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PREFACE

The African Training and Research Centre for Women (ATRCW) of the
Economic Commission for Africa (ECA) is implementing a project entitled
"Increasing women's access to credit through training in management and
credit techniques." The main objective of the project is to develop measures
for promoting entrepreneurship among African women and their access to
credit. To this end, studies were conducted in three countries to assess the
status of women's entrepreneurship development and acces§ to credit.

These studies identified many of the constraints that prevent women
from having access to credit. Among these constraints are:

(a) Social customs that restrict women's ability to deal with credit
officials;

(b) The nature and type of credit programmes, for example, the size
of loans and repayment schedules;

(c) Lack of entrepreneurial skills and loan negotiating ability;

(d) Lack of collateral, as the majority of women do not have title to
land or other property;

(e) Banking restrictions which, in some cases, require that the
husband co-signs for wife's loan; and

(f) Women's inability to identify and enter into viable or bankable
projects which will attract financial institutions to stake their money.

Considering the many problems faced by women in business as well as
those attempting to go into business, it is patent that the case for assisting
women through various programmed interventions is both urgent and
critical. Such assistance should aim at developing women's entrepreneurial
skills, promoting their activities and increasing their access to credit.

The general approach to tackling the odds noted above has centered
on interventions that would provide supportive, developmental and financial
services. These often entail the use of extension agents to extend services
to the level of rural women and to liaise with the financial institutions and
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other interested parties in establishing women in their business ventures
through, training, counselling, monitoring and evaluating them and also
helping them to pay back borrowed money.

This Guide has therefore, been designed to address all the above areas,
and to meet the following objectives, among other things:

(a) Provide a step-by-step approach to some key impediments to
women's entrepreneurship development and access to credit;

(b) Equip extension agents for their task of addressing the critical
issues pertaining to the development of women's entrepreneurial activities
and related issues;

(c) Help women find answers to some of the obstacles they usually
encounter in trying to go into and set up businesses.

Among the issues discussed in detail are areas and strategies of
intervention by the agents of intervention as well as the identification of
viable projects, preparation of project proposals for negotiating bank loans,
the formation and development of women's groups for the purpose of
obtaining credit, mobilizing financial resources and managing small
enterprises.

The Guide could be a helpful tool for those intending to venture into
small-scale enterprises or those advising on or promoting small businesses
among women.

Some of the ideas and information used in the preparation of this
Guide were contributed by institutions, government ministries financial
institutions and individuals from the three pilot project countries, namely
Ethiopia, Uganda and Rwanda. Experts in business management,
marketing, banking, production and Womeq. in Development were invited
by ECNATRCW on funds generously provided by the Swedish International
Development Authority (SIDA) to work on the draft of the Guide and to
provide useful comments and expert advice on its content. These have
contributed greatly to the quality and standard of the Guide.

It is hoped that this Guide will generate further ideas and challenges
that would ultimately lead to advancement in both knowledge and skill in
the production of women entrepreneurs in Africa.
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PART ONE INTRODUCTION

One of the major areas for providing sustainable growth in African
economies is entrepreneurship development. It has been generally
recognized that entrepreneurship has definite roles to play in creating
employment, increasing production and raising standards of living.
However, in spite of the importance of entrepreneurial activities, only few
people have succeeded in participating fully in them. Many have started
and fallen by the wayside because they entered into those activities through
informal arrangements, which they anticipated would be less demanding
and easier to handle. Most informal activities operate with only little
chance of survival and they hardly graduate into formal businesses because
of the lack of management skills, technical support and the necessary
financial resources.

In their effort to develop entrepreneurship, some countries have
utilized both public and private sector involvement. However, this quest to
develop entrepreneurial activity has not achieved its full impact particularly
in influencing the most productive sectors of the economy such as
agriculture and industry. Furthermore. it is disturbing to note that not
much effort has been made to reach rural women who undertake a large
portion of agricultural activities. There is, therefore, the need to stimulate
and support entrepreneurial initiatives, especially in the above-mentioned
sectors. In addition, support for women's efforts in agricultural production,
both in the growing and processing of agricultural foodstuffs, needs to be
intensified. The realization of the above calls for the provision of more
positive responses and supportive actions that can go towards improving
women's efforts in this area. Alternatively, it requires diversifying women's
efforts from subsistence to large-scale entrepreneurial activities.

In an effort to lead women into acquiring the necessary skills for large
scale entrepreneurial development, ECNATRCW has been implementing a
project entitled "Increasing Women's Access to Credit Through Training in
Management and Credit Techniques" in three ECA member countries,
namely Ethiopia, Rwanda and Uganda.

At the start of activities in the three project countries, questions were
asked as to how best the project could be implemented to meet women's
needs. A study to analyze the situation of women"s entrepreneurship
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development in each country was launched in order to find out the reasons
why women were lagging behind in that area. The studies in the three
countries showed that:

(a) The performance of women in the field is unimpressive due to
misguided policies or strategies for developing and promoting small
enterprises among women;

(b) Women are often left out of studies because the critical and
complex issues of the development and management of small enterprises,
which concern them the most, are glossed over or are never fully understood
from the theoretical conceptual viewpoints.

(c) Women face many problems inherent in the small-scale enterprise
units, such as poor management of the scarce available resources and
attitudinal problems;

Cd) Women can hardly obtain the resources required for improving
the technical and financial situation of their businesses;

(e) Due to lack of co-ordination and co-operation at various levels
among the actors in entrepreneurship development, women are often not
aware of what is going on around them. They are, at times, unable to
benefit from some of the resources made available to them.

It is obvious that these major problems summarized above cannot be
solved fully at one go or by any single means. Attempts are, however, being
made by the project to give some suggestions on how to reduce the impact
of some ofthe issues identified.

One of the identified means of providing such needed support is
technical guidance through outreach. It is in this basis that the project
"Increasing Women's Accessto Credit Through Training in Management and
credit Techniques" of the Economic Commission for Africa!African Training
and Research Centre for Women, has developed this Guide. This Guide
provides the framework for developing such needed support and assistance
towards women's entrepreneurship development and access to productive
resources.
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OBJECTIVES

As mentioned in the preface, this Guide has been prepared with the
objective of:

(a) Providing a step-by-step approach to some key impediments to
women's entrepreneurship development and access "to credit;

(b) Providing extension agents with guidelines for addressing the
critical issue. of women's entrepreneurship development and access to
credit; and

(c) Helping women find answers to some of the obstacles they usually
encounter in trying to go into business and!or obtain credit.

It is n~t expected that the suggested solutions in this Guide will
provide complete answers to all the problems faced by women in their
entrepreneurship development or even fully treat the specific problems
pointed out by the studies. However, it is hoped that it will provide new
ideas and opinion about some of the issues and propose effective ways of
solving them. It is with this in mind that the Guide is being provided to
assist in improving and promoting women's entrepreneurial ventures.

CONTENTS

The book is divided into three parts: Part I constitutes the introduction
and gives a brief account of events that occasioned the preparation of the
Guide, the main objectives of the Guide and the target users. Part II
examines intervention activities and their role in the promotion process and
highlights possible strategies of intervention for promoting change in the
major constraining areas. It also presents the possible agents whose
interventions could help to either promote or develop women's
entrepreneurship and their access to credit. Furthermore, it considers
various means of intervention including:

(a) Creation and organization of groups for gaining access to credit;

(b) Mobilization of financial resources;

(c) Identification of bankable projects; and
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(d) Management of enterprises.

Under each of these topics, it is clearly spelt out the best areas in
which women should be helped as well as the important considerations and
approaches to be adopted in order to generate the correct intervention. Part
III examines in detail, the importance of extension and support services in
promoting women's entrepreneurship. The extension services are defined,
indicating what they are and how they can be organized to meet the needs

.of women entrepreneurs. It also covers the consultancy services and the
monitoring and evaluation of women's small businesses. This part, on the
whole, examines the support facilities and services which catalyze the
management and development processes. All said and done, consulting with
the women, advising them on how best to manage their enterprises and
giving them the right training in the business, will help them acquire the
requisite information, knowledge, skills and values. It will also help them
monitor and evaluate their progress in order to improve and enrich their
businesses.

TARGET USERS OF THE GUIDE

The Guide is intended for everyone; but is targeted at the following
people:

(a) Interested persons who wish to be better informed about women's
entrepreneurship development;

(b) Persons who wish to increase their knowledge on management
and development of entrepreneurs;

(c) Small-scale enterprise owners/managers;

(d) Extension agents, consultants, advisory staff and trainers in
entrepreneurship and providing access to credit; and

(e) Persons in institutions providing financial, technical and
developmental assistance to entrepreneurs.

