 'Ggular customers manageme"t ‘heet
2 Sales Racord Clienta RFM analysis
T ~
3| e Castormer [ su.. — e TEL Email Addross | Recescy | Frocusncy | Wonetary
4 [ 44544 0
S [ 44544 [0
& 44544 0)
7 44544 0
8 34 5% U
g
10
1
4

BRIV In caloulined sutomatisaidy | the right sics. The ciers whoss purtivass It Bw best in torma
¢ recency, rcusncy and munerary cHis ata prasentsd vt rad coler ackgEna.

The parm which sre nct shaded shauld be fullflied

VONIME €31 b SATUNINI by SORIVIA e Oer shoet

Satety orventery ofher:
Sales Forecast (2)  Exibition  Product design (conjoint) Lc
" mn

113
Main regular customers management sheet
Sales Record Cliente information
Date Customer ‘Sn:::‘ Importast Custormers Contact person TEL | E-mail Address
07-Aug- Habre company 40090 Habte company Danigl G 127-3. aster@email com X3
04-Eep- Danic! construction 9000 Danic! construction Hassen. G -444 mail.com xx
12-Sep- Afncan fumnitwe sales 34000 Beatiful fumiture sales, PLC Helen D. 144-55 EXter@omai.com  |xxx
20-Scp-21|  Beatiful fumiture sales, PLC 40000 Qffice furniture sales, inc. Danicl 5. 555-666 ail.com X
28-Sep- Offics fumitsre sales Inc 20000 Afrizan fumiture sales Helen P (866177 Qr@gmail com 0oy
06-Oc:- Denicl construction 30000;
14-Oc- Office fumiture sales Inc 40000
22-Oct- Daniel construction 20000
30-0c Danie i 6000
07-Noy- Dasiiel construction 5000
15-Nov-2 Caniel construction 12090
23-Nov- Habe company 42000
01-Dec-21 Afncan fumiture calee 50000
0%-Dec-21 Danie! construction 50001
12-Dec-21 Habie company A5000]
114
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Cashflow budget can prevent shortage of working capital.
{ Cash at the moment -
<= " Cashflow budget ]
0ci13 Novi) Dectd Jand) Febi0 MWar20 ) Aug ]
_ e Indional cash balance L 0000 30973 2509 300 2672 4778 43906 43899 26093 414313 078 30280
- Estimated sales
(. LNt : Estimalsd sales amount T 000 22970 2040 24250 MM7E0 B0 19760 1031 24630 30150 12070 13000 24140
R Cash Iflow
P Sales by cash L 10% 6079 15428 16375 2232 2458 13846 729 17283 21133 8449 9100 16838
- 2 : i Sales by credits 0% 8100 683 6512 7255 95 10542 59U 3111 7407 9057 36 1900
 %ofsalesby Teal M1 230 B3 V7 WIB 2430 131D 0394 850 1756 12721 2078
g cash = Cash Cutiow
—— Operafiond space rental 1200 120 1200 1240 120 1200 120 1200 1200 1200 1200 120
Remuncraton for workers 7000 700D 700D 70 7p00 7000 7000 7000 7000 7000 7000 7,000
_ ot Raw maeral puchase 9 15000 0 2500 0 15000 0 25000 0 15000 0 15000
/.‘tedh'“ Others 5000 5000 5000 5000 500 5000 500 5000 5000 5000 5000 5000
< FEstimatedcash _Toal 1200 28200 13200 8200 13200 26200 1320 38200 1320 28200 13200 26200
9 Y 2 ¥ =
G a e (."“.; nhe g L 1. 0 - S 77
e nmmw\;ﬁm 000 037 7509 A% 2672 7718 43906 4300 2608 41413 30739 00 22858
S 7//
e e
B e ses e —
115
A B c D E E G H | K L M N 0
Cashflow budget
Nov-21 Dec-2 Jan-22 Feb-22 Mai-22 -22  May )
Initional cash balance 0 0 0 0 0 0 0 0 0 0
Estmated sales amount
Cash Inflow
Sales by cash 0 0 0 0 0 0 a 0 0 0 g
Sales by credits 100% 0 0 0 0 0 0 0 0 0 0 Q
Total 0 0 0 0 0 0 0 0 0 0 0
Cash Cutflow
Operational space rental
Remuneration for workers
Raw matenal purchase
Others
Total 0 0 0 0 0 0 0 0 0 0 0 0
Net cashilow 0 0 0 0 0 0 0 0 0 0 0 0
Blance at the end of month 0 0 0 0 0 0 0 0 0 0 0 0 0
The parts shaded by red color should be fullfilled.
This shest can be modified acooerding o the necesily of business owners and consullants
(¥/31/10Plan orocedires - Procontrol | Defects analveis  DCorocess . Cashilow  Inventorv  EONISHINGNANS SOMSRRENEN (s
116
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Other sheets of consulting tool

