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EXECUTIVE SUMMARY 

1. SURVEY DESIGN AND ORJECTIVES 

In 1990, IJPLHT under 
(BAS\... I, conducted a 
entrepreneurs ir. Malawj 
following objecti,es: 

its UlSI\ES~ ADV150H\ SEk\lCES tUH hu~~~ 
nation-"·ide sample sur,·e~· on female 
from August 6th to September 11th ~ith the 

To identify the characteristics of Mala~ian business-~omen. 

To prc.,·ide 
emplo~·ees, 

a description of their businesses as regards 
turnover, income, loans, development, etc. 

To firad out and explain the differences be twee?: urban a;1d 
rural businesses, between businesses of different size, 
bet~een businesses froffi different sectors, and between 
businesses in different regions. 

To identi f~· the factors "hi ch influence the performance of 
female owned businesses 

To recommend future areas of intervention with emphasis on 
the support which could be provided by the BUSINESS ADVISORY 
SERVICES FOR WOMEN in DEMATT. 

Stratified random sampling was applied to select 225 businesswomen 
from the DEMATT/BASW benchmark database, which contained just o\·er 
1000 names and basic details on female entrepreneurs. 
Stratification was done by region comprising the North, the Centre 
and the South, and by sector comprising Agro-Business, Food & 
Beverages, Services, Textiles, Trade and "Other". Ex post, the 
sample was further classified into rural and urban entrepreneurs 
and into micro, small- and medium-scale entrepreneurs. 

2. SURVEY RF.SULTS 

2.1. The Typical Female Entrepreneur in Malawi 

Accordi11g to tbe ~uney, the t~·pical ~lala.,.,1a11 lius1r1e!::.~\.on.C111 
(represented by the median) is 39 years old, and supports four 
children and two other dependents. She is married to a husband who 
encourages her in her business endeavour and helps h~r by providing 
general or financial assistance. She has been to school and has 
obtained a PSLC. She has travelled outside her region, and possibly 
to some other neighboring countriPs. Her business is about threP 
years old, which means that shP was in her mir.l thirties, "·hen it 
s1.artPd. Thr· initj;,] c-ash in,·P<-.t:-i11n: (in 19~0 1·rirf><l 1,<1!"-. h .. t;,P. 
ThP businf>s~ Pmyloys onP "·orkPr- .,.,·ho is m<ilf> anr.l 1-orks fu] 1 t imf>. 
He n•c-ej\f·~ n salan of I\ -tO pPr month. ~ith monthl~ s;;Jp~ of!-: ~O(J 



a11d ;1 Yalut:- 04' fj:-.Pd c.s!-O::>ts of~~ 1,900 thP bt.::-i11..-~'- l"'­

as a microenterprise. 

2.2. The CharactPr of FEmale Owned RusinrssPs 

Fe111a] e owned businesses are often rather 
thE" "·oman playir1g the most acti\·e part 
follo"s from t.he findings that nearly alJ 
"·oman in her business and nearly all also 

2.3. General Business Characteristics 

family businesses "ith 
in thE" business. Tb1~ 
husbands encourage thr 

help in thE" business. 

Start : Half of the "omen said that to start the businPss was their 
ot."n idea. They usually did not seek an:: ad,· ice and started i..:i ti1 
a cash investment of K 450 (in 1990 prices), financed predominti.!;t.ly 
by equity (80%). Most often the husband prcYided the money. 

Size Nearly 80% of the enterprises in the ~ample were 
microenterprises, 15~ were small- and 6~ medium-scale enL~rprises. 
In terms of employemnt, value of assets, and monthly sales made by 
all businesses in the sample, the share of microenterprises falls 
below 50% (see Chart I). 

Employment : Three out of ten female entrepreneurs in the sample 
had no employees at all. Thei~ business is simply a form cf self­
employment in a society of surplus labour and often "employment of 
last resort" for the owner. About half of the businesses employed 

between 1 and 4 people. 

Sales : Average monthly sales were about K 2,500, but half of the 
entrepreneurs did not make more than K 500 in turnoYer. 

Income The exact income is in general not kno\."n. This is not 
s1·rprising in vie" of the finding that only 55% of tht:> 
businesswomen keep accounts, many of ~hich are of doubtful 
ac.:curac~-. \\e therefore attempted to get an idea of the income b:: 
asking for the salary for which the woman would be willing to quit 
the business for an interesting job. 40% said they could not gin• 
llJ.• th1· b11!-inPc;!-. Half of t.hosf· "·ho dirl SJ.•f'rif~ <ir; inromf' 
equivalent, would gi\e up for a monthly salary of K 400 or less. 

Fixed Assets : The average value of fixed assets was K 15,700, but 
half of the businesses had assets worth less than~ 1,900. 

Excess Capacity : Four out of 
excess capacity in the sense 
i-;ith thP e~.isting equipment 
regarded lack of customers a~ 

ten women owned businesses exhibited 
th&t they could have produced more 
e.nd people employed. Half of them 
th f· re a i-. on for f· :·. c r· s !-. c <! p ;i: i t ~ 

i i 



Cl • .::trt I Weight of ~IICRO, SSE and MSE in the samvle 

MICRO, SSE AND MSE 
weight of enterprises in sample 

MSE SSE 
6% 20% 

in % of total number 
of businesses 

MSE 
457. 

in 3 of total value 
of assets 

DBMA,,. /8At;ff SURVFY J 990 ON BUSINESSWOMEN 

iii 

MSE 
37% 

in % of total 
employment 

I 

MSE 
487. 

in 3 of total 
monthly sales 



Loans Almo~t 60'it.. of the business\.·ome11 ir1 the sample had ne\·er 
borrowed money for their business, mostly because they did not see 
the need to borro"'· c.r because they "ere afr~id to borro"· money. Of 
those ~ho had received a loan, 1 out of ~ reported that h~r loan 
repayment~ "·pr·c> no~ up to date. 

Development : About 2/3 said that their saies volume ~ad increased 
since start-up. 23% reported a decrease arid 8'- said there \.a!:- rac 

change. 

Biggest Problem Overall, lack of capital ~as mos: often 
considered as the biggest problem of bu~inesses. There is £'idence 
that this predominantly refers to lack of ~orking capital and not 
to loans for businPss expansion. ~orking capital problems are not 
surprising given that 90% of the women immediately paid for goods 
purchased or services received, but 60% sold to their customers on 

credj t. 

2.4. Characteristics 
Entrepreneurs 

Hicroentrepreneurs 

of Micro, Small-, and Hedi um-Scale 

Most microenterprises have no or only one employee ( 60: in the 
sample) and monthly sales are usually less than K 500 (56%). Since 
they add only little income to the low income from other sources, 
it would be more precise to refer to them as subsistence or 
survival oriented activities. 

The women operating microenterpri ses ha,·e many characteristics 
"'hi ch compare fa,·orabl y with the typical Mala~i an women. Regarding 
education, about 50% in the sample have achieved PSLC and 30% JCE. 
Approximately 50% of the women have job experience, and 50% are 
married to men which can be expected to earn a higher income than 
the average Mala"ian. Though the~· are better off than most Mala"·ian 
women, who mainly work as subsistence farmers, they considerably 
lag behind small- and medium-scale entrepreneurs. 

Small-Scale Entrepreneurs 

In the sample, 16% were classified as small-scale businesses. They 
typically employ more than 4 people (55% in the ~~mple) and monthly 
sales exceed K 1,000 (60%). 

Small-scale entrepreneurs have on a~erage completed full primary 
education (75% achieved PSLC) and about 50% have been to secondar) 
school ( 55% ad1ie,·ed JCE). About 60% ha,·e e\·er bPen empl oyf>d and 
75'X of their huRbandg can be expectE'd to han> a higher incomf' than 
thP 8\Pragr MAla~ian. 



Medium-Scale Entrepreneurs 

Only re~ ~ala"ian ~omen are o~ners of mPdium-scale enterprises. In 
the sampl£, onl~- 13 out of 225 or 6%. ~tedium-scale businesses 
t~i·iu:dl:- f·m1-,Jo~ mon' than 1~ 1->eople 15:,~ in U1E ~.c..mrlc>l and 
monthly sales exceed K 10,000 (69~) 

Regarding characteristics of medium-scale entrepreneurs, they turn 
out to be much better educated than other business"'omen. 90% of the 
intervie"'ed oKners of MSE had achieved PSLC and 75% JCE. They have 
usually been employed before starting the business (90%), and most 
of the husbands ha\·e an attractive job as a c i \" i l servant, a 
professional in the private sector or a businessman (80%). In the 
sample, 50% were married to a businessman as compared to about 10% 
of micro and 20% of small-scale entrepreneurs. 

2.5. Sectoral Highlights 

Food l Beverages is the sector "'ith the highest share of ~omen "'ho 
started with hardl~- any initial capital ( 60% less than K 100 
initial cash investment in 1990 prices compared to 0% in Trade and 
28% on a\·erage). In this and the "Other" sector the replacement 
value of fixed assets is less than K 500 for almost 60% of the 
businesses. 

Agro-Businesses turned out to be the most profitable type of 
business. There can be no doubt that this is largely the result of 
the promotion it received from the Government. The promoticn is 
among others reflected by the finding that compared with other 
sectors a significantly higher percentage of women in Agro-Business 
had received training in business related fields. 

It must, however, be noted that the promotion Kas not well 
coordinated Kith the supply of raw materials. Almost 40% of women 
in Agro-Business mentioned lack of raw material - above all chicken 
feed - as their biggest problem. 

Trade and Textiles came second and third with respect to incomP 
earned by the o"·ner in the business, followed b~· the sect.or 
"Ott.~r··, "hen· women are pre-domir.antl~· t:ngagc>d in b1 icJ.. m;d;in~. 
stone quarrying and pottery/ceramics. Food & Beverages and Services 
were the least profitable sectors. 

The rank order is different with respect to employment creation. 
The average employment figures "'ere highest in the sector "Other" 
(approximatel:r 10 employees per business), follo"ed b~· Services, 
Food A Reverages and Agro-Business (about 3 each). Businesses in 
Te~tile~ had thP smallest number of employPes (about l each). 

\' 



If one looks at employment generation in terms of capital invested, 
or capital invested per job created, the picture changes again. The 
sector "Other" produces ~ith least capital per ~orker, followed by 
Food l. BC'Ye-1-a~e~ and Te-.tile~ .• i.hile Tr<ldE arid ..\~rc-f:;;!"_;r,E'~"- h;;·;e 
the highest capital-labour ratio. 

2.6. Differences between Businesses in Urban and Rural Areas 

The main difference is that businesses in rural areas tend to be 
smaller. In the sample, 85% of the businesses in the rural areas 
were micrcenterprises as opposed to 70% in the urban areas. As a 
consequence, they have fewer employees and the monthly turnover, 
the income and the value of assets is smaller. Rural entrepreneurs 
have also less often applied for loans which is probably not only 
due to the smaller size of their businesses but also reflec~s that 
lendin~ institutions are less present in rural areas. 

The main reason for the Sffialler size of rural businesses must be 
seen in the lower purchasing power of the rural population and the 
lower population density in the rural area, meaning there are fewer 
customers and the cost to get the goods to the customer is higher. 
Onl~· those female owned businesses in rural areas producing mainly 
for urban markets, 1 ike Agro-Industries tioove al 1 poultry 
raising - tend to be bigger. This demongtrates that there is a 
growth potential for female owned businesses in rural areas if one 
succeeds in establishing markets outside the rural area. 

2.7. Regional Differences 

The general picture emerging is that businesses in the \orthern 
Region compare to those in the Central and Southern Region as rural 
businesses compare to urban ones. Thus, they are in general smaller 
in terms of employees, turnover, income generation and assets. 

The reasons are also basically those which explain the urban/rural 
differences, exacerbated by the fact that population densit.~· is 
muc:h less in tlie ~.:orth rind thP )p\·el of ec:onomic- <H't j, ity i~ lo,,er-. 

2.8. Factors lnfluencing the Success of F~male Entrepreneurs 

Success can he measured by different criteria. For the o~ner, the 
incomP derivpd from the business is in general the most important 
success critt>rium \<'.hPreas employment generation i"' tsually mo~t 
import.ant for labour surplus soc:ieties likP Mala'l.i. Both criteria 
"£>re us£>d i.·hen analyzing "'hich factors an· im}-'or~;rnt for· tl.P 
success of thP businPss. 
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Education is the decis~ve factor for succF£s, both "'ith respect to 
employment and the income earned by the OKner. The latter had been 
measured indirectly by the amount of money for ~hich the 
business~oman "'"ould be ~ill:ng to give up her business. 

Job ex per i enct> of the 
husband and additional 
success factors. 

business"'oman, a privileged 
capital from loans turned out 

job of the 
to be other 

"hether· arid to "'hat extent loans impro,·e the business performance 
depends in the first place upon the capabilities of the 
business"'oman. Taking this into account and the finding that the 
factors "Job Experience" and "Husband's Job" "'ere highly correlated 
with the level of educ at iori, it fol lows that "Education" is the 
ultimate factor of success. 

Thus, the improvement of the education of women (it is estimated 
that i0% of the Mala"·ian "'omen are illiterate) is of utmost 
importance if one wants to increase the number and to improve the 
performance of female entrepreneurs. Training courses, seminars, 
workshops, consultancy etc. can assist female entrepreneurs but 
they cannot substitute formal education. 

The survey sho-i.:ed that. the influence of all factors is usually much 
stronger at lo"' ranks of success. In particular, microentrepreneurs 
above the subsistence level ha~e more in common with small-scale 
businesswomen than with subsistence oriented microentrepreneurs. 

3. RECOMMENDATIONS 

The fol lo"'ing recommendations are based upon 
and take into account what has been 1 earned 
business"'omen "'ithin DE~ATT's BAS" project. 

the sun·ey results 
from contacts "'i th 

3.1 The Need to Differentiate 

Strat.0gif's to promote female entreprene~;rs should differentiate 
bet1.-een: 

;:i l sur\·j\a1 or·jented businessf'S , 
Ll :".:1li1l1 bu~ir1E--~.~.f·S (micro - ;i11d !;',11,;.ll-~'v.lf•) 11l•c.\f ~-i•f 

subsistence level 
c:) medium-scale businesses and small-scale businesst>s close 

to the entry level of medium-scale. 

The n e r. e s s i t ~- f o r t h i s c 1 a s s i f i c a t i o n a r i s P s f r om !". i g n i f i c a n t 
diffprencP~ ~ith respect to: 

lt1P n11mbf'r of businPsses v:ith1n each s;roup , 
t h' f' du c a t. i on ;d and soc i a 1 l: n c I.. c" i c; 11 n d o f t h c· f <' m ;d f' 
f·nt rf'prenrurs , 
th£· s1;:r and gro\;th ~·otent1al of thr· businP!'.Sf'~,. 



3.2. Fields of Support for All Small Businesses 

Though support programmes "-ill haYe to be different for subsistence 
oriented l>u!: iraesses as opposed to sn.al 1 busi r1esses abou:- t iie 
subsistence level , there are common fields of support. 

Access to Credit 

In the survey, lack of capital ~as most often mentioned by micro 
and small-scale entrepreneurs as their biggest problem at start-up 
and, together ~i th lack of customers "·as the main problem 
thereafter. 

The r€dsons why it is difficult for small businesses to obtain loan 
f inan•: i ng from lending institutions are manifold. An important 
reason is that established lending institutions are usually not 
keen to finance micro and small-scale entrepreneurs. Their small 
need makes loan administration costly and lack of collateral and 
absence of proper records puts the provision of credits to 
microentrepreneurs at high risk . 

Th1~re are se"·eral promising inno'\·ations on the "·ay in ~tala"·i to 
overcome these problems. MUDZI Fund has started t~o pilot projects 
of loan savings clubs targeting at the rural poor. SEDml has 
started an expansion programme ~ith rural field offices to 
facilitate the access to credit in rural areas. The ~omen's World 
Banking is in the process of setting up a loan guarantee scheme 
for female entrepreneurs who otherwise wouldn't get loans from 
Banks. 

Identification and Promotion ~f New Products and Non­
Tradi tional Fields of Business 

Information 011 product diYersification and non-traditional fields 
of business is of importance because micro and small-scale 
entrepreneurs tend to establish their businesses in traditional 
fields. Since many competitors exist in the~e fields, it i~- not 
surprising that lacl~ of customers ''as together "ith lack uf uq.•ital 
the biggest problem of small businesses. 

The promotion of poultry farms is an example of a successful effort 
to promote non-traditional f~elds of business. 

Ha~keling Organization 

Se t t 1 11 g u p fl ma r k P 1 i r 1 s;, o r g a n i z a t i on f o r· prod 11 c t :::; mild" h ~ s ma I 1 
bu~.int•!:;SP~ ii-- imvorUuit for increasing their s;:i}ps, abo\l' rill for 
businessP~ in rural ar·~fts, 
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The marketing organization should collect the product manufactured 
by mi croentre1>reneurs and deli '\·er them to markets and shop~ in 
to\o\n, possibly also export them. It should also control the quality 
of the product!-. and cre;\te a po!':iti'\"£- image fer product!: madP ir1 
the villages in Mala~i. 

Improving the Procurement of Equipment and Raw Materials 

Other than producers holding a manufacturing licence, \.·omen in 
micro- and small-scale enterprises do not ha'\·e the pri'\·ilege of 
buying machiner:~: and equipment as well as ra'' materials \o\i th 
reduction or exemption of duty and surtax. This puts micro- and 
small-scale producers ~ithout a manufacturing licence in a 
disadvantage to licenced ;reducers. 

Reducing Energy Consumpt_on through Conservation Measures 

Though not explicitly mentioned by any business\o\oman in the sample, 
a common area of interest is the more efficient use of energy "'hich 
would reduce considerably the production cost~ of many businesses. 
This concerns above all businesses in the sectors Agro-Industry, 
Food & Beverkges, Services and "Other" . Brick making and salt 
production (sector: "Other" ) are outstanding examples of processes 
with enormous scope for reducing energy costs. 

3.3. Particular Aspects of Support Programmes for Women in 
Subsistence Oriented Businesses 

Institutional Support 

Given the large number and "'ide dispersement of "'omen in 
subsistence oriented businesses, a support programme has to be 
village or community based in order to be able to reach a 
significant portion of these "'omen. NGOs and grassroots 
organizations are best candidates for such type of programmes. 

Programmes such as DE~ATT's BAS~, targeting to assist individual 
bus i ness\o\omen should not address the group of s11b$ is tPncf• 
en t rel-' r E" n E" u r ~ !- i n cf- t Ii P i r bud g f' t a l l o "'. s t be rr. t o cs "'· •· . :- t o 1, l ~ a 
fairly small number. 

How to Reach th~ Target Group ? 

Taking into account the vast numbPr of ~omen managing subsistencP 
oriented busines::;es arid their limited mobilit~· due to their othPr 
rPsponsibilities, support programmE>s must comP to the 1•omen and 
not thP "·omen to the iirogramme. Training could be in the form of 
roving workshops or mohiJe consultancy services. 



Conlent of Traihing Courses 

Training fer sun. j\·al oriented businesse!O should assist them to de 
''twt ttaey do better, e.g. more h~:gienic, ''ith less energy 
c-on£umpt ion, u~ing ra'-· materials more efficient, impro\·ing produc.:t 
qual1t:y etc .. 

Gi \·en the educational background of the "'omen a1;d the fact that 
thei1 businesse~ are small by any standard, assistacce in business 
manageme11t sh.:>Uld only address the ver:y basics and it should in 
particular be i·elated to the day-to-day needs of the "'oman. 

Accounting is considered not to be of importance for this group 
The survey results indicate that assistance should focus on working 
capital issues. 

Eliainating Areas of Conflict between 
Adainistrati~n and Microentrepreneurs 

Governaent 

Most microentrepreneurs are neither registered nor licenced. Their 
product ion act i ,. i ties are therefore considered illegal by the 
authorities provoking conflicts between them and the 
microentrepreneurs. 

Parties interested in the support to microentrepreneurs should try 
to find "'ays how women can overcome the barriers to receive a 
licence. 

3.4. Particular Aspects of Protraames for Small Businesses with 
Growth Potential 

Institutional Support 

The existing support institutions for small and medium-scale 
entrepreneurs are believed to be adequate to assist female 
entrepreneurs from "upperclass" MICRO to MSE. \\omen in smal 1 
businesses with growth potential should constitute the main target 
group for DEHATT's BASW. 

Content of Training Courses 

Group Training Courses for female microentrepreneurs and smal 1-
scale businesswomen with growth potential should be held to upgrade 
their skills "'ith a vie"' to finding new markets, reducing excess 
capacity and expanding the busines~. 

With the comple:\ity of the business operations, the \·alue of book 
kE>eping and othPr management tools increa!-es for thf' o"·ner, in \·ie1, 
of e~Prci~ing control over the businPs~. 



The training courses should include: accounting l'ith emphasis en 
'"hat can be learned from the accounts, marketing, financial 
management including customer credit and loan application, and 
pe 1·so11a 1 managemen l. 

Courses should combine technical and business aspects possibly 
through joint programmes of technical training institutes and BAS~, 
as is suggested for a ~~I~O programme for Women in Food Processing. 

In connect ion '"it h training programmes, female entrepreneurs should 
be sent on attachment to bigger companies engaged in the same type 
of production in order to improve their technical skills. 

Concerning technicGl skills, other countries also had encouraging 
experiences with programmes which concentrate on a single sector 
and seek to provide varying degrees of ussistance to existing 
entrepreneurs who have clearly identifiable problems. 

The role of the husband in the business should be explicitly 
incorporated in training programmes given the fact that most of 
them help their wives in the business. 

The selection of candidates should be based on mer1 t and an 
assessment of the entrepreneurial capacity of the woman. 

Training programmes should seek as homogeneous a group composition 
as possible in order to be able to target the needs very 
specifically and maximize the benefit for participants. 

Sectoral Preferences 

Most Malawian businesswomen arc engaged in Textiles, Ser~·ices and 
Trade, and only fe" in Manufacturing. With the intention to open 
the door to industrial activities for women, training programmes 
should give preference to women in Manufacturing. 

3.5. Support for Women in Medium-Scale Businesses 

Support programmes for me di um-scale businesses and smal 1-scal e 
businesses close to the entry level of medium-scale must in genrral 
be much more tailcred to the requirements of the individual 
business than thP programmes for the other groups. ~uch of the 
assistance "ill Le in the form of individual consultancy and can 
be incorµorated in thP regular programme of organizations like 
DPIATT. 

'· l 



3.6. Aspects of Support Programmes for Rural Entrepreneurs 

The groKth impact in th~ rural area \\ould be greater if good~ and 
~er'\ices could be produced for a higher (urban) income class. For 
s11d1 a straleg~ to succerd th«:- follo,•ing is required: 

al Identification of products and sen:ices for a higher income 
segment of the ecouom~- or an out side market. bl Technical 
assistance to meet the taste and quality standards required. 
c) Assistance in the marketing of the products. 

3.7. New Business Development Programmes 

Ne" Business Development ( f\BDs) Programmes conducted under the 
BT'SI!\ESS AD\"ISOR\" SER\'ICES FOR WmtE~ should select "'·omen "i th the 
best potential to become successful entrepreneurs in smal 1- and 
medium-scale enterprises. The factors isolated from the survey data 
as correlating \\ell Kith success, above all education and 
professional experience, should be considered. 

One form of ~BD programmes should be combined \\ith the promotion 
of non-traditional businesses and ensure that participants ha'\·e 
access to a credit after completing the training. 

Another strategy should promote vertical 
training women with existing businesses to 
which is related to the old one. 

integration, meaning 
start a ne" business 

Yet another strategy could be to promote business start-ups for 
women with professional experience who are presently occupied, but 
willing o give up their job in future, possibly in connection with 
an early retirement scheme. 

3. 8. What Should be Di fferP.nt in Programmes for Female 
Entrepreneurs? 

i) ~omen possess less assets than men and are, consequently, more 
dependant on lending institutions than men. Condition£ of lending 
institutions should take that into account and be more fle:-.ible i11 
their approach to "'·omen. Banks should operate \"enture capital 
funds, t.."hich can be gf\·en as small loans "'·ithout collateral 
requirements to women. 

ii) Most businesses of married \\omen are family businesses rather 
than \.'.omen's businesses. Support schemes for: female entrepreneurs 
should reflect that situation. Course contents should co,er the 
ciistTib11t1ori of r~svonsibilitif>s in U1f> busi'ness, and tbE' husband 
~hould hf' i11cl11df>d at somf' stage in the trai'ning 
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iii) Additional responsibilities of a t.·oman limit the gro,,·th 
potential of her business. 

iv) Traditional expectations on female beha~iour and the concept 
of the role of ~omen in society does not encourage the qualities 
~hich are usually sought as characteristics of successful 
entrepreneurs.Training should includP achievement motivation and 
confidence building. 

xi i i 



1. BACKGHOlJNV 

A. Malawi's Economy 

~!c.la,,i is a landloc:l:.£-d c:our.tr:- in CE-11tral Africa ~:;.in:4 S0uth e:f 

tl.e -equator and ,,r.oll:- ,,ithin :.h£- trot:"!c:!'>. lt~ !l~,1-lC! i-;m::: e~;tend 
o\·er a ma~~imum length of 910 km ar,d a m:-i':imum hi•:;th of ihl kr. and 
borders Zambia, ~tozamLi4ur and Tanza11ia. OnP Fifth of the total 
space is c:o\·ered by Lake ~talal'i and other smaller lakes. Since 
independence ir. 196~ Mala,•i 's population ho.s more than doubled and 
\Oas estimated at 8.6 Million in 1989 (3.2 in 1966).The pq_,;.i}atiou 

density is about ~ timPS that of average Africa. 

The country is divided adreinistratively into three regions. Only 
10% of t.he population li\·e in the \orthern Region, "'hich is 
mountainous and relatively infertile. About equal number of pPople 
l i \·e in the Southern and the Central Reg i ou. The Southern Region 
is the commercial and industrial centre of the c:ountr~ ,,-itli the 
biggest. city Biantyre (230 000 inhabitants), \.."hile the fertile 
plain of the Central Region is the home of the ne\I\ admiriist.rati,·e 

capital, Lilong"'e 1130 000 inhabitants). 

Mala"'i has nc significant mineral resources and its development 
strategy after independence focused on agriculture. \ii th a per 
capita GDP (Gross Domestic Product.) around US-$ 200 (19901, ~alahi 
belongs to t.he group of least developed countries. !\ineq.--t"'o 
p~rcent. of the population live in rural areas. \iit.h one har\est 
only· per year, ~!al a"'i 's economy is hea\- i l :-· dependent on 
agricultural output, ~hich contributes 37 % of GDF, and on \l\eather 
conditions. Small-holder agriculture produces 80% of agricultural 
output, \l\hich meets the country's demand for staple foods. Estates 
produce 20% of agricultural output. Their products are the main 
export items, "'ith tobacco alone accounting for o\·er 60 % of 
~alaKi's exports. Their earnings have to pay for imports of fuel, 
machinPry, and manufactured products, Khich come mainl~ from South 
Africa and Great Britain. As a resnlt of import liberalization 
m,..r.s1n-t>s adopted under a Structural Adjustment Programmt-> to promote 
iwt-stm<>nt the trade gap has increased by about 100% from 19B8 
to 1989/1990 and reachrs almost 80% of tot<-il P~.pcr·L:· hh1lt- t~1f­
dPbt sen·ice ratio has decreased to 36.5% in 1989 (Of'C, 1990). 

ThE" pPrformance of the ~orld econom~, especially high interPst 
ratPs, And the second oil-price shocl, in the first balf of the 
1980s h;.i\·e madf' the decade a bleak period for de\PlOJJl'IPnt for 
:\fr-'ic<i as a "hole. For Mala"'i in addition, the m.:ijor· constraint 
1:111:alon~ ba!'. OE"f'fl its landlockE"d positior1. This "-a~- a~~ra\·atl'd li:­
ttw, intPrruption of its major trading r·oute tbou~h Mozaml.i4•H·. 
F:1·r·,outin~ through tlH· port of Durba11 in\ohe~. fo.1r t..mPs tht> 



di~lanc~ IJ~ road (3,8.:0 l:ml and i:- cousuming aL>.:'·Ut n;.J: "f 'l;-d;1i..i 's 
for·eigr1 e~.change> ean1::.ngs. The benefits of the Southern (urr·idor 
Project desigr1ed to relie\·e that situat.ion are yet tc.- com-=-. As a 
result, the per capita incomP has fallen in most years sir1c:e 1980. 

\.."hi le ~lala"'i experienced a soaring rate of inflation 111 the !9ROs, 
it has bet>n excP}Jt ionally successful in bringing thP rate do1•r. tc. 
accept.able ]e\e)~ from 31.-1% in 1988 to l:'i.I~ in 19f-,9 and !1.3% 
p.a. in 1990. Hoi-·e\·er, due to high trar1sp·1rt costs, ta';es and 
impc..t duties coupled "'ith little competition in trade and most 
sectors, prices of manufactured goods ir1 ~alaKi are about 3 times 
above world market prices. 

These problems have been exacerbated by the huge influx of refugees 
from Mozambique, which total more than I million noK, have led to 
one of the i..-orld's highest ratios of refugees to nationals. 
Although the international community re"'ards Mala"'i's generosity 
with financial assistance, there have been considerable economic 
costs in the form of displacement effects. At times, the fe"' trucks 
available in Mala"'i have all been used for the transport of aid 
goods to refugee settlements. Tre addition of another mi 11 ion 
people in an already densely populated country has strained the 
limited social infrastructure, created administrative burdens, and 
caused rapid d~forestation in the refugee areas. For the first time 
in two decades, Mala"'i had t.o import mRize in 1987. Other than 
these costs, there is also a positive effect on economic activity 
in Malawi which is comparable to the gains from trade. Small scale 
entrepreneurs are producing goods '"hi ch are bought by the aid 
organizations and distributed to refugees. There are for instance 
women who produce knitted S"'t!?aters and others i..-ho manufacture 
ceramic stoves for these customers. 

Commerce and Industry is largely linked to agriculture and most of 
the sectors are controlled by one or a few bigger companies, often 
a joint venture by a foreign investor and the Government. There 
is, hoi..·e,·er, a considerable amount of small-scale manufacturing 
acti\"it~· (see Ettema, 198-11 in such areas as brick making, metal 
~ork, grain milling and tailoring. In its Statement of De,elopment 
Policies for 1987 - 1997, the Government of Malawi puts particular 
emphasis on the sup1-1ort for small-scale enterp:-ise, formal and 
ir1formr.1l (see Rep11blic of 'L<tla1•i,p.5:'il. In ordt=·r to ;1rrf'lf-1·r.tf tht= 
transition of the ec:onon1y toward industrialization and to £t1mulate 
small and medium-scale enterprisPs, the Go,·ernment of ~lala1.-i has 
established institutional support structures in the lat.e 
1970s/early 1980s including financial institutions, i.e. the 
Industrial De\"elopment Fund (J~DEFL'~Dl, the Small Enterprises 
flp\·e]opnient Or·ganization of Mala\.·j ISEDO'll, and the 'lala\>ian L'nion 
of Sa\·ings and Credit Cooperati\'es(~IL'SCCO) ; and entrepreneurship 
arid technical training pro~rammes, i.e. the ~!ala\.i Entreprf'nPurship 
I>f'\f'lopment In!'-:tltute l~IEfJl) and the Rural Trade School fRTSl; and 
tlif' Business and Terhriica] Ad,·ison Sen ices, i.e. Thf flf'\flopmc-nt 
of 'lfl] ;n: 1 c.sn Treider·~ 1 r-u~t ( DPf..\TT). 
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B. Socio-Economic Characteristics of Malawian Women 

l. Women's Role in Society 

Jn thP '.\orthern Region, in most areas of the Central Heg1or. and in 
tt:e southernmo~t part of ~lala\•i, the societies are r~tr<inear, 
"'hile societies in the rest of the countn are matrilinear. In a 
matrilinear society, propert~· is o"'ned by the matrilineage and 
descendence and i nheri tage are traced and passed t hrcugh the female 
lineage. Kith marriage, a husband is expected to move to the ~ife'~ 
village. In patrilinear societies, the husband has to pay a do~ry 
termed '' lobola" to the fami 1 y of the bride to compens:. te her 
1 i neage for ha\·ing raised her. The payment, usual 1 y a he rd of 
cattle, legalizes the father's right to his children. Kamen leave 
their families and move to the husband's place. Polygamy is 
accepted in society and practiced in both lineage systems. 

The importance of the extended family system has declined in the 
recent past, but it is still prominent and family links are often 
stron~er than those through marriage. 

Traditionally, ~ala"'i is a male dominated society and "'omen do not 
pla~· prominent roles in public. In matrilinear societies, it is the 
uncle (the mothers brother) who makes decisions regarding his 
nephe"'s and nieces and important family decisions. The majority of 
"'omen are petty farmers. On average they raise 7.5 children. (see 
:\SO, 198-t) 

The Government of Mala~i has made the improvement of the conditions 
for "'omen an explicit policy priority. A National Commission for 
Women in Development "'as set up as a separate unit in the Office 
of the President and Cabinet of the Ministry of Planning. 

2. Education 

Thf' l iterac~ levels among adult "'omen in ~lala\d arf' alarmin2;. \S(J 
ha~. puhlishE>d illiteracy-rates in percent of the populntion for 
19ii (\SO, 198-t, p. 131). If \.e assume (sinc:E' more reCE:·nt figurf·!o. 
are not yet available) that no significant portion acquired 
literacy after the age of 15 and that death-rates didn't differ for 
literate and illiterate people, the illiteracy rates b~ age groupR 
in 1990 presented are Table 1. 



TABLE]: Illiteracy levels by sex (in%) 

% I 11 iterate 
in Age-group ~en \\omen 

28 - 32 -17 6i 
33 - 3; 45 ;3 
38 - 4 2 49 i8 
43 - 4; _,., 

:> .... 84 
48 - 52 61 90 
53 - 5i 68 91 
58 - 62 74 93 
53 - 70 75 94 
70 + 82 96 

In the relevant age groups for female entrepreneurs, 67% to over 
90% of the women are on country average rated as illiterate. 
Illiteracy is usually also an indicator for very poor numeric 
skills. Illiteracy and lack of numeric skills severely limits the 
rate at which ne~ skills can be imparted on the women. Illiteracy 
is therefore the most important barrier for Malawian ~omen, which 
prohibits them from entering the modern sector of the economy. 

While the Government of Malawi is making efforts to improve female 
participation in th~ education , the present performance of girls 
in the educational system does not leave much hope for an imminent. 
change to the better. 

Only about 40% of the girls at primary school age start school a~~ 
- even more alarming -of the::;e less than 20% complete Std. 5. Tite 
participation of girls in school is far beloh that of borE and it 
decreases ~ith the level of education. ~hile 'irls made up ~i.i% 
of the pHpils in Std.1, the~ accclit.':.e-d for a mPre 31.8% in Std.8, 
t.!'te1 1,!.~c:l. cnf t.cil~c- r~:~.C !Prir:i;;r:- Scheel Leaving Certificat.el 
e:·.ar.iiI1at.io1.:o. l"Lf01 tu11ci.te]:· t'"ii!=. difference cannot be a':.':.rib:itFc 
: c · . : , ~ :, i 1. ~ rec:. "·,, i n £ i r 1 s. sent t o s c ho o l no 1. as c c r:i pa red t o P 
.\ • .. . - l ; .. l : i e 1 • ; LE' f j g u re s d i d no~- sh o 1. <:. E i g n i f i :. ~ r; ! c 11?. r. ; ·"' i " ~ : 1 P 

!:>~.<in.- cf girls in tb€' same Std. i:·, the 193C!:>. f1c;thPr ~hE fi:,,.:rt'< 
n: ' e a 1 a h i g he r d r op- o 11 t r a t e o f g i r 1 s . G i r 1 c: t ;i I; '°' a b o u t 3 ::: ~~ o f 
£ecor1dar;. ~.chool places, and less than Z0% cf thf" rn:\ersit: 
places. Thf' performance of gi•ls in the JCE (after l."·o years 
~.rconda;:. ~chool), And PSLC school e:;aminatiun!:> in terms of :oercent 
i''.l·~q·d ;:. r..11cli l·Gr~.c th;:in for bo:·~ {\SO, Yearbook 1986) 

3. J:u>r1orn i c Act iv i t.y 

Tl i ;:'.1;r·, """''!:.;ri~ from the 19ii census on thi=> ec:oriomic Acthit;-­
c,: ti1( 1'Ci"'1)atior1 ir, ~lala1d l~ th<tt at that tirr.e· on the countn 
;,,f·rri:,.f• 9-1% uf the \\omen in the ec:onornic acti\e age bracket 1•i=>re 



enguged in agricultt;re !n-1'% of menl, ~c;.. he!-~ i-:ige em1-,l0~F-E'S <J~~. 
of men I arid 2% "'·ere self-employed Ii'},, of me1. I. For the urbar. c:en! er 
Blantyre/Limbe the situation is distinct i\·ely di f;'ere11!.. There -1.a. 
of the age-rele,·ant female population (f:_:l~ of the mc::le po1-·ulaticnl 
\.."as in \.."age-employment, and the share of se 1 f-en1~•l o~·mer.t "·as ""'i th 
10% equal among men arid \.Omen. Dat<t of the 19bi censu!: ,,ill be 
a\·ailable only in 199!, but it is doubtful 1d1ether the picture has 
changed dramatic<.lly . .-\sample stirYey of 129-l enterprise~ conducted 
1986 under the READI project for ~!TIT ori smal 1-scale economic 
acti ,.i ties came to the general conclusior1 that the participation 
of Komen in small- and medium-scale businesses is "negligible" as 
entrepreneurs and employees alike. 

4. Wage Employment 

Figures pro,·ided b~· the :\SO and presented i11 Tal:..le ~ she" the 
pattern for wage employment in 1988 for fe~ale and m&le employees. 
Figures in bracket. give percent of tot.al "age employees of the same 
sex. 

~omen hold only 15% of the jobs in paid employment. Of these, more 
than t\.."o third ( 68%) are concentrated in ti.-o sectors, ·· 
Agriculture, Forestry and Fishing" and Communit~·, Social and 
Personal Series". Onl~· roughly 8% of female "·age employees i-·orl-: 
in manufacturing as opposed to 13% of the male labor force in vaid 
employment.. 

The skills necessan• for operating a business on one's 01,·n a1·e r.icn·· 
often than not learned "·hi le "orking for somebod:y else . .-\ft er 
gaining experience in 1.-age employment, and sa\ i11g mone~· for the 
i11\·estment

1 
those 1-ith tht' necessar~· entrepreneurial spirit 1.:ill 

star·t their 01;11 business. \\"ith lhe small number of \.·omer1 it1 1,age 
employment, the base frow which female entrepreneurs in the modern 
~;:.ctor· c:ar. emeq~t· is \·er~ thin. 



Industry Group 

A~1·iculture, 

Forestry and Fishing 

~ining and Quarrying 

Ms:rnufacturing 

Electrical 

Building and Construction 

Kholesale & Retail Trade, 
Hotels and Restaurants 

Transport, Storage and 
Communication 

Financing, Insurance, 
Real Estate and 
Business Series 

Community, Social and 
Personal Series 

TOTAL 

FE~ALE/~ALE IS % OF 
TOTAL KAGE-E~PLOY~EXT 

Sourc€: NSO, 1990 

5. Female Entrepreneurs 

Emplo; ee:c. 
I 

! 
' 

female ! male 

33,489 ( 50 t 5) 164,320!4-L3Jj 

- 383 , 1. o l I 
5,022 (;. 6) 49,558( 13.4, I 

I 
429 ( 0. i) 4,i68 1i.3 1 I 

I 
254 ( 0. 4 ) 32' 180 ( 8.;) ! 

I 

I 

2,884 ( 4. 4) 29,544 I 8. 0 I l 
I 
i 

1,-l51 ( 2. 2) 23,i33 ( 6.-! ) 

1,351 ( 2. 0) 11'429 (3.1)1 

11, 4 90 ( 1;. 3) 55,194114.9) I 

66,3i0 (100) 3i1,009 (100) 

15.2 8-l. 8 i 

Jr~ tliE aL:=.eucc of census data, it is difficult to comE up ,,ith n. 

fig•.:-< o: female entrepreneurs. In the first i:·lact', ''t' face a 
probiem of d£>fin1tion as to "her• an acti,·it:· become!,. '· b1<sines" 
Ibo,. sn.;d] :t «Hl br·l and "·}1(•11 th£- pcrsor. en£:aged i.r: tl.;\t C1C't i' i~; 
becon1P!--. ar1 entreprerw11r·. Sir1Cf' Februa!"; i990 th< r: .. \SF j..::,jtct 11. 
fli':·.r1 :-;~'.1ni·11 ic;.J:; (<~!<;tee! infcrm;itic.;. c:. b1:·,i11!·-·--1"··r.r~. ar.:; 
Ji;, ·~ c o 1:., ' : I r · : i ;1 d ;, L-1 - t. i-J :- 1· ,, i t Ii l l : R c r 1 t r · ; t' :-,,. a :-. c f ( ; , : '. 1 

, : '. 9 9 r. . 
1: .. 1f".·.: ·, ,._ <·,idf·1:'., t!.;d milr.; mon hC\J .. 1·1 \,,;) l« <i.;;:~t·d i:. 
i:, , , ; · 1 ... ·• • ; 1 • ~ '"' • "- 1, I. , r L rl r. ' t I: '1 \ e a r 1 ; i 1 , ·., t i '. '· i '. i c 1 , ; sl , c : . : ; .. l ( e • !=, • 



bf.:'~:~-:~?·-=:'t'l":-:· :11!d ~t,~ i~lt--~~:.!l: cj·r-1~~:.i1.~ !~a(ba=u--·:s!il:c-r~ i:~ ~ht 
Yi:: a~o:>'- j. _-it l>Ie'.:'.~llt, 01.i:· ft·~· \,Gme1. :;. t hE:- cou1.t r~ Gpen1t£· CJ. 

n.:11:i:fr..-t1;; :.1.g busine!-:::::: cf thE:' si:;::e that it n·4u1re~ ~11 ind•i~!.ria: 
li(-l'T1Cl·, t-.~. ":tla niort- thari !O en.plo~E:'t-~. Amcllg ther.. a1·e gc.rn.e:.t 
n;:-11.1:fc..:.:tu1ers, <• ,,iJ1P-producer,;.,. b1·ic:l, and t:i.lF pr,:ducer, OllE­

Lc.!-.er~ Q\.T1•.•1-, on~ ice-c-rec.m J'a.'i.11\lfac:tui-er, OU~ c-erar;.ic:~ vrc-duc:E-r. 

C. Institutional Support for Female Entrepreneurs 

1. DEMATT 

In 1989, the GoYernment of ~lala"i through the DE\TLOP~lE\ T OF 
~ALAWIAX TRADERS TRL"ST (DE~ATTl launched a ne~ programme, "BL~!\ESS 
ADVISORY SERVICES FOR ~O~E\ (BASK)" ~ith the assist~nce of l\IDO 
and l"\DP. The aim of the project is to foster den•lopmerat arr.:;:1~ 
female entrepreneurs in ~tala"·i. As an entrepreneurship de' elot-•ment 
programme for "omen it run~ training programmes for "omen Kho "ould 
1 ike to go into business and training for skills-upgrading in 
specific business areas such as marketing, production, and finance 
for women "ith operational businesses. Other project ccmponents 
are the identification of non-traditional business areas for ~omen 
and providing policy advice on issues related to business"omen. 

DE~ATT, the implementing institution, started out in 1978 to help 
indigenous Malawian traders especialh· in the rural areas. Ir. Ule 
second half of the 1980s the organization expanded it~ programme 
to assist small and medium-scale entrepreneurs in ser,·ices and 
manufacturing. An analysis in June 1987 sho"ed that only 10% of 
the registered clients "ere "omen. 

DE~..\TT implements core and non-core programmes. Core pro£r&mme~ 
are dPfir1ed as those filed programme acti\ ities that a1-e of fe!TU 
lo e11trev1·e11e11rs on a11 on-going ba~is and ,,_ill rerr.<:ir. s.o fc: th£• 
fcre~rf'rll·1• f11!urP. \or;-core proi;!"ammP::: ha,·p ~ C'·fi~.: ·' 1 •• i··;-• 
Jjff' <.1.d an jn.;:!f•niented on a c-o~t reC:O\cr·;. b<i~.i!-'. 

DP!...\TT df"!her~ its core programmes: P.CS!\[SS ...\f''.!SO!IY s;r· 1.1'.!"~. 
(B.l.S), a11d TF.CH\ICAL AD\.ISORY SER\"ICES IT.l.Sl through a ne:1,crl. of 
field offices throughout the countn·. The field officE:''· arf' 
~taffed hitl1 P.l"SJ\ES~ PRO~IOTIO\S CO\Sl"LT..\\TS (P.PC:sl. Out of t!1f· :i:: 
BPC !-' in OPI.-\ TT R a re "·omen. 

Tl1f· ap11r·t.ac-hP!-'. u~ed rirl' g1·011p tndni1;g ~1rogrammf'~ a11d or;f"-c•r1-;irw 
(' Ol I!--. 1' ) : <l ': :• , f' )' f' :. e Tl t } : 1 tJ It' f () C- II S l !- 0 r1 t h E- } ;\ t t E-' l I. J l. !. fl la 

imp!"O»fJ ('.\S mf•thorlolo;: i11t1-oduccd i11 rn1°~ 1'l90 "hirh p·1~~. <'ni;!.:1c.·j,_ 

(J : I : li (' !:> ~ () \- t ! I I-' 0 t f' n t j ; ,] 0 f t h f' b 11 !,, i n E' ~ ~ E' ~ & ~- ~- I ~. t (> ci. 
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\(·11-c:or c 
Pz·oje: t , 

the Head 
Regional 

1-·r·c;?am:i.es such as Trar.::.po1·t f'1·0::,!atnl'!i~, F:~.:c.l Hou<:ir.~ 
'ledit•r.• Scale Enterprise DeYEloi.•me!i~ arE- adrr.ini=.:ered a: 
Offiu- by spec~al depar:merat and ir.:p!ementec through the 
Offices. 

In lat~ 1990, the BAS~ Project became a core pro~1am~~ of Df~A!T. 
The BAS\,· staff con~ists of four fema~e ~Jala1 ia:. prcfe~~iona:~ a::d 
foul female e~;µntriate l'\ personnel. "!'11E'- ::ation~l rro~c:·t 
Coordinator and the Chief Technical Ad·,·i!:..:l <t!E- be:sec in D['i-.TT 
head office. One \\omen Program Consul ta11t a1:d lier l'\ C0untE-:i-·"1:: 
are assigned iu eacr. of the three regio11aJ office~ ir, the Southe--n., 
Cent.re:] and \orthern region. The backbo11e 0f the r1cj-:>ct <.I'"' ~· .. : 
group trair•ing programmes: Skills l'pgr-c:dir&g c.nd \ei. f{\;~ir1P'=7 
De,·elc.pment Training Programmes 1.-here p;.-:"..ic:.pa:~t-= :::• 
assisted in the preparation of bus::ne!:!;' i.;i<.~1s. h.d:,~c;:.<.: 
consultancy ser\·ices are prcYided under th"° :·~:;.i~<.: f'\S !'°'le;:·:,:::::•;. 

So far-, f . ..\S\\ iJ;," ; on~uc tee t hreE" 
thf' !-'E';::·cnd ~.;~fr.: ~qP,q :;. c::i-·J: 

\ r-i :- r !- c ; ! ,, :r. !".:"' , ,. · L : c ! . "' ·- : ; , : ~ 
C : t 11 -:· ~ ~ : P f.· ! · ~ ; i ~ I ; c ( ' · ; · 

~!;:irrl:;,, an'~ ~:c~ii1.~j }. T~.cre here 3/ ''omen :rc.r-ticipan._::. ~:cjcr~'..: 
of ! he pr-oj ec ! c: pu n:11ed ,,·erE- traditional Lus i nezses 11.:)s~ l y i 11 ~-=·~l l 
cr.te~-::r:.e:-:=: t;:~:c:-:r,g, poul:r:·, restaurant!:., anc La!~e:·.:es. '!'L::­
onl:- n~;i1- ... 1·;i~::tio11al manufacturing busine~;s is a sc·a~· tr:<:~-~::;·· 
i- r o j f' .::· t .:. r• t he 5 o u : h . 

Out of the 3/ hOmen Kho had completed the \BD trainin; p1·c5r2~~~. 
13 ha Ye been funded and some fe,,· ha\·e startec their bl•Si nes:: on 
tl1e i r o'"n. 

In .-\pri 1 and ~la: 1990, B.-\~\\ conducted a total of 8 en~ d::.:: - .::;;15 

\eeds As::::.essment Seminars in the three regions '"i ~h the air.. to 
asses~. the assistance needed by 1.-omen in bus l nesi:.. Al together, 
about 25C Komen attended. In response to the needs identified, a 
serie~ of skills upgrading seminars in ~!arketing and Prod1.1ct 
Pricing here conducted. 92 ~omen participants haYe attended the 
said se!r.inars. 

2. Olh<'r 

\·ario11<-. other inr:.titutions support female entrepreneurs. A list of 
t he s e i n s t i t u t i o n s t _ g e t he r ". i t h a d e s c r i p t i o n o f t he .i r a c t i \' i t l f' s 
can be found in A\\EX 1. Here "·e confine ourseh·es to a brief 
description of the t"·o lending institutions SEDO': and I~DEFL'\D, and 
thP nP'-1~· established \ational Association of Busines£ \."omen 
(\AH\.. l. 

Thr 5'!.;! :. E\;"fRf'RISf 
\o\'n~- !"rt llJ.! 

dP\ f' 1 oµmf- n t 
ir. 1982 
impact. 

DE\"ELOP'IE\T ORG . .\ \I Z..\ TI CJ\ 
to pro,·idf• funding for 

This doe~ normall~· not 

8 

OF 'f..\L..\h J 
projt-cts 
includP 

I SEDO': I 
"·ith a 

farming, 



transport, and retail trade projects. Loan amounts range from s~all 
amounts up to I\ i5,000. lsually an equity contribution is required 
from tlie loan applicant. In order to discourage further in,·estments 
in already cro,,ded sectors, such as tailcring and ~·c.ultry, thE' 
requirements in terms of the equity contribut.ions a!·f: q;1itE' hi~h 
and strict. 

I:XDEFL\D started opF::rating in 1980 and gi\es loa!1S be~~-.cen [,_ 20,000 
and I\ 210,000 and oH•r. The existing portfolio CO\ers mc·r·e :.han 100 
loan recipients, but only 9 of them are \-:omen, "·hich brin~s their 
share to ''el 1 belm• 1 o~ of total clients. The loan ar.:ounts apprO\ ed 
for Komen range from K 40,000 to I\ 115~400. 

NAB~ (The Xational Association of Business Kome11l has officially 
set up as an organization in mid 1990. The overall objective of 
the Association is to assist members of the As~ociation to help 
themseh·es in terms of (ii enhancing the currer;t gro"·th of 
busir1esses run by ''omen and (ii) promoting ne,..- businesses to be 
run by Kamen. hith an organization based on the district level, it 
has undertaken a nationKide campaign for registration, Khich has 
resulted in 1,800 ~omen members who are already in business and 
others ''ho would like to go into business, but intends to start 
one. Chairpersons have been elected at regional and district level, 
and ~ABK is in the process of draKing out a five year plan. 



JI. THE DEHATT/BAS\oi SURVEY ON MALAWIAN BUSINESSWOMEN 

A. Objectives 

In designing a strategy to de\·elop female er1trepreneu1 E in '!~la" i, 
tht-· lac:k of informaticr1 or. \•omen already engagc-d in busines~ and 
on the conditions under ''h.ich they operate "aE percei\·ed as-. a 
severe handicap. It "as. therefore dee ided to conduct a sun·e~· ,,-i th 
the follo"ing objecti\es: 

To identify the characteristics of ~alaKian business-Kamen. 

To pro\·ide a description of their businesses as regards 
employees, turnover, income, loans, development, etc. 

To find out and explain the differences bet"·een urban and 
rural businesses, bet"een businesses of different size, 
bet"een businesses from different sectors, and bet"een 
businesses in different regions. 

To identify the factors "hi ch inf 1 uence the perf orman-:e of 
female owned businesses 

To recommend future areas of inter\·ent ion '' i th emphasis on 
the support which could be provided by the BVSIXESS ADVISORY 
SERVICES FOR WOMEN in DEMATT. 

The information was to go in a data base on women entrepreneurs in 
Mala"i to be utilized for future analysis of various aspects and 
programmatic considerations in the course of the BAS~ project. 

Areas of interest were evidently the follotdng: the scale of 
operations of businesses run by women, the number of people they 
employ, the amount invested in their businesses, the sources of 
investment and the importance of loans from lending institutions 
and bank~, the problems in starting a business, and the de\elopment 
of the Lusiness. in the past. Areas of interest also include 
t."hethPr they produce at full capacity or be lo", ,,-hether they 
opPratP tbf' lil1siness all year round or seasonal and hot• mud. time 
they spend in it. Kith focus on entrepreneurship development, Ke 
were also interested in personal characteristics and the social 
background of the "omen in business, the educational level achieved 
and pre\· i ous empl o~·ment and b•Jsi ness experience. Targeting ''omen, 
"e "anted to find out the role of her husband in the business and 
"·hether income from the husines~- ls the main source of family 
j ncomC' 01· not. 

1 0 



R. JnformaLion from Other Surveys 

T,.t ... othet ~unf':·!"" h<!d uee11 conducted on srnail-scale Fnter1-·1·ises i:1 
tt.e I9SC:.: oue by Chancellor College in 19E:.-l tsee Etterna, 198-ll and 
auothE--1· by the RF..\DI project in J91if. (see RE.\I:l, 193?!. Bet_!, 
sur,·eys conducted about 1,800 inter,·ie,,s E"ach and "ere therefore 
mucli bigger than the DE'l.-\TT /B..\S\, sui-·.-ey. 

The objec-ti,-e cf the 190-l SlU-\·e~· "a~ tc fir:{: out tiii? lYI-'e~ and tl:E 
scale of small-scale mat1tifacturing acti\it~ in >lala,.:, ,,-t,icl. 
e::cluded Tradf:' and Sen ice:: other tha11 ReiJair Sen·ice::.. The sizt­
of the business 1.-as 1 imi ted to assets ,,ortl1 less than 
K ~5,000. Fi'e districts l•ere selected and it 1,as attempted tc 
cover them as c0mpletely as possible. ~omen con~tituted 1~% of the 
sa~vle but the data ~ere not analyzed for se~ specific differences. 

The RE..\DI survey covered the "hole country, but did not attempt to 
apply the random principle. It excluded crop and livestock 
production and had a strong bias to1.-ards Trade, "·hi ch constituted 
-l2 % of the sample (see READI, 1989, p. i). Female entrepreneurs 
accounted for a mere 7% of the sample. A greater proportion of 
businesswomen in the sample had achieved higher levels of education 
than men, but the report finds no significant differenceE bet~een 
male and female entrepreneurs in most areas investigated, such as 
employment, turnover, initial investment, commitment to~ards the 
business in terms of time allocated to it, the training received 
and the age-distribution of entrepreneurs. 
Contrary to the results of the READI survey, data obtained from 
lending institutions (see A~~EX 1) clearly suggest that "omen-owned 
businesses are significantly smaller in terms of investment and 
employment created than male-owned businesses. 

Regarding the issue of 1'0men entrepreneurs in Malal>"i, neither 
survey provided sufficient information for programmatic purposes 
of the BAS~ project. 

C. The Benchmark Data Base 

As tl1E· first step to\•ards im1->lemPnting a sun·ey, it ,.-as decided tc, 
collect basic information on business "omen, e.g. their r.ame, 
address, and type of business. The aim ~as to compile a list ~s 
complete as possible which could then sen·e as the samIJl i~1g fran.e. 

This data collection t..·as started in Februar~ 1990. Sources ta1.>l•E·<I 
for that iriformfltio11 ,.-ere DPIATT's Business P1·omotic11 Cora~.u:tcir.!'­
i11 tht> fiel<i, SEDO'!, J'\DF.FL''.\D, ARA, ~IL·srco ;rnd tlir c::~ (o· :.; i:. 
l,11 nttc•rr.i·t to start ft·om tlie Rf·~istrar Gt-11er:.: 1!it•;t' <ill b:1·-ir,._.·.:-·: 
;i1·f' "~tq..>µeosPd to res;iEtr1 ''a!" drop~·cd ilflP1· • t -.. - '·' ir;.:.·' · '.:.: 
~hr 1.;1!. :11\0}\·f•d i.011):~ l:f'CC fi\(· i"C-C·l;E. r.1 •. !"11ll ,,.,;_ i..'.i 

1 I 1 I c. : I :;.! . . : j 1 1 l 11. f : 1 ( '.- ,, ! . I ( I. ,J I. (' ·• : : . : e d I " '. . ; .. • : • f 11 'I ,., ( ', : . . : l I 
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and b~ type of business, con:prisin£: 

1. Agro-Industry (or -Business), t.-ith poult.ry bein~ the most 
prominent 

2. Food and Beverages, "·hich includes among other!:> cakes and 
samooza producers Kho sell next to the road and on markets, 
beer breKers, freezets makers and a lady ~ho produces ~ine. 

3. Ser,· ice Businesses 1 ike restaurants, resthouses, saloons and 
maizemills 

4. Textiles Khich includes tailoring and knitting businesses as 
well as handicrafts such as mat making. 

5. Trade which is mostly small groceries, but also ~holesale and 
any other kind of trade. 

6. Other includes all businesses ~hich fit in neither one of the 
above. Here we find many Komen in stone quarrying and brick 
making. 

The sectoral and regional classification resulted in the following 
distribution: 

Table 3 Distribution of the Benchmark Data Base 
by Region and Sector 

SECTOR REGlO~ TOTAL 
CE~TER :\ORTH SOl"TH 

Agro-Business 
Food A Beverages 
Ser,· ice 
Textile 
Trade 
Other 

ALL 

Table :i !'hO\,~. 
Southerli Re~io11, 
c-t·ntt-r. 

2. 8-t 
5.Z3 
-t . I 7 
8. 78 
-L l i 
5.23 

30.-ll 

1. 60 
l. SC 
3.23 
3.63 
2.66 
1. 24 

l-t.27 

3.~8 

6.21 
9.31 

21.63 
9.57 
5. 1-t 

55. H 

7.80 
13.30 
16. 8-4 
3-t. 0-t 
16.-tO 
11 . 61 

100.00 

a COriCentration of female entreprer1P.llr~ H, U,~ 
\\~.lcl1 is the c-cuntr:··~- commercial and ind;.c.u·J<i! 
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~le•£- ti.an one thirc~ of ~li business-hom~n are in Te~;t.:.lc:.. 1.-hic:!: 
is dominated b;. tailoring but also im.ludes kr.i:ti.11~ and 
t.anc!i(·r;,f~:. 1:01..;!d:-· ar.cther third is iri Trade anci Sen·ices. ~!ost 
businesses i11 Trade ar~ groc.eri£-s, r~ta:ilers a11d bottle stores. 
F.esU:.urar,:!: =•r1~ n.a.iz~ mi!ls account for the bulk of SerYice 
b11si1ie~s.:-~. 'le:st cf the !3 % of the ,,·omen in the sector .. Focd ~ 
B(·\·eragc:. · an ~n bckeries and confectionery procuct s. "hi le most 
Agro-Businesse~ are poultry-farms. The highest number of 1-:omen of 
the 131 I 12~ l in the "Other·· sector is found in quarrying I 3 7 l, 
folloKed by structural clay products (231. Outside te~tiles and 
food processing, ~hich are both usually at a very small scale, "e 
find that there are only feK "omen engaged in genuine manufacturing 
activities, such as production of soap (61, mbaulas (stoYes) (3), 
bricks (10}, cement roofin~ tiles (1) ana ·furniture (31. 

