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Welcome to the Issue number 2 of the EYB Bulletin. This issue comes a few
months after the official launches of the programme in the project countries,
with EYB interventions now being offered to GOEs. This bulletin will therefore
profile country programmes where readers are updated on what has happened
and what is being planned for implementation.

The main article though will be the summarised results of the recently completed
preliminary assessment of the EYB programme. The preliminary assessment,
which was conducted 3 to 6 months after training, saw very positive feedback
from the GOEs although the full impact, which normally matures itself in 6-12
months after all interventions, was yet to be realised.

It was encouraging to learn that some GOEs had already realised increases in
sales and profitability within couple of months after training. Performance
improvements using other indicators were also noted after training. Most GOEs
are applying the learning points straight from the training venue.

This Bulletin also presents the review process of the EYB programme as we move
towards finalising the product. A process of gathering feedback in each training,
during focus group discussions and during individual interviews was done and
all the feedback is now being synthesised to review the materials, content and
product delivery strategy. A consultant was hired to provide independent feedback
into this whole process and his observations and recommendations are already
being implemented.

The Bulletin also reports on the very first ‘Linkages forum’ conducted in Zimbabwe
between GOEs and linkage partners to facilitate practical linkages and benefits
to GOEs to enable them to grow their businesses. This was important as the
initial step to open communication lines with support institutions and for the
linkage partners to understand who a GOE is, what they have been exposed to
and what kind of plans they have for business expansion. This is part of our
branding — differentiating between a growing business and a typical SME who
never grows to graduate into medium corporates. A special support package
which suits their needs has therefore to be worked out for realisation of their
full potential and maximum impact.

The RPO also takes this opportunity to invite organizations, companies and
individuals to advertise in this Bulletin. This newsletter presence a medium that
can be used to reach regional and international markets for your products,
services and programmes at very concessionary rates.

We continue to request for feedback to make this publication bigger and better.
Happy reading.

Jealous Chirove
Marketing Specialist
ILO-EYB Regional Project Office

Jealous Chirove

Enterprise Development Expert
(Marketing)

RPO Welcomes articles

The Regional Project Office welcomes articles for the Bulletin from EYB
stakeholders as trainers, coordinators, linkage partners, growth oriented
enterprenuers and other organizations working with growing enterprises in the
project countries on activities and plans being implemented in the project
countries on any aspect related to the EYB programme. The articles can be on
successful marketing initiatives, workshops and seminars, profiles of success
stories, training, linkages or any other subject. The RPO will acknowledge and
use the articles submitted with credit to the writer. Those interested in submitting
any article can write to jchirove@ilosiyb.co.zw.

Invitation to Advertise in the EYB Bulletin

The RPO is inviting EYB stakeholders (Trainers, coordinators, GOES) and other
organizations with a similar mandate or targeting the GOEs in the private, public
and NGO sectors to advertise their products, services and programmes in the
EYB Bulletin. The EYB Bulletin is a quarterly newsletter of the EYB programme
which highlights activities in the project countries. Currently, the Bulletin has a
print run of 1,500 hard copies to readers in Africa, Asia, Middle East and Europe.
Many other readers access the publication via electronic mail. All the GOEs who
have undergone through training in EYB in the Eastern and Southern Africa
region read this newsletter. It therefore presents a unique opportunity to create
business relationships with medium sized companies in the region. Interested
advertises should contact RPO on jchirove@ilosiyb.co.zw for an affordable
quotation.



Results of the

EXPAND YOUR BUSINESS

Preliminary assessment exercise

By Evans Lwanga and Jealous Chirove

The ILO - EYB Regional Project Office conducted a preliminary assessment of
the EYB programme at the end of 2003. The purpose of the preliminary assessment
was to gather feedback on specific aspects of the EYB programme and to answer
the main question “Is the EYB programme achieving its goals in the initial
phase?” In the survey, the main focus was to get feedback from GOEs on the
EYB delivery strategy, training, relevance of the materials and the growth strategy
development and implementation.

The survey also attempted to establish the extent to which the training would
have contributed to the growth of businesses in terms of market share, increase
in sales, increase in quantity and quality of the jobs and overall enterprise
performance. This was however done with a realisation that the period between
training and assessment was not long enough to have had full impact.

Individual interviews with the EYB graduates were conducted, using a semi-
structured questionnaire. The variables under study were mainly client- satisfaction,
knowledge acquisition and training appreciation.

About the participants

The population of this assessment were all the GOEs trained in the four modules
of the EYB programme at the time of the survey. At the time, only Zambia and
Zimbabwe had GOEs who had undergone training in the four modules; 57 in
Zimbabwe and 8 in Zambia, making a total population of 65. The interviews were
conducted at the GOE’s business premises. Of the 65, 71% were business owners
themselves, 24% were senior management while only 5 % were junior managers.
This means that EYB is largely reaching the right target group. Seventy four
percent of the respondents were male while the remainder were female.