Monitoring sheet for 5S activites
Issues to be monitored st week | 2nd week | 3rd week | 4th week
U y stuffs have been eliminated from the workshop?
Sort (Seiri) Tha company does net have too much products in process?
Tools which are not used ofien are kept separately from main productive (operational) areas?
Are the jals and tools placed properly in fixed positions with labels?
Order (Seiton} All inventories are kept in a way that thier volume is visible?
Are row materials and final products placed separately?
The production machinery is cleanad periodically?
The workshop is cleaned every day?
Kesp (Seketsu)  |Are the 3S (Sort, Order, and Clean) mentioned above are being achieved always?
When having unnecessary stuffs to be discarded, does the company analyse why it has them?
A t Does the company have standard on how to produce each main product?
(Shitsuke) Do workers take care of machines and productive tools?
IDo es the company check the quality of the raw materials, when it receives them?

Clean (Seisou)

The sheet can be modified according to the company’s neads.

117

Overview of Consulting Tool on Investment Planning and Costing

Consulting tool on e . P P
H Business plan for the investment
mvest.ment TR TT i : :
planning and e [T st o e £ e e pSp—n
costing includes an Mot [T oy e ot v e o o gt E
investment —
planning sheet and i et 2 e
three (3) sheets for i | e
costing. : EEe———

{Usar strot ruto |

i Tax Aab0
Hunde o

5 Estimated Proft md Low Accourt on the lvestment Yodey -
1 1 3 131 &
! ted Sales Anount 00| 0061 S0o] X0m] B
Ol Jiatd
swes. FRaw material costs.
Labor covm for pr

118
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How to apply th

o

e investment planning sheet

E

F o H 1 o

1 Business plan for the investment

Impact

a

g Market
6 Competitors
7

[:] Horre & by

Fhnancial Sources | Amount

8

Free cashflow balance

10 [Equipmentto

(Payback pered anatysis)

11 [be nvested

12 Toul

5 Wmmmhpmmﬁwm, —
i s ceare it b

17 Loan ktarest rata
18 Ta Rate
15 le

06 Eatmatod Proft and Loss Acsount on the Investment Preject

1213435678910

Today

Expecied Sales Amount

Costof saes | Total

Raw mataris coste

119

Advantages of
consulting
tool’s costing
sheets

It is important that MSMEs know the cost
for each of the important products, to set an
appropriate sales price, and analyze how to
improve the profits.

By applying consulting tool’s costing sheets,
MSMEs can estimate the cost easily, while
the other costing methods are too
complicated to be applied by MSMEs.

Consulting tool proposes focusing on the
most important cost driver, to estimate the
cost in a simple manner. This can be helpful
so that MSMEs can manage well the costs
which should be controlled in a prioritized
manner.

120
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How to use costing sheets

atonal information

Et i (rrolng machine) working hours jor the monh 120]bours
Maching ke (Producbon costs ol nckadeg raw malvesd coms /wolng hoat) | 3,583}

Consulting tool
has 3 sheets for

8

(¢} (] E

Phease wlllil the parts

whinh re net shaded

Wl

=z {m]

purchase ex

orhly comts for renting

i Mo period months.

space

costing.

Q|

ther coata related to

7 pur romihy

0|

orrpeny’s

<oats (por month)

C

£ mﬂ financial costs (por month)

Production costs lor each

3
2

TPiattic Buckot

[Total ceconds Jor molding maching oporation [por produc) 130!