D. Survey Design and Execution 

1. Questionnaire design 

T~o questionnaires n-ere de,·eloped: one for supervisors a:1d oue 
for enumerators. The questionnaires are enclosed in Anne~ 3. They 
"ere set up by BASK in collaboration n-ith Computer Laboratories of 
Chancellcr College, Zomb2, and translated into ChicheKa and 

Tumbuka. 

~henever appropriate, formulations of the READI questionnaire Kere 

used. 

2. Pilot Survey 

TP~t inlervie~s ~ith the pilot questionnaire n-ere conducted on 2~ 
th and 25th July 1990 ~ith 8 business n-omen in Zomba in English, 
ChicheKa and Tumbuka. Out of each of the s~x sectors at least one 
1.-oman ,,·as inten·ie"·ed. Afte:· these tests and a fe-1, change~ the 
quei:;.tjonuaire 1•as finalizPd and printed. 

3. Survey Tea01 

The !::un·ey team consisted of s1~ female enumerator!" a11d t1·0 fPmalf .. 

~uper\·isors. 

Thrt·i- of the enumPrators here stude11ts at Chancello1· Collf'gf', 
Zcr.1bc.:, and thref' ~·tudents at Polytechnic·, Blantyre. Fi\f' cf tbPm 
'"' rF 3 rd y f' a r s t u d P n t s , on t· '' a s a f i rs t y f' a r· s tu de 11 t • Th., ~ '' e r r­
~ c J t> Ct f• rl fr·cn1 <• r.·.in1her of arp1icants. ~elc•ction criteria U!:.ed 1•erf' 
tliri1 ;11ar!1r:1ic J.>f'rformflnc<', ~.~.ill~ :n local lan~;1agc·~ a1.J 

ccmm1:11ic;.,~i0:1 c ;1pr.!1i 1 it i f'S. 

011f· of t I.•· s11j•~·1·\ 1 sor~; ha:·. a seconded DE~L\Ti £WC 
I 811~ ! nt.•:.!=. 



Fromot.io11 f'.):.sulta11t I on study lEa\e. T!if' ct!1e: super\ iscr "as a 
graduate from Chance!lor College ''itb sun-E'::'- e~;perience. 

4. Training of Enumerators 

A one-,.-ee!' in-house training for enumerators arid super\·isors v.·as 
held in ClaancE'llor College from 30th July to 3rd August. The mair· 

contents of the training \\ere 

to e:-;plain purpose and objecti\·es of the Slff\·ey to enumerators 

and super\·isors 

to familiarize the team \\ith the questionnaire in all three 

languages. 

to leach interviewing techniques 

to explain organizational matters, such as 
procedures, map reading, channels for payments. 

reporting 

Mock inter\·iews "i th actual business"omen "ere held in class. 
Enumerators and supervisors had to fill out questionnaires "hich 

were marked by the instructor. 

5. Sample selection 

As interviews with all women in the benchmark data base \\ould have 
been too costly it was decided to conduct a sample survey of a size 

of 225. 

It was decided to take a stratified random sample from the 
benchmark data base which was considered to be a fair 
representation of the total population of businesswomen in Mala"i· 
Stratified random sampling "'as applied. For theit purpose, the 
benchmark data base "as stratified by region and by sector, as has 
been described in Chapter 3. It \."as decided to select a nearly 
equal number of business \."Omrn from each region as ,,·ell as from 
each sector becaust> thi~ has some attracti\·e statistical properties 
,,-hen mak in~ comparison~ beti..·een sub-groups. ( see Emerson, 1990 l. 
The selection v.·as douP as follows: Each business in the benchmark 
data base "as allocated to one of the three regions, to one of the 
si~ sectors and to one of the follo"ing eleven centres 
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Cenlrt-' 

~ulanJe c0~ering Phalombe etc. 
Bl ant :n·f' 
'.\c halo /Bar:: .11 a 
~fangoct.i 

'.\tcheu/Balaka 
Dedza 
Li long,.:e 
Kasungu/Dm,·a 
Mzimba 
Mzuzu 
Karonga 

So;,1tl1 
Scutt. 
Sc:;~~. 

So;.1tf. 
Cer.trE' 
Centre 
Centre 
Centre 
'.\orth 
~orth 

'.\orth 

Each business "as allocated to the centre fro~ "hich it could be 
reached most easily. All records in the benchmark data base "ere 
g i ,-en random numbers and then sorted by centre and sector in 
ascending order. Businesses "'ere selected from these lists starting 
"'ith the lo"eEt random number. The selection "as subject tL the 
folloKing constraints: 

the team could only stay a limited number of days in each 
centre, as the sur\·ey was to cover all regions within the 
given time-frame. 

1 Z to 13 businesses from each sector had to come into the 
sample for each region. 

A second sample list was established b~- selecting businesses 
(starting again Kith the lowest random number) from those "hich 
had not come into the first sample list. In case a ftoman from the 
first list could not be interviewed, she was replaced by a woman 
from the second list starting ftith the lowest number. 

Due to problem~ explained in detail helot.", it was sometimes <25,_o 
of the cases l not possible to conduct the inter\"ieh ,,j th the 
selected '-'Oman either from the first or from the second sample 
list. In that case, a woman from outside the sample list who was 
engaged in the same type of business was intervie'-'ed. The~e "omen 
were usually referred to the survey team by the DE~ATT BPC 
(Business Promotion Consultant) in the field or by business\..·omen 
pre\"iously inter\ie~ed. 

Jt follovR from the sampling method that the st1r\"ey did not intend 
to cr\"e1· all districts. \e\·ertheles~, '-"Omen from 19 out of thf' 2-l 
'I a 1 a\... i l'I r 1 d i s t r i ...: t s \... e re a mo n ~ t he i n t e n i e " e e E \.." i t h t h e f o l 1 o 1.- i n ~ 

distrib11t ion: 
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REPUBLIC OF MALAWI 

TANZANIA 

............ · 
ZAMBIA 

MOZAMBIQUE 

MOZAMBIQUE 

. ·-·~,...-. .... ae."'!5~==:::: ....... . ........ 
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I 

List of Districts Covered 

I I -------------------------------------------------------------.I 
CEXTRAL REGIO~ SOl'THER\ REG I OX \ORTHER\ REGIO\ I I 

-------------------------------------------------------------'I I ' 

Dedza (15) 
DO\•a ( 3 l 
Kasungu (15) 
Lilong"'e ( 35 l 
Mchinji (ll 
Salima (7) 

Blant~-re I 32 l 
Chi k"a,.-a ( 6 l 
Chiradzul\I 12) 
Machinga (2) 
~tangochi ( 10) 
Mulanje (12) 
~i"'anza ( 7) 
Nsanje (1) 

J~arcngc. i 1 7 l 
~lziml.Ja i3l 
Xkhata Bay 13l 
Rumphi (lil 

I' 
I I 

I 
I 

' =============================================================! 

6. Survey Execution 

The actual field work was conducted from 6 August to 11 September 
1990. On 12 September a full-day debriefing "'as held in Chancellor 
College. 

The survey teams departed for interviews from the operation centres 
listed above. 

The two supervisors were equipped with the lists for first and 
second choice. They had to identify the women, visit her business 
place, complete the supervisor questionnaire and make an 
appointment for the enumerator intervie,..., They had to design the 
route for the survey vehicle in charge, allocate enumerators tc 
interviewees, and make sure they \\ere dropped in the right place. 
In addition the~· were required to check the enumerator 
questionnaire after the intervie" for completeness and 
reasonableness the ans\o\ers. 

At the beginning of the field work, an intervie"' took about 1 hour, 
but to1'ards the end, the average time was only 40 minutes. Often 
the enumerator had to wait for quite some time before the business 
actually allo,...ed the 1'0man to spare the time for the intervie", in 
other cases, the intervie"· had to be interrupted and continued 
later. 
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7. Problems Encountered 

1. Difficulty in identif;.·ing women because of change in location, 
name, or ffiarital status and/or clcsing of the business. 

In one case a Koman from the list was identified, although she had 
a divorce, changed her name, moved t0 a different place and started 

a different business. 

2. Failure to make an appointment for the time the survey team 
spent. in the area. The most common reason for that "·as the 
temporary absence of the woman for business, family visits, 
funerals, and stays in the hospital. In some cases Saturdays were 
ruled out for religious reg ions. Considering the high costs of 
travel it was not possible to go back at a later time. 

3. Konsuccess in including a selected women in the tour. In some 
few cases the selected business was too isolated and too distant 
from the others in that centre. It had to be dropped for cost and 
time reason&. Places affected were Chitipa and ~sanje. 

~. Failure to conduct an interview because the woman didn't keep 

the appointment. 

5. Business discussed was net the same as the one on the list and 
was classified in a different sector. This changed the sectoral 

composition. 

6. Business had closed down. The most important example was the 
case of stone quarrying women in ~he Northern Region who had been 
supplying the construction for the Lilongwe/Mzuzu road and had all 
just closed down as ~he road was finished. 

i. t:nw i 11 ingness to ans"·er. A fe"· ,.-omen refused to grant the 
interview. One said that she did not see how they could justify 

the time Jost to their customers. 

8. Customers or relatives present at the time of the inten·ie"· 
disturbed or influenced the way the woman answered questions. 

9. ~orkload for supervisors was too high. They had to identify the 
women from the list and conduct a short initial interview, while 
at the same time supervising the enumerators and checking their 
questionnaires. To sa\·e time, whene\·er possible, the enumerator 
intcn·iE>\,· follo..-ed thE> supen·isor inten·ie'' immediately. 
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In addition, re~.1)onsE:' errors of the fcllo,,in~ types must bt' 
expected: 

a) The inten· ie,,er makes a t•rong mark/note 

b) The intFrvieKee is influenced by the enumerator's opinion 

c ) The ans~~r is affected by 
accepted/prestigious. Example:Are you 
loan repayment 

,,·hat is serially 
uµ-to-da t e , .. i th ~·our 

d) \\rong answers in true belief. It seems that there "·as a 
tendency to underestimate sales in a normal month. 

e) The inter' iewee doesn't kno"· t.he correct informal ion. Example: 
If you had to replace all your tools, machinery, equip~ent, 
building, how much ~ould it all cost? 

f) The intervie~ee gives a wrong information on ~urpose. Example: 
Reporting sales figures too lo~ to avoid jealousy among other 
people present or putting them too high to impress them. 

g) A question is interpreted in an incorrect ~ay. Example: "Ho~ 
long does it take you to sell the finished goods in stock?". 
A fe~ women were referring to the time of the selling 
transaction as such and not to the time they ~ould have the 
goods in stock. 

E. Data Processing and Analvsis 

1. Data Processing 

Dat.a Base 

In line ~itt1 DE~ATT's Client Data Base System the software chosen 
for the Survey Data Base was R:BASE. Project staff received 6 days 

training. 

R:BASE provides convenient data handling and data query facilities. 
However, it has the disadvantage of producing results in numbers 
only and of being unable to produce percentages in cross 
tabulations. Ther~fore, for the compilation of percentage tables, 
R:BASE results ~ere transferred into Lotus. 
Graphic~· ,.:e r·e vroduced ". i th HAR\"ARD GRAPi-11 CS. 
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Coding 

ThP anFhers to open ended questions giYen in the questionnaires 
fo1· the first region ,,.-ere analyzed and transferred in a coding 
system. Coding System and questionnaires "ere handed to Computer 
Laboratories of Chancellor College for coding, data er.try and 
compilation of a preYiously agreed set of tables. 

Data Entry 

The data ,,.-ere entered in a R:BASE file Kith 28/ fie-lds, the 
structure follOl•ing the questionnaire. In addition, some ne'' fields 
i.:ere computed. 

2. Data Analysis 

Classification 

Apart from the classification by region and type of business "hich 
has been described aboYe, the sample i.:as classified by urban/rural 
area and by size of business. 

Rural/Vrban Classificatioq 

According to official classification (information from Geographic 
Department, Chancellor College, Zomba) the folloi.:ing cities, towns 
and municipalities are urban areas: 

- Blantyre 
- Li longt.·e 
- Mzuzu 
- Zomba 
- Mangochi 
- Balaka 
- Dedza 
- !\asungu 
- Chitipa 

Everything else is rural. 

Classification bv Size of BusinPss 

In the past many organizations and institutions triPd to come up 
t.·ith their own definition of "·hat is small, medium and m1cro. In 
Der.ember 1989 a meeting at Club ~lakoko}a of parties concen1ed }Pd 
a proposal "·hich "·ill be presented to the- ~lir1istn· of Trad£> and 
Industry for approval after further discussions. 
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According to "·hat is called the Hard Test in this prq.1osal, a 
business in MalaKi should be classified as small as opposed to 
micro if 60~ or three of the follo"ing five renditions are met: 
1. The business has five or more employees 
2. The value of fixed investment is K 5000 or more 
3. Monthly sales reach K 12,000 or more 
4. The business has a financial system 
5. The business has a legal status. 

Similarly, a business Kill be considered medium scale, if three of 
the follo~ing conditions are met 
la. The business has ten or more employees 
2a. The value of fixed investment exceed or equals K 150,000 
3a. The turnover/sales exceed or equal K 27,000 per month 
4a. like 4 above. 
Sa. like 5 above. 

While a so-called Soft Test Kould look at non quantifiable 
measures, the report has adopted the Hard Test definition for 
classification of enterprises. Ho"ever, as the questionnaire Kas 
defined before the MEDI classification came out, "·e had to be 
flexible in interpreting criteria 4 and 5. As indication of 
existence of a financial s~·stem Ke asked if the business kept 
accounts. The legal status ~as assumed to be given if the business 
Kas either registered or had obtained any kind of licence. 

Analysis 

Various tables Kere produced, summarizing the data obtain~d from 
the respondents and reporting about sample characteristics such as 
the sample distribution, the maximum, minimum and average value, 
the proportion of & certain attribute in the sample, etc. Based 
upon these tables, the survey results "ere interpreted Kith 
emphasis on the conclusions draKn from the sample result~ about 
the population. The finding, for example, that 53% percent of the 
inter\·ie"·ed '-"Omen in Agro-Business had achie\·ed a JCE !Junicr 
Certificate of Education) as opposed to 25% of "·om£>n in Trade, 
gi\·es rise to the !iypothesis that "omen in Agro-Business are ir1 
general better educated than wome!l in Trade. The statistical 
methods to test hypotheses can be found in various standard 
textbooks on statistics; see e.g. Cochran, 1963. If "·e cannot 
reject the h:•pothesis Casis the case in the above exami.•le) thi~ 
means that not only sampling errors account for the obsen·ed 
difference. "'e then say that the difference is statistically 
significant or simply significant. ~hether this is the casr or not 
depend~ upon the sample result, i.e. the observed differen~e, and 
th<> ~ignificancp ]e\el. \\·e generally tei:;ted hypotheEe<o at the :;~; 

significAnce ]e\~l. 
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It must be noted that the interpretatiot: cf tes!. results \<a~ ncit 
alhays e~sy. The main reason is the unknohn size of the population. 
,,-bile the benchmark data base is the most complete uata base on 
businesS\>omen currently a'l:ailable, it is kno"n that. it does not 
cover all business "omen. Personal estimates of th~ rate of 
coverage range bet'-"een 30% and 50~. As a consequence of the unkno"n 
size of the population, the finite population correction (f.p.c. ! 
could not be calculated. Generally speaking, the f .p.c. can be 
ignored "ithout much loss if the sample does not exceed about 10~ 
of the population. For some tests, the f .p.c. can be assumed to be 
greater than 10~, ho"ever, and some hypotheses "hich could not be 
rejected "hen ignoring the f.p.c. \."ould ha,-e to be rejected "hen 
the f .p.c. \."ere, e.g. 20%. In the text, we use expressions such as 
r.seems to indicate" to characterize such situations. 

F. Cost of the Survey 

The following costs were incurred with the survey. This excludes 
the printing of the final report, the cost of salaries and per­
diems of regular DE~ATT/BAS~ staff including the drivers as \."ell 
depreciation of project vehicles used for field-"ork. 

TABLE 4: Cost of the Survey 

Cost Item 

Salaries and subsistence allowances 
Fuel & Public Transport 
Professional Fees incl. Data Proces. 
Printing of Questionnaires and 
Stationary 
Training Expenses 

TOTAL 

Amount in I\ 

8,651.20 
4,780.06 
2,500.00 

1,000.00 
323.-lO 

17,254.66 

Given a total number of questionnaires of 225, the cost per 
questionnaire came up to K 76.70 or US-S 28.40 (at 2.7 K/l lS-SI. 
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Ill. RESULTS 

In fthat follofts, the presentation of sample results ftill be 
conf ineci to the most interesting ones on each subject. Various 
other tables can be fou~d in the Appendix. 

Where results are mentioned ftithout reference to a table, the table 
can be found in the Appendix. 

A.Distribction of Feaale Owned Businesses in the Sample 

1. Distribution by Region, by Rural and Urban Area. and by Sector 

Table 5 shows the distribution of interviews by region, rural/urban 
area and by sector. 

As can be seen, Agro-Industry and Trade were mainlr located in 
rural areas, whereas Food & Be"·erages and "Other" "°ere 
predominantly in urban areas. A nearly identical number of Textile 
an Service businesses was found in urban and rural areas. 

Table 5: Di stri but ion by region, sector, rural/urban 

---------------------------------------------------
CE~TRAL NORTH SOl'TH Total 

I t:RB Rl'R URB RUR URB Rl'R l'RB RUR 
I ----------------------------------------------------

AGRO ; 6 1 11 4 8 12 25 

FOOD 13 3 1 10 8 2 22 15 
SER\. 9 5 7 5 4 8 20 18 

TXTL 12 2 4 14 5 ; 21 23 

TROE 6 4 4 7 2 13 12 24 

OTHR 9 4 4 5 8 3 21 12 

---------------------------------------------------
Total : 56 24 21 52 31 41 108 117 

---------------------------------------------------

2. Distribution by Size of the Business 

Out of 225 vomen interviefted, 35 or 16% vere classified as small­
scale, and 13 or 6% as medium scale businesses. Consequently, 17i 
or i9 % vere m1croenterprises. 
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lt must be noted t.hat in the population of all female o•·ned 
businesses, the share of micro enterprises is likely to be higher 
than 79X ; and the sharP of small- and medium-scale enterprises 
consequently lo~er than the sample share. This ~as to be assumed 
because most microenterprises are not officially registered nor 
listed in other statistics, and only fe~ have institutional 
contact.s. As a consequence they are under- represented in the 
benchmark data base and thus underreFresented in the sample. 

MICRO enterprises are distributed almost uniformly O\·er all sectors 
~ith a slight preference in Textiles. Small-scale enterprises tend 
to go mainly into Trade and Ser\· ices. 54X of t.he smal I-scale 
enterprises could be allocated to these t~o sectors. ~edium-scale 
enterprises are mainly found in the sector Food & Beverages and in 
the "Other" sector (61~ together). 

Chart 1: ~ICRO, SSE, and HSE by sector 

100 

80 

60 

40 

20 

0 

Perc•nt 

MICRO I SSE AND MSE 
by sector 

Agro Food a 8 S•rvlces Textiles Trade Olh•r 

[-MICRO •ssE DMSE 

DEMATT/IASW IDRVET 1990 OH IUSIHESSWOMEN 

2-1 

All 



As one ~ould e~pect, small- and medium ~chle busin~sses are more 
common in urban than in rural areas. 

Chart 2 : MICkO, SSE, and MSE b~· rural and urbar1 area 
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The ~orth has fewer small- and medium scale enterprises than t~= 
other regicns. 62~ of the medium-scale enterprises in the sample 
~ere found in the Central Region. 

Chart 3 

100 

80 

80 

20 

0 

MICHO, SSE, and ~SE by region 

Percent 

MICRO, SSE, AND MSE 
by region 

85 

CENTRE ~ORTH SOUTH 

- MICRO tB SSE 0 MSE 

Dllil'M'/BAS11' SURVEY 1890 ON BUSINISSWOWEN 

26 



" -- I 



B. THE PROFILE OF FEMALE ENTREPRENEURS 

1. The Typical Malawian Businesswoaan 

~arious significant differences "'ere found among the female 
entrepreneurs. Nevertheless, one is usually trying to produce a 
mental picture of "hat is typical if one talks about ~lalat.·ian 

businessKomen. 

Rather than looking at a,·erage figures Khich are influenced by 
extremes, we relate the term "typical" to the median values. The 
median divides the observations into tKo halves such that 50% of 
values are equal or less than the median and 50~ are equal or 
greater than the median. 

The t~·pical businesswoman in MalaKi has the fol loKing charac­
teristics. She is 39 years old and has four children and t"o other 
dependents. She is married to a husband who encourages her in her 
business endea,·or and helps b~- pro,·iding general or financial 
assistance. She has been to school and obtained a PSLC (Primary 
School Leaving Certificate), which implies that she is literate, 
but cannot converse in English easily. She has travelled outside 
her region and possibly to some neighboring countries. She employs 
one worker, who is male and works full-time. She pays him a salary 
of K 40. With monthly sales of K 500 and a value of fixed assets 
of K 1875 her business is classified as a micro-enterprise. The 
business is about three years old and was started with an initial 
investment of K 350 in 1990 prices. 

2. Age Structure 

Business women in the sample ranged in age from 22 to 74 years. The 
average "'oman was 39 years old. This result repeats the finding 
made in the 1983 and 1986 surveys (see Ettema, 198~ ; READ!, 19891 

The average age of the female entrepreneur does not vary 
significantly with the size of the business, the type of business 
and the region, nor does it depend upon whether the business is 
located in an urban or rural area. 

If we define businesswomen older than 40 as old, and those 40 years 
or ~·ounger as young, there are also no significant in the age 
distribution between sectors. 

Businesswomen in the Centre and South are more in the middlP agP 
bracket bett•een 31 and 50, \\"hile in the !\orth they are more 
uniformly distributed O\'er the ages from 20 up to ahout iO. 

28 



3. Marital Status 

Three out of four businessl'"omen in the sample "'ere married, of 
"'hich again three out of four lived in a monogamous marriage, e.g. 
"'here the husband has no other "'ives. 

As for married "'omen, the follol'"ing picture em~rges l'"ith respect 
to polygamous marriages: 

They are more common for rural (about 1/3) than urban 
businesst..'omen (17"). 

The~- are much more common in the Korth ( 50% l than in the 
Centre (21%) and in the South (7%). 

They are more common for micro entrepreneurs (28%) than for 
small or medium-scale entrepreneurs (9% each). 

Regarding single women - almost all of them ha,-e been married 
before - the data show that: 

Rural businesswomen are more often single than urban ones (29% 
versus 20%). 

The percentage of single women is significantly higher in the 
Korth (37") than in the South (22") or in the Centre (15%). 

Medi um-scale entrepreneurs are less often single ( 8% l than 
small-scale (3~%) or micro entrepreneurs (24%). 

By sector, a significant 
two extremes Textile and 
(33%) and Textile the 
running the business. 

differen:e t..'as only found bet"'een the 
Trade, "'ith Trade sho"'ing the highest 
lowest ( 16%) percentage of singles 
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Table 6 : Marital SLatus lin %1 
---------------------------------------------------Single Married Thereof 

monog. polyg. 

--------------------------··------------------------
i 5. 6 i 5. 9 2-L 1 

---------------------------------------------------
By size of business 
---------------------------------------------------23.i 

3-L3 MICRO 
SSE 
MSE 

76.3 
65.7 
92.3 

71. 9 
91. 3 
91. 7 

28.1 
8.7 
8.3 i.i 

---------------------------------------------------
By rural/urban area 
---------------------------------------------------19.6 

28.8 
80.4 
71. 2 

82.6 
69.0 

li.4 
31.0 

t:rban 
Rural ---------------------------------------------------
By region ---------------------------------------------------15.0 

37.0 
22.2 

85.0 
63.0 
i7.8 

79.4 
50.0 
92.9 

20.6 
50.0 

'j • 1 

Centre 
North 
South ---------------------------------------------------
b~- sector ---------------------------------------------------26.3 
Agro 73.7 81. 5 18.5 

Food /.. B 78.4 79.3 20.7 21. 6 

Sen· ices 73.0 60.7 39.3 2;.o 
Textiles 84.l 78.4 21 . 6 15. 9 

Trade 66.i 83.3 16.i 33.3 

75.8 72.0 28.0 2 .t • 2 
Other ---------------------------------------------------

4. Number of Dependents 

On &\"era~e A ~alawian busine~s~oman ha~ nin~ dependents, of whom 
four are children and fiYe are other dependents, usually members 

of the extendPd family system. 

:HJ 

L__ ______________ '"~" """"" __________ _. 



Table i : ~umber of supported children and other 
dependents by size of business 1%) 

Supported children MICRO SSE MSE A\·erage 

-------------------- --------------------------
0 11. 4 8.6 i.7 10.i 
1 10. t: 2.9 0.0 8.8 ,, - 3 18.6 31. -l 61. 5 23.3 
"' 4 - 6 43.7 45.i 15.4 42.3 
7 - 9 13.8 11. 4 7.; 13.0 
10 + 1. 8 0.0 I • I 1. 9 

-----------------------------------------------
Total :loo.o 100.0 100.0 100.0 

-----------------------------------------------
A\·erage number 4 4 4 4 

-----------------------------------------------
Other deoendents 

n 
1 
2 - 3 
4 - 6 
7 - 9 
10 + 

--------------------------
MICRO SSE MSE A\·erage 

--------------------------
20.9 14.3 30.8 20.4 
16.9 8.6 0.0 14. i 
27.7 17.1 38.5 26.i 
18.1 40.0 7. 7 20.9 
10.2 8.6 7. 7 9.8 
6.2 11. 4 15.4 7.6 

Total :loo.o 100.0 100.0 100.c 

A\·erage number 4 7 11 5 

Total dependents ~fICRO SSE MSE A\·erage 

------------------ --------------------------
0 2.3 0.0 7.7 2.2 
1 2.3 5.7 0.0 2. 7 ,, 
"' - 3 15. 3 8.6 23. l 1-L i 
4 - 6 28.2 20.0 23.1 26.7 
7 - 9 31. 6 20.0 30.8 29.8 
10 + 20.3 45.7 15. 4 2-L 0 

-------------------- --------------------------
Total :ioo.o 100.0 100.0 100.0 

Average number 8 11 14 9 

There is no significant difference in the number of dependents 
het~een rural and urban areas and neither bet~een regions, but the 
survey data indicate that the big~er thP business, thP higher the 

31 



number of delJendents. \\"hereas "·omen in mic:1·0 businesses ha\·e 8 
dependents on average, the number increases to 11 in small-scale 
and to 14 in medium-scale businesses. This phenomenon is likely to 
be due to that the larger the size of their business, the wealthier 
business~omen tend to be (at least in the eyes of their relatives I 
~hich in turn obliges them in the African tradition to care for 
more membe1s of the extended family. 

By sector, Kamen with the highest number of dependents ~ere found 
in Trade, Khere 70% had 7 and more dependents. 

5. Educational Background 

On averag-=, 12 % of the t..·omen in the sample had never been to 
school. This is a much lower percentage than for the total female 
population in Malawi, more than 70 percent of Khich is illiterate. 

Chart 4 : Education by size of business 
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6:'. % bad acliie\·ed a PSLC (Frimar~· Sc:!iool Lea\ing Certificate I and 
36 % had oliUtiued JCE (Junior Certificate of Education). \\ith JC[ 
one is generally expected to be able to converse in English Khich 
applied !.o roughi ~ ha1 t of urua11 and one forth 0f r..::-~l 
business"'omen. Only 17% held a Hala"'i School Certificate of 
Education (~SC-El, which permits access to university provided onE 
reaches the required grades. 

As \.\as to be expected, the le\·el of educ; .. ~ ional achie\·ement 
increases ~ith the size of the business. On average, female 
entrepreneurs in medium-scale businesses are far better educated 
than those in SSE, and these in turn achieve higher educational 
standards than micr0-entrepreneurs. 

Better educated women, defined to be "'omen having achieved at least 
JCE, tend to establish other businesses than Services or Trade. 

Chart 5 : Secondary education by sector 
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Acc:ording to the findings in tl.e sur,·ey, better educated 
b~siness~creen er~ less ofter. found in the \orthern Region than in 
the other regions. This contradicts at firbl sight national 
statistics ( KSO, 198-1, p.128) "hich she" a higher educational 
level for the Xorth. T"'o factors help explain our findings: 

al 

b) 

The sample in the \orth had a higher share cf rural 
"omen, which have, on average, received less 5Chooling 

than urban "omen. 

Many business"'omen from the ~orth are operating in the 
Central Region. As can be seen from Table 8, 26% of all 
female businesses in the Central Region were run by "omen 

who were born in the North. 

Table 8: Distribution of Female Entrepreneurs by Region and 
by Place of Birth 

--------------------------------------------------------
Bl'Sll\ESS J;\ 

CENTRE NORTH SOL'TH Total 

-------------------- -----------------------------------
CENTRE 32 2 5 39 

B in " 40.0 
,, - 9.i li.3 
'- • I 

0 
R NORTH 21 63 9 93 

N in " 26.3 86.3 12.5 41. 3 

I SOUTH 25 5 58 88 

N in " 31. 3 6.9 80.5 39.1 

OCTSIDE MALA\.\! 2 3 0 0 

in " 2.5 4 .1 o.o 2.2 

--------------------------------------------------------
Total : 80 'i 3 72 225 

--------------------------------------------------------

The main reason for the obvious migration from the t\orth must be 
seen in that the ~orth lags behind the other regions in terms of 
economic activity. As a consequence, it is more difficult to earn 
one's living in the t\orth, which in turn makes many people tn· 
their luck elsewhere, above all in the neighboring Central Region. 
By interviewing the same number of entrepreneur$ in each region it 
is thus inevitable to obtain a highe!" number originating from the 

North in the sample. 
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6. Employment. Background 

Emvloyment in the formal sector of the economy has a number of 
benefits for an aspiring entrepreneur. It generates income Khich 
can be invested in a business and can provide the necessary equity 
contribution or security for a loan. \\"ith "-"Ork, the lo:oman acquires 
additional skills Khich can be the technical base of a business. 
On the other hand, being employed raight mean that the Koman cannot 
devote herself fully to the business. 

On average, about 20~ of the businessKomen in the sample "ere 
employed at the time of the survey. 

As can be seen from Table 9 the percentage of currently empl0~ed 
women Kas lowest in MSE (only 1 out of 13) Khich obviously indi­
cates that bigger businesses require more time input of the 
entrepreneur. The difference betKeen '.'llCRO and SSE t•omen is :.ot 
statistically significant. 

Table 9 : Present employment status 
by size of business (%) 

-----------------------------------------------
: MICRO 

-----------------------------------------------
'.\o ans"·er 
Emplo~·ed 

\ot employed 

z. 3 
17.5 
80.2 

2.9 
28.6 
68.6 

0.0 
7. 7 

92.3 

2.2 
18. j' 

i9.l 
-----------------------------------------------

Total :100.0 100.0 100.0 100.0 

-----------------------------------------------

Regar~ing \."hether those Kho \."ere not employed at present had ever 
been employed before, again no significant difference bet.Keen ~ICRO 
and SSE ,.-as found, but MSE "·omen had a significantl;i.· better 
employment record. Approximately 40% of women in MICRO and SSE Kere 
p r f'' i o 11 s 1 :'' em p 1 o ye d , ''here as ". i th the e ~; c e pt i on o f one " no ans'' e r" , 
al 1 '-Omeri in 'ISE had job experience. There can be no doubt that 
tliis is due to the better education of ~!SE ''omen "·hich makes it 
ea~.ier· for thE>m to get a job .. .\s indicated in Table 9, t.he~· 
app;ne11tly q11it th~ job "·hen startin~ their time demanciin~ 
bus i TIPS~. 
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Table 10 : Previous employment experience 
by size of business (%) 

-----------------------------------------------
: ~tICRO SSE ~SE Average 

-----------------------------------------------
12.5 
-I 1. i 
45.8 

8.3 
91. i 
o.o 

-L5 
-10. 4 
55. 1 

~o ansher : 2.8 
Previously employed : 35.9 
~at prev. employed : 61.3 
-----------------------------------------------

Total :loo.o 100.0 100.0 100.0 

-----------------------------------------------

:he most striking feature regarding the employment background by 
sector is that only about 5% of business~omen in Services and Trade 
~ere employed at the time of the survey, ~hereas that applied to 
bet~een 20% and 30% in other sectors. There is evidence that this 
due to the fact that Trade and Services are more time demanding 
businesses. This assumption is supported by t~o results: 
(i) Regarding ~hether they had ever been employed, ~omen in Trade 
and Services do not differ significant}~· from those in other 
sectors, (ii) 53% of ~omen in Services and nearly -19% of ~omen in 
Trade reported that they were the whole da~· occupied b~· the 
business, whereas, on average, only 25% of women from other sectors 
devoted that much time to the business. 

Table 11 : Present employment status by s~ctor (in%) 

-----------------------------------------------------------------
: AGRO FOOD SERV TXTL TROE OTHR Average 

-----------------------------------------------------------------
al Present I~· employed? 
Yes 

I 23.7 27.0 5 • -l 29.5 5.6 18.2 18.; 

:\o 76.3 70.3 91. 9 70.5 86. l 81. 8 79. 1 

~o ans\•er o.o 2.i ,.., - o.o 8.3 o.o I') ,.., 
._•I ..... 

-----------------------------------------------------------------
: 100.0 100.0 100.0 100.0 100.0 100.0 100.0 

Tot 111 -----------------------------------------------------------------
b) If not, eYer employed? 

Yes 44.8 33.3 51. 4 25.8 32. -l 59.3 -l l. 0 

~o 48.3 63.0 45.i 6i.i 55.9 -10.i 53.6 

:\o ans~·e r 6.9 3. i ~.9 6.5 11. 8 o.o 5. 5 

-----------·----------------------------------------------------
Total : 100.0 100.0 100.0 100.0 100.0 100.0 100.0 

---------------------------··-----------------------------------
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The result that relatively more business~omen in urban than rural 
areas "ere employed at the ti~c of the s~r~ey !25~ ~ersus 13%! er 
had bePn employed in the past 149% versus 35%1 is not surprising, 
given both, the higher level of economic activity and the easier 
access to better education in urban areas. 

There are no significant differences in the present emplo~-ment 
st.at.us of business"·omen in the three regions. The picture is 
sl ightl ~- different for pre"-ious emplo~-ment, "·here the \orthern 
region has a significantly lo\o."er percentage t..han t..he Southern 
Region. In the sample, 53% in the South, 41% in the Centre and only 
28% in the Korth had been employed in the past but not at prPsent. 

7. Former Business Experience 

Approximately 50% of the "omen in the sample had been involved in 
business activities before they started the business discussed in 
the inter"-ie"·. 

By size of business, a significantly higher percentage o{ "omen 
operating a medium-scale business at present, had done so : 70% as 
compared to 47% of micro and 43% of small-scale entrepreneurs. 
That the percentage is much higher for medium-scale entrepreneurs 
is likely to be due to the fact that 50% of them are married to a 
businessman and can thus be expected to have been involved in the 
husband's business. 

By sector: about 60% of ~omen no" operating a business in the Food 
& Beverages sector or in the "Other" sector had been involved in 
business acti"·ities before. In Agro and Trade, this applied to 
approximate!~- 45%, in Textile to 40%, and in Sen·ices to 35%. 
Des pi le these differences in the sample it cannot be said that 
there are significant differences bet"een the sectors in the total 
population of business"omen. 

~o significant differences "ere found bet\\·een rural and urban 
areas, and neither bet'-'een regions. 
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Chart 6: f're,·ious business e:-.perieuce ~,,. ~:ze cf :l!!:' Lc1siness 
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PREVIOUS BUSINESS ACTIVITY 
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8. Travel Experience 

One out of ten business\>omen in the samt-ile had np\·er bE-en outside 
her district and on average 3 out of ten ~omen had not been outside 
their region. Almost half the ~om~n ir1 the sample had never been 
outside Mala"·i. 

\."omen in liig~tl" bus i nf'SSf>~. have tra\Pl iPd morF· t. h-'\ n ~or.1f>n in 
smaller ont·~. 9 out of 1 0 medium-scale en t rep T"f> r1P11 rs had been 
outsidt- ~I a 1 a 1• i , \oo."h i le only .t out of l 0 mirro and :1 011 t of 10 small-
!->ca 1 e b 11 ~ i n f' ~- !'-. 1,· omen had. (Jri 1 y J out of 1 (' i.c,mf>TI l ri n. ! CT 0 and small-
scale bus1 nPC.,!'.f>!:> had hf'Pr1 011tsidf" .\fr ins, but. -~ out of 10 in 
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B~ sect.or, no significant differences t..'ere found regarding the 
travel categories "Outside District", "Outside Region" and "Outside 
t-lalat.·i". .\c: for the cate~orv "Outside Africa", hot.."e,·er, three 
classes can be distinguished. They consist of Food, Sen·ices, 
Trade, khere only 5~ have been outside Africa, of Agro t."ith 15% and 
of Textiles and "Other" with 20~. 

'\n equal J>erc:entage of urban and rural entrepreneurs has been 
outside the district (nearly 90~) and outside the region (about 
75~), but a significant! y higher percentage of urban business t."omen 
has been outside Malat."i (56~ as against 36~) and outside Africa 
(19~ as against 4~) 

Given the high shar~ of rural women in the ~orthP.rn Region, jt is 
not surprising that relatively fewer women in the North ha~e been 
outside Halat."i and outside Africa. 

Chart 7 : Travel experience by size of business 

TRAVEL EXPOSURE 

Percent 

120 

100 
100 

80 

eo 

40 

20 

0 
out.ride District ... Reeion ... Malawi ... Africa 

1- MICRO BssE LJMSE 

l'llU 1T /BASW SURVEY J 990 ON BUSINESSWOMEN 

39 



9. Responsibilities in Society 

About 40~ of Malawian businesswomen reported that they have special 
responsibilities in society, in church, politics or community 
de,·elopment. 

There is no significant difference between micro-, sn.-11- and 
medium sc~lc entrepreneurs with regard to their responsibility in 

society. 

Table 12 : Women with special responsibility 
in society (in X) 

--------------------------------------------------
: MICRO SSE ~SE A~ERAGE Spec. Responsibility 

--------------------------------------------------
J\o answer 
Yes 
J\o 

0.6 
39.5 
59.9 

2.9 
~o.o 

5i.1 

0.0 
38.5 
61. 5 

0.9 
39.6 
59.6 

--------------------------------------------------
Total : 100.0 100.0 100.0 100.0 

--------------------------------------------------

10. Husband's Job 

If we refer to Civil Servants, Professionals in the Private Sector 
and Businessmen as "attractive" job categories because they can be 
expected to pro,·ide on a\·erage a higher income than the other 
ceite~~.ir-ics, )t become!' e,·idE-nt from Table 13 that the larger the 
~:.:• c.: tl1t- L11~:1.E!'~ .• tl1t<- higher th~ pe1·ce11tC1~f of 1•omen 1..-J10H· 
husband has an attractive job. 53% of the husbands of "omen in 
micro enterprises had an attractive job as against 73X in small­
scale enterprises and 83% in medium-scale enterprises. 

Table 13 also demonstrates that there is a much hjgher pr0bability 
for the "·oman to become a "real·· entrepreneur in the sense of 
managing a sizeable company if the husband is a businessman: 
1'.'hpreas 50% of "·omen running a medium-size business \;ere married 
to a busi1w:,,~man thi~ 0111~ apvlied to 18~. of S~f. a11d tc, 1::~. of 

micro entrepreneurs 
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Table 13 : Husband's Job Category for ~larried \.:omen 
I in % > 

--------------------------------------------------
Job Category 

. '?-.··-'"'" $SE ~!SE -~\-f'R.\C.£ 
.l.1\_f\.V 

---------------------- ---------------------------
lnemployed/Retired 11. s ,.,,., - 8.3 13.1 "'"'.' 
Farmer 1-l. 2 -t • 5 o.o 11. 9 

\\orker 14.9 o.o 8.3 lZ.5 

Clerical -t.5 o.o o.o 3.6 

Ch·il Ser,· ant li.2 18.2 16.i 1 i. 3 

Professional. Prh·. S. 23.9 36.4 16. 'j 25.0 

Businessman 11. 9 18.2 50.0 15. 5 

Other 1. 5 o.o o.o 1. 2 

--------------------------------------------------
: 100.0 100.0 100.0 100.0 

Total --------------------------------------------------
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3. The Business Profile 

. •----~,.·-• .... -. 
.&. • l.lt::l!S.G...l. .:Jl..Cl.L.U::> 

It is a common assumption that \•omeri are mainl:y in\·olYed in the 
informal sector of the economy. \.\e therefore look at the legal 
status of a business to assess, ~hich part of female o~ned 
enterprises should be attributed to the formal sect.or and ~hich 
part to the informal sector. There is no strict definition of the 
informal sector, but lack of registration and licencing is among 
the generally ackno'-·ledged criteria t•hich characterize the informal 
sector (e.g. Stearn 1988, p.18). 

In the DEMATT/BAS~ sample, cnly 15 % cf the ~icro enterprises, but 
48% of the SSE and 92 % of the MSE o~ned by ~omen ~ere registered 
-ith the Registrar General. 

30% of the micro, 69 % of the small and 85 % of the medium scale 
businesses had applied for and received a licence of some kind. 

Chart 8: Legal status by size of business 
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2. Accounts 

Keepiag accounts is c:onside1·e<l to bt: a11 imi-'ortant s:..et-> frorr. an 
income generating activity to business. 

~5 % of the micro, 89 % of the small and all medium-scale business 
"omen reported that they do keep accounts. Of those ~4 % 1 77 % and 
85 % respectively said that they keep separate accounts for the 
business discussed. The type of accounting system used ''as not 
further examined but "e kno" from other contacts Kith businessKomen 
that it is in general quite basic in micro and small-scale 

enterprises. 

Whether businessKomen keep accounts or not does not depend upon the 

type of business. 

The most common reason for not keeping accounts is lac!; of skill 
( 20%), folloKed by lack of time ( 13%) and the opi:iion that the 
business is too small (10%} . 16% say there is no reason. 

3. Number of Businesses Owned 

There are different reasons for having more than one business. Some 
businesses like Agro-Businesses and Tailoring can often be run 
Kithout the owner devoting her full time to it. Having more than 
one businesses is then a way of fully utilizing one's time. Another 
reason for having more than one business is risk spreading, 
especially if the business is affected by "eather conditions and 
variations in demand. Last but not least, some businesses just 
bring too little income to secure sun·ival and it is therefore 
nPcessary to ha'e additional sources of income. 

It is thus not surprising that the percent.age of female 
entrep1·eneurs h::n i:-ig more than one business has relati,·el~ high: 
almost -I out of 10 o\med more than one business, usually t,,o (83'}~ 
of those Kith more than one). 

By size of business, about 50% of small- and medium-scale 
entrepreneurs oKned more than one business, Khile this applied to 
only 30% of micro entrepreneurs. 
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In Agro-Industry, 5~% of the women had more than one business which 
was significantly higher than in other types of business, wh~re the 
share \•as bet\•een 31% and 39%. Tb is can lH" attributed to t hF 
feiclors ed;;c.-.~io11 1 l1Jl1e 1 hu~barid'~ =-u!,j.;Or·t i::ll1U !Jf'Ofl'.: 

\\CimE·r1 ]n Ac:rc.-lnd11~.t r·y -.r·F, 011 fl\ef';,:..1·, th'· !11 ~1 f-~~1!c :~'.' 

,:,f·~- (~.( Ch;;r·t; l 

Agro-Industry had the lo~est 
that the: i.·ere oc:c:upied all 
(19%; seP. Table 19) 

perc:ei.~::.1ge of \,omt>11 \d10 sc:id 
day lcrig b: their busirif·~s 

Supporting husliar.d'-. "en· rncst cc::11rr.:'n ir1 -'-.1:,rc1-~nd11~.'.:;. 

( r! (; ~;, ; ~. H · 1 fl b i t- :: ] ) 

Agro-Industry is the most profitable business if we 
indirectly mPasure the profit by the amount of money the 
woman would have to receive in order to give up the 
business (see Chapter 3.13) 
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There are no significant differences in the number of businesses 
o"·ned by region, but a significant higher percentage of rural 
businesswomen has more than 1 business (-15%) compared with 
entrepreneurs in the urban areas. 

4. Age of the Business 

Table 14 shows that relatively feK businesses e~isted for eleven 
years or more at the time of the survey (August/September 1990). 
Only 17% were old businesses in this sense. Further, few businesses 
in the sample started in the four years from 1980 to 1983. The 
number of start-ups increased in the following two years and gained 
momenttlm in the period 1986 1989 where 56% of the women 
interviewed started their businesses. 

It would be interesting to know, whether the number of start-ups 
is linked to the economic development. In order to come up with 
qualified results it would be necessary to conduct a survey which 
includes the drop-outs. Such a survey would pose enormous problems 
as regards both the sampling frame ( How to get a list of drop-outs 
?) and the identification of selected women (How to find the woman 
once not even the business is visible any more ?). 

Table 14 suggests that a shift in business preferences has 
occurred since 1984 away from Services, Textiles and Trade towards 
Agro-Industry, Food & Beverages and "Other". 

Table 14 : Start of business by sector (in%) 
-----------------------------------------------------------------
Year I AGRO FOOD I 

SER\' TXTL TRDE OTHR Average 

-----------------------------------------------------------------
1990 5.4 8. 1 10.5 6.8 5.6 1 2. ] 8.0 

1988-89 35. 1 40.5 28.9 18.2 2i.8 -12.-1 31. 6 

1986-8i 29.i 32.4 l .'"i. 8 22.i 25.0 18. 2 2-1 . (l 

198-1-85 8.] 10.8 15.8 13.6 D.9 t) • l ] 1 • f, 

1982-83 o.o 2.7 o.o 4. 5 8.3 o.o 2.7 

1960-81 8. 1 2.7 o.o 9. 1 2.8 9. l 5. 3 

1975-79 8. 1 2.7 21. 1 18.2 11. l o.o l 0. 7 

pre 1975 5.4 o.o 7.9 6.8 5.6 l 2. l 6.2 

-----------------------------------------------------------------
T n 1 ;i : : J 0 () . (J J 0 0 • 0 J 0 0 • 0 1 0 C • 0 1 0 0 . 0 I r. (l • r1 1 0 0 . ri 

-----------------------------------------------------------------
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The picture emerging from Table 15 is that in the years before 
1986, more of the ~omen intervie~ed opened businesses in rural than 
urban areas, whereas just the opposite holds since 1986. 

Most businesses in both urban and rural areas are young businesses 
in the sense that they started in 1986 or later. This applies to 
i5% of urban and 53% of rural businesses. 

~ith one exception, businesses which started before 1975 were only 
found in rural areas. 

Table 15 : Start of business 
by rural/urban area (in%) 

----------------------------------------------
Year URBAN Rl.JRAL Average 

-------------------- -------------------------
1990 10.3 5.9 8.0 

1988-89 34.6 28.8 31. 6 
1986-87 29.9 18.6 24.0 

1984-85 10.3 12. 7 11. 6 

1982-83 1 . 9 3. -l 2.7 

1980-81 4.7 5.9 5. 3 

1975-79 'i . 5 13.6 10. 7 

pre 1975 0.9 11. 0 6.2 

----------------------------------------------
Total : 100.0 100.0 100.0 

----------------------------------------------

There are compared to the total number of female o~ned businesses 
in the region more ne~ businesses in the Centre and the Korth than 
in the South, which has also the higher share of businesses opened 
before 1980. 
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5. Number of Owners and Decision Makers in the Business 

The majority of women inter'\·iewed \<\ere the onl~- O\·..-ner of l.he 
business. In total, only 22 businesses out of 225 had 2 o\<\ners, 
and a mere 3 had more than 2 Ol•ners and cau be considered as group 

businesses. 

By size of the business, the break-do"n is as follo\<\s; 

Table 16 : Number of Ql;ners {in%) 
------------------------------------------------

of Owners I MICRO SSE MSE Average 
I No. 

------------------------------------------------74.3 61.5 88.9 
1 93.8 
2 5.1 22.9 38.5 9.8 

5 0.6 o.o 0.0 0.4 

6 0.6 o.o o.o 0.4 

9 o.o 2.9 o.o 0.4 

-----------------------------------------------
Total : 100.0 100.0 100.0 100.0 

-----------------------------------------------

Not surprisingly, there is a high correlation bet\<\een the number 
of owners and the number of managing staff, as follows ,.,.hen 

comparing Table 16 with Table 17. 

Table 17 : Management of Business (in%) 
----------------------------------------------------

: MICRO SSE MSE Averafe 
Manages alone ? 
----------------------------------------------------69.2 

~3.1 

82.7 
10.2 

65.i 
28.6 

5.7 

Yes 
~o 

I 
I 

87.0 
5.6 
7.3 7.7 7.1 

No answer 
----------------------:-----------·------------------

Total : 100.0 100.0 100.0 100.0 

----------------------------------------------------
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6. The Woman's Activity in the Business 

The question on ,,..hat the role of 
business "'"as asked in an open form. 
ness are sho...-n in Table 16. 

the female o"'·ner is in the 
The results by size of busi-

Women in MSE businesses "ere ...-i thout exc<'pt i.::m super,·i so rs and 
sales persons, ,,..hile some ,,..omen in smaller businesses were also 
involved in production. 

Table 18 : O,,..ner's role in the Business lin %) 

-------------------------------------------------
Role : MICRO SSE MSE A,·erage 

----------------------------------------------·---
Self-employed : 
Director/manager only : 
+Involved in product.: 
No ans"'·er 

27.~ 
39.0 
33.3 
0.6 

8.6 
65.i 
25.7 
o.o 

o.o 
100.0 

o.o 
o.o 

22.i 
46.i 
30.2 
0.4 

------------------------------------------------
Total : 100.0 100.0 100.0 100.0 

------------------------------------------------

7. Time Spent in the Business 

Nine out of ten women interviewed, worked in the business every 
month of the year. Approximately 80% of all women were half or more 
of their time occupied by their business, but only 30% spent all 
their time on the business. 

This finding contradicts results of the READ! survey accorciing to 
which 75% of female entrepreneurs spend all their time in the 
business. Our result seems to reflect reality better in view of the 
multiple responsibilities of women and the fact that 20% of female 
entrepreneurs are also in "'"age employment. 

~o significant differences \."ere found bet,•een urban and rural 
businesses and neither bet~een regions. 

By sector, most businesses are operational all year round. Only 
businesses aggregated in the "Other" sector are apparently affected 
by seasonal variations, since 25% of \."Omen from this sector said 
they do not \."Ork in the business every month. 

As can be seen from Table 19, there are big differrnces betkPen th~ 
5Pctor:-. n·~;irnin£ the timr· !=.pC'nt iri thP h11'0 i11n·-~. 1:

1 
'· ":-1 

e~.arr.~1£, 53% of bu:.ine~.!'-. 1;omf·n ir1 St·l\JC.f'.,. :~·i•..-1.: ..•. "" .. :.; ..•.. 
the business, thi::: 1,-;1~. tru£> f0r 0111~ 1'.'.l~~ of'.!.•· 1 .. r: •• 1. ,;._ .. __ f.: ;:. 
Agro- I nn11~t n. 



It must be emphasized that the time spent in business does not mean 
that the woman is really occupied by some kind of "ork during the 
whole time she is there. The observation that the time demanding 
sectors Ser,·ices and Trade also reported the highest percentage of 
businesses "i th excess capacity rather ind ic:ates tl&est \.·ome1. in 
Services and Trade probably spend a loL of time just ~aiting for 
customers. 

Table 19: Time spend in business by sector (in %1 

I AGRO FOOD SER\. TXTL TROE OTHR A,·erage I 

-----------------------------------------------------------------
a) \\ork e\·ery aonth?: 

Yes 9i.3 94.6 84.2 90.9 91.; 75.8 89.3 
No 2.7 5.4 13.2 9.1 8.3 L4.2 10.2 
No ans"er o.o 0.0 2.7 o.o 0.0 0.0 c.;; 

Total : 100.0 100.0 100.0 100.0 100.0 100.0 100.0 

b) Ho" much tiae? 
Less than half 
Half or aore 
All tiae 
No answer 

32.4 
48.6 
18.9 
o.o 

21.6 
56.8 
21.6 
o.~ 

10.5 
34.2 
52.6 
2.6 

25.0 
45.5 
29.5 
o.o 

16.i 
44.4 
38.9 
o.o 

24.2 
42.4 
33.3 
o.o 

21.8 
45.3 
32.4 
0.4 

Total : 100.0 100.0 100.0 100.0 100.0 100.0 100.0 

9. Training Related to Business 

On average, about 1 out of four women had been trained on aspects 
related to her business. The kind of training ranged from courses 
in Business-Management, which ~as found in all sectors, over 
tecpnical training, which, of course, is different by sector, to 
vocational training in some craft. Technical training courses were 
found in Poultry Raising, Bakery, Domestic Science/Homeeconomics, 
Knitting, Tailoring, Tiles and Roofing Sheets Production, Brick 
Molding, Manufacture of Improved Stoves. The length of training 
varied from 1 day to 4 years, which makes it difficult to compare 
the impact. The average length of training (of those who had been 
trained) was highest in Food & Beverages with elmost one year, and 
shortest in the "Other" sector "ith 4 days. 

As can be seen from Table 20, half of the medium-scale entreprene­
urs had had somt' training for their busir1£'sE, comparer! to onl: one 
forth of micro and small-sca1e entrepreneurs. 
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Table 20 : Training related to business (in ~I 

-------------------------------------
Training : MICRO SSE MSE 

-------------------------------------
res 
~o 

: 26.0 
: 74.0 

25.7 
74.3 

53.8 
46.2 

27.6 
72.4 

-------------------------------------
Total !100.0 100.0 luO.O 100.0 
- - - -- -- - - -- ---------------- -----------

The share of "omen "ho have under5one training does not differ 
significantly bet"een urban and rural areas, and neither between 
the regions. 

The training pattern by sector is shown in Chart 11. The 
significantly higher percent~ge in Agro-Industry reflects the 
Government policy of recent years to promote t~is type of business 
"ith emphasis on poultry raisi~g. 

Chart 11 : Training related to business by s~ctor 

100 

80 

TRAINING RELATED TO BUSINESS 
by sector 

Percent 

GO 51 

40 

20 

0 

DlllUTT/BASW SURVEY 1990 ON BUSINESSWOMEN 

51 



9. The Husband's Role in the Business 

In total, only 8 out of 170 married women reported that her husband 
does not encourage them in their business. On average, 84 % of the 
encouraging husbands also helped in the business, Khereby husband's 
help was most common in Agro-Businesses (96%1 and least in other 

( 68%). 

The high percentage of husbands helping in the business indicate~ 
that female oKned businesses are oft.er. rather family businesses 
with the woman being the one who ~pends most time in the business. 

Table 21 shows that the husband's help mainly consists in providing 
financial assistance (35%1 followed by general assistance (31%). 
As the question was asked in an open form, the answer "buys things" 
(15%) could also mean financial assistance. 

Table 21 : Ho" the Husband Helps in the Business (in%) 
---------------------------------------------------------------: AGRO FOOD SER\' TXTL TRDE OTHR Average 

----------------------------------------------------------------: 96.3 79.3 85.7 86.5 91.7 68.0 84.7 
Helping husbands 

Main Area of Assistance 
----------------------------------------------------------------

39.1 47.8 28.1 40.9 29.4 35.4 
Money 29.6 

Buys things 7.4 21. 7 17.4 18.8 18.2 5.9 15.3 

Advice 3.7 8.7 4.3 6.3 4.5 5.9 5.6 

Accounts 3.7 o.o o.o o.o 4.5 5.9 2.1 

transport 11.1 4.3 o.o 3.1 4.5 o.o 4.2 

General 37.0 21. 7 26.1 34.4 27.3 41.2 31.3 

4.3 4.3 9.4 o.o 11.8 6.3 
Other 'j. 4 
----------------------------------------------------------------

:loo.o 100.0 100.0 100.0 100.0 100.0 100.0 
Total ----------------------------------------------------------------

JO. Contribution of the Business to the Famil Income 

For about 50% of all families of female entrepreneurs the income 
from the '-'Oman's business \."as the family's main source of income. 

By slZf: of bus1rif'S!:>, this. ap~·l1ed to :,3~. of ~lino, f,f.~~ !-:>Sf .rnd -t6% 
of ~SE businesses. At first glance the last f i!ure is surprisingly 
lo~, berausc one ~ould expect bigger businesses to generate more 
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income and therefore to make a bigger contribution to the family 
income. The explanation is probably that nearly SOX of ~omen in MSE 
are married to a businessman who obviously generates more income 
out of his business that. his "'·ife out of hers. Only about 10~ of 
women in MICRO and SSE are married to a businessman. 

Table 22 : Business contribution to family income 
by size of business lin ~l 

-----------------------------------------
! MICRO SSE HSE .·herage 

-----------------------------------------
Xo ans"'·er 
Main income 
Not main inc. 

6.2 
52.5 
41.2 

2.9 
65.7 
31.4 

0.0 
4 6. 2 
53.8 

5.3 
5-t.2 
40.4 

-----------------------------------------
: 100.0 100.0 100.0 100.0 

-----------------------------------------

11. Employment Creation and Wages Paid 

Employment creation is of outstanding importance for a labour 
surplus society like Malawi. 

We asked in the interview for female and male employees, and 
whether the employees were family members, apprentices, full time 
or ganyu employees. Ganyu is the common term in Malawi for the type 
of contract where the wage is based en a piece rate and no 
additional benefits and social security contributions are paid. 

The employment figures shown below do not include family ~embers 
and apprentices, but they do include ganyu workers. 55 out of thE 
225 businesses had family members working in the business and only 
12 had reported to have apprentices. 

Three out of ten female entrepreneurs in th~ sampl~ 
employees at all, while five 0ut of ten employed hetkePn 

people. 

had 110 

1 and 4 

Table 23 shows that, as "'·as to be expected, the bigger the 
business, the more people tend to be employed. 

ConsiciPr1ng the total number of employees, the inten·ie,.•ed small -
and medium-scale enterprises together employed more people than the 
i11tc1·,ie1.-:·d micr·of'nt.t·q>ri..,1·~ .. It doc.!:. not fo1101. from thic.. s;im1il*' 
result that in Malai.i mor·e peoplt- arc• employ1·d 111 ~~mall- i1r1d 

medium-5caie enterpr·ises than in femalP oi.nf'd microenterprisec... 
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This conclusion does not hold because, as has been explained before 
(Chapter A.2. ), microenterprises are likely to be underrepresented 
in the sample. 

That the a"·erage "'age is h) ,sher in small-scale enterprises than 
micro-enterprises and highest in medium-scale enterprises, is, of 
course, due to that relatively more skilled labour is in general 
~equired if the size of the business increases. 

Table 23 : Employment and .. ages (in K.,·acha) by size of the business 
-----------------------------------------------------------------

MICRO SSE MSE Total 

---------------------·-------------------------------------------' No. of bus. in saaple: 177 35 13 225 
Total eaploy•ent : 336 156 286 778 
Of which male 244 99 226 569 

" female 92 57 60 209 

Average employment 1.9 4.5 19.1 3.5 

.\\"e. no. of aale 1.4 2.8 15.1 2.5 

An .• no. of female 0.5 1.6 4.0 0.9 

Ave. monthly wage sum: 84 362 1737 223 

Ave. per employee 44 80 91 64 

-----------------------------------------------------------------
Analyzing the data by sector, it becomes obvious that the sector 
"Other" has the highest employment impact, and that among the 
remaining sectors, Agro-Industry, Food and Services create 
significantly more jobs than Textile and Trade. 

The majority of Trading businesses owned by ~omen didn't have any 
employee (64%) whil~ bu3inesses without employees were not often 
found in the Service sector (16%). 

That the Textile sector pa~·s by far the highest. "·ages is due to 
that most businesses in the sector are in Tailoring and Knitting 
(8-1% in the sample). Both emplo~· nearly exclush·ely skilled labour. 