Almost half of the respondents (47%) were from the service operation sector
followed by 30% who run various combinations of businesses and a significant
number from the manufacturing sector (15%).

RESULTS

Clients Satisfaction

An overwhelming majority of the respondents expressed satisfaction with the
training component of the EYB programme in terms of relevance, content,
practical approach, case studies and exercises, with satisfaction rates ranging
from 82% for Financial Management to 95% for Marketing Management.

Cost of Training

EYB is a product for men and women who are already in business and are
therefore expected to pay the full cost of the interventions. EYB is therefore a
commercial product and clients in all project countries are expected to pay the
full cost of the service. About 51% of the GOEs thought what they paid for EYB
was fair, while, significantly, 33% indicated they could have actually paid more!

Completion of and implementation of growth plans

Across both countries, GOEs indicated that they have implemented right from
the training room many aspects learnt well before they have completed their
business growth plans. Overall, only 42% of the respondents had completed their
growth plans by the time of this evaluation exercise. The challenge which still
remains however, is to encourage GOEs to write down and share their plans and
strategies with their staff who are principally responsible for implementation.
The rate of completion of growth plans was quite low — from 26 % for Financial

Training

None of the participants rated the skills of trainers as low. The rating was at least
fair (43%) whilst 57% rated the skills as high.Management, 44% for Marketing and
HR Management and 55% for Strategic Management. While this differential clearly
arises logically from the flow of delivery of the training manuals themselves together
with the fact that some of the respondents had actually not completed all the
modules, strategies need to be enhanced to ensure timeous completion of growth
plans, including making available adequate time during training for growth plans.
The new delivery strategy of Individual Counseling - after - module will definitely
help in this cause.

Business growth and expansion

Performance improvements were noted after EYB training in all 4 management
areas. For strategy, the major areas are mainly in better focussing and visioning,
while in marketing, the main areas were in market penetration and, better services
advertising and improved sales. In human resources, the areas were in improved
communication, job descriptions, recruitment and motivation. In finance the areas
were in budgeting, computerisation and financial analysis.

Sales Growth

Of the 65 entrepreneurs interviewed 3 - 6 months after training, 80 percent reported
improved profitability after EYB training. All the 28 entrepreneurs who could
estimate sales growth recorded an increase in sales after training; 62% achieved
sales growth of up to 50%, 29% achieved between 50 — 200% growth, and 9%
achieved sales growth of over 300%.

Profitability

80% of the entrepreneurs who responded to the question on profitability reported
an increase in profits after training; 75% achieved an improved profitability of up
to 50%, 20% achieved improved profitability of 51 - 200%, and 5% achieved an
improved profitability of more than 200%.

Managing growth

Fifty seven percent of respondents indicated that they are experiencing limitations
to manage business growth. The main problems cited were financial resources
and human resources related issues and general management problems. Others
were related to a partner passing away, increase in staff and increased interests.

What participants said about the EYB programme

= Abrilliant enlightening programme

= Relevant to our African setting

= Need for strengthening linkages especially financial, and
specialist areas e.g. legal

= Good programme with need for intensive follow ups

= Programme should include IT and Operations
Management Module

Motivation to attend training

The main motivating factor (37%) for joining EYB training was the desire to grow
or expand businesses. Twenty one percent were motivated by an expectation of
the impressive training content, 13% by the desire to acquire business knowledge
and 22% by the challenges facing the business and desire to network. This again




confirms that EYB is reaching the right target group of people who would like
to grow their businesses.

New Things Learnt

Participants could explain the EYB programme content and sections which
interested them most. The indicated areas were mentioned by most of the
participants, as in Table 1 below.

Strategic Management Strategic planning, formulation of
vision, mission and translation into

plans, focussing the business

Marketing Management Market penetration, market
development, product development

market analysis, advertising

HR Management Recruitment and selection, motivating
workers, record keeping, labour laws,

delegation and job descriptions

Financial Management Financial rations, investment and
budgeting, financial discipline, record

keeping and cash flows

Training

None of the participants rated the skills of trainers as low. The rating was at least
fair (43%) whilst 57% rated the skills as high.

Overall, only 42% of the respondents had completed their growth plans by the
time of data collection. Several reasons for failure to complete the aforesaid
Mostly related to the issue of time limitation. almost all the participants were
promising to complete the growth plans by June 2004.

Opinion on EYB Training Materials

The general opinion from the respondents was that the EYB training materials
are satisfactory for all the four modules.

