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ABSTLRACT

The Entrepreneurship Motivation Treiring (EMT) Marnual is
2 modification of the Entrepreneurship Inducticn Progra=me (EIP)
of the Nationzl Industrial Development and Finance Crganization

{NIDFO).

Changes introduced are mainly in the increase in hours

allocsted for entrepreurship behaviorsl snd attitudinal development
aspects. A series of questionneies tc ascess the entrepreneurial
motivation, inclination and reacdinesz of purticipant small-scale
industry entrevreneurs are also incorporated. The results of the
assessments are to be used in the determination of entrepreneurial
potentials of the participants which will qualify them for the
basic businecs menagement ccurse anc eventual financial assistance

chould their projectc be found viable,

The menual includes a set of reading/training materislsfor

the guidance of courcse coordinators and resource persons that will

ke involved in the conduct of the course.

The training programme covered by thic manual has been successfully

piloteconducted ty "IZFC on 25 to 28 iiocreh 1991 as the 1st 227,




This m2nuzl has been des.igned for the entrepreneurshic motivetion
module of the entrepreneurshio development programme (EDP) of the
National Incustrial Development and Finance Organization (NIDFO).

Using the Entrepreneurship Induction Programme (EIP) being run by

NIDFO as the core andc taking note of the findings and conclusions on

the assessment of the EIP as incorporated in the EDP Expert Report lNo. 2:
Assessment of the Entrepreneurship Development Programme, NIDFC, a re-

structuring of the course ocutline was done,

The manual design was undertaken from 11 to 18 March (6 working days)
and forms part of the design of the Entrepreneurship Development
Programme, NIDFO,

Inputs into the manual were obtained from Kr. R.A.B. Johnson,
OIC , Development Services, the EDP Specialisis (UNV and NIDFQ).
(The latter is working on a translation of the manual inte Krio
language). Likewise, a format of the zdaptaticn of the manual for

illiterate participantc is envisioned tc be prepared in the future.

I. OBJL.CTIVES

General: To ascist the participents in reinforcing his/her
motivation ancd motive-related behaviour thet will

increase the probability for entrepreneurial succecs.

Specific: 1. To appraice the participants of the environment in

vhich he/che operates his/her business;

2. To enzble the sarticipsnts to recognize cntrepreneuricl

quelitiec that lead to cuccess;

3¢ To stimulate :nd ctrengthen the participan’s' role ag

a2n entrepreneur;




II. TIME DISTRIBUTICN

Total available time (5 days » 6 hours) = 30 hours

Allocztion:

Objective ho. 1

Objective No. 2

Objective Lo, 3

Objective No. 4

Course Administration

17

20

10

100

Hours

15.0

1.0

340
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Participants in the EMT are thoce enirepreneurs whe have
passed through the selection process as specified in Report le.3:
NIDFC Zntrepreneurship Develorment Progracme. This mesns that only
those with identified rotentials fer cevelopment will t=nefit from

the trsinin-,

A group of 25 participants must te the maxigum in every
treining prograume tc maximize the benefits from the leaming process.
The group must te homogeneous srecifically or literacy to
avoid kaving to bkrin; down the delivery systez to suit all particicants.
FProgranrmes for literstes must be separzted from illiteretes, 4

different progremme must ke decicred for the latter.

V. NKCTES ON TH- USE CF TH- iHiNUAL

The ENT has teen designed with cdue rrovision for aligning
objectives, restructuring sequencec of sessions, increasing time
allocaticn fer entrepreneurship motivatior and behavioral asgects
and down-playing management areas. In vicw o thic ary revicion
incorporated in the future must adhere to the fluidity of topic
sequencing &s eich seision frede into the next. ZExercises and
Questionnaires szre likewise wcheduled in & build=-up seguence to make
the participsnts continoucly awzre of the attitudes and veheviour

that need ctren:thening.

Some guidelines for thc use of the manual are:

1. Course coordination must be the responsibility of the
bEntrepreneurcrip Development Frogramme Spccizlist of MNIDFQ,

Thiec will allow for comparative sccecccmert of esch prcgramme

run, to ~“etcrmine need for ncdifications cnd relot

1

cveluition of the Leforoeirdeaftor ctatur of periicijante,

ce Each perticiient rust e ;rovided with cory of the

cource outline,




Se

6.

7.

When the manuz]l has been translatec intc Rrio, it wculu be
advisable to provide all literate particivants to have a

copy of the full training materials.

hssignment of resource percons rust assure thzt only those
qualified to handle a topic are considered. Ezch resource
persor. must acdhere to the scope snd detzils of each topic

to avoid overlarping and duplications.

Rlthough there maybe adequate staff in .IDFO tc act a2s rescurce
persons, it will provide variety if outsidersuere invited for
a2 few topics. This will expand the pool of resource persons
and allow for more programmes run. Likewise, the Develoument
Services staff are not tied up for the programme and cen be

free to attend to their regular task.

The resource person handling the exercises, questionnaire
administration and case study must be thoroughly equipzed to
answer quecstions of participants as well as in the structure
of administration & results obtzined will reflect the
development of the participants in entrepreneurial trsits and
skills. All questiornaires end forms used for exercises, etc.
must te compiled for the individual participants file for

reference in the extension work to be prcvided.

Exercises anc guecticnnzires hove their own inctructione which

3
[ =4
4]

(ad
[8)

3
n

tudied by the recource person who will zdminister them.
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VI. SFECIFIC GUIDE FCR CCURSE CCCRUINATCR

Prepare progrerrme zt lesst one (1) week tefore scheduled cdote and

distribute, as follows:
(1) Each resource perscn must hove £ cory with 2 letter of
invitetior to hondle the session(s) together with the traiui.g

materizl corresponding to the sessicrn.

