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I- Introduction

1. The Seminar was organized by the Finish Programme for

Development Co-operation (PRODEC) in co-operation with ECA (TDFD)

and the Ethiopian Ministry of Foreign Trade and with the support

of ITC (International Trade Centre UNCTAD/GATT).

2. Seventeen business women from nine English Speaking countries

of the Eastern and Southern African Preferential Trade Area (PTA)

attended the meeting and were trained in various topics related to

business management and foreign trade.

II. Opening of the Workshop

3. On behalf of Prof. A. Adedeji, United Nations Under Secretary

General and Executive Secretary of ECA, Mr. Tchouta Moussa, Deputy

Executive Secretary of ECA officially opened the meeting. The

Deputy Executive Secretary's statement was followed by those of

Comrade Getachew Desta, Vice Minister of Ministry of Foreign Trade

of the PDRE and His Excellency Mr. Erik Brehmer, Charge d'affaires

of Finland.

III. Conduct of the Seminar

4. The major topics covered during the four-week seminar were:

(a) entrepreneurship, business administration, financial

management, marketing and business negotiations.

Computerized business games had been carried out in

the premises of the Ethiopian Management Institute

in Debre Zeit. The group of participants also made

study visits to leather industries in Addis Ababa.
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5. The speakers at the seminar were from Ethiopia, England,

Finland, Germany, Ireland, Kenya, Malawi, Sierra Leone, United

States, Zambia, Zimbabwe, ICA and 1TC.

6. ECA participated substantially and its resource persons

provided the following inputs:

(1) The role of women in Economic Development presented by

Mrs. M. Tadesse (ECA/ATRCW), Chief ATRCW;

(2) Network among women entrepreneurs presented by Mrs.

Jennifer Kargbo (ECA/ATRCW)

(3) Development on Africa's External Trade issues policies

and prospects by Dr. B. W. Mutharika, Director, TDFD,

(E/ECA/TRADE/90/101).

(4) Enterprise Coping with its Environment by Dr. Jonathan

H.Chileshe, Chief, TDS (TDFD)

7. The paper: Development of Africa■s External trade

issues,policies and prospects (6.3) were focussed on the following

areas:

(a) The Direction of Trade (North-South Trade and South-South

trade);

(b) The composition of Africa's external trade (mainly

composed of agricultural raw materials and minerals);

(c) The standard international trade classification (SITC);
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(d) The trade negotiation forums such as: the General

Agreement on Tariffs and Trade (GATT), the United

Nations Conference on Trade and Development (UNCTAD)

and the ACP-EEC Lome IV Convention.

8. The paper concluded by giving the following specific

programmes for African governments to undertake to improve the

condition of the African Women traders:

(a) Provision of adequate support to women in trade in order

to ameliorate the legal, social, economic, religious and

cultural constraints that have been major impediments to

the effective participation of women in this sector as

well as in small-scale and agro-industries. Furthermore,

mechanisms for the co-ordination of the fragmented

entrepreneurial skills, both for rural and urban women,

will be vigorously pursued. Support in the provision of

market sheds, access to raw materials, training and up

grading of skills in small-scale and agro-industries,

deserve immediate attention;

(b) Improving the weak and fragile financial base through

appropriate policy measures, including providing adequate

collateral in order to enhance women's access to credit

and capital. In this respect, a new framework will need

to be devised to enable banks to shift their emphasis

from automatic collateral requirements to criteria of

profitability of the investment;

(c) Improving the environment for small-scale women traders,

business enterprises, small-holder and medium-scale

farmers and producers of marketable goods, including

handicrafts;



E/ECA/TRADE/90/19

Page 4

(d) Identifying economically viable projects to be developed

into self-sufficient profitable entity through good

management and access to science and technology;

(e) Encouraging women to establish financial co-operative

enterprises which will allow them to "pool" their

resources for investment, improve their collateral and

also spread the business risks among its members;

furthermore, improve women's access to credit by creating

within existing financial institutions, "special windows"

that can provide financial services to women.