Employees in Trading businesses receiYe the lo~·est "age on a\·erage, 
~hich in the sample ~as belo"' the official minimum wage (K 2.17 per 
day). T"'o fact.ors contribute to that finding (i) most trading 
b~sines~es are in rural areas, where wages are generally lo" 
and (ii) there are no special skills required from the employees 
~ho mainly do siruple jobs. 
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Table 24 : Employment and Kages (in KKacha) by sector 
---------------------------------------------------------------------

: AGRO FOOD SER\. TEXT TRADE OTHER TOT Al 

----------------·-----·-----------------------------------------------' ~o. of bus. in sample: 3i 

Total employ•ent 104 
Of Khich •ale 82 

fe•ale 22 

Average employment 2.8 
Ave. no. of aale 2.2 
Ave. no. of female 0.6 

Ave. •onthly ~age sua: 132 
Ave. per eaployee 47 

3; 38 44 36 

112 122 68 43 
7i 61 51 26 
35 61 li 17 

3.0 3.2 1.5 1.2 
2.1 1.6 1.4 0.7 
1.0 1.6 0.4 0.5 

171 241 153 35 
57 75 102 29 

33 

329 
212 
5; 

9.8 
8.2 
1. 'j 

659 
67 

225 

ii8 
569 
209 

3.5 
2.5 
0.9 

223 
64 

---------------------------------------------------------------------

On average, a business in an urban area employed 4. 4 people 
compared t.."ith only 2.6 in rural areas. Wages per month amounted to 
K 99 in rural ~reas and K 359 in urban areas. 

Table 25 : Employment and wages (in K""acha) 
by rural/urban area 

------~ ------------------------------------------------
Rural Urban Total 

---------------------·---------------------------------• 
No. of bus. in sample: 118 107 225 

Total employment 307 471 778 

Of which male 211 358 569 
II female 96 11 3 209 

A"·era~e emplorment 2.6 4.4 3.5 

Ave. no. of male 1. 8 3.3 ,, -
.. • 0 

A\·e. no. of female 0.8 1. 1 0.9 

Ave. monthly '"age sum: 99 359 2 ,, r, .... 
A\'e. per emplo~·ee 38 81 64 

------------------------------------------------------
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12. Turnover 

On turnover, we tried to get a balanced picture by asking for sales 
in the best, the worst, and a normal month. The sales figure shown 
below refer to the normal month. In the feK cases Khere no sales 
figure for a normal month was provided, the sales figure for the 
best month was used instead. 

To check on the validity of the reported sales figures, we included 
questions on the value of raw materials and finished goods and on 
how long they would last. In about 25-30% of the cases, the 
validity checks failed. One explanation this is that production 
cycles sometimes exceeded one month. In general, the picture 
emerging from those checks suggest that there is tendency to 
underestimate the \'alue of sales. This could reflect a true 
underestimation on the part of the businesswoman or a concern that 
the information provided might be connected to tax payments. 

For the whole sample , average monthly sales amounted to K 2,717, 
varying considerably between regions, urban/rural areas, business 
types, and, of course, between businesses of different size. 

A\·erage monthly sales in the Central Region amounted to K"·acha 
4,553, while in the North they came only up to K 944 and in the 
South to K 2,518. These interregional differences exceeded 
differences between rural (K 1,636) and urban (K 4,014) areas as 
well as those between sectors, indicating that even businesses who 
are all e.g. in the rural area and in the same sector, tend to be 
smaller in the North. We suspect that this is due to a "·eaker 
purchasing power together with a less developed infrastructure in 

the !forth. 

B~- sector , a,·erage monthl ~- sales Kere 
(K 1,027) and highest in Trade (K 5,765). 

101.-est in Te~:t i l PS 

In general, the standard de,·iation for sales in the sample ha!= 

quite high for all subgroups, be it a certain type of business, a 
business of a certain size, a business in a certain region or in 
a certain area. This simply means that \\"ithin each subgroup, not 
all are equall~- successful in terms of turno,·er, but that there a1·e 
rather large differences. 
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ta~le 26 : turnoter per 1onth in feaale ovned bu6inesse~ (in lvacba) 

----------------------------------------------------------------------------------! 
:1~ of :A,erage sales:Standard :Ba1i1ut :Bini1a1 
:obsenatim : :Dniation:Sale :sale 

--------------------·--------------'-------------'---------·---------'------------' I I I I I • 

All Businesses I 

I 209 : 2. 717 : 7,457 : 80,00G : 5 ! 

----------------------------------------------------------------------------------! 

Sales per 1ont~ bJ aector 
----------------------------------------------------------- ----------------------! 
lno-lDdustrJ 
food and BeYera1es 
Sen ice 
Teztile 
Trade 
Other I 

I 

33 
36 
36 
41 
34 
29 

1.984 
3,405 
1,650 
1,027 
5, 765 
2,838 

3,908 
8,579 
3,319 
2.043 

: 13.804 
: 5,607 

22,000 ; 
31.951 : 
15,000 : 
12.m: 
80,000 : 
25,000 : 

30 ! 
8G ! 
s ! 

10 ! 
100 ! 

20 ! 
----------------------------------- ----------------------------------------------· ----------------------------------------------------------------------------------. 

Sales per 1ontb bJ rural/urban area 
----------------------------------------------------------------------------------! 
Rural 
Urban 

114 : 
95 : 

1,636 
4,014 

: 4,395 : 30,000 : 
: 9,801 : 80,000 : 

5 ! 
20 ! 

--------------------------------------------------------------------------------------------------------------------------------------------------------------- -------

Sales per 1ontb bJ re1ioa 
----------------------------------------------------------------------------------! 
Centre 
lorth 
South 

73 : 
68 : 
68 : 

4,553 
944 

2.518 

: 11.288 : 80,000 : 
: 1,887 : 12.250 : 
: 4,872 : 25,000 : 

30 ! 
10 ! 
5 ! 

::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::! 

Sales per 1ontb by size of business 
-----------------------------------------------------------------------------------! 
Bicro 
SS! 
!SK 

164 : 
32 : 
13 : 

975 
4,282 

20,835 

: 1.701 12,400 : 
: 5,513 : 25,000 : 
: 20,249 : 80,000 : 

5 ! 
80 ! 

1000 ! 
-------------------------------------------------------~------------------------------- --------------------------------------------------------- ----------------------



Chart 13 A'erage ruonthly sales Ly secto1· 
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13. Income Equivalent 

One of tbe area$ 1d,, \\ere ir1terestP".i i11 i,,. thP income 1,0111e11 deri·.t­
from their business. \\"hen designing tre question<;;, ho1•e,·e.-, it 1°:as 
found to bP impracticable to ask for the O\•n2r's salan a.~ it is 
known that micro- and small-sr·ale ent reprene11rs ofteri do no: 
distinguish bet...-·een business and famil:- ma11e~. Alsc tl1E· idea to 
inquire on the profit was drcpped, since the concept is not ~nohn 
to man~ in the target group and records were expected t0 be too 
scarce and inaccurate to arri\e at reliable figures. Therefore, it 
...-as decided to aim at the opportunit~· cost~ of the 1,oma11'E. work in 
the busirwss b:> asking for hhich salcir~ per month ~,lie \\"otild be 
...- i 11 i n g t o s e 1 J o r 1 e av f' t he L 11 s i n e s s • \, e a r · P a i-· a 1 · e t h a t t h e 
estimatE' doe~ riot oril~ refl""ct the monetar~ income act.:;ilJ;- deti\ed 
f r o m t l 1 1 · i · 1 ; . , 1 " • ~- ~- , i . 1 1 t r1 1 ~ :; o 1 l If r 1 r o 11 - nr, , ? , : ; , 1 ~ : ,j , : c 1 - • " t l 1 , 

µl easu :·e t ,, bi· orif' '!-.. 01d1 Loss. 

f. 0 



On a\·erage, -l out. of 10 female entrepret:eur!:' said that t!1ey cannot 
gi,·e up the business "hen the~· Kere asked for \,:hich salary they 
'-"Ould be \>ill i ng to do it. This hi gb occurrencE- car1 ha\·e four 
different reason~: 

al ThE-i1 identifica~io1: Fith tl1e busine-s~ i~ \·er:.· high 

b) The \•ome11 did not understand the conditionality of the 
questioll 

c) The business does not interfere t.·ith employment, both is 
possible at the same time 

d) The "oman has no idea about the income she derives from the 
business and therefore does not dare to mention a sum. 

The bigger the business the fe"er "omen think of selling or leaving 
the business. In the sample, only 16% of medium-scale business"omen 
were t.'illing to give up the business for a job t."hich earns them an 
income of up to K 1000 per month, but 46% of SSE and 57% of micro 
entrepreneurs "ere. 

Table 27 : Frequency Distribution (in%) of the 
Monthly Income Equivalent by Size of 
Businec;s 

-------------------------------------------------
I MICRO SSE MSE Average 
I 

-------------------------------------------------
Cannot give up 37.9 42.9 61. 5 40.0 

Would give up 62.1 57.1 38.5 60.0 
Thereof for Kt."acha 

1 - 100 21. 8 10.0 0.0 19.3 
101 - 300 30.0 25.0 0.0 28. 1 
301 - 500 22.7 25.0 20.0 23.0 

501 - 1000 16.4 20.0 20.0 17.0 
) 1000 9. 1 20.0 60.0 12.6 

---------------------- I --------------------------I 

Total : 100. 0 100.0 100.0 100.0 

-------------------------------------------------

By sector, Agro-Business had the highest percentage of 
entrepreneurs that ~ould resist to give up business for any amount 
(57%), while Textiles i1ad the lot.·est (27%). 

If we consider those who "·ould gi,·e up, the follot.·ing picture 
emerges if the median is used to represent the income generation 
by sector. ThP a\·erage \·a]ue t.·ould be less rPpresentat i\'f' beca11sf' 
the small samj..>lE· size gi,·es too much \;eight to P:\treme \aJues. 011t> 

busine!:.shomari in Trade mentionPd, for example, that she "·ould ha\e 
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to receive K 4,000 per month to give up her business. Including 
this "-oman leads to an average of K 620 for the sector Trade. 
Excluding her leads to average of K 442. 

Agro-Business is the most profitable type of business, second comes 
Trade, follo\;ed b:• Textiles. "'Other'" has rank four, and Food & 
Beverages and Services are the least profitable sectors. It should 
be noted that the rank order is the same if only micro and small­
scale enterprises are considered. 

Table 28 . Frequency Distribution (in %) of the Monthly Income 
Equi\'alent by Size of Business 

--------------------------------------------------------------
I AGRO FOOD SERr 
I 

TXTL TROE OTHR A Ye rage 

--------------------------------------------------------------
Cannot gi\'e up 56.8 29.i 44.7 2i.3 45.i 39.4 40.0 

"ould give up 43.2 70.3 55.3 i2.7 54.3 60.6 60.0 
Thereof for I\: 

1 - 100 12.5 23.1 H.3 18.8 10.5 35.0 19. -I 
101 - 300 6.3 38.5 42.9 21. 9 36.8 20.0 28.4 
301 - 500 31.3 15.4 14.3 28.1 31. 6 20.0 23.1 

501 - 1000 31.3 11. 5 14. 3 18.8 15.8 15.0 1i .2 

> 1000 18.8 11. 5 14.3 12.5 5.3 10.0 11. 9 

-----------------------·----------------------------------------
Total :loo.o 100.0 100.0 100.0 100.0 100.0 100.0 

---------------------------------------------------------------
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14. Value of Assets 

To find out the ...-alue of fi::\.ed asst'ts, tr,F in~en:ie,,·ee: ,,·as asked 
to estimate the replacement value of all the ma~hinery, equipment, 
tools and buildings the business O\·\IlS. It ''as considered to be 
ir.ipracticable for the enumerator to make c:.n inspection of the 
business and determine the Yalue of each and eYery i tern. Ho,,·e\·er, 
in many cases the enumerator together ~ith the business~oman made 
a list of the individual items and their value. It is important to 
no~e that the true replacement \·alue of most used items is not 
known and the figures therefore remain at best rough estimates. 

The average asset Yal ue amounted to K 15, iOO, r·1t there "'·ere, of 
course, enormous differences between busine~ses as is best 
reflected by the fact that for half of the women, the asset value 
is less than K 1,000. 

There are significant differences between sectors. In Food t. 
Beverages, the majority has assets worth ~ 500 or less, ~hile most 
women entrepreneurs in ttgro-Business, Services, Textiles and Trade 
have assets worth more than K 1,000. 

Table 29 : Frequency Distribution (in%) of Fixed Assets ralues 
by Sector 

-----------------------------------------------------------------------
Fixed Asset Value (Kwacha) AGRO FOOD SER\. TXTL TRDE OTHR AH 

0 o.o 5.6 3.0 11. 6 6.9 16.1 7.4 
> 0 - < 100 6.5 25.0 o.o 9.3 6.9 12.9 10.3 
100 - < 500 16.1 27.8 6.1 2.3 10.3 29.0 14.8 
500 - < 1,000 16.1 8.3 6.1 9.3 6.9 6.5 8.9 

1,000 - < 3,COO 22.6 5.6 21.2 20.9 13.8 19.4 li.2 
3,000 - < 5,000 o.o 2.8 9.1 J.J. 0 3.4 0.0 5 . .j 
5, 000 - < 10,000 12.9 8.3 18.2 11. 6 li.2 3.2 I I. p, 

10, 000 - < 50,000 12.9 11.1 30.3 16.3 31. 0 3.2 1i.2 
50,000 t lL.9 5.6 6. I ·Li 3 . .j 9.i 6.9 

-----------------------------------------------------------------------
Total 

Average \.al ue 
in 1000 K"acha 

I 
I 100.0 100.0 100.0 100.0 100.0 100.0 100.0 

30.8 16.7 14.6 6.5 18.5 11.0 15.i 

In the \orthern region, businesses ~ith assets ~crth aboYe h 10,000 
~ere less frequent 112%1 than in the the Southern 120%) and Central 
Region ( 26%). 
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Table 30 : Frequency lJist.ribt:t.ion I in ,. l of Fixed Asset 

Values by Region 

120 

100 

80 

60 

,0 

20 

---------------------------------------------------
Fixed Asset Value 

(1\...-acha) 
CEKTR \UNTH SOlTH A~erage 

----------------------------------------------------
0 6.6 l ~. 3 l. 9 i.4 

> 0 - < 100 11. 8 9.6 9.3 10.3 
100 - < 500 13. 2 1 j' • t. 13.0 1-L8 
500 - < 1,000 i.9 9.6 9.3 &.9 

1,000 - < 3,000 1i.1 20.5 13.0 li.2 
3,000 - < 5,000 5.3 -l. 1 i. -I ;: . ....... 
5,000 - < 10,000 i.9 1 3. i 1-1. 8 11 .8 

10,000 - < 50,000 19.i 9.6 2-1. 1 I I.~ 

50,000 + 10.5 '> -
._ • I - . 

I•; 6.9 

----------------------------------------------------
Total : 100.0 100.0 100.0 100.0 

==================================================== 
Average \'alu"" 
in 1000 l\\\acha ,, "'> ' ..... ., ! ~; .. c 
----------------------------------------------------

VALUE OF ASSETS 
by size of business 

average value of aSBets (1000 Kwacha) 

109.192 

I ---------· --·-·-- --

t------------------- ---

30.369 

·- -·· - ----16.~83 ..... _ 

MICRO SSE MSE AU 
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1::. Capita~-L?..bour R;.t.:c 

r.: ! c .. l ~ ! . : . - : : . E- ~ :-. f"· ~ \ .• -.~ .• :.:~ c..~ :.a.-.f~ .. ~!---!_>:~. \-.• ~."": ~~-..... :l 
:·' : . : 

. ~ -

In the denomir.a!.01·, thi= r.;;r..b:·:- c;f ;:c!!:er~ •··<'.;.:, iL: r~:i:=t•,.; v ~c 

take into accour.t the feraa}P er;treprenFur. 

Differences in the capital-labour ratio art most pro~oun~ed bet~een 
micr·c-e;~terprises and ~hose \.:hich are cl;:issified as small- and 
mPd:'.ur..-~c-c.:'..e. T~,E replacement Ya}ue of fi~.ed assets per onF ''orker 
(incl. the o~.I:E'r) j!'; on a\·rrage K 2,238 in a micro-enterprise and 
~ 9,6~3 i~ c. ~rdium-scale business. 

Hy sector, the capi tal-labcur ratio ,·aried from K 1, 3 i6 in the 
"Other" sector to K 7, 220 in Trade. The lo"· value cf the first i ~ 
due to that most businesses in "Other" are labour-intensiYe and us~ 
a simple technology (stone quarrying, brick making). Trading 
businesses on the other hand often don't haYe any or or.l y one 
employee, but need storage facilities. 

The difference het~een the average capital-labour ratio of rural 
CK 3,234) and urban enterprises CK 4,272) was not as large as one 
wo11ld possibl~- expect. This can be explained by the urban/rural 
distribution of sectors. Table 5 shows that the two sectors with 
the highest capital/labour ratio (Agro, Trade) are predominantly 
in rural areas. 

Diffprences were more pronounced between the regions. The capital-
1abour ratio "'as highest in the South wit.h K 5,082 compared to K 
3,628 in the Centre and l\ 2,893 ill the :\orth. 

This finding ~11ggests thi'tt technologies use-din the ~O\:t.h C.T'E' 11101t­

rapit:11 intf-•TJsi\F r-e~;:n·d1ess of the !">ector arid "·Jiethe1· lt•F h11<-,i11r~:-. 

i!'. in 1-1 rural or· urban eri\iror1merit. Ecoriom1c iog.ic ~n.;.ol>t-~. tt1;;,t t:.r> 

relati,·p price of capital has t,o be cheaper in the Sout.h. f'O'.->!->i11lt­
e:q..1lanationH are differences in the a,·a.ilaLility of e1ectrir·it~ 

and in the cost of machinen and equipment dut:· to differences 111 
transp::>r·t c·o~.t, ir1eyu'1l ill es in the access to credit An<f 
dii-.1J111·it ies ir1 I.tie laho11r· n:ar·hpts. Looking at eiecl1icit:•, onh ·~· 
'I~ c;f the b11'"'inf-'S'--PS J11 the \or·th used e)pc:r·,c1t~·, 1,hilP <sh~·,.' 

I" : c-~- ;, '- m;.11,\ rl 1 rl i 11 1 hP o I hP r· r·e~. 1 011<.·. ( ;;i ~10!1 I ~ O~' 1 "' Ii: 



Chart 1 f, Capital-~abour ratio by sec: 
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table 31: Capit1l-l1b~ar ratio ia fe1ale 011ed businesses !ia l1acha per 1orterl 

----------------------------------------------------------------------------------! 
:10 of bera1e :studard : Bui1111 : !il'li1u 
:obaertatiou : :Detiation: : 

--------------------·--------------=-------------·---------'---------·----·-------' I I I t I • 

l1l Puiaesm I 
I 203 : 3,TSO : 8,735 : 62,500 : 

-----------------·----------------------------------------------------------------! 

bJ sector 
----------------------------------- ----------------------------------------------! 
l1ro-hd111tn 31 5,71: 11,115 40,000 10 ! 

food and 5e'er11e1 36 2,669 1,m 40,000 D ! 

Se nice 33 3,335 4,522 18, 150 0 ! 
Tei tile 43 2,932 1,m S0,000 0 ! 
Trade 29 7,220 12.181 62,500 0 ! 
Other 31 l,m 5,266 21.m 0 ! 
::::::::::::::::::::::::::::::::::;::::~:::::::::::::::::::::::::::::-::::::::::::! 

bJ rurai/arbaa are• 
----------------------------------------------------------------------------------! 
lural 
Orban 

102 : 
101 : 

3,234 : 8,661 : 62,SOO : 
4,272 : ~.i78 : 50,000 : 

r I " . 
20 ! 

--------------------------------------·-------------------------------------·-----------------------------------------------------------------------------------------

bJ region 
---------------------------------------··--·---------------------------------------! 
Centre 
lortb 
Soutb I 

I 

l6 : 
73 : 
S4 : 

3,628 
2,893 
5,062 

: 7,404 : 40,000 : 
: 7,545 : 50,000 : 
: 11,39~ : 62.500 : 

30 ! 
10 ! 
s ! 

::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::::! 

bJ size of buai1e11 
------------------------------------·---------------------------------------------' 
!icro 
SSE 
!SI 

155 : 
35 : 
13 : 

2.m 
8,261 
9,663 

: 6,616 50,000 : 
: 12,466 : 62,500 : 
; 11,559 : 38,462 : 

ao ! 
1000 ! 

------------------------------··---------------------------------------------------------------------------------------------------------------------------------------
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Ir: o:·d<'! to !"inc c~1t ld:e-:..hf-r· the1·e is e:;c.:ess cap<:city, ~!1c 
Lus~11t->~£-~•cr..t=t!. "'"'-'!:-" as!.ed Ki.ether· st1E'- could p1·od,;ce mc;E: ;·;th ii£-r 
equi }Jmtnt and mac.:hiner~·. 1 f ~he aus"'"£-red \·: i th ~ e~, it \;-.:., f·1r<.he-r 
irn:est.igat.ed "'"t,ether she ,,·ould raf'e<l more err.p-ioyf'ES tc cl<: !:.c·. If 
that ,,·as not. the case, e:-;cess ca(JC:..C i ty ''a£ c i agriose<l. 

On average, -13~ of the bi.lsi ne~scs in the sampie ''ere found t.:; h<~Ye 
excess capacity, e.g. they ~cald haYe been able to p1oduce more 
Kith the present equipment. Kithout employing additional Korkers. 

E~cess cap&c i t;i. t..·as found m1Jr£- frequent 1 y ir1 mi c i-o enter-pr i !:::e!::: than 
in small-scale enterprises (~5% Yersus 3~%) and least frequently 
in medium-scalP enterprises (30%). 

\.\hile in Textiles onl~ 27% of the businesses "·er·e affect£-d, the 
percentage Kas 56% in Trade, 53% in Services, 51S in Agro-Business, 
and 36% in "Other". Based on these results, it can be said that 
there is significantly less excess capacity in Textiles than in 
Trade, Services, and Agro-Industry. 

Table 32 Capacity Utilization - !in%) 
Can produce more ~ith existing equipment? 
If yes: Need more employees to do so ~ 
If no: Could produce more Kith more employees ~ 

------------~----------------------------------------------------
Equ ipmt / Empl oyces: AGRO FOOD SER\" TXTL TRDE OTHR Average 

-----------------------------------------------------------------
Yes I Yes l 8 • ..; 3 2. -I ! e. 2 5~. :i 2 'j • 8 -! 2 . -I 3,.J ' - ..... 
Yes I \o "' 50.0 3i.8 ;; . .i. 1 2- ,, 

I • ..i 55.6 36.~ -13 . l 
,. 
_,Q I Yes 13.2 5 • -I e. 1 £.8 5. 6 9. l 8.0 
:\ () I \o ** 1 8 . -I .~..J. 3 21. f, 1 l • -I I I • 1 ! z. 1 j 6. -I 

-----------·~-----------------------------------------------------

Tctal :100.0 100.0 100.0 100.0 100.0 100.0 100.0 
-----------------------------------------------------------------

* Excess capacity ** Full capacity 

\o sigrd fjc;a.nt difference!,. "'eT'E' found bE.t"'·eeri r·e~io11s. 

f<11rc.i] businPsses se"'m Lo bt> mon• affected h~· e~;ces~ c:cipc.icit~ 1-1~%) 
than ~•rbari businesses ( 36% I. 



In all sectors but Agro-Business, the most common reason for excess 
capacity ~as lack of customers Ion average in ~5% 0f all types of 
business). In Agro-Business most frequently lack of ra~ materials 
was responsible for excess capacity (32%1. This is in line ~ith the 
temporar~· shortages of chicken feed experienced everyl>here in 
Mala. ·i after poultry businesses had been act i \·el~· promoted and 
attr2-ted many entrepreneurs. 

Table 33 : Reasons for excess capacity by sector (in %1 
----------------------------------------------------------------------------
Reason AGRO FOOD SER\' TXTL TROE OTHR ,\\"erage 
----------------------------------------------------------------------------
Lack of customers I 10.5 57.1 75.0 41. i 35.0 58.3 ~5.8 I 

Lack of ra"· 11aterial 1 31.6 7.1 5.0 25.0 30.0 8.3 1i.i 
Lack of "or king cap. 21.1 7.1 10.0 8.3 20.0 0.0 12.5 
Lack of time 0.0 7.1 5.0 16.7 5.0 16.i - ? '· -
Lack of space 10.5 14.3 o.o o.o o.o 8.3 - ? o._ 
Production problems 10.5 o.o o.o 8.3 0.0 o.o 3.1 
New Business 5.3 o.o o.o 0.0 o.o 8.3 2.1 
"'ai ting supply 5.3 o.o o.o o.o 0.0 o.o 1.0 
Other 5.3 7.1 5.0 0.0 10.0 o.o 5.1 
-----------------------------------------------------------------------------

Total I 100.0 100.0 100.0 100.0 100.0 100.0 100.0 I 

========================;==================================================== 
Regarding Table 34, the most striking result is that no medium­
scale businesswomen mentioned lack of customers as the reason for 
excess capacity which indicates that they have well established 
markets for their products. 

Table 34 : Reason for excess capacity 
by size of business (in%) 

Reasor. MICRO SSE ~!SE Average 

---------------------- ----------------------------
Lack of customers 47.5 50.0 0.0 45.8 
Lack of ra"- materials 17.5 16.7 25.0 1;.; 
Lack of "·orking capita 13.8 0.0 25.0 12.5 
Lack of time 8.8 o.o o.o i.3 
Lack of space 3.8 8.3 25.0 5.2 
Production problems 2.5 8.3 o.o 3. 1 
!'\ e"· business 2.5 o.o o.o 2. 1 
Waiting supph' 1. 3 o.o o.o 1. 0 
Other 2.5 16. 7 25.0 5. 1 

---------------------------------------------------
Total : 100.0 100.0 100.0 100.0 
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Shortage of tirr.e "'·as a pronounced factor inhibiting capacity 
utilization in the !\orth onl~-, \.\hile lack of raK materials "'-a~ 
important in the Centre (30%) and lack of "orking capital !19%l has 
the second mo~t important impediment to capital utilization in the 

South. 

17. Loans 

A common assumption is that lack of access to loans is one of the 
most important reasons "-"hY \.·omen are underrepresented in the 
business community. Contrary to this, it Kas claimed by SEDO~ that 
loan approYal rates for female applicants "'·ere higher than for 
their male colleagues (READ!, 1989, p. 55). 

Overall, about 1/3 of the intervieKed business"'omen had applied for 
a loan during the past t"o years pri~r to the surYey, and 3 out of 
4 applicants had received the loan at the time of the surYey. The 
aYerage loan amount was K 7,431. One out of four loans had already 
been repaid, and also one out of four "as not up to date "'i th 

repayments. 

As was to be expected, a significantly higher percentage of medium­
scale enterprises applied for a loan during the past t"o years: 54% 
as against 31" of small-scale and 36% of micro enterprises. 
Approval rates did not depend significantly upon the size of the 
business. The average loan amount increased "ith ~he size of the 
business from K 3,249 in micro to K 12,501 in small-scale and 
K 34,600 in medium-scale enterprises. Micro- and small-scale 
businesswomen had more often difficulties \\i th repA~·ments than 

medium-scale businesswomen. 
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Tatle 3:! Loa1; patten1 b::· si:::f of b:1sines~ fc.i· :c?.:!: :;-cf'.n•:'. 
during the past t~u ypar~ 

': ! ~ -I:~~ s~,: ~l~L lvl<>l 
--------------------- I -------------------------------------------
\o. c,f lJu;,, i ll~S5 171 '>-_,;, 13 ........ -

~-J 

\c;,. api;l ied for loan €~ 11 I s: 
% applied for loan 36.2% 31. -1%. 53.94 36. ~% 

~o. recehed loan -16 10 5 6] 
% successful applic. il.9% 90.9% il. -1% 1-L .t~~ 

A\·erage amount (K) 3,248.80 12,502.70 34,600.00 i,430.iO 
Minimum loan ( K) 200.00 527.00 5,000.00 200.00 
Maximum loan CK) 15,000.00 50,000.00 80,000.00 80,000.00 

Xo. alreadr repaid I 10 2 3 15 
I 

~o. still outstanding: 36 8 2 -16 

Ko. not up to date 13 2 0 15 
not up to date in % 28.3% 20.0% 0.0% 2-L 6% 
of loans recehed 
-----------------------------------------------------------------

By sector, the picture is as follows. Agro-Business and Textiles 
have the highest application rates. Average loan amounts \·aried 
from K 2,750 in Textiles to K 16,315 in the "Other" sector. Trade 
had the lowest approval rate (55%), but the sample is too small to 
allow a qualified statement whether this percentage is 
significantly lower compared with the other sectors. The same 
applies to Food & Beverages, shDldng the lo,,est apr·lication rate 
and the highest percentage of loans in arrear for those who had 
receiYed a loan. 

-,., , ,_ 



Table 36 : Loan pattera bJ 1ector for loaas receited dari11 
t~e past t10 rears 

-------------------------------------------------------------------------------------------------
lGIO fOOD SllfICE TllTIL! TRADE OTIH TOTAL 

---------------------:-----------------------------------------------------------·---------------
lo. of 'basiaeu I 37 37 31 44 l6 33 m I 

lo. applied for loaa : n 1D 11 21 11 12 12 
S applied for loan 46.tl 27.IS 29.Dl 47.TI 3D.6S 36.41 36.41 

lo. leceited loaa 14 1 I 17 6 9 u 
S 11cce11fal applic. : 12.41 ll.IS 12.TI II.IS 54.&s 75.IS 14.U 

berace uout 1,179.90 1,H5.TD 1,471.43 ~.150.ID 5,366.ID 16,314.&T 1 ,430. TD 
li1i1H loaa 2&1.to 211.to 2,llD.ID 150.ID 1,218.18 527.H 200.ID 
IUilH 1011 : 58,IDO.ID 31,HD.IO l2,51D.IO lD,IDD.H 15,DOO.ID ID.HD.ID IO,HO.ID 

lo. 1lre1dJ repaid I 4 1 1 4 4 1 15 ' lo. still oat1ta1di11: 10 I 7 13 2 I 4& 

lo. aot 1p to date I 3 4 2 3 I 3 15 I 

aot IP to date ia I I 21.41 57.lS 15.n n.n I.IS 33.31 2t.n I 

of 10111 receited 
-------------------------------------------------------------------------------------------------

Women in the North have applied for loans less often than those in 
the other regions: 29% compared to 43% in the South and 38% in the 
Centre. The average amount of a loan received is lowest in the 
North with K 3,5J7. It is about twice as high in the Centre (6,975) 
and three times as much in the South (K 10,263). 

Women in the North reported more often difficulties in keeping 
payments up to date, but the differences between the regions were 
not significant. It may be interesting to note that according to 
lending institutions arrears are more frequent in the South. 

A significantly higher percentage of urban businesswomen has 
applied for a loan (44% versus 30% in rural areas). Approval rates 
were nC\t significantly different. The average loan amount was 
higher in urban areas: K 8,938 versus K 5,545. 

The majority of businesswomen (62%) in the sample has never 
borrowed money for her business. This percentage is only slightly 
lower for women in SSE (50%), but it seems that relatively fewer 
women in MSE have never had a loan for their business (30%), which 
again, is not surprising. 
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Chart li: AYerage loan amount 1988-1990 by sector 
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1988 1990 by sector 
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16.314 

DllU'l'l'/BASW' SURVIY 18110 ON 8USINISS1rOlllN 

There are no differences in the share of women who ha,·e ne,·er 
borro"ed bet"een region, and neither bet~een rural and urban areas. 
This applies also to all sectors but Agro-Business, "here only 30% 
haYe neYer borro"ed mbney. Again, this reflects the fact that Agro­
lndustry and in particular poultry businesses haYe been promoted 
by SEDO~ as well as the Ministry of Agriculture in last fe" year. 

The most common ans"er to the questi~n "hY they had neYer borro"ed 
mone~· "-"BS that they had enough. ( 32X). One forth of the "·omen said 
that they are afraid to borro" money, "hile 1..JX each didn't kno~ 
ho,, to go about it t.'f" trif'd but didn't get a lc1;in. 
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Table 3i : Rt>ason for not Borro'-·ing ( ira %) 

I AGRO FOOD SER\" nn TROE OTHR A,·erage I 

----------------------- I ------------------------------------------------------
Ha\"e enough money 58.3 28.0 32.0 33.3 26.9 30.0 32.6 
Afraid to borro" money 8.3 36.0 32.0 31.5 15. -1 15.0 25.8 
Don•t knoi.· to go about 8.3 12.0 16.0 12.5 15. -1 15.0 13.6 
Tried but didn•t get it 16.i 12.0 -LO 12.5 19.2 20. (I 13.6 
~e,·er thought about it o.o 0.0 12.0 0.0 3.e 5.0 3.8 
Other 8.3 12.0 -LO -1.2 15.3 10.0 9. 1 
None 0.0 o.o 0.0 0.0 3.8 5.0 1. 5 

Total :100.0 100.0 100.0 100.0 100.0 100.0 100.0 

18. Customer Credit 

Almost 90% of the ~omen reported that they would always pay cash 
for purchases in their business. Almost 60% however, sold their 
products not only for cash, but gave credit to their customers. 

On average , the outstanding amount owed by customers was about 
K 750, and that was just half of the monthly sales in a normal 
month. 

Giving customers credit is equally common for businesses of 
different size, but the outstanding amount in relation to monthly 
sales is highest for microbusinesses, and higher in small-scale 
enterprises than in medium scale (about 50% compared to 30% and 20~ 
resp. in the sample). This is an indication that women in bigger 
businesses tend to exercise better financial control than 
microentrepreneurs. 

The importance of customer credit differs a lot between sectors. 
While onlv one third in Service sell on credit and while the 
" outstan~ing credit to sales ratio" is about 25% in this sector, 
80% of the Text:le businesses allow pur=hases on credit and the 
ratio reaches 90% . In Food & Beverages, half of the women sell on 
credit, but they have the highest outstanding credit to sales ratio 
(170%1. 

While the percentage of woraen who giv~ credit to their customers 
i s e q u a 1 i n t he t h re<' re s i o n s , i t i s i n t e re s t i n g t h a t i n t h,, \ C> r t h 
the outstanding amount relative to sales is significantly higher 
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Table 3& : Cu1to1er Credit Statistics 

:1u1ber 1it~ :11 S : lteraie credit out-: lter11e sales :credit in S 
:out. credit :of 1rouf : 1tandi1r (l•a~ha) : per 101tb (I) :~f sales 

Ill 129 : 57 : 742.43 : 1371.47 : 54 
--------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------

BJ sector 
____ , _____________________________ --------------------------------------------------------!! 

l&ro 
food 
Sen ice 
Teltile 
Tnde 
oner 

21 
19 
13 
35 
22 
21 

57 
51 
34 
ID 
&1 
H 

794.ll 
118. II~ 
~4U8 

H62.i8 
422.H 

1255.24 

1142.63 
513.32 

1272.23 
1184.72 
2540.U 
1503.05 

TO !! 
no !! 
27 !! 
IO !! 
17 ! ! 
H !! 

::::::::::::::::::::::::::::::::::::::::::::-::::::::::::::::::::::::::::::::::::::::::::::!! 

BJ raral/ar)a1 area 
-------------------------------------------------------------------------------------------!! 
lull 
Vr)111 

53 : 
62 : 

376.96: 
1091.28 : 

1057.5) : 
1671.13 : 

36 !! 
65 !! 

------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------

IJ re1io1 
-------------------------------------------------------------------------------------------!! 
Centre 
lorn 
South 

n: 
40 : 
42 : 

51 : 
55 : 
51 : 

573.18: 
770.17 : 
904. 73 : 

4553.36 : 
HU5: 

me.21: 

13 ! ! 
82 !! 
36 !! 

!! 
---------------------------------------------------------------------------------------------------------------------------------------------------------------------------··--------------

BJ 1i1e of )a1lae1s 

licro 
551 
ISi 

105 : 
21 : 
3 : 

59 : 
60 : 
23 : 

m.o3 : 
1359.0S : 

4000 : 

975.49: 
4282.16 : 
20834.7 : 

54 ! ! 
32 ! ! 
19 ! ! 

-------------------------------------------------------------------------------------------------- -- ---------------------------- ----------------------------------------------------------

lote: la this table, ater11e 11le1 fi1ure1 ire those of busl1e11e1 11th credit oatstaadi11 1berea1 
Table 24 1ho11 the ••er11e 1ale1 f11ure1 of all bu1i1e11e1. 
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than in the rest of the countr;..-. ( 82% compared to 36 % in the 
Southern and 13% in the the Central Region). The reason for that 
is likely to be the lo"er purchasing po"er of the customers and 
the higher instability of their incomes. This implies that often, 
the option is not to do business at all or to sell on credit. 

In rural and urban areas credit sales t.'ere found to be nearly 
equally common, but the outstanding amount relative to sales ,.,-as 
higher in urban areas. 

The data shov that in many female ot."ned bwsinesses a substantial 
amount of ,.,-orking capital is tied up in customer credit. In a 
situation where the woman does not have the option to use a bank 
overdraft or any other form of working capital loan, this is a 
heavy burden on the liquidity of the business. How much of these 
amounts will actually be paid back, is another question. 

19. Biggest Problem at Present 

While lack of customers was identified as the most common reason 
for excess capacity, lack of capital was most frequent!~· (21%1 
indicated as the biggest problem at present, followed by lack of 
customers (19%) and shortages of raw materials (14%). 

Lack of working capital does not imply that there is a growth 
potential which cannot be realized because the woman has not enough 
equity or does not get sufficient loans. Lack of capital rather 
reflects a poor income situation and, above all, lack of working 
capital. A number of reasons might be responsible for the latter. 
Stocks of raw materials and finished goods might be too high, the 
profitability might be too low, outstanding customer credit might 
be too high or family demands on the business income might be too 
high. It must be noted in this context, that ve know from other 
contacts with busi ness,.,-omen that husbands often consider the 
business income as belonging to them. This is not all that 
surprising since they often provide the bulk of initial investment 
(see chapter D.3. ). 
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Table 39 : Biggest Problem by size of business ( ~) 

-------------------------------------------------
I MICRO SSE HSE A\·erage I 

-------------------------------------------------
Lack of capital 20.9 21.2 25.0 21. 2 
Lack of customers 21. 5 6.1 16.7 18.7 
Lack of inputs 15.2 12.1 8.3 14.3 
Lack of equipment 7.6 9.1 16.7 8.4 
Getting payments 7.6 6.1 o.o 6.9 
Price of inputs 5.7 12.1 0.0 6.4 
Lack of time 3.8 3.0 8.3 3.9 
Transport 4.4 3.0 0.0 3.9 
Technology 3.2 0.0 16.7 3.4 
Other 10.1 21.2 8.3 11.8 
No answer o.o 6.1 0.0 1.0 

-------------------------------------------------
Total : 100.0 100.0 100.0 100.0 

================================================= 

In the sample, the importance of lack of capital increased with the 
size of the business, but the differences cannot be said to be 
significant. The same applies to shortage of raw materials, where 
according to the saaple microenterprises were more often affected 
than saall-scale enterprises which in turn were more prone to this 
problea than medium-scale enterprises. Lack of equipment and tech­
nology probleas occurred significantly more often in medium scale 
enterprises. Lack of customers is a significantly less common 
problem for small-scale entrepreneurs compared to micro entrepren­
eurs. 

Lack of capital is aost pronounced in Trade (47X), while lack of 
customers is the most important handicap in the "Other" sector 
(30X) as well as in Food & Beverages (23X). Lack of inputs is the 
most frequent problem for Agro-Industries (38X). In the Services 
sector, lack of capital, lack of customers, and high prices of 
inputs are all equally important ( 21X each). Problems in tht> 
Textiles sector are divers with getting payments from customers 
mentioned most frequently (17X). 
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sector (in ~) 
Table 40 : Biggest problem by 
------------------------------------------------------------

TXTL TRDE OTHR Average 
I FOOD SER\' AGRO I ------------------------------------------------------------

20.6 14.6 47.1 20.0 21.2 
Lack of capital I 14.7 10.0 • 
Lack of customers: 11.8 23.3 20.6 12.2 li.6 30.0 18.i 

Shortage of Ra'" H: 38.2 13.3 8.8 7.3 5.9 13.3 14.3 

Lack of equipment' o.o 13.3 14.7 14.6 o.o 6.7 8.4 

Getting payments o.o o.o 2.9 17.1 11.8 6.7 6.9 

Price of inputs o.o 6.7 20.6 7.3 o.o 3.3 6. -l 

Lack of time 2.9 3.3 o.o 9.8 2.9 3.3 3.9 

Transport 14.7 3.3 2.9 2.4 o.o o.o 3.9 

Technology 2.9 10.0 o.o 2.4 o.o 6.7 3.4 

Other 14.7 16.7 8.8 9.a 11.8 10.0 11. 9 

o.o o.o 2.4 2.9 o.o 1.0 
No answ.er o.o 
-----------------------------------------------------------: 100.0 100.0 100.0 100.0 100.0 100.0 100.0 
Total ------------------------------------------------------------

I 
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D. How ~~•en Start Business~s 

1. Origin of Business Idea 

One out of two businesswomen claimed that the idea for the business 
was genuinely her o~n. Second most important for the origin of the 
idea were other people in that business. In 12X of the cases the 
idea originated from friends and relatives, in 7% from the husband, 
and in 8X from somewhere else. 

Table 41 : Origin of business idea (in X) 

: MICRO SSE MSE Average 

Ne answer 0.6 o.o 0.0 0.4 
O'ftn 50.3 40.0 53.8 48.9 
Friends la Relati,·es 13.6 8.6 o.o 12.0 
Husband 4.5 20.0 i.I i.1 
People in that Bus. 23.7 20.0 30.8 23.6 
Other 7.3 11. 4 i.i 8.0 

Total ! 100.0 100.0 100.0 100.0 

2. Advice 

About 60% of all entrepreneurs in the sample didn't seek any ad~ice 
when they started, they went into business blindly. Interesting~y, 
that is true for microentrepreneurs and small- .and medium-scale 
businesswomen alike. Those who did seek advice, did so mainly on 
technology if they were microentrepreneurs, and on business 
management or book-keeping, if they started a small-or medium-scale 
business. 

Tat.le 42: Ad\·ice sought at &tart of businPss fin%) 

: MlCRO SSE MSE /\\·erage 

Technolog;.· 19.8 8.6 ; . ; 17.3 
Customer relationship 2.3 2.9 o.o 2.2 
nusiness Management 9.6 1 7. 1 l 5 . -I 11. 1 
Bookkeeping 2.3 o.o 15.4 2.i 
Loan applica:ion 1. 1 2.9 0.0 1. 3 
Other 2.3 11. 4 o.o 3.6 
~one 62. 'i 5 i. 1 61. 5 61 • 8 

---------------------- ----·-----------------------
100.0 100.0 100.0 100.0 

====================== ============================ 
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3. Initial Cash Investment 

Regarding the start-up of a business, thE first area of interest 
is the initial amount invested in a woman's business and where this 
money comes from. Investment in kind, such as inherited or 
pre\"iously acquired machines, was not included. The reason for 
doing so was to a\·oid the inaccuracy that would come in by 
estimating the \"alue of an item, which was already used and whose 
market price was usually not known. 

In order to be able to compare the data, the initial cash 
investments of those businesses which started before 1990 were 
converted into 1990 \"alues by means of the GDP deflater. 

Businesses which started 1972 or earlier were not included. The 
further the starting year dates back, the less reliable data on the 
initial investment are. We believe, that data on investments which 
were made more than 18 years ago are so inaccurate that they are 
not worthwhile considering. Together with missing data on initial 
investment, 31 out of the 225 businesses interviewed were excluded 
from the analysis. 

Year 

1990 
1989 
1988 
1987 
1986 
1985 
1984 
1983 
1982 
1981 
1980 
1979 
1978 
1977 
1976 
19i5 
19i4 
1973 

GDP Def lator 
1978 = 100 

474.1 
429.0 
350.8 
276.3 
247.2 
21i.6 
18i.6 
171.6 
15i.O 
137.1 
118 .8 

98.6 
100.0 

99.8 
88.0 
80.0 
73.9 
62.5 

Conversion 
Factor 

1.00 
1.11 
1. 35 
1. 72 
1. 92 
2. 18 
2.53 
2.76 
3.02 
3.46 
3.99 
4. 81 
4.74 
4.75 
5.39 
5.93 
6. 42 
i.59 

Source: Ministry of Finance 
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The distribution of the initial investment by size of business and 
by sector is shown in Tables 43 and 44 respectively. 

Overall, more than 50% had a starting capital of less than K 500 
and i5% started with less than K 3,000. 

By sector, the values differ considerably. ~hile nobody in Trade 
started with less than K 100, almost 60% in Food l Beverages did. 
The vast majority in that sector (80%) started ~ith less than 
K 500, and with the exception of two businesses which started with 
more than K 50,000, no business in Food & Beverages had an initial 
investment over K 5,000. Note that the average initial investment 
in Food & Beverages declines from K 4,973 to K 356 if the 
businesses with the exceptionally high investments are excluded. 
In Textiles almost 60% started with less than K 500. Agro-Business 
had on one hand the highest share of women who started without any 
cash outlays at all (18%), but on the other hand, the sector had 
also the highest share of women who started with K 3,000 or more 
(40%). In the "Other" sector, about half of the women started with 
less than K 500. 35% had an initial cash capital of K 5,000 and 15% 
had more than K 10,000. 

Summar:zing, the following picture emerges: Trade requires by far 
the highest initial cash investment, with most of the money going 
into the purchase of the traded goods. Textiles and Food & 
Beverages demand the lowest entry fees. Agro, Services and "Other" 
constitute the middle class. 

Table 43 Frequency distribution (in%) of initial cash investment 
by sector 

--------------------------------------------------------------------
Initial Investment 

(1990 K10Rcha) AGRO FOOD SER\' TXTL TRDE OTHR An? 1ge 

--------------------------------------------------------------------
0 18.2 5.9 9.7 5.3 o.o 11. 5 8.2 

> 0 - < lOCJ 6.1 52.9 16. 1 2€.3 o.o 11. 5 19.6 
100 - < 500 21.2 20.6 35.5 26.3 15.6 26.9 2-1. 2 
500 - < 1,000 6.1 8.8 9.i i.9 12.5 11. 5 9.3 

1,000 - < 3,000 9.1 2.9 12.9 18.4 2;). 0 11. 5 13 . .i 
3,M.:: - < 5,000 18.2 2.9 3.2 5.3 12.5 11. 5 8.8 
5,000 - < 10,000 15.2 0.0 3.2 5.3 25.0 0.0 8.2 

10,000 - < 50,000 3.0 0.0 5.5 5.3 6.3 7.7 4.6 
50,000 t 3.0 5.9 3.2 o.o 3. 1 7.7 3.6 

-------------~----------------------------------------------------
Total 

Average \'alue 
(in 1000 Kwacha) 

100.0 

6.1 

100.0 100.0 

5. () 6.8 
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Bigger busi;iesses b&.\E started hith hi~Le: 1;;~t.~~,: c:~~=· ;:.·t.,,:tr::l'<:t. 
\\hi le :1c rnedjur.-o·:·;.,~e E·nte!';.,::i~e =t<:rtPd \·.:~'. ~<-!= :hnn !. ;;(•(•, 2:i% 

c,f SSE and 63~ :if ~llCf\l' c:!lc.l. 

Table -t-t Frequency distribution (in '~l of initiai 
cash in\·est!Tl"!H. by size of business 

--------------------------------------------------
InitiE.! Investment. 

(1990 Kt..·acha l I MICRO SSE ~SE A\·erage 
I 

--------------------------------------------------
0 9.3 6.3 o.o 8.~ 

> 0 - < 100 24. 7 3. 1 0.0 19.6 

100 - < 500 28.0 15.6 o.o 2-l. 2 

500 - < 1,000 10.i 3. l 8.3 9.3 

1,000 - < 3,000 12.0 18.8 16. i l 3 . -I 

3,000 -- < 5,000 8.7 12.5 0.0 8.8 

5,000 - < 10,000 5.3 18.8 16. i 8.2 

10,000 - < 50,000 1. 3 15.6 16.i 4.6 

50,000 + 0.0 6.3 41. 7 3.6 

-------------------- -----------------------------
Total 

I 100.0 I 
100.0 100.0 100.0 

--------------------------------------------------
Average Value 
(in 1eoo Ktoacha) 1.4 13.6 45.9 6.2 

--------------------------------------------------
Median (in 1000 K) : 0.3 3.8 34.4 0. -t 

--------------------------------------------------

Comparing rural with urban businesses, there were more businesses 
in rural areas, tohich had started toith no cash at. all (15% Yersus 
5%), and less ,,.-hi ch hac started with more than I~ 1, 000 ( ::J~. \·£,n.u~ 
34%). The aYerage initial in,·estment amounted to I\ 6,-l20 ir1 urbau 
and I\ 5,90-l jn rural areas, "'hile the median "'as I\ f.5~ and I\ 3fq 

respect i \"£' l y. 

4. Maior Source of Initial Investment 

~Parly 80% of the business\o\omen in the saffiple financed the iriitial 
inYestment b) equit~·· The main source of equity "·as thf' husband 
(for 32% of those "·ith equity financing). Income from anothPr 
business \.\as said to be the second most important so11rce of ey1111~ 
(2i%), and third came income from employment (Ii~·.). Loan finar1c1r1t; 
"as pro\·idPd hr 1nstitutions arid relatiu·!-./frier1ds, 1-ltl1 

institutions being the most important sourc·e. 



111 GUl sur\·e~, 154}~ of the IP1!:>!lle=-s\,on•er1 saio that ir.s:it11:ion::: 
• fi~ -~l•C-E-l; thi:· big~es.t portio!I cf their in1t1a2. H1\estrnET1t. L'ther 

studies O!! smali sc:aie p1.tt-J"),,r1se~ lli . .;frica cam~ i.t- 1-.: • !. ;. ~:i:-h 
lo,.-e?· percentage of busines.ses rel~·ing on inst1tut1011n.~ Lr1n.r1ce for 
start-up. The \\orld Hant ll979, p. 21J ment;ori!' fo:· \.',;e:·1a, 
Tanz.a11ia, Sierrn Leone a11'1 t.·~:einda f;g11r·e~ bet\d:•t.'n C'.:·'A: a·.c :_~, 

For "la]a,.-i, the READI sur,·ey sho\."ed a higher percen. -i~e o'. •-:::imer1 
(18~~) relying on loar1 finance for init1ai capita~ in-estme:-'1'. thar. 
men (4%), ho"e,·er, "ithout distinguishing i11st1tut10na: ar:d nor1-
institutional sources (READl, 1989, p. 110. Table 1.:i.6. l. 1hls is 
in fact not ve1·y surprising, considering that "omen 1ia-.e le::~- often 
income of ~heir o~n fro~ employment and are less often heirs of 
assets, both of "hich could be used to start a business. 

Institutional finance is most important for businesses cla~~:f1ec 
as me>dium-scale, "here almost e,·ery second bus: ness ( -H,,~ l got 1 ~ s 
initial capital mainly from that source. Tr.is corr.r-·are~ ,, itL 
approximately 13% in ffiicro- and small-scale enterpr1s~s. 

There is e\"idence that the relative non-importance of ler1cir1~ 
institutions for micro and small-scale entrepreneurs does no: mPan 
that they have enough money but rather reflects that acces!"- to 
formal credits is difficult for them . .-\s "'ill he seer; in tiH" 
follo~ing chapter, lack of capital is b~- far thf" most irr.partan: 

start-up problem. 

W"hat makes access to credit difficult for mlcr·o and smidl-~cr.le 
entrepreneurs is th~ small nature of their operations "'t.1~h ma~e~ 
their needs too small to be attractive for lending ins: itut 1or.~ .. 
Lach of collateral, unfamiliar it~ "ith ioan applicrtt1c.·r. p::;.h~d:•< 
and an insufficient net\.·orl-. cf financing institut ior.!-. iiif :· .• : • • ··: 

rt-a~ons (~ee Okelo, 1989). 

Bt->f'-"E'e11 sectors, the importance of inst1tut10nal f1r::11,:·1 ".r·11i: 
from 24% in Food A. ReYerages to 5~~ in ~en·:n•s. Tt.f c!1!!t·:Pr.·r· 
bet~een Food 6 Beverages anr Trade (8%) lS c;t;rpTl!".if\te,. l\•l!-ll.f "'' -

ir1 Food 1i. He,·erages had on an'rage the 1o"est. 1n1t1al 1r1·.1·<tm!11'. 
ar,rl busi11Ps~es in TradP thP h1ghps~. (Jnr ~c;tilc 1ht·rt""fnr·r •···.p+·"·~ 
1h:-:it inst1tutions'-·ere mor·r impor·t.ant for hus.;nesFe~ ir.lrad•· '.t1.

0

•r. 
for· thosf' in Fooci A He,·eraio?;es, h1it just tliP oppos1t1· hc;}d<. 11.;!-. 
c ;: : , b c- e '; I-' l a i n e rl b ~ t t If' f rt c ~ ' h rt t ~ 1-.l H > ': , t. h P nit.• ~ t 1 mp ( r '. a r: : f ir 1 ~ r. ' 1 

i11st :t11,1..ion for· micro and sn,:il 1 scale enterpr 1!-.1-·~. CJ(.1·- :, •. '. ~ "' 

1 ;1-111!-. to Trfldt'. ~nothPr E".i>1anRt1cn could be :hflt "omf·r. ~:,,r.i.: 111'.c. 
T"oorl A J\Pvf'ra~Ps arP poorer· khen the~ start : h;.r1 1.c ni•·r: 1o., 1 r._ 1 rtl (, 

Trad(•. lhi!-, ho"e,·er·, cannot br· 1nff'rred from c,1r 0<1::-1 t>lit \ooujc· 

n· y 1 i j r· f' f 11 r t h P r C1 11 t i:t c r, l l Pr- t 1 or 1 • 

f ... 



Table -15 ~ajor source of initial investment lin %) 

--------------------------------------------------
I ~lICRO SSE ~1SE A\·erage I 

--------------------------------------------------
Hus ban~ 24.8 28.l 23 .1 ') - ') 

"-;) . ~ 
Other business 23.6 12. 5 I • I ~0.8 
Institutions ' 13. -1 12. 5 -! 6. 2 15. ;j 
Employment 12. 1 18.8 I , I 12.9 
sa,·ings 9.6 9. -l 15. -l 9.9 
Re la ti ,·e/fri end 7.0 6.3 o.o 6 . -1 
Gardeu ( * ) 4.5 3. l 0.0 LO 
Sale of assets I. 3 3.1 0.0 1. 5 
Other 3. is 6.3 0.0 4.0 
-----------------------------------------------
Total :loo.o lOO.o 100.0 lOO.o 
------------------------------------------------
(*) Sales of garden products 

Chart 18: Source of initial investment 

MAJOR SOURCE OF INITIAL INVESTMENT 
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5. SLarL-up Problems 

Approximately 15% said the~ had no start-up problems. 

As fo1 the ren.aining 8;';% ''i th p10biems, lack of capital ,.-as the 
major problem in all sectors and affected on averag~ ~2% of the 
businesses Kith start-up problems. It lo.-&S most comn.on in Trade 
( 58%) and the "Other" sector ( 61%). Lack of customers "'as a 
handicap in Services :30~), in Food & Beverages 123%1 anci Textiles 
(22%~. For 20% each in Agro-Business and in Food & Beverages lack 
of inputs "'as most important. 

Table 46: Biggest problem in business at start-up lin %l 

Problem : AGRO FOOD SERV TXTL TRDE OTHR AVERAGE 

Lack capital 
Lack customers 
Lack of inputs 
Employees 
Technology 
Lack of equipment 
Multiple 
Getting payments 
Management 
Transport 
Personal problems 
Lack of time 
Competition 
Business location 
Expensive inputs 
Other 

Total 

40.0 
o.o 

20.0 
6.i 

20.0 
3.3 
3.3 
0.0 
o.o 
0.0 
o.o 
3.3 
o.o 
3.3 
0.0 
0.0 

100 

38.i 
22.6 
19.4 
0.0 
6.5 
0.0 
3.2 
0.0 
3.2 
o.o 
3.2 
o.o 
3.2 
o.o 
0.0 
o.o 

100 

36.4 2-L3 
30.3 21.6 
6.1 13.5 
9. 1 10.8 
0.0 5.4 
6.1 5.4 
3.0 2.7 
0.0 8.1 
3.0 2.7 
o.o 0.0 
3.0 0.0 
0.0 2.; 
o.o 2.; 
o.o 0.0 
0.0 0.0 
3.0 0.0 

;co 

58.1 60. 'j 42.1 
9.i o.o 1-L i 
3.2 ; . 1 11. 6 
o.o 14. 3 6.8 
o.o 3.6 5.8 
3.2 3.6 3.i 
6.5 0.0 3.2 
9.7 o.o 3.2 
o.o 3.6 2. 1 
3.2 ; • 1 1. 6 
3.2 0.0 1. 6 
0.0 o.o 1. 1 
0.0 o.o ! . 1 
0.0 0.0 0.5 
? ") 0.0 0. ;, "" . ~ 
c .. 0 (' r, '" -. ~ 
1 (11j 

Start-up problems cid r.vt rliffer sigr.ificantl~ bet\."ec-r1 run .. : and 
u!·ban areas, nor bel\•t'cn regions. 

6. DC' \'el opa1ent. of the Busi ncs!-~ since Start...:JU> 

J: 1 ,,;,],!,of c:uur~.e, ti( 'ery i11len~~'. ~11~ t.o kr1::i1, hoi.· thF- bu~.jnes~e!'. 
Jt .c< :,, :ci jr, tlic c.:oursf c,f time, abc\t- al} 1.-jtt: t't-'.spect to the r·eal 
flf ! ~:i~umP dt>\f'>lopment. Jn \je"'· of tlie fac~ that not 1111 \\Ome:-i keep 
c..: C'o:::i! ~. I 5:l% on aYerage l and that man~ acc:ourit_ are of doubtful 
;.ic·c 1,r,:::, j1 i-·as not po!'.sible to learn of the real ;ncomr· 



---------------------------------------------------------------· 
: I 11creast>d , !Je~·reased : \o l l.a1i~t-

-------------------- • -------------- • ----------- -- · -------------' 
Al l l~us i nesst-s 

t t I -

'• 1 , .;,..,, .... 
-------------------------------------------.--------------------· 

by sector 
---------------------------------------------------------------· 
Agro-Business 81.6 lE. -1 0.0 
Food and Be\·erages iB.-1 16.2 5.~ 

Sen· ice 56.8 35.1 8. 1 
Textile i5.0 22.i ? ') - ... 
Trade 58.3 30.6 11.1 
Other Si.6 15.2 2i.3 
===============================================================~ 

b~· rural/urban area 
---------------------------------------------------------------· 
Rural 
t:rban 

71.0 
66.1 

22.4 
23.'i 

6.5 
10. 2 

================================================================ 

by Region 

---------------------------------------------------------------· 
Centre 
~or th 
South 

70.0 
72.6 
62.5 

20.0 
li.8 
31. 9 

10.0 
9.6 
5.6 

===============================================================' 

by size of business 

---------------------------------------------------------------~ 
Micro 
SSE 
~SE 

6£.1 
i-L3 
8-1.6 

2-L3 
20.0 
15.-1 

9.6 
5.; 
0.0 

=============================================================:== 

de\·elopment from the accounts. Since "i th the exception of v.-omE ?1 
managing medium-scale enterprises, many ~le::la\·:ian busineSS\>omen are 
not familiar "ith the concep~ of net income, it also ~ould not have 
made much sense to ask ho~ the income de,~lo~ed. Jt ~hs thereforP 
decided to ask thC' mor£> general questio11 ''Be\, has ~·our busines!-. 
develo!->Pd?" The enumf·rators "·ere in!:.t 1·1.c-tPd to inform the 
busjT1f'!-.~.1-c,rr.rH1 that thf arishf'"T should rt f!(·<t. t.hP dP\e]opmenl ln 
term~. of t~11 \olum(• s'.'~J n1t.J.e-r than i11 1f'rm!-. of thf· turno,·er· \,h1ch 
j s .i r. f l 11 ,., i 1 c · c• u li y i r1 f l n t i o Tl • 'J h P r· e s u 1 t j !:. ~ho 1.- n i 11 1 a b 1 P -1 i . 