Cost reduction

Sixty two percent after training of the respondents achieved a reduction on costs
in their businesses, and important factor in increasing profitability.
Attribution

More than half (55%) of the participants feel that growth they have realised is a
result of attending the EYB programme, 17% partly attribute the growth to the

EYB while 10% mention a combination of factors while 7% indicate the growth
was mostly due to EYB. In other cases, it was too early to judge .

Growth oriented enterprises participating in the 3rd group of the EYB marketing management seminar at Enterprise Uganda in Kampala.

The National Co-odinator Mr C. Ocici is seated in the front row




EYB Programme Review

The EYB Programme for Eastern and Southern Africa was lunched
in August 2003 in Zimbabwe and Uganda and in September 2003
for Zambia as part of the test phase for the programme.

December 2003 saw the programme being reviewed based on
feedback from stakeholders which focussed on the following
objectives:

e  Toreceive feedback from trainers and GOEs on the design
and delivery strategy of the EYB programme.

= Toreceive feedback on the relevance of training materials,
linkages and follow up components.

Background

The EYB Programme was designed to flow through a number of
stages that include Product Development, Testing, Review and
Finalisation. The review therefore was part of the EYB product
development process. The product development included the
development of materials, identification and selection of trainers,
initiating and establishing linkages, designing and implementing
amarketing strategy, development of promotional tools, monitoring
and evaluation tools and establishing country coordinators, product
launch and testing and training of GOEs. The product testing
phase stretched from July to November 2003 and the GOEs targeted
for the review were those that had gone through classroom training
in at least the first 2 modules.

EYB Programme Review Process

The review process involved collecting and reviewing comments
from the following stakeholders; EYB trainers and GOEs in focus
group discussions and individual interviews. The review also
incorporated comments and observations from national
coordinators as well as manual authors and expert observers in
project countries. Feedback was also received from ILO
Headquarters, Job Quality and WEDGE Units. Finally, the process
benefited from insight gained with materials adaptation and
programme design involvement in the Jordan EYB project.

Focus of the Review

The review process was preceded by the collection of both
qualitative and quantitative information from stakeholders.
Quialitative data was collected through focus group discussions
and other comments while quantitative data feedback was obtained
through a preliminary assessment that collected quantitative
feedback on the various components of the programme. The

Mr. Roy Matenga

EYB Manager/Harare

results of the quantitative feedback are given in the main article
of this Bulletin. Broadly, the review focussed on the following
areas:

(@) Materials - relevance and flow of content, exercises,
diagrams, case study, interactive languages etc.

() Delivery strategy (training cycle)

(c) Quality of training quality (Trainers, Venue etc)

(d) Completion and implementation of growth plans

(e) Motivation and benefits from EYB

Review Findings

The findings from focus group discussions with trainers and GOEs
revealed that GOEs have benefited tremendously from the EYB
programme and they are expecting to achieve their growth
ambitions. The materials were generally found to be practical and
relevant, especially the case study. They gave very useful suggestions
on specific topics or areas of each module for inclusion or
refinement which were incorporated in the revised / finalised
materials. In addition, they also suggested that another module
on Operations Management be developed to augment the existing
core modules.

The GOEs felt that the linkages component was an attractive aspect
of the EYB programme though it needed to be made more concrete
for GOEs to receive practical support. All entrepreneurs have high
expectations on this aspect as the linkages are key inputs of the
growth plan, especially the financial, marketing and export linkages.
GOEs also felt some representatives from the linkage partners
needed to be adequately prepared by knowing the profile of the
clients they will meet and customise their presentations. There
was also scope to expand the base of the linkage partners to cater
for all the growth needs of the GOEs.

...continue to next page 7



...continued from previous page.

Most GOEs confirmed that the programme had brought immense
benefits to them such as:

- Quality training from experts

- A good opportunity to develop clear growth strategies and
sharpen management skills

- Excellent networking relationship with the creation of
Business Support Groups

- Relevant, practical and easy to follow materials

- Practical linkages and good follow up through Individual
Counseling

On the delivery strategy, the GOEs thought that effective promotion
tools were used (adverts, referrals from linkage partners etc) but
suggested the use of GOE service institutions such as banks,
business associations etc for information dissemination. They also
thought that trainers demonstrated knowledge in their subject
areas, but some needed to improve on training skills. Venues were
generally conducive. Some felt the duration of training could be
increased though to ensure adequate time to cover all content
and the growth plan.

The following activities arising from the review are being
implemented to finalise the EYB package components:

- Revision of materials to incorporate the changes and
recommendations from GOEs and trainers

- Review of EYB delivery strategy for fine tuning and to
clarify roles.