4 Production

Raw matonal coets ! unit

Iabhor costa / unit

Blastic backot nmcwy_l
15 35|
]

6, 12

purchass costs

Lunt 75

28] 20

2mam

-::‘;vco\.:uu.wu—a““““‘v o SO
v ol .
g
1 s 3
: 5 »

costy / Unit
2 raw productiva costs / Unit

3

L Unit

[5 52

5 Possibla sales price

T ww»mm_mmm
equal 10 toral costs

9 Sales price which is equal to production costs
o Sales price which is equal 1o variable costs

2/ Sales price

Investment

Impact aralyss | USSR NCSSMONMIN (<0 ()

121

Costing sheet for industries whose main costs
come from raw materials

A
Basic operational infermation

Total sawn tmber consumed far the month

Tota raw material costs menth

Total
450000/
10001

M3 of

Pmmm workers' abor costs per menth

1
2
3
4 lny based on Cwner's nformation
9
]
7

256 £ nditute/ lifa

“30000)

[Mease Mullfil the pans

10000]

which are not shaded

1 Company’s administration costs (per month)

0
35000;
5

1 I Comrpany's fnancal costs {per month)

2 Companya monthly tregeted profts

50000,

?3
14 Production costs for each product

15

16 Tota sawn tmber requred per unt (M3)

17 Rawmatenal costs / unt

18 Procuction labor costs | unit
19 Equi hase costs (de
20 Other Mcﬁm costs/ Uni

21 Total production costs | Unit

22 Total costs / Unit

o3

24 Possible sales price
25

2‘*1) Deasrabie sales proe with tameted profits
27 Sabes price which is equal to total costs
73 Sales prica which is aqualto producton costs

29 Sales prca which is equal to variable costs

03801/2022
Investment

Impact analysis _Costing (R) EESURUIMIN IEGSSRGIEIN

Wood processing
companies

122
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How to apply
Costing Sheet for
industries whose
main costs come
from raw materials

4 . : B A 8 ]
_Basic operational information

! Total sawn timber consumed for the month | | B!

3

| Tinput amount based on Owner's information Total Permnfm

i Total raw material costs per month #DIV/0!

i Production workers' labor costs per month #DIV/O!

! Equipment purchase expenditute/ Ife period months #DIVID!

I Monthly costs for renting operational spsce #DIV/O! |

) Other costs relsted to production / per month #DIV/0

0 Company’s administration costs (per month) DIV/D!

1 Company's financial costs (per month) #DIV/0!

2 Company's monthly trageted profits #DIV/D!

3
4 Production costs for sach product

Piease fullfill the parts
which are not shaded.

5

3

5 Total sawn timber required per unit (M3)

7 Raw material oosts I unn #DIV/0! #DIV/0! #DIV/O!
A Production labor costs / unit #DIV/0! #DIV/D! #DIV/D!
3 Equipment purchase costs (deprecation) / unit #0IV/0! #DIV/D! #DIV/0
0 Other production costs / Unit [ #DIV/OL #DIV/0! #DIV/O
1 Total production costs / Unit #DIV/0! ZDIV/ID! #DIV/D
2 Total costs / Unit #DIV/0! #DIV/D! #DIV/0!
4 Possible sales price

§ Bed Table Chair |
5 Desirable sales prico with targeted profits #DIV/0! #DIV/D! #DIV/O
1 Sales which is to total costs #DIV/0! #DIV/O #DIVIO
8§ Sales price which is equal to production costs #DIV/0! #DIVID #DIV/0
4 Sales price which is equal to vanable costs #DIV/0! #DIV/D #DIV/0!

123

Costing sheet for industries whose main costs

come from productive equipment

Basic operatiens! information

1

2 Egggnm( voung__n_ulm\ workirg hours for m monsh 120)hours
3 Mcheo tale (Producton o Aol % ) 3.58)]
4
5

€ Equipment purchase iste ife period mort
| Monthty cos's ¢ ranting operatioral $pacs

[Vhease 1UITE] the party
Iwhich e it shaded,

10 Oiher cosls relted 1 producion 7 per month

11 'Company’s adminisiration costs (per morith)

17 Company's fnancial costs (per month)

‘7.M‘XML"‘

l5 Production costs for each peoduct

l!|?mmhnﬂdﬁmmw(gm)