Bf! 

• 



lht r-c..Il, aLou! t\,o tt.ird of thf-· ,,·omer. ~aid their· b.isinf-~S inc.r·e<tsed 
si nee the~• started, 23% reported a decrease and 2% nc. chan~e. 

H;y sector, t"·o classes c:an bE> disting1:i!:'led though not all members 
from differer1t classes car1 be said to bt- significar.t1~ d;ffern.:: 
A more successful class comprising Agro-Business, Food~ f\p,:erages, 
and Textiles, and a less successful class comprising Sen ic:es, 
Trade, and "Otherr. 

The business development in urban 
significantly different, and neither 

k9 

and 
is it 

rural 
in the 

areas is 
regions. 

not 



E. Factors Influencing the Business Performance 

For the ot."ner, the income derived from the business is the key 
performance indicator. Questions asking for the profit usually fail 
to bring reliable results, either because the business person 
doesn't know how much profit he or she makes, or because he or she 
is not "illing to disclose it to foreigners. To go around that 
problem, we asked the businesswoman for which monthly salary she 
would be wi 11 ing to take on an interesting job and give up the 
business (see Chapter III.C.13). It would be naive to assume that 
the reported values are an accurate reflection of the true monthly 
income. The income equivalent must be expected to rather over- than 
understate the monthly income, since it must bring an improvement 
for the woman to give up the business. It probably also includes 
intangible benefits such as the pleasure to be one's ot."n boss. 
When analyzing which factors influence the income equivalent, t."e 
therefore do not base the enalysis on the absolute height of the 
values but on the rank order. Example: Is there a tendency that a 
higher income equivaJent coircides with a better education? 

Employment creation has .n considered as another performance 
criterium because it is the most important aspect for society. 

In order to substantiate the results, other criteria were used in 
addition. These comprise: the monthly turnover, the business 
development and the contribution of the business to the family 
income. 

The following factors were analyzed with respect to their influence 
on the business performance: 

- Education : 

Job experience 

- Business 
Experience 

- Training: 

- Loans: 

- Hushand's Job: 

- Husband's Help: 

a) Whether the businesswoman has achieved PSLC 
b) Whether she has achieved JCE 

Whether she has ever been employed 

Whether she has been involved in other 
business activities before 

Whether she had received any training related 
to her business 

Whether she has ever borrowed money for her 
business 

~hether her husband has an 
(civil servant, professional 
sector, businessman) 

attractive job 
in the private 

Whether the husband helps in the business 
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Table -Hi shoKS hm• these factors correlate "·i th the performance 
criteria. The following conclusions can be drawn from the table if 
we first do not include the performance criterium "Contribution to 
Fam i 1 y I nc:ome ··. 

Jn what follows, we will sometimes use the expression " least 
successful businesswomen" . This expression has to be understood 
relative to other businesswomen and with respect to the above 
mentioned performance criteria. It does not mean that a 
businesswomen belonging to this class is not successful in absolute 
terms. Depending on the definition of success, she rn.!ly "'ell be 
successful. In general, taking into account their starting 
po~ition, also women managing businesses at the subsistence level 
should be called successful since the little income they derive 
from their business contributes to reducing poverty. 

General Observation: 

It is striking that the influence of all factors is usually much 
stronger at low rdnks of success. Whereas, for example, 26% of 
businesswomen with no employees are married to a husband with an 
attractive job, the percentage increases sharp}~- to 4 9% in the 
class employing between 1 and 4 people. From there, only a 
relatively modest increase to 62% is experienced in the class 
employing 5 to 9 people. This indicates that (i) the factors exert 
a strong influence on the business performance only up to a certain 
level and that (ii) there is a marked difference betw~en the least 
successful class and the other classes with respect to these 
factors. As a consequence, the factors can be used to determine 
whether a businesswoman must be expected to be among the least 
successful ones. 

Education: 

Education shows the highest correlation with business performance. 
The better the woman is educated, the higher her income tends to 
be anci thP more peop]e she tends to employ. 

Employment Experience: 

There is a high correlation between the bus)nesswoman's job 
experience and the success of her enterprise. ~omen who have ever 
been employed tend to be more successful both with respect to 
income and employment generation. Through experience in a job, the 
''°man obviously acquire!-> skill~ from which she benefits in running 
her own busineRs. 
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f-erfonam criterii n.d pouiblt eirl1i11i11g factm (ia ii 

C91TiUl :l,l&i& !TIAllIIG :IDOCATIOI :llPLOYlllT !BuSill5S :Lom :10SBAID"S: 105BA5~ I 

:JCi :P5LC :IIPlllllCI :IIPillilCi! JOB H~P 

--------------------------------------------- ----------- ------------------------------------- ' 

bcoat equit. 
<100 26 12 4 4 16 46 15 19 5G 

<101 <300 38 37 • 11 53 48 47 21 • 47 66 
3Dl <500 31 16 3~ 74 75 52 43 42 58 

501 - <1000 23 3~ 48 IJ 75 39 48 I 44 57 
>1000 17 29 TI 77 76 53 35 • 47 82 

:::::::::::::::-:::::::::::::::::::::::::=::::::~:::::::::::::::::::::::::::::::::::::::::::::, 

----------------------------- ---------------------------------------------------------------' 
bploJeea 

1 
5 

8 Tl 23 11 I 47 31 42 25 
4 119 27 37 63 53 50 44 I 

9 29 35 59 79 I 66 35 55 I 

10+ : l& 44 69 18 II 18 I 69 : 

24 
49 
62 
56 

61 
64 
69 
69 

I 

I 
I 

--------------------·------·k-----------------------------------------------------------------1 ---------------------·---·--------------------------------------------------------------------. 
-----------··----:-------:---------:----:-----:-----------:----------:------:---------:---------: 
Tlrao•er <500 : 115 : 25 : 11 : 41 : 39 : 44 : 30 : 33 : 59 

501 <11DD : 29 : 35 59 : 7t 76 52 52 : 59 56 
1001 - <3100 31 30 47 ?1 61 53 53 58 71 

>3000 30 37 63 17 64 47 60 57 80 
-----------------------------------------------------------------------------------------------· -----------------------------------------------------------------------------------------------. 
----------------------------------------------------------------------------------------------: 
Bu1l1e11 De•el.: 

10 11cre11e : 71 
l1cre11e 154 

37 
34 

40 
31 

56 
56 

56 
51 

37 
51 

13 I 

23 
35 
47 

62 
65 

-----------------·-----------------------------------------------------------------------------· --------------------------------------------------------------------~--------------------------. 
----------------------------------------------------------------------·-------~----------------: 
lail llCOI! 122 25 24 54 

lot lain l1co1e: 11 31 55 74 

u 36 

66 57 50 

30 

62 74 

I 
I 

----------------------------------------------------------------------------------------------· ----------------------------------------------------------------------------------------------, 
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For•er Business Experience 

Given the positive employmeht impact, one ~ould probably expect 
the previous involvement in business activities to shot.." the same 
positive impact. The sample results sho~, ho~ever, that the 
business performance does not depend upon this factor. This seems 
to indicate that those who are successful, are in general 
successful t..·hether or not they have been in,·ol ,·ed in business 
activities before starting their o~n business. Those t.."ho are not 
very successful do not learn from business activities ho~ to 
improve. As a consequence, a thorough assessment of the former 
business is highly recommended for these women t.."ho quit their 
former business and ask for support. of another. 

Training 

Overall the sample results shot.." that training is positively 
correlated ~i th the income derived from the business but the 
correlation is far from being perfect. While, for example, 37~ of 
women in the income class K 101 - K 300 per month had received 
training , only 16~ in the higher income class K 301 - K 500 had. 
This •~Y be due to differences in the type of training , in the 
length of the training and in the quality of the trainers but it 
probably also reflects that what people learn from training courses 
not only depends upon the training course but also on their 
educational and social background. 

The well established correlation between training and the number 
of employees reflects the tendency that the attendance of training 
courses increases with the size of the business. 

The conclusion that the size of the business increased because of 
the training, however, cannot be drawn from the mere existence of 
a high correlation between training and the size of the business. 

Loans 

Thr factor Joan~ sho~s A ~e11 Pstab]ishPd positive correlation ~ith 
the performance criteria. Access lo loans is an important factor 
of business success. Loans are often necessary to start a business 
and they are usually necessary to expand the business. Even if the 
business does not expand, the commitment of loans would be a 
success factor, if it helps to stabi l i ZP the business, thereby 
stabi 1 izing otherwise precarious jobs ~hi ch is of outstanding 
importance for a labour surplus society like Malawi. Of course, 
whether loans wi 11 contribute to the success depends upon the 
capabilities of the owner and not upon the loan amount. But it is 
also true that the difficult Recess to loan financing pre,·ents 
women from dP,eloping their entrepreneurial capabilities. 
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Chart 1 9 Corr·p lat iori bet"een 11umLe r of em;:d o::eP?:< and JCE, 
trairiing, employment, and husband's .iob. 

CORRELATION 
between number of employees and ... 

Percent 
100 

ao 

60 

40 

20 

0 
JCE TRAINING EMPLOYMENT HUSBANo·s JOB 

ID ballD ..... Vitia - ••P•are .. 

•o B1-4 Ds-9 ••o• 
DEMATTIBASW SURVEY 1990 ON aUSINESSWOMEN 

Husband's Job 

The most striking result is that only minor differences exist 
between most classes but the least successful class differs 
marked I y from al 1 others. A much lower percentage of the least 
successful women is married a husband who has an attractive job. 

Husband's Help 

There is a positive correlation between the percent&ge of husbands 
helping in the business and the monthly turnover as well as the 
number of employees. This probably reflects thAt the bigger the 
business, the more husbands get involved in one way or another in 
the busine!->s. 

94 



Chart 20 Correlation between income equivalent and JCE, training, 
employment, and husband's job. 

CORRELATION 
between income equivalent and ... 
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The mere fact that the husband helps, however, does not necessarily 
increase the income derived from the business. As can be seen from 
Table 48, about the same percentage of husbands help in all income 
classes up to~ 1,000. It is only in the class "more than K 1,000" 
that a much higher percentage helps. 

Rather than depending upon whether the husband helps, the income 
derived in the business probably depends upon ~hat kind of help 
the husband provides. In order to lPst thjs hypothesis and to find 
out which kind of help is most effectiv~, further data ~ould be 
necessary. 
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Chart 21 Correlation bet""een ~onthly sales and JCE, ~raining, 

employment, and husband's job. 
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Travel Exposure 

It may be interesting to note that a high correlation also exists 
between the business performance criteria and the variable "Travel 
to other countries". The more successful the business""oman is, the 
greater the probability that she has been outside Mala""i· 

Since the direction of the causality is unknown - Did the business 
performanC"e cause the tran•l or "'a" the performanc-f· (among others) 
the result of the travel ? this factor has not bPen included 
into the list of possible succ-t>ss factor·~. 
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Contribution of the Business lo the Family Income 

A surprising result is the negative correlation bet,,..een all factors 
and the performance criterium "Contribution of the busin£ss to the 
famil~ income'" For example, thP hPttPr edur;:it<>d the 
business~oman is, the less likely it is that the income derived 
from her business constitutes the family's main income. This leads 
to the conclusior1 that the more succes~fu} the business"·oma!"' is, 
the more like1~- it is that hPr husbanr.I has an e,·en higher i;-i~ome 
or thRt her husbands income and her income from a job she has in 
addition to her business exceed the income from the business. 

Summari~ing, the following picture emerges: 

If a woman has achieved a high level of education (JCE or better), 
if she has in addition job experience and if her husband has an 
attractive job, she is a promising candidate for a successful 
female entrepreneur. The latter in the sense that her business ,,..ill 
provide her with a decent income and generate employment for 
others. Since her income from the business is not the main source 
of income in her family her business can expand due to reinvested 
profits. Though her job experience she has gained certain skills 
useful for her business. She is used to the business environment 
and knows how to solicit support from ins ti tut ions for ad,· ice, 
training and loans. Training and the commitment of loans can be 
expected to increase the growth prospects of her business as will 
the technical or financial help of her husband. In addition, the 
husband's business contacts or his influence in society are likely 
to have a positive impact on his wife's business performance. 

If, on the other hand, a woman has not achieved PSLC , has never 
been employed and her husband's job is not earning him an 
attractive income, it will be difficult for her to brake into the 
ranks of small-scale entrepreneurs. Her business is likely to 
remain a survival oriented activity. 

She will often be caught in a vicious circle. Due to her lo~ level 
of education she does not find "'·age employment in an environment 
which offers few employment opportunities. She the ref ore has no 
savings and it is difficult for her to get loans because she has 
no collateral, and her husband's income is low. As a consequence 
she goes into markets requiring little capital to start, but where, 
because of this, many competitors exist, leading tn low sales, many 
on credit, and low profits, which tend to be absorbed by the family 
needs. 
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Many female entrepreneurs fall between those t"'o extremes and there 
"'ill al"'ays be excep~ions from the rule. Despite odd social 
conditions a \Ooman "'ith an exceptional personality can perform "'ell 
and become a successful entrepreneur. The survey results, ho"'ever, 
clearly shoK that, like else"'here in life, better starting 
c0nditions on average lead to better performance. 

It should finall~ be noted that a correlation analysis bet"'een the 
factors education and employment and bet"'een education and 
husband's job sho"'ed that the factors are highly correlated. The 
better the businesswoman is educated, the higher the probability 
that she has ever been employed and that her husband has an 
attractive job. This not surprising result demonstrates that 
education can be considered the ultimate factor for success. 
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IV. CONCLUSIONS AND RECO~HE"l>AT1_Q~:-i 

A. Conclusions 

1. Characteristics of Female Owned Businesses 

Female owned businesses are oft.en rather family businesses \.it!i thc­
woman playing the most actiYe part in thP Liu~inf'~s. lb;~ fc_ lc1-~ 
from the sur\·ey findings that neari~· all husband~. EnccuragP th~ 
i..:omen in her business and nearly all also hel1· ir1 the busines~. 

The vast majority of female oi..:ned businesses are microenterprJses 
(i9% in the sample). Fei..: businesses 01.:ned by '-'Omen are classified 
as small-scale (16% in the sample), or medium-scale 16% in the 
sample). 

Sample results indicate that small-scale enterprises ha\e ir1 

general not developed from mi croenterpr i ses but that they ha\·e beer. 
small-scale right from the start. The same applit->s tc, medi1rn1-!-<r::c­
enterprises. This encourages the view to look al micro, small-scale 
and aedium-scale entrepreneurs as distinct sub-groups and not as 
differe~t phases in an evolutionary process of business growth. 
As a consequence, strategies which aim lo support female 
entrepreneurs must differ between micro, small-scale and medium­
scale businesses. 

Overall, lack of capital i..:as most often considered as the biggest 
problem of female O\Oned businesses. There is evidence that this 
predominantly refers to lack of working capital and not to loans 
for business expansion. ~orking capital problems are not 
surprising, given that almost 90X of the women immediately pay fo: 
purchased goods or services but 60~ sell on credit Training 
courses on business management should thus deal "'i th "'ork i ng 
capjtal issues more intensively than in the past. 

Lack of customers was considered by businesswomen as the second 
most important problem. In the survey this "as clearl~ reflected 
by the high percentage of businesses "'i th e:-.cess capacity. Or, 
average, nearly 45% could have produced more "·ith the e:-.i~.t1ng 
equipment "ithout employing more people. An important rea~or1 for 
lack of customers is that '-'Omen st.arling mic.:ro arid sm<dl-!-'<dP 
businesses tend to "follow their neighbor" , i.e. go into markets 
where many competitors exist. 

It is "orth mentioning that many women having e~cess capacity in 
their business due to lack of customers co~sider ne\·erthelesh lach 
of capital as their biggest problem. 

99 



2. Factors Influencing the Success of Fema]e Entrepreneurs 

Suc-c-es~ ca11 he measur£"d b~- different criteria. For the m.;ner, the 
ittcome derived from the business is in general the most important 
~twc-Pss c-r it Pri 11m ":hereas employment gene rat ion is usual l _,. most 
important for Jabour surplus societies like ~fa]a'k"i. Both c1·iteria 
"·ere used i..·hell anal ~;zing which fac-tors are important for the 
success of th~ business. 

Education is the decisive factor for success, both ~ith respect to 
employment and the income earned by the O'k"ner. The survey clearly 
shows that the better the woman is educated, the more people her 
business usually employs, and the higher her income tends to be. 
The latter had been measured indirectly by the amount of money for 
which the businesswoman would be willing to give up her business. 

Job experience of the businesswoman, a pri,·ileged job of the 
husband and additional capital from loans turned out to be other 
success factors. 

Whether and to what extent loans improve the business performance 
depends in the first place upon the capabilities of the 
businesswoman. Taking this into account and the finding that the 
factors ''Job Experience" and "Husband's Job" were highly correlated 
with the level of education, it follows that "Education" is the 
ultimate factor of success. 

Thus, the improvement of the education of women (it is estimated 
that 70% of the Malawian women are illiterate) is of utmost 
importance if one wants to increase the number and to imprJve the 
performance of ftmale entrepreneurs. Training courses, seminars, 
workshops, consultancy etc. can assist female entrepreneurs but 
they cannot substitute formal education. 

The potential succ~ss factor "Training in business related fields" 
showed a positive but not. a strong correlation "'i th business 
performance. An explanation would require an in-depth analysis of 
the different. training courses, which would go beyond the scope of 
this st.udr. 

It is important to take note of the big gap bet\-een thr micro­
ent.repreneurs at the bottom of the scale and the rest of the 
businesswomen. ~ith respect to the factors correlated with success 
in business, "upper class" microentrepreneurs have more in common 
with small-scale businesswomen than with the "bottom" 
ali croentrepreneurs. 

] 00 



B. Recommendations 

The follo"·ing recomir.e11dations are based upon the sur\·ey results and 
take into accoun: "'hat has been learned from contacts ~ith 
business"'omen "'ithin DE~ATT's BAS~ project. 

1. The Need to Differentiate 

Strategies to promote female entrepreneurs should differentiate 
bet"'een: 

a) survival oriented businesses , 
b) small businesses (micro - and small-scale) above the 

subsistence level , 
c) medium-scale businesses. 

The necessity for this classification arises from significant 
differences with respect to: 

the number of businesses within each group , 
the educational and social background of the female 
entrepreneurs , 
the size and growth potential of the businesses. 

The differences require separate approaches for support programmes 
in order to be effective. (It should be noted that the definition 
is not identical with the definition of micro, small-scale and 
medium-scale enterprises, given in Chapter 111.A.2) 

The first group is the largest group by number. Most women in this 
group are entrepreneurs in order to survive in an environment which 
offers few employment opportunities. The group will in general 
consist of microentrepreneurs with a relatively lo" level of 
education (PSLC at best) , who have usually never been employed, 
and are married to a husband who earns only a little income. The 
business will typically have no or only one employee and could be 
described as survival oriented activity. 

The second group consists of the owners of small-scale enterprises 
and those female microentrepreneurs whose businesses are not merely 
subsistence oriented activities. The majority of women in this 
group has at least co~pleted primary school education, many of them 
had been employed before starting the business, and they are 
usually married to a husband whose income is above average. 

The third group comprises medium-scale enterprises and small-scale 
enterprises close to the entry level of medium-scale. The group has 
by far the smal 1 est number of members. Women in this group ha Ye 
usually completed secondary school education , have been employed 
before start.ing the business, and are married to a comparativPly 
wealthy husband. 
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Assistance to surYi,al oriented microent reineneurs is primarily 
based on equit:r grounds. It is an important element in a 
development strategy aiming at the alleYiation of poYerty and the 
integratio~ of ~omen in deYe]opment. ~embers in this group 
cor1sti lute by far the biggest proportion of busineSS'-"Omen. Though 
at the indiYidual leYel, microenterprises employ significantly less 
people lhau small- and medium-scale enterprises, their total 
employment impact can be expected to be higher, especially if one 
includes the business\Ooman and helping family members. Assisting 
microenterprises can thus have a considerable employment impact, 
be it through the creation of new jobs or through the stabilization 
of existing but often precarious jobs. 

The ;mportant function of microenterprises in terms of income 
generation for those who would otherwise be unemployed, is today 
widely acknowledged (Stearn, 1988). One must, however, see that 
the entrepreneurial potential of women managing survival oriented 
microenterprises is limited by their educational and social 
background. 

Including women into mainstream economic de,·elopment requires that 
assistance is not limited to the survival oriented businesses. If 
it is a national objective to increase the share of women among 
Malat.'ian entrepreneurs, then this will be only achieved if the 
start-up rate and the growth rate of female owned enterprises is 
higher. In other words: on average, women have to do better than 
their male colleagues. Entrepreneurship development programmes have 
the duty to identify and assist women who have the potential to 
excel. Therefore, there has to be both, assistance to survi,·al­
oriented businesses and assistance to growth-oriented businesses. 

2. FiP-lds of Support for All Small Businesses 

Though support programmes will have to be different for subsistence 
oriented businesses as opposed to small businesses abo,·e t.he 
subsistence level , there are common fields of support which will 
be discussed first. 

2.1. Access to Credit 

In the survey, lack of capital was most often mentioned by micro 
and small-scale entrepreneurs as t.heir biggest problem at st.art-up 
of and, together with lack of customers "'as the main problem 
thereafter. 

The reasons why it is difficult for small businesses to obtain loan 
financing trom lending institutions are manifold. Asked why they 
had r1e\·e r borrowed money, typical ans""·ers "'ere ''Afraid to borro"" 
( 28% of mi c roent repreneurs) , "Don't kno""· ho"' to go about'' ( 16% l 
and "Tried but didn't get it" (13%). The last answer r~flects that 
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established lending institutions are usually not keen to finance 
micro and small-scale entrepr~neurs. Their small need makes loan 
administration costly and lack of collateral and absence of proper 
records puts the provision of credits to microentrepreneurs at high 
risk TherP i~, ho"ever, encouraging experience from other 
countries challenging the con'\·entional \o."isdom that micro and small­
scale entrepreneurs \."ould not be reliable banking clients. The 
success of the Grameen Bank in Bangladesh is probably the most 
outstanding e:-;ample (see Yunus, 1989). 

There are several promising innovations on the "'ay in ~ala~i to 
overcome these problems. MUDZI Fund has started t"o pilot projects 
of loan savings clubs targeting at the rural poor "'ith a concept 
influenced by the Grameen Bank in Bangladesh. ~ith a nation"'ide 
implementation, a large number of female microentrepreneurs should 
be able to benefit. SEDO~ has started an expansion programme "'ith 
rural field offices to facilitate the access to credit in rural 
areas. The Women's World Banking is in the proc£ss of setting up 
a loan guarantee scheme for female entrepreneurs "ho otherl.·ise 
"ouldn't get loans from Banks. 

2.2. Identification and Proaotion of New Products and Non­
Tradi tional Fields of Business 

Information on product diversification and non-traditicnal fields 
of business is of importance because micro and smail-scale 
entrepreneurs tend to "follow their neighbor", i.e. go into already 
existing businesses, as indicated by the sample result that they 
considered lack of customers (together "ith lack of capital) as 
their biggest problem. 

The promotion of poultry farms is an example of a successful effo~t 
to promote non-traditional fields of business. The survey shows, 
however, that it was not very well coordinated "ith the supply of 
chicken feed. Nearly all engaged in poultry raising complained 
about shortage of chicken feed. 

Products suitable for production in micro and small-scale 
enterprises should be based on village crafts found in ~ala~i (such 
as pottery, and mat making) and use local ra"' materials. The!-· 
should target the market of the higher income bracket possibly also 
outside Hala"i in order to induce a flo" of resources to the poorer 
segments of the economy. A success example for such a product are 
Kenyan bags made from sisal, which are sold no"' in every small to"'n 
in Europe. 

For Agro-Rusinesses, it may be worthwhile examining the prospect~ 
of high '\·aluP lot.· bulk '\·egetables and plants for export (garlic, 
ginger, chilies, stra~berriPs, flowers). Feasibility Studies should 
be preparc•d on the suitability of soil and climate for the 
introd11ctiori of ne" \·egetablPs. In Lesotho, asparagus Cldti\ation 
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"·as int rod11ced in connection \\:1th !:et ti ug 111· the Ba so tho Ca11nery, 
"'·tilch bu~ s the ,·egetables from smal 1 producers and exports the 
canned product to Europe. 

:'\either mi ere nor smal 1-scale entrepreneurs c-an be expected to come 
up "'·ith proposals for suitaLle products due to their distance to 
those markets and differences in taste. Therefore donors can come 
in "'·ith consultancies and market studies to identify type and 
proper design of such type of products in order 'to reduce 
competition and overcome the problem of lo~ purchasing po1'er in the 
traditional markets for microentrepreneurs. ~any feasibility 
studies are already a\·ailable at \·arious Ministries and 
Institutions, but the information has not reached those ftho could 
actually use it. Ways to disseminate information could be through 
the radio, in the form of promotional seminars or demonstration 
units. 

2.3. Marketing Organization 

Setting up a marketing organization for products made by sma! l 
businesses is important for increasing their sales, aboYe all for 
businesses in rural areas. There, the purchasing po"'er is generally 
loto and in the months before the harvest Yirtual ly dried out. 
Population density is loft and the way to the customer far, time 
consuming and expensive. Business is best '"here the money is. The 
marketing organization should collect the product manufactured by 
microentrepreneurs and deliver them to markets and shops in to"'n, 
possibly also export them. It should also control the quality of 
the products and create a positive ima~e for products made in the 
villages in Malawi. Implementing agency should be either an SGO or 
a self-help organization of entrepreneurs. 

Institutions should also ensure the representation of small-scale 
businesswomen at trade fairs. 

2.4. Improving the Procurement of Equipment and Raw Materials 

Other than producers holding a manufacturing licence, 1'omen in 
micro- and small-scale enterprises do not hn,·e thP prh·i)Pi;t- of 
buying machiner~· and equipment as 1'Pll as ra1·: rr.att-rial5> ''itla 
reduction or exemption of tax and duty. This puts micro- and small­
scale producers "'ithout a manufacturing licence in a disadvantage 
to licenced producers. T~o examples: ~omen in Tailoring use to a 
large ~xtent David Whitehead materials. Ho~ever, they cannot buy 
the matPr)al at factorr prices but ha,·e to pay 35" surtax on it. 
Small restaurants who ~ant a freezer or fridge ~ill have to make 
an investmPnt of a minimum of K 4,000 due to high import tax~s and 
high prof)t margins in Trade. Suppliers usual)~ are not 1'illing to 
give discount to individual small customers. It is therefore left 
to the imagination of the Government support ini:.titutions to come 
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up "·i th a sd1Prne 'd1i~!~ ~~n reduc:e the cost of equipment and rai..­
material if used for productive purposes in micro- and small-scale 
enterprist>s. 

2.5. Reducing Energy Consumption through Conservation Measures 

Though not ~xplicitly mentioned by any business"'oman in the sample, 
a common area of interest is the more efficient use of energ~ ''hich 
"ould reduce considerably the production costs of many businesses. 
This concerns above all businesses in the sectors Agro-Industr~, 
Food l BevPrages, Services and "Otherp . Brick making and salt 
production (sector: "Other" ) are outstanding examples of processes 
..-ith enormous scope for reducing energy costs. [sing energv more 
efficiently ..-ould not only benefit i11di,·idual businesses but the 
society as a ..-hole by reducing the pressure on Mala"'i's forest. 

3. Particular Aspects of Support Programmes for Women in 
Subsistence Oriented Businesses 

3.1. Institutional Support 

Gi\':en the large number and ..-ide dispersement of women in 
subsistence oriented businesses, a support programme has to be 
village or co-unity based in order to be able to reach a 
significant portion of these women. NGOs and grassroots 
organizations are best candidates for such type of programmes. To 
learn from experiences in other developing countries, exchange 
programmes of grassroots organizations will be ..-orthvhile 
considering. 

Assistance could also be provided through institution building of 
organizations formed by entrepreneurs themsel ,·es, like the Kational 
Association of Businesswomen. 

Programmes such as DEMATT's BAS~, targeting to assist individual 
businesswomen should not address the group of subsistence 
entrepr·eneurs since their budget allows them to assist only a 
fairly small number. For examp1e, the annual target for DE~ATT's 
BASW is 90 '-"Omen assisted If they were all in the group of 
subsistence entrepreneurs, the assistance would still be only a 
drop in the bucket, besides being selective on hardly justifiable 
grounds. 

3. 2. Ho~ to Rf:ach the Target Group ? 

Taking i,nto account the ,·a st number of 1o·omen mariag i ng subsistence 
ol'iented bui.iriesf.>e~ and their limited mobility due to their other 
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respo11si bi lit ies, support programmes must come to women and not the 
~omP~ to the programme. Training could be in the form of roving 
workshops or mobile consultancy services. In Kenya, mo bi le training 
units ~ere int~oduced to disseminate ~nformation and skills 
required for the production of impro,·ed sto,-e!'.: I see Carr, 1989, 
P.17$). 

3.3. Content of T•aining Courses 

Given the educational background of the women and the fact that 
their businesses are small by any standard, assistance in business 
management should only address the very basics and it should in 
particular be related to the day-to-day needs of the woman. 

Accounting is considered not to be of importance for this group 
(see also Harper, 1989, p.179 f). The \o'oman may not be able to 
calculate the profit but that does not mean that she makes no 
profit. Most women \o'ill,and those who do not would probably neither 
do by keeping accounts. 

The survey results indicate that assistance should focus on working 
capital issues. 

Training progr&Jaaes have to accept the liaitations inherent in the 
background of their clients rather than being too ambitious. 
It is doubtful whether a larger number of now self-employed micro 
entrepreneurs would be able after whatever sort of training to 
manage a small-scale enterprise with a couple of employees. 
Whatever assistance provided has to have realistic goals and these 
might rather be stabilizing at a current level and gi,·ing 
assistance for survival rather than having the business grow. 

3.4. Eliminating Areas of Conflict between Government 
Administration and Hicroentrepreneurs 

It is belie,·ed that microenterprises in the informal sector are 
spreading despite, not because of Go,·ernment inten·ention. Most 
microentreprenE'urs are neither registered nor licenced. Their 
production acti\·ities are therE'fore considered illegal by the 
authorities provoking conflicts between them and the 
microentrepreneurs. Examples: Supermarkets were a convenient 
marketing outlet for many women producing mandasi, samoozas and 
cakes. Recently they have been advised not to buy from non-licenced 
producers any more for hygienic reasons. For the same reason, women 
selling these products by the roadside are chased away and their 
goods are confiscated by City Council Officers. 

Parties interested in the support to microentrepreneurs shoulrl try 
to find "ays hoi.· ''°men can o\·ercome thP barriers to recei,·e a 
licence. 
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4. Particular Aspects of Prograaaes for Saal! Businesses with 
Growth Potential 

4.1. Institutional Support 

The existing support institutions fot· small and medium-scale 
entrepreneurs are believed to be adequate to integrate support for 
female entrepreneurs from Rupper class" microentrepreneurs to 
medium-scale in their services. "Cpper class" micro and small-scale 
businesswomen should constitute the main target for acti,-ities of 
DEMATT' s BAS1', ahile medium-scale businessh-omen should preferabl~­
be integrated in regular support programmes open for· both sexes. 

4.2. Content of Training Courses 

Group Training Courses for female microentrepreneurs and small­
scale businesswomen with groath potential should be held to upgrade 
their skills ~ith a view at finding ne~ markets, reducing excess 
capacity and expanding the business. 

The training courses should include: accounting aith emphasis on 
~hat can be learned from the accounts, marketing, financial 
management including customer credit and loan application, and 
personal management. 

Courses should combine technical and business aspects possibly 
through joint programmes of technical training institutes and BASw, 
as is suggested for a UNIDO programme for Women in Food Processing. 

In connection with training programmes, female entrepreneurs should 
be sent on attachment to bigger companies engaged in the same type 
of production in order to improve their technical skills. A major 
effort is required by Training Institutions, and the Government to 
"in companies for that idea since they usually fear to raise their 
own competitors. 

Concerning technical skills, other countries also had encouraging 
experiences with programmes which concentrate on a single sector 
and seek to provide varying degrees of assistance to existing 
entrepreneurs who have clearly identifiable problems (see Carr, 
1989). 

The role of the husband in the business should be e:\plicitly 
incorporated in training programmes gi,·~n the fact that most of 
them help their "ives in bJsiness. 

ThP sP}ection of candidates should be based on merit a11d an 
assessment of the entrepreneurial capacity of the woman. 
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TrKining programmes should seek as homogeneou& a group composition 
a& possible in order to be able to target the needs very 
specifically and maximize the benefit for participants. 

4.3. Sectoral Preferences 

Since profit is the source of self-induced gro~th of a business, 
emphasis should be on the profitability of the business. Survey 
data indicate, that Agro-Business, Trade aBd Textiles did on 
a\·erage bet t.er than Ser\· ice, Food E. Be,·erage5 and the Sector 
"Other", but there are more and less profitable businesses in each 
sect.or. 

Of the more profitable group, Textiles has the advantage of having 
a lo~er capital labour ratio and using skilled labourers, which is 
paid better ~ages. It also develops skills ~hich can be used for 
manufacturing, while most tailoring businesses today are basically 
sen· ice businesses producing on order only and ai th material 
supplied by the customer. In the sample, Textiles had the highest 
share of microenterprises, and aany were operated by aomen as a 
side business along side formal employment of the owner. If they 
have the drive to go into manufacturing and di\·ersif~- their 
production programme such as adding home textiles and toys, there 
is scope for developing this sector. 

Agro-Businesses has al ready received a lot of promotion in the 
recent past, but there is potential in developing other businesses 
than poultry farms. Trade has the disadvantage of requiring high 
cash investments and creating little employment. An explicit 
promotion is ~herefore not recommended. 

Food & Beverages is the sector with the highest share of survival 
oriented businesses due to the low entry cost. However there are 
also some bigger manufacturing businesses in that sector, and given 
the high prices of imported and even locally manufactured food 
products in ~alaai there is scope for further expansion in 
substituting imports such as fruit juices, cheese, sausages. 

The "Other" Sector has the highest employment impact, and besides 
that includes more manufacturing acti,·ities than the other sectors, 
such as furniture production, ceramics, soap making, brick and 
tiles production. 

As evident from the benchmark data base, most business"'omen are 
engaged in Textiles, Services and Trade, and only few in 
Manufacturing. With the intention to open the door for women to 
industrial activities, training programmes should give preference 
to women in Manufacturing. 
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5. Support for Wo•en in Mediu•-Scale Businesses 

Support programmes for medium-scale businesses must in general be 
much more tailored to the requirements oft.he indi\·idual business 
t.han the programmes for t.he other groups. Much of the assistance 
"ill be in t.he form of individual consultancy. 

Gh·en the small number of med1 um-scale business"·omen and their 
educational and social background, these ,,.omen can "'ell be 
integrated in regular programmes of support institutions in the 
small- and medium-scale sector, fthich should seP.k a fair 
representation of both sexes. 

Usually ~hese women are better in identifying their problems and 
needs and also in soliciting support. However, also problems tend 
to get more complex with the size of the business. Women in this 
group are privileged compared to small- scale and 
microenterpreneurs but they are still small in absolute terms. For 
t.he advancement of t."Omen in society it is very important to have 
women represented in the business community, since they can be role 
models for others. 

6. Aspects of Support Prograa•es for Rural Entrepreneurs 

~omen tend to go into production of goods and provision of services 
they use themselves, satisfying the needs of their own class. There 
is definitely a high social benefit from these enterprises 
satisfying the needs of the rural and low income population. 
However, these businesses do not. induce a flow of resources t.o the 
backward areas. Due to the low purchasing pok'er of the rural 
population ,,.ho is at best partially intcgrattd int.o the market 
economy, those businesses often cannot materialize economies of 
scale and therefore remain at their micro level. 

The growth impact in the rural area would be greater if goods and 
services could be produced for a higher (urban) income class. This 
would lead to a flo"'" of income and finally a flo"' of goods to the 
rural area. For such a strategy to succeed the fol lo~d ng is 
required: 

a) Identification of products and services for a higher income 
segment of the economy or an outside market that can be 
provided with the resources, material and knowledge available 
in rural areas. 

bl Technical assistance to meet the taste and qualit~ standards 
required. 

cl Assistance in the marketing of the products a~ described 
abo\·e. 
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7. New Business Developaent Prograames 

~e" Business De'\·elopment ( XBDs) Programmes conducted under the 
B~SINESS ADVISORY SERVICES FOR ~OMEX should select ~omen "ith the 
best potential to become successfu! entrepreneurs in small- and 
mPdium-scale enterprises. The factors isolated from the survey data 
as correlating "ell t.·i th success should be considered. SIJecial 
emphasis should be put on the employment experience and the skills 
~hich the "oman can bring into the business. Any previous business 
experience has to undergo rigorous screening. 

One form of NBD programmes should be combined "ith the promotion 
of non-traditional businesses and ensure that participants ha'\-e 
access to a credit after completing the training. 

Another strategy should promote vertical 
t1aining "omen with existing businesses to 
which is related to the old one. 

integration, meaning 
start a ne"'· business 

Yet another strategy of this type of programme could address "omen 
1"'ho are presently employed and t.-illing to give up the job for 
starting their o~n business. In Ghana, such a programme is linked 
to an early retirement scheme by the government (The ~orld Bank, 
1989). While these groups belong to the relatively more privileged 
part of society, the benefits in terms of income generation and 
growth potential would be substantial for society. 

8. What should be Different in Progra-es for Female 
Entrepreneurs? 

Many of the proposals for support to female entrepreneurs "ould 
also benefit male entrepreneurs. ~hat is different then in female 
entrepreneurs other than having the opposite sex ? 

i) Women possess less assets than men and are, consequently, more 
dependant on lending institutions than men. They are usually not 
heirh of family "ealth. The husband is considered to be the o"ner 
of all household items, and if he dies, his family "ill come and 
collect furniture and other goods of value. ~omen usually don't 
earn an income from wage employment. Therefore it is difficult for 
them to generate savings "hich could be invested in a business. 
They are therefore mainly dependant on the husband ( 25" in the 
sample) and loans (22%) from the famil~- or friends or lending 
institutions. Having no assets, no savings and no salary makes it 
difficult tu obtain loans from lending institutions. rsuall~· the 
husband is rPquired to function as a guarAntor for a loan gi,·en to 
hi~ "ifP. Conditions of lending institutions should take that 
disadvantagr into a~count and be •ore flexible in their approach 
to womPn. Bank~ should operatr venture capital funds, which can be 
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given as small loans without collateral requirements to women. 

ii) t\iU1 tlif IH1shand brir1ging i11 n:o!,.t of thf- capital irn·ested in 
the- business, or bf'iug guarantor for a Joan, it is not surprising 
that he ;., j} l e :-. E' r · c i ~ e h i s i 11 fl u e ri cf' o 11 t lie bus i n es s . ~Io st 
busines~e~ of married "·omen should therefore be regarded as family 
busi riesses rather than women's businesses. Support schemes for 
femalf: entrepreneurs should reflect that ~·ituation. Course contents 
should cover the distribution of responsibilities in the business, 
and the husband should be included at some stage in a training 

iii) Additional responsibilities of a woman limit the growth 
potential of her business. The family and the busin.?ss h::i.·.-e 
competing demands on the time of the Koman as Kell as on the income 
from the business. Other than male entrepreneurs, Kho (according 
to READ!, 1989) spend in general mostly all their time i11 business, 
most ~omen cannot devote all their time to the business. Given the 
frequent instability of marital relationships in Mala"'i (almost all 
single entrepreneurs have been married before), the "'oman is left 
to support a number of dependents as the husband Ki thdra"'s the 
f inane ial sup~ort. This often contributes to the depletion of 
Korking capital. Assistance should be given to female entrepreneurs 
in ho"' to divide their resources between family and businesses, and 
ho"' to protect the business as a source of future income for the 
family from depletion of working capital. 

iv) Traditional expectations on fe•ale behaviour and the concept 
of the role of women in society (see Hirschmann, 1984) does not 
encourage the qualities which are usually sought as characteristics 
of successful entrepreneurs, such as to be assertive and outgoing. 
traditionally women are restricted to mix freely with men, a fact 
"'hich also makes entry in the business sector difficult. Training 
should include achieve•ent •otivation and confidence building. 

9. Whal Should Not Be Done 

From the side of female entrepreneurs it is sometimes demanded that 
the Go\·er-nment should identify a good product and reser\e 
productions rights exclusi\·ely for "omen. Given the historr of 
protected markets in Malawi, it is not all that surprising to come 
up with such an idea. One could al so use the inf ant ind us tr~· 
argument to justify such a measure. Ho~ever, since from experience, 
protected ind~&tries tend t~ have problems to become efficient at 
any stage, we do not favour this idea. Small- (and medium)-scale 
businesswomen should not tr~ to get special privileges because they 
ar·e women but they should be helped to he integrated in commerce 
and industry a11d )earn the rules of thC' game in a market economy, 
e.g. acC'Ppt the challeng£> of compt>tition and the need to be 
i ntio\·&t i \ e. 
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6. NCWID 

The National Commission on Wom~n in Development was created in 1984 
in response to the UNITED NATIONs Decade for Women (1976 - 1985). 
Its main mandate is to work towards the full integration of women 
in development, and to make concrete proposals on strategies which 
ensure women's effective participation in development. NCWD h8s 
specialized comruittees for properly carrying out its objectives and 
among these is a committee for Small- and Medium-Scale Enterprises 
and another one on women in employment. The Commission was involved 
in setting up the BASW project in DEMATT and is now a collaborating 
institution. Presently it has a role in setting up WWB (see below) 
and the BUSINESSWOMEN"S ASSOCIATION of Malawi. 

7. WOMEN'S WORLD BANKING (WWB) 

Preparations to start a Women's World Banking Affiliate in Malawi 
have started in 1987. A steering committee is headed by the 
producer of MULUNGUZI WINES in Zomba, Mrs. Nyandovie-Kerr. After 
collection of the required equity contribution of US-$ 5,000, WWB 
will set up a loan guarantee-scheme with the National Bank of 
Malawi. WWB deposits will serve as a guarantee for loans to women 
who couldn't get a loan otherwise due to lack of collateral. 
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ANNEX 1 

OTHER INSTITUTIONAL SUPPORT FOR WOMEN ENTREPRENEURS 

1. SEDOM 

The SMALL EKTERPRISE DEVELOPME~T ORGA\IZATIO~ OF ~ALA~l (S£DO~l 

was set up in 1982 to provide funding for projects with a 
development impact. This does normally not include farming, 
transport, and retail trade projects. 

Loan amounts range from small amounts up to K 75,000. Vsually an 
equity contribution is required from the loan applicant. In order 
to discourage further investments in already crowded sectors, such 
as tailoring and poultry, the requirements in terms of the equity 
contributions are quite high and strict. In tailoring for instance, 
the entrepreneur has be bring in the sewing-machine, while SEDOM 
is willing to finance K 750 per machine only for working capital. 

While this measure is justified from the point of view that SEDOM 
wants to diversify its portfolio, it hits exactly those sectors 
where there is a concentration of women, while they are not yet 
benefitting from diversification measures. With the opening of 
field-offices in rural areas, SEDOM is now better accessible for 
the rural entrepreneur. The appraisal process in SEDOM tends to be 
lengthy, which discourages many entrepreneurs. 

Data compiled by SEDOM on 31 August 1990 on their current portfolio 
show that the 682 women who received a loan from SEDOM have a share 
of 29X in the number of loan recipients and of 17.2X in the 
amounts invested. The average amount of a loan given to a woman is 
K 3593.18, while the average amount given to a man is almost double 
as high with K 6999 .16. The jobs created in the businesses of 
female loan recipients add up to 2485 or 15.75% of the total jobs 
in businesses funded under the current SEDOM loan portfolio. 

The share of women in the total loan amount and the share in the 
total jobs created compared to the share in SEDmf clients is a 
clear indication that at least those female o~ned businesses that 
receive funding from SEDOM are much smaller (about half) in size 
compared to those owned by men. 

One explanation - but it doesn't account for the total difference -
is that women loan recipients are heavily concentrated in a few 
traditional types of businesses. Roughly 42% of SEDO~' s female 
clients are in clothing and tailoring. If we look at this sub­
sector only, we find that the average amount of a loan given to a 
woman is K 2138.3, while the average amount of the loan given to 
a man is K 3375.95. 
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Ho""ever, the conclusion that men are favored by the organization 
in the allocation of loans doe~ r1CJt hold if one considers 
employment as "ell. A business o""ned by a woman employs 2.8 people 
on average compared to 5.9 in a male o"ned business in clothing and 
tailoring. The average loan amount per employee is therefore K 
770.66 for a female client and K 568.56 for a male client. The fact 
that "'·omen funded by SEDmt rec.ei'\·e a higher loan per person 
emplo~·ed in their business lea'\·es t"o possibilities for 
interpretat i ori: Either ""omen o"'·ned businesses use a sl iglatl y more 
capital-intensive technique than men o"ned businesses, 01 they are 
more dependant on loan-financing than men. If one takes into 
account that "omen have less access to other monetary sources, e.g. 
income from "age employment, the latter possibility makes much more 
sense. 

2. INDEFUXD 

Project appraisal of INDEFUND focusses on the economic viability 
of the project. Furthermore the applicant is required to make a 
minimum contribution to the project of 15%. 

INDEF~ND started operating in 1S80 and gives loans between K 30,000 
and K 210,000 and over. The existing portfo:io (as of October 1990) 
covers more than 100 loan recipients, but only 9 of them are women, 
which brings share to well below 10% of total clients. The loan 
amounts approved for women range from K 40,000 to K 115,400. One 
of the women had two loans with a total of K 152,200. Out of the 
9, 3 are in wholesale, 2 in hotel/motel, 1 in commercial farming 
and only three in manufacturing. The manufacturing businesses are 
a bakery, an ice-cream production and a ceramic factory. In the 
case of female clients the average amount of a loan approved was 
K 42,835.22, while it "as K 72,146.55 on average for the total 
portfolio. Loans given to "omen account for only 5.39~ of the total 
portfolio approved. 

3. MF.DI 

Thf' ':r.i}'li.j;111 Fr1trE>preneurs Oe'\·elopment Institute OIF.DI l, started 
operations in 1981. It provides 4-10 months on-campus training 
courses in a) metal work b)construction c) electrical engineering 
and d) automotive engineering 

The number of participants admittej per year is below 100, which 
normally ""ould be required to have a minimum educational level of 
JC. Prior to September 1989 the participants received a loan from 
MEDI upon successful comp) eti on of their course, but no"" the loan 
programme has been handed O\er to SEDO~. In 1988 ~EDI had the first 
two women participant~, one in construction (roof-sheeting) and one 

11 6 



in electrical. In 1989 one woman completed an on-campus course in 
electrical. Those three are operating their o"·n businesses as 
contractors now. Presently. three women are enrolled in electrical 
out of a total of 50 students at MEDI. 

Since 1987 ~EDI has also been conducting 3-week off-campus training 
courses in Lilongwe. Blantyre and Mzuzu with class sizes between 
36 and 40 participants '"ho have to pay a token-fee of K 75. An 
additional course of this kind was held in 1987 for , .. ·omen 
operating a maize mill upon special request of the GTZ project for 
women in rural growth centers. One woman participated in a course 
in Lilongwe in 1987, while there was no female participant in 1988. 
In 1989 5 '"o•en received HEDI off-campus training in Blant~·re. 
while altogether 16 women attended courses in Lilongwe (11) and 
Blantyre (5) in 1990. 

4. HUSCCO 

The Malawi Union of Savings and Credit Cooperatives (HUSCCO) was 
formed in 1980. Groups of at least 10 people can form a credit 
union if they fulfil certain requirements. They need to register 
with HTIT. In order to become a member one has to apply to the 
board of Directors which will assess each person individually. 
Presently there are about 16,000 registered aembers. There are no 
women's-only-groups, but women participate in mixed credit-groups. 
As the lack of regular incoae and the responsibilities towards the 
family make it difficult for many women to achieve the requirement 
of regular savings in these clubs, especially for women who live 
in rural areas and those who are heading their house-holds, women 
are grossly underrepresented, but no specified data is available. 
Out of the 18 business-loans of a total value of K 140, 002. 18 
distributed to HUSCCO-members in the first three quarters of 1990 
none went to a woman. 

5. MUDZI Fund 

Malawi Ml'DZI Fund is based on the Grameen Bank Model and gi\·es 
unsecurE>d loans ur to an amount of K 500. Its pi lot phase has beer. 
launched in two areas ( ~tangochi and Chi radzul u) in 1990. The 
project is targeting the very poor in rural ares, who do not have 
access to other forms of credit. The system works on the basis of 
small single sex saving clubs. It is hoped that a lot of ntypical" 
Malawian businesswomen will take ad,·antage of the scheme. 
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6. SC"'"lD 

The ~ational Commission on ~omen in Development ~as created in 1984 
in resporse to the ~~ITED ~ATIO~s Decade for ~omen (19i6 - 1985). 
Its main mandate is to ~ork tonards the full integratio~ of Romen 
in development, and to make concrete proposals on strategies Rhich 
ensure Romen's effective participation in development. NC•D has 
specialized committees for properly carrying out its objecth·es and 
among these is a committee for Small- and Medium-Scale Enterprises 
and another one on ~omen in employ•ent. The Co•mission Ras involved 
in setting up the BAS• project in DEMATT and is noR a collaborating 
institution. Presently it has a role in setting up WWB (see belo~) 
and the BCSINESSWOHE~'S ASSOCIATIO~ of Halafti. 

7. WOMEN'S WORLD BANKING (WWB) 

Preparations to start a Women's World Banking Affiliate in HalaRi 
have started in 1987. A steering co•mi ttee is headed by the 
producer of HULUNGUZI WINES in Zomba, Hrs. Nyandovie-Kerr. After 
collection of the required equity contribution of US-$ 5,000, WWB 
will set up a loan guarantee-scheme with the National Bank of 
Malawi. WWB deposits will serve as a guarantee for loans to women 
~ho couldn't get a loan otherwise due to lack of collateral. 
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ANNEX 2 

Respondents by Type of Business 

Sectoral Classification 

The sectoral classification was taken over from the Benchmark Data 
Base. 

The follo~ing businesses wer~ actually inter~iewed: 

Agro-Businesses 

Poultry (27) 
Piggery (2) 
Farming (5) 
Timber Growing/Selling (1) 
Mushroom Cultivation (1) 

Food & Beverages 

Bakeries (8) 
Confectionary (Cakes, Zitumbuwa, Mandasi, Samooza) (15) 
Butchery (2) 
Beer Bre~ing (1) 
Chutney Production (1) 
Cooking Oil/Oil expelling (2) 
Juices (1) 
Salt Making (1) 
Cassava/Potato Cooking (2) 
Maize/Groundnuts processing (4) 

Services 

Restaurants/Take away (29) 
Tea room (2i 
Resthouse (1) 
Hair Saloon~ (2) 
Maize Hills (2) 
Traditional Doctor (1) 
Secreterial Centre (1) 

Textiles 

Tailoring (26) 
Knitting (11) 
Handicrafts (4) 
Hat Making (3) 
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Trade 

Bottlestore (2) 
Bottlestore l Grocery (41 
Grocery (li) 
Wholesale (2) 
Store (3) 
Second Hand Cloth~ (2) 
Produce/Timber Selling (2) 
Curious (1) 
Other Trade (2) 

Other 

Brick Making (4) 
Carpentry/Furniture (3) 
Ceraaics/Mbaula/ Concret & Ceramics (4) 
Pottery (4) 
Stone Quarrying (8) 
Soap Making (2) 
Tinsaiths (3) 
Tiles/Roofing Tiles Production (2) 
River Sand Deliveries (1) 
Stationary (2) 
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II IMAT NI tilt llAlll SllllC£ tf tlllt ...,, 7 
I 
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I 
I 
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1 

2 

2a 

3 

4 

6 

6a 

Kodi bizinesi yanu ndi ya anlhu angel! 
kuphatikizapo inuyo 7 

Kodi inu •u•agwira ntchito ya bizineeiyi 
•iyezi yonee. Januwale •peke dise•bala 7 

Nanga •u•agwira •iyezi iti 7 

Hdinlha•i yayitali bwanji i•ene •ukhala 
pa bizinesi yanu ino i 

Kodi inuyo •udaya•ba liti kuyendetsa 
bizinesiy17 

Kodi buzinesiyi inali itangoya•ba kumene 
••ene •u•aya•ba 7 

Hdani adaya•bitsa buzineei imeneyi 7 

Lili 7 

1 

2 

2• 

3 

4 

s 

6 

6a 

7 Vuto lanu lalikulu linali liti •mene 7 
inuyo •uaaya•ba kuyendetsa bizinesi T 

8 Kodi ndi ndala•a zingati zi•ene 8 
•udaya•bira nazo bhinesiyi T 

9 Hdala•a zoya•bira nazo buzinesiyi 9 
audazipeza kuti kapena ••anjira yotani 7 

10 Hdindalaaa zingati zi•ene inuyo 10 
audagwiritsa ntchito poya•ba 7 

11 Hdala•a zanuzo audazipata bwanj1 kuti 11 
•uya•bire bizineeiyi 7 

12 Kodi udlndo wanu weniweni pa bizinesiyi 12 
ndi chiyani 7 

13 Kodi auda!unsa •alangizo otani 13 
•usanaya•be bizineeiyi 7 
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Kasi bizineai iyi nja banlhu balinga 
kuaazgapo i••e ? 

Kaai •ukugwira ••ekha •ubizinesi iyi 
••ezi yoee 7 

Para yayi. ndi awezi uli iyo aukugwira 1 

Ka nyengo iyo aukugwira pa b!zlnesi yinu 
njinandi uli 1 

Kasi i•we •uka•ba pauli ~uyendesya 
bizinesi iyi 1 

Kasi •ukachita kwa•biaka ndi••e panji 
yakuwapo kale 1 

Para yayi abanjani awo baka•ba ? 

Ylkaaba pa uli ? Chaka 

p~ra enya. 
Para pakawa unonono pakwaaba bizinesi. 
ukaba •a •tundu uli 1 

ftukaaba na ndara•a ziringa 1 

Hdara•a izo •uka•bira zikaf u•a nkhuni 1 

l••e ••a•eneko •ukawika•o ziringa ndara~a 
zakwaabira 1 

Hdara•a izo •uka•bira zikafuaa nkhuni ? 

Htchito yinu i•we eono •ublzineei u•u nja 
•tundu ull 1 

Chikabapo chilongozgo icho •ukapokerapo 
paabere •unda•be bizlnesi iyl 1 



1M111R PIRllIR 

14 lad is TIUl SHAR£ ill tltis .. SillHS ? is it ••• 1.ss llilf 
I tltin ••If OT IOJr 
I 

15 to ,.. ,..rwlf •rk i11 tltlt •si11tss 
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I 
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19 IMS it 1 1111 IUSllESS llllta yaa stutH ? 
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(._Hr) 
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1'S Ill 

: I 
I 
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21 llh1t •1s tlle tl&&EST PllOIL£ll in this 
•silHS llltn JOU stutld ? 
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I ••••••••••••••••••••••••••••••••••••••••• 

22 IOI IUH llOllEY •H put 
into tflis .. sintss to stut it ? 
I 
I 

20 llllJ stuted it ? 
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!J lltAT .. I thr Miii SOlltCE of tll1t IDllty ? ••••••••••••••••••••••••••••••••••••••••• 
I 
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24 IOI llDI lllllEY llid YOU PERSOHALLY put 
into this ... sintss llhtn you 1t1rttd ? l•1rll1 
I 
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25 llllT •n tilt llAIH SCUCE of tlllt eonty ? 
I 
I 

2ft llhlt is your job in tfli1 ... sintH IOI ? 
I 
I 

27 lltllt ADVIa .. , 1ou1ht tErORE STARTJll6 ? 
I 
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14 

15 

15a 

16 

17 

18 

19 

20 

Kodi •uli ndi chigawo chachikulu •olani 14 
•'bizineeiyi 1 Chochepera pa thek~. 
theka chabe, kapena chopilirira theka. 

Kodi inu •u•agwira ntchito ya bizineeiyi 15 
•iyezi yonee, Januwale •raka dieeabala 1 

Nanga au•agwira •iyezi iti 7 !Sa 

Kodi pa bizineei panu pano •uaakhalapo lG 
nthawt yayttali •otani ? Kodi ndi 
yochepera theka, ndi theka kapena 
kupitirira, ndi nthawi zonee. 

Kodi ndi an1ati anzanu a bizineei yanuyi 17 
a•ene a•agwira ntchito pano kopoea theka 
la nthawi yawo ? 

Kodi inuyo audaya•ba liti kuyendetea 18 
bizinesiyi? 

Kodi buzineeiyi inali itangoya•ba kuaene 19 
••ene •u•ayaaba ? 

Ndani adayaabilsa buzinesi i•eneyi 7 20 

Ka i••e ndara•a izo •uli kuwika•o au 
bizinesi u~~ ziringa ? Zakuchepera pa 
hafu panyakhe zikujuaphirapo ? 

Kasi •ukugwira ••ekha •ubizineei iyi 
••ezi yoee ? 

Para yayi, ndi ••ezi uli iyo aukugwira ? 

Ka nyengo iyo aukugwira pa bizineei yinu 
njinandi uli ? 

Wanyinu awo auli nawo aubizinesi uau, 
nyengo iyo bakugwira •ubizineei umu 
njinandi uli ? 

Kasi i••e •ukaaba pauli kuyendesya 
bizinesiyi ? 

Kasi •ukachita kwa•biska ndi••e panji 
yakuwapo kale ? 

Para yayi abanjani awo bakaaba ? 

20a Liti 1 20a Yikaaba pa uli ? Chaka 

21 Vuto lanu lalikulu linali lit! ••ene 
inuyo •u•aya•ba kuyendetsa bizinesi 7 

22 Kodi ndi ndala•a zingati zi•ene 
•udayaaba nazo bizineei yanuyi ? 

J Nanga ndala•a zaabiri zidachoka kuti 
zoya•bira nazo buzineei ? 

24 Ndindalaaa zingati ziaene zidachoka 
•'dzanja ••anu•u ~oyaabira nazo 
biziraeei ? 

25 Nanga ndala111e ziaenezo audezipeza kuti 
k•enikweni 1 

26 Kodi udindo wanu weniweni pa bizinesiyi 
ndi chiyani 7 

27 Tatiuzani aalangizo a•ene audawafuna 
•ueanaya•be bizineeiyi 1 

21 para enya, 
Para pakawa unonono pakwaaba bizineei, 
ukaba wa •lundu uli ? 

22 Ka ndara•a zakwaabira bizinesi zikaba 
ziringa ? 

23 Ka ndara•a zakwaabira 120 zikaf uaa 
khuni ? 

24 !awe aukawika1110 ziringa ndaraaa 
pakwa•bira bizineei iyi ? 

25 Ndara•a izo aakawika1110 i111we zikafu111a 
nkhuni 1 

2G Ntchito yinu sono au bizineei uau njs 
111lundu uli ? 