- Strengthening the capacity of coordinators to manage the
programme technically and enhancing organisational
capacity.

- Strengthen linkages especially financial, marketing and
specialist support services to provide practical benefits.

- Pursue signing of Letters of Understanding between
Coordinators and Linkage Partners

- Facilitating Linkages Forums for linkage partners to
appreciate the growth needs of GOEs.

- Ensuring follow up is being implemented and strengthen
the Individual Counseling process

- Identifying and selecting Partner Institutions with a relevant
mandate to help organise EYB activities

- Planning and implementing Refresher Training of Trainers
in all the countries to update trainers on the product
improvements and revised strategy.

Since inception in August 2003, the EYB programme in Uganda has
held 8 modular training sessions, involving 21 enterprises. In
Uganda, enterprises have been sending two or 3 participants for
the EYB programme. Of these enterprises, 6 have completed the
EYB cycle and are in the final stages of finalizing their growth plans.
Two modules; Marketing, and Human Resource were observed by
local subject experts and reports produced. Below is a tabular
summary of the modules delivered, number of enterprises and
participants.

Module Intake No. of No. of
Enterprises|Participants
Strategic Management 1 5 7
Strategic Management 2 10 12
Marketing Management 1 9 11
Human Resource Management1 | 7 10
Financial Management 1 6 10
EYB Game 6 12
Strategic Management 3 8 10
Marketing Management 2 7 10

Referrals have been generated from EYB clients, and from targeted
financial institutions. Centenary Rural Development Bank and
Development Finance Company of Uganda- DFCU have given
referrals. Enterprise Uganda continues to talk to other banks in
this respect.

Feedback from EYB Clients

The general feedback from the clients is that this programme should
have come earlier. At enterprise level, it has helped create custom
designed operating systems, redefine their customer needs and
wants and reorganise their organational structures to give them a
competitive corporate status. They value counseling and demand
for it. Individual entrepreneurs attest that EYB has helped them to
understand and appreciate the fundamentals of business issues,
need for effective delegation, sharing of ideas and ideals with
employees. They have also expressed need to invite successful
practioners in the respective modules to share experience during
training sessions.

Planned Events

= Recruitment of EYB Officer to be responsible for the
implementation of the EYB national plan. Selected person to
start work May 1, 2004

= Linkages forum to be held on April 29, 2004. This forum brings
together EYB linkage partners, trainers, officials from ILO
Regional office and from the national coordinating office.

By George Oumo
Enterprise Uganda



EYB Zimbabwe

programme conducts Linkages forum

By Jealous Chirove

The Expand Your Business Zimbabwe programme organised and conducted a
unique forum for interaction between the entrepreneurs who have gone through
the programme to present their business growth plans to a panel of representatives
from linkage partners in Zimbabwe. This linkages forum was held on 22 April
2004 at Holiday Inn, Harare. The forum was attended by about 15 growth oriented
enterprises, 2 commercial banks, 1 finance house, 1 support institution and a
representative from the export guarantee company.

The objectives of the linkages forum were to strengthen the working relations
between linkages partners and GOEs, to share and discuss growth plans with
linkage partners and to facilitate the establishment of business contacts between
linkage partners and GOEs.

During the linkages meeting, 4 growth oriented enterprises presented their
growth plans to the linkage partners, which highlighted on the main lessons
learnt during EYB training, aspects that are already being implemented and
plans for future expansion. The sample GOEs had running businesses in petroleum
marketing, retail business, hospitality and software engineering. It was clear
from the presentations that the GOEs had set themselves on a sound footing
to transform themselves into medium corporate businesses. Most of them had
grown to present stages with little assistance from financial linkage institutions.
This says a lot about their ability to manage resources available, work within
their means and therefore their credit rating — indeed, only a few of them
operated overdraft or had received loans from banks.

The GOEs had a very good relationship with their banks and other stakeholders,
maintained proper Business records and from a banker’s viewpoint, were ripe
for credit facilities. After the EYB training component and individual counselling,
the businesses are being run along professional lines with clear tasks and
responsibilities, delegation, accountability and functional area persons in place.
The GOEs are applying many things learnt during training including development
of visions and missions, implementation of generic strategies, market focussing
and targeting, proper HR function and sound financial records.

All the businesses clearly enunciated their expansion plans — increasing market
share, opening more outlets and business centres, increasing capacity, which
plans almost in all cases required capital expenditure. With their good standing
and demonstrated ability of financial prudence, this should therefore not be an
impossibility. The EYB programme has given them confidence to run their

businesses professionally
and the belief that ‘now
they can’. As they
testified, EYB opened
new horizons, taught
them to be proactive and
they are now thinking
‘big’ away from the
comfort zone if being
satisfied with what they
have achieved at the
moment.