4
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PART II INTERVENTIONS FOR
WOMEN'S ENTREPRENEURSHIP

DEVELOPMENT

In general) studies and other analyses on the situation of women
entrepreneurs have shown that women entrepreneurs are confronted with
several constraints which make it impossible for them to enter into the
business world. Among these constraints, mention can be made of the legal
ones, especially those related to customary laws, as well as policy) socio
cultural and socio-economic biases. All these affect women's entry into
business and their subsequent performance, growth and development.

Equally affecting women's entrepreneurship development are:

(a) Their unawareness of opportunities open to entrepreneurs and
how to benefit from them;

(b) Their limited access to training facilities; and

(e) Even more limited access to support - financial) technical and
others.

To a very large extent, women entrepreneurs have not succeeded in
achieving any substantial measure of success in their efforts to remove the
barriers restraining them because they tend to operate on individual basis.
Women should not be left to go it alone. They require some positive
interventions that could bring about positive changes in the performance of
their various roles in the economic development of Africa.

There is the need, therefore) to adopt various strategies of interventions
to bring about changes) create awareness and provide the necessary support
for women.

A. AReAS OF INTERVENTION

There are manyareas of intervention that can help increase the access
of Africanwomen to credit. These can he divided into two broad categories
as follows: first interventions that can help create an enabling environment

5



and second, developmental areas which can help' build on the capacity and
capability ofAfrican women's effective engagement in business activities and
their access to credit.

1. AREAS FOR CHANGE

There is need f9r interventions that can bring about change in the
following constraining areas:

(a) Legal: A careful analysis of the laws and how they affect women
must be undertaken and appropriate actions taken by agents of intervention.
In some countries, the women legal practitioners aplong those responsible
for 'producing laws) have acted as agents of intervention in bringing about
the necessary legal changes. Women's Bureau and Women's Association
could be very active agents of intervention by promoting changes in laws
that affect the equal and effective participation of women in the economy.

The laws relating to the following must be studied and appropriate
actions taken to bring about the necessary changes:

(i) Property rights;
(ii) Asset holding;

(iii) Transfer of ownership;
(iv) Women and the banking act;
(v) Customary laws.

(b) policies

(0 Land Refonn: The issues of land distribution and
ownership need to be carefully looked into. It could be said
that these do not affect the lives of women only and rightly
so, but what is clear is that they affect women more since
they are deprived of land ownership which could place them
in a better stand for obtaining credit for agriculture. The
rural women's access to land, first, as an asset and, second,
as a likely collateral is limited, thus barring any possibility
of her using that resource as springboard for launching into
business.

6
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There is, therefore, the need to advocate policies that will
bring about change, in land ownership at the rural level
where most women are found.

(ii) Banking policies: Banks must be made to see their role
from a new perspective - from the development point of
view. They must be made to institute policies that enable
poor groups both urban and rural and especially women,
who have considerable latent development energy to benefit
from their services. Such policies must seek to reduce the
obstacles against women borrowing and address the many
administrative bottlenecks.

(iii) National economic development policies: Strategies must be
developed to ensure that women are targeted for
entrepreneurship development and access to credit. In some
countries policies in this regard are inadequate whilst in
others they are non-existent yet, these policies are vital in
encouraging women to enter business. It is important that
such policy arrangements offer a package of assistance to
women and incentives to the financial institutions.

(iv) Socio-cultural dynamics: Women are considered to be
subordinate to men in the African cultural setting. This
subordination subjects them to the whims and caprices of
their husband and sometimes even to those of their
brothers. In such a socio-cultural setting, women must play
or seen to be playing a minor role.

Furthermore, most women grow up in situations where
decisions are made by men. Although some men argue that
women make the decisions behind the scenes or that women
greatly influence decision-making the fact remains that
~oments decision-making power and authority are limited
by the societies and cultures within which they operate.

If one looks at the number of women in organized decision
making settings, be it at the tribal political (members of
parliament/ministers), civil service and private organization
(banks) levels, one finds that women are very few at the
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decision-making level. This is the reality of women's socio
cultural situation.

Socio-cultural perception influenceS the business world. In
a husband-wife business situation, the wife is the junior
partner. In general, the ease with which men carry out
business transactions gives them an edge, enabling them to:
dominate the business world. As Such, women who go into
business have to contend with all sorts of socio-cultural
obstacles. The socio-cultural context within which women
go into and operate businesses makes it difficult for them to
secure loans from loan officers who require them to prove
their credit-worthiness and capability more so than is
required of men.

The promotion of changes in the. socio-cultural perception
of women in terms of how they are perceived, dealt with
and evaluated by society is an area needing intervention.
There is also the need for change in the way women
perceive themselves.

Intervention strategies aimed at promoting changes at the
socio-culturallevel must aim at:

a. Modifying the low status of women in society;

b. Modifying the rigid cultural and attitudinal biases of
seciety against women;

c. Reducing the work burden of women so as to allow
them free time to launch into business; and

d. Enhancing co-operation among women as there tends
to be a lot of rivaling among them.

.
(v), Socio-economic dynamics:

Women's bargaining power needs to be improved or
enhanced as they operate from a weak socio-economic stand
point. They have limited access to property which is needed
as security for obtaining loans from financial institutions.
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As such, women most often seek credit from informal
arrangements such as through relatives and money lenders.
They pay extremely high interest to these lenders and often
the money loaned is not enough to gainfully engage in
business, so that they end up paying back money for which
they had made no profit. Sometimes they even have to
borrow from other informal sources to repay the loans
thereby creating a cycle of constant borrowing.

Women tend to concentrate in trading and cannot easily expand their
activities. They therefore cannot buildup any meaningful assets with which
to negotiate loans from the fonnal financial institutions. strategies of
intervention that promote change in this area - change from petty trading
to industrial activities can help to bring about improvements in women's
secio-economic position.

Women enter business mostly as sole proprietors and this limits the
size and operation of their businesses. A sole proprietor has limited funds
with which to operate the business and the rate of growth of the business
is slow, as the business cannot take advantage of economies of scale.

Also the amount of credit that an individual can borrow is usually low
and most often the banks refuse to finance much loans as it is not
economical to them. Moreover, the cost of a small loan is more expensive
for the borrower.

Intervention strategies that would bring about change in the socio
economic framework within which women operate must focus on:
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(a) Property ownership;

(b) Broadening of women entrepreneurship engagement; and

(c) Getting women to see entrepreneurship from the participatory
point of view.

2. . AREAS FOR DEVELOPMENT

CREATION. DEVELOPMENT AND ORGANIZATION OF GROUPS

The group approach to the provision of entrepreneurship assistance
and access to credit especially for the rural and urban poor has gained a
wide acceptance. From the banking point of view, this approach allows for
women who might only want amount smaller than the banks minimum
lending requirements being -accommodated, it also reduces the
administrative cost of lending and minimizes the need for supervision by
follow-up services as is usually the case. In addition, some banks which are
in sympathy with women who are unable to secure loans due to lack of
collateral, are coming up with new ideas of lending money to legalized
women's groupings. These include the Co-operative Bank of Uganda, AID
Bank of Ethiopia and the Banque de Developpement du Rwanda. These
banks believe that legalized women's group offer better security than social
groups or individuals. From the point of view of the donors, having women
in groups spreads the impact of the money given it provides a wider
multiplier effect.

The WOMen on their part, believe as many of them are already in
groups on social grounds, it would be good if interventions are planned on
economic basis, in addition to what exists socially. This would be a major
step forward in their economic development. It is, therefore, necessary to
intensify efforts towards the formation of women's groups or the building
up of existing ones to help promote women's entrepreneurship development
and access to credit.

As summarized by Arthur Lewis in his paper 'Reaching the Rural
Disadvantaged'. Technology Publications 19881

, the advantages of

Arthur Lewis (1988) Reaching the Rural Disadvantaged
Technology Publications.
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organizing women into groups for entrepreneurship development greatly
facilitate the following:

(a) Increased accessibility of the rural poor to formal lenders;

(b) Availability of small-scale economies not only in credit but also
in providing other related services. For example, operating large-scale
equipment individually could be costly, while in a group it could be
economical;

(c) Reduction in borrower and lender transaction costs;

(d) Improved loan recovery (In the Case of the Agricultural
Development Bank in Panama, default ratio for December 1985 was 11.9
per cent for groups as against 21.2 per cent for individuals;

(e) Greater generation for personal saving;

(0 Provision of a sense of security and self reliance among
participants;

(g) Creation of scope for better borrower participation and financial
responsibility;

(h) Generation of group activities in spheres other than credit; and

(i) Reduction of corruption by loan agents while dealing with
individual borrowers.

The apparent need for organizing women into groups for credit makes
it necessary that actions be taken to ensure the functionality of the group
approach to credit.