27 Para chilongozgo chili chose chikawapo 
aundayaabe bizineei, chikawanga cha 
atundu uli ? 
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21 HIE •i• rw ••t tflr llU for tllis •sinrss ? 
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I 
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29 Rf5 tllis ksi•.ss ltift 1 TllAOIN6-flll£ ? 
I 
I 
YES 
I 

JO •o.s thit llUf incldr ti 
tll• Dlmfrs' ai•s ? 
I 
I 

JI is ~ llusi .. ss RE&ISTEREI 
•i tll thr REGISTRAR 6£11ERll. 
I 

YES II) 

TES II) 

32 ii tll• UllD on •idl tllis •si .. ss is sita1tH, 
I 
I CUSTlllARY L£ASEllU FREEllU 
I 
I 

33 •o rou on or rent tilt praiHs ? 
I 
I !Mt REHT 
I 
I 
I 
to.pin tll• AlllllfT II" IUSill:SS it is doin' 
111111 •ith its FIRST YEM 
I 
I 

l4 Ills ksinns i11erHsri or 4«nuri ? 
I 
I 
lllCREASED 
I 
I 

341 Hu it 
IDOOIUD ? YES 
I 
I 

II) 

I£ CREASE I 

I 
is it 
lllLF ? TES 

C.pn• tllr QIPER II" DFLOYEES it hu 
1101 •itll ih FIRST YEM 
I 

JS his the nu1brr increisrd or dtcrt1std ? 
I 
I 
INCREASED DECREASED 
I 

351 Hu it is it 
110U11..ED ? ns Hllf ? YES 

t-----21 

Ill 

_____ JO 

_____ JI 

_____ 32 

REiil - FREE ....._ ____ ll 

Tit: SM _____ 34 

Ill _____ l4i 

111: SAii[ 
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28 Kodi inu nzeru 7oyaaba bizineai yaatundu 
uwu audaitenga kuti 7 

29 Kodi bizinesi 7anu7i iaadziwika ndi 
dzina lanji 7 

JO Kodi dzina li91f."nelo li•aphatikiza~so 
••yina • ••ini bizinesiyi 7 

31 Kodi dzina la bizinesi yanuyi 
audakaleabetsa kubo•a 7 

32 Kodi •alo a bizinesi yanu 
ndi ya aakolo anu 

au•alipira 
ndi aaunthu aliyense 

aaene angafune kuchitapo bizinesi 7 

33 Kodi aalo ano inuyo auaalipira 7 

ndi 

28 Ka nchifukwa uli icho auka•bira bizinesi 
171. panyake nchifukwa ult icho 
•ukasazgirana bizlneei iyi cho•ene ? 

2<J Ka zina la bizinesi iyi liripo ? 
Tiphalireni. 

38 Ka zina la bizinesi ilo. likulongola 
chisazga cha aose i••e auli au bizineel 
u•o 7 

31 Kasi bizineei iyi yiri kuleabeskeka ku 
boa a ? 

32 Kasi aalo agho pall bizinesi ghali •u 
charo ckakwinu. charo chafuau yinu 
panyake auli kuchita au charo cha lisi 7 

JJ Ka aalo gha blzinPsi agha nginu na ghinu 
oanyakhe aukuchita kupereka rendi ? 

LEAD Talinganizani uao bizinesi yanu inaliri LEAD Wonani uao bizinesi yinuyiliri eono na 
poyaaba. uao yikaabira pa chaka chakwaaba chira. 

34 Kodi bizinesi yanu yawonjezeka kapena 34 
yatsika kuposa poyaaba pena aiyinasinthe 

J4a Ngati yawonjezeka, kodi yawonjezeka J4a 
kawiri 7 
Ngati yatsika, kodi yateika ndi theka 7 

Ka bizinesi sono rakwera panyake 
yakhirako 7 

Kasi yababana kawiri, Panyake yiri hafu? 

LEAD Talinganizani anthu antchito tsopano ndi LEAD ~onani unandi wa banchito awo auli navo 
aaene audali nawo poyaaba. sono pa awo aukava navo apo auka•biranga. 

JS Kodi antchito achul~kirapo,acheperapo 
kapena naabala aiyinasinthe 7 

JSa Kodi awonjezekerapo kawiri? 
Ngati achepera,achepa ndi theka 7 

35 Kasi nambara yakvera ya banchito, 
panyakhe yakhirako ? 

JSa Yababana kawiri 7 
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WI Siia 7• stuhd i• tllis .. si11Hs ••• 

3' ••w ,_ nDSO.F lunt ID SllllS ? 

l7 ••w 70Ur EIR.OTEIS 111nt ID SllllS ? 

ll ••w 71111 "'lo,H mrl:trs •i~ IETTEI SllllS ? 

3' bw TOii apt IETIER Tllll.S Cit EIUIPIDT ? 

40 lff ,_, PIElllSES IETUR ? 

41 ••w 7C111 lll'IOU£1 ,_, PROIOCTS I SOIVICES ' 

ICaUITS 
I 

42 n ,_ KilP llUTTEll ACCIUITS ? 

YCS Ill 

TES Ill 

YCS Ill 

YCS Ill 

1£5 Ill 

1£5 Ill 

ts ~111 
I 
I 

43 ff 7'JU ltH• SEPMAT£ 
ICCG91lts for tllis 

... !illKS '? Ill 

45 •idl •rt 70Ur IEST IDfTllS for .. si11Hs 
I l• tM UIST 12 11111tlls '? 

4' •idl •n 1oar DST IDITllS for .. sillHs 
I i• tllt UIST 12 1111ntlls ? 
I 
I 

47 11111 llDI Sll£S did roa Utt i• th IEST IOfttll ? 
I 
I 

-44 11117 lllT '? 

••~s ............................... . 

.aa~s .•......•••.••.•..••.••.....•••. 

U 11111 llDI SALES did roa ukt in tllt DST 1111ntll ? 
I 
I 

49 11111 llDI SALES do 7• ukt in 1 lllUlll. eanth ? 
I 
I 
I 

50 llhr ls it th•t 70U don't ukt tH 11et ultS 
tvtr7 90nth '? 

••....•..•••.•..•.•.•••••.••..••.•.••.•..•••.••.......•...............••••................. 
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LEAD Chiya•bire kuyendelea bizinftli yanuyl 

36 

37 

Kodi inu eni ake ••apbuazir• lueo 
lelaopano lopa•bana kale t 

Ieng• anlchilo anu kodi apbunzir• luso 
lataopano t 

38 lenga inuyo ••ale•ba entcbito eteopano 
aluao opoaa •~tchito anu akale f 

39 Kodi ••agula zipangizo zabwiao zataopano 
zopoaa zakale t 

40 Kodi •ukuwona kuti •uli ndi .. 10 ab•ino 
ataopano kupoaa akale t 

41 Kodi ••akoeetsa zimeoe 11U•apanga k•pen• 
ntchito yanu kupoaa kale t 

·2 Kodi •uli ndi bukhu lo••e ., .. 1.-baao 
zonae za bizineai y•nu t 

43 Kodi •u•a•erengera padera zOcbitika 
••bizinesi yanuyi t 

44 Kungatiuze chifukwa cbake t 

45 Kodi ndi•iyezi iti paeene bizioesi yanu 
idayenda bwino koposa.chaka chino t 
CTiuzeni •iyezi yakeJ 

LEAD U•o •url k•a•blra bizlnesl lyi. 

36 

37 

I••e ••abeneko euli t.uaa•blrapo u•laill 
walero wakapanglro ka winthu ? 

Panyake ba ntchilo ball ku&a•blrapo 
ualaill •alero ? 

38 ftuii kuleabapo banlchllo a•o balina 
ualslll uwe•lko 7 

39 Kull kugulapo vyakug•irisklra na 
kupanglra winthu wya sono ? 

40 Ka ealo gha bizlnesl ghlnu.nga•e•iko 
sono kujuepha pak•a•bira ? 

41 Ka vinlhu ivyo eukupanga. panyake 
wovwiri u•o aukapereka ngu•e•iko eono 
kuju•pha oak•a•blra ? 

42 Ka ndondoaeko yakendeakero ka blzf... .. sl. 
eukuleaba e•buku 1 

43 Kasi ndondomeko yakendeskero ka blzinesi 
iyl eukuleeba na kusunga padera ? 

44 Kasi nchifuk•a ull lcho •ukulekera kule~ 
ndondoeeko yakwendeskera bizlnesi ylnu • 

45 ka chaka lchl chaju•pha nl•iyezl uli apo 
bizlnesl yikaevenderani .akora ? 

46 Nanga ndi •iyezi iti pamene bi:zenesi yanu 46 
sidayende;bwino koposa~Chaka C:bioo t 
CTatiuzani--•iyezi yakeJ 

Pachaka ichl chaju•pha nl elyezl uJ-" apo 
bizinesi yika•a nge yanji~ako pas1 
cho•ene t 

47 

48 

49 

so 

Kudapata.!ndala•a zingati pa ewezi u.ene 
bizinesi idayenda bwino kopoaa f 

Kudapata ndal••• zingati zokha p•••ezl 
ueene bizinesi'aidayende b•ino f 

Kudapata ndala•a zingati pa ewezi u•ene 
blzinesl idayenda •onga ••••••lku onae f 

Chifukwa chlyanl •u•apeza ndalaea 
zochuluka kapena=zochepaceiyezi ina·1-

47 

48 

49 

50 

132 

ftu ewezl uwo bizlnesi yikenda eakora 
cho•ene eukapanga ziringa ndara•a ? 

ftu •wezl uwo blzinesl yikawa nge yenda 
viwl •akora yayl •ukapanga zlringa 
ndara•a 7 

Nge eukendesker~ kanyengo zose ka 
blzlnesl. eukupanga ziringa ndara•a 7 

Ka nchifukwa ull icho •ukutondekera 
kup1ng1 nd1r1•1 1okuy1n1 ••••I yotf 1 
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L£AD Kodi au•alandira ndala .. •'bizinesi 
yanuyi zochokera ku 

LEAD Ka zirlpo ndaraL3 izo blzinesl iyi 
yikupanga 1 

51 lendi ya nyu•ba yanu 1 51 Kufuma panyake ku rendl iyo •ukuchltlska 
kufu•a ku nyu•ba zlnyake izi ziripo pa 
•alo apa 1 

52 kwa anthu olengeza •alonda pa ••kho•a a 52 
nyuaba yanuyi 1 

Panyake zlrlpo ndara•a izo •ukupanga 
kufuaa ku kusaska aalonda, kuti 
•a•abizinesi wale•benge pa •il1ba ? 

53 paaene anthu ena aaadza ndi antchito a•o 53 
kuti inuyo •~•aphunzitae bizinesi yanuyi 

Panyake zirlpo ndaraaa izo •ukupanga 
kufuaa ku a•o •akusa•blra u•isill •a 
kapangiro ka vinthu pa bizinesl ylnu ~?• ? 

LEAD Kodi auaalipira ndalaaa zingati za lend! 
ya 

54 .. 10 anu ano 1 

nyu•ba yochitiraao bizineel 7 

54 

55 

Kasi lendi iyo aukupereka ku charo icho 
•ukuchitapo bizinesi, aukupereka ziringa 
pa sabata, pa••ezi, pachaka. 

Lendt ya nyu•b~ za bizinesi •ukupereka 
ziringa paeabata pa••ezl pachaka. 

ftakina ndi zipangi~o zogwirira ntchito 7 '56 Lendt ya vlsulo ivyo aukugwlrieka 
nchito, aukupereka ziringa pa sabata, pa 
••ezi, pa chaka. 

57 lodi katundu wof unik• kwaabiri ndi uti 
a:.ene bizinesi yanuyi iaapanga 7 

58 Kodi katundu wanuyu auaatualza kunja 
aukatha kupanga 7 

59 ftuaatuaiza •• ndala•a zingati ? 
pa ••ezi pa chaka 

60 Kodi aukawerengera katundu osagulitaa 
aaene •ukueunga audza•ugulitsa ndal••• 
zingati 7 

61 Kodi padzapita ntha•i yotani kuti 
augulitae katundu wanu yeneeyo 7 

62 Kodi au•~lengezetea bizlneai yanuyi 7 

62• ftu•alengezetea bwanji 7 

57 Pa vinthu, vyapachanya ivyo •ukupanga 
aubizinesi iyi, vinthu ivi ni vi 1 

58 Ka vlnthu ivyo aukupanga aukuvigulieka 
kuwalo kwa ftalawi 1 

59 Ka vinthu ivyo vingakwana ndara•a 
ziringa pa ••ezi ? 

60 katundu yose uyu aukuguliska eono, 
aukughanaghana kutl ndaraaa zake zose 
zingak••na ziringa ? 

61 ftukugoaezga kuti patorenge nyengo uli 
kuti katundu yoee uyu wa guliekike ? 
ftazuba, a4eabata, ayezi. 

62 Kasi bizlnesi iyl •ukuche•erera 1 

62a ftukucheaerera uli ? 

1)4 
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64 

65 

67 

;9 

70 

71 

72 

Tatiuzani katundu wofunika kopoaa aaene 63 
•u•ayenera kugula 1 

Kodi •u•akagula kuli kapena kwayani 1 64 

Kodi katundu wotereyu ndi wopangldwa 65 
a•nala•i •o••uno 1 

Kodi katundu wopanglra zinthu zanu 66 
ngwandala•a zingati aaene aukusunga inuyo 

ftuganiza kuti papita nthawi yolani kuti 67 
auaalize kugulitaa kalundu wanuyu 1 

ftubizineaiyi. kodi auaalipira ndalaaa 68 
nthawi zonae aukafuna kugula zinthu 
7•bizinea1 1 ( Oaati zipangizo ) 

langa •uaalipiranao ••anjira yotani 69 
/auaalipiranso bwanji 1 

Kodi okugulaniwo aaapereka ndalaaa ntha•i 78 
zonae akafuna kugula zinthu 1 

langa aaagulanao awanjira yotani 71 
/kulipiranao bwanji 1 

Kodi okugulani•o. ali ndi ndal••• zanu 72 
zangongole zokwana zingatl palero 1 

LEAD ftuganizire za zinthu zanu za bizinesi 
zonae •onga nyuaba ndi zipangizo 

73 

74 

Kodi •ukadafuna kugula zipangizo zonse za 
bizineai yanu;i paaodzi ndi •akin• ndi 
nyuaba zogwirira nlchito. zonse auli 
nazozi. aukadaawaza ndala•a zingali 1 

73 

Kodi auaakonzeratu zinthu za aalonda 74 
ndi chikhalupiriro choti anlhu akabwera 
agula 1 

136 

Pavinthu aukugura ivyo •ukuguliska. 
vinlhu lvl ni vi 1 

Yinthu ivi aukuvlgura nkhuni ? 

Ka aukuchita kuwoda vlnthu ive ? 

Vyakupangira lvyo •ukuguliska 
aukughanaghana kuti ndara•a zake zose 
zingakwana ziringa sono? 

ftukugo•ezga kuti vilorenge nyengo uli 
kuti vl•ale? ••~aba. aasabata. •yezi. 

Pa vinthu vyose aukugura pa bizineai 
iyi. kasi nyengo zose aukulipira kashi ? 

Para yayi. aukulipira uli 1 

Kasi awo wakuaugulani wakupereka kashi 
nyengo zonae 1 

Para yayi wakuliplra wuli ? 

Kasi awo bakuaugulani walina••e ndaraaa 
zlringa palero 1 

ka para tingeti tiyerezgere kuti 
aukugura vinthu ivyi nge ni nyuaba za 
bizineai. vyakugwlriakira nchito vyose n< 
aashinl. ivyo viri au bizinesi uau sono. 
kufuaiskapo ivyo awapanga. aukugomezga k1 
vyose vingakwana ndaraaa zirlnga ? 

Kasi aukupangirathu vinthu kughanaghana 
kuti vigulikenge ? 
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LEAD Pa•ene •ukonza •lengo •• kalundu •&nu. 
k~di •u•aganizira 

7S ndala•a zimene okugulani angalhe 
kulipira kalundu amene afuna kugulayo 1 

LEAD Para •ukughanghana za ku•ika aitengo pa 
vinthu ivyo •ukuguliska 

75 Ka para •uku•ika •ilenga ya vinthu. 
ftukughanagh~napo za ndara•a iza •anthu 
nngali!)ira ? 

76 ndala•a zonse zimene ••aononga pogula ndi 76 
kunya•ula katunduyo 1 

Za ndara•a zose izo avalipira kuli vinlhu 
vipangike 1 

77 

78 

79 

aala•ulo a bo•a pa •ilengo yoyenera 
kugulilsira kalundu wanu 7 

alengo uaene anzanu a bizinesi akonza 
/akugulileira 7 

nuganiza kuU chofunika koposa cha 
zinthu zinayizi ndi chili pokonza 
•ilengo yanu 7 

LEAD Taganizani za anthu onee a•ene a•ag•ira 
ntchito aubizinesiyi 

80 

81 

Kodi aunali ndi antchito aauna angali 
••ezi wathawu 7 

Kodi aunali ndi antchito akazi angati 
awezi wat~e.•u 'l 

LEAD Ndi angati aaene anali 

82 antchito anu anthawi zonse 1 

83 antchito aganyu chabe 7 

84 anansi anu enieni 'l 

85 owaphunzitsa ntchito yanuyi chabe 'l 

86 odziwadi ntchito yawo,a lueo 1 

87 Kodi audalipira antchito anu onse 
ndalaaa zingati paaodzi ••ezi wathawu 'l 

88 Kodi •udawapatsako antchito anu zinthu 
zina kupatuka ndala•a awezi walhawu ? 

89 Zonse zinakwana ndalaaa zingati 7 

77 

78 

79 

Za aalango gha Boaa 1 

Panydkhe za u•o aabizinesl ghanyake 
ghaku•iklra •itengo 1 

Ka pa vyose lvi lchi nchakuzir•a 
pakuwlka alten~o ni nchini ? 

LEAD ghanaghanani za wanthu wonse a•o 
wakug•ira ntchilo pano 

80 

81 

Pa ••ezl u•u •a•ara. wanchito •analu•e 
auka•a na•o •alinga 1 

Pa awezl unu waaara, banchito banakazi 
aukawa nawo wallnga ? 

LEAD ftbalinga awo •akawa: 

82 Wakale na kale ? 

83 Wakuleabeka ganyu awezi weneuwo 1 

84 Wabali winu 'l 

85 Wasaabiri wanchito 'l 

86 Vaaanyi wa zlnchlto ? 

87 Hdaraaa izo •ukallpira wanchito zikaba 
ziringa ••ezi wamara ? 

88 Hi ndaraaa zlringa izo aukukapereka pa 
aaro gha kugona na chakurya chaabura 
kulipira cha wanchito winu ? 

89 Zik••• nd1l••• ziringa 7 
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90 Kodi auaagviritaa ntchito aadzi 
•'bizineYi yanuyi ? 

90 Kasi •aji ghakukhu•bika •ukendeekero ka 
bizineei iyi ? 

91 ft•ezi vatha audalipira ndala•a zingati za 91 
aadzi 7 

92 Kodi bizineai yanuyi i .. gwirilea nlchito 92 
aagelei t 

93 Kodi aagetsi alipo 7 93 

94 Kodi bizineei yanuyi iaafuna aagetei 7 94 

95 ftudalipira ndalaaa zingati za •agetsi 95 
••ezi wathavu 7 

96 Kodi auli ndi leaya yogviriteira nlchito 96 
yokhudza bizineei yanuyi ? 

97 Kodi auaayenda pa chiyani aukakhala pa 97 
ulendo wokhuzana ndi bizineei yanuyi ? 

98 Kodi •u•apita kwa •akiaitoaala anu 
kuk~gulitsa zinlhu za bizineai yanu 98 
kapena iwowo aaabvera kudzagula ? 

ftukaripira ndaraaa ziringa za •aji ••ezi 
uwo waaara ? 

Para yayi, ka aageei ghakukhuabikva pa 
kendeekero ka bizinesi iyi ? 

ftageei agho ghalipn ? 

ftageei agho ghakukhuabikva 7 

ftukaripira ndaraaa ziringa kuaageei 
••ezi waaara uvu I 

Hanga lhelefoni ••• ? 

Ka para aulipaulendo wabizineei yinu. 
mukwenda pa vichi ? 

ftubizineei iyi, 
Hdiawe aukuruta k•a aakasito•ala 

panyakhe 

98a iwo wakwiza kwa inu ? 

98b ftwa aakaeitoaala anu, ndi angali oawe 
aaakhala aalo ozungulira pano ? 

98b Kasi wanthu a•o wakuaugurani vinlhu 
wakukhala pa •aro ghano ? 
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SKILLS & TRAINING 

99 hive YOU (~Lr bi~ in7 TRAINING 
for ru1nin' this business ? 
I 
I 
ns 
I 
I 

100 llh•t •is thd IOI 
TRAll!Illi ? .... ? 

IOZ 103 
Iliffe ? For Ho. Lon' ? 

1 ••••••••••••••••••••••••••• 19 ••••••············• ···········•············· 

2 ••••••••••••••••••••••••••• 19 ·················•· ·····•··················· 

J ••••••••••••••••••••••••••• 19 •............•..•.. ························· 

104 do JOU h•ve £HOUGH 
of the skills this business needs ? 

: I 
TES HO 

105 tlhicla skills •re ftISSlllG ? 

....................................•..... 

....................•........•.....••..... 

106 llhich skills h•ve JOU found to lie 

107 

the IEST DIFflctU to RECRUIT (find) ? 
I 

I ····••··•··········•······•···••··········•·· 
I 

······························•·····•··•····· 

Hive you ever IUH ••• 

••• OUTSIDE this DISTRICT ? 
I 
I 
HO YES 107• ffOtl lont .......... ftllHTllS 

108 • • • OUTSIDE this REG I OH ? 
•lto1ether ? 

I 
I 
Ill YES 1oa. How lont ·········· llOHTHS 

11 to1ether ? 
IO'J • • • llJT!;I DE Ml.AUi 7 

I 
I 
Ml TES 109• tlotr Ion' .......... flOHTHS 

dto1•thrr? 
110 ••• OUTSIDE AFRICA 7 

I 
I 
Ill YES 110. ffOtl long ·········· llONTHS 

1ltotrth1r ? 

11, I 

YEARS 

TEARS 

n:ARS 

TEARS 
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99 Kodi inuyo •udachitapo maphunziro a 
kayendeteed•e ke bizineei yanuyi 1 

100 ftaphunziro eke anali aatundu wanji 7 

101 nudachitapo liti •aphunziro a•ene•e 
<chaka I 7 

102 ftudachitapo kuti maphunziro aaenewa 
lmalol 7 

103 Hthawi yayitali bwanji 1 

93 Kaei i••e •uli kuea•birapo •asa•biro gha 
kendeskero ka bizinesi iyi ? 

100 nasa•biro agho ghaka•a gha atundu •uli ? 

101 Chaka ? •.••.•.• ? 

102 nukasa•bira nkhu 7 

103 Hyengo 7 

104 Kodi auli ndi luso lok•anira loyendeteera 104 nuli nawo wakukwana umisili u•o 
bizineei yanuyi 1 ukukhumbikwa pa bizinesi iyi ? 

105 Kodi pali luso lanji lenileni li•ene 
aukufuna inuyo 1 

105 Hi uaieili uli uwo mukuona kuti 
ngwakuwerera •'•anyuaa,kuti ng•akukwana 
yayi 1 

.u6 Kodi ndi anthu aluso laatundu wanji amene 106 Hibaaieili baalundu uli awo aukusanga 
a•avuta kuwapeza 1 kuli auwaleabe nlchilo ? 

Kodi •udakhalapo kunja 

107 •••••• kwa Boma lanu ? 107 Kasi aulikulutapo ku•aro kwa 80111a ? 

107a nunakhala nthawi yayitali bnnji 1 107a Yili•ika viringa kuwaro ? 
lftIYEZI,ZAKAI 

108 •••••• Chigawo chanu ? 108 Kasi aulikulutapo kuwaro kwa chigawa 
chino 1 

108a nunakhala nlhawi yayitali bwanji 7 108a Yilimika viringa kuwaro 1 
<ft!YEZl,ZAKAI 

109 .••••• ftalawi 1 109 Kasi aulikulutapo kuwaro kwa ftala• 

109a nunak~ala ntha•i yayitali bwanji 1 109a Yili•ika viringa kuwaro ? 
<llIYEZI, ZAKA > 

110 •..••. Afric;:i 7 110 Kasi aulikulutapo kuwaro kwa Afrika ? 

llOa nunakhale nthewi y~yitali bwanji 7 110a Yili•ika viringa kuwaro 1 
lftiYEZI, ZAKA l 
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LEAi I Tbis survr7 is lwin1 do~ for llElllTT ••• 
P••e 10 

111 H.vr you hr.rd •bout IEllATT lwforr '? TES Ill 111 

112 llivt you .. .,d ~ 113 Hivr you hid inr ~ 
•!tout ••• '? rontict •ith the• '? 114 did thPy HELP YOU '? 12 llJ 114 

SEIKI! YES NO YES llO TES HO 

INDHlllD TES NO ns II) TES HO 

COMunit7 TES NO TES Ill TES HO 
--SPrvius 

llJSCCO TES HO YES II) ns HO 

AJA TES NO TES ns HO 

llud. i TES Ill ns TES 

IUI ns NO ns NO ns NO [ 
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LEAD Zofufuzezi zikegwirilsidwa ntchito ndi 
a DEftATT 

111 Kodi •una•vapo ze DEftATT ? 

112 Mange •ude•vapo ze SEDOft. INDEFUND. 
Co••unily Services.nuscco.ABA,ftudzi. 
ftEDI 7 

113 Kodi •unewape•phapo chithandizo ? 

114 Adakuthandizani aolani ? 

LEAD nafu•bo awa wafumira ku DEftATT ..• 

111 Kasi •uli kupulikapo za DEftATT ? 

112 Kasi auli k~pulikapo za SEDOn. 
INDEFUND.Co••unity services.nussco. 
ABA.ftudzi.ftEDI ? 

113 Kasi •ulikuyowoyeskanapo na•o ? 

114 nuli kupokerapo nakugwiriskapo nchito 
wovwiri uwo wakupereka ? 
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• 

LOAll - APJ'l.ICATIOHS 
I 
I 

115 h1~ you llJ'Pl..1£D for ANT LOANS , duria' thf rAST Tlt'O T[ARS ? Ill 
I 

TES 
I 

think b.clt to thf LAST TUI£ you 1pplifd 
I 111 IKTIO TOO ll£R£ SOCC£ssrtl. OR NOT 
I 

11£. 11111 did you 1pply to ? 
I 
I 

117 IKN did you 1pply ? 

118 llHAT did you SAT you 
I lllNTED 11£ LOAN Fiil ? 
I 

119 lllT did )'OU lpply to tll1t 
I PARTlttl.AR SUCE ? 
I 
I 

·•··••••·•··········•••·•·····•···••·····•••················ 

•.•..•. I 19 1onth I yt1r 

•······•••••··········•···•·•·········••······•·········•··· 

·································~·························· 

120 HOii llJCH did you 1pply for ? lw1rh1 

121 llllAT SECllllTY WIS 

I rrquirrd for th1t loin ? 
I 
I 

122 did you GET th.t loin ? 
I 
I 
TES 
I 
I 

124 HOii llJCH did )'OU lft ? 
I 
I 

125 IKN did you 1rt it ? 
I 
I 

12' IHN is FINAL PAMNT dur ? 
I 
I 

127 llh.t is thr RAT[ of INTEREST ? 
I 
I 

128 llh1t did you USE thr lo.n FOR ? 
I 
I 
I 

·••····•·•··············•··••·•········•···········•········ 

NO -- 123 lllT do )'OU think y1111 didn't 1rt it ? 

••••••••••••••••••••••••••••••••••••e•••• 

······••································· 

···••·•·••··•···························· 

I 19 90nth I )'Hr 

I 19 90nth I )'Hr 

__ S prr fOHH prr TEAR 

······················•·•······························ 

P'9' II 

J..-____ IJ5 

1------11' 

If------ 117 

t-----118 

l------•20 

.__ ____ 121 

1------122 

.__ ____ 12l 

._ ____ 125 

~----126 

~----127 

.__ ____ 128 

12' H.vt )'OU FINISHED p1yin1 it ••ck yrt ? 
I llO ' 60 TO G OV£R ------->-
I 
YES 
I 

14~ 

L ____ tn 



115 Kodi •udafunsapo ngongole pakati pa 
•iyezi 12 yapitayi 7 

116 nudafunsa kuti kapena kwayani 7 

117 ftudafunsa chaka chili (liti> 7 

118 ftudati •ukuyifuniranji ngongoleyo ? 

119 Chifukwa chiyani •udafunsa ngongoleyo ku 
•alo a11enewo 7 

120 ftudafunsa ngongole ya ndalaaa zingati 1 

121 Hdiye adukuuzani kuti afuna auwapatse 
chiyani aulalephera kubweza ngongoleyo 7 

122 Kodi adakupalaani ngongoleyo ? 

123 Chifukwa chake anali ndichiyani ngati 
adakana kukukongozani? 

124 Adakupalaani ndala•a zingali ? 

125 Ad•kupalsani chaka chili ngongoleyo 1 

126 ftudzabwezera chaka chili ngongoleyo 1 

127 Hanga chiongola dza~ja adati •udzabweza 
ndala•a zingati pa•wezi/pachaka ? 

128 Kodi ngongole i•eneyo •udayigwiritsa 
ntchito yanji ? 

129 Kodi •uda•aliza kubweza ngongoleyo 1 

115 Pa vyaka v1w1r1 lvyo vyaju•ph~ ka •ull 
kuf u•bapo vya lonl ? 

LEAD Ghanaghanlpo vya ku•anyu•a apo •ukafu•ba 
a1 lonl p1r1 wak1ap1ni p1nyak• apo 
bakakana 

116 Loni iyo •ukafu•ba nkhuni 1 

117 Hi chaka ult apo •ukafu•ba za loni lyl ? 

118 Loni iyi •ukafu•ba •ukati •uchltiren~e 
vichl ? 

119 Hchifukwa uli icho •ukafuaba loni uko 
•ukape•pha 1 

120 nukafu•ba loni ya ndara•a ziringa ? 

121 ftukaleabeaka vichi kuti •a•upa~l lonl 
iyo ? 

122 Ka loni iyo waka•upani 7 

123 Para yayi, chinga•a chifukwa vichi ? 

124 81kaaupani ndar••• ziringa ? 

125 Loni iyo waka•upani chaka ull 7 

126 Nchaka uli icho •u•alenge ku•ezga lonl ' 
iyo ? 

127 Ka intereeiti ya loni i~~ ziringa pa 
••ezi ? pa chaka 1 

128 Loni •ukagwiriekira nchito uli 1 

129 Ka •uli ku•ara kuwezga loni iyo 1 
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• 

• 

LMI - llEPlllOTS 

llO lift ,.. Hf •tstHtli .. lNms • tllis MillHS ? 
I 
I 
YlS 

PIHH tllilll dod tH lllST RECENT Lllll STIU 110t ,.itl ia f•ll 
I 

Ill .., lift,_ Dt INa? 
I 

132 Hll tlitl ,_ pt it ? •••••.. I ., 
I 
I 

Ill HT tlitl ,_ SAT 7011 
I mn£I • LOAM Flit ? 
I 

134 lll'f tlil 1=* .w tll1t 
I PMJICIUR Sllllll ? 

135 1111 llD litl ,_ •••Ir fGT ? bd1 
I 

13' HJ SRmJn .. I 
I ....-inl for tlld IND ? 
I 
I 

137 llllf lltH Iii ,_ ttl ? 
I 

Ill 11111 is FJlll. PATIEIT ,_ ? 
I 
I 

••••••• / 19 ---

Ill 

13' •t is th RATE of JllTEREST ? __ J '" IOfTN per YEM 

140 •t Iii rou USE tflt IOH rm ? 
I 
I ®'" ,_ II' TO IATE •i tll rour REPAMNTS ? 

I "' ns m 

I 
HZ lll1t nt r•r llEASOllS ? 

147 
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130 lodi auli ndi ngongole zln• zimene 
aueanabweze •"bizineal 1•nuyi 7 

131 lgongole 111ene10 adakukongozan! ndeni 7 

130 ftuli na ngongole tyo •undawezge pa 
bizinesl lyi 7 

LEAD Ghanaghanipo za ngongole ya sonoko iyo 
•undawezge yoae. 

131 ftbanjani awo •aka•upani lonl iyo ? 

132 ftudaleng• ngongole iaene10 chaka chili 7 132 ftukalola •uchili•ika uli ? 

133 ftudell aukufuna ~~g•lrila• nlchlto yanji 133 
ngongole ir.ayo 7 

Pakutola lonl iyo. i••e •ukali 
aug•iriakenge nchilo uli ? 

134 Chlfukwe ninjl •udakafunaa ngongoleyo 
kuealo eaenewo osatl k•ina 7 

135 ftudafunaa ngongole ya ndala•a zingali 1 

136 ldali •upereke chiyeni 11Udzapanda 
kubweza ngongoleyo 1 

137 ldakupataani ngongole y• ndala•a 
zingati 1 

138 Kadi •udza•aliza kubwez• ngongoleyo 
chaka chiti 7 

139 Hang• chiongoladzanja ndi ndal••• 
zingali pa••ezi/pachaka 1 

140 Hgongole i•eneyo •udayig•iritsa ntchito 
yanjl 1 

141 Kodi •ukutha kulipi~a pa nthawi yake 
ngongole i•eneyo 1 

142 Tatluzani :ifuk•a zake 1 

134 Hchifukwa uli •ukaf u•ba loni uko 
aukatola ? 

135 J••e •ukafu•ba loni ya ndara•a ziringa 1 

136 ftukale•beska vichi, pa usa•bazi u•o 
•uli nawo. kuti •a•upani loni iyo 1 

137 I•o waka•upani ziringa 1 

138 Hgongole ya u•alilo •ukawezgero ka loni, 
•u•ezgenge •u chili•ika nch1 ? 

139 Interest! yake ya loni iyo ni zilinga.pa 
••ezi, pa chili•ika ? 

140 l••e loni iyo •ukag•iriakira nchito uli ? 

141 Ka Mukuwezga ngongole •undondo•eko yake ? 

142 Para yayi. nchifuk•a vichi ? 

148 
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• 

• 

HJ K.ft 70U twr Mrra.M ~T for ksillfss ' 
I 
I 

TES 111 144 11111 not ' 
I 

145 Froe ••r• ? 
I 
I 
I 
LICEICilli 
I 

··········•·······•······•······•••·····•··· 

······••·····••········ ••·••·••·····•·•·····••••····•·•·····••····· 

14' ••.,. yoa .,,., h•d to •ppl1 fo. • licrnc. 
or ,.,.it fro. • Govn••nt ltpnbrnt ? Ill 

TES 

think hd: to thr LAST Tiil 
I 

147 ••t .. s t" _ li~nc• I ,.nit fll ? 
··•·····••····•····••••······••····•••········•··· I 

I 

148 lid JOU &ET IT 
I 
I 
TES 

150 IOI Ult& did it 

? 

hkf to t!l H AHSllER ? 
I 
I 

151 Did th• TlflE you h•d to ••it 

··•··•·········••··•·····•····••••················ 

NO 

I 

····················•····•······································· 

···················································--·~-~~===·---

············•···················································· 

UEEKS llONTHS 

c•usr you IUSlll:SS PR08l£RS ? 

152 

I 
I 
YES 
I 

' in lllllT llATS ? 
································•································ 

································································· 

•·••·•••···••·••••··•·•··············••·•·•••····•·······•······· 

,.,, 1J 

141 

144 

145 

150 

151 



143 Kodi •udakongolapo ndala•a zog•iritsira 
ntchito yabizinesi 1 

144 Chifukwa chiyani 1 

145 Kwandani 1 

146 Kodi •uda!unsapo chllolezo cha blzlneal 
yanu 1 

143 Kasi •uli kukongolapo ndala•a za 
bizineei iyi 1 

144 Para yayi. ull 1 

145 ftukakongola nkhu 1 

146 Ka •ull kufu•bapo za •sonkho •a bizinesi 
panyake perealtl ya b1z1nes1 ? 

LEAD Ghanaghanlpo za ku •anyu•a ..•• 

147 chinali chllolezo cha chiyani Cchantchlto 147 
yanji> 1 

ftsonkho u•o panyake pere•ltl lyo yika•a 
ya vlchl 1 

148 Kodl adakupateanl chllolezocho 1 

tcg Adati zifukwa zake ndi ziti Cnziyani> 1 

150 Padapita nthawi yotani aeanakupatsenl 1 

151 Kodi nthawi i•ene aunkadikira 
chilolezocho panall zovuta zina pa 
bizinesiyi 1 

152 Zovuta zanjl 1 

148 Vaku•upanl pere•iti iyo ? 

149 Para wakuaupani yayi. tlngakond•a para 
•ungatlpharira vifukwa lvyo bakalekera 
kuapanl pere•itl lyo 1 

150 ftukati ••a!u•ba za pere•itl.pakaju•pha 
nyengo ull kutl •upokere zgoro ? 
Pakajuapha •asabata Panyake •yezi 
yiringa ? 

151 Ka nyengo iyo aukalindizganga peremiti. 
yakatiabanizga nauao •ungendeskera 
bizlnesl 1 

152 Para enya. yikatimbanlzga au tho•a uli ? 

1~ 
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• 
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' 

• 

• 

153 la 111•i11t tllis ..,siwss IOI , IHIT IS YIU 1166£51 J'ROILEll ? 
I 
I ·············•······················································· 

··••······•············•········•······•····························· 

154 •r• tllf,. ••7 othtrs ? 
I 

•····•••·•···•···•••······•··••········•··•··········•••·······•····· 

•·•··••·····•··••···•···•·•·········································· 

155 do )'DI SOeftiws think dout 
Slllllli or lEAVIlli tllis hsi•ss ? 1£5 Ill 

15' IF 71111 wn offnffl •n IHT£RESTI11i , flll.L -TlllE JOB ELSEIHR£ , 
I IOI llDI SALARY llOUH indacr 7oa to 
I 611/E IJ' 70tir JUSIHESS ? ltw.irb• 

,., llEElt llOHTH YEAR 

157 do )'OU •isll tllis llusintss wrrt in • DirFEREHT PLACE ? 

~S --------- HO 
I 

151 llHY da.'t 71111 Hft ? 
I 

••••••··••·•··················••·•••·····••••••·····•·••·••·•···•··•• 

•·••··•····•························································· 

In tht lllT TDIR , do roa ••n ••r REAL PLAHS to , 

159 faplo)' llDRE llDRlfRS ? YES Ill C I J 

1'0 f9plo7 llDrf SKILLED workrrs ? YES Ill [ 2 J 

m ... ,. DE EllUIMIEHT ? ns Ill [ 3 J 

162 providt NEU PRODUCTS I SERVICES ? ns Ill [ 4 J 

1'3 lllPROVE 7our currtnt products I strvicrs ? Y£S II) [ 5 l 

164 lllIDf lltE •ill be 
tllf lllST IIFFJCll.T ? Ctl C2J C3J C4l C5J 

165 Yitll tht tquipnnt Hd tools 7ou h.vt now 
could 7ou proclucr 10n/stll llOrr or providr 

80rt ltrYicH ? 
YES NO 

166• 

,.,, 14 

153 

.__ ____ 1~4 

.__ ____ 155 

11------ 15& 

• _____ 15& 

157 

1-_____ 158 

1-____ 151 

.__ ____ 160 

11------ 161 

J--____ 162 

163 

____ m 

, _____ 165 

J 66 llou l d )'OU llftd llOff 

f9plo7tts to do tfl•t ? 

YES NO 
I 

If )'ou hid 10rr nploytts 
could 7ou product 1111rt ? 

'~--Y-ES-----111------------------------~~----.---~~~-~~~ 
···•····················•······························· 

.....................................•.............. , ... 
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153 Kodi vulo lanu lalikulu kwen1kwen1 
nchtyan1 poyendetsa btztnesi yanuyi 1 

154 Pali •avuto ena a•ene •ukuwaona 1 

155 Kodi nthawi zina •u•aganiza zosiya 
kapena kugulitsa bizinesi yanuyi 1 

156 Kodi wina atafuna kukule•bani nlchilo 
yokusangalaeanl kwina kwake aung3vomere 
alakulonjez~ni aalf piro a ndala•a 
zingati pa ••ezi 1 

157 Kodi mumafuna kuli bizineei yanul·i 
ikadakhala pa •alo ena oeali kuno ? 

158 Bwanji nanga siaukuchoka ? 

LEAD Kodi chaka chaaawa •uli ndi 
chikonzekero 

• - choleaba antchito ena ku•onjezera amene 
•uli nawowa 1 

160 choleaba antchito odziwadi ntchito yawo 
bwinobwino,a luso 1 

161 chogula zipangizo zina 1 

162 kuya•ba kupanga zina zogulitsa kapena 
kuwonjezera ntchito yanuyi 1 

163 kukonzanso aokongoletsa zi•ene 
•ukupangazi ndi kuwonjezera ntchito imene 
aukug•ira 1 

164 Pazonsezi ndichiti chiaene 
chidzakuvutani koposa kuchiyesera 

Hdi zipangizo zoawe auli nazo tsopano, 
Kodi •unnsthe kupanga zinthu zochuluka 
kuposera zomwe aumapanga tsopano 1 

166 nungafune kulemberapo antchito ens 1 

166a Henge mutaleaberapo anlchito ena, 
aungapange zinthu zochulukg kuposa 
tsopano ? 

167 Bwanji si•ukupangA zochuluka kuposera 
zoawe muaapanga tsopano ? 

153 Para pali unonono, •bunonono uli u•o 
•ukvona kutt ultpo aukendeskero ka 
b1ztne61 iyi 1 

154 Ulipo unonono unyake ? 

155 Ka •ukughanaghana panyake zakuguliska 
panyake kuleka kuchita bizinesi ? 

156 Para aungasanga nchito yi•e•i ya pa 
mwezi ni ndaraaa ziringa izo 
wanga•upani pa Sabata, pa ••ezi, pa 
chili•ika; zakuti zlngakulekeskani 
bizinesi nakunjira ntchito iyo ? 

157 Ka mukughanaghana kuli bizinesi iyi ntha 
yikaba pa •aro ghanyake ? 

158 Para enya, •ukulekerachi kukayiwika pa maro 
ghanyake apo 1 

LEAD Ka pa chaka chikwiza ichi, mukunozgerapa za 

159 Kuleaberapo •anchito banyake ? 

160 Kulemberapo •amisili wamanyi pa nchito ? 

161 Kugulirapo vyakupangira vinyake vya vinyhu 
ivyo mukupanga ? 

162 Kupangirapo vinthu vinyake vya aono panyake 
kupereka wovwiri unyake wasono ? 

163 Kapangiro kawemiko ka vinthu ivyo 
mukupanga, panyake kulutirizgapo wovwiri 
uwo mukupereka au uweme wake ? 

161 lcho •ukuwona kuti chingawa chinonono 
kuti auchite ni nchini ? 

165 Na vyakug•irira ntchito ivyo mulinavyo 
sono, mukughanaghana kutt mungapange 
vtnthu vinandt kujumpha pasono ? 

166 nungakhumbirapo •anlchito •anyakhe ? 

166a Para •ungawa nawantchito wanandi 
mungapanga vinthu vinandi ? 

167 Hchifukwa •ult mukuleka kupanga vinthu 
vinandt eono 1 

.. 

• 



' 

~RSOHAl DETAILS 

164 How old ne you ? 
I 

169 •ilidl is TOUT HOfl£ DISTRICT ? 
I 
I 

170 •r• you sin~I• or ••rri•d ? 

....•..•...............•.........•. 

• I 

• 

I 
SllG.£ ~JED 

I 171 Dol'S your llJSl.IAHD h•Yl' 
OTHER llARRJA6ES ? , 

I 

~ YES Ill 

Dots your IRISBAND 

17k 

EHCllllUIGE you in your business ' 

I 
YES 

t 
Does he hrlp you 
in this business ? 

YES NO 

171d 11111 ? ••••••••••••••••••••••••••••••••••••• 

······························•·················· 

Ill 

171b Does hr 
DISCOURAGE you ' 

HO 

17: "'" '"' '"' "'' •miff ? '-..._ ~ 
YES HO 
I 
I 

171e llh•t is your 
lllSllAHD' s JOB ? 

173 ne you 
I 

••••••·•···••·················· 

WIDOllED DIVORCED 

174 Do you h•ve CHILDREN ? 
I 
I 
I 
YES 
I 

175 How •1ny CHILDREN ? 
I 
I 

176 llh•t •re thtir AGES ? 
I 
I 2 J 4 5 Ii 7 8 9 10 
I 

I I 
, __ , __ 1 __ 1 __ 1 __ 1 __ 1 __ , __ 1 __ 1 __ 1 

1 SJ 

------ 1£.8 

------ J70 

, _____ 171 

t------•lh 

171r 171b 

~L 

...__ ______ 171d 

...__ ____ 171e 

. _____ m 

t------ 174 

____ 175 



168 Kodi •uli ndi zaka zingati 7 

169 Bo•• la kwanu 'l 

170 Ndinu wokwatiwa kapena ayi 'l 

171 KodJ a•una anu all ndi •itala 'l 

171• Kodi a•akuli•bikitsani pa bizineei 
yanuyi 'l 

171b Kodi a•akuletsanl kupanga bizinesiyl 

17lc Nanga a•akuthandizani pa bizlnesi 
yanuyi 'l 

17ld A•akuthandizani aotani ? 

17le Kodi aaagwira ntchito yanji ? 

.. 72 Kodi •udakwatiwapo 7 

173 Kodi ndinu na•fedwa, •udasudzulid•a, 
•udapatukana 7 

174 Kodi •uli ndi ana 7 

175 ftuli ndi ana angat1 ? 

176 Ali ndi zaka zingati ? 

'l 

168 Kasi •uli na vlri•lka virln~~ ? 

169 Ka Bo•a la kwinu ni ndlnl 7 

170 Ka ndi••e wapa•phara, wakutora, •beta, 
wakutengwa ? 

171 Ka banalu•i winu abamitala ? 

17la Ka bafu•u winu waku•ukho•ezgani 
zakulutizga bizinesi ? 

17lb Panyakhe waku•ugongoweskani ? 

l71c Ka bafu•u •inu waku•uvwirani mu 
bi:!lneei iyi ? 

17ld Vakuauvwiranl uli ? 

17le lwo wkugwirwa nchito uli ? 

172 Ka •ull kutorapo, kutengwapo ? 

173 Ka ndi••e chokolo, bakusuzulika ? 
Panyakhe •uli kapatukana pa nthengwa ? 

174 Ka auli na bana ? 

175 ftuli na bana balinga ? 

176 Phalani vyaka vya bana binu. 

• 

• 



177 Hoit ••ny of thrsr childrrn 
~·· 1£. I do you Stl>rORI ? 

17 

178 Do you h•vr dr~ndrnts OTHER th•n childrrn ? 
I 

~ I 
I 
T£S HO 17. 

' 

17' • .,. Hny OlllRS ? 
17: • I 

I 

HO did you 'o to school ? 
I 
I 
TES HO m 

111 Up to llll•t LEV£L ? 
I 

STANDARD FORK 
181 

112 lllt•t llllllFICATIOHS do you havr ? 

P!" .. C T£S HO ._,_ ____ 182 

JCE T£S HO ._,_ ____ 183 

ICE T£S HO 
1------184 

CERTIFICATE , specify ••••••••••••••••••••••••••••••••••••• 
~----185 

DIPlOM , specify ••••••••••••••••••••••••••••••••••••• . 18£. 

DEGREE 1 Sptcify ••••••••••••••••••••••••••••••••••••• ..._ ____ 187 

othrr, specify ....••...••.••••••.••.•.•••.•..•••..• . _____ 188 

• 
----------------------~---- T H A M K Y 0 U F 0 R Y 0 U R C 0 0 P E R A T I 0 M ----------------------------
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177 Kodi ••• ana aaenewa ndi angati a•ene 
auaawasa•ala inuyo ? 

178 Kodi alipo achinansi kupatula ana anuws 
a•ene ~u•awassaalanso ? 

179 Alipo angati aaene auaawasaaala ndi 
kuwathandiza ko•a siana anu ? 

180 Kodi audaphunzirapo sukulu ? 

181 nudalekeza kalasi yanji 1 

182 Nanga auli ndi setifiketi yanji ya 
sukJlu ? 

PSLC ? 

JCE 1 

llCE 1 

Tchulani ena ngati alipo: 

Selifiketi 

diploaa 

Degree 

Ena 

177 ftbalinga ••a bana awa, awo aukubabovwira ? 

178 Pader<1 pa bana binu, baHpo awo 
aukubawovwira ? 

179 Para zgoro ni enya, abalinga banyake awo 
aukubawovwira 1 

180 Ka auli kueaabirapo eukulu ? 

181 nukalekera •ukalasi uli ? 

182 nukatora •a eatifi~iti uli 1 

PSLC ? 

JCE ? 

llCE ? 

Phalani aaeatifi~eti ghake: 

Setifiketi 

Diploaia 

Degree 

Ghanyake 

156 

• 



INTERVJEll£R'S DESf.RlrTIOH Of JHf PUSINESS fHftISES 

---------------------------~------------------------------------------------------------------------------------

••.•••.••••••••.•••••••.............••••...•.•..••..•.•••••••.•..•....•..•.•••..•......... 

••.•••••••••••..•.•••..•••••..•••.•••••••••..............................•...••........... 

2 is thr i:--~siness in a buildin' TES HO 

' 
in thr oprn-air TES HO 

undrr a brr TES HO 

on a khondr TES HO 

by thr roadsid!! TES NO 

in your house TES HO 

J if thr business is in , or has , 8UILDIHGS, 

what is thr l:30f •adr fr09 ? IRON-SHEETS/TILES 

GRASS 

other, describe ••••••··••·····················•··••···· 

wh.at art thr llAllS Hde from ? BRICK 

llUD 

GRASS I REEDS 

other, describe ••••••••••••••.••••••••••••••••••••••••• 

CEllENT 

other, describe •••••••••••••••••••••••••••••••••••••••• 

4 LOOK AROUHD YOU ••• HOii "AHY OlHER businesses 
c•n you SEE nr•rby ? NOHE 

1 - 3 

4 - 10 

IOff thn 10 
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I. Tables by Size of Business 



DEMATT - Business Advisoa service for wa.en - survey 1990 

TABLES BY SIZE OF THE BUSINESS 

Number of questionnaires: 225 

Table 1.1 Distribution b~ Age 

Age of Woman (years) :MICRO SSE MSE Total MICROI ssa MSEX Average 

No answer 3 1 0 4 1. 7 2.8 0.0 1.8 
20-30 34 7 1 42 19.5 19.4 7.7 18.8 
31-40 67 12 7 86 38.5 33.3 53.8 38.6 
41-50 47 11 4 62 27.0 30.6 30.8 27.8 
>50 23 5 1 29 13.2 13.9 7.7 13.0 

-- --
Total I 174 36 13 223 : 100 100 100 100 I 

======================================================================= 

Iabl1 1 &2 Famil~ ~tatus 

---------------------------- ---: ---
:MICRO SSE MSE Total : MICROX SSEI MSEX Average 

-----------------------------------------------------------
Married 135 23 12 170 76.3 65.7 92.3 75.6 
Of which monogamous 97 21 11 129 71.9 91.3 91.7 75.9 

polygamous 38 2 1 41 28.1 8.7 8.3 24.1 

Single 42 12 1 55 23.7 34.3 7.7 24.4 
Of which separated 11 2 0 13 26.2 16.7 0.0 23.6 

divorced 16 4 1 21 38.1 33.3 100.0 38.2 
widowed 12 6 0 18 28.6 50.0 o.o 32.7 
never married 2 0 0 2 4.8 0.0 0.0 3.6 
missing 1 0 0 1 2.4 o.o o.o 1.8 

-----------------------------------------------------------------------
Total I 177 35 13 225 . 100.0 100.0 100.0 100.0 I . 

-----------------------------------------------------------------------



Table 1. 3 Number of Dependents 
-------------------------------------------:----------------------------

!MICRO SSE MSE Total : MICRO% SSE% HSEX Aver. 
-------------------------------------------------------------------------
a) Support. children' 
0 19 3 1 23 11.4 6.6 7.1 10.7 
1 18 1 0 19 10.8 2.9 0.0 8.8 
2 - 3 31 11 8 50 18.6 31.4 61.5 23.3 
4 - 6 73 16 2 91 43.7 45.7 15.4 42.3 
1 - 9 23 4 1 28 13.8 11.4 1.1 13.0 
10+ 3 0 1 4 1. 8 0.0 7.1 1. 9 

---------------------------------------------------------------
Total • 167 35 13 215 . 100.0 100.0 100.0 100.0 I -

-------------------------------------------·----------------------------
b) Other dependents 

0 37 5 4 46 20.9 1~.3 30.8 20.4 
1 30 3 0 33 16.9 8.6 0.0 14.7 
2 - 3 49 6 5 60 27.7 17. 1 38.5 26.7 
4 - 6 32 14 1 47 18.1 40.0 1.1 20.9 
7 - 9 18 3 1 22 10.2 8.6 7.7 9.8 
10+ 11 4 2 17 6.2 11. 4 15.4 7.6 

--------- ------------------------------
Total 177 35 13 225 . 100.0 100.0 100.0 100.0 . 

------ ·------------. --------------------------
c) Total dependents 
0 4 0 1 5 2.3 0.0 1.1 2.2 
1 4 2 0 6 2.3 5.7 0.0 2.7 
2 - 3 27 3 3 33 15.3 8.6 23.1 14.7 
4 - 6 50 7 3 60 28.2 20.0 23.1 26.7 
1 - 9 56 7 4 67 31.6 20.0 30.8 29.8 
10+ 36 16 2 54 20.3 45.7 15.4 24.0 

------------------- ----~-----~-----------------------------

Total 177 35 13 225 . 100.0 100.0 100.0 100.0 . 
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Table 1.4 Educat1onal Background 
---------- -----

MICRO SSE MSE Total 
--------------------------- ------
Total no in group 177 35 13 225 
------------------------------------------------
Attended School 153 32 13 198 

in s 86.4S 91.4S 100.0S 88.0S 
-------------------------~~----
PSLC I 100 27 12 139 I 

1n s I 56.5S 77.1S 92.3S 61.8S I ,_ 
JCE 52 19 10 81 

1n s 29.4S 54.3S 76.b 36.0S 

MSCE 23 10 6 39 
1n s 13.0S 28.6S 46.2S 17.3S 

-- --- -------

Table 1.5 Emoloymant Status 

--------------------------- ·--: ·------------
Presently employed ? :MICRO SSE MSE Tc 1 : MICROS SSES MSES Average 

No answer 
Yes 
No 

4 1 
31 10 

142 24 

0 
1 

12 

5 2.3 2.9 
42 : 17.5 28.6 

178 : 80.2 68.6 

Total : 177 35 13 225 : 100 100 

0.0 2.2 
7.7 18.7 

92.3 79.1 

100 100 
--------------------------------------------: -----------------------
If not, prav. amployd?lMICRO SSE MSE Total : MICROS SSES MSES Average 

No answer 
Vas 
No 

4 
51 
87 

3 
10 
11 

1 
11 
0 

8 2.8 12.5 
72 : 35.9 41.7 
98 : 61.3 45.8 

8.3 4.5 
91. 7 40.4 
0.0 55.1 

-----------------------------------------------------------------------
Total : 142 24 12 178 : 100 100 100 100 

----------------------------------------------------------------------------------------------------------·------------------------------------
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Table 1.6 Social Background 
------------------------------------: --------------------
Husband's Job :MICRO SSE MSE Total : MI~ SSE' MSE' Average 

Not marr;ed/no answer 
Unempl/Retired 
Farmer 
Worker 
Clerical 
Public Sector 
Profess;onal, Priv.Sec, 
Businessman 
Other 

43 
16 
19 
20 

6 
23 
32 
16 

2 

13 
5 
1 
0 
0 
4 
8 
4 
0 

J . 
1 
0 
1 
0 
2 
2 
6 
0 

57 
22 
20 
21 

6 
29 
42 
26 

2 

24.3 
9.0 

10.7 
11.3 
3.4 

13.0 
18. 1 
9.0 
1.1 

37.1 
14.3 
2.9 
o.o 
o.o 

11.4 
22.9 
11.4 
o.o 

7.7 
7.7 
0.0 
7.7 
o.o 

15.4 
15.4 
46.2 
0.0 

25.3 
9.8 
8.9 
9.3 
2.7 

12.9 
18.7 
11.6 
0.9 

---------------------------
Total 177 35 13 225 : 100.0 100.0 100.0 100.0 

----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.7 Spec;a1 Responsib111t1es 1n Society 
---------------------------------: ---------------
Do you have •••• ? 

No answer 
Yes 
No 

:MICRO SSE MSE Total : MICROI SS~ MS~ Average 

: 1 
: 70 
: 106 

1 
14 
20 

0 
5 
8 

2 0.6 2.9 
89 : 39.5 40.0 

134 : 59.9 57.1 

o.o 0.9 
38.5 39.6 
61.5 59.6 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------
------------------------------------------: ---~-------------------
Type of respons1b11ity:MICRO SSE MSE Total : MICR°' SS~ MSE' Average 

Church/Womens Gu1lue 34 7 1 42 48.6 50.0 20.0 47.2 
Social welfare 2 0 0 2 2.9 o.o o.o 2.2 
lGA 2 0 0 2 2.9 o.o o.o 2.2 
Professional Organisa. 4 1 2 7 5.7 7 .1 40.0 7.9 
CCAM 15 3 2 20 21.4 21.4 40.0 22.5 
MCP/Womens League 12 3 0 15 17. 1 21.4 0.0 16.9 
Other 1 0 0 1 1.4 o.o 0.0 1.1 

Total 70 14 5 89 : 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------
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Table 1.8 Previous Business Experience 
------------------------------------------: -------------------------
Involved in bus.before:MICRO SSE MSE Total : MIC~ SSEI MSEI Average 
-----------------------------------------------------------------------

Yes : 84 
No : 92 

No answer : 1 

15 
20 

0 

9 
3 
1 

108 47.5 42.9 
115: 52.0 57.1 

2 : 0.6 0.0 

69.2 '8.0 
23.1 51.1 
7.7 0.9 

----------------·-----------------------------------' Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 

Table 1.9 Travel Experience 
--------------------------------~-: -----------------
a) Outside District :MICRO SSE MSE Total : MICROI SSEI MSEI Average 

Yes : 150 32 13 195 : 84.7 91.4 100.0 86.7 
No : 27 3 0 30 : 15.3 8.6 0.0 13.3 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 

--------------------------------------------: -------------------------
b) Outside Region :MICRO SSE MSE Total : MICROI SSEI MSEI Average 

Yes : 124 29 12 165 : 70.1 82.9 92.3 73.3 
No : 53 6 1 60 : 29.9 17.1 7.7 26.7 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 

--------------------------------------------: -------------------------
c) Outside Malawi :MICRO SSE MSE Total : MICROI SSEI MSE' Average 

Yes : 73 18 12 103 : 41.2 51.4 92.3 45.8 
No : 104 17 1 122 : 58.8 48.6 7.7 54.2 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 

--------------------------------------------: -------------------------
d) Outside Af r~ca :MICRO SSE MSE Total : MICROI SSE' MSEI Average 

Yes : 17 3 
No : 160 32 

5 25 : 9.6 8.6 38.5 11.1 
8 200 : 90.4 91.4 61.5 88.9 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 
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Table 1.10 N1.111ber of Businesses Owned 
--------------------------------------------: -------------------------
No of Businesses :MICRO SSE MSE Total : MICROI SSEI MSEI Average 

1 
2 
3 

4 + 

115 
53 

9 
0 

17 
15 
2 
1 

7 
3 
1 
2 

139 
71 
12 

3 

65.0 
29.S 
5.1 
0.0 

48.6 
42.9 
5.7 
2.9 

53.8 
23.1 
7.7 

15.4 

61.8 
31.6 
5.3 
1.3 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.11 Number of Owners in the Business 
--------------------------------------------: -------------------------
No. of Owners :MICRO SSE MSE Total : MICROI SSEI MSEI Average 

1 166 26 
2 9 8 
5 1 0 
6 1 0 
9 0 1 

8 200 
5 22 
0 1 
0 1 
0 1 

93.8 
5.1 
0.6 
0.6 
0.0 

74.3 61.5 88.9 
22.9 38.5 9.8 
0.0 0.0 0.4 
o.o 0.0 0.4 
2.9 0.0 0.4 

Total : 177 35 13 225 : 100.0 100.0 100.0 10C.O 
----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.12 Owner's Role 1n Business 
--------------------------------------------: -------------------------
Owner's Role :MICRO SSE MSE Total : MICROI SSE' MSES Average 

Self-employed 48 
Manager/Supervisor , 69 
+ involved 1n product.: 59 
No answer 1 

3 
23 
g 
0 

0 
13 
0 
0 

51 
105 
68 

1 

27.1 
39.0 
33.3 
0.6 

8.6 
65.7 
25.7 
0.0 

0.0 
100.0 

0.0 
0.0 

22.7 
46.7 
30.2 
0.4 

Total : ~77 35 13 225 : 100.0 100.0 100.0 100.0 
--------------------------------------------: 

Table 1.13 Management of Business 
--------------------------------------------: 
Manages herself :MICRO SSE MSE Total : MICROI SSE' MSE' Average 

Yes I 154 23 9 186 87.0 65.7 69.2 82.7 I 

No I 10 10 3 23 : 5.6 28.6 23.1 10.2 I 

No answer I 13 2 1 16 : 7.3 5.7 7.7 7.1 I 

----------------------·---------------------· -------------------------I . 
Total I 177 35 13 225 . 100.0 100.0 100.0 100.0 I . 
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Table 1.14 T1me Spent 1n Bus1ness 
--------------------------------------------: -------------------------
Of her t1me spent... :MICRO SSE MSE Total : MIC~ SSE' MSEI Average 
---------------------------------------------------------------------
lass than half 
Half or more 
All the t;me 
No answer 

37 
84 
55 

1 

10 
14 
11 
0 

2 
4 
7 
0 

49 
102 
73 

1 

20.9 
47.5 
31.1 
0.6 

28.6 
40.0 
31.4 
o.o 

20.0 
40.0 
40.0 
o.o 

22.1 
45.9 
31.5 
0.5 

-----------------------------------------------------------------------
Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 

----------------------------------------------------------------------------------------------------------------------------------------------
Table 1.15 Husband's Support in Business 
---------------------------: -----------------
Husband encourages ? :MICRO SSE MSE Total : MICR°' SS~ MSE' Average 

Vas 128 22 12 162 94.8 95.7 100.0 95.3 
No I 7 1 0 8 5.2 4.3 o.o 4.7 
Of which discourages?: 

Yes I 3 0 0 3 42.9 o.o 37.5 I 

No I 4 1 0 5 57.1 100.0 62.5 I 

------ -------------------------
Total I 135 23 12 170 : 100.0 100.0 100.0 100.0 I 

-----------------------------------------------------------------------

Husband helps ? 

