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Problems and Solutions for MSEs

Problems

Solutions

Lack of technical skills

Skills training

Poor management

Management training, business counselling

Inefficient production

Rationalisation, recycling

Lack of finance

Access to micro-credit

Inadequate premises

Market programs, industrial parks, incubators

Lack of materials/equipment

Supply information, joint procurement

Limited or saturated markets

Innovation, product development

Lack of demand

Identifying market niches, promotion, export

Poor marketing channels

Improve infrastructure, communication &
promotion

Poor linkages

Facilitate sub-contracting, business

Inappropriate legal
framework

‘enabling environment’: simplified and clear
regulations, tax incentives, exemptions,
coherent policy, etc.
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3rd generation, or ‘virtual’ incubators:

e They do not provide premises (incubators ‘without
walls’), but ensure the incubation process through an
integrated and tailor-made portfolio of enterprise support
services and resources.

e This reduces costs, increases flexibility and promotes ‘real’
market exposure.

e The targeted entrepreneurs can operate from a venue of
their choice (home, office, workshop): this might be more
compatible with rural women’s household strategies,
combining family care, farming tasks and business
activity.
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AIDOS approach:
The Village Business Incubator - VBI

INNOVATIVE INCUBATOR

The VBI is a Women Enterprise Incubator “without walls”. It
targets rural women micro/small-scale value-added

enterprises. It does not provide office or workshop premises,

while it concentrates on business skills, information and
promotion

INTEGRATED BUSINESS DEVELOPMENT SERVICES

The VBI provides a flexible integrated package of services:
business management and technical training, business

planning and counselling, product development and
marketing.

e FINANCE FACILITATION

The VBI does not issue loans, but facilitates the access to

suitable forms of micro-finance depending on the type of
enterprise
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The VBI approach

e MARKET-ORIENTATION

The VBI is highly market-oriented, thus it supports
women entrepreneurs based on the reality of demand
and market potentials

‘PRO-ACTIVE’ MARKETING through
unconventional channels, e.g. Fair Trade for export,
eco-tourism for local and regional distribution, etc.

e SUSTAINABLE ORGANISATION

The VBI is established as a donor-funded development
cooperation project, but it works towards its self-
sustainability in order to continue serving its local
community
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Women from the target villages who:

Targeting criteria

are in ‘economically active age’, 20 — 50 years old

are living under the poverty line, or in underprivileged
circumstances.

are at least functionally literate and have sufficient
numeracy skills.

are willing to start an enterprise and show the suitable
entrepreneurial spirit and relevant motivation for risk-
taking and individual initiative.

have business ideas particularly viable for the local,
regional or national (or export) markets.

are running subsistence income-generating activities but are
willing to turn them into growth-oriented businesses.

Priority is given to heads of households and to those with
the highest number of dependants.
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Supported activities

Value-added activities

e non-seasonal, not subject to weather patterns or price
fluctuations in the agricultural markets;

e training approaches can be ‘aggregated’ (at least for the
managerial component);

e profit margin that can be reinvested for additional stability;

e competitiveness on quality, design, unigueness, authenticity,
iInnovation and customer service, rather than just price;

e reduce the risk of saturation created by replicating family-
run smallholder farming IGAs.
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1. VBI Orientation

Introductory workshop of about 3 days, 4 hours a day

Objectives:

explain in detail the VBI’s role

verify the entrepreneurial disposition/achievements of the
women participants (potential or existing micro-entrepreneurs)

group them (for the purpose of training) according to existing
skills and potential

prepare to adjust the details of the business training curriculum
to their needs
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Which topics are covered during the
Orientation workshop?

e VBI objectives, approach and services
e Characteristics of entrepreneurship

e Main skills and knowledge needed in a business: planning,
technical, managerial and marketing skills

e Self-assessment of personal traits (for potential
entrepreneurs) and/or Business health-check (for existing
entrepreneurs)

S Development / Upgrade of a business idea: skills needed,
experience, motivation, available financial resources

e Market assessment: target market and customers,
product or service, competitors, distribution channels
marketing strategy, pricing policy

e Choosing the best idea for your business / SWOT analysis
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Which topics are covered during the
Business Management Training?

Introduction:

o Ways to start a business (from scratch, entering into a
partnership, buying an already established business)

o The choice of the site and premises for the businesses
(location, infrastructure, cost implications)
o Legal forms and requirements for a business
o Project Management (overview):
o Planning: objectives, resources, strengths and
weaknesses

o Organisation
® Operation
o Follow-up and Monitoring
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(Business Training topics, continued...)

o Human Resource Management, including
contractual, delegation, productivity monitoring,
motivational and accountability issues

e Decision-making and participatory planning
o Time and Stress Management

e Communication and negotiation skills

° Credit

Reasons, conditions and options for taking a
loan.

Monetary and transaction costs, risks involved.
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(Y X )
(Business Training topics, continued...) 0oco
| e
o Marketing o
o Definition and objectives of a market study

® Identifying the customers

o Product differentiation

e Targeting the market

® Responding to market demand

o Marketing Mix: the 4 Ps — product, price, place,
promotion

° Sales skills

o Business Plan
® Importance of the Business Plan
o Components of the Business Plan

o Practical application: design your business plan (in a
separate session after the Technical Training,
according to the VBI Training Cycle)
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4.