For groups to be functional, the following must be observed:

(a) Factors in group formation;

(b) Elements of group formation;

(c) Leadership development within the group;
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(d) Effective communication within the group; and

(e) Legalization of the group.

MOBIUZATION OF FINANCIAL RESOURCES

Finance is a very vital business resource whose importance derives
from its scarcity or limited supply which are clearly shown in its price. One
cannot produce or sell anything in a developed economy unless one has
financial resources to do so, which makes finance an important element in
production and marketing, in the business triangle.

The major role of finance in production explains why women's
productivity in enterprises is rather low. .It has been observed that the
unavailability and limited access of women to productive resource has been
an impediment to women's economic panicipation cum entrepreneurial
development. As such for any intervention for women entrepreneurial
development to be meaningful, it is necessary to adopt the most practical
methods ofmobilizing financial resources, with special reference to the rural
women.

The mobilization of financial resources must be tackled from all
possible sources: from among women themselves, and from the financial
institutions - locally, regionally or internationally.

These activities entail the concerted efforts of all agents of
interventions. This can be achieved through the agents coming together to
develop concrete mobilization policies, programmes and actions. it will also
be necessary to map out strategies for effective mobilization of financial
resources.

(a) Sources of Finance

Generally, the sources and means through which financial resources
can be mobilized for financing women's business enterprises are:

(i) personal savings;

(ii) formal and informal credits;

(iii) external aids; and
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(iv) guarantee schemes.

(b) Personal Savings

Mobilizing savings from women for us in opening bank accounts with
financial institutions can be the initial step in providing access to credit.
Also mobilizing funds from women to put into businesses ensures that the
women maintain stake in the business. This will motivate them to persevere
in making the business succeed. Women should therefore be encouraged
to save. A woman can set aside a certain amount of money for use in the
future, over a period of time. It has been proven in the developing countries
that personal savings can form an internal source of financing for small
enterprises.

The 1984 United Nations International Symposium on "Mobilization of
Personal Savings in Developing Countries" held in Cameroon also concluded
that domestic savings exist in most developing countries on a much larger
scale than was thought'. These savings should be made operational
through business development.

Some internal sources of financing are:

(i) Retained earnings;

(ii) Depreciation write-offs; and

(iii) Sale of business, property/rights.

(e) Group Savings can also be effectively mobilized from within
groupsideveloped. The following are suggested mechanisms for tapping
group savings:

(i) The group determines the amount to be saved by each
member within a given period. The group also sets all its
conditions for making savings;

2 United Nations International Symposium (1984) Mobilization of
Personal Savings in Developing Countries
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(ii) Processing the savings - each club member has a savings
book against which her savings are recorded;

(iii) One member is assigned the responsibility of collecting the
savings during periodic meeting organized by the group,
thus making contribution public, creating openness and
providing evidence of transaction. The amount collected is
announced to all present and handed over to the officers
responsible for taking it to the bank. The amount is
recorded in a collection book. The choice of officers to be
responsible for handling bank transactions should be
carefully thought out; and

(iv) Opening a savings account with a bank. All savings
generated from the group on periodic basis are deposited
into this account.

(d) Formal and Informal Credit

The ability of both formal and informal financial institutions to satisfy
the financial needs of women entrepreneurs needs to be developed so as to
increase the flow of financial resources, through credit, for fmancing
women's enterprises. An extension agent should educate women about both
systems, pointing out the advantages and disadvantages of each and the best
way of dealing with them.

(i) Formal credit - The mobilization of financial resources
through formal credit needs to be increased. The present
banking requirements are not suitable to women
entrepreneurs, especially the rural and urban poor
uneducated women, who most of the time do not have the
required collateral or cannot even envisage approaching
banks for credit.

The conservative outlook of the formal credit system, with
its elaborate application forms, makes it unaccessible to
most women. The bureaucratic nature of these institutions
needs to be changed to a more flexible and developmental
outlook. Furthermore, the negative attitude of loan officers
towards women borrowers need to change to one in which
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women are perceived as capable borrowers in their own
right.

The stringent demand for collateral, needs to be relaxed for
the effective and increased mobilization of financial
resources through formal credit to women for
entrepreneurship development.

In general, the mobilization of financial resources from
formal credit institutions requires moves that will ensure the
relaxation of some of the conditions that negatively affect
women's access to resources from this outlet. These include:

a. Establishment of banks nearer to rural areas;

b. Cutting down on lending interest;

c. Using the group and the character of the borrower as
collateral; and

d. Spreading out the loan refunding time and extending
bank services to rural women.

As far as the women are concerned, the extension agents should try to
help them cut down on the rate of defaults by supervising and guiding them
to achieve higher productivity so that they can pay back their loans and also
save some amount of money regularly, however small.

(i) Informal credit:

There is a broad spectrum of informal credit available,
ranging from the powerful "shylock" money lenders to
friends and relations, various categories of mutual aid
groups as well as traders and fmancial clubs. A careful look
at the operation of informal credit systems reveals a very
high participation of women. This is because it is more
easily accessible to them than formal credit. Women can
resort to any of the various categories mentioned above in
their time of need and be attended to. It is important to
note that the sources also have their disadvantages in that
the women borrowers sometimes have to pay a high price
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for them, such as giving up their belongings including
jewelleries and land or even sometimes sending their
children or even themselves to work for the creditors. The
extension agents should endeavor to develop informal credit
as a source of finance mobilization for the benefit of the
women in addition to the formal source. The best way of
mobilizing funds from women for better use has been
discussed under group savings.

(iii) External aid

Over the past decade, aid agencies have poured considerable
resources into women's development projects. However,
within the last few years, aid for women's economic projects
and their access to resources for entrepreneurship
development from external sources has become critical.
Various donor agencies have been striving to improve the
access of women to resources and inputs both financial and
technical in order to raise women's productivity. External
aids should be encouraged more especially as seed money
for accessing women to bank loans.

3. IDENTIFICATION AND WRITEUP OF BANKABLEMABLE PROJECf
IDEAS

Anybody can be an entrepreneur, all it takes is a good idea, and the
drive to put the idea to work. Whatever the activity area or where one goes
for financing, there is always the need for business data on which to base
decisions. Time should be taken to collect and to analyze such data as they
provide the necessary background for applying for a loan and for the
business to take off. This knowledge, when applying for credit, also gives
an indication of the prospects of the business being successful and the
ability of the owner to pay back the loan. This is where many women
would-be entrepreneurs require help, especially in the following stages of
project identification and preparation for SUbmission to banks or for
investment;

(a) Prefeasibility study to determine general business ideas, profiles
or potentials;

(be) Full feasibility study;
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(c) Project write-up for presentation to the banks or other financial
institutions.

Pre-feasibility

Prefeasibility is the first step in developing packages of possible
business projects that can be undertaken in an environment. Many issues
are to be considered at this stage. A careful study should be made of the
following:

(a) Product/services;

(b) Production process;

(c) Marketability of product or services from two points of view,
namely appropriateness and size of market;

(d) Economies of projects.

The findings of the pre-feasibility study provide the basis for the
decision to proceed to a full feasibility study.

Full Feasibility Study

This stage shows that the project is desirable and bankable. At this
point a thorough study should be conducted of the following aspects:

(a) Product/Service

The product or service . what are its features? What makes the
product or service desirable? What competitive edge does it have? If it is
a new product. how does the product come about?

The service to be provided - how can it be carried out? What would
be the demands of customers? These and many other questions must be
answered.

Raw materials availability· more detailed information must be sought
on . supply quantities, sources of supply; quality of supply; cost of supply
and transporting supplies to the production centre or to the market. In
general, the study should ensure continuous supply at economic rate.
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(b) Production

Specific information on demand must be obtained in order to
determine production levels;

(i) Machineries required specifications. production capacity,
installation, adaptation, cost of machine, how to obtain and
get it delivered as well as maintenance of the machine and
the availability of parts should be ascertained;

(ii) Production processes should be properly studied to see how
they can be put into action;

(iii) Labour requirement - type of labour, training to be provided
and number of staff required should be determined;

(c) Marketability of product or service.

The market viability must be ascertained from the present and the
future dimensions. Does the product meet customers' needs? The size of
the market at present and all other growth factors should be considered to
determine the growth potential of the market. The market size and growth
determine production needs and plan.

(d) Economy of the project must be forecasted by detennining .the
financial needs of the projects relative to the sales potential and profit to be
realized.

(e) The financial needs are worked out by costing the following:

(i) Fixed capital requirement;

(ii) Working capita) cost;

(iii) Production cost; and

(iv) Funding cost.