Yes 
No 

:MICRO SSE MSE Total : MICR°' SSE• MSE• Average 

: 111 21 12 144: 86.7 95.5 100.0 88.9 
: 17 1 0 18 : 13.3 4.5 o.o 11.1 

Total : 128 22 12 162 : 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.16 Tvpe of Husband's AssiRtance 

Field of assistance MICRO SSE MSE Total : MICR°' SSEI MSEI Average 

Money 42 6 3 51 37.8 28.6 25.0 35.4 
General 30 9 6 45 27.0 42.9 50.0 31.3 
Buys things 19 2 1 22 17.1 9.5 8.3 15.3 
Advice 6 1 1 8 5.4 4.8 8.3 5.6 
Transport 5 1 0 6 4.5 4.8 o.o 4.2 
Accounts 0 2 1 3 o.o 9.5 8.3 2.1 
Other 9 0 0 9 8 .1 0.0 0.0 6.3 
-----------------------------------------------------------------------

Total : 111 21 12 144 : 100.0 100.0 100.0 100.0 
---------------------------·-·----------------------------------------------------------------------- ------------------------------------------
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Table 1.17 Business Main Family Income? 
-------------------------------------------------------------------------

:MICRO SSE MSE Total : MICROI SSEX MSES Average 
-------------------------------------------------------------------------

No answer : 11 
Yes : 93 

No : 73 

1 
23 
11 

0 
6 
7 

12 6.2 
122 : 52.5 

91 : 41.2 

2.9 0.0 
65.7 46.2 
31.4 53.8 

5.3 
54.2 
40.4 

--------------------·--------------------------------------~------------' Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 
------------------------------------------------------------------------

Table 1.18 Start of Business 
------------------------------------~------

. ----------------------------. 
Vear I MICRO SSE MSE Total . MICROI SSEI MSEI Average 

I 
. 

--------------------------------------------------------------------------
1990 15 2 1 18 . 8.5 5.7 7.7 8.0 . 
1988-89 55 14 2 71 31.1 40.0 15.4 31.6 
1986-87 42 8 4 54 : 23.7 22.9 30.8 24.0 
1984-85 21 1 4 26 11.9 2.9 30.8 11.6 
1982-83 5 1 0 6 2.8 2.9 o.o 2.7 
1980-81 10 1 1 12 : 5.6 2.9 7.7 5.3 
1975-79 16 7 1 24 : 9.0 20.0 7.7 10.7 
pre 1975 13 1 0 14 : 7.3 2.9 0.0 6.2 

--------------------------------------------------------------------------------
Total : 177 35 13 225 : 100 100 100 100 

--------------------------------~---------------------------------------------

Table 1.19 Origin of Business Idea 
--------------------------------------------: -------------------------

:MICRO SSE MSE Total : MICROI SSEI MSE' Average 

-----------------------------------------------------------------------
No answer 1 0 0 1 0.6 o.o o.o 0.4 
own 89 14 7 110 50.3 40.0 53.8 48.9 
Friends & Relatives 24 3 0 27 13.6 8.6 o.o 12.0 
Husband 8 7 1 16 4.5 20.0 7.7 7 .1 
People in that Bus. 42 7 4 53 23.7 20.0 30.8 23.6 
Other 13 4 1 18 7.3 11.4 .. . 7 8.0 

-----------------------------------------------------------------------
Total : 177 35 13 225 ; 100.0 100.0 100.0 100.0 

======================================================================= 
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Table 1.20 Advice Sought at Start-Up 
-------------. -----------------------

:MICRO SSE MSE Total : MICROX SSEX MSEX Average 
-------------------------------------------------
Technology 
Customer Relationship 
Business Management 
Book Keeping 
Loan Application 
Other 
None 

35 

' 17 

' 2 

' 111 

3 
1 
6 
0 
1 

' 20 

1 
0 
2 
2 
0 
0 
8 

39 
5 : 

25 
6 
3 
8 

139 

19.8 
2.3 
9.6 
2.3 
1.1 
2.3 

62.7 

8.6 
2.9 

17 .1 
0.0 
2.9 

11.• 
57.1 

7.7 
0.0 

15.• 
15.• 
o.o 
o.o 

61.5 

17.3 
2.2 

11.1 
2.7 
1. 3 
3.6 

61.8 

Total 177 35 13 225 : 100.0 100.0 100.0 100.0 
---------------------------------------------------------------------------------------------------------------------------------- -------------
Table 1.21 In1t1al Cash Investment 

value in 1990 Kwacha:MICRO SSE MSE Total MICROX SSEX MSEX Average 

0 
> 0 - < 100 
100 - < 500 
500 - < 1,000 

1,000 - < 3,000 
3,000 - < 5,000 
5,000 - < 10,000 

10,000 - < 50,000 
50,000 + 

--------:--------------,. 
37 
42 
16 
18 
13 
8 
2 
0 

2 
1 
5 
1 
6 
4 
6 
5 
2 

0 
0 
0 
1 
2 
0 
2 
2 
5 

16 : 9.3 
38: 2•.7 
47 : 28.0 
18 : 10. 7 
26 : 12.0 
17 : 8. 7 
16 : 5.3 

9 : 1. 3 
7 • o.o 

6.3 0.0 
3.1 0.0 

15.6 0.0 
3.1 8.3 

18.8 16.7 
12.5 0.0 
18.8 16.7 
15.6 16.7 
6.3 41.7 

8.2 
19.6 
24.2 
9.3 

13.• 
8.8 
8.2 
4.6 
3.6 -- ---- - ---------·--- ---·---·------

Total 150 32 12 194 : 100.0 100.0 100.0 100.0 -----·-------------·-----------------------
Table 1.22 Ma1or Source of In1t1al Cash Investment 
--------------------------------------------: -------------------------
Source 

N/A 
Husband 
Other business 
Employment 
Institutions 
Savings 
Relative/fr1end 
Garden 
Sale of assets 
Other 

:MICRO SSE MSE Total : MI~ SSa MSEX Average 

20 
39 
37 
19 
21 
15 
11 
7 
2 
6 

3 
9 
4 
6 
4 
3 
2 
1 
1 
2 

0 
3 
1 
1 
6 
2 
0 
0 
0 
0 

23 
51 
•2 
26 
31 
20 
13 
8 
3 
8 

11.3 
22.0 
20.9 
10.7 
11. 9 
8.5 
6.2 
4.0 
1. 1 
3.• 

8.6 
25.7 
11.' 
17 .1 
11.' 
8.6 
5.7 
2.9 
2.9 
5.7 

0.0 
23.1 
7.7 
7.7 

•6.2 
15.• 
0.0 
o.o 
0.0 
0.0 

10.2 
22.7 
18.7 
11.6 
13.8 
8.9 
5.8 
3.6 
1.3 
3.6 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 
===========================:=========================================== 
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Table 1.23 Start-u~ Problems 
------------------------------------- ·--:-----------------------
Problem I MICRO SSE MSE Totttl . MICROX SSEX MSES Average I . 
------------------------------------------------------
None 32 3 0 35 18.1 8.6 0.0 15.6 
Lack of capital 68 9 3 80 38.4 25.7 23.1 35.6 
Lack of customers 22 6 0 28 12.4 17 .1 0.0 12.4 
Lack of inputs . .., ., 3 22 9.6 5.7 23.1 9.8 '' . 
Employee relations 10 3 0 13 5.6 8.6 0.0 5.8 
Tecnnology 9 1 1 11 5.1 2.9 7.7 4.9 
Lack of equipment 4 3 0 7 2.3 8.6 0.0 3. 1 
Getting pa)'lllents 5 1 0 6 2.8 2.9 o.o 2.7 
Multiple 3 3 0 6 1. 7 8.6 0.0 2.i 
Managaent 0 1 3 4 0.0 2.9 23.1 1.8 
Transport 1 1 1 3 0.6 2.9 7.7 1.3 
Personal problems 2 1 0 3 1.1 2.9 o.o 1.3 
Lack of time 1 1 0 2 0.6 2.9 0.0 0.9 
Competition 1 0 1 2 0.6 0.0 7.7 0.9 
Business location 1 0 0 1 0.6 o.o o.o 0.4 
Expensive inputs 1 0 0 1 0.6 0.0 0.0 0.4 
other 0 0 1 1 0.0 o.o 7.7 0.4 -------

Total I 177 35 13 225 100.0 100.0 100.0 100.0 I 

----------------------------------------------------------------------------·-------------------------------------------------------------------

T1ble 1.24 L.egal Statys -- . -- -----· -----
:MICRO SSE MSE Total . MICRm; SSEX MSES Average . 

-------------------·----------------------------------
Licenced 

Yes 119 9 2 130 67.2 25.7 15.4 57.8 
No 53 24 11 88 29.9 68.6 84.6 39.1 

No ansver I 5 2 0 7 2.8 5.7 o.o 3. 1 I 

----------------------·------ ----------------------------------I 

Total I 177 35 13 225 . 100.0 100.0 100.0 100.0 I . 
-----------------------------------------------------------------------
Tradename I 

I 

Yes : 74 29 12 115: 41.8 82.9 92.3 51.1 
No : 103 6 1 110: 58.2 17.1 7.7 48.9 

----------------------:------------------------------------------------
Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 

-----------------------------------------------------------------------
Registered 

Yes 
No 

No answer 

27 17 12 
44 12 0 

3 0 0 

56 
56 

3 

36.5 58.6 100.0 48.7 
59.5 4\.4 o.o 48.7 
4.1 o.o 0.0 2.6 

------------·---------- ------------------------------------------------
Total 74 29 12 115 : 100.0 100.0 100.0 100.0 

-----------------------------------------------------------------------

10 



Table 1.25 Bookkeeping 
--------------------------------------------: -------------------------
Do you keep accounts ?:MICRO SSE MSE Total : MICROl SSES MSES Average 

Yes : 79 31 13 123 : 44.6 88.6 100.0 54.7 
No : 98 4 0 102 : 55.4 11.4 0.0 45.3 

----------------------:---------------------------------
Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 

------------------------~-----------------: -------------------------

Separate accounts ? :MICRO SSE MSE Total : ~ICR°' SSES MSES Average 

Yes 
No 

: 75 27 10 112: 94.9 87.1 76.9 91.1 
: .. 4 3 11 : 5. 1 12. 9 23. 1 8. 9 

-------------:------------------------------
Total : 79 31 13 123 : 100.0 100.0 100.0 100.0 

Why no accounts are kept 
---------------------------------: 
Reason :MICRO SSE Tota 1 : MI~ SSB Average 

Lack knowledge 1n B/K 19 1 20 19.4 25.0 19.6 
No reason at a 11 16 0 16 16.3 0.0 15.7 
Lack of ti11e 11 2 13 11.2 50.0 12.7 
Business too small 10 0 10 10.2 0.0 9.8 
Lack of mater1als 9 0 9 9.2 o.o 8.8 
Illiterate 7 0 7 7.1 0.0 6.9 
Intends to do 1t 6 1 7 6.1 25.0 6.9 
Does it partially 6 0 6 6.1 0.0 5.9 
Uses 110ney after sale 4 0 4 4.1 0.0 3.9 
Get discouraged 3 0 3 3.1 0.0 2.9 
Not established 2 0 2 2.0 0.0 2.0 
Lack of support 2 0 2 2.0 0.0 2.0 
DK 1 0 1 1.0 o.o 1.0 
Others 2 0 2 2.0 0.0 2.0 

Total 98 102 : 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------
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I.a~~e 1.27 Training Related to Business 
------------------------------------------: 
Has received training.:MICRO SSE MSE Total : MICROl SSEI MSEI Average 

Yes ; 46 9 
No : 131 26 

1 62: 26.0 25.7 53.8 27.6 
6 163 : 74.0 74.3 46.2 72.4 

------·---- ----------------------------------
Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 

----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.28 ElftploY!llent Creation 

Number of employees :MICRO SSE MSE Total : MICROS SSEI MS~ Average 

0 67 4 0 71 37.9 11.4 0.0 31.6 
1 - 9 96 12 1 109 54.2 34.3 7.7 48.4 
5 - 9 9 18 2 29 5.1 51.4 15.4 12.9 
10 + 5 1 10 16 2.8 2.9 76.9 7. 1 
---------------------------------- ----------------------

Tot~l I 177 35 13 225 100.0 100.0 100.0 100.0 I 

----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.29 Monthly Wage Sum 

--------------------------------------------· -------------------------
KWACHA !MICRO SSE MSE Total : MICROI SSEI MSEI Average 

0 79 6 0 85 44.6 16.7 0.0 37.8 
1 - 100 66 7 0 73 37.3 19.4 0.0 32.4 

101 - 500 28 18 1 47 15.8 50.0 8.3 20.9 
501 - 1,000 2 0 4 6 1. 1 o.o 33.3 2.7 

> 1,000 2 5 7 14 1.1 13.9 58.3 6.2 

Total 177 36 ,2 225 : 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------
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Table 1.31 Turnover in a Normal Month 
--------------------------------------------: -------------------------
Kw a cha (1990) !MICRO SSE MSE Total . MICROS SSES MSEi Average . 
----------------·----------------: -------------------------

0 3 0 0 3 1.7 0.0 0.0 1.4 
1 - <100 35 1 0 36 . 19.8 2.9 0.0 17 .o . 

100 - <500 61 5 0 66 34.5 14.3 0.0 31.1 
500 - <1000 25 5 0 30 . 14. 1 14.3 o.o 14.2 . 

1000 - <3000 27 1 3 37 15.3 20.0 23.1 17 .5 
3000 - <5000 11 5 1 17 6.2 14.3 1.7 8.0 

5000 - <10000 4 4 0 8 . 2.3 11.4 0.0 3.8 . 
10000 + 1 5 9 15 : 0.6 14.3 69.2 7.1 ----- ------------------------------
Total : 177 35 13 212 : 100.0 100.0 100.0 100.0 

----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.32 Income Equivalent (Willing to give up business for ••• ) 
-------~--------------------: ---------------
Kwacha per Month !MICRO SSE MSE Total . MICROS sses MSEi Average . 
-------- -------- - --- -------

1 - <100 24 2 0 26 . 13.6 5.7 o.o 11. 6 . 
101 - <300 33 5 0 38 18.6 14.3 0.0 16.9 
301 - <500 25 5 1 31 14.1 14.3 7.7 13.8 

501 - <1000 18 4 1 23 10.2 11.4 7.7 10.2 
>1000 10 4 3 17 5.6 11.4 23.1 7.6 

Cannot give up I 67 15 8 90 37.9 42.9 61.5 •O.O I 

---------------------·-------------------------------------------I 

Total I 177 35 13 225 . 100.0 100.0 100.0 100.0 I . 
----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.33 Replacement Value of F1xe~ Assets 
--------------------------------------------: -------------------------
Kwacha (1990) :MICRO SSE MSE Total : MICR°' SSEi MSEi Average 
----------------------·---------------------· 

N/A 
0 

0 - <100 
100 - <500 

500 - <1000 
1000 - <3000 
3000 - <5000 

5000 - <10000 
10000 - <50000 

50000 + 

I • 

: 22 
14 
21 
30 
17 
33 
11 
14 
11 
'4 

0 
1 
0 
0 
0 
2 
0 
9 

19 
4 

0 
0 
0 
0 
1 
0 
0 
1 
5 
6 

22 
15 
21 
30 
18 
35 
11 
24 
35 
14 

12.4 
7.9 

11.9 
16.9 
9.6 

18.6 
6.2 
7.9 
6.2 
2.3 

0.0 
2.9 
0.0 
0.0 
o.o 
5.7 
c.o 

25.7 
54.3 
11.4 

o.o 
0.0 
o.o 
o.o 
7.7 
0.0 
o.o 
7.7 

38.5 
46.2 

9.8 
6.7 
9.3 

13.3 
8.0 

15.6 
4.9 

10.7 
15.6 
6.2 

' -----------------------------------------------------------------------
Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 

======~==========================================~===================== 
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Table 1.34 Ca~ital Labour Ratio 
--------------------------------------------: -------------------------
Kwacha per worker :MICRO SSE MSE Total : MI~ SSEX MSES Average 
-----------------------------------------------------------------------

0 - <100 49 1 1 51 31.6 2.9 7.7 25.1 
100 - <500 36 3 2 41 23.2 8.6 15.4 20.2 

500 - <1000 20 2 1 23 12.9 5.7 7.7 11.3 
1000 - <5000 36 11 2 49 23.2 31.4 15.4 24.1 

5000 - <20000 8 14 5 27 5.2 40.0 38.5 13.3 
20000 - <62500 6 4 2 12 3.9 11.4 15.4 5.9 ---------

Total 155 35 13 203 : 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.35 Capacity utilization ------------ --- -- --------
Equipment I Ellployees :MICRO SSE MSE Total MICRC* SSES MSES Average --------- --------------

Yes I Yes 57 12 4 73 32.8 35.3 30.8 33.0 
Yes I No * 80 12 4 96 46.0 35.3 30.8 43.4 
No I Yes 13 4 1 18 : 7.5 11.8 7.7 8.1 
No I No ** 24 6 4 34 : 13.8 17 .6 30.8 15.4 

---------------- ------
174 34 13 221 . 100 100 100 100 . 

------------------ - ---------------------------
• Excess Capacity , ** Full Capacity 

Tablt 1:36 Re1sgns for txce1s CaQacit~ 
------------------~-------------------------: -------------------------

:MICRO SSE MSE Total . MICROS SSE' MSES Average . 
-----------------------------------------------------------------------
Lack of r,ustomers 38 6 0 44 47.5 50.0 o.o 45.8 
Lack of raw uterials 15 2 1 18 18.8 16.7 25.0 18.8 
Lack working capital 11 0 1 12 13.8 o.o 25.0 12.5 
Lack of time 7 0 0 7 8.8 o.o o.o 7.3 
Lack of space 3 1 1 5 3.8 8.3 25.0 5.2 
Production problems 2 1 0 3 2.5 8.3 o.o 3.1 
ott\er 4 2 1 7 5.0 16.7 25.0 7.3 

Total : 80 12 96 : 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------



T&ble 1. 37 BigQest Problem 
-----------------·------------------------- .. -------------------------
Problem !MICRO SSE MSE Total . MICROS SSES MSES Average . 
-----------------------------------------------------------------------
None 19 2 1 22 . 10.7 5.7 7.7 9.8 . 
lack of capital 33 7 3 43 18.6 20.0 23.1 19.1 
lack of market 34 2 2 38 19.2 5.7 15.4 16.9 
Shortage of raw mat. 24 4 1 29 13 6 11.4 7.7 12.9 
lack of equipment 12 3 2 17 6.8 8.6 15.4 7.6 
Get payments 12 2 0 14 6.8 5.7 0.0 6.2 
Competition too high 9 4 0 13 5.1 11.4 0.0 5.8 
Transport 7 1 1 9 4.0 2.9 7.7 4.0 
Employee relationship 6 1 1 8 3.4 2.9 7.7 3.6 
Raw mat. expensive 7 1 0 8 4.0 2.9 0.0 3.6 
Technology 5 0 2 7 2.8 0.0 15.4 3.1 
Multiple 0 4 0 4 0.0 11.4 0.0 1.8 
Business location 3 1 0 4 1. 7 2.9 o.o 1.8 
lack of time 2 0 0 2 1.1 o.o o.o 0.9 
Condition of premises 1 1 0 2 . 0.6 2.9 0.0 0.9 . 
Personal expenses 1 c 0 1 0.6 0.0 o.o 0.4 
Management 1 0 0 1 0.6 0.0 0.0 0.4 
Other 1 0 0 1 0.6 0.0 0.0 0.4 
No answer 0 2 0 2 0.0 5.7 0.0 0.9 

---------- -- -----------------------
Total I 177 35 13 225 100.0 100.0 100.0 100.0 

I 

------------------------··----------------------------------------------------------------------.. ----------------------------------------------

Table 1.38 Payment System 
-------------~--------------------------- : -------------------------
You always pay cash ? :MICRO SSE MSE Total : MICRC>i SSEi MSEi Aver. 
----------------------·------------------------------------------------I 

Yes I 153 32 11 196 86.4 91.4 84.6 87.1 
I 

No I 14 3 2 19 . 7.9 ~-6 15.4 8.4 
I . 

No answer 10 0 0 10 . 5.6 0.0 o.o 4.4 . 
-----------------------------------------------------------------------

Total : 177 35 13 225 100 100 100 100 

------------------------------------------- -------------------------
If not, how else? 
---------------------------------------------------··-------------------

Barter 
Credit 

1 
13 

0 
3 

0 1 7.1 0.0 0.0 5.3 
2 18 : 92.9 100.0 100.0 94.7 

-----------------------------------------------------------------------
Total : 14 3 2 19 : 100 100 100 100 

-----------------------------------------------------------------------------------------------------------------------------------------------
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Table 1.39 Thinking of Giving up the Business 
--------------------------------------------: -------------------------

:MICRO SSE MSE Total : MICRO% SSEI MSEI Average 
----------------------·---------------~--------------~--------------
No answer 
Yes 
No 

• 
: 2 
: 35 
: uo 

1 
5 

29 

0 
1 

12 

3 1.1 2.9 
41 : 19.8 14.3 

181 : 79.1 82.9 

0.0 1.3 
7.7 18.2 

92.3 80.4 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 

Teble 1.40 Development of Business since Start-Up 
---------------------------------: -------------------

Increased 
- of which doubled 
- less than doubled 

Decreased 
- of which halfed 
- less than halfed 

Same 

:MICRO SSE MSE Total : MICROI SSEI MSEi Average 

117 
66 
51 

43 
19 
24 

17 

26 
16 
10 

7 
4 
3 

2 

11 
9 
2 

2 
0 
2 

0 

154 
91 
63 

52 
23 
29 

19 

66.1 74.3 84.6 
56.4 61.5 81.8 
43.6 38.5 18.2 

24.3 20.0 15.4 
44.2 57.1 o.o 
55.8 42.9 100.0 

68.4 
59.1 
40.9 

23.1 
44.2 
55.8 

9.6 5.7 0.0 8.4 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.42 Reason for not Borrowing 
----------------------------------------··---: -------------------------

:MICRO SSE MSE Total : MICROI SSEI MSEI Aver. 

None : 2 O O 2 1 • 8 O. o O. o 1. 5 
Ha~e enough money : 34 8 1 43 31.2 42.1 25.0 32.6 
Afraid to borrow money: 30 4 O 34 27.5 21.1 o.o 25.8 
Dont know to go about : 17 O 1 18 15.6 0.0 25.0 13.6 
Tried but didnt get 1t: 14 3 1 18 12.8 15.8 25.0 13.6 
Never thought about it: 2 2 1 5 1.8 10.5 25.0 3.8 
Not ready : 3 2 O 5 2.8 10.5 o.o 3.8 
Need to borrow from 1n: 3 O O 3 2.8 0.0 0.0 2.3 
Intends to : 2 O O 2 1.8 0.0 o.o 1.5 
Others : 2 O O 2 1.8 0.0 o.o 1.5 

----------------------·----------------------------------------------·-' Total : 109 19 4 132 : 100.0 100.0 100.0 100.0 
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Table 1.43 MICR0 1 SSE and MSE b~ Sector 
--------------------------------------------: -------------------------
Sector :MICRO SSE MSE Total . MICROX SSE' MSE' Average . 
-----------------------------------------------------------------------
Agro 30 5 2 37 16.9 14.3 15.4 16.4 
Food & Beverages 30 3 4 37 16.9 8.6 30.8 16.4 
Service 26 10 2 38 14.7 28.6 15.4 16.9 
Textile 39 5 0 44 22.0 14.3 0.0 19.6 
Trade 26 9 1 36 14.7 25.7 7.7 16.0 
Other 26 3 4 33 14.7 8.6 30.8 14.7 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.44 MICRO. SSE and MSE by Region 
------------------------------------: ----------------------
Region 

Centre 
North 
South 

:MICRO SSE MSE Total : MICR~ SSE' MSEi Average 

59 
62 
56 

13 
9 

13 

8 
2 
3 

80 13.3 37.1 
73: 35.0 25.7 
72 : 31.6 37.1 

61.5 35.6 
15.4 32.4 
23.1 32.0 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------

Table 1.45 MICR0 1 SSE and MSE by Rural and Urban Area 
--------------------------------------------: -------------------------
Area 

Rural 
Urban 

:MICRO SSE MSE Total : MICR~ SSEi MSEi Average 

: 101 14 3 118: 57.1 40.0 23.1 52.4 
: 76 21 10 107 : 42.9 60.0 76.9 47.6 

Total : 177 35 13 225 : 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------------------------------------------
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II. Tables by Sector 



DEMATT - Advisory Service for \=~Ol=m=ie=nc:,__~--'S=u=r~v~e~yL-1~9~9~0 

TABLES BY SECTOR 

Number of questionnaires: 225 

Ta~le 2.1 Distribution b1 Al! 
----------------------------------------------- a -------------•-••••••--•-••••••••••••••••-••••• 

Age of W.an (y11rsl: AGRO FOOD sm Till TIDE OTIW Total : AGROl FOODS SERYS TITLS TIDES mn AYmge 

----------------------------------------------------------------------------·---------------------------
1e uswer 1 1 a I I ' 2.7 2.1 2.& a.a 0.0 3.0 1.1 

2a-3o 11 ' ' 10 5 Cl 13.5 29. 7 15.8 13.6 21.I 15.2 19.1 

3HO 11 u H 22 10 10 16 31.8 31.8 ,2.1 50.0 21.8 3C.J 31.2 

CHO 10 9 I 13 10 13 63 21.D 2U 21.1 29.5 27.8 3U 28.0 

>5a 1 2 1 3 ' c 29 18.9 u 1U u 1U 12.1 12J 

--------------------------------------------------------·-------------------------------
------------------------------------------------------ .. --....... ----------- ..... -... -...... ---..... ------ ... ---.. -....... -........ --. ----... .. --..... -.. --- .. -........ -.. ---... -----------------·--.. -------- ..... ------------ .... -.. ---------- ... -------------.. -... -.. ---------. ---..... ---

Total : l7 37 31 " 36 33 m : 1ao.a 100.0 100.0 100.0 100.0 ioo.r, 100.0 

Table 2.2 Fuily Status 
--------------------·----------------------------------------- s ------------------------·-----------------------------

Karita 1 Status : AGRO FOOD SERY Till TROE OTHR Total : AGROI FOODS sms TITLS TIDES OTHRS Average 

-------------------- --------------------------------------------------------·------------------------------------------
•amed 27 29 21 37 2' 25 170 : 100.0 100.0 100.0 100.a 100.0 100.0 100 .0 

of which 10noguous 22 23 11 29 2a ti 129 lt.5 79.3 60. 7 TU 13.3 72.0 7U 

polyguous 5 ' 11 I c 1 41 11.5 20.7 39.3 21.i 16.T 21.a 2U 

Sin5le to I 10 1 12 I 55 ; 100.0 100.0 100.0 100.0 100.0 100.0 100.0 

of which widmd ' 1 2 2 s ' 11 ,0,0 1~ .s 20.0 28.6 ,1.7 50.0 32. 7 

divorced ' s ' 2 ' 2 21 ,0,0 62.5 ,0.0 2U 3U 25 .0 38.2 

separated 2 2 3 1 3 2 13 20.0 25 .o 30.0 14.l 25.0 25 .0 2l.6 

nmr mried 0 0 t 2 0 0 3 o.a 0.0 tC.O 2U 0.0 0.0 5.5 

--·---------·-------------------------------------------------------------------------------------------------------·---
Total ; 31 37 38 " 36 33 225 : 1ao.o 100.0 100.0 100.0 100.0 100.0 100.0 

-------·------------------------------------------------------- : ------------... -... ---------.... ---.. ------- ..... ------------ .. -. 
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------ ......... -- .................. ------------ ............ ------------------------------ . ----............. -- ........ --------------....... ----------- ... -.. --... ------
: AGRO FOOO SERV Tltl iRDc OTKR Total : AGR01 FCOCS mvi TlTll TRctl OTHR1 Average 

-------------... -------- ...... ------------ ...... -------·------------------------------........ -............ -..... --------- ... -- ... ---- -------.. -... -- ......... 

a)Sup~ortej chi ldm: 
0 ' l ' 3 23 IU I. i 10.5 6.! u 1!.2 1U 

1 2 J ' 2 19 u 1.1 1U 15.S u 3.0 u 
2-l 12 10 13 12 ' 60 32 ·' 21.ii JU 2U 16. i 21.2 26.i 

H " :6 10 15 23 H ti 31.! 0.2 2U JU &3. g ls.£ co.' 
M 5 6 1 2 ' 21 10.8 1J .5 15.! IU 5 .6 12. I 12 .• 

ID+ D a e 2 2.1 O.D 2.6 0.0 to 6.1 u 
-------------------------------------------- ~------·-------------------------------------------·-------------------

Total : 31 31 38 " 36 33 m : 100.0 100.0 100.0 100.0 IOU 100.0 100.0 

----------------------------------------------------------- . ------------------------------------------------------
b)Other dependents 
0 11 ID 10 3 5 ,6 29.7 21.0 26.l 15.S u IU 20.' 

1 1 6 1 ' ' l 33 II.I IU lU 9.1 16.1 9.1 IU 

2-3 a 1 a 11 a 12 '° 2U II.I 21. I JU zu JU 26. 7 

H g 7 a 11 I l1 10.1 2U 18.l 18.1 JU 2U 20.9 

M 3 2 s 1 2 22 8.1 I. I u 1U 19 .• 6.1 u 
to+ 2 ' 3 3 17 ID.I u 10.S I.I 2.8 9.1 1.6 
-------------------------- ·-----------------------------------------------------------··------------------------· 

Total : 37 31 38 " 3' 33 m : 100.0 100.0 100.0 100.0 100.0 100.0 IOU 

... ------------------ ----------------------------------------- . --------·------------------··-----------------------· 
c) Childru+other 
0 0 1 0 2 5 2.1 2. 7 0.0 2 .l 0 .0 6. I 2.2 

1 I l 0 0 0 ' u 2.1 1.9 0.0 0.0 O.& 2.7 

2-l 6 7 1 2 3 33 21.6 16.2 18.l 15.9 u 9.1 u. 7 

4-6 11 8 u ' ' '° 2U 2U 21. I JI.I 25 .0 27 .J 26.7 

H II 11 10 u 13 67 21.6 29. 7 21.9 22. 7 JU 39.f 2U 

10+ 1 g 12 11 6 Sl 2U IU 23. 7 21.l lD.6 18.2 2U 

----------------------------------------·---------------------------·---------------------------------------------·--· 
Total : 31 31 38 " 36 33 225 : 100.0 too.a 100.0 100.0 100.0 100.G 100.0 

.................................................... --------- .......................................................................................... --................. -.. --. -------..... -.. --. -. ....... ··------·- ......................... ----- ................................................................................................ --- -. -.. -... ··--. ----- -. ---........ --.. --- -. 
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--------------------- -----

Tole U Ed1cational lactgroa1d 
---------- - . --------·-----------

:wo FOOD SERV Till TIDE OTIR Total : AGIOS FOODS SEM mu TUEi OTl!b Am age 

-------------------------------------------------------------------------
a) Attended sclloo 1? : 
Yes I 33 32 33 41 32 21 m 19.2 au 86.1 tl.2 H.9 It.I 11.0 I 

lo ' 5 5 3 ' ' 21 . ID.I 13.2 13.5 u 11.1 11.2 12.I 
-----------·----------------------------------- --------------

Total : 37 37 31 " 31 33 225 : llD.D 1DD.O llO.O 100.0 100.0 100.0 100.1 
---------------- ------------------------- : --------- -------
~) Stlloohig 111el 
lo uswer 0 D • I 1 a 2 a.a u u 2.3 2.1 I.I u 
loot ' 5 5 3 ' ' 27 ID.I 13.5 13.2 I.I 11.1 11.2 12.D 
Std1-Std5 5 2 1 ' 1 3 21 13.5 u 11.C I. I IU I. I 12.4 
Stdl-Stdl 1 1' 11 15 II 11 15 11.1 31.1 ,,,1 3"1 30.S 33.3 33.3 
Fora 1-ForM 21 15 t 21 13 13 13 56.1 •3.2 23.7 n.1 36.1 3U '1.3 -------- ----------------------------

Total : 31 31 31 " 31 33 225 100 100 1ca IDO 100 100 100 
--------- -------------- . ---- ----
cl PSLC? 
Yes 2• 23 21 21 21 21 m "·' 12.2 55.3 15.1 51.3 IU II.I 
lo I I 12 12 11 ' 51 24.3 2U 31.I 21.3 3U 11.2 26.2 
lo uswer ' 5 5 3 ' I 27 1U 13.5 13.2 I.I 11.1 11.2 12.0 ---- -----------------------------

Total : 37 37 31 " 36 33 m : 100.0 100.0 110.0 180.D 110.0 100.0 100.0 
---------------------------- . ----------------------------------
d) JC£? 
Yts It 13 10 11 I 11 II 51,, 35.1 21.3 '3.2 25.0 33.3 31.0 
lo 1' 11 22 20 23 11 113 31.1 ft.I 57 .I 45.5 U.I •1.5 50.2 
lo UHU ' • I 5 4 ' 31 10.1 11.2 15.1 11.• 11.1 11.2 13.8 

Total : 31 37 31 " 31 33 m : 100.0 100.0 100.0 100.0 100.0 100.0 100.0 -------------------------------·--··--------------------- : .... ______________________________________ 
1) ISCE? 
Yes 10 1 5 I ' 4 39 27.0 11.t 13.2 20.5 II.I 12.1 11.3 
lo 11 23 25 21 21 21 1" 51,, 12.2 65.1 15.9 75.0 U.6 IU 
lo uswer I 1 a I 5 a 42 21.6 II.I 21.1 13.1 13.9 2,.2 11. T 

Total : 37 37 38 " 36 33 225 : 100.0 100.0 100.0 100.0 100.0 100.0 100.0 
-··· .......... --··· .. ··············-········· ....... ··--···-· .... ····--··· .............................................. . . ... -........ --................ -............... -----......... -....... --........ -.... -. -. --............. --... --......... . 
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Tab le 2.5 Elp lor1t•t St1t1S 
------------ ------

Prusutly nplortd?: ACIO FOOD SERY TnL TIDE GIB Total : ASIOS F008s SEm um TUEi Ollill Attrl!f 
-------------------

YIS I 

' 18 2 1l 2 ' u 2U 21.0 5.3 21.S u 11.2 11.1 I 

lo I H 21 35 31 31 27 111 15.1 lG.3 '2.1 11.5 .. , 1· .I lt.1 I 

lo usnr a 1 I l I 5 u 2.1 u I.I 1.3 I.I u 
---------------------- : -------------------

Total : 31 ll 31 " l• 33 m : 100.0 llU llU 1M.I 1IO.D 18G.O 118.0 
------------ ----------------

. --------- --------
Pmiouly MPl'lfld?: WC FOOG SEIY TlTL TIDE OHR Total : A5IOl FOODS SEm TITLI TUEi OTllS Atlrlll 

----
Yes 13 ' 11 I 11 H JS "·' 3U 5U 2U 35.5 51.3 •2. ! 
lo 13 11 11 21 11 11 ti "·' IU "" 11.1 U.l •.J 55.1 
lo llSftf 2 I I z 1 I 5 l.1 I.I I.I 1.5 l.2 I.I 2.1 

Total : 21 2' 35 31 31 Zl 111 : 110.0 11U 111.D 1IG.I 1IU 11U 110.0 
-------------- ----------------------------

Tole u Social lack9ro11d 
--------- . - ----- ----

115'ud's Jo• :u FOOD SEIY Tlli. TIDE OTH Total : '5llOI - SEln lllll TIDEI Olm &map 
-------------------- ---------------------------
lot 11rrled/10 usw. 1 10 I 11 I u I 51 21.0 21.1 21.3 11.2 37.1 24.2 2U 
Elo loyed/Rtt i rad ' 3 5 3 ' l 22 11.1 1.1 13.2 u 1D.I 1.1 1.1 
Far11r 5 2 5 1 l ' 20 13.S 5.4 13.2 u 1.1 12.1 I.I 
lorker 2 • 2 I a 3 11 u 10.I 5.3 11.2 u 

'· 1 
... 

Clerical • 2 1 z 2 1 I 1.0 5.4 u u 5.C u l.5 
&over11ent l 5 l 12 1 5 2t u 13.5 1.t 21.l 2.1 1U 12.I 
Profess io11 l 10 ' ' I ' ' •2 21.0 16.2 15.1 11.2 15.2 11.2 1U 
IHimsaan l 1 ' 2 5 l 2' 1.1 11.t 15.1 u 13.5 1.1 11. 5 
Other o o o 0 2 0 2 0.0 o.o o.a 1.0 u 0.0 u 
-------------------------------------------------------------------------------------------------------------

Total : ll 31 31 " 31 33 m 100 100 100 100 100 100 100 
....................................................................... ·-------·. -......................................... -.................... .. .. . . . .. .. .. . . . ... .. . .. -......... -............... -........ -...... -............................ ----.......................... --....... -.... -............ --................... 
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Tole p Sftcial 1e~sirn1ties i• Societr - . 

: "'° RIOG SHY Till TUE OTB Total : AAOl FOOh SEIVI TITLJ Tlt(I OTllS lnr191 ---
ID USltr I I 1 I 1 I 2 I.I I.I u I.I 2.1 I.I I.I 
Yes I 

" 13 21 12 13 11 IS SU 35.1 55.3 Zl.3 31.1 ll.l 3U I 

ID I 11 zc 11 12 22 22 m "·' ''-' '2.1 12.1 U.1 H.l SU I -------
Total ! 31 31 38 " 31 33 225 : 110.G 1H.I 1H.I 11a.a 11U 118.0 11U ---

Tole 2.1 lniHss Ell!riuce 
-·-- --------

Prtr. llsiHSS : ACIO FOOD SEIY Till TBE Old Total : ACIDS - SERVI TITLJ TUES OTIRS Amite 
----

l)PrtriOIS MSlHSS?! 
Yes 11 23 13 11 11 .o 108 cu 12.2 3c.2 '8.1 "·' IU u.o 
ID 11 1' 25 21 11 13 115 4U 31.1 15.1 51.1 52.8 3U 51.1 
lo usnr 1 0 0 • 1 • 2 2.1 o.o u u 2.1 1.0 u --- ----

Total : 31 31 31 " 3' 33 225 : 100.0 118.0 10D.D 101.1 118.8 118.0 100.0 ------------ :-- -----·-----
•)Yrs ta blSiUSS 
< 1 rt•r I 0 2 0 t 2 5 0.0 1.0 15.C o.e 6.3 10.0 u 
1 rtar 0 ' 2 1 2 2 11 u n.• 1U u 12.5 10.0 10.Z 
M yrs I ' ' 11 J I " '"' 2'.' 3D.I 11.1 43.I '8.0 •O.l 
I+ rtars ' 18 ' ' 3 1 31 '"' •3.5 30.1 33.l 18.I 35.0 35.2 
lot klOWR 2 3 1 D 3 t ID 11.1 13.0 1.1 D.O 11.& 5.0 1.3 
-------------------------------------------------------------------------

Total : II 23 13 11 11 20 m 100 100 1DO Ito 100 100 100 .. --.......... -·· ..... -..................... -... -.... ----.... -... -....... -.. -....... ---. -............... -. -........ -........................... ... -· ........ -. -- .. -...... -.............. ---.. -.......... -----. ----..... --............ -........................................ ------... ·-...................................... 
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---------------- --- --- -------

Table 2.1 Trml b~nme 
--------------·----------- . ------------------------

:we FOOD mv Till TIDE OTH Total : AGIOl FGOGl SEM TITLI TU~' OTlllS berate 
---------------- -----
al Dltsi~e D1strice; 
Yes I 32 3• 33 31 21 21 115 IU 11.t IU IU IU 11.I IU I 

la 5 3 5 ' 1 ' 30 13.5 I.I 13.2 1U 1U 12.1 13.3 
--------------------------------------- ----------

Total : 37 31 31 44 35 33 m : 118.0 1IO.O tlD.I 180.1 100.0 100.0 100.0 
-- . ------------------------------

•I llltsiu legi01? 
Yes 21 31 Z5 31 25 2l m 11.• 13.1 11.4 71.5 IU H.1 73.3 
la I ' 12 13 11 1G ID 21.5 11.2 31.1 21.5 JU 31.3 25.7 

Total : 37 37 ll " 3' 33 m : 110.0 100.0 11U IOU 110.0 180.0 110.0 
-------- -·---

cl llltside Kaloi? I 
I 

Yes I 20 11 11 11 15 13 103 54.1 51.4 cu 43.2 41.7 31.4 45.I I 

la I 11 11 21 25 21 2D m 45.1 cu 55.3 56.1 51.3 ID.I 54.2 I 

----- ---------·---------------------------
Total : 37 37 31 " 3' 33 m : 110.0 100.0 110.D 10G.D 100.0 100.0 180.0 

--- . ---------- ------
d) Ottsiu Africa? 
Yes 5 2 1 10 1 I 25 13.5 5.4 2.1 22. 7 2.1 11.2 11.1 
lo 32 35 37 34 35 27 200 IU IU 11.4 11.3 17.2 11.I II.I 
------ -------------------------------------------

Total : 31 37 31 " 31 33 m : 1DO.O 100.0 180.0 100.0 100.0 1oo.a 100.0 
-----------------------------------------------------------·-····················----·····-···-·········--··-···---····· ........................................................................................................................................................ 

Table 2.10 lu1ber of lusimm Owned 
··------------------------------------------------------------- : -----------------------------------------------------
la. of businesses : AGRO FOOD SERV Till TRDE OTHR Total : AGROS FOOD& SERYl TXTLI TIDES OTlllS Average 

One 
Tio 
3 or 11re 

: 17 
: 20 

a 

25 

• 4 

26 
11 

21 23 
15 10 
1 3 

20 m cu 
1 11 : 54.1 
6 15 : 0.0 

11.5 
21.1 
10.8 

H.4 
21.9 
2.1 

U.6 
34.1 
2.3 

U.t 
21.8 
1.3 

10.5 
21.2 
11.2 

11.1 
31.6 
u 

Total : 31 37 38 " 31 33 225 : 100.0 100.0 100.0 100.0 100.0 100.0 100.0 
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Table 2.12 Oner's lole 11 l1s111ss 
--------------------------------- . ---- -------------

: AGIO Fa SHY Till TllE OTIR Total : ACIDS FOOn stm Jilli TUEi OTllll lma91 
------------------- ------

lo USftr: I 1 I • I I I.I 2.l u I.I I.I u 1.4 
Self-aployed : 4 15 c 13 11 c 51 to.I C0.5 11.5 29.5 3U 12.1 22.7 

lua91r: '3 10 22 II 11 21 115 '2.2 21.0 51.1 '°·' lU IU 46.T 
111olrld i• Prod1c'a: 10 11 12 13 i4 I H 21.t 2t.1 31.1 21.5 31.9 24.2 38.2 
-------

Total : 31 31 31 cc 3' 33 m : 100.0 180.0 110.0 100.0 m.a 118.0 10C.D 
-----------

Table 2.13 IUaM•t of lls1HSS --- -. ---------
: WO FOOD SEIY Till TIDE OTIR Total : A&IOS FOOll SERVI Tllll TIOEI OTlll lma91 

-------- --------------------- -----
lo USdr: 5 3 1 2 3 2 " 2.1 2.7 5.3 u 1.3 1.1 5.3 

Yes : 21 31 33 Cl 2' 21 m •5.1 51.5 71.1 29.5 H.4 H.5 54.2 
lo : ' 3 ' 2 1 3 23 SU 31 .I 23.1 IU 22.2 31.4 .... 

I 
I 

Total : 31 37 31 cc 3' 33 225 : 100.1 100.I 110.I 110.0 110.D 1ea.o 100.1 
----- --------------

Table 2. U Ti• ''"~ in bsi1ess ------------- : ------------------------------
: AGRO FOOD SEIY Till TIDE om Total : wos FOODS SEM TITLS TIDEI OT HRS Armte 

-------------------------------------------------------------------------------
a) lork tmy 11nth?: 
Yts 31 35 32 •o 33 25 201 11.3 tu U.2 IO.t t1. l 15.1 11.3 
lo 1 2 5 c 3 I 23 2. l 5.4 13.2 t.1 1.3 2t2 10.2 
lo answer 0 0 1 0 0 0 1 0.0 0.0 2. i 0.0 l.O 0.0 D.C 
----------------------------------------------------------------------------------------------------------

Total : 31 31 31 cc 3' 33 225 100 100 100 100 100 180 180 
-------------------------------------------------------------- : -------------------------------------------.--------
b) Nov IUC~ ti•? 
Less t~u ba 1 f 12 I 4 11 ' I 4t 32.C 21.1 10.5 25.0 11.l 24.2 21.I 
llllf or tort 11 21 13 20 " 1' 102 41.1 SU 34.2 cu cu •2.c •u 
All ti• 1 I 20 13 " 11 13 11.9 21.1 SU 29.5 31.t 33.l 32.• 
lo amer 0 0 1 • 0 0 I 1.0 D.O u o.o 0.0 D.O D.C 
---------· ·----------------------------------------------------------------------------------------------------------

Tota I : 37 31 31 " 3' 31 225 : 100 100 100 100 100 100 100 .................................................................................................................................. . ....... ..... ... . . . . .. .. . . . ... .. .. .......... ....... -····· .... ··-·· .................................................................. ... 
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Tole 2.15 llsbud's S1112rt 11 l1si1ess 

: AGIO FOOD SEIY ffil TllE GT• Total : ACIOl .. mn Tllll TUEi OTlll A mate 
-------

1)ll5'11d ucnr111s: 
Yes 21 2i 21 3' 23 23 112 : tlG.I 13.t 12.1 11.3 15.I 12.0 15.3 
ID I 2 2 1 t 2 I I.I u l.1 2.1 u 1.0 u 

Total : 21 2t 21 ll H 25 110 '" 100 tlG 111 1IO 110 ... 
---

~)llsb•d •iSC01r1aes: 
Yes I • • t t l u u ... tff.I 1H.I SU 31.5 
ID • 2 2 • I 5 l.O tlU 1H.I I.I I.I 51.1 12.5 

Total : • 2 2 2 • I 11G '" tH 1H '" tH 
·-----

cl lluud llel•s 
Yes 21 23 2• 32 22 11 t~ H.l 71.3 15.1 16.5 11.l H.I IU 
ID 1 ' 2 ' ' " 3.1 13.I 1.1 ti.I 4.2 2U tu 
IDaswr • 2 2 2 I I.I I.I 1.1 2.1 •.2 I.I u 

Total : 21 2t 21 31 24 25 111 110 118 tH 1H 1H 111 111 
---------.,·-----------------------------·-------------·--···-·······-------------------------------···-------·-·······-· ---·---------------------------------·-···------------------------------------------------------····----------··--------

T~le 2. 11 Tne of 111uand'1 Assisiust 
----------------- ----· ------------
Field of Assistuce : AGRO FOOD SEIY Tm TIDE OT• Total : WOl FOOOl sun TITLI TIOEI OTNll Am191 
---------------- . --------------------------------
l1ys thl19s 2 5 4 I 4 1 22 1.1 21.1 11.l 11.1 11.2 5.t 15.3 
lolly 1 I 12 I ' 5 51 21.t 39.1 50.0 21.1 •a.t 2U 35.4 
UY let 1 2 t 2 1 1 I u 1.1 u I.] t5 u u 
lcCOllU 1 0 • • t 1 3 u a.a u 0.0 u 5.1 2.1 
Trusport 3 1 a t 1 I ' 11.1 t3 I.I 3. I 4.S a.a 4.2 
Clmal 10 5 I 11 I 1 •S 31.1 21. T 26.1 3U 27. 3 •1.2 31. 3 
Otkr 2 3 I 2 ' u ,,3 u t.• 1.0 11.I l.l 
-------------------------------·------------------------------------------------------------------··---

Total : 21 23 24 32 22 11 m 100 1IO 100 100 m 100 100 
.................................. --.................................................. -... ········· .................... -.......... ---........ ····· .... ··--...... ·-··· ... ··-· .................. ··-.... ---· ......................... ·-·· ........................... --
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latle 2. H lmms lain hCGH in Fuih 
-----·---------------------------------------- : -----... ·------------------------------

: ACIO FOOG SUV TlTL TlllE OTllA Total : AGIOl FOOll SEln Tllll TIDEl Ollll Awera,e 

lo. usnr: I z l 3 z 12 2.7 Z.1 5.3 '7 u l.1 u 
Yes : 11 22 27 13 25 ti 122 •U SU 11.1 21.t 1U 5U SU 
ID : 19 u ' 2t 1 13 ti 5U 31.I 23.i "·' 2U JU "·' ---------------------------------- ---------------------

Total : 31 31 ll 45 l5 3l m : t~C 0 !ff.I 110.0 IOU llG.D 180.G IGO.e 
---------------------------------------------------------------------

Tole 2.11 Start of l1si1eSS 
----· 

: MIO RID sm Tm Tlli 018 Total : IGIOS FIOlll SEm Tllll TllEl OTRl Amite 
------------·----- ----
1"0 2 l ' l 2 • 11 u 1.1 11.5 u u 12. t I.I 
ltlMt 13 IS ii I 11 " 11 35.1 '8.5 21.t 11.2 21.1 42.4 lt.5 
lllM? ti 12 ' ti I ' 54 21.1 32.C 15.1 22.1 25.1 11.2 2U 
lllHS 3 4 • ' 5 2 H •• t ti.I IS.I 13.I IU 5.1 11.1 
1112-13 I I I 2 3 I • I.I 2.1 I.I u u I.I 2.1 
ltlo-11 3 I I ' 1 3 12 ?.t 2.1 I.I 1.1 2.1 1.1 S.3 
1175-Jt 3 1 8 I ' • 2' 11.5 2.l 11.t 11.2 11.1 I.I 11.l ,ra ms 2 I 3 3 2 4 1' 5.3 I.I 1.1 I.I u 12. t 1.2 -- ------

Total : 31 31 31 " 3' 33 225 llO 111 llG IH Ill tlG 1IO ---- -----------------

Table 2.tt Orl1il of luims Hta 
------------------------- : ----------------------------------------

: ACIO FOOD SEIV Till TllE OTHI Total : .IGIOS FOODl SUV: TITLI TIDEI OTHft A matt 
-----------------------------------------------·------------··--------------·-----------·----------... -------------
le answer 0 0 1 • 0 a 1 l.O 1.0 2.i 0.0 0.0 0.0 u 
Own 20 11 17 25 17 1l 110 54.1 •U 4U 5U 41.2 3U "·' ~le d1119 sue I 11 ' 5 1 10 11 51 2U 2U tl.2 15.t 21.I 33.l 2l.l 
Fri11ds ' •• lat IYIS : l 3 ' 5 • ' 27 I.I I. I 15.I IU 11.1 11.2 12.0 
Mushnd 2 5 3 ' I ti 2.1 u 13.2 u 11.1 u 1.1 
Otlltr 5 4 4 1 2 11 u 13.S 10.5 I. I 2.1 1.1 I.I 
-------------------------------------------------------------------------------------------------------------------

Total : 31 11 ll " ll ll m : 100.0 100.0 1eo.o 100.0 m.o 110.0 1eo.o 
-----------------------------------------------------------------------------------------------------------------------
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Tiiiie UD Mme Sll~t It Stlrt-U 

:•Fa SEIY Till TBE DT• Tittl : mos Faun SElft TITll TBEI DTlb lttratt 

Ttdlol19y 11 3 I I I 11 Jt 5U 1.1 I.I 13.I I.I ll.3 !l.3 

llsi1m 1111!1",t 3 3 2 2 ' I 25 1.1 1.1 u '-5 25.1 11.2 tt. 1 

loetbepilg I l 1 I I I.I 1.1 u 2.3 u ... 2.1 

c.stmr l'llatiaas I z I I 5 I.I 5.• 5.3 2.3 ... I.I u 
Liii •hcat1• I I 1 1 I 3 1.0 u u 2.3 ... 3.1 u 
Otar 1 3 I 2 I Z.1 2.1 1.1 u 5.1 u u 
111111 .. 25 21 33 u 1c t3t 31.1 IU JU 15.1 H.1 C2.• 11.I 

Tittl JJ 31 JI " H 33 ZZ5 : IH.I 111.1 111.1 111.1 !ff.I lie.I 111.1 

Tele z.zt llitt1.l CIA llmtltlt 

nl• 11 11w ma : ICIO Riii SEIY Till TUE OT• Tittl :Ull FUOlll SEln TITLI TBEi OTlb lttrltt 

I I 2 3 z I 3 11 1~.2 5.t t.1 5.3 I.I 11.5 1.2 

>I - < IH 2 11 5 11 I 3 31 1.1 sz.t 11.1 H.3 I.I 11.S 1t.I 

111 - <511 1 1 11 11 5 1 C1 21.Z 21.1 35.5 21.3 15.I Zl.t 2U 

511 - ( 1,110 z 3 3 3 ' 3 11 1.1 I.I t.1 1.1 12.5 11.5 1.3 

t,• - ( 3,llO 3 1 ' 1 I 3 H 1.1 2.1 12.t 11.C 25.1 tt.5 13.• 

3,• • < 5,HO I 1 1 2 ' 3 11 11.2 2.t 3.2 5.3 12.5 11.5 I.I 

S,• • < 11,HG 5 I 1 2 I I IS 15.2 I.I 3.2 5.3 25.1 I.I 1.2 

11,llD - ( 51,110 1 • 2 2 2 2 I u I.I 1.5 5.3 1.3 1.1 u 
50,llO + 1 z 1 I 1 2 1 u u 3.2 I.I 3.1 u u 

---------
Total : 33 3• 31 31 l2 21 m : !ID.I tH.I tOU !IC.I !ff.I 110.1 tit.I 

------------------------------------------------------------------
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Tule z.zz ~or Saree af !1iti1l Cull I11ut1Ut 
--- ----:--
S.rce : IGIO RIOI SEIY Till TllE DTll T1t1l : ICIOl AGIS SEm Tms TUEi Glib l1er1ge 

---------
llsNU 1 11 I 11 13 5 51 1U 21.1 11.Z 22.l 36.1 t5.2 22.1 

Otller MSilltSS l I 11 I I I C2 u 21.I Zt.7 tl.Z tl.i tl.2 11.1 

I1st il1t1•s I I z 5 3 • lt 2t. t zu 5.• tt.4 l.l t2.1 tU 

fifll'flllt 5 3 2 11 I I 21 tl.2 1.1 u 22.1 I.I 11.l tt.I 

Snitp t z 1 3 ' 3 21 u 5.• 11.t u 11.1 1.1 I.I 

II lat in/f ritld I z ' 3 ' I 13 I.I 5.4 11.1 u 11.1 I.I 5.1 

cane 1 I 1 I ' 2 I u I.I Z.1 I.I It .1 1.1 u 

SI le af assets I I I 1 z I • I.I I.I I.I Z.3 u I.I t.3 
• 

ltMr ' t 1 I I ? I 1U 2.1 I.I I.I I.I 1.1 u 

•I• I 2 • • ' 5 21 21.1 u ti.I t. ~ I.I 15.Z 11.2 

Total : 31 31 ll " H ll m 1• 111 1• 11t 1H 111 111 

------------------------------·--------------------------·--------·---------------------------·------------------------· ----------------------·----------------------------------------------------------------------·--------------------------

Tale z.Zl Start::!I '"°''• 
PrMl• ! ACID FOOi sm mt TllE OTll T1t1l :Am FOOllS sen mu TllEI OTlll lwtratt .. 1 I 5 1 5 5 lS 11.t 11.Z 13.2 15.t tU t5.2 15.I 

L.Kt Clfital 1Z tZ 12 I 11 11 II 32.• 32.4 lt.I 21.5 51.t 5t.5 15.1 

lid e1su.rs I 1 11 I 3 I 21 I.I 11.t 21.l 11.2 1.3 I.I 12.' 

lact of i 1,.is I I 5 1 z 22 1U 11.2 5.3 1U u '· t 
I.I 

&,loyees 2 I • I • tl 5.C I.I t.I •. t I.I 12.1 5.1 

TecbolotJ ' 2 2 e 1 11 11.Z 5.• I.I •.5 ... 3.1 u 

lact ecit.-r 1 I 2 1 1 1 2.l I.I 5.3 c.5 2.1 3.1 3. t 

Cell 119 ,.,..u I I l • I ' I.I I.I I.I u l.l I.I 2.1 . 
•lti•lt I I 2 I ' 2.l 2.l u 2.J u I.I 2.1 

1111,..at • 1 • 1 • I.I 2.1 u 2.J ... u t.I 

Ptr1111 I ,ro11 l11s I 1 I I 3 u 2.l u I.I 2.1 I.I 1.3 

Tru5"rt I I e I 2 J I.I u I.I u 2.1 
'· t 

1.J 

uct of ti• I I , • I 2 2.1 I.I I.I Z.J ... I.I I.I 

CllDttltiP I 1 1 • ' 2 I.I 2.l I.I 2.J u 1.0 ... 
111t11ss locatloa I • I I I 2.1 u I.I l.D 1.0 I.I ... 
EJ,elSiYt il,llS I • • 1 ' ... u u u u I.I O.• 

Otlltr I I I I I 1.0 u 2.1 a.a u u ... 
--------------··-------------------------- ··---------------------------------·---------· -------------------

Total : lT 37 31 .. 3' lJ 22S 1ID 118 100 100 100 111 100 
..................................................... ......................... ................................................... ··························-············-········ ............................................................................ 