18 Raw matoral conse | unit

13 Production bsbor costs / unt

20 Cquipment purchase costs (depredadon) | wit

2! Dt production costs £ Unit

2! Total production costs / Unit

23 Totalcosts /Unit
24

25 Possible sales price

21 Desisatyo syes with gt

-Desisabie s3es price with targoted profks
28 Sales pice whih is equal o Dlal costs

2‘) ‘Saes pricn whoh is squal 1o oroducton ¢
0 Sales price which is aqual 1o variable costs

3
xR
3
)

coorjanas | Tovestment | Tmpact anclyss SRR NESRERRMIN oo ()

Metal processing
companies well

equipped

Medium and large
plastic processing
companies with

molding machines

124
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How to apply
Costing Sheet for
industries whose
main costs come
from productive
equipment

03/31)2022

| A

\Basic ational information
I A@pmsm (molding 1 machine) working hours for the month
Machine rate (Producton costs

[Finput amount based on Owner's information Total _[Perworking hour|

LGta: daw inateadl dosis pér oot SN Please fullill the parts
|Production workers' labor costs per month #DIVA biidorn i dhador
Equipment purchase expenditute/ life period months #DIVA

|Monthly costs for renting operational space #DIVIO

|Other costs related to production / per month #DIVIO! |

‘Company's i ion costs (per month) #DIV/O!

Company's financial costs {per month) #DIVIO!

'Company's monthly trageted profits #DIVIO!

[Production costs for each product

|Total seconds for molding machine operation (per product)

‘Raw material costs / unit #DIV/O! #DIVIO! #DIV/IO! |
{Production labor costs / unit #DIVIO! #DIVIO #DIV/O!
|Equipment purchase costs (depreciation) / unit #DIV/O! #DIV/O #DIV/O!
‘Other production costs / Unit #DIV/O! H#DIVA #0IViO! |
Total production costs / Unit #DIV/O! #DIVA #DIV/IO!
\Total costs / Unit #DIV/0! #DIVIC #DIV/O!
|Possible sales price

Desirablo sales price with targoted profits #DIV/0! #DIVI0I #DIVIO!
|Sales price which is equal to total costs #DIV/O! #DIV/O! #DIVIOL |
'Sales price which is equal to production cos!s #DIV/0! #DIVIO #DIV/O!
|Sales price which is equal to vanable costs #DIV/0! #DIVIO! #DIV/O!
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Costing sheet for industries whose main costs
come from labor costs

IInI:

2 | Production workers' working hows for the month | 2,200 hours
3 Man rae (Produchon cash nol  malsral coss | T | 161

Jinput amount based on Owner's
Total raw matenal costs per month

Equipmert 2
Monthly cos's for mring oo

5

[

7 Prod. wockors' laber costs per manth
8 Cfg_m‘odmms

9

lC,M@mlnvmm

11 istration costs (per month)

12 L.m conla (per month!

1% Compenys monthy taceted profits

15 n for h

17 [Labor worktima required for

ach urit (Vinustes)

18 Byw material costs / enit

19 Production labor enats / unt

2 £
21 Other producticn costs | Unit

22 Total procuction coste / Unt

23 Total costa / Unit

24
5 Powsible tales price

£

-

27 Dosrablo sales price with taroeted profits

Sales prico which & equal 1 Wtal costs.

Salen prico which s equal 1o

Sen costs.

8818

Sales prics which i equal to variabio costs

e

03/31 sz,

Investmant | Impact snciysic ESERISIRANN_Costioa (1) NESESMNEN

Labor intensive
industries
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Stock for Business VS Stock for Savings (1)

e e s

== ﬁnaging inventory of ﬁnishN
( products is important, because 3
we do not want to have
overstock, avoiding stock

127

Stock for Business VS Stock for Savings (2)

Articles inappropriate for savings Articles that can be stocked as savings

—

o
e

D)

128
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Exercise (1)

A garment factory produces the cloth as stock. The company has 4 main regular customers; Danicl retailer shop, Helen retailer shop, Habte retailer
shop, and Besutitul doth plc.

* Helen bought 3,500 ETB on Jan 18,

* Beautiful bought 4,000 ETB on Jan. 24
* Helen bought 4,000 ET8 on Jan 27.