The sales potential is detennined by forecasting the amount of
products to be sold within a determined price range over a period of time.
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4. PRESENTING THE BUSINESS PROPOSAL TO FINANCIAL
INSTITUTIONS

The presentation of the business proposal is equally important in the
effort to obtain credit. The written proposal must be clear and concise and
provide information on which the financial institutions can base their
decision to grant a loan. The proposal must influence the fmancial
institution in favour of the client.

The proposal should generally include:

(a) A general outline of the business idea;

(b) The objectives of the business;

(c) The market descriptions and potential;

(d) Outline of sales strategies;

(e) Outline of financial requirement;

(0 A financial plan;

(g) Sales forecast;

(h) Cash flow statement; and

(i) Expected income statement.

In a production-oriented business, production plan and estimated
production levels should be provided.

The written proposal must be sent with all other supporting documents
that the financial institutions may require.

The above outline only represents the generally accepted procedure.
However, women seeking credit must contact the financial institutions from
which they wish to borrow. These may have further specific requirements.
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In addition, financial institutions will require clients to fill in their own
application and loan request forms The intervention agents should help
women fill in the forms.

s. ENTERPRISE MANAGEMENT

Of equal importance to the success of any business activity is the
management of the enterprise after it has been set up. Observations have
revealed that some businesses fail because of poor management, whilst
others never attain their full potential due to inadequate or ineffective
management.

The business woman is a manager and has the responsibility of
achieving results through actions. The job of manager of a business
enterprise, calls for special qualities and aptitudes some of which are inborn
and others have to be acquired. The effective management of an enterprise
means actually carrying out activities, making decisions and developing
management systems that ensure the profitability and sustenance of the
business.

It is. therefore, necessary for the successful development of women
entrepreneurship in Africa that adequate attention is paid to the
management of the enterprise so as to ensure that the business is properly
managed, that it makes maximum profit and that is able to repay its loan
on time and without much strain on the business resources. In the final
analysis, the achievement of results hinges on the effective management of
the enterprise. A business person is not considered successful by efforts
exerted, but by results achieved, profits made and expansion seen.

In order to achieve all these, it is very essential that interventions are
focussed on the key areas of business operation such as:

Ca) The product/service;

(b) Production;

(c) Human resources;

(d) Administration;

(e) Financial management;
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(f) Marketing; and

(g) Future of the business;

The development of the product or services is achieved by considering
the following:-

(a) Product/service idea;

(b) Product/service specification;

(c) Quality specification;

(d) Product/service diversification;

(e) Product/service modification; and

(f) Quantity specification.

The management of production and operations will include:

(a) Production/operations planning;

(b) Production/operations control;

(c) Maintenance;

(d) Quality control; and

(e) Work improvement.

When intervening in the production!operation of an enterprise, efforts
should be concentrated on the provision of required inputs such as money,
raw materials, human resources, equipment and technical information.

Also to be considered is the maintenance of the equipment and
materials in use to prevent possible breakdown. This will involve the
employment of the right staff and experts in the business. These experts
will not only focus on maintenance but will also work on quality control,
packaging, marketing, advertising and simplifying the work flow. All these
will contribute towards' work improvement and increase output.
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Some of the questions the experts are expected to address are as
follows:

(a) Is the equipment appropriate?

(b) Is the work place properly arranged?

(c) Is the working conditions conducive to healthy work habits?

(d) Is the job sequence effective?

(e) Are the products adequate for the consumers?

(0 Are the services reaching the people and making an impact as it
should for the benefit of the enterprise, etc?

Human Resources:

From the foregoing, it is clear that women in some businesses cannot
go it alone; they need the help of workers experts. This is a vital area for
management intervention so that women entrepreneurs can employ the
right staff. Women should be guided in areas such as: recruitment, training,
personal relationship with staff/family members/co-owners and general
working conditions.

(a) Recruitment

This is a critical first step for obtaining sound and capable
personnel in a business operation. For the recruitment of their
staff, business women must develop selection guidelines that will
help them choose qualified and capable people. The development
of guidelines must be based on:-

(i) An analysis of the functions required to be accomplished;

(ii) Determination of the number and kinds of jobs;

(iii) Knowledge of the capabilities and characteristics required
for the jobs.
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Women should be given guidance on how to evaluate candidates. This
should not be based on friendship or kinship, but on the:

(a) Information on application forms;

(b) Interview of applicants;

(c) Testing of applicants;

(d) Checking with references and other investigations when
necessary; and

(e) Physical examination.

This can be a legal requirement for some job categories. Nevertheless,
it is advisable to check for physical limitations and possibilities of
contagious diseases. This is very important in the food sector.

Women entrepreneurs should be advised on how to improve their staff
skills through training and refresher courses. It is equally important to help
the women realize the importance of good working conditions in motivating
the staff to work better, produce more and, generally enjoy their work. The
factors to be considered include:

(a) Well.designed working hours;

(b) Reasonable working days in the weeks;

(c) Adequate vacation. length and time to take it, terms and
conditions for extra vacation;

(d) Illness - facility for sick leave. provision of medical benefits,
retention of job under protracted illness, payment of salary;

(e) Personal leave under emergency situations- terms and conditions
governing personal leave;

(f) Wages and salaries - time and method of payment, wages and
salary scales and .levels;

(g) Fringe benefits - based on what the business can afford;
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(h) Employee termination; and

(i) Many other situations that might be applicable to the business.

The details of these arrangements will depend on the size of the staff
and financial situation of the business.

In addition, systems and procedures must be established for getting the
work done in an organized and economical way. These systems and
procedures should cover:

(a) Tasks;

.(b) Work methods;

(c) Staff control;

(d) Communication with employees; and

(e) Interpersonal relationships.

The fact of being a small enterprise creates a unique situation in
human resources management. Small business, which is the domain of
most women) cannot adopt the human resource management systems of
larger organizations. Women entrepreneurs must develop personal
programmes suited to their business requirements) in view of their small
size.

Administration

The business atmosphere creates distinct opportunities for sustenance
and growth of an enterprise. Women entrepreneurs need to know how to
administer their businesses so as to be able to better confront any
challenges. Administration on the business involves the day-to-day
activities, decision-making planning and exercising control to ensure that
the enterprise solves its problems) meets the challenges that come .its way
and attains its goals.

Another important administrative task is the supervision of the
business operation) employees' productivity and' all other actions ·and
activities. Supervision is a key administrative function of the owner. She
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needs to clearly define her supervisory role within the various operational
contexts of the enterprise.

As an administrator, the woman entrepreneur must be a trouble
shooter, problem solver and must be able to design production, financial
management and marketing systems.

The intervention in these three areas should assist women
entrepreneurs to be able to provide information on.-

(a) How much is tied up in inventory?

(b) How much merchandise is taken from the enterprise for personal
or family use?

(c) How much is owed to fmancial institutions and suppliers?

(d) How much gross profit the business earns?

(e) How much cash is taken from the business for personal and
family use?

(0 What are the enterprise expenses?

(g) What is the level of capital?

(h) What is the situation of sales, expenses, profit and capital . are
they showing an increase or decrease?

(i) On what line items is profit being made, money lost or the
business breaking-even?

G) What are the governmental financial requirements .: tax and
records?

To make reasoned business decisions, accurate and current information
is required. There must be a system for compiling, recording and analyzing
the data that the enterprise needs. .This should be a simple easy to
understand system that is reliable and provides information promptly, To
do this, women entrepreneurs need to be trained in various skills of book
keeping and information analysis.
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Following are some important book-keeping records and data that
women should keep:

(a) Summary of sales and receipts;

(b) Statement;

(c) Cash book/register;

(d) Equipment record;

(e) Insurance register;

Record-keeping Tips

(a) Plan a recording system that will keep track of the performance
of the business in terms of income and expenses, what the business owes
and what other people owe the business;

(b) Develop inventory records so as to maximize sales and minimize
inventory investment;

(c) Plan to keep employees' salaries, wages and other payroll records;

(d) Take care of tax payments, records and reports;

(e) Know what financial statements are to be prepared and how to
use them; and

(t) Look for assistance and support from those who can help.

Marketing

In the case of marketing, interventions can focus on assisting women
to solve problems of:-

(a) Formulating a marketing plan or strategy for the enterprise;

(b) Directing the execution of the plan; and
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(c) Evaluating, analyzing and controlling the actual oper.ation of the
plan.

Women entrepreneurs must be helped to focus their marketing
management on the following key areas:

(a) Buying;

(b) Selling;

(c) Storing;

(d) Distributing-transportation, channels of distribution;

(e) Packaging

(f) Strategies for effectively marketing and selling the product or
services;

(g) Quality of product/services;

(h) Packing of product/services;

(i) Obtaining valuable market information about sources of supply,
market environment and market conditions;

G) Obtaining valuable information on customers and competitors;
and

(k) Embarking on sales promotion programmes through effective sales
techniques good public relations effective distribution" network, adequate
and effective advertising, proper business layout, etc.