9. The paper concluded by urging the African women traders

themselves to undertake the following:

(a) Design the trading activity by aiming high i.e. trying

to expand operations beyond the immediate vicinity of the

cities in which they operate. Those women traders now

operating in limited areas should aim for intra-African

or external markets;

(b) Women must adopt new strategies to capture and maintain

international markets. It is futile to try for "once-

for-all" type of transactions because these do not

constitute successful trading;

(c) Great care should be made to consider the needs of

customers. This can be through better services, better

guality goods and in some cases schemes for "refund" or

"exchange" of goods where a genuine case has been

established;
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(d) Once the market has been captured, maintain confidence

by ensuring constancy in the supply of the services and

goods;

(e) They should try to "beat" the competition by offering

reasonable prices and high quality goods. Not to aim at

"cheating" the customer due to high ignorance. Remember

- "honesty is the best policy... even in business";

(f) They should try to get all information they can about the

market conditions in the countries they wish to trade

with e.g. demand and supply for a given product; consumer

preferences and biases; who are the competitors in that

product and what attractions they offer; what are the

customs and tariff legislation or trade regulations in

general and those applying to ones product in particular.

Such information can be obtained from trade attaches or

commercial councilors aborad through the Ministry of

Trade or from foreign embassies in ones own countries.

10. The other Division's paper presented to the seminar (6.4)

above entitled: Enterprise coping with its environments presented

by Dr. Jonathan H. Chileshe stressed the following issues:

(a) the continued marginalization of entrepreneurial talent

of women in business;

(b) the different aspects of an African business

environment;

(c) future for private enterprise; since the atmosphere is

changing for the better, more risk needs to be taken by

the entrepreneurs themselves;
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11. The paper then concludes by giving the following observations:

(a) Business enterprises run by women 1ike any other

commercial enterprise can only do well in an enabling

environment. In other words, the environment has to be

such that it facilitates rather than hinders

entrepreneurial zeal. The environment must be capable

of building confidence and providing opportunities for

those taking the risk to optimally exploit their business

acumen. It is also to be expected that those who choose

to locate in rural or remote areas should not be

disadvantaged relative to those who operate in the urban

areas. In other words, enterprises should feel inclined

to take the risk that this entails. In many African

economies, the honeymoon for creating more and more

parastatal is fast coming to an end. It is envisioned

that a beginning of a period when governments will be

inviting partnerships from nationals and women in

business should not miss the opportunity;

(b) No one can predict the future with any certainty,

especially what specific business sectors will do in

coping with an environment that is rather hostile. Much

will depends on having not only a conducive environment

but also where sex is not the hallmark of success.

Nonetheless, it is important also to point out that no

one sector can expect other sectors to carry its burden

for more than is necessary. Co-operation between sectors

of the community is an essential part of society.

However, it requires every one to carry his/her fair

share of the load. Each enterprise must be prepared to

pay for its fare.
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(c) Those that desire to be hoisted on the ladder of business

activities by others and not by themselves are likely to

experience some difficulty in choosing the time and also

the speed at which this could take place, unless the are

prepared to accept to pay a price they can not afford.

Is this what the African business women want, especially

after coming this far already? It follows from this

brief that enterprises capable of coping with a hostile

environment, especially if it is not of their own making,

have better future prospects.

IV. special Discussion with the seminar participants

12. Upon the request of TDFD, there was a discussion held with the

women entrepreneurs on the subject of the problems and constraints

that each faced in her country starting a business. This gave the

participants a chance to discuss among themselves solutions to

various problems women are facing in business life.

13. The major handicap was identified as being " a women's place

is at home", starting from their husbands they got support only

reluctantly and they were usually unwilling to let them travel for

business. Finance was another major constraint faced by all women.

Getting credit from banks in most countries requires collateral

which most women do not possess.

14. Men in most offices have a patronizing attitude toward

business women. Women are more thoroughly interviewed regarding

their business venture, because men feel they are incapable of

running their businesses and want assurance that they can do it.
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In the discussions they all said that the way to overcome all these

problems was courage and a determination to win. They felt that

most women give up easily and were not prepared to take risks.

15. The women laid across the need to participate in ECA's Trade

meetings that relates to women in business.

16. In conclusion, the women entrepreneurs have gone a step

further than the seminar intended and started their own network of

communication among themselves when they go back to their

respective countries. They have also started a new business

venture whereby they have agreed to do export business together in

an area that was common to most of them. It was therefore a very

enlightening workshop that had brought out to the forefront the

dynamic business acumen of women.

V. CLOSURE OF THE SEMINAR

17. Certificates were presented to the participants and the

participants representative in her farewell speech stressed the

fact that now they all feel they were better equipped to run their

businesses more efficiently. They were grateful for all the

seminar organizers and participants who had made the seminar

successful and said that an evaluation or follow up seminar should

take place in the future.