After the presentations Zimbabwe GOE seems to be saying.

of the growth plan, it was

now the turn of the

representatives of linkages partners to give feedback to the plans and the
presentations. The linkage partners were impressed with what the forum sought
to achieve, and chance for them to meet their clients to hear about their plans
before visiting the banks. Each of the representatives articulated their organizational
position with regard to support to growing enterprises, the various schemes
available, the expectations from the GOEs and how they could access their
services. The bottom line emphasised however was the need for GOEs to present
truthful information about the business, to know what really was required for
the growth and the importance of creating relationships. Linkage partners all
indicated that they could package the support required by GOEs to the specific
needs of each enterprise. Linkage partners are better able to assess the needs
of each enterprise after site visits and discussions as it gives them a clearer picture
of the business, its size, organization, operations and therefore ability to have a
win-win relationship. GOEs coming from the EYB programme would be accorded
special audience with the linkage partners.

Later on, the GOEs were afforded an opportunity to meet linkage partners
individually to network, know each other deeper and set binding appointments
for either the linkage partners to visit the businesses or vice versa. Overall, all
participants through this was a good initiative which will be conducted every 6
months. Other linkages forums are planned in Uganda and Zambia as well.

Mrs Kunjenga, one of the most succesful GOEs

speaks very passionately about the positive impact
of the EYB programme in her hospitality business.

Some of the paticipants at the EYB Linkages Forum in Zimbabwe held on
22 April 2004 at Holiday Inn Harare.



EYB Programme in Jordan

By Samih Jaber - ILO EYB project manager, Jordan American Business Assosiation, Jordan

c
The ILO Regional Office for the Arab States in Beirut has, for the last four years, .
- been backstopping the two phases of the ILO Project in Jordan entitled “Support B
to Business Training for Micro and Small Enterprises™. This Project, under its .
first phase, adapted translated and produced the SYB and IYB Programmes, trained B
and certified 29 SIYB Jordanian trainers. .
- Following the successful completion of Phase I, the second phase was initiated -
in August 2003 (for a one year duration) for the adaptation and translation of )
the EYB Program in Jordan. The project is financed by the Ministry of Planning -
in Jordan, USAID and UNDP who are all part of its Advisory Committee. .
() u
Eng. Samih Jaber =
ILO-EYB Project Manager Strategic -
Human Resources Management Trainer| :
. The EYB project in Jordan has completed the adaptation of the four EYB Modules
. received from Harare (including the case study) to suit the Jordanian Business
. environment and translated them into Arabic. These modules are the Strategic
- Management, Strategic Marketing Management, Strategic Human Resources
- . Management and Strategic Financial Management. Additionally, the Project adapted
. and translated the EYB Trainers’ Guide and Session Plans. Due to time constraints,
. the Project could not introduce the EYB game in its current phase.
= - National Coordinating Institution selected:
. The ILO and JABA, The American Chamber of Commerce in Jordan, are implementing
- the EYB project jointly. JABA was chosen as the National Coordinating Institution
. of the Program in Jordan. Ms. Rania Bikhazi/ Enterprise
: Development Specialist- Backstopping
(s} . Officer of the Project

ILO/RO-Beirut

The delivery of the EYB Program
The EYB programme in Jordan is offered as “a Comprehensive Program” that
includes the following components: needs assessment, 4 training workshops on
the 4 EYB modules (which are given to each participant prior to the training),
individual counseling sessions, Business Support Groups (facilitated by an EYB
trainer) and networking with linkage partners. Upon successful completion of
(a'a) the above-mentioned components, the ILO will issue certificates at corporate and
individual levels to eligible participants.

EYB TOT Seminar conducted

>~ Ms. Rose Al-Issi In January 2004, 16 selected Jordanian trainers/consultants working in reputable
CEO of JABA business training and consultancy firms and/or free lancers, were trained on the

delivery of the EYB Program.

The Three Pronged EYB delivery channel

The Project recognizes the role of the private training and consultancy firms as
the main delivery vehicles of the EYB Program. Therefore, together with the
National Coordinating Institution, JABA, the consultancy firms to which the EYB




trainers/consultants belong will be
delivering the Program in addition
to the free-lance trainers who will
also be given this opportunity.

Linkage Partners

EYB project managed to get on
board seven linkage partners
support fields. The linkage partners
participated in the EYB/TOT and
in the awareness seminars. Linkage

partners include commercial banks, SMES support institutions, SMEs support funds, and specialized support agencies such
as export and tax bodies.