Women entrepreneurs should be taught how to keep a marketing
worksheet. This sheet provides an outline of the marketing plan. It can be
used to monitor the marketing elements as the business develops. This
sheet may be modified on the basis of changing situations and
circumstances. The sheet should cover the following points.
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Ca) Knowing the market

(i). Who are your customers?

(ii) Why do they buy?

a. because of the price;

b. because of the location.

(iii) How do they buy.?
r

a. cash

b. credit

(iv) What are their needs and wants?

(b) Consumer consideration

(i) Offer the right product/service;

(ii) Offer at an affordable price;

(iii) Provide the right quality; and
(iv) Have sufficient quantities.

6. RISKMANAGEMENT

One key factor in realizing future dreams, all other things being equal.
is the containment of risk. Risks when not contained can thwart all future
plans.

The most common attitude towards risk is to do nothing whatsoever
about it. This may be because people are not aware of the various risks
they run. For visitors to a business premises may not know that the owner
can be held liable for whatever happens to them within the premises, and
the owners. on their part, do nothing to avert such risks.

On the other hand, people could be aware of the risks they are exposed
to, but then decide not to do anything about them. They consider the
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chances of anything adverse happening as being too remote. They therefore
decide not to take any protecting measures.

This practice of leaving things to chance can be very risky and should
be avoided.

It is, therefore, important that risk management programmes are
seriously considered. Such programmes can be designed to cover:

Risk Prevention

This is done where one knows the risk involved, and he or she can
eliminate it. Whereas some risks can be eliminated completely, others can
only be rendered less likely. Prevention, in this context, should therefore
mean both elimination and reduction of risk. Prevention, therefore deals,
with:

(a) Elimination of factors that can cause a loss to a person or an
organization;

(b) Minimizing or reducing factors that can cause a loss to a person
or an organization;

(c) Minimizing the loss when it occurs can again be subdivided into:

(i) Detecting the adverse occurrence when it occurs and then
attempting to eliminate it; and

(ii) Minimizing the loss after the adverse incident has occurred.

For example, when dealing with the risk of fire to a factory (point (a)
above) elimination or reducing of the risk might entail building the
structure with what is believed to be fire-proof material. However, because
this might not be 100 per cent effective, a sprinkler is also fitted into the
building to minimize the loss, should it occur as mentioned in (b&c) above.
The final step, namely minimizing the loss after it has occurred is
represented by salvage efforts after the fire.
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Insurance: Transfer of Risk

After considering and rejecting the possibility of retaining a risk, and
after trying, without success, to eliminate the risk by prevention, one option
left to an individual or organization is to transfer the risk to another. This
is what is known as insurance. By accepting the risks of others, the insurer
assumes the risks himself. An insurer does this because he has the skill to
apply risk reduction techniques which are not open to an individual insurer.
By so doing, he lessens the burden of the risk transferred to him by
charging a premium.

It is important that women entrepreneurs see the need for a carefully
co-ordinated insurance programme. In this regard, they must be informed
about the various types of insurance that they need as business women.
Finally they must be made aware of the importance of insurance plans
which include the following:

(a) The Techniques of reducing the risk are basic to insurers;

(b) Increased Knowledge:

As a specialist in the field, an insurer has a better knowledge of
dealing with the risk than an individual.

(c) Loss Prevention:

An insurer may enforce or provide loss reducing facilities which an
individual insured would not or could not do for herself.

(d) Financial Capacity

Most insurers are large financial units who can assume relatively large
risks which individual insured could not bear.

(e) Further Transfer of Risk

Insurers themselves transfer some of the risks they assume by what is
known as reinsurance.
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Criteria for Insurance Acceptance

Whereas insurers are ready to assume individual risks, not all risks can
be assumed. Some criteria must be fulfilled before the insurer can assume
the risk. The importance of these are:

(a) There must be a large number of homogeneous exposure in order
to permit the operation of the theory of large numbers to apply;

(b) The occurrence of the event insured against must be fortuitus, i.e,
the timing and extent of loss must be outside the control of the insured;

(c) The peril insured against must produce a loss which is definite in
time and amount. The insurers must be able to verify the loss; and

(d) Premium must be reasonable compared to potential loss.

Women should be taught how to go about securing their businesses
with insurance, thereby eliminating some of the risks. They should be made
to understand that:

(a) The possibility of fire, accidental death or sickness of the owner
constitute real risks;

(b) Insurance is a strong partner in forestalling losses or damage that
the unexpected can bring; and

(c) With insurance, uncertainty is traded for known cost.

Buying Insurance

In buying insurance the following elements should be considered:

(a) Type of insurance - look at it from the economic point of view as
well as the envisaged means of handling the risks concerned;

(b) From whom should the insurance coverage be purchased? The
determination of this should be considered on the following bases:

(i) Financial stability of the insurer;
(ii) Type of coverage the insurer specializes in;
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(iii) The track payment record of losses to buyers;

(iv) The insurer's flexibility in offering the coverage. These
should be compared with the costs of protection.

Type of Coverage

Following are the types of coverage that women should be about:

(a) Business Life Insurance;

(b) Fire Insurance;

(c) Equipment Insurance;

(d) Car Insurance;

(e) General Liability Insurance; and

(t) Crime Insurance such as for robbery, burglary, etc.

Alternatives to Commercial Insurance:

As indicated earlier. there are other means of protecting the business
against uncertainties.

What are Some of these Alternatives?

Loss prevention programmes such as having fire safety device installed,
installing burglar alarm and engaging a security guard. Women should be
encouraged to take these precautions even when the business is insured.

In developing a risk management programme these three basic steps
are to be followed:

(a) Discovering the source from which the risk may arise;

(b) Evaluating the impact on the individual or organization should a
loss occur; and
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(c) Selecting the most effective technique or techniques to deal with
it.

Briefly, therefore, the problems of risk management as outlined above
can be summarized as:

(a) What can cause loss?

(b) How important would it be?

(c) What can be done about it?

The effective management of the enterprise ensures sustainability and
possible growth of the business. A successful business women, is one who
operates a prosperous business by making comfortable "profit" in order to
maintain a comfortable living standard and be able to repay loans without
serious strain on the business resources. Intervention in effective
management must help women master the means and skills in these
functional business areas:

(a) Planning;

(b) Organizing;

(c) Staffing;

(d) Co-ordinating; and

(e) Supervising

These functional areas should be established in order to enable
business women to effectively utilize the human, material and financial
resources for the attainment of optimum results in their entrepreneurship
development.

B. STRATEGIES OF INTERVENTION

Studies and observations have shown that women require skills in
entrepreneurship development and awareness and knowledge of the existing
resources. Such skills can set them on the path to successful
entrepreneurial development. The successful intervention should, therefore
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formulate strategies that would promote contacts and interactions between
the advocates of women entrepreneurial development and the women
themselves.

Intervention techniques in .-'romoting women's entrepreneurial
development and access to credit must include the process and all the
mechanisms required for addressing the outlined women's problems and
constraints in economic development. The process and mechanisms to be
utilized therefore are the intervention strategies and should include the
following:

1. PLANNED FIELD WORK

This will serve as a means of gathering information from the women,
governments and other related agents involved in women's economic
development.

Through field work, research and study can be carried out to:

(a) Identify women's problems and constraints on entrepreneurship
development;

(b) Identify viable and bankable projects for women;

(c) Sensitize women on entrepreneurship development and access to
credit; and

(d) Field work can facilitate group formation and organization
towards economic development.

(e) Funds and savings mobilization can be carried out during field
work.

(f) Field work gives scope for training women entrepreneurs and pre
entrepreneurs at the project site or in the classroom, for effectively
managing their production, marketing. book-keeping and accounts.

Women engaged in projects need counselling, supervising and
evaluation; field work helps to address these issues.
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Ca) Planning and Carrying- out Field Work

In planning and carrying out field work the following elements must
be considered:

(i) The people to be reached - Who are they? where are they? What
are their needs? and how does the agent reach them?

(ii) The time - how long will it take? When is it appropriate?

(iii) The resources required such as vehicles funds, human resources,
etc.

(iv) Preparatory actions ~ imnanng the arrangement for the field
work, liaising with clients and communities and putting together
all that is necessary for a successful field operation.

(b) Areas of field operation

Field operations can be initiated for several purposes. However, in
entrepreneurship development and access to credit field operations can be
undertaken for:

(i) Group formation/development;

(ii) Savings mobilization;

(iii) Project supervision and follow-up;

(iv) Provision of general guidance and assistance;

(v) Loan collections; etc.

Having decided to intervene through the field work, agents must
carefully determine what areas they want to assist in or follow up.