Technical training

Objective: ‘Technical training’ is aimed at improving
women’s capacity in processing, production or service-
delivery

Technical training is highly diversified:

e skills for different activities (e.g. food-processing,
handicrafts, small manufacturing, services) depending
on the type of micro-enterprise and economic sub-sector
selected by each woman

e Vvarious possible forms, such as on-the-job skill
transfer, conventional vocational training, informal
apprenticeships, formalised courses with an accredited
institution.
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(Technical training)

e Technical training is outsourced:

e arranged by the VBI through freelance trainers
recruited contracted on-demand, or facilitated
through other skill-building programmes or existing
training institutions like the ones supported by
various ministries (e.g. extension units and vocational
centres). A roster of trainers and institutions is
developed.

e the incubator groups those trainees who have same
or similar interests in order to organise training
sessions and practical demonstrations on a small
group basis when feasible, rather than focusing only
on individual training.
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Individual follow-
up and focus
groups on business
ideas

Provision of market
info from sub-
sectoral studies

Support to
simplified
fsasibility

2 weeks

Support to carry out in-
depth feasibility study and
estimate of costs

Timing of technical training and support for feasibility
studies may vary. Trainees with similar timing will be
grouped together. The overall period for these 2 steps
should ideally not exceed 2 months.

1 — 2 days. Vvarious
sessions to suit groups
with different timing.




5. Product Development and Design
(PD&D )

Definition:
PD&D is the process of either creating new products or
Improving existing ones, taking into account the skill

endowment, availability of raw materials and equipment,
and the product’s marketability.

Sectors:

Small-manufacturing, handicrafts, tailoring, food-
processing, packaging, labelling...

Method:

PD&D should be carried out through interactive and
participatory sessions (often on a one-to-one basis)
covering the whole cycle from the conception of a product
idea, Its technical design, the production and testing of a
prototype, and the adjustment of finishing and design
flaws.
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(PD&D) §:'
e Result:

a ‘new’ or ‘revised’ product that is truly ‘owned’ by the artisan as
a process and as an output.

Actors:

Industrial / interiors / fashion designers, product development
experts, food technologists or by other specialists / projects.

Rationale:

Helping the business woman to apply her new skills to the
development of products with market non-price potential (in
terms of uniqueness of design| * |, branding and packaging) and
enhanced price competitiveness (through the application of
correct skills and appropriate technology, and the rationalisation
of the production process).

DESIGN includes elements of aesthetics, functionality and
ergonomics.
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6.

000
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: : 000
Business Counselling, Follow-up -
Definition:

systematic and regular personalised monitoring of
entrepreneurs’ needs and performance, especially in the
delicate phase between the end of the training period
and before the actual take-off or overhaul of their
businesses.

Actors:

This ad hoc assistance is accessed by the entrepreneurs
through the field visits of carried out by the Local
Promoters and through the technical assistance provided
during one-to-one (or small group-based) counselling
sessions offered by the Training Co-ordinator, the
Marketing Officer and the Credit counsellor.
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Marketing support

The VBI provides market-related advice to the women
entrepreneurs and support for the promotion and distribution
of products and services from the targeted micro-
enterprises. It does so by performing the following main
functions:

e Iidentifying potential marketing channels and
commercialisation outlets (local, regional and, if feasible in
future, also export-related);

e providing advice on problems of packaging and distribution
of products;

e gathering information on convenient sub-contracting
linkages with medium and large-scale companies;

e disseminating information on and facilitating participation in
trade fairs and product exhibitions;
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e facilitating synergies and networks of micro-businesses for
production and marketing purposes;

e assisting in the design and production of promotion and
publicity materials for the micro-businesses;

e supporting the setting up of a VBI show-room at the
Incubator’s premises.

Marketing support should be an enabling and participatory
process, with the aim of gradually building the capacity of
the women entrepreneurs as regards the marketing of their
products and services, thereby avoiding the on-set of any
form of long-term ‘dependency’ on the VBI marketing
assistance.
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O. FiInance facilitation

e the VBI service portfolio also ensures an active facilitation of
access to finance, taking care of keeping its role separate from
the one of the actual finance provider.

e The VBI, mainly through its Credit Officer and under the
supervision of the project and incubator management, identifies
the best options of micro-financial services for its participants.

e If needed, the VBI negotiates terms and conditions of purpose-
designed financial products suitable to women micro-businesses
working on value-added activities, with good market potential,
needing start-up or consolidation finance.
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Technical Assistance and Capacity
Building

U 0O 000000 oo e

Through AIDOS, International Project Coordinator,
International Experts and external local consultants

In the following areas:

Project management and Co-ordination
Project administration and Financial management
MSE development

Business Incubation methodology

Market analysis and Marketing

Product Development and Design (PD&D)
Communication and Promotion
Information Management

Monitoring and Evaluation

Sustainability strategy
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The VBI I1s managed by young motivated staff
trained by AIDOS on-the-job and during ad hoc
technical assistance missions.

The staff is composed by:
Manager
Training Coordinator
Marketing Officer
Business Counselor
Local Promoters
Accountant
Secretary
Cleaner
Driver
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