Marketing the EYB Program

Following the EYB/TOT, the trainers/consultants agreed on a selling price for the EYB Program in Jordan and prepared
an action plan for its marketing. The Project, in collaboration with the trainers, developed a number of tools for this purpose,
namely, presentation on the EYB Program overview, EYB sales presentation, sales and confidentiality agreements, brochures,
banners, adverts in daily news papers, awareness seminars and a special packaging for the modules. As a result, the project
has approximately 45 prospect clients for the Program.

EYB Training and future plans

EYB trainers/consultants are currently conducting TNASs to initiate the workshops
on Strategic Management by the first week of May 2004. It is important to note
that the EYB Jordan Project has benefited from the valuable expertise of Mr. Roy
Matenga, Harare EYB Manager, throughout its implementation. In addition, Mr.
Robert Zegers, CTA of the ILO Regional Project in Harare, and Mr. Roel Hakemulder,
SIYB/EYB Global Coordinator, have both respectively undertaken an evaluation
of the SIYB/EYB Programs and the preparation of a consolidation project document
for both Programs in Jordan as Phase IIl of the current project.

Mr. Roy Matenga

EYB Manager/Harare

For further information on the EYB Program in Jordan, kindly contact:

JABA-The American Chamber of Commerce in Jordan
23 Salem AL-Hindawi Str. Shmeisani
P.O. Box 840817 Amman - 11184 Jordan
Tel: +962 6 5651860
Fax: +962 6 5651862
Email: eyb@jaba.orgjo




EYB Zambia Programme update and achievements

By Satish Gulati, ZCAS, Zambia

The Zambia Centre for Accountancy Studies (ZCAS)
as the coordinating organization in Zambia has been
relatively active in promoting the EYB programme
in the country. ZCAS is of the view that the market
for EYB is large as many companies were formed as
a result of de-regulation and the privatisation
programme in the country.

The first group of 11 entrepreneurs have now
completed the training component and are preparing
to receive business counselling sessions from trainers
who participated in training. Linkage partners were
invited to present during TOES mainly from the
financial sector. These were representatives from
banks such as Intermarket Discount House, FINCA,
Standard Chartered Bank and Barclays Bank.

A meeting between trainers and linkage partners was
conducted in October 2003. Representatives of the
different EYB linkage partners such as financial
institutions, legal counsels, insurance companies,
computer firms attended together with the other
key institutions as the Zambia Chambers of Small
Business Associations, ZECAB and the Mining Sector

Diversification Programme. These institutions pledged
to provide from their membership enterprises that
could potentially benefit from the EYB programme.

An awareness seminar was held in the copperbelt
mining town of Kitwe in December 2003 with the
participation of 82 enterprises. Concerted efforts are
being made to have the first group enrol for the EYB
programme in the town.

One of the trainers who in past worked in the
hospitality industry is actively exploring market
opportunities in the Livingstone tourist town which
has the highest concentration of players in tourism
including tour guide operators, boat cruises, lodges,
hotels and restaurants in the country.

The EYB programme in Zambia can clearly benefit
from more close communication between all
stakeholders and with all the trainers and coordinator
playing their roles. This could be in the form of
regular meetings between trainers to plan and
strategize on how they can target and reach new
market opportunities and plan for action. Trainers
will need to work together to put together groups
for training. The GOEs who have gone through the

programme have expressed confidence in the
package which they have described as ‘an eye-opener
and beneficial’ for their success and growth.

In terms of marketing, the Zambia programme would
like to see more frequent advertisements in national
newspapers as well as in sector magazines and other
median such as television and radio. Other methods
that can create product visibility that can be used
include billboards. The coordinator has also managed
to secure a provisional agreement with one of the
daily newspaper for a weekly column for the EYB
programme.

The ILO-EYB Regional Project Office has committed
itself to support the programme in Zambia through
subsidizing the marketing efforts through creating
product awareness at national level — so called
product marketing. Various strategies and tools will
be used, including supporting direct mailing to
business associations with trainers conducting the
follow up, advertisements in sector specific
newsletters, billboards and national marketing
seminars. In addition, the RPO is also in the process
of identifying and appointing an EYB Officer who
will work directly with the trainers, coordinator and
RPO in marketing, training implementing all aspects
of the EYB programme in the country.

EYB Zlmbabwe COuntry Programme Update and achievements

By Charity Ndlovu, ZIM, Zimbabwe

The EYB programme has a strategic fit and
complimentary function with the other training and
consultancy programme of the Zimbabwe Institute
of Management, the EYB national coordinator for
Zimbabwe. Because of this, the Institute if very
enthusiastic about the opportunity to be associated
with EYB programme. The coordinator estimates the
perceived market size for the EYB to be around
12,000, which is a huge market to be tapped by any
standards.