2. PUBLICATIONS AND DISSEMINATION OF INFORMATION

When trying to help women know what is going on or how they will
involve themselves in entrepreneurial development there is need to expose
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them to some of the selected activities of entrepreneurship development
such as:-

a) Identification of viable projects;

b) Basic rules in writing a proposal for bank funding;

c) Completion of bank forms;

d) Method of approaching bank officials;

e) Keeping accounts and records;

f) Paying back loans at a stipulated time;

g) Identification of resources and support services and associating
with them; and

h) Proper planning, producing and marketing goods.

Some simple written instructions on the above named areas, in the
language the women entrepreneurs can understand is very essential so that
they can refer to them and know what to do.

Written information on successful stories about other women
entrepreneurs could help other women to know that women are doing well
in business. This will encourage them to join.

Information is not to be disseminated only through written documents
but through other communication sources such as televisions, radio, rallies,
exhibitions, posters and logos.

3. TRAINING

As has been discussed under field work, trammg Is a major
intervention strategy because it creates a forum at which the knowledge
about entrepreneurship development and access to credit can be discussed.
The trainer will have the chance of instructing the women on how to go
about developing business. The trainers will have the chance to ask
question on solutions to some of the problems they have in developing and
progressing in business. Women entrepreneurs could be helped through
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trammg, especially when training activities are conducted Within their
environment, such as at the project site. This makes it easier for them to
attend.

The training can be provided before the business is started or after it
has already started. It should be made to fit the business and it should
address the problems and issues of women entrepreneurs, starting from the
identification of projects to funding, producing, marketing, accounting and
refunding of the-loan where that is the case.

Lastly, women entrepreneurship is in the process csf change. What is
needed are business improvements that will make for economic viability.
Interventions must therefore employ strategies that will promote positive
change and sustain economic growth. In this connection. training becomes
necessary for alleviating constraints and enhancing women's
entrepreneurship. Training programmes should be a comprehensive
package comprising:

(a) Assessment of the training needs of women and scope of such
training;

(b) Establishment of a curriculum for female entrepreneurship
development;

(c) Establishment of a curriculum for training trainers and other field
agentS;

Cd) Funding of training.

4. AWARENESS CREATION

Creation of awareness among women of their role, the opportunities
around -them and how they can make use of those opportunities. is an
effective strategy for supporting women's economic development. The
awareness creation package should cover legal and policy issues, available
support programmes and promote a change of attitude.

Generally, awareness creation must be continuous and should be
targeted at women, men and the system as well, and should be an integral
part of training, 'information and publication activities.
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c. AGENTS OF INTERVENTION

It has been discovered through field work that accessing women to
credit requires more than just taking them to the bank and securing loans
for them. It requires proper linkages with institutions and intermediaries
who will provide a comprehensive, integrated and long term support to
women entrepreneurial activities. It is very important that institutions and
intermediaries should take time to identify and develop good working
relationships with partner agencies who share similar objectives.

Also the development of entrepreneurship among women or helping
them to develop viable businesses requires the assistance of groups or
people known as agents of intervention. Among these agents of intervention
are:

(a) Women organizations;

(b) Bank and credit institutions;

(c) Government and non-governmental agencies;

(d) International developmental agencies and donors;

(e) Small-scale enterprise development agents;

(0 Management Institutes;

(g) Women entrepreneurs;

(h) Technology centres; and

(i) Trained extension agents.
,

These groups or individuals have different roles or combination of roles
to play in women entrepreneurship development. These roles range from
financial to technical and can also involve policy or law enforcement on the
part of governments, or training and information dissemination by
management institutes. All the above interventions or planned strategies
will be fruitless unless the agents of intervention carry out the required
services for bringing about the necessary changes and development.
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PART III EXTENSION AND SUPPORT
SERVICES FOR WOMEN'S

ENTREPRENEURSHIP
DEVELOPMENT

A.· EXTENSION SERVICE

An extension service is a programme assistance aimed at promoting
active outreach to the target group.

An extension service endeavours to reach the target group in the field
(project-site) no matter how obscure it is. The extension service hardly
waits for the target group to ask for its services; it searches for the clients
and gives them the necessary support. It is an important and indispensable
means of assistance especially where rural and urban poor women are
concerned. Extension services make it possible to reach such people and to
give them the necessary support in entrepreneurship development.

1. THE OBJECTIVE OF EXTENSION SERVICES

The main objectives of extension services are to transfer knowledge
through outreach, integration and communication, monitoring of the
progress and outcome of activities and making changes, where necessary.

2. TIm NECESSITY OF THE SERVICES TO THE BENEFICIARIES

In his paper entitled 'Group-Based Savings and Credit for the Rural
Poor' (The Grameen Bank in Bangladesh)3 stated that the availability of
credit to the poor can greatly enhance their economic strength and
maneuverability and immediately improve their income situation He
went on to observe that credit programmes for the poor based on credit
alone is useless. Programmes must necessarily, include training, marketing,

3. Mr. Mohammed Yunis 'Group Based Savings and Credit For the
rural Poor' The Grameen Bank in Bangladesh.
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transportation facilities, technology and education components. The
assistance of extension services is required to pass these on to beneficiaries.

The example is given of a woman who, through a brother-in-law
working in a bank, secured a loan to grow vegetables on a very fertile land
belonging to her family. The cultivation of tomatoes went very well.
However, because the woman had not received any training on how to
manage the small business and all the, attend~ problems, she soon ran
into trouble. .She produced plenty of tomatoes on the farm but the local
market was not big enough to absorb her produce, she did not have
transport to take the produce to alternative markets where it wOUld sell
better and she did not know how to process the tomatoes to avoid wastage.
As she could not read and write so she 'could not keep account and record
of the money she had realized from selling some of the tomatoes locally.
After a while, the business folded up and the brother-in-law was made to
pay back the loan out of his salary. This young lady definitely required an
extension and follow-up action that would have pulled her out of the woods.
Most women in small businesses fail because they cannot keep proper
accounts, they cannot cost their items rightly to make a profit and they
consistently "dip into" the account for the family, thus not being able to
balance the accounts. Had extension service intervened at the start of the
project it could have provided practical advice as the business progressed
and detected the errors and found ways of remedying them. Therefore it is
very necessary that the extension service starts its work easily, before it is
too late, to identify clients, asses their needs and assist them, right at the
outset, to do the right thing. Extension and follow-up activities should be
a continuous process.

·3. AREAS TO COVER

It is worth mentioning that entrepreneurship development and access
to credit have varying phases during which extension and support services
could intervene. There is no one direct approach to meeting needs. Actions
to be taken depend on the nature of the need. Here are some examples:

(a) A rural woman who is asking for a loan may require the
assistance of the services in filling in the [oan form and being
directed to the bank manager.
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(b) A girl going into hairdressing will require business premises,
equipment, hair materials and she also has to be helped to
register the business.

(c) A woman starting a food processing enterprise (small industry)
may require assistance in obtaining the right tools, raw materials,
warehouse and refrigeration facilities, market for the goods
(export and local market), etc.

(d) A woman trader will require goods, transportation, and also learn
bookkeeping and other means of keeping records.

(e) An entrepreneur who is going into livestock breeding may require
advice on how to secure land, feed and how to secure veterinary
services.

Broadly speaking, these examples entail various phases of
entrepreneurship development which may be described as follows:

(a) Business idea phase;

(b) Feasibility phase;

(c) Writing up the business proposal for presentation to a funding
institution;

(d) Presenting the proposal to the funding institution;

(e) Setting up the business;

(f) Day-to-day management of the business.

Within these phases there are stages of activities that need support and
follow-up action~ namely:

.(i) Product/service development;

on Marketing;

(iii) Financial planning and management;
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(iv) Problem solving;

(v) Record keeping.

Helping the women to deal -vith all the above mentioned factors call
for patience, endurance and rna _~ry of the tasks on the side of extension
service agent. in order to be able to provide the services at the right time
and at the right place.

With these types of support activities to be provided for entrepreneurs
and the diverse 2 l vities that could be required in the various types of ,
enterprises it is necessary that an adequate base line survey of the target
group requirements is undertaken in order to ensure that the best extension
and follow-up services are offered. This is needed to maximize efforts and
to make an impact on the businesses.

4. FUNCTIONS OF ENTREPRENEURSHIP EXTENSION SERVICES

The functions of the extension services should be tailored to the
specific needs and activities of beneficiaries. They should, generally. include
the following:

(a) Provision of assistance in enterprise management including work
organization. production. welfare of workers. quality control,
costing of items, book-keeping and financial planning.

(b) Assistance in marketing both in foreign and local markets.
Advice should be given on how to secure ~d export licenses.

(c) Advice on procuring the right equipment and its maintenance.