* Habte bought 30,000 ET8 on lan 30.

* Beautiful bought 4,500 ET8 on Feb 8

* Helen bought 2,000 ETB on Feb 12.

= Danicl bought 8,000 ETB on Feb 20

= Helen bought 3,000 ETB on Feb 22

* Beautiful cloth bought 5,000 ETS on Feb 28
* Habte bought 20,000 ETB on Mar 1

* Helen bought 2,000 ETB on Mar 2

* Daniel bought 7,500 ETB on Mar 4.

* Helen bought 3,500 ETB on Mar 6.

* Helen bought 2,000 ETB on Mar 14.

= Hclen bought 2,500 ETB on Mar 21.

How do you interpret the results?

129

Exercise (2)

* A wood work company has bought 100 pieces of sawn timber from
Daniel supplier and 10 pieces were with defects.

* The company bought 70 pieces of same sawn timber from Helen
supplier and 2 pieces were with defects.

* |s the difference of the rate of timber with defects between 2
suppliers, statistically significant?

* We see this kind of difference just like it the other day by chance?

130
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Exercise (3)

1) 7 clients come to a bakery shop on average per hour. In this case, it
happens often that “no” clients come to the shop in an hour?

2) It seems that women clients shall come more than men to the
restaurant. A consultant had observed 5 times as follows. With how
many %, can we say that the restaurant’s main clients are women?

* 15t observation: 7 women and 2 men clients
» 2"¢: 3 women and 4 men clients

* 374: 4 women and 2 men

* 4th: 6 women and 4 men

* 5t": 5 women and 1 man

131

Exercise (4)

* A wood processing company wants to analglze how many paint cans should
be kept as safety inventory and identify order point volume for fixed
volume method.

* The company can allow 10% as probability of stock shortage
* 2 days are needed to receive the paint can after ordering

* Consumption volume: 10 days ago 3 cans, 9 days ago 4 cans, 8 days ago 2
cans, 7 days ago 5 cans, 6 days ago 4 cans, 5 days ago 3 cans, 4 days ago 5
cans, 3 days ago 4 cans, 2 days ago 6 cans, 1 day ago 2 cans

* the safety inventory volume can be calculated as xx.
* the order point volume for fixed volume method is calculated as xx.

* This means that the company must place orders, when the stock balance is
reduced to xx cans.

132
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Exercise (5)

* A wood processing company wants to analyze how many sawn timber
should be kept as safety inventory and identify today’s order volume for
periodic ordering method. The company can allow 5% as probability of
stock shortage

» 2 weeks are needed to receive sawn timber after ordering.

* The company wants to order sawn timer each 4 months. (monthly), and
today the company should make an order.

* Actually, the company has 30 pcs of sawn timber as stock.

* Consumption volume: 10 days ago 4 pieces, 9 days ago 1 pieces, 8 days ago
2 pcs, 7 days ago 3 pcs, 6 days ago 4 pcs, 5 days ago 3 pcs, 4 days ago 2 pcs,
3 days ago 2 pcs, 2 days ago 3 pcs, 1 day ago 2 pcs.

* How can you interpret the result?

133

Exercise (6)

A bakery wants to develop new type of bread. The bakery wants to
know which of the following features affects more the clients’ purchase.

* Color

* Softness

* Price

* Taste: Butter taste or cheese taste
* With Raisin

* Shape: Ball type or long shape

134
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8. Conclusions

135

Master Trainers

» Master frainers are qualified and eligible for (i) providing
consultant candidates with technical feedback on their learning,
(ii) organizing OJT as a part of the training for fostering senior
consultants, (iii) monitoring the progress of the learning of the
trainees, (iv) supervising the exam, and (v) monitor and facilitate
MSMEs consultants’ consultancy activities.

» Therefore, only those who (i) are certified as senior consultant, (ii)
have completed the training for master trainer, and (iii) are
certified by EDI on their ability can work as master trainer.

136
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Preparation for OJT

» Review well the existing information of the company
» Not only interview business owner but also study the business'’s
operational areas

» ldentify prioritized topics for the company’s business improvement
and innovation, without listing the company’s problems.

137

THANKS!

MSMEs Consultants Fostering System

03/31/2022
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