The Zimbabwe programme has identified suitable
linkage partners in the following companies and
organizations ; Barclays Bank of Zimbabwe, Small
Enterprise Development Corporation, Time Bank of
Zimbabwe, Commercial Bank of Zimbabwe, Century
Bank, Zimtrade and other specialist services providers.
Efforts are currently underway to discuss through
one-on-one meetings the Letters of Understanding
with the financial amd marketing linkages partners
to cement the linkages relationship into concrete
agreements that can result in practical linkages with
GOEs.

Since the launch of the programme, there have been
at least 7 intakes of programmes which has resulted
in more than 70 GOEs undergoing the EYB
programme in the country. This is quite a huge feat
achieved with the close working relationship among
all stakeholders; RPO, the coordinator and trainers.

More important, two of the 25 trainers have managed
to successfully put together own groups for training
from own marketing efforts. At least one third of the
growth plans have been submitted from the GOEs
who have completed the training component.

The end of April will see the holding of the Linkages
forum, where GOEs will gather together with the
linkages partners with the former presenting their
growth partners to interest the linkage partners. This
will be an important event as it will enable the linkage
partners to understand what the typical GOE looks
like and their potential as viable business partners.
Concrete appointments will be made and it is after
this intervention that concrete linkage benefits will
most likely be realised by GOEs.

The referral arrangements between trainers and
linkage partners are working already either way. The
EYB programme has referred manufacturing GOEs
to Zimtrade, the country’s premier marketing
organization for intensive training in export marketing.
Already some GOEs have taken own initiatives to
approach the linkage partners themselves for services.
Some linkage partners are also referring their GOEs
to EYB trainers for training.

The coordinator and trainers have met to develop a
national plan for EYB incorporating all elements of

the programme; marketing, training, follow up, linkages
facilitation, monitoring and evaluation. The marketing
efforts are now focussed more on direct marketing to
GOEs through Chambers of Commerce, Business
Associations and Linkage partners. This will be
enhanced by the national marketing activities to create
/ raise product awareness. More advertisements will
now appear in business magazines and newsletters
than in mass media.

The forthcoming Zimbabwe International Trade Fair
will present a unique opportunity for EYB to be visible
in the market. The RPO, national coordinator and
GOEs will exhibit together in one big stand to promote
the programme. Various promotional activities will be
undertaken including newspaper adverts and editorial,
participating in special radio and television programme
and direct marketing. All these will culminate in a
promotional seminar to be held within the ZITF
grounds target at exhibiting GOEs. It is expected that
many GOEs will enrol for the programme after that
and if success, the model will be implemented in
Zambia and Uganda as well during their respective
international trade fairs.



‘EYB came at the right time for me. It got me back on track. The business relationships
I created with other GOEs should continue. GOEs should be one big family. We should
continue to share ideas and give each other business’.

Ms Velma Ndhlovu, Managing Director of Crystal Clear Cleaners, a Zimbabwean company which
provides cleaning services to corporate and individual clients. The company now employs a total
of 78 staff, 34 male and 44 female.

‘A good programme which should continue. We need to further the networks created
and the business support group and have our own EYB Alumini Association’.
Mr Michael Machakanja, Managing Director of Pishon Electrical, a Zimbabwean company retails,
services and repairs electrical products, parts and accessories. The company created 5 new jobs
as a result of demands to meet the growth after EYB training and now employs 13 people.

‘The EYB programme should continue and more GOEs should be enrol for the programme
for a better Zimbabwe. Even big businesses need this kid of training’. Mrs. L. Ndabazokufa,
Director of Bulchem Enterprises in Bulawayo, Zimbabwe.

‘A brilliant and enlightening programme which has assisted me in how to grow my
business’

Mrs J. Chigaru, Managing Director of L.A Joinery, a Zimbabwean company that manufactures wood
products and furniture. The company employs 21 staff.

‘A good product that must be be made available to everybody in business. I definitely
could have paid more the programme. EYB was a necessary tool for my business’.
Mr. Chris Karambwe, Director of Best Solutions, a service operation company which employs 15
people.

‘A very beneficial package’.
Mr. Andrew Bwalya, General Manager of Commercial Press, a medium printing company based in
Lusaka, Zambia. The company employs 35 people.

‘A very suitable package for GOEs. Could even be better with strengthened linkages
arrangements’.

Mr. Samson Nyirenda, Managing Director of Freight Logistics, a freight forwarding and clearing
agent with offices in the main border posts in Zambia. The company employs 11 staff now, two of
which posts created recently are related to the EYB training received.

‘A very relevant programme. I will get my staff to be go through the programme also.
I could have paid more for EYB'.