(d) Assistance in the choice of technology and in the solution of
technical problems. including skills and methodology that will
work within the environment. Many women have lost interest in
projects because the technology brought to them does not suit
their culture and traditions. Follow-up services should ask
detailed questions about the maintenance of equipment being
used so as to prevent breakdowns. The services should advice on
the best methods of storage, etc.
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(e) Assistance in mobilizing funds or securing finance from the
financial institutions following the instructions given on fund
mobilization.

(f) Assistance in the identification of bankable projects. See the
discussion on the identification of bankable projects.

(g) Organization of training based on the needs of beneficiaries
putting them in contact with institutions that can respond to
their needs:

(h) Creation of the awareness of their rights in the society by
explaining to them the government's laws and regulations on
business taxes,registration, licensing, grants, importing and
exporting procedures. etc. and how to deal with these.

The type of support required by women entrepreneurs in their
businesses/enterprises will determine the type of personnel to be engaged
in the extension services.

It may not be possible to have all the above mentioned functions
carried out at the same time by the same extension service. However, as
was mentioned earlier, the specific function required will depend on the
nature of the activities of the target group. both in terms of the technical
aspects and the sub-sector to which the target entrepreneurs belong. which
may include any of the following:

Ca) Manufacturing;

(b) Construction;

(cl Hotel and Tourism;

(d) Commerce;

(e) Trading;

(f) ImportlExport;

(g) Panning, etc.
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5. WHO CAN CARRY our EXTENSION SERVICES

The extension and follow-up services for women entrepreneurs can be
undertaken by:

(a) Private institutions, e.g. professional associations, trades and
handicrafts groups, Chambers of commerce;

(b) Non-governmental organizations, institutes of higher learning,
private consultants, high-level enterprises, women associations and clubs;

(c) Governmental organizations, e.g, MinistryofTrade and Industries;

\.

(d) Financial institutions - banks, insurance, building societies, co-
operative, mortgage institutions etc.

(e) Donor countries, they could provide experts for the project
country or assist through financing the extension services.

On the whole, the best support could be provided through joint effort
by private and public bodies in carrying out extension services, The
decision to employ joint efforts should be made on a case-by-case basis. It
is also advisable to co-operate with the existing institutions of the country
concerned, in whatever the nature of extension and support services being
delivered,. The provision of extension services should be entrusted to
conscientious people.

B. CONSULTANCY SERVICES

Some women entrepreneurs and their Illediators require a lot of
interaction and exchange of ideas. Consultancy services comprising experts
in different areas of entrepreneurial development, should be established to
ensure proper consultations. Developing a clinical centre where women
entrepreneurs can go to seek advice is very essential. The clinical centre
can provide experts who can serve as consultants. On the other hand. the
management of different support agencies could assign their experts to visit
women's project sites to help them out. Where a women's project is doing
very well. experts may be hired to do some specific jobs which they
(women) cannot do, for example women in animal husbandry can hire a
veterinarian, while women engaged in trading may hire an accountant to
put their books in order. As such services haveto be paid -fOf, entrepreneurs
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should have the necessary finance. It is necessary to hire the right
consultant for the right job so that exercises are cost-effective.

1. IMPORTANCE OF CONSULTANCY SERVICES

(a) They can provide the right experts who can deal with specific
issues;

(b) They can create data banks of skills and techniques for
entrepreneurial activities; and

(c) The names and designations of experts can be easily accessible.

2. SOURCE OF CONSULTANCY SERVICES

The services can be obtained from:-

(a) Universities and colleges and institutions such as management
institutes;

(b) Financial institutions such as banks;

(c) Women intermediaries;

(d) Donors agents; and

(e) Consultancy and advisory centres.

Since entrepreneurial development and the provision of access to
credit involve many different issues, the consultancy requirement will
depend on the issue to be addressed. For example, as mentioned earlier. a
woman engaged in poultry business may require a veterinarian at the time
her chicks need vaccination and she may call on an accountant when she
wants to put her books in order and bring her account up-to-date.

c. MONITORING AND EVALUATION

In the offer of an entrepreneurship development assistance and support
programme, monitoring and evaluation should not be overlooked. These are
essential as they help all concerned to keep track of progress achieved.
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1. PURPOSE OF MONITORING AND EVALUATION

Monitoring and evaluation help to keep track of results and, where
necessary to effect appropriate and timely changes. Monitoring and
evaluation also help to determine the effectiveness, efficiency and impact of
activities and actions, and give on indication of the extent to which the
project is functioning according to the agreed plan. More importantly, they
indicate the rate of achievement of results relative to cost and inputs.

Monitoring makes it possible to examine activities and to obtain
feedback on the basis'of which evaluation is made. it provides information
and operational feedback on which evaluation is made. The information
and operational feedback are used as inputs or observations for assessing
the effect and impact of activities and actions.

The feedback from monitoring and evaluation are used in judging the
importance) relevance and quality of business output with a view to
changing, improving or correcting situations.

2. MONITORING AND EVALUATION PROCEDURE

The procedure adopted for the monitoring and evaluation exercise will
depend on many factors including the resources inputs and time available
and it must be relative to the expected output.

In general, the monitoring and evaluation procedure Involves»

(a) Determination of the purpose of evaluation;

(b) Definition of the information and operational feedback needed;

(c) Establishment of a monitoring mechanism;

(d) Determination of criteria for monitoring and evaluation;

(e) Identification of the sources of information and operational
feedback; and

(f) Determination of the time to conduct monitoring and evaluation.

46



Depending on the purpose of monitoring and evaluation, information
needs will fall under the following categories:

(a) Project-related information:

(i) purpose;

(ii) role of staff; and

(iii) assistance given by staff, or project 01 activities.

(b) Target beneficiaries information;

(0 characteristic;
(ii) role of target beneficiaries;

(c) Problems encountered;

(d) Results of project; and

(e) Participation by target beneficiaries.

The procedure for compiling needed information and feedback
involves:

(a) Method of keeping day-to-day records;

(b) Method of self-assessment;

(c) Method of looking at things, keeping track of plans;

(d) Type of report; and

(e) Method of reporting.

The information obtained should yield important feedback on:

(a) Benefits resulting from activities;

(b) The number and groups of people who have benefitted; and
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(c) How much has the action taken improved the expectations of the
beneficiaries.

The monitoring for information and feedback should be done on a
regular and timely basis and should:

(a) Asks questions that will help to determine how well one is
keeping to ones programme; plan· management and content. Determine
the agencies specific questions to be answered;

(b) Pinpoint the categories and types of information or reports one
will need to answer these questions, determine who will produce them, and
on what time schedule;

(c) Collect and study the information on work programme and decide
what changes might be required to improve the programme objectives and
overall plan. Revise the plan! if need be, and communicate with all those
affected.

The exercise should continue as long as the project lasts.

3. WHO MONITORS AND EVALUATES

In the monitoring and evaluation of entrepreneurship promotion and
development programmes, it is advisable that participatory monitoring and
evaluation be carried out by:

(a) The beneficiaries;

(b) Women leaders;

(c) Agents of intervention;

Cd) Financial institution; and

(e) External donor agents.

The beneficiaries, women leaders and agents of intervention have more
a substantial role to play in monitoring and evaluating. They must
undertake monitoring and evaluation on a continuous basis as services and
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assistance are provided. This facilitates quick and timely reaction and
adjustments where appropriate and necessary.

4. TECHNIQUES

The techniques used in monitoring and evaluation vary. Each
organization could introduce, test and use the one that is appropriate to its
activities and purpose. The possibilities include:

Ca) Observation of activities;

(b) Survey- using questionnaire;

(c) Discussion - groups or individuals;

(d) Intervie~;

(e) Meetings;

CO Visit to the business to observe and ask questions;

(g) Production of reports;

(h) Utilization of service delivery forms and records.

It is effective to utilize a combination of the above techniques as they
provide a wider scope and higher degree of assessment.

5. WHO AND WHAT ARE MONITORED AND EVALUATED

Monitoring and evaluation address major points in compiling
information, obtaining feedback and making assessments. Some of the
questions monitoring and evaluation address are as follows:

(a) The individual and the agent of intervention

(i) How appropriate were your approaches?

(ii) What were your high and low points?

(iii) How effective was your human relationship?
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(iv) How can you be made better? .

Answers to these will provide a self analysis and assessment of your
effectiveness, efficiency and impact:

(b) The services providec

(i) Their appropriateness;

(ii) Their relevance;

(iii) Their timeliness.

Monitoring and evaluating the services provide indicators of how
effective the services have been. They can also give an indication of new
dimensions that the services require and can furthermore bring out areas of
need that services did not meet.