29 



-------- ---

Tole 2.Z4 lt~I StatlS 
------------------- -------

:mo FllOO SEIY Till TleE OTIR ToUl : Aa"ll FOODS mn mu TIDEI orm Am191 
----

liCPctd! 
Yu ' ' 27 11 21 20 u IU 24.3 11.1 22.1 51.3 HJ 41.3 
lo 31 21 11 34 ~5 1l 132 ll.I 15.1 zu 11.3 41.7 3U 51.1 
----- ---------------

Total : 37 37 31 44 35 33 m 180 1H 111 118 10Q 11G 110 
--· 

lrdu•? 
YU 18 11 32 " 21 14 115 41.1 21.l 1"2 31.1 12.2 42.4 51.1 
lo 11 u I 31 II 11 111 51.1 11.3 11.2 11.2 21.I 51.1 4U 

-----
Total : 37 al 31 " 31 33 225 IH tff '" tH llO 11G 1CI 

If so, rtgistel'IC! 
Yu ' ' 15 5 1Z ' 51 50.1 SU "" 35.1 Cl.2 U.3 ... 1 
lo ' 5 11 I 13 5 51 58.0 45.5 5U 51. t se.a 35.7 41.l 
lo PSllr I I t t t I 3 I.I I.I 3.2 1.1 3.1 1.0 2.1 

Total : ti 11 32 " 21 14 m : 118.1 Ill.I tH.I tDU IOU 110.D tlO.I 
-----------·--------------------------------------------------------·------------------------------------------------- .. ----------------------------------------------------------------·--------------------------------------------------------



Tole 2.Z! laoUeeoi19 
---------------------------------------- : --------------------------------------

: AGIO FOOC SEIY Till TIDE Olli Total : ACIOl FUS SEM Tllll TUEi OTlll Amage 
------------------------ --------------------------------------------
a)lritten accoaats! : 
Yes I 25 II 11 Z2 22 11 123 11.i cu 50.D 58.1 11. I 51. 5 5c.T I 

lo I 12 11 11 22 14 1' 112 3U 51.C 51.8 50.0 31.9 •1.5 tS.3 I ----------------------------------------------------------------------
Total : 37 31 31 " 31 33 m 100 :ta tlG 118 tao 100 100 

--------- ------- . ----------------------------------
b)Stparate acmats!: 
Yes 21 ti ti 22 20 11 112 IU 11.t IU 1to.O tu 100.0 11.1 
lo ' 2 3 I 2 I 11 11.0 11.1 15.1 0.0 1.1 I.I I.I 

---------------------
Total : 25 11 11 22 22 11 123 110 1IO 118 1ff 111 110 1IO 

·-------- ---
C )•f IO ICCODllS! 
lack still 5 2 3 ' 2 2 20 31.5 11.5 11.l 21.3 1U 12.5 1U 
lo rwoa 3 ' 2 3 3 1 11 23.1 21.1 11.1 13.I 21.• u 15.7 
lo ti• 1 ' 1 ' 3 I 13 7.7 21.1 5.1 11.2 21.C 0.8 12.7 
llS illSS Sii 11 1 3 1 2 I 3 11 7.7 15.1 5.1 t.1 I.I 11.1 I.I 
lo 11ttrials 2 2 2 2 I 1 t 15.• 11.5 11.1 t.1 I.I 1.3 I.I 
IHtttrate I 1 I 1 1 ' 7 I.I 5.3 I.I u 7.1 25.0 I.I 
lltuds to I 1 3 1 2 I 1 I.I 5.3 11.7 u 1U I.I I.I 
Partially 1 1 2 I 1 1 ' 1.1 5.3 11.1 I.I 1.1 u 5.t 
Ills ..,, ••ictly I I 2 1 1 I ' I.I u 11.1 u 1.1 a.a 3.t 
AIOHt discnratts I I 1 I I 2 3 1.0 I.I u I.I ... 12.5 2.1 
lot utulislled I I I ' I 1 2 I.I 5.3 ... I.I I.I u 2.0 
lo 11pport I I I 1 1 I 2 I.I I.I I.I •.5 l .1 l.O 2.8 
Otller I I 1 ' I 1 2 I.I I.I 5.1 I.I ... u 2.0 
lo•'t bow I I I 1 I I I I.I I.I I.I u I.I I.I 1.1 
------- --------·------------· 

Total : 13 11 11 22 1' 11 112 110 100 100 100 100 180 1IO 
·······-------················-··········-----·········---·····························---··············-··-············ -----------------········-----------····-····-······-------···········--------·········-·····---------···· .................... 
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Tole 2.2& Pllrsical Location of the l1sims 
--------------------------------------:--------

: AGIO FOOD SERV Till TIDE OTHR Total : A&IOl FDOh SERn TlTLS TIDES OTm Amage 

Ir b1ilditg? - Yes: 32 

lo : ' 
lo uswer: 

3• 31 32 
3 0 12 
0 0 0 

31 

' 
15 m au IU 100.0 
11 40 10.1 1.1 a.a 

3 u D.O U 

12.1 ll.1 45.5 
21.3 11.1 51.5 
D.O 2.1 3.0 

IO.t 
11.8 
1.3 

Totai : 37 37 31 " 3i 33 m tea 110 1DO 1ao 100 100 1aa 
---------------------------------------- : ------------------------------
Open Air? - Yes: I 5 O S 2 

lo : 30 32 31 31 32 
lo us.er ; 1 O 0 e 2 

15 u 
t1 tit 

1 ' 

15.1 13.5 0.8 
IU IU tao.a 
u u a.a 

13.S U 4U 15.1 

"·' au 51.s au 
u 5.S u 1.1 

·--------·-----·--- ------------
Total : 37 37 31 44 3' 33 225 110 180 tlO tlO 180 180 tlD 

--------------- . ---------------------------
U1der tm? - Yes: D 1 a ' o 2 1 8.0 

11.l 
u 

2.7 a.a t.1 
IU 
I.I 

u S.1 3.1 
15.1 
1.1 

1o: li 35 31 .. 34 30 21' 11.3 m.o IU IOJ 
lo aaswer : 1 I I I 2 ' a.a I.a u 3.8 

Tota 1 : 37 37 31 U li l3 225 110 tH tH 1H tea ti~ 180 

Ill kllo1de? - Yes: I I I 1a I 
lo : 3' 31 31 3' u 

lo usver : 1 I I a 2 

t 1t 
31 21a 

1 ' 

. ----------------·------------
1.0 0.1 a.o 

17.3 110.0 100.0 
u ... ... 

22.T 1.0 3.0 
77.3 IU IU 
a.a u u 

4.9 
U.3 
1.1 

-----------·-------------
Tota 1 : 37 37 31 " li 33 225 100 180 100 100 100 100 100 

-------------·--------- ; -----------------------------·---------------
ly loads Ide? - Yes: s 5 

lo : 38 32 
lo answtr : 1 o 

' 32 
a 

3 3 t 32 11.2 ll.5 
41 31 23 111 11.1 ll.5 
0 2 1 ' u u 

15.1 u 1.3 21.3 
U.2 13.2 16.1 H. T 
u a.o u 3.0 

14.2 
IU, 
1.1 ' 

' 

Total : 37 37 31 " 31 33 225 • 1IO !DO 108 110 1oa 1ao 100 ' 
------------------------------------------------------------ : -----------------------------------------------------
Priute !louse? - Yes: 

lo : 36 
lo answer : 1 

20 1 
n 35 
a 2 

21 • i 51 a.O SU 2.1 SU 11.1 11.2 25.I , 
n 10 26 1&1 11.1 •s.t 12.1 3U ll.3 TU 71.i , 
0 2 1 ' 2.6 o. 0 u 0.0 u 3.0 2.7 ' 

Total : 37 17 31 U H 33 225 !Oa 100 100 1oa 100 taa 1oa , 
--------------------------------------------------------------- : ------------------------------------------------------
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Table 2.27 Tr11mg P.elatea to lusiaess 
----·------------------------------------------------------- : ------------------------------------------------
leetited traiai19 : ACID FOOD SERY Tlil TIDE OTHi Total : AGROI FDOD1 SERVI TITLI TRDEI OTNRS Amage 

Yes : 19 11 1: 12 ' I 12 : 51.• 21.1 26.: 27.3 11.1 11.2 21.1 
le : 11 26 21 32 32 27 1U : •U l0.3 13.7 12.1 18.9 11.1 7U 

--------------------------------------------------- ·--------------------------------------------------------------
Total : 37 37 31 '' 36 33 225 : 100.0 100.0 100.0 100.0 100.0 100.0 10:.0 

Table 2.!; Eu lomnt Creat ioa 
-------------------------------------- . -------------------------------------------------
lllber of up loyees : AGRO FOOD SHY TITL TROE OTNR Total : AGROS FOODS SERYl Tllll TRDEI OTHRl Average 
----------------------------------------------------------------------------------------------------

D : 10 16 ' 16 11 ' 71 27.D '3.2 15.8 JU •7.2 11.2 31.6 

1 - ' : 17 1' 24 2~ 11 12 109 45.t 31.1 '3.2 5U •l .2 3U •I., 
5 - ' : I 3 7 3 2 ' 21 21.6 1.1 1U u 5.6 11.2 12.t 

>10 : 2 ' I I I Ii u 10.1 u 0.0 O.D 21.3 1.1 
---------------------------------------------------------------

Total : 31 37 31 '4 3i 33 2:5 : 100.0 100.0 100.0 100.0 100.0 100.0 100.0 
----------------------------------------------------------------------------------------------------------

Table 2.29 loathly Waft SH 
------------------------------------------------------------- : -----------------------------------------------------
Inch a : AGRO FOOD SERV nn TROE OTHR Total : AGROl FOODS SERVI mu 7RDEI OTHRl Average 
--------------------------------... -------------------------------------------------------------·--------------·--------
ID 13 11 7 11 22 7 15 35.1 "-' IU 40.t ,1.1 21.2 37.I 
II - llDO 12 14 1t 10 10 I 13 32.• 31.I 50.0 22 ' 21.1 2'-2 32.• 
1101 - l500 t 2 8 14 ' 10 •1 2U 5.C 21.1 31.1 11. I 30. 3 20.t 
1501 - 11,000 2 0 o 2 ' 5.C 2. 7 2.6 0.0 0.0 6.1 2 .1 
11,001 + 2 D ' 1' 2. 7 5 .• 1.9 C.5 O.D 11.2 u 
--------------------------------------------------------------------------------------·---------------------------------

Tota I ; 37 37 31 U 36 33 225 : 100 100 100 100 100 100 100 
.............................................................. -........... -............................................................................. ---.... ------....... -. -........................................ ·-····· .......................... -............................................. . 
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Tab le 2.3~ ~~! Sales Differ Emr lloath 
--------·-------------------------------------------------- . --------------------------... -----------------·--------... 

luson ; AGRQ FOOO SERY TlTL TIDE OTHI! Total : AGRO~ FOOOl SERYl nm TROEl OTHRl &we rage 
--------------------------------------------------------------------------------------·-----------·---------------------
Susoot I de11nd It I 2G 17 I 11 IU 11.8 2' .6 cu 41.2 24.2 31.i 
Other dmn~ ' 10 I! I 11 11 '3 1U 21.0 5U IU 30.i 3U 21.G 
Other ' 2 2 I a 5 21 10.5 u 5.4 18. 2 u IU u 
Pro4;ct ion prob Im 11 a 5 2 28 28.! D.C 2.7 IU i'..! 6.1 u 
Smonz I su~p ly 5 2 2 2 12 il.2 u 0.0 u u u 5.3 
Other supply 3 3 1 0 ' a 11 u 1.1 2.7 Q.Q 11.! 6.0 u 
Persou l Prat Im 0 a a a 8 4 0.0 IQ.8 a.o 0.0 0.0 0.0 1.1 
In precises 0 a 0 2 3 O.Q 0.0 0.0 0.0 u 6.1 1.3 
Fim:itl 0 0 e t a 2 0.0 0.0 u 2.3 u 0.0 u 
lo uriat ion 1 2 ' 0 J 11 1!.' u tU 0.0 u 9.1 l.O 
--------------------------------------------------------------- ~-------------··---------·-----------------

Tcta 1 : 38 JI 11 u 36 JJ m : 100 100 100 100 100 100 toe 
: : :: : : : : : : : : : : : :: : : :: : :: ::::::: :: ::::::: ::::: ::: ::: : ::: ::::::::::: ::-: ::: :: ::: :: : : : : : : : : : : : : : : : : :: : : : : : : : : : : :: :: : : : : : : :: : 

T!ble l.31 Turnover in a loml lonth 

lmh (1990) : AGRO FOOD SERY Tlll TROE om Tott! ; AGRO: FOOC% SERY1 nm TRDE1 OTHR: AYm;! 

0 a a a ' 3 2J a.a 0.0 0.0 0.0 6.5 1.( 
) 0 - ( 100 5 12 a ' 36 11.5 25.0 13.9 2U 0.0 12.9 17.0 
m- <SOD ' 14 Ii 14 I 10 " ti.I 3U 44.4 JU 23.5 J2.l JI. I 
SOO - < 1,000 I ' s ' 5 ' 30 23.S :1.1 13. 9 u 14. 7 12.9 IU 

1,000 - ( J,000 10 ' s 1 ' s 17 2U 11.1 13.9 17 .1 17 .6 16.1 1U 
3,000 - < S,000 3 2 3 ' 2 17 I.I u 5.6 7.3 17 .6 6.5 u 
S,000 - < 10,000 1 a a s I 2.9 o.e 2.8 0.0 14.1 3.2 u 

10,000 + 1 ' 1 ' 15 t9 11.1 u 2.4 11.8 u 1.1 
---------------------------------------------------------------------------

Total : 34 36 36 41 34 31 212 : 100.0 100.0 100.0 100.0 100.0 IOU 100.0 

Tatle 2.32 lmce Eguinleat (rilli•s to gin ap busiaess for ••• ) 
-.... -.... -. ---------------------------------------------------- : ------------------.. --- ........ ----.. -----... -..... --- .......... --------
btCh! per •onth : AGRO FOOD SERV TlTL TROE OTHR Total : mos FOODS SERV: rxm TRm OTHRS bmge 

1 - <100 : ' 3 ' u u 16.2 u IU u 21.2 11.6 
101 - <300 : I 10 9 1 ' 31 2.1 21.0 2U IU 20.0 12. t 16.9 
JOI - <SOO : 5 ' 3 9 ' 31 13.S 10.8 1.9 20.5 11.1 12. t 13.8 

501 - <1000 : 5 l 3 6 3 23 ll.5 8.1 7.9 IU u ti 10.2 
) 1000 : 3 3 l 2 11 8. t 8.1 1.9 9.1 u 6.1 7.6 

Cannot give up : 21 11 17 12 16 13 9n SU 29. 7 
"· 1 

21.l 4U JU 40.0 
. --. -... -... ---- ... -....... -..... -.... -·-------.......................... ----..... --..... ---------.......... ----........ -... ---- ...... -....... ---- ... ---- ..... -......... -- ..... -.. --.... ---... --

Total : 31 31 38 " lS 33 m : 100.0 100.0 100.0 100.0 100.0 100.0 100.0 
-..... --- ... ---------- ..... -......................... ------.. ---... -................ -- ........ ----....... -- .. -----------------....... -... ----.. ----------------·---------
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Table 2.33 Re~ lace1en~ Val.e of Fixed Assets 
------------·-------------------------------------------- : ---------------------------------------
lrtclll (1190) : AGRO FOOD SERY TXTL TIDE OTHR Total : &GROS FOOOI SERYl TITLI TROEI OTHlt Amage 
----------------------------------------------------------------------------------------

c 0 2 1 5 2 15 a.a u 3.0 11.i '"' U.1 1.• 
) 0 - ( 100 2 ' 8 4 2 4 21 5.5 25.0 0.0 u u 12.9 10.3 
100 - ( 500 5 10 2 1 3 9 30 Ii. I 21.8 ti 2.3 10.3 2U IU 
soc - ( 1,000 5 3 2 • 2 2 11 1'.1 1.3 u t.3 u u u 

1,000 - ( 3,000 1 2 1 ' 4 ' 35 22.6 5.i 21.Z 2U 13.1 19.C 11 .2 
3,000 - ( 5,000 0 1 3 ' I 0 II 0.0 2.8 t. I IU 3.4 0.0 u 
5, 800 - < 10, GOG 4 3 I 5 5 I 24 12.t 1.3 11.2 IU 11.2 3.2 11.I 

10,00G - < 50,000 4 4 ID 1 9 I 35 12.9 11.1 30.3 16.3 31.0 3.2 11.2 
50,GOO + ' 2 2 2 I 3 u 12.t 5.1 I. I u 3.4 1.1 u 
----------------- -------------------

Total : 31 l& 13 •3 2! 31 213 : 100.0 110.0 100.0 100.0 100.0 100.0 IOU 
---------------------------------------------------------

Table 2.3• Cgital Labour Ratio 
---------------------------------- : -------------------------------
lwacba per worker : AGRO FOOD SEIY Till TU; OTHR Total : AGIOI FOODI SERVI TXTLS TIDES DTllRS Average 
-------------------------------------- --------· --------------------------

8-<100: ' 15 1 ID ' 17 51 12.t Ci.T 3.0 23.3 13.I SU 25.1 
100 - <500 : 10 I 1 I ' 11 Cl 32.3 22.2 21.2 2.3 13.1 35.5 20.2 

5DO - <1000 : ' 5 4 I 2 0 23 12.t 13.1 12.1 IU u 0.0 11.3 
1000 - <5000 : 5 3 13 a I I " 16.1 1.3 39.• '4.2 21.6 3.2 24.1 

mo - <20000 : ' 3 I ' 1 I 21 12 .t 1.3 24.2 t.3 24.1 3.2 13.3 
20000 - <62500 : 4 2 0 1 ' I 12 12.1 5.1 0.0 2.3 13.I 3.2 5.t 

-----------------------------------------------------------------------------------------------------
Total I 31 36 33 '3 21 31 203 : 100.0 100.0 100.0 100.0 100.0 100.0 100.0 I ·-----------------------------------------------------------------------------------------·----------

Tab 1e 2.35 Ca~mti Ut i I izat ion 
-------------------·-------------------------------------------. -------------------------------------·----------------

Equ ip1t I E•o loym?: AGRO FOOD SEP.Y TXTL TROE OTHR Total : AGROS FOODS SERVI TXTLI TRDEI OTHRI Average 
----------------------------------·----------·-----·----------------------------------------------------------... ---------

Yes I Yes 6 12 1 2• 10 1' 73 tU 32.• IU 5U 21.8 C2.C l2.4 
Yes I ~ • 19 14 20 12 20 12 IT 51.4 31.I 52.& 21.3 55.6 3U 43.1 
lo I Yes 5 2 3 3 2 3 II 13.5 5.4 T .t I.I 5.6 t.1 u 
lo I lo .. 1 I e 5 ' ' 37 11.4 24.3 21.6 11.4 11.1 12.1 16.4 

Total : 31 31 31 U 31 33 225 : 100 100 100 100 100 100 100 ......................................................................................................................... ................................................................................................................................... 

a hem Capacity , u Full Capacity 
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Table 2.36 Reasons for Eicess c~1cit1 
------------------------------------------------------------ : ----·--------------------------------------------·--
letSCI : AGIO FOOG SEIY Till TIDE OTHR Total ; AGIOS FOOOI mn TJlll nm omi Am ate 
-----------------------------------------------------------------------------------------------------------------
lo cast111m 2 " 5 1 .. 10.5 51.1 75.0 Ct.1 35.0 51.l •5.t .. 
lo 11teria ls ' 3 ' 11 31.6 1.1 5.0 25.0 30.0 1.3 1U 
lo 11ney ' 1 1 ' 1Z U.1 1.1 18.0 l.l 20.C o.a 12.' 
le tlll 0 1 1 2 1 1 0.0 1.1 5.0 1U 5.G 16. 1 7.2 
lo space 2 2 D 0 0 5 10.5 14.3 0.0 0.0 G.O 1.3 5.2 
lew lasiaess 0 0 0 0 1 2 5.3 0.0 t.D 0.0 0.0 8.3 2.1 
Wait119 SIPP ly 0 0 0 0 0 1 5.3 e.o 0.0 0.0 0.0 0.0 1.0 
Production problu D 0 1 0 0 3 10.5 0.0 0.0 8.3 0.0 O.G 3.1 
other 0 2 0 5 5.3 1 .1 5.0 8.8 10.0 a.a 5.1 
-------------------------------------------··---------------------------------

Total I 19 u '.O 12 20 12 tl 100 100 100 !DO 1IO 1IO 110 I -----------------........ --------------- .. ------.... ------- .. ----- ........ -------------.. -.. --- .. --------.. -.... ---. --. ---------.... -----.. -------------------------------------·-----······-----------------------------------------------------------------------

Table Ul lignst rroblu 
----·---------------------------------------- : -------------------------------------
Problu Type : AGRO FOOD SERV Till TIDE OTIR Total : AGROI FllOCl SEIVS TITLI TIDES OTIRl Amage 
------------------------------------------ ----------------------------
IOIE 3 1 ' 3 2 3 22 1.1 18.t 10.5 u 5.6 t.1 u 
Lack of capital 5 3 1 I u I ,3 13.5 1.1 1U 1U '"' 11.2 19.1 
lack of urket I ' 1 7 5 I I 31 10.I 11.9 11.C 11.C 16.1 21. 3 1&.t 
Short age of law lat. : 13 ' 3 3 2 ' 29 35.1 ID.I 1.1 u u 12.1 12.t 
Lack of 1quipee1t I 0 ' 5 I 0 2 17 1.0 10.1 13.2 13.I 0.0 1.1 l.I I 

Get pay11nts I 0 0 1 1 ' 2 1' 0.0 0.0 2.6 15.1 11, 1 "1 1.2 I 

Colpet it ion too high' 0 2 1 3 0 1 13 0.0 u 1U u 0.0 3.0 5.8 
Transport 3 3 a 1 • 2 t 1.1 e.1 1.0 2.l 0.0 1.1 4.0 
Price of Raw ht. 5 1 1 1 0 0 • 13.5 2.1 2.S 2.l 0.0 1.0 u 
Elployee relations 1 1 0 ' 1 1 • 2.7 2.1 0.0 I.I 2.8 3.0 u 
Technology 1 3 0 1 0 2 1 2.1 1.1 0.0 2.3 0.0 1.1 3.1 
lultiple 1 0 1 1 1 0 4 2.1 0.0 u 2.3 2.8 0.0 1.8 
Business location 1 0 0 1 2 0 4 2.1 0.0 0.0 2.3 5.6 0.0 1.1 
La~k of tin 0 c 0 1 1 0 2 0.0 o.o 0.0 2 .3 2.1 0.0 0.1 
Condition of pre1ise, 0 0 1 0 0 1 2 0.0 0.0 2.6 0.0 o.o 3.0 D.t 
lanageaent 0 1 0 0 0 0 1 o.o 2.1 0.0 0.0 o.c 0.0 u 
Personal expenses 0 0 1 0 0 0 1 0.0 0.0 2.6 0.0 0.0 0.0 0.4 
Other 0 1 0 0 0 0 1 0.0 2. 1 0.0 o.o 0.0 0.0 o.• 
lo answer 0 0 0 1 1 0 0.0 0.0 O.D 2.3 2.8 o.o O.t 
-------------------- ·------------------------------------------ : ------------------------------------------------------I 

Total : 37 37 38 '' 36 33 225 : 100.0 100.0 100.0 100.0 100.0 100.0 100.0 
.......................... --- .. --.............................................................................................................. . . .. . . ·-....................................... ---· ............................................................................ ····-· -·. 
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la~le 2.38 Parte~t Srstee 
-------------------------------------------------- .. ---------·----------------------------------

: AGRa FOOD SEIY TlTL TIDE OTHR Total : A&iOl FOOGl SEIYS Tllll Tloti OTllRS Average 

a} You al11ys pay cash? 
Yes 32 3• 3E 
lo 5 2 2 
lo uswer o o 

Total : 31 31 31 

•O 3• 20 1H 

' 2 ' u 
0 0 t 10 

" 3i 33 225 

H.5 t1.t tU 
13.5 u 5.] 
l.O 2.1 l.O 

100 100 10C 
------------------------------ : -------------
b) If 1ot, llov el~?: 
tarter 0 0 D D 1 1 D.D 0.0 u 
Cndit 5 2 2 ' 2 3 11 : 110.0 100.0 llG.O 
lort I e • • I I • a.o I.I I.I 

H.t tU IU 
t.1 5.5 12.1 
a.a u 2l.3 

100 100 100 

11.1 
u ... 
100 

------------
1.0 0.0 25.0 5.3 

100.0 1IO.O 15.0 tu 
0.0 ... l.C I.I --- ------------

Total : ' 2 4 1t m m 1DO 1IO 100 1IO 1H 
------------------------------··---------------------------------------------·---------------------------------------·-· -------------------------------------------------------·-----------------------------------------·----------·----······-

Table 2.3t Tbt1ti11 of 6trt11 IP tile llSllUS 
----------------------- : --------------------------------

: AGRO FOOi! SEIY Till TIDE OTll Total : ACIOS FOOOl SEm Tllll TIDES OTlll AYtrill 
------------- ----------------------------------------

lo usnr: D D 1 • 1 3 2.1 u D.O 2.3 1.0 u 1.3 
Yes : 4 l 11 I 3 I 41 1D.I 11.t 21.t 11.2 1.3 2'-2 11.2 
lo : 32 30 27 35 33 24 111 IU 11.1 11.1 lt.5 11. l 12.1 10.C 

----------------------------------·-----------------------------
Total : 31 37 31 « 3' 33 225 : 110.0 100.0 118.0 100.0 180.D 10G.I 100.0 
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Tole uo luims lltwelollltftt since Start·U~ 
----------------- ·---------------------------------·------- : ----------------------------------------------

! WO FOOC SHY TITL TIDE OTHR Total : AGIOl FOODS sun TITLI TIDES OTHll Awtrl9t 
-------------------------------------------------------------------------·--------------·---------------
I) lmHStd? 
I mused 31 2t 21 33 21 19 154 It.I lU SU 15.1 51.3 57.' "·' Decreased 1 ' 13 It 11 5 52 IU IU 35.1 22.7 3U 15.2 23.1 
SU£ a 2 3 1 • I 19 a.a 5.• I. I 2.3 11.1 27.l ••• -------------------------------------------------------------------------------------------------

Total : 31 31 31 " 3' 33 225 100 100 1DD m 100 !GD llG 
----------------------------------------------- : ---------------------------------------•i J llcrwtd: Alb lid! 
Yes I 21 12 15 23 II 9 11 '1.1 41.l 11.l H.1 s2.• •U 51.1 I 

lo I 10 11 ' ID to ta u 32.l SU 2U 31.3 4U SZ.l •u I 

------------- --------- -----------
Total : 31 2t 21 33 21 11 m Ito Ill tlG llO 11G tOD tlO 

------------------------------------- . ------------------------------
bii) lecrused: ~ahld? 
Yu 2 3 l s • 2 23 2U so.a 23.1 5U 12.1 40.D U.2 
lo 5 3 I s 3 3 21 11.l sa.o H.2 50.0 21.3 II.I SU 
lo us.er I I t D I I 1 u l.O 1.1 I.I ... u 1.t 
------- ---·-----

Total : I 13 11 11 52 100 110 tlO tlO 1aa 180 tao 

-------------- ----------- . -----------------------------------
cl llore up loJtts? 
Iacreastd 1' 13 1' 11 2 t3 ll 37.1 35.1 31.1 25.2 5.1 •U 3G.i 
lecmsed ' • 1 I ' 4 31 tu la.I tl.4 21.4 25. l 12.5 tU 
s .. 11 20 15 22 24 15 115 Sl.4 54.1 41.7 52.• IU U.t 52.S 

Total : 31 31 31 CZ 35 32 211 too 100 IDO llO tH tao tOD 
--------------------------------------- : -----------------------------------------
dl If so, doub lid? I 

I 

Yes I 11 11 11 l D I 41 JU IU lU ll.I 1.0 '1.5 11.1 I 

lo 3 2 l 4 2 s 11 21.4 tu 21.4 3U 110.a 31.5 2U 

Total : 1' 1l 1' 11 2 13 11 : 100 1ao tao 100 180 110 too 
-------------------------------------------------------------- : -----------------------------------------------------
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Tole UO llsinss lml•nt si1a Start-Up (C11~i1ndl 
-----------------------------------------· : -------------------------

: WO FOOD SEIY Till TUE OTIR Total : AGIOl Fiil SEM Tllll TIDES OTlb Anrate 

e) ORer 1n stflls!: 
tes : 3' 32 U 3S 21 2' 113 : lt.5 15.5 10.3 U.i 11.1 12.1 11.l 
lo ' 5 II 5 I t 42 : 11.5 13.5 H.1 II.• ZU 21.3 11.l 
----------------------------------------

iotal : 31 37 31 u 36 33 225 1IO 110 100 tH 118 m llG 
---------------- : -------------

fl Elpls 1111 stills!: 
Yes 21 ti 21 21 t 11 115 SU 51.1 51.3 55.l 2U 53.1 51.I 
ID 1' ti 15 11 22 15 1CI 43.2 51.1 41.1 "·~ JU 41.t 4U 

---- ----
Total : 3J 32 3' 31 31 32 28' 110 110 110 100 110 111 100 

---------- . -----------------------------
tlletur-stm 11111s: 
Yes t 4 " 13 ' 13 St 23.7 11.1 31.1 31.t 1U 3U 2U 
lo 2t 32 23 21 21 21 m JU U.t '2.2 H.I 12.' IU 73.2 
------------------- -----

Total : 31 36 3? 42 3' 33 221 1IO 110 110 11G 1H 108 llO 
-------------------------- : ------------------------
~) letter ee•i•t! : 
Yes 21 11 u 22 1t 15 m 71. I 41.1 '2.2 so.a 52.I •5.5 55.1 
lo 11 1t 1' 22 11 11 111 21.t SU 37.1 51.D '1.2 S•.5 4U 

------------- -------------------------------
Total : 31 31 37 " 31 33 m 1IO 110 110 1IO 1IG llO IH 

-----------------------------------------------------------------------------------
0 letter pruisas? : 
Yes 22 u 17 21 21 I 113 SJ .t 37.1 •S.t 41.1 51.3 2'.2 •5.1 
lo 11 23 20 Zl 15 2• 121 42.1 12.2 5'.1 52.3 41.l 12.1 SU 
lo answer D I 0 • a I u 0.0 o.o u a.a 3.0 0.4 
---------------------------------- ·-------------------------------------------------------------------------------· 

Totai : 31 31 31 " 3l 33 m 1DG 100 IOC 100 1H lot 100 
----------------------------------------------------------- : ---------------------------------------------------
j} 11ProY1d prods? 
Yes 32 21 31 41 27 25 m IU JU 13.I 13.2 JU 15.1 12.2 
lo ' I ' l t I 40 15.1 21.i 1U I.I 25.0 2"2 11.I 

Total : 31 ll ll 4' 36 33 225 : 100 100 100 IGC 100 100 100 ....... ·-· ........................ --.......... -......................................................... -.... -..................................... . . . . .. .. .. . -- ......................................................................................................................................................... . 
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Tatie U! lttn Aulicatin hnas tlle last Tw Yea,. 
---------------------------------·----------------· 

; 8i FOOG SEIV TITL HIE Ota Total : mGS FGOIS SEm TlTLI TlaEl OTllh &matt 
--------------- --------------------·---- --·--------------
'9o lie4 for lOll~ 
Yes : 11 11 II 21 11 12 12 ,5.1 21.1 21.t 'l.T 1H.8 lU lU 
1o : 21 2r 21 u 25 21 m 54.1 ll.I 11.1 52.l m.1 u.1 u.1 
----------------------------- --------------------------

Total 31 31 31 « 11 3l 225 : 1H.I tH.I 1H.I tlU tlG.I 111.D 111.1 
--------------------------------------------·-------------------·-·-··-------------·---·-------------------------------------------------------------------------------··------·-····---·--·-------------·-·-------·-------------------··--·----
Tllose lllO anlitd for a lou ia Ue last t111 years ... 

! IUO Fiie SEIY Till TllE OTll Total : ICllll fOOft SEln TITU TllEI OTlb &mate 

(a) Cot Ue Jou? 
Yes 1' 1 I ti 5 t 52 12.' JU 12.1 15.l 5'-5 15.1 lU 
ID 3 3 3 3 5 3 21 11.1 31.1 Zl.3 1U •U 25.1 2U 

------------- -------· 
Total H ti tt 21 11 12 12 111 Ill 1ff tM 1H 1IO 111 

(•) .. •cl? 
( 151G 

511 - ( 11111 
llOC - < U510 
251G - < 15IOO 
5llG - ( 111,llG 

1111G • < U5,IGO 
251GI - < 150,IGO 
51GDO t 

2 
I 
I 
5 
3 
3 
I 
I 

t 
I 
2 
I 
I 
1 
1 
I 

I 
I 
I 
1 

' 2 
I 
I 

1 
I 
5 
2 
1 
I 
I 

I 
I 
2 
I 
2 
1 
I 
I 

I 5 
1 3 

2 " 
' 11 
I 12 
I I 
I 1 
2 3 

IU 1'.3 12.5 
I.I 1'.3 I.I 
I.I 2U I.I 

35.J I.I 12.5 
21,, 1'.3 51.1 
21.C IU 25.1 
... 1'.3 I.I 
7.1 I.I ... 

U I.I I.I 1.1 
5.1 I.I 11.1 u 
'"' ll.3 22 .z 22.1 
21.1 11.1 "·' 25.1 
11.1 33.3 U 1U 
u 11.7 u 12.t 
I.I 1.0 I.I u 
I.I I.I 22.2 U 

---------------------··-·--
Total U I II I I 12 111 1H IH 1IO IOI 118 11G 

------------·-···································-···--------------··-------------------------------------·····--·-····· .............................................................................................................................................................................................................................. 

Tablt Z,t2 ltasoa for ut lorrwlag 
------------------------------·-------------------------- : ---------------------------------------------
luson ; AGIO FOOD SEIV Till TIDE DT• Total : ACIOS FOODS SHn TITLI TIDE& DTllS &11r1tt 
-•••••••••••-••••• I•••••••••••••••••••••••••••••••••-••••••• • ................ •••••-••••••••••••••••••••••••••••••••••••••• 

I 

lole I 
1111 Uoufh IOllJ : 1 
Afraid to krr• 1 
loa 't ho. llo1.. I 
Tried ••t •idn't tet: 2 
lam tlloath about I 
Otllers I 
lot ready e 
Iltends to 1 

I 
1 

' 3 
3 
I 
D 
3 

• 

I 
I 
I 

' 1 
3 
1 
I 

• 

I 
I 

' l 
• 0 
1 
I 

I 
1 

' ' 5 
1 
3 
1 
I 

1 2 

' ,3 
3 3• 
3 11 

11 
5 

1 5 
I 5 

2 

I.I I.I I.I I.I u 5.1 1.5 
51.3 21.1 12.D 33.3 21.t 30.D 12.1 
1.3 JU 32.0 31.5 15.• IS.I 25.1 
1.3 12.I 1U 12.5 IU 15.D 13.6 

1'.T 12.1 U 12.5 11.2 20.1 13.1 
I.I I.I 12.I 1.0 U S.I l.I 
I.I ... u I.I 11.5 u u 
I.I 12 .0 l.O "2 3.1 1.0 u 
l.l ... u 1.0 0.0 U l.S 

--------------------------------------------------------------· : -------------------·----------------------------------
Total 12 25 25 2• 2' 20 132 : 100.0 100.0 180.0 100.0 100.0 100.0 1ea.o 



III. Tables by Region 
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DEMATT - Business Advisory Service for wc.ert - Survey 1990 

TABLES BY REGION 

Number of questionnaires: 225 

Table 3.1 Oistriblition by Age 

Age of Woman (years): CENTR NORTH SOUTH Total : CENTR% NORTl-a SOUTl-a Average 

0 Coo answer) 3 0 1 4 3.8 0.0 1.4 1.8 
20-30 10 22 11 43 12.5 30.1 15.3 19.1 
31-40 42 20 24 86 52.5 27.4 33.3 38.2 
41-50 17 18 28 63 21.3 24.7 38.9 28.0 
>50 8 13 8 29 10.0 17 .8 11.1 12. !. 

Total : 80 73 72 225 100 100 100 100 
----------------------------------------------------------------------------------------------------------------------------------------------------------------

Table 3.2 Family Status 

: CENTR NORTH SOUTH Total : CENTR% NORTl-a SOUTl-a Average 

a) Marital Status 
Married 
Single 

Total 

b) Ever Harried? 
Yes 
No 

Total 

c) Wid/01v/Sep? 
Widowed 
Divorced 
Separated 

Total : 

68 
12 
80 

12 
0 

12 

6 
4 
2 

12 

46 
27 
73 

24 
3 

27 

6 
12 
6 

24 

56 
16 
72 

16 
0 

16 

6 
5 
5 

16 

170 
55 

225 

52 
3 

55 

18 
21 
13 

52 

85.0 63.0 77.8 75.6 
15.0 37.0 22.2 24.4 

100 100 100 100 
----------------------------

100.0 88.9 100.0 94.5 
0.0 11. 1 0.0 5.5 

100.0 100.0 100.0 100.0 
----------------------------

50.0 25.0 37.5 34.6 
33.3 50.0 31.3 40.4 
16.7 25.0 31.3 25.0 

100 100 100 100 
----------------------------------------------------------------------------------------------------------------------------------------------------------------
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Table 3.3 Nlllber of Deoendents 

CENTR NORTH SOUTH Total CENTRS NORTHI SOUTHI Average 

a)Supported children' 
0 10 9 4 23 12.5 12.3 5.6 10.2 
1 2 9 8 19 2.5 12.3 11.1 8.4 
2-3 24 19 17 60 30.0 26.0 23.6 26.7 
4-6 32 30 29 91 40.0 41.1 40.3 40.4 
7-9 12 6 10 28 15.0 8.2 13.9 12.4 
1o+ 0 0 4 4 o.o 0.0 5.6 1.8 

Total 80 73 72 225 100 100 100 100 ---
b)Other dependents 
0 20 13 13 46 25.0 17 .8 18.1 20.4 
1 8 14 11 33 10.0 19.2 15.3 14.7 
2-3 26 18 16 60 32.5 24.7 22.2 26.7 
4-6 16 11 20 47 20.0 15.1 27.8 20.9 
7-9 6 10 6 22 7.5 13.7 8.3 9.8 
1o+ 4 7 6 17 5.0 9.6 8.3 7.6 

Total 80 73 72 225 100 100 100 100 --
c) Ch11dren+other 
0 3 1 1 5 3.8 1. 4 1. 4 2.2 
1 1 3 2 6 1.3 4.1 2.8 2.7 
2-3 14 9 10 33 17 .5 12.3 13.9 14.7 
4-6 24 23 13 60 30.0 31.5 18.1 26.7 
7-9 20 22 25 67 25.0 30.1 34.7 29.8 
1o+ 18 15 21 54 22.5 20.5 29.2 24.0 ---- ----------------

Total 80 73 72 225 100 100 100 100 
----------------------------------------------------------------------------------------------------------------------------------------------------------------
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Table 3.4 ~ducational Background 
--- ----- - . -------------------. 

CENTR NORTH SOUTH Total . CENT~ NORTHI SOUTHI Average . 
-------- ------ -------
a) Attended school? 
Yes 70 65 63 198 87.5 89.0 87.5 88.0 
No 10 8 9 27 12.5 11.0 12.5 12.0 

----
Total 80 73 72 225 100 100 100 100 -- ------ ------

b) SChool1ng level 
No answer 0 0 2 2 o.o o.o 2.8 0.9 
None 10 8 9 27 12.5 11.0 12.5 12.0 
Std1-Std5 10 9 9 28 : 12.5 12.3 12.5 12.4 
Std6-Std8 22 35 18 75 27.5 47.9 25.0 33.3 
Form1-Fora4 38 21 34 93 47.5 28.8 47.2 41.3 

Total 80 73 72 225 100 100 100 100 
------ --- ----
c) PSLC? 
Yes 53 41 45 139 . 66.3 56.2 62.5 61.8 . 
No 17 24 18 59 21.3 32.9 25.0 26.2 
No answer 10 8 9 27 12.5 11.0 12.5 12.0 

Total 80 73 72 225 100 100 100 100 
: 

d) JCE? 
Yes 32 15 34 81 40.0 20.5 47.2 36.0 
No 37 50 26 113 46.3 68.5 36.1 50.2 
No answer 11 8 12 31 13.8 11.0 16.7 13.8 
------- ------------

Total 80 73 72 225 100 100 100 100 
-------------- - -------------- ------- -------------
e) MSCE? 
Yes 18 6 15 39 22.5 8.2 20.8 17. 3 
No 50 58 36 144 62.5 79.5 50.0 64.0 
Mo answer 12 9 21 42 15.0 12.3 29.2 18.7 
-------------------------------------------------------------------------------

Total I 80 73 72 225 : 100 100 100 100 I 

----------------------------------------------------------------------------------------------------------------------------------------------------------------

44 



Table 3.5 faolovment Status 
--------- ------------ . ---- --------------. 
Presently employed? I CENTR NORTH SOUTH Total . CENTRX NORTHI SOUTHI Average I . 
-------------------------------------------------
Yes 17 13 12 42 21.3 17.8 16.7 18.7 
No 62 57 59 178 . 77.5 78.1 81.9 79. 1 . 
No ansver 1 3 1 5 . 1.3 4.1 1. 4 2.2 . 
---- --------------- --- ---------

Total I 80 73 72 225 100 100 100 100 I . - ----. 
If not, previously employed? --
Yes 26 17 32 75 41.3 28.3 53.3 41.0 
No 32 42 24 98 50.8 70.!l 40.0 53.6 
No answer 5 1 4 10 7.9 1. 7 6.7 5.5 

--------------------
Total 63 60 60 183 100 100 100 100 

----------------------------------------------------------------------------------------------------------------------------------------------------------------

Table 3.6 Social Background 
---- . ------ -------. 

Husband's Job I CENTR NORTH SOUTH Total . CENTRX NORTHI SOUTHI Average I . 
--------------- --------------------------------------------
N/A 13 27 17 57 16.3 37.0 23.6 25.3 
Unemployed 10 7 5 22 12.5 9.6 6.9 9.8 
Fanll8r 6 9 5 20 7.5 12.3 6.9 8.9 
Worker 6 9 6 21 7.5 12.3 8.3 9.3 
Clerical 3 0 3 6 3.8 o.o 4.2 2.7 
Goverrnent 17 7 5 29 21.3 9.6 6.9 12.9 
Professional 11 9 22 42 13.8 12.3 30.6 18.7 
Businessman 13 5 8 26 16.3 6.8 11.1 11.6 
Other 1 0 1 2 1. 3 o.o 1.4 0.9 
--------------------------------------------------------------------------------

Total : 80 73 n. 225 : 100 100 100 100 
----------------------------------------------------------------------------------------------------------------------------------------------------------------
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Table 3.7 Special Responsib;l;ties in Society 
---------------------------------------------------------------

!CENTRE NORTH SOUTH Total : CENTRS NORTHS SOUTHS Average 
--------------------------------------------------------------------------------· 
No answer I 0 1 1 2 0.0 1.4 1.4 0.9 I 

Yes I 27 28 34 89 33.8 38.4 47.2 39.6 I 

No I 53 44 37 134 66.3 60.3 51.4 59.6 I -------- - - - ·----------- -----------------I 

Total I 80 73 72 225 100.0 100.0 100.0 100.0 I ----- --- ----- -------------------------------------
Type of Respons1b. !CENTRE NORTH SOUTH Total CENTRS NORTHS SOUTHS Tot X 
--------------------- -------------------
Church/womens guide I 13 15 14 42 48.1 53.6 41.2 47.2 I 

Social Wel~are I 0 0 2 2 o.o 0.0 5.9 2.2 I 

IGA I 0 0 2 2 o.o o.o 5.9 2.2 I 

Professional Organ1s! 2 2 3 7 7.4 7. 1 8.8 7.9 
CCAM I 7 5 8 20 25.9 17.9 23.5 22.5 I 

MCP/Womens League I 4 6 5 15 14.8 21.4 14.7 16.9 I 

Other I 1 0 0 1 3.7 o.o 0.0 1.1 I ---· ---------I 

Total I 27 28 34 89 100.0 100.0 100.0 100.0 I ---- - ----------

Table 3.8 Previous Business Experience ---------------------------- . 
: CENTR NORTH SOUTH Total 

a)Previous business?! 
Yes 
No 
No answer 

Total I 
I 

37 
42 

1 

80 

29 
43 

1 

73 

42 
30 
0 

72 

108 
115 

2 

225 
-------------------------------------------------
b)Yrs in business 
( 1 year 2 1 2 5 
1 year 7 2 2 11 
2-5 yrs 13 12 19 44 
6+ years 13 14 11 38 
Not known 2 0 8 10 

Total : 37 29 42 108 : 

·---------------
CENTRS NORTHS SOUTHS Average 

46.3 
52.5 

1. 3 

100.0 

39.7 
58.9 
1.4 

100.0 

58.3 
41.7 
o.o 

100.0 

48.0 
51.1 
8.9 

100.0 
----------------------------

5.4 3.4 4.8 4.6 
18.9 6.9 4.8 10.2 
35.1 41.4 45.2 40.7 
35.1 48.3 26.2 35.2 
5.4 0.0 19.0 9.3 

100 100 100 100 
================================================================================ 
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Table 3.9 Travel Experience 

! CENTR NORTH SOUTH Total : CENTRX NORTH% SOUTH% Average 

a) Outside District?: 
Yes ' 
No 

Total : 

b) Outside Region? 
Yes 
No 

Total : 

c) Outside Malawi? 
Yes 
No 

Total : 

d) Outside Africa? 
Yes 
No 

Total : 

73 
7 

80 

64 
16 

80 

46 
34 

80 

10 
70 

80 

60 
13 

73 

51 
22 

73 

23 
50 

73 

3 
70 

73 

62 
10 

72 

50 
22 

72 

34 
38 

72 

12 
60 

72 

195 
30 

225 

165 
60 

225 

103 
122 

225 

25 
200 

225 

91.3 82.2 86.1 86.7 
8.8 17.8 13.9 13.3 

100 100 100 100 

80.0 69.9 69.4 73.3 
20.0 30.l 30.6 26.7 

100 100 100 100 

57.5 31.5 47.2 45.8 
42.5 68.5 52.8 54.2 

100 100 10\: 100 

12.5 4.1 16.7 11.1 
87.5 95.9 83.3 88.9 

100 100 100 100 
-------------------------------------------------·---------------------------------------------------------------------------------------------------------------
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Table 3.10 Number of Businesses Owned 
------------------------------------------------- : ----------------------------
No. of businesses : CENTR NORTH SOUTH Total : CENTRi NORTl-Q; SOUTHX Average 
--------------------------------------------------------------------------------
One 
Two 
3 or more 

Total : 

48 
26 
6 

80 

49 
21 

3 

73 

42 
24 
6 

72 

139 
71 
15 

225 : 

60.0 
32.5 
7.5 

100 

67.1 
28.8 
4.1 

100 

58.3 
33.3 
8.3 

100 

61.8 
31.6 
6.7 

100 
----------------------------------------------------------------------------------------------------------------------------------------------------------------

Table 3.12 Owner's Role in 9usiness 

:CENTRE NORTH SOUTH Total . CENT~ NORTl-ft SOUTHS Average . 
---------------------------------------------------------------

No answer 1 0 0 1 : 1. 3 0.0 o.o 0.4 
Self-employed 15 26 10 51 18.8 35.6 13.9 22.7 

Manager 43 24 38 105 53.8 32.9 52.8 46.7 
Involved in product. 21 23 24 68 26.3 31.5 33.3 30.2 

Total 80 73 72 225 : 100.0 100.0 100.0 100.0 

Tatle 3.13 Management of Business 

Managed by herself? :cENTRE NORTH SOUTH Total : CENT~ NORTHS SOUT'"" Average 

No answer I 9 6 1 16 11.3 8.2 1. 4 7.1 I 

Yes I 64 62 60 186 . 80.0 84.9 83.3 82.7 I . 
No I 7 5 11 23 . 8.8 6.8 15.3 10.2 I . 

---------------------·-----------------------------------------------------------I 

Total I 80 73 72 225 : 100.0 100.0 100.0 100.0 I 
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Table 3.14 Time Spent in Business 
----------------------------------------------- : --------------------------

: CENTR NORTH SOUTH Total : CENTRX NORTHX SOUTHS Average 

a) Work every month?: 
Yes 
No 
Ho answer 

Total ! 

b) How much time? 
less than half 
Half or more 
All time 
No answer 

72 
7 
1 

80 

20 
33 
26 

1 

62 
11 
0 

73 

16 
37 
20 

0 

67 
5 
0 

72 

13 
32 
27 
0 

201 
23 

1 

225 

49 
102 
73 

1 

90.0 
8.8 
1.3 

100 

84.9 
15.1 
0.0 

100 

93.1 
6.9 
0.0 

100 

89.3 
10.2 
0.4 

100 
----------------

25.0 21.9 18.1 21.8 
41.3 50.7 44 • .t 45.3 
32.5 27.4 37.S 32.4 
1.3 0.0 0.0 0.4 

-----------------------·-----------------------
Total : 80 73 72 225 : 100 100 100 100 

================================================================================ 

Table 3.15 Husband's Support in Business 
-------- . ----------------------

! CENTR NORTH SOUTH Total : CENTR% NORTHS SOUTHS Average 

a)Husband encourages: 
Yes 
No 

Total : 

b)Husband discour. 
Yes 
No 

Total I 
I 

65 
3 

68 

1 
2 

3 

43 
3 

46 

0 
3 

3 

54 
2 

56 

2 
0 

2 

162 : 9~.6 93.5 96.4 95.3 
8: 4.4 6.5 3.6 4.7 

170 

3 
5 

8 

100 100 100 100 

33.3 o.o 100.0 37.5 
66.7 100.0 0.0 62.5 

100 100 100 100 
------------------------------------------------- ----------------------------
c) Husband helps 
Yes 58 37 49 144 85.3 80.4 87.5 84.7 
No 7 6 5 18 10.3 13.0 8.9 10.6 
No answer 3 3 2 8 4.4 6.5 3.6 4.7 
--------------------------------------------------------------------------------

Total : 68 46 56 170 : 100 100 100 100 
================================================================================ 
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label 3.16 Type of Husband's Assistance 
----------------------------------------------- : --------------------------
Type of assistance : CENTR NORTH SOUTH Total : CENT!a HORT!« SOUTI« Average 

Buys things 12 3 7 22 20.7 8. 1 14.3 15.3 
Money 17 17 17 51 29.3 45.9 34.7 35.4 
Advice 6 0 2 8 10.3 0.0 4.1 5.6 
Accounts 0 0 3 3 0.0 o.o 6.1 2.1 
Transport 2 3 1 6 3.4 8. 1 2.0 4.2 
General 20 10 15 45 34.5 27.0 30.6 31.3 
other 1 4 4 9 1. 7 10.8 8.2 6.3 
No answer 0 0 0 0 0.0 0.0 0.0 0.0 
----------------------- ---------- ------

Total I 58 37 49 144 : 100 100 100 100 I 

======================================:========================================: 

Table 3.17 Business Main Income in Family 
·---------------------------·-- ---

:cENTRE NORTH SOUTH Total CENT!a NORTI« SOOT!« Average 
.. ~-----------------------------------· 

6.3 4.1 5.6 5.3 No answer I 5 3 4 12 I 

53.8 6l'.3 48.6 54.2 Yes I 43 44 35 122 I 

40.0 35.6 45.8 40.4 No I 32 26 33 91 I 

------------------·-------I 

100.0 100.0 100.0 100.0 Total I 80 73 72 225 I 

---------------------------- ---

Table 3.18 Start of Business 
------------------------------------------------- : ----------------------------

Year : CENTR NORTH SOUTH Total : CENT!a NORTI« SOUTI« Average 

1990 8 7 3 18 10.0 9.6 4.2 8.0 
1988-89 25 24 22 71 31.3 32.9 30.6 31.6 
1986-87 23 14 17 54 28.8 19.2 23.6 24.0 
1984-85 10 11 5 26 12.5 15.1 6.9 11. 6 
1982-83 1 1 4 6 1. 3 1.4 5.6 2.7 
1980-81 2 5 5 12 2.5 6.8 6.9 5.3 
1975-79 7 6 11 24 8.8 8.2 15.3 10.7 
pre 1975 4 5 5 14 5.0 6.8 6.9 6.2 
--------------------------------------------------------------------------------

Total I 80 73 72 225 . 100 100 100 100 I . 
--------------------------------------------------------------------------------
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Table 3.19 Origin of Business Idea 
--------------------------------------------------------------------------------

:cENTRE NORTH SOUTH Total : CENTRX HORT~ SOUT~ Average 
--------------------------------------------------------------------------------
No answer 1 0 0 1 1. 3 0.0 0.0 0.4 
Own 43 35 32 110 53.8 47.9 '4.4 48.9 
People doing same 19 17 17 53 23.8 23.3 23.6 Ll.6 
Friends & Relatives 7 11 9 27 8.8 15.1 12.5 12.0 
Husband 4 5 7 16 5.0 6.8 9.7 7.1 
Other 6 5 7 18 7.5 6.8 9.7 8.0 
------------------ ----------------------------------

Total 80 73 72 225 : 100.0 100.0 100.0 100.0 
----------------------------------------------- ·---

Table 3.20 Advice Sought at Start-UR 
--------------------------------------------------------------------

:CENTRE NORTH SOUTH Total . CENTRX HORT~ SOOT~ Average . 
----------------·-- : ----------------------------
Technology 13 12 14 39 16.3 16.4 19.4 17.3 
Business management 10 4 11 25 12.5 5.5 15.3 11.1 
Customer relations 2 2 1 5 2.5 2.7 1. 4 2.2 
Book keeping 2 3 1 6 2.5 4.1 1.4 2.7 
Loan app 1i cation 0 2 1 3 0.0 2.7 1.4 1.3 
Other 4 2 2 8 5.0 2.7 2.8 3.6 
None 49 48 42 139 61.3 65.8 58.3 61.8 
--------------- -- ---------------------------------------------------I 

Total I 80 73 72 225 . 100.0 100.0 100.0 100.0 I . 
------------------------------------------------------------------------------

Table 3.21 Initial Cash Investment 
--------------------------------------------- : ----------------------------
in 1990 Kwacha I CENTR HORTH SOUTH Total : CENTRX NORTHS SOOT~ Average I 

---------------------------------------------------------------------------------
0 5 4 7 16 7.4 6.6 10.8 8.2 

) 0 - ( 100 13 18 7 38 19.1 29.5 10.8 19.6 
100 - ( 500 14 17 16 47 20.6 27.9 24.6 24.2 
500 - ( 1,000 1 5 6 18 10.3 8.2 9.2 9.3 

1,000 - ( 3,000 13 6 1 26 19.1 9.8 10.8 13.4 
3,000 - ( 5,000 5 5 1 17 7 .4 8.2 10.8 8.8 
5,000 - ( 10,000 4 3 9 16 5.9 4.9 13.8 8.2 

10,000 - ( 50,000 4 1 4 9 5.9 1. 6 6.2 ... 6 
50,000 + 3 2 2 1 4.4 3.3 3.1 3.6 

-----------------------------------------------------------------------------------
Total : 68 61 65 194 : 100 100 100 100 

---------------------------------------------------------------------------------
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Table 3.22 Ma1or Source of Initial cash Investment 

Source COOR NORTH SOUTH Total CENTRI NORTI« SOUTI« Average 

N/A 6 8 9 23 7.5 11.0 12.5 10.2 
Husband H 16 18 51 21.3 21.~ 25.0 22.7 
Other business 14 16 12 42 17.5 21.9 16.7 18.7 
Institutions 14 11 6 31 17 .5 15.1 8.3 13.8 
Employment 12 3 11 26 15.0 4.1 15.3 11.6 
Garden 3 3 2 8 3.8 4.1 2.8 3.6 
Savings 7 6 7 20 : 8.8 8.2 9.7 8.9 
Relative/friend 4 6 3 13 5.0 8.2 4.2 5.8 
Sale of assets 0 0 3 3 o.o 0.0 4.2 1.3 
Other 3 4 1 8 3.8 5.5 1.4 3.6 

Total 80 73 72 225 . 100 100 100 100 . 

Table 3.23 Start-UR ProblMs . -. 
Probl• CENTR NORTH SOOTH Total : COORS NORTI« SOUTI« Average 

-----
None 9 15 11 35 11.3 20.5 15.3 15.6 
Lack of capital 29 20 31 80 36.3 27.4 43.1 35.ti 
Lack of customers 9 9 10 28 11.3 12.3 13.9 1::. 4 
Lack of inputs 8 10 4 22 10.0 13.7 5.6 9.8 
Employee relations 9 2 2 13 11.3 2.7 2.8 5.8 
Technology 4 • 3 11 5.0 5.5 4.2 4.9 
Lack of equipment 2 2 3 7 2.5 2.7 4.2 3. 1 
Getting payments 3 2 1 6 3.8 2.7 1.4 2.7 
Multiple 2 3 1 6 2.5 4.1 1.4 2.7 
M'-nagement 1 1 2 4 1.3 1. 4 2.8 1.8 
Personal problems 0 1 2 3 0.0 1.4 2.8 1. 3 
Transport 1 1 1 3 1.3 1.4 1.4 1. 3 
Lack of time 1 0 1 2 1. 3 0.0 1. 4 0.9 
COmpet1t1on 1 1 0 2 1.3 1.4 0.0 0.9 
Business location 0 1 0 1 0.0 1.4 o.o 0.4 
Expensive inputs 0 1 0 1 o.o 1.4 0.0 0.4 
Other 1 0 0 1 1. 3 0.0 0.0 o.• 
--------------------------------------------------------------------------------

Total I 80 73 72 225 . 100.0 100.0 100.0 100.0 I . 
=========================================================================~====== 
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Table 3.24 Legal Status 
----------------------------------------------- . -------------------. 

• CENTR NORTH SOUTH Total . CENTRX NORTHS SOUTHS Average • . 
-------------------------------------------------------

Licenced? 
Yes 34 25 34 93 . 42.5 34.2 47.2 41.3 . 
No 46 48 38 132 . 57.5 65.8 52.8 58.7 . 
-----------------------------------------------------

Total I 80 73 72 225 100 100 100 100 • ---------------- --- ------------------
T radename? 
Yes 40 35 40 115 50.0 47.9 55.6 51.1 
No 40 38 32 110 50.0 52.1 44.4 48.9 

--------
Total 80 73 72 225 100 100 100 100 

------------ ---
If so, registered? 
Yes 17 18 21 56 42.5 51.4 52.5 48.7 
No 22 16 18 56 55.0 45.7 45.0 48.7 
No answer 1 1 1 3 2.5 2.9 2.5 2.6 

·------------
Total 40 35 40 115 . 100 100 100 100 . 