Mr. Lovemore Mukono, Managing Director of Mukonitronics, a leading manufacturer in Zimbabwe
of power electronics products — UPSs, electrical lighting and industrial automation systems. The
company has penetrated regional and international markets. A leading luminary in export development
drive for the country. The company employs 78 people, 26 female and 52 male.



(a) True African (U) Ltd:

The Managing Director compiled the strategic plan and circulated it to the
Directors of the Company who were very cooperative and interested in the Plan.
It occurred that when they were attending the marketing management module,
they realised that they actually did not know who their customers were at all.
Because of this, and little emphasis on marketing, they were losing market share
to those they considered as weak competitors.

The Financial Management module empowered the Managing Director to begin
implementing cost reduction methods in the company which resulted in immediate
savings of about over 1 million Uganda Shillings per month (mainly from bank
charges) and empowered him to allocate resources prudently and be able to
supervise the Accountant effectively. He is now able to use simple ratios to analyse
the financial position of the company.

The EYB intervention package helped True African restructure the company into
two departments namely R & D and Services Provision. It also helped them to
start establishing corporate systems and branding, and to take advantage of major
achievements of the company for effective advertisement.

He believes this is a good programme and has referred many of his friends to
join the EYB program.

(b) Ebenezer Limited:

Before the training, Ebenezer was a being managed by only one person. The
challenges emerging from increasing competition were many and the company
was not coping with them adequately.

After EYB training, the company has constituted the Board of Directors and has
had their first board meeting and is completing their growth plan, designing a
new organizational structure and job descriptions for the existing staff. The
company is now confident to embark on a clear growth path now that they have
documented it properly.

The company is also exploring the possibility of networking with a South African
partner to improve service delivery to its clients.

(c) Rusadia Florists:

The company has since completing training moved to open another branch in
Kampala. The Management of the company wants to use this as a test case before
opening more branches. They have gained a better understanding of their clients
and the markets.

The company has also introduced new HR and financial management systems
which were not in place before training. This will go a long way in supporting
their growth plan.

(d) Kadic Hospital:

Dr. Henry Kasozi is a celebrated workaholic. This he said was because he had no
competent people to entrust with responsibility. After the EYB training, he has
made so many changes to the organization. He has delegated personnel to
management roles, introduced weekly management meetings, introduced a
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suggestion box, improved customer service by introducing customer feedback
system and 24 Hour service, opened another hospital branch in the city centre,
built a perimeter wall around the main hospital to improve security of clients,
and embarked on targeted marketing to school children which he found out was
agrowing and potentially lucrative market segment.

He also started banking sales intact after he was advised by one of the EYB
counselors to do so. Prior to the EYB training, the company was spending sales
money as it is received, a practice which complicates cash and working capital
management.

Though he still works very hard, he has embarked on a staff development
programme and wants to hire a Personnel Manager to strengthen the management
team. He is currently developing the HR policies of the company and intends to
delegate some of his current responsibilities.

(e) Pan Africa Insurance

They are currently the 8th in the market in terms of market share. The EYB
training enhanced the company's planning process and helped them to develop
new products plans to increase their market share and aspire to be among the
first 5 leading insurers in the country in the next 3 years. After the EYB training,
the company institutionalised the marketing function and subsequently hired a
marketing manager.

The Marketing Manager has developed a marketing plan to drive business
forward. This plan includes opening branches countrywide and has yielded five
big business contracts. Further more, it has helped the company to embark on
quicker services through improved systems.

(f) Helika Ltd:
The company has embarked on developing internal systems to support growth.
The company is planning to install an accounting software, is drafting human
resource manual and finance manuals, drafting and giving out job descriptions
to existing staff; has moved to low rent area to cut down on operation costs, and
has decided to hire permanent staff and not part-time staff who in the end can
be very costly. Though the company lost some clients because of employing
uncommitted part-time staff, the Managing Director is confident she will regain
them when she completes the reorganization of the company.

The EYB programme for Eastern and Southern Africa played host to high-level
delegates from ILO Headquarters Geneva, ILO field offices, SIDA Headquarters
in Sweden, SIDA field offices, EYB National Coordinators and Trainers for the
regional EYB meeting to share experiences on the implementation of the
programme. The meeting took place ion 11 February 2004 at Harare Sheraton,
Zimbabwe. During the meeting, country programmes presented initial
achievements and challenges in implementing EYB as a new programme in terms
of marketing, training and other follow up interventions. The deliberations and
recommendations from the meeting were taken into the process of fine-tuning
the programme with a view to finalising the package. All the 3 project countries
were represented and already, the planning for the programme has incorporated
recommendations from the meeting until the end of this project phase.
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