6. WHENWILL MONITORING AND EVALUATION BE CARRIED OlIT

The major thrust of monitoring and evaluating is to determine the
effects of the activities and actions on beneficiaries so as to maximize the
benefits. As such, there should be regular and timely review of the effect
so as to minimize errors and possible inefficiencies and ineffectiveness.
Therefore the timing should be determined and sequenced. As a suggestion,
monitoring should be continuous and should be built into the delivery,
execution and drawing up of the work programme. Evaluation is done on
a specific time plan. Generally, one can have an annual, mid-term and end
of project evaluation.

7. WHO WILL USE THE MONITORlNG AND EVALUATION EXPERIENCE

The experience gained from monitoring and evaluation exercise can be
used by:

(a) Project staff to document, report and take corrective actions;

(b) Beneficiaries to make observations, take corrective actions and
make recommendations and suggestions;
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(c) Financing agents to determine impact and their contribution to
the project; and

(d) Agents of intervention to determine the effectiveness of their roles.

CONCLUSION

In general, women especially poor rural women, need assistance in
developing their entrepreneurship potential. Assistance given them should
be in the form of interventions aimed at solving their social, financial and
educational problems. Left unattended, these problems create barriers that
impede women's economic development and their participation in national
development. Interventions should extend to women at the grass-roots and
should make them aware of the importance of their participation in the
economic development of the nation through embarking upon business and
exploiting the credit facilities open to them. In addition, interventions
should call for the creation of support services and extension outreach,
which should provide answers to the many questions confronting women on
how to proceed in their business ventures.

This Guide has addressed the various tools and information required
to facilitate the promotion and development of women's entrepreneurship
and access to credit. It is hoped that the guidelines given here will be a
source of inspiration to agents of intervention and strengthening the efforts
of advocates of women entrepreneurship development. Any suggestions
regarding improvement of the Guide arising from the experience of users
and experts in women's entrepreneurship development will be most
welcome.
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ANNEX II
HELPFUL HINTS AND TERMINOLOGIES

1. Quality control in management: Quality control is the regulatory
process through which actual quality performance is measured,
compared with standards and action taken to bridge any gap.

2. Costing: Costing is the calculation of how much each individual
product costs to produce and sell. It is necessary to know in detail
what it costs to make a product, sell a product or provide a service.

3. Production process management

This concerns:

(a) Materials planning and scheduling i.e. specifying required
materials in terms of quality, quantity, time needed, etc. and ensuring that
materials are available at the time they are needed as specified in the plan;

(b) Purchasing or procuring the materials of the right quantity,
quality, at the right time, price and from reputable sources;

(c) Proper materials handling comprises moving materials from one
section of the factory/workshop to another in the most expedient and
effective way, bearing in mind the facts that unnecessary handling costs
money and may cause damage;

Cd) Proper storage of both raw materials and finished products; and

(e) Proper inventory control by regulating investments on stock such
that there is optimum level of materials in stock for effective implementation
of production plans.

4. Human relations for team building:

(a) Almost every human activity requires some amount of co
JiJeration of other people.

(b) "To be is to be related" after all "No man is an island";
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(c) More than anywhere else, places of work require team work and
team spirit in order to produce to the maximum; and

(d) A realization is that collective responsibility makes for highest
achievements and satisfaction.

s. Human relations

For production, it is evident that bad human relations produce poor
results and good human relations generate good results. For this reason,
managers should ell) everything possible to create and maintain good human
relations amongst their working groups.

6. What is involved?

(a) Human relations revolve round actions and reactions which arise
out of people's interactions.

(b) Involved are development of: Opinions, attitudes, judgements,
biases, mentalities, likes and dislikes among people - towards one another.

7. How to establish good human relations

(a) Take interest in people;

(b) Give credit when due;

(c) Make use of the abilities of all peoples; and

Cd) Give worker recognition.

8. Fatigue and related problems

Entrepreneurs should avoid losing concentration. Simply being tired
leads to a lot of time being wasted. Poor physical health can make the
situation even worse.

9. Attitude to time

"Time is money" in most of societies, time is not strictly regarded as
money. There is a relaxed attitude to it. Many come in late to offices and
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meetings. The need for appointments is not fully appreciated. Casual visits
are easily and readily tolerated. When one becomes strict with time she is
referred to as a "Mrs. Do Well". This sort of attitude leads to a callosal
waste of work time

10. Personal time management tools

(a) Personal time study

A simple personal time study will assist in pointing out opportunities
for reviewing the use of time and may show in which way time is being
wasted.

(b) Personal time budget

Budget the time) give legitimate importance (as opposed to urgent
function) to appropriate proportioning of time: assign specific blocks of
time to the four job requirements of routine work, regular job duties. special
assignments, and creative work.

11. Conserve personal times by

(a) Communication:

Concentrate your attention and ask questions to make sure you
understand - when you give assignments and decisions ask others to repeat
to be sure that the correct message has been communicated;

(b) Cut down paper work

Eliminate forms and reports that accomplish nothing. Delegate - pick
up important administrative matters and act on them quickly;

Cc) Make decisions

You have to make up your mind. Be decisive and dispose of minor
items without having to return to them later;

Cd) Control interruptions
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Stick to the topic and limit telephone calls to real communications 
limit social conversations;

(e) Set specific times

Set definite appointment w n definite duration.

(0 Make written notes

Make sure planned tasks are completed when they are needed by using
written reminders

12. The six Ps which help in packaging requirements in consumer goods
production are:

(a) Presentation;

(b) Preservation;

(c) Promotion;

(d) Proportion;

(e) Protection; and

(0 Portability.

13. Pricing

The volume of sales of any product depends to some extent on its
price.

(a) The owner/manager has to find out the price at which· the
product is likely to sell well. She finds out the prevailing prices for products
of the same category, and those of related products. She consults
wholesalers, shopkeepers and other product specialists;

(b) The owner/manager should also take into account the
price/quantity relationship;
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(c) The owner/manager should take into account the price/quality
rela tionship;

The most reliable method of testing customer's reactions to future price
levels is to conduct a market test, by offering for sale some products in
limited quantities.

14. In planning for production operations, the elements to be addressed
are as follows»

1. Research should be undertaken in the field oft-

(a) Production research;

(b) Manufacturing research;

(c) Material research; and

(d) Market research.

15. Accounting

This means reporting on what has happened in terms of:

(a) Profit and loss account in business;

(b) Present situation of a balance sheet with a statement of
assets/liabilities.

16. Business enterprises succeed best when their initiators and
implementors manage them well.

17. Management

May be defined as the art or skill of directing human activities and'
production resources in the attainment of predetermined goals.

18. Basic functions and activities of management.-

The management process comprises of a set of nine main functions:-
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(a) Planning;

(b) Organizing;

(e) Staffing;

(d) Directing;

(e) Controlling;

(0 Analysis;

(g) Decision-making;

(h) Communication; and

(i) Public relations

19. Planning in business

Means determining beforehand what is to be done, how it is to be
done, who is to do it, where it is to be done and when it is to be done.

20. Organizing

Involves establishing a planned structure which defines clear lines of
authority and responsibility - best presented in form of an
organizational chart.

21. Staffing

Staffing is concerned with the recruitment of the right people. It is an
adherence to the staff precept - "put the right person in the right job".

22. Directing involves

(a) Communication of the objectives) the policies and procedures to
everyone in the organization;

(b) Initiation of action by communicating decisions;
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(c) Supervision of performance;

(d) Co-ordination of all activities towards the achievement of the
objectives;

(e) Motivation of individuals or groups to carry out organizational
tasks;

(f) If there is loss of direction or if there are competing alternatives
and disputes, the leadership is required to restore a sense of direction and
overcome resistance.

23. Controlling

Means deciding or guiding the way something or someone works or is
supposed to be. Management control involves three main steps:-

(a) Establishing measurement yardsticks;

(b) Measuring results against laid down plans;

Cc) Taking corrective action, where necessary.

24. Analysis

Means collecting and processing data meant for management
information.

25. Decision·making entails

(a) Determining alternative courses of action;

(b) Selecting a few that minimize cost and maximize benefits;

(c) Implementing the preferred course of action.

26. Communication

This means transfer of information from a sender to a receiver, for
example. The manager of an enterprise communicates decisions and
instructions which are acted upon.
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The manager of an enterprise should select a suitable channel of
communication that is not likely to distort the messages he wishes to
communicate, especially when working in a group. The manager
should avoid overloading the channel, as well as the receiver, for
example, by giving too many instructions. /A manager must monitor
responses from the audience and pay special attention to feedback.

27. Public relations

This means that in business, those in executive positions down to
supervisors, must uphold the good image of the enterprise wherever
they are. "This is not limited to the office, should extend to social
gatherings and all other events in which the enterprise interacts with
the public.
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