----------
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Table 3.25 Bookkeeping 
------------------------------------------------- . ----------------------------
Do you keep accounts! CENTR NORTH SOUTH Total : CENTJa NORTHS SOUTHS Average 
-----------------------------------------------------------------
Yes 
No 

50 
30 

36 
37 

37 
35 

123 
102 

62.5 49.3 51.4 54.7 
37.5 50.7 48.6 45.3 

---------------------------------------------
Tot&l 80 73 72 225 100 100 100 100 

·------------------- ----------------
Separate accounts? CENTR NORTH SOUTH Total CENTJa NORTHX SOUTHS Average 
----------------------------------------------·---
Yes 46 33 33 112 92.0 91.7 89.2 91.1 
No 4 3 4 11 8.0 8.3 10.8 8.9 
--------- ---------- ----

Total 50 36 37 123 100 100 100 100 
------------------ ---------- ----------
Why no accounts are kept 
---------------- ------------------------------
Lack skill 3 8 9 20 10.0 21.6 25.7 19.6 
No reason 4 7 5 16 13.3 18.9 14.3 15.7 
Lack of time 4 4 5 13 13.3 10.8 14.3 12.7 
Business too small 6 3 1 10 20.0 8. 1 2.9 9.8 
Lack of iaaterials 3 4 2 9 10.0 10.8 5.7 8.8 
Illiterate 0 5 2 7 0.0 13.5 5.7 6.9 
Intends to 2 0 5 7 6.7 o.o 14.3 6.9 
Does 1t partially 0 2 ' 6 0.0 5.4 11.4 5.9 
Uses lllOfley quickly 3 1 0 ' 10.0 2.7 o.o 3.9 
Amount discourages 3 0 0 3 10.0 0.0 o.o 2.9 
Lack of support 0 1 1 2 0.0 2.7 2.9 2.0 
Not established 2 0 0 2 6.7 o.o 0.0 2.0 
DK 0 1 0 1 o.o 2.7 0.0 1.0 
Others 0 1 1 2 0.0 2.7 2.9 2.0 
------------------------------- ---------------------------------

Total I 30 37 35 102 100 100 100 100 I 

----------------------------------------------------------------------------------------------------------------------------------------------------------------
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Table 3.26 Phis1cal Location of the Business 
------- ---- ------

I CENTR NORTH SOUIH Total CENTRS NORTH% SOUTHI Average I 

------------------------------- ---------------
In building? - Yes: 59 65 58 182 73.8 89.0 80.6 80.9 

No I 19 8 13 .to 23.8 11.0 18.1 17 .8 I 

No answer 2 0 1 3 2.5 0.0 1..t 1.3 
----- ----------

Total 80 73 72 225 . 100 100 100 100 . . . 
Open Air? - Yes: 15 9 10 3.t 18.8 12.3 13.9 15.1 

No I 62 6.t 61 187 77.5 87.7 8.t.7 83.1 I 

No answer I 3 0 1 .. 3.8 o.o 1 • .t 1.8 I -----
Total I 80 73 72 225 100 100 100 100 I . --. 

tJnder tree? - Yes: 1 3 3 7 1. 3 .t.1 .t.2 3.1 
No I 76 70 68 21' 95.0 95.9 9.t • .t 95.1 I 

No answer 3 0 1 .. 3.8 o.o 1 • .t 1.8 
------ -------

Total 80 73 72 225 100 100 100 100 ---- ---- ------ ------------
On khonde? - Yes: 6 3 2 11 7.5 .t.1 2.8 .t.9 

No I 71 70 69 210 88.8 95.9 95.8 93.3 I 

No answer I 3 0 1 .. 3.8 o.o 1..t 1. 8 I ----------- --- ----------------------
Total I 80 73 72 225 100 100 100 100 I --------------- ---- --------------------------

By Roadside? - Yes: 12 1 13 32 15.0 9.6 18.1 1.t.2 
No I 65 66 58 189 81.3 90 • .t 80.6 8'.0 I 

tlo answer I 3 0 1 .. 3.8 0.0 1 • .t 1.8 I 

-------------------------------------------------------------------------------
Total I 80 73 72 225 100 100 100 100 I 

------------------------------------------------- ----------------------------
Private house? - Yes: 22 22 14 58 27.5 30.1 19.4 25.8 

No I 55 50 56 161 68.8 68.5 77.8 71.6 I 

No answer I 3 1 2 6 3.8 1.4 2.8 2.7 I 

--------------------------------------------------------------------------------
Total I 80 73 72 225 . 100 100 100 100 I . 

----------------------------------------------------------------------------------------------------------------------------------------------------------------
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Table 3.27 Training Related to Business 
------------------- ---------

Has had training : COOR NORTH SOUTH Total : COORS NORTHI SOUTHS Average 
----------

Yes : 
No : 

19 
61 

22 
51 

21 
51 

62 
163 

23.8 30.1 29.2 27.6 
76.3 69.9 7008 72.4 

-----------------·-- -·------------- --------------
Total : 80 73 72 225 100.0 100.0 100.0 100.0 

================================================================================ 

Table 3.28 &lolov.ent Creation 
----- --
Workers :CENTRE NORTH SOUTH Total CENTRX NORTHS SOUTHS Average 

0 22 34 15 71 27.5 46.6 20.8 31.6 
1 - 4 38 30 41 109 47.5 41.1 56.9 48.4 
5 - 9 12 7 10 29 15.0 9.6 13.9 12.9 

>10 8 2 6 16 10.0 2.7 8.3 7. 1 
------------ ------

Total 80 73 72 225 100.0 100.0 100.0 100.0 
----- ---------

Table 3.29 Monthly Wage s..-
: --

Kw a cha : CENTR NORTH SOUTH Total : CENTRX NORTHS SOUTHS Average 

0 24 41 20 85 30.0 56.2 27.8 37.8 
1 - 100 26 20 27 73 32.5 27.4 37.5 32.4 

101 - 500 23 8 16 47 28.8 11.0 22.2 20.9 
501 - 1,000 2 2 2 6 2.5 2.7 2.8 2.7 

1,001 + 5 2 7 14 6.3 2.7 9.7 6.2 

Total : 80 73 72 225 : 100 100 100 100 
----------------------------------------------------------------------------------------------------------------------------------------------------------------

56 



Table 3.30 Why Sales Differ Every Month 

Reason I CENTR NORTH SOUTH Total CENTla NORTHS SOUTHS Average I ----------------------------------------------
Seasonal delland 26 16 29 71 32.5 21.9 .t0.3 31.6 
Other delland 25 20 18 63 31.3 27.4 25.0 28.0 
Production problems 4 10 6 20 5.0 13.7 8.3 8.9 
Seasonal supply 2 5 5 12 2.5 6.8 6.9 5.3 
Other supply 4 7 0 11 5.0 9.6 0.0 4.9 
Personal Prob leas 1 1 2 4 1.3 1.4 2.8 1.8 
New pr•1ses 2 1 0 3 2.5 1.4 o.o 1. 3 
Financial 0 0 2 2 0.0 0.0 2.8 0.9 
Other 10 7 4 21 12.5 9.6 5.6 9.3 
No variation 6 6 6 18 7.5 8.2 8.3 8.0 

Total I 80 73 72 225 100 100 100 100 I 

----------------------------------------------------------------------------------------------------------------------------------------------------------------

Table 3.31 Turnover in a Normal Month 
- - ----- ------
Kwacha (1990) I CENTR NORTH SOUTH Total CENTla NORTHS SOUTHS Average I ---------- ------------

0 1 2 0 3 1.4 2.9 0.0 1. 4 
) 0 - < 100 8 19 9 36 10.8 27.1 13.2 17 .0 
100 - < 500 24 27 15 66 32.4 38.6 22.1 31.1 
500 - < 1,000 8 7 15 30 10.8 10.0 22.1 14.2 

1,000 - < 3,000 16 7 14 37 21.6 10.0 20.6 17 .5 
3,000 - < 5,000 4 6 7 17 5.4 8.6 10.3 8.0 
5,000 - < 10,000 3 1 4 8 4.1 1.4 5.9 3.8 

10,000 + 10 1 4 15 13.5 1.4 5.9 7. 1 
--------------------------------------------------------------~---------------

Total : 74 70 68 212 : 100.0 100.0 100.0 100.0 
------------------------------------------------------------------------------------------------------------------------------------------------------ ----------
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Table 3.32 Incaae Eauivalent (Willing to give up business for ... ) 
-------------------------------------- : -----------------------
Kwacha per Month CENTR NORTH SOUTH Total : CENTRX HORT~ SOUTHS Average 

1 - <100 
101 - <300 
301 - <500 

501 - <1000 
>1000 

5 
16 
8 
8 

10 

Cannot give up : 33 

13 
16 
12 
5 
4 

22 
---------------·-------' Total : 80 72 

7 
6 

11 
10 
:; 

35 

72 

26 6.3 18.1 9.7 11.6 
38 20.0 22.2 8.3 16.9 
31 10.0 16.7 15.3 13.8 
23 10.0 6.9 13.9 10.2 
17 12.5 5.6 4.2 7.6 

90 41.3 30.6 48.6 40.0 
--------------------------------

225 . 100.0 100.0 100.0 100.0 . 
----------------·-----------------------------------------

Table 3.33 Replacement Value of Fixed Assets 

-------------------------------- . ----------------------. 
Kw a cha (1990) I CENTR NORTH SOUTH Total . CENTRX NORTHS SOUTHS Average I . 

----------------- ------------ -------
0 5 9 1 15 . 6.6 12.3 1. 9 7.4 . 

> 0 - < 100 9 7 5 21 11.8 9.6 9.3 10.3 
100 - < 500 10 13 7 30 13.2 17.8 13.0 14.8 
500 - < 1,000 6 7 5 18 7.9 9.6 9.3 8.9 

1,000 - < 3,000 13 15 7 35 17. 1 20.5 13.0 17 .2 
3,000 - < 5,000 4 3 4 11 5.3 4. 1 7.4 5.4 
5,000 - < 10,000 6 10 8 24 7.9 13.7 14.8 11.8 

10,000 - < 50,000 15 7 t3 35 19.7 9.6 24.1 17 .2 
50,000 + 8 2 4 14 10.5 2.7 7.4 6.9 
-------------- -------------------------------

Total I 76 73 54 203 . 100.0 100.0 100.0 100.0 I . 
----------------------------------------------------------------------------------------------------------------------------------------------------------------

Table 3.34 Capital labour Ratio 

Kwacha per Worker !CENTRE NORTh SOUTH Total . CENTRX NORTHi SOUTHS Average . 
----------------------------------------------------------------------------

0 - <100 18 19 14 51 23.7 26.0 25.9 25.1 
100 - <500 13 21 7 41 17 .1 28.8 13.0 20.2 

500 - <1000 7 10 6 23 9.2 13.7 11.1 11. 3 
1000 - <5000 19 14 16 49 25.0 19.2 29.6 24.1 

5000 - <20000 15 6 6 27 19.7 8.2 11.1 13.3 
20000 + 4 3 5 12 5.3 4.1 9.3 5.9 

Total 76 73 54 203 : 100.0 100.0 100.0 100.0 
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Table 3.35 Capac;ty Utilizat;on (Can produce more w1th existing equipment? 
If yes: Need more employees to do so ? 
If no : Could produce more with more employees? 

------------------------------------------------- : ----------------------------
Equipmt / Employees?: CENTR NORTH SOUTH Total : CENTRS NORTH% SOUTH% Average 

Yes I Yes 
Yes I Ho • 
No I Yes 
No I Ho ** 

Total : 

23 
33 

7 
17 

80 

27 
33 

1 
12 

73 

23 
31 
10 
8 

72 

73 
97 
18 
37 

225 

28.8 
41.3 
8.8 

21.3 

100 

37.0 
45.2 
1.4 

16.4 

100 

31.9 
43.1 
13.9 
11. 1 

100 

32.4 
43.1 
8.0 

16.4 

100 
---------------------------------------------------------------------------------------------- ------------------------------------------------------------------

• Excess c~pacity ** Full capacity 

Table 3.36 Reasons for ~xcess Cagacit~ 
----------------------------------------------- . ------------------------. 
Reason I CENTR NORTH SOUTH Total . CENTRS NORTH% SOUTH% Average I . 
--------------------------------------------------------------------------------
Lack of custaners I 15 14 15 44 45.5 -l2.4 48.4 45.4 I 

Lack of raw material' 10 3 5 18 30.3 9.1 16.1 18.6 
Lack of money 2 4 6 12 6.1 12.1 19.4 12.4 
Lack of time 1 5 1 7 3.0 15.2 3.2 7.2 
Lack of space 1 3 1 5 3.0 9.1 3.2 5.2 
Production problem 1 0 2 3 3.0 o.o 6.5 3.1 
New Business 0 2 0 2 0.0 6. 1 \.1.0 2., 
Waiting supply 0 1 0 1 o.o 3.0 0.0 1. 0 
Other 3 1 1 5 9.1 3.0 3.2 5. 1 

Total : 33 33 31 97 100 100 100 100 
----------------------------------------------------------------------------------------------------------------------------------------------------------------
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Table 3.37 BigS!st Problem 
------------------------------------------------- . ----------------------------. 
Problem I CENTR NORTH SOUTH Total . CENTfa NORTHS SOUTHI Average I . 
----------------··---------------------------------------------------------------
None 5 10 7 22 6.3 13.7 9.7 9.8 
Lack capital 15 10 18 43 18.8 13.7 25.0 19.1 
Lack of market 15 16 7 38 18.8 21.9 9.7 16.9 
Shortage of raw mat. 13 11 5 29 16.3 15.1 6.9 12.9 
Lack of equipment 8 4 5 17 10.0 5.5 6.9 7.6 
Get payments 4 4 6 14 5.0 5.5 8.3 6.2 
Competition too high 3 4 6 13 3.8 5.5 8.3 5.8 
Transport 3 3 3 9 3.8 4.1 4.2 4.0 
Employee relations 4 1 3 8 5.0 1.4 4.2 3.6 
Raw ut. expensive 0 3 5 8 0.0 4.1 6.9 3.6 
Technology 4 2 1 7 5.0 2.7 1.4 3.1 
Multiple 2 0 2 4 2.5 0.0 2.8 1.8 
Business location 1 2 1 4 1. 3 2.7 1.4 1. 8 
Condition of premise 1 0 1 2 1. 3 o.o 1. 4 0.9 
Lack of time 1 1 0 2 1. 3 1.4 0.0 0.9 
Personal expenses 0 0 1 1 0.0 o.o 1. 4 0.4 
Management 1 0 0 1 1.3 0.0 0.0 0.4 
Other 0 1 0 1 o.o 1.4 0.0 0.4 
No answer 0 1 1 2 0.0 1.4 1.4 0.9 
-------------------- --- ---------------------------------

80 73 72 225 . 100.0 100.0 100.0 100.0 . 
-------------------------------------------------------------------

Table 3.38 Payment Svstem 
------------------------------------------------- : ----------------------------
You always pay cash?: CENTR NORTH SOUTH Total : CENTR$ NORTJ.« SOUT~ Average 

Yes 
No 
No answer 

Total : 

67 
6 
7 

80 

65 
6 
2 

73 

64 
7 
1 

72 

196 
19 : 
10 : 

225 

83.8 
7.5 
8.8 

100 

89.0 
8.2 
2.7 

100 

88.9 
9.7 
1. 4 

100 

87.1 
8.4 
4.4 

100 
------------------------------------------------- : ----------------------------
If not, how else? 
--------------------------------------------------------------------------------
Barter 
Credit 
Work 

0 
6 
0 

1 
5 
0 

0 
7 
0 

1 
18 : 
0 : 

o.o 
100.0 

o.o 

16.7 0.0 
83.3 100.0 
o.o o.o 

5.3 
94.7 
o.o 

--------------------------------------------------------------------------------
Total : 6 6 7 19 : 100 100 100 100 

================================================================================ 
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Table 3.39 Thinking of Giving up the Business 

!CENTRE NORTH SOUTH Total : CENT~ NORTHS SOUTHS Average 
--------------------------------------------------------------------------------

No answer : 
Yes : 

No ! 

1 
16 
63 

0 
10 
63 

2 
15 
55 

3 
41 

181 

1.3 
20.0 
78.8 

0.0 
13.7 
86.3 

2.8 
20.8 
76.4 

1.3 
18.2 
80.4 

--------------------·-----------------------------------------------------------• Total : 80 73 72 225 : 100.0 100.0 100.0 100.0 

Table 3.40 Business Development since Start-Up 
---------------------------------------- : -------------------------

: CENTR NORTH SOUTH Total : CENT~ NORTHS SOUTHS Average 

a) Increased? 
Increased 
Decreased 
Same 

Total : 

b1) Increased: doubled? 

56 
16 
8 

80 

Yes 35 
No 21 

Total : 56 

b1i) Decreased: halved? 
~s 7 
No 9 
No answer O 

Total I 16 I 

53 
13 
7 

73 

27 
26 

53 

6 
7 
0 

13 

45 
23 
4 

72 

29 
16 

45 

10 
12 

1 

23 

154 
52 
19 

225 

91 
63 

~54 

23 
28 

1 

52 
-------------------------------------------------
c) More employees? 
Increased 
Decreased 
Same 

Total : 

d) If so, doubled? 
Yes 
No 

28 
10 
41 

79 

19 
9 

13 
10 
46 

69 

9 
4 

26 
17 
28 

71 

20 
6 

67 
37 

115 

219 

48 
19 

70.0 
20.0 
10.0 

100 

72.6 
17 .8 
9.6 

100 

62.5 
31.9 
5.6 

100 

68.4 
23.1 
8.4 

100 

62.5 50.9 64.4 59.1 
37.5 49.1 35.6 40.9 

100 

43.8 
56.3 
o.o 

100 

100 

46.2 
53.8 
o.o 

100 

100 

43.5 
52.2 
4.3 

100 

100 

44.2 
53.8 
1. 9 

100 
----------------------------

35.4 18.8 36.6 30.6 
12.7 14.5 23.9 16.9 
51. Sr 66.7 39.4 52.5 

100 10C 100 100 

67.9 69.2 76.9 71.6 
32.1 30.8 23.1 28.4 

--------------------------------------------------------------------------------
Total : 28 13 26 67 100 100 100 100 

------------------------------------------------- ----------------------------
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Table 3.40 Business Development since Start-Up (continued) 
------------------------------------------------- . ----------------------------

: CENTR NORTH SOUTH Total : CENTR% HORT~ SOUT~ Average 

e) Owner new skills?: 
Yes ' 
No 

66 
14 

61 
12 

56 
16 

183 : 82.5 83.6 77.8 81.3 
42 : 17.5 16.4 22.2 18.7 

---------------------------------------------------------------·------------------
Total : 

f) Empls new skills?: 
Yes 
No 

Total : 

80 

40 
33 

73 

73 

24 
40 

64 

72 

41 
28 

69 

225 

105 
101 

206 

100 100 100 100 

54.8 37.5 59.4 51.0 
45.2 62.5 40.6 49.0 

100 100 100 100 
------------------------------------------------- ----------------------------
g)Better-skilled employees? 
Yes ' 21 
No 56 

Total : 

h) Better equipment?: 
Yes 
No 

Total : 

1) Better premises? 
Yes 
No 
No answer 

Total : 

j) Improved products? 
Yes 
No 

Total : 

77 

45 
35 

80 

28 
52 

0 

80 

64 
16 

80 

12 
61 

73 

39 
34 

73 

39 
34 

0 

73 

65 
8 

73 

26 
44 

70 

40 
32 

72 

36 
35 

72 

56 
16 

72 

59 
161 

220 

124 
101 

225 

103 
121 

1 

225 

185 
40 

225 

27.3 16.4 37.1 26.8 
72.7 83.6 62.9 73.2 

100 100 100 100 

56.3 53.4 55.6 55.1 
43.8 46.6 44.4 44.9 

100 

35.0 
65.0 
0.0 

100 

100 

53.4 
46.6 
0.0 

100 

100 

50.0 
48.6 

1.4 

100 

100 

45.8 
53.8 
0.4 

100 

80.0 89.0 77.8 82.2 
20.0 11.0 22.2 17.8 

100 100 100 100 
----------------------------------------------------------------~------------------------------------------------------------------------------------------------
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Table 3.41 Loan Applications During the Last Two Years 
------------------------------------------------- : ----------------------------

: CENTR NORTH SOUTH Total : CENTRS NORTHS SOUTH% Average 

Applied for a loan? 
yes 
no 

30 
50 

21 
52 

31 
41 

82 
143 

37.5 28.8 43.1 36.4 
62.5 71.2 56.9 63.6 

--------------------------------------------------------------------------------
Total : 80 73 72 225 100.0 100.0 100.0 100.0 

------------------------------------------------------------------------------------------------------------------- ---------------------------------------------
Those who applied for a loan in the last two years .•• 
------------------------------------------------- : -~------------------------

: CENTR NORTH SOUTH Total : CENTRS NORTHS SOUTH% Average 

(a) Got the loan? 
yes 
no 

Total I 
I 

21 
9 

30 

16 
5 

21 

25 
6 

31 

62 
20 

82 

70.0 76.2 80.6 75.6 
30.0 23.8 19.4 24.4 

100 100 100 100 
--------------------------------------------------------------------------------
(b) How much? 

< K500 2 2 1 5 9.5 12.5 4.0 8. 1 
K501 - < K1,000 0 1 2 3 0.0 6.3 8.0 4.8 

K1,001 - < K2,500 6 5 3 14 28.6 11.3 12.0 22.6 
K2,501 - < K5,000 4 5 7 16 19.0 31.3 28.0 25.8 
K5,001 - < K10,000 5 2 5 12 23.8 12.5 20.0 19.4 

K10,001 - < K25,000 2 1 5 8 9.5 6.3 20.0 12.9 
K25,001 - < KS0,000 1 0 0 1 4.8 o.o 0.0 1. 6 
more than K50,000 1 0 2 3 4.8 o.o 8.0 4.8 
--------------------------------------------------------------------------------

Total : 21 16 25 62 100 100 100 100 
----------------------------------------------------------------------------------------------------------------------------------------------------------------

Table 3.42 Reason for not Borrowing 

:cENTRE NORTH SOUTH Total : CENTR% NORTHS SOUTHS Tot x 

None 0 1 1 2 0.0 2.3 2.3 1. 5 
Have enough money 15 16 12 43 33.3 36.4 27.9 32.6 
Afraid to borrow 11 13 10 34 24.4 29.5 23.3 25.8 
Don't know how to I 4 7 7 18 8.9 15.9 16.3 13.6 
Tried but didn't get! 6 3 9 18 13.3 6.8 20.9 13.6 
Never thought about I 4 0 1 5 8.9 o.o 2.3 3.8 I 

Need to borrow from I 1 1 1 3 2.2 2.3 2.3 2.3 I 

Not ready ' 2 2 1 5 4.4 4.5 2.3 3.8 I 

Intends to I 2 0 0 2 4.4 o.o 0.0 1. 5 I 

Other I 0 1 1 2 0.0 2.3 2.3 1. 5 ' --------------------------------------------------------------------------------
Total I 45 44 43 132 100.0 100.0 100.0 100.0 I 

-----------------------------------~---------------------------------------------
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IV. Tables by Rural/Urban Area 



DEMATI - Bus;ness Adv;sory Service for Wcmen - survey 1990 

TABLES BY RURALMBAN AREA 

Number of auest;onna;res: 225 

Table 4.1 o;str;bution by Age 
--------------
Age of Woman (years>: RURAL URBAN Total 

O (no answer) 2 2 4 
20-30 27 16 43 
31-40 41 45 86 
41-50 34 29 63 
>50 18 11 29 

Total 122 103 225 : 

---------
RURAL I URBAN I Average 

1.6 
22.1 
33.6 
27.9 
14.8 

100 

1. 9 
15.5 
43.7 
28.2 
10.7 

100 

1.8 
19.1 
38.2 
28.0 
12.9 

100 
--~-----------~-~~--~~·~---------~-----

Table 4.2 Family Status 
-----------------------------: -----------------

: RURAL URBAN Total : RURAL S URBAN S Average 

a) Marital Status 
Married 
Single 

Total : 

85 
37 

122 

85 
18 

103 

170 : 
55 : 

225 : 

69.7 
30.3 

100 

52.5 
17.5 

100 

75.6 
24.4 

100 

---------------------------------------------: ------------------------
b) Ever Married? 
Yes 
No 

Total : 

35 
2 

37 

17 
1 

18 

52 : 
3 : 

94.6 
5.4 

94.4 
5.6 

94.5 
5.5 

5 5 : 100 • 0 1 00. 0 100 • 0 
---------------------------------------------: 
c) Wid/Div/Sep? 
Widowed 
Divorced 
Separated 

12 
12 
11 

6 
g 
2 

18 
21 
13 

34.3 
34.3 
31.4 

35.3 
52.9 
11.8 

34.6 
40.4 
25.0 

----------------------------------------------------------------------­' 

, Total : 35 17 52 : 100 100 100 
----------------------------------------------------------------------­' 
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Table 4.3 Nl.lllber of Deoendents 
---------------------------------------------: ---------

RURAL URBAN Total . RURAL S URBAN S Average . 
-------------------------------------------------------------------
a)Supported children' 
0 13 10 23 iu.7 9.7 10.2 
1 10 9 19 8.2 8.7 8.4 
2-3 38 22 60 31.1 21.4 26.7 
4-6 49 42 91 40.2 40.8 40.4 
7-9 11 17 28 9.0 16.5 12.4 
10+ 1 3 4 . 0.8 2.9 1.8 . 

---
Total 122 103 225 . 100 100 100 . 

----------------· ---------------
b)other dependents 
0 22 24 46 18.0 23.3 20.4 
1 18 15 33 14.8 14.6 14. 7 
2-3 32 28 60 26.2 27.2 26.7 
.(-6 28 19 47 23.0 18.4 20.9 
7-9 13 9 22 10.7 8.7 9.8 
1o+ 9 8 17 7.4 7.8 7.6 

---- ---- ---------
Total 122 103 225 100 100 100 

------: ----- ----
c) Total dependents 
0 2 3 5 1.6 2.9 2.2 
1 3 3 6 2.5 2.9 2.7 
2-3 16 17 33 13.1 16.5 14.7 
4-6 37 23 60 30.3 22.3 26.7 
7-9 36 31 67 29.5 30.1 29.8 
10+ 28 26 54 23.0 25.2 24.0 
-----------------------------------------------------------------------

Total I 122 103 225 . 100 100 100 I . 
-----------------------------------------------------------------------
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Table 4.4 Educational Background 

: RURAL URBAN Total : RURAL S URBAN S Average 

a) Attended school? 
Yes 
No 

Total • I 

105 
17 

122 

93 
10 

103 

198 : 
27 : 

225 . . 
--------------------------------------: 
b) Schooling level 
No answer 2 0 2 
None 17 10 27 
Std1-Std5 18 10 28 
Std6-Std8 48 27 75 
For111-Fofll4 37 56 93 
----

Total I 122 103 225 I 

------------------------------: 
c) PSLC? 
Yes 69 70 139 
No 36 23 59 
No answer 17 10 27 

Total 122 103 225 
------------ -------· 
d) JCE? 
Yes 32 49 81 
No 71 42 113 
No ansver 19 12 31 

86.1 
13.9 

100 

90.3 
9.7 

100 

88.0 
12.0 

100 
------------------------

1.6 0.0 0.9 
13.9 9.7 12.0 
14.8 9.7 12.4 
39.3 26.2 33.3 
30.3 54.4 41.3 

---------
100 100 100 

------------------------
56.6 68.0 61.8 
29.5 22.3 26.2 
13.9 9.7 12.0 

---------
100 100 100 

----------------
26.2 47.6 36.0 
58.2 40.8 50.2 
15.u 11.7 13.8 

--------------------------------------------------
Total I 122 103 225 . 100 100 100 I . 

----------------~--------------------------: ------------------------
e) MSCE? 
Yes 12 27 39 9.8 26.2 17 .3 
No 83 61 144 68.0 59.2 64.0 
No answer 27 15 42 22.1 14.6 18.7 

Total : 122 103 225 : 100 100 100 
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Table 4.5 Ellplov-ent Status 

Presently 911Ployed? RURAL URBAN Total : RURAL I URBAN I Average 
-----------------------------

Yes 
No 
No answer 

17 
101 

' -------------
Total 

If not, ever employed? 

Yes 
No 
No answer 

Total 

122 

36 
63 

3 

102 
------------------

Table 4.6 Soc;a1 Background 
-----
Husband's Job RllW. 

Not married/no answ. 38 
Employed/Retired 11 
Fan1er 16 
Worker 9 
Clerical 1 
Governaent 10 
Professional 22 
Businessman 12 
Other 2 
---------------------------

Total I 121 I 

25 
77 

1 

103 

39 
35 

2 

76 

URBAN 

19 
11 
4 

12 
5 

19 
20 
1' 
0 

104 

42 13.9 2,.3 18.7 
178 82.8 7,.8 79. 1 

5 3.3 1.0 2.2 
------------

225 100 100 100 
--· -------------

75 35.3 51.3 ,1.0 
98 61.8 ,6.1 53.6 
10 2.9 2.6 5.5 

183 100 100 100 

Total RURAL s UR8AN s Average ---- ------
57 31., 18.3 25.3 
22 9. 1 10.6 9.8 
20 13.2 3.8 8.9 
21 7 .4 11.5 9.3 
6 0.8 4.8 2.1 

29 8.3 18.3 12.9 
42 18.2 19.2 18.7 
26 9.9 13.5 11.6 
2 1. 7 0.0 0.9 

------------------
225 100 100 100 

-----------------------------------------------------------------------
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Table '·7 Soecial Resoons1bi11ti1s in Societ~ 
------------ -------

RlltAL URBAN Total RURAL S URBAN s Average 
------------
No answer 2 0 2 1. 7 0.0 0.9 
Yes 56 33 89 ,?.5 30.8 39.6 
No 60 7' 13, 50.8 69.2 59.6 

Total 118 107 225 100.0 100.0 100.0 
---------

Type of respons1b111ty 
----

RlltAL URBAN Total RlltAL t URBAN s Average 

Church/Womens gu11d 29 13 ,2 51.8 39., ,7.2 
Soc1al ~elfare 1 1 2 1.8 3.0 2.2 
IGA 1 1 2 1.8 3.0 2.2 
Professional Organ. 3 ' 7 5.4 12.1 7.9 
CCAM 11 9 20 19.6 27.3 22.5 
MCP/Wmens League 11 4 15 19.6 12.1 16.9 
Other 0 1 1 o.o 3.0 1.1 

Total 56 33 89 100.0 100.0 100.0 ______ . .._ 

Table 4.8 Prev1ous Busir11ss Experience 

a)Prev1ous business?: RURAL URBAN Total : RURAL s URBAN s Average 
--------------------------

Yes 
No 
No ans.,er 

Total I 
I 

54 
66 
2 

122 

5, 
49 

0 

103 

108 
115 : 

2 : 

225 . . 
---------------------------------------------· 
b)Yrs in business 
( 1 year 3 2 5 
1 year 4 7 11 
2-5 yrs 20 2, 44 
6+ years 22 16 38 
Not known 5 5 10 

Total : 54 54 108 : 

69 

... 3 
54.1 
1. 6 

100 

52.4 
47.6 
0.0 

100 

48.0 
51.1 
0.9 

100 
------------------------

5.6 3.7 4.6 
7., 13.0 10.2 

37.0 44.4 40.7 
40.7 29.6 35.2 
9.3 9.3 9.3 

100 100 100 



Table 4.~ Travel Experience 
----------------------------------------: -------------------

RURAL URBAN Total : RURAL I URBAN I Average 
-------------------------------------------------------------------
a) Outside District?: 
Yes 
No 

Total : 

b) Outside Region? 
Yes 
No 

Total 

105 
17 

122 

84 
38 

122 

90 
13 

103 

81 
22 

103 

195 : . 86. 1 
30 : 13.9 

225 : 

165 
60 

225 

100 

68.9 
31.1 

100 

87.4 
12.6 

100 

78.6 
21.4 

100 

86.7 
13.3 

100 

73.3 
26.7 

100 
------- ·-----------. ·-----------
c) Outside Malawi? 
Yes 45 58 103 . 36.9 56.3 45.8 . 
No 77 45 122 . 63.1 43.7 54.2 . 
------------ ----------------

Total 122 103 225 . 100 100 100 . 
----------- -------: -
d) Outside Africa? 
Yes 6 19 25 . 4.9 18.4 11.1 . 
No 116 84 200 . 95.1 81.6 88.9 . 

~~-----------------~---- -------------------------
103 225 . 100 100 100 . Total : 122 

--------------------------· --------------------------------

Table 4.10 Number of Businesses owned 

No. of businesses RURAL URBAN Total : RURAL I URBAN I Average 

One 
Two 
3 or more 

Total : 

68 
43 
11 

122 

71 
28 

4 

103 

70 

139 
71 : 
15 : 

225 : 

55.7 
35.2 
9.0 

100 

68.9 
27.2 
3.9 

100 

61.8 
31.6 
6.7 

100 



Table 4.12 Owner's Role in Business 

RURAL URBAN Total : RURAL I URBAN I Average 
----------------------------------------------------------

No answer 
Self-employed 

Manager 
Involved in product. 

1 
36 
48 
33 

0 
15 
57 
35 

1 
51 

105 
68 

0.8 
30.5 
40.7 
28.0 

0.0 
14.0 
53.3 
32.7 

0.4 
22.7 
46.7 
30.2 

------------ -------------------------------- --
Total 118 107 225 : 100.0 100.0 100.0 

-----------------------------------------------

Table 4.13 Management of Business 
---·----·---- -----------

Manage on her own? :RURAL UR6AN Total : RURAL I URBAN I Average 
-----------------------

No answer : 
Yes : 

No : 

7 
98 
13 

9 
88 
10 

16 
186 
23 

5.9 
83.1 
11.0 

8.4 
82.2 
9.3 

7.1 
82.7 
10.2 

------------:----·---------------------
Tota 1 : 118 107 225 100.0 100.0 100.0 

Table 4.14 T1me Spent 1n Business 
--------------------·-------------- --------------------

RURAL URBAN Total : RURAL ' UitBAN ' Average 

a) Work every month?: 
Yes 
No 
No aM~er 

Total I 
I 

107 
15 
0 

122 

94 
8 
1 

103 

201 
23 

1 

225 . . 
---------------------------------------------: 
b) How much time? 
Less than half 21 28 49 
Half or more 60 42 102 
All time 40 33 73 
No answer 1 0 1 

87.7 
12.3 
o.o 

100 

91.3 
7.8 
1.0 

100 

89.3 
10.2 
0.4 

100 
------------------------

17 .2 27.2 21.8 
49.2 40.8 45.3 
32.8 32.0 32.4 
0.8 0.0 0.4 

-----------------------------------------------------~----------------
Total : 122 103 225 : 100 100 100 
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Table 4.15 Husband's Support ;n Business 

RURAL URBAN Total : RURAL X URBAN X Average 

a)Husband encourages: 
Yes 
No 

Total : 

78 
7 

85 

84 
1 

85 

162 : 
8 : 

170 ; 

91.8 
8.2 

100 

98.8 
1.2 

100 

95.3 
4.7 

100 
----------------------------------------: -----------------------
b)Husbnd discourages: 
Yes 
No 

Total : 

c) Husband helps 
Yes 
No 
No answer 

2 
5 

7 

74 
4 
7 

1 
0 

1 

70 
14 
1 

3 : 
5 : 

8 . . 
-----· 

144 
18 
8 

-----------------
Total 85 85 170 

Table 4.16 T~~ of Husband's Assistance 
-------------------------------------------
Field of Assistance I RURAL URBAN Total . 

I . 

28.6 100.0 
71.4 0.0 

100 

87.1 
4.7 
8.2 

100 

82.4 
16.5 
1. 2 

37.5 
62.5 

100 

84.7 
10.6 
4.7 

---------------
100 100 100 

------------------------
RURAL X URBAN X Average 

-----------------------------------------------------------------------
Money 26 25 51 35.1 35.7 35.4 
General 20 25 45 27.0 35.7 31.3 
Buys things 15 7 22 20.3 10.0 15.3 
Advice 2 6 8 2.7 8.6 5.6 
Accounts 2 1 3 2.7 1. 4 2 .1 
Transport 3 3 6 4. 1 4.3 4,2 
Other 6 3 9 8.1 4.3 6.3 

Total : 74 70 144 : 100 100 100 
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Table 4.17 B~siness Main Income 1n Family? 
-----------------------------------------------------------------------

RURAL URBAN Total : RURAL X URBAN X Average 
-----------------------------------------------------------------------

No answer : 
Yes : 

No : 

7 
70 
41 

5 
52 
50 

12 
122 : 

91 : 

5.9 
59.3 
34.7 

4.7 
48.6 
46.7 

5.3 
54.2 
40.4 

----------------~--·--------------------------------------------------• Total : 118 107 225 : 100.0 100.0 100.0 
---------------------------------------------------------------------

Table 4.18 Start of Business 
---------------------------------------------- ------------------------

Year RURAL URBAN Total . RURAL X URBAN X Average . 
-----------------------------------------------------------------------
1990 7 11 18 5.7 10.7 8.0 
1988-89 33 38 71 27.0 36.9 31.6 
1986-87 27 27 54 22.1 26.2 24.0 
1984-85 15 11 26 12.3 10.7 11. 6 
1982-83 4 2 6 3.3 1.9 2.7 
1980-81 7 5 12 5.7 4.9 5.3 
1975-79 17 7 24 13.9 6.8 10.7 
pre 1975 12 2 14 9.8 1. 9 6.2 

----------------------------------------------------------
Total : 122 103 225 : 11)0 100 100 

-----------------------------------------------------------------------

Table 4.19 Or1g1n of Business Idea 
-----------------------------------------------------------------------

: RURAL URBAN Total : RURAL X URBAN X Average 
-----------------------------------------------------------------------
No answer 0 1 1 o.o 0.9 0.4 
Own 52 58 110 44.1 54.2 48.9 
People doing same 27 26 53 22.9 24.3 23.6 
Friends & Relatives 16 11 27 13.6 10.3 12.0 
Husband 10 6 16 8.5 5.6 7.1 
Other 13 5 18 11. 0 4.7 8.0 
--------------------·--------··-----------------------------------------I 

Total I 118 107 225 . 100.0 100.0 100.0 
t 

. 
-----------------------------------------------------------------------
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Table 4.20 Adv;ce Sought at Start-up 

I RURAL URBAN Total . RURAL URBAN I Average I . 
-----------------------------------------------------------------------
Technc~ogy 28 11 39 23.7 10.3 17 .3 
Business management 10 15 25 8.5 14.0 11. 1 
Custaner relaticnshi 2 3 5 1. 7 2.8 2.2 
Bookkeeping 3 3 6 2.5 2.8 2.7 
Loan application 1 2 3 0.8 1.9 1. 3 
Other 3 5 8 2.5 4.7 3.6 
None 71 68 139 60.2 63.6 61.8 
-------------------- -------------------- -----------------------------I 

Total I 118 107 225 . 100.0 100.0 100.0 I . 

Table 4.21 Initial Cash Investment 

in 1990 Kwacha : RURAL URBAN Total: RURAL I URBAN S Average 

0 12 4 16 12.1 4.2 8.2 
) 0 - < 100 19 19 38 19.2 20.0 19.6 
100 - < 500 26 21 47 26.3 22.1 24.2 
500 - < 1,000 9 9 18 9. 1 9.5 9.3 

1,000 - < 3,000 B 18 26 8. 1 18.9 13.4 
3,000 - < 5,000 8 9 17 8. 1 9.5 8.8 
5,000 - < 10,000 11 5 16 11.1 5.3 8.2 

10,000 - < 50,000 3 6 9 3.0 6.3 4.6 
50,000 + 3 4 7 3.0 4.2 3.6 

Total : 99 95 194 : 100.0 100.0 100.0 

Table 4.22 Major Source of Initial Cash Investment 

Source RURAL URBAN Total : RURAL S URBAN I Average 

Other business 26 16 42 24.8 16.5 20.8 
Husband 27 24 51 25.7 ' 24.7 25.2 
Institutions 16 15 31 15.2 ' 15.5 15.3 
Employment ' 5 21 26 4.8 ' 21.6 12.9 
Savings ' 8 12 20 7.6 ' 12.4 9.9 
Re lat 1ve/fr:1end 9 4 13 8.6 ' 4. 1 6.4 
Garden 6 2 8 5.7 ' 2. 1 4.0 

' Sale of ass~ts 2 1 3 1. 9 1.0 1. 5 
Other 6 2 8 5.7 ' 2. 1 4.0 

' -----------------------------------------------------------------------' Total I 105 97 202 100.0 '100.0 100.0 I . 
' -----------------------------------------------------------------------' 
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Table 4.23 Start-Up Problems 

Problem : RURAL URBAN Total : RURAL X URBAN X Average 

Lack capital 
Technology 
Lack custom£:rs 
Lack of inputs 
Employees 
Lack equipment 
Getting payments 
Multiple 
Management 
Personal problems 
Transport 
Lack of time 
Canpetition 
Business location 
Expensive inputs 
Other 

Total : 

Table 4.24 Legal Status 

45 
6 

17 
14 
3 
4 
3 
3 
0 
2 
1 
1 
1 
1 
0 
0 

101 

35 
5 

11 
8 

10 
3 
3 
3 
4 
1 
2 
1 
1 
0 
1 
1 

89 

80 
11 
28 
22 
13 
7 
6 
6 
4 
3 
3 
2 
2 
1 
1 
1 

44.6 
5.9 

16.8 
13.9 
3.0 
4.0 
3.0 
3.0 
o.o 
2.0 
1.0 
1.0 
1. 0 
1.0 
o.o 
0.0 

39.3 
5.6 

12.4 
9.0 

11.2 
3.4 
3.4 
3.4 
4.5 
1. 1 
2.2 
1. 1 
1. 1 
o.o 
1.1 
1. 1 

42.1 
5.8 

14.7 
11.6 
6.8 
3.7 
3.2 
3.2 
2. 1 
1.6 
1.6 
1.1 
1.1 
0.5 
0.5 
0.5 

190 : 100.0 100.0 100.0 

RURAL URBAN Total : RURAL x URBAN ' Average 

licenced? 
Yes 
No 

Total : 

42 
80 

122 

51 
52 

103 

93 : 
132 : 

225 : 
---------------------------------------------: 
Tradename? 
Yes 
No 

Total : 

59 
63 

122 

56 
47 

103 

115 : 
110 : 

225 : 

34.4 
65.6 

100 

48.4 
51.6 

100 

49.5 
50.5 

100 

54.4 
45.6 

100 

41.3 
5a.7 

100 

51.1 
48.9 

100 
---------------------------------------------: ------------------------
If so, registered? 
Yes 
No 
No answer 

23 
34 

2 

33 
22 

1 

56 
56 

3 

39.0 
57.6 
3.4 

58.9 
39.3 

1.8 

48.7 
48.7 

2.6 
-----------------------------------------------------------------------

Total : 59 56 115 : 100 100 100 
---------------------------------------------; ------------------------
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Table 4.25 Bookkeeping 
--------------------------------------------- ------------------------

RURAL URBAN Total : RURAL i URBAN ~ Average 
----------------------------------------------------------------------

a)Written accounts? 
Yes 
No 

58 
64 

65 
38 

123 : 
102 : 

47.5 
52.5 

63.1 
36.9 

54.7 
45.3 

--------------------------------------------·--------------------------
Total I 122 103 225 . 100 100 100 

I 

---------------------------------------------: ------------------------
b)Separate accounts?: 
Yes 53 59 112 91.4 90-8 91.1 

No 5 6 11 8.6 9.2 8.9 

----------------------------------------------------------------------
Total I 58 I 

65 123 . 100 . 100 100 

---------------------------------------------: ------------------------

c)Why no accounts? 
Lack skill 14 6 20 21.9 15.8 19.6 

No reason 11 5 16 17 .2 13.2 15.7 

No time 1 6 13 10.9 15.8 12.7 

Business small 4 6 10 6.3 15.8 9.8 

No 1naterials 8 1 9 12.5 2.6 8.8 

Ill 1t.erate 5 2 1 7.8 5.3 6.9 

Intends to 4 3 1 6.3 7.9 6.9 

Partially 4 2 6 6.3 5.3 5.9 

Uses money quickly 3 1 4 4.7 2.6 3.9 

Amount discourages 2 1 3 . 3.1 2.6 2.9 . 
~ot astablished 0 2 2 0.0 5.3 2.0 

No support 1 1 2 1. 6 2.6 2.0 

Don't know 1 0 1 1.6 0.0 1.0 

Other 0 2 2 0.0 5.3 2.0 

-----------------------------------------------------------------------
Total : 64 38 102 : 100 100 100 

----------------------------------------------------------------------
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Table 4.26 Physical Location of the Business 

RURAL URBAN Total : RURAL % URBAN S Average 

In Building? - Yes: 
No : 

No answer : 

Total I 
I 

102 
18 
2 

122 

80 
22 

1 

103 

182 
40 : 
3 : 

225 . . 
---------------------------------------------: 
Open Air? - Yes: 17 17 34 

No I 102 85 187 : I 

No answer I 3 1 4 I . 

Total : 122 103 225 : 
---------------------------------------------: 
Under Tree? - Yes: 

No : 
No answer : 

Total I 
I 

2 
117 

3 

122 

5 
97 

1 

103 

7 
214 : 

4 : 

225 : 
---------------------------------------------: 
On Khonde? - Yes: 5 6 11 

No I 114 96 210 . 
I . 

No answer I 3 1 4 . I . 

Total : 122 103 225 : 
---------------------------------------------: 
By Roadside? - Yes: 

No : 
No answer : 

Total I 
I 

18 
101 

3 

122 

14 
88 

1 

103 

32 
189 : 

4 : 

225 . . 
----------------·· ----------------------------: 
Private House? - Yes: 29 29 58 

No I 89 72 161 I . 
No enswer I 4 2 6 I . 

Total : 122 103 225 : 

77 

83.6 
14.8 
1.6 

100 

77. 7 
21.4 
1.0 

100 

80.9 
17 .8 
1. 3 

100 
------------------------

13.9 
83.6 
2.5 

100 

1. 6 
95.9 
2.5 

100 

16.5 
82.5 
1.0 

100 

4.9 
94.2 
1.0 

100 

15.1 
83.1 

1.8 

100 

3.1 
95.1 

1. 8 

100 
------------------------

4.1 
93.4 
2.5 

100 

14.8 
82.8 
2.5 

100 

5.8 
93.2 
1.0 

100 

13.6 
85.4 

1. 0 

100 

4.9 
93.3 
1.8 

100 

14.2 
84.0 

1.8 

100 
------------------------

23.8 28.2 25.8 
73.0 69.9 71.6 
3.3 1.9 2.7 

100 100 100 



Table 4.27 Training Related to Business 

Had training : RURAL URBAN Total : RURAL ' URBAN ' Average 

Yes : 
No : 

Total ! 

35 
83 

118 

Table 4.28 Employment Creation 

27 
80 

107 

62 : 
163 : 

29.7 
70.3 

25.2 
74.8 

27.6 
72.4 

225 : 100.0 100.0 100.0 

Number of employees : RURAL URBAN Total : RURAL i URBAN ' Average 

0 
1 - 4 
5 - 9 

>10 

Total 

47 
54 
10 
7 

118 

Table 4.29 Monthly Wage Sum 

24 
55 
19 

9 

107 

71 
109 

29 
16 

39.8 
45.8 
8.5 
5.9 

22.4 
51.4 
17.8 
8.4 

31.6 
48.4 
12.9 
7.1 

225 : 100.0 100.0 100.0 

Kwacha : RURAL URBAN Total : RURAL ' URBAN ' Average 

f\O 
K1 - K100 
K101 - K500 
K501 - K1 ,000 
K1,001 + 

Total : 

59 
42 
15 
4 
2 

122 

26 85 
31 73 
32 47 

2 6 
12 14 

103 225 : 

78 

48.4 25.2 37.8 
34.4 30.1 32.4 
12.3 31.1 20.9 
3.3 1. 9 2.7 
1. 6 11. 7 6.2 

100 100 100 



Table 4.30 Whx Sales Differ Everx Month 
--------------------------------------------- ------------------------

Reason RURAL URBAN Total . RURAL S URBAN S Average . 
-----------------------------------------------------------------------
New premises 1 2 3 0.9 2.2 1.4 
Seasonal demand 39 32 71 34.2 34.4 34.3 
Other demand 30 33 63 26.;; 35.5 30.4 
Seasonal supply 11 1 12 9.6 1. 1 5.8 
other supply 7 4 11 6. 1 4.3 5.3 
Production problems 12 8 20 10.5 8.6 9.7 
Personal Problems 2 2 4 1. 8 2.2 1. 9 
Financial 2 0 2 1.8 0.0 1.0 
Other 10 11 21 8.8 11.8 10.1 

----------------------------------------------
Total : 114 93 207 : 100.0 100.0 100.0 

Table 4.31 Turnover 1n a Normal Month 

Kwacha 1990 RURAL URBAN Total: RURAL S URBAN S Average 

0 1 2 3 0.9 2.1 1. 4 
> 0 - < 100 28 8 9 24.3 8.2 4.3 
100 - < 500 41 25 53 35.7 25.8 25.4 
500 - < 1,000 15 15 56 13.0 15.5 26.8 

1,000 - < 3,000 15 22 37 13.0 22.7 17. 7 
3,000 - < 5,000 6 11 26 5.2 11.3 12.4 
5,000 - < 10,000 5 3 9 4.3 ~.1 4.3 

10,000 + 4 11 16 3.5 11.3 7.7 
-----------------------------------------------------------------------

Total I 115 97 209 . 100.0 100.0 100.0 I . 
-----------------------------------------------------------------------
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Table 4.32 Income Equivalent (Would give up business for ..• } 
-----------------------------------------------------------------------

Kwacha per Month RURAL URBAN Total : RURAL S URBAN S Average 
-----------------------------------------------------------------------

1 - <100 21 5 26 17 .8 4.7 11. 6 
101 -<300 23 15 38 19.5 14.0 16.9 
301 -<500 18 13 31 15.3 12.1 13.8 

501 - <1000 15 8 23 12.7 7.5 10.2 
>1000 8 9 17 6.8 8.4 7.6 

Cannot give up I 33 57 90 28.0 53.3 40.0 I 

--------------------·---------~---------------------------------------I 

Total I 118 107 225 . 100.0 100.0 100.0 I . 

Table 4.33 Replacement Value of Fixed Assets 

Kwacha I RURAL URBAN Total: RURAL S URBAN S Average I 

--~---------------------------------------------------------------------
0 6 9 15 5.9 8.9 7.4 

) 0 - < 100 13 8 21 12.7 7.9 10.3 
100 - < 500 18 12 30 17 .6 11.9 14.8 
500 - < 1,000 11 7 18 10.8 6.9 8.9 

1,000 - < 3,000 18 17 35 17.6 16.8 17 .2 
3,000 - < 5,000 4 7 11 3.S 6.9 5.4 
5,000 - < 10,000 16 8 24 15.7 7.9 11. 8 

10,000 - < 50,000 13 22 35 12.7 21.8 17 .2 
50,000 + 3 11 14 2.9 10.9 6.9 
-----------------------------------------------------------------------

Total : 102 101 203: 100.0 100.0 100.0 

Table 4.34 Capital Labour Ratio 

Kwacha per Worker RURAL URBAN Total : RURAL S URBAN S Average 

0 - <100 27 24 51 26.5 23.8 25.1 
100 - <500 20 21 41 19.6 20.8 20.2 

500 - <1000 13 10 23 12.7 9.9 11. 3 
1000 - <5000 28 21 49 27.5 20.8 24. 1 

5000 - <20000 8 19 27 7.8 18.8 13.3 
20000 + 6 6 12 5.9 5.9 5.9 

-------------------- ------------------------: ------------------------
Total 102 101 203 ; 100.0 100.0 100.0 
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Table 4.35 Capacity Utilization 

Equipmt I Employees?: 

Can produce more with existing eQuipment? 
If yes: Need 110re empl~yees to do so? 
If no: Could produce more with MC>re employees? 

RURAL URBAN Total . RURAL ' URBAN ' Average . 
-----------------------------------------------------------------------

Yes I Yes 37 36 73 30.3 35.0 32.4 
Yes I No * 58 39 97 47.5 37.9 43.1 
No I Yes 9 9 18 7.4 8.7 8.0 
No I No ** 18 19 37 14.8 18.4 16.4 

Total : 122 103 225 : 100 100 100 

* Excess Capacity ** Full Capacity 

Table 4.36 Reasons for Excess Capacity 
--------------------------------------------- ------------------------

Reason RURAL URBAN Total . RURAL S URBAN S Aver&ge . 
--------------------~------------------------------------------------

No answer 0 0 0 0.0 0.0 0.0 
No customers 25 19 44 43.1 48.7 45.4 
No time 6 1 7 10.3 2.6 7.2 
No materials 12 6 18 20.7 15.4 18.6 
No money 7 5 12 12.1 12.8 12.4 
No space 2 3 5 3.4 7.7 5.2 
New Business 1 1 2 1. 7 2.6 2. 1 
Waiting supply 1 0 1 1. 7 0.0 1.0 
Production problem 1 2 3 1. 7 5.1 3. 1 
Other (eg. stealing) 3 1 4 5.2 2.6 4. 1 
No eQuipment 0 1 1 0.0 2.6 1. 0 
----------------------------------------------------------------------

Total : 58 39 97 : 100 100 100 
-----------------------------------------------------------------------
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Table •.37 BigQest Problem 
--------------------------------------------- ------------------------

Problem RURAL URBAN Total . RURAL S URBAN S Average . 
----------------------------------------------------------------------

None 13 9 22 11.0 8.4 9.8 
Lack of capital 24 19 •3 20.3 17 .8 19.1 
Technology 2 5 7 1. 7 •.7 3.1 
Management 0 1 1 0.0 0.9 O.• 
Get payments 7 7 14 5.9 6.5 6.2 
Lack customers 23 15 38 19.5 14.0 16.9 
Lack equipment 7 10 17 5.9 9.3 7.6 
Shortage of R/materi 17 12 29 1•.4 11.2 12.9 
Lack of time 0 2 2 0.0 1.9 0.9 
Employee relat1onsh1 2 6 8 1. 7 5.6 3.6 
Expenses for respans, 1 0 1 0.8 0.0 c.• 
Multiple 0 ' ' 0.0 3.7 1.e 
Business location I 4 0 4 3.4 0.0 1.8 
Condition of premise: 0 2 2 0.0 1. 9 0.9 
Competition too high: 6 7 13 5.1 6.5 5.8 
Raw .aterials expens: 6 2 8 5.1 1. 9 3.6 
Transport 5 4 9 4.2 3.7 4.0 
Other 0 1 1 0.0 0.9 0.4 
No answer 1 1 2 0.8 0.9 0.9 

Total : 118 107 225 : 100.0 100.0 100.0 

Table 4.38 Payment System 

RURAL URBAN Total : RURAL S URBAN S Average 

a) You pay cash? 
Yes 
No 
No answer 

Total : 

107 
9 
6 

122 

89 
10 
4 

103 

196 
19 
10 

225 : 

---------------------------------------------: 
b) If not, how else?: 
Barter 
Credit 
Work 

Total : 

1 
8 
0 

9 

82 

0 
10 
0 

10 

1 
18 

0 

19 : 

87.7 
7.4 
4.9 

100 

11. 1 
88.9 
0.0 

100 

86.4 
9.7 
3.9 

100 

0.0 
100.0 

o.o 

100 

87.1 
8.4 
4.4 

100 

5.3 
94.7 o.,, 
100 



Table 4.39 Thinking of Giving up the Business 

RURAL URBAN Total : RURAL S URBAN S Average 
----------------------------------------------------------------------

No answer : 
Yes : 

No : 

0 
21 
97 

3 
20 
84 

3 
41 : 

181 : 

0.0 
17.8 
82.2 

2.8 
18.7 
78.5 

1.3 
18.2 
80.4 

-------------------·--------------------------------------------------• 
Total : 118 107 225 : 100.0 100.0 100.0 

Table 4.40 Business Oeve10Pll8nt since Start-UP 

RURAL URBAN Tota 1 : RURAL S URBAN S Average 

a) Increased? 
Increased 
Decreased 
Same 

Total 

82 
29 
11 

122 

72 
23 
8 

103 

154 
52 
19 

225 
--------------------------: 
bi) Increased: doubled? 
y~ ~ 

No 28 
Total 82 

37 
35 
72 

91 
63 

154 
----------------------------------: 
bii) Decreased: halved? 
Yes 13 
No 15 
No answer 1 

Total 29 

10 
13 
0 

23 

23 
28 

1 
52 

67.2 
23.8 
9.0 
100 

65.9 
34.1 

100 

44.8 
51.7 
3.4 
100 

69.9 
22.3 
7.8 
100 

51.4 
48.5 

100 

43.5 
56.5 
0.0 
100 

68.4 
23.1 
8.4 
100 

59.1 
40.9 

100 

44.2 
53.8 

1.9 
100 

----------------------------------------: -----------------------
c) More employees? 
Increased 
Decreased 
Same 

Total 

29 
18 
69 

116 

38 
19 
46 

103 

67 
37 

115 
219 

25.0 
15.5 
59.5 

100 

36.9 
18.4 
44.7 

100 

30.6 
16.9 
52.5 

100 
---------------------------------------------· ------------------------
d) If so, doubled? 
Yes 
No 

Total 

22 
7 

29 

26 
12 
38 

48 
19 
67 

75.9 
24.1 

100 

68.4 
31.6 

100 

71.6 
28.4 

100 
---------------------------------------------: ------------------------
e) Owner new skills?: 
Yes 
No 

Total 

99 
23 

122 

84 
19 

103 

83 

183 
42 

225 

81.1 
18.9 

100 

81.6 
18.4 

100 

81. 3 
18.7 
100 



Table 4.40 Business Development since Start-Up {continued) 

RURAL URBAN Total : RURAL S URBAN S Average 
---------------------------------------------· ------------------------
f) Empls new skills?: 
Yes 
No 

Total 

48 
60 

108 

57 
41 
98 

105 
101 
206 

44.4 
55.6 

100 

58.2 
41.8 

100 

51.0 
49.0 

100 
-----------------------------------------· ----------------------
g)Better-skill empls: 
Yes 
No 

Total 

29 
89 

118 

30 
72 

102 

59 
161 
220 

24.6 
75.4 

100 

29.4 
70.6 

100 

26.8 
73.2 

100 
---------------------------------------------: ------------------------
h) Better a~uipmnt? 
Yes 
No 

Total 

64 
58 

122 

60 
43 

103 

124 
101 
225 

52.5 
47.5 

100 

58.3 
41. 7 

100 

55.1 
44.9 

100 
-------------------------------------------· ------------------------
1) Better premises? 
Yes 
No 
No answer 

Total 

63 
59 
0 

122 

40 
62 

1 
103 

103 
121 

1 
225 

----------------~~---------~--------------: 
j) Improved prods? 
Ves 
No 

Total 

105 
17 

122 

80 
23 

103 

84 

185 
40 

225 

51.6 
48.4 
0.0 
100 

86.1 
13.9 
100 

38.8 
60.2 
1.0 
100 

77. 7 
22.3 

100 

45.8 
53.8 
0.4 
100 

82.2 
17 .8 
100 



• 
Table 4.41 Loan Applications During Last Two Years 
--------------------------------------------- ------------------------
Applied for loan RURAL URd~N Total : RURAL S URBAN S Average 

yes 
no 

Total : 

35 
83 

118 

47 
60 

107 

82 : 
143 : 

225 : 

29.7 
70.3 

43.9 100.0 
56. 1 174.4 

~00.0 100.0 274.4 

Those who applied for a loan in the last two years .•• 
--------------------------------------------- ------------------------
(a) Got the loan? RURAL URBAN Total : RURAL S URBAN S Average 

yes 
no 

Total I 
I 

30 
7 

37 

32 
13 

45 

62 : 
20 : 

8~ . . 
---------------------------------------------
(b) How much? 

< K500 4 1 5 
K500 - < K1,000 2 1 3 

K1 ,000 - < K2,500 7 7 14 
r~,5oo - < K5,000 7 9 16 
K5,000 - < K10,000 6 6 12 

K10,000 - < K25,000 3 5 8 
K25,000 - < K50,000 0 1 1 
more than K50,000 1 2 3 

81.1 
18.9 

100.0 

71.1 
28.9 

100.0 

75.6 
24.4 

100.0 
------------------------

13.3 3. 1 8. 1 
6.7 3.1 4.8 

23.3 21.9 22.6 
23.3 28.1 25.8 
20.0 18.8 19.4 
10.0 15.6 12.9 
o.o 3. 1 1. 6 
3.3 6.3 4.8 

-----------------------------------------------------------------------
Total : 30 32 62 : 100 100 100 

Table 4.42 Reason for not Borrowing 

RURAL URBAN Total : RURAL URBAN S Average 

None 2 0 2 2.8 o.o 1.5 
Have enough money 22 21 43 30.6 35.0 32.6 
Afraid to borrow I 21 13 34 29.2 21.7 25.8 
Dont know to go abou' 11 7 18 15.3 11. 7 13.6 
Never though about i 1 4 5 1.4 6.7 3.8 
Others 2 0 2 2.8 o.o 1. 5 
Need to borrow from 1 2 3 1.4 3.3 2.3 
Tried but didnt get 9 9 18 12.5 15.0 13.6 
Not ready 2 :J 5 2.8 5.0 3.8 
Intends to 1 2 1.4 1.7 1.5 

Total : 72 1;0 132 : 100.0 100.0 100.0 
-----------------------------------------------------------------------
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