(

M)
3

) Each participznt must te provided with & cory st the siart of

with fzcoterner.

[\
rh
o]
.l
(23
4]
e ]

the programme with

Indiczte the name zndé position cr title cf the resource person in

the programre.

Give ezch participant a copy of the training muterizls at the stert

of each session to put in their individual folders,

Collect filled up cuesticnrairs where aprlis:tle, for 2nnalysis and

file in entrepreneur's LIDF0 folder.

Introduce each resource rerson on the Sirct secsion ne/she handles.

Follow througl ezch prograrre frem —reparitisn *c corpletion., The

procesc of each rregremme ig your respencibs

']
"
¥
-
s
cr

13
L]

Hointzin an attendance shret of sarticivintc daily, moming end

afterncon.




HATERIALS

VIiI. TRAINING

The following rezdings, cases, exercises ond cue:iionnaires
nave been prercred fcr use in coordination with the ccurse outline.

They are sequenticlly vrecented fcr ease in use.

1. E¥T/R-001 Role and Importaznce cf Entrepreneursnic in the
Sierra Lecne Zconcmy

2. ENT/R-002 Role of Govermmer: in wrnirepreneursiip
Development

3« EMI/R-003 Role of the Naticral Industrial Develcpment
and Finance Organization (NIDFC)

Lk, EMI/R-004 Institutionzl Frzzework: for Development of
Artisanal and Small-Sczle Industries in Sierra
Leone

5. EMI/R-005 Problems of Artisanal znc¢ Small-Scale
Entrerreneurs in Sierre Leone

€. EMT/R-006 Role of the intrepreneur and Process of
Entrepreneurship Development

7. EMT/B-007 Reacons for being in Eusiness - Exercise

8. EHTAR=008 Ir.*repreneurial Self-zssecesment - wuectionnaire

9. EMI/R-009 Entrepreneurizl Traits znd Lualities

10, EMT/G-810 Guidelines for txpesition by an Entreprsneur

11. EMT/R-011 Entrepreneurial Tzsk - The challenge of
Owning «nd lonaging Cnes Own Enterprice

12- ENIRQ-012  rsce: sing Your intrepreneurizl Inclination -
wdectionnaire

12 EiT/R=013 ZIntrepreneuyrial Skills

e E.T/B=C14  Zxercice on Tenn Lok

15, ELT/C~015 C:ce Study: bMery Contel, the Drecsmiker

16, EUT/G-01C  Guideliner for Yinit to an “ntrepreneur

174

ENT/R-017

Developing yourself for Lntreprencurial cuccer.




19, ENT/R-01¢ Int

Detercining your ntrerreneurial Kezdiness -

wuestionnaire

Dntreyprereurshi;

Lxercise

roductior to Menzrement

ry
—~
%]
)
s

.cotiv

i !
- -

Questionnaire

Guidelines

Czce
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EMT/R=001

ROLE AlvD IHFCRTAKRCE CF ENTREFRENTUISHIFP
IN THS SIZRRA LECKE ECCNCYMY

Entreoreneurship nas been identified &s the most important
factor to development. Z~ctivities of entrepreneurs influence
social and econoric conditicns in a given group of people., Where

there are no entrepreneurs there is no develormente.

Flachbtzck to the Pecst

Thousend and thcusrnds ¢f years agu pecple lived in stone
caves or in trees. They did not know how to btuild houses. They
ate mezt and fruits so thet for a2 very long time, hunting was the
primery meens of livelihood. +*hen there is fcod they ate as much
as they could because they did not know how to keep fcod from
rotting. uhen the herds of eanimels they hunted wendered off to
other pastures, the people left their dwellings and followed wnere

hunting could be docne.

Life, therefore, was not eczy and the people of long ago

never kmew that there mignht be znotier way of Life.

Since, ther., man had ccquired scme krowledre end skillse They
have learned to setile down since they have developed better tcols
for catching enimals znc tomed them. They learncd to use fire and
plant crops. They alcc learned how to make earthenwzre for pots to
hold and cook their food. Tnen they leazrned how to scften and
round metel into platec end towls.

S5till thcusindc of years back people l.amed to get together in
settlermente to form early commuritiec. reonle built houcers out of
mud eénd rreoce they leamed how to ceomnunicite between cectlemente
or villepese by druus cnd urnoke nimmelea., o syiten of roverning
thencelve: evolved . ¢ netillements grew in numbors of people,

Le:c¢ roni;, emménated o o conoeauence,

The people leirned teo weave cloth nnd brckets; paint cloth or
wood from dyes obteined from tree borke snd plinto.
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Gradually, people in villages developred means of trading
with other villages. The early trzding were ty bartering,
exchanging goods tkey produced with those they neeced znd were
being made by others. In some instznces, iron btars znd cold

bars were used to facilitate trade.

People started to trevel far znd wide to seek Ikncwledge,
fortune and adventure. This moving around led tc furtner
flourishing of trade =nd widespread sharing of krnowlecdge. ‘The

monetary system evolved.

Standards of living improved and nas been accelerzted by
development in technology for trarsportation and communication.,

Houses were made of wood, stones, cement, steel and glass.

Todzy we hawve the use of rmachinery, tcols and other conveniences.
There =re motor vehicles for trenspert, elactric or gas zupliances
for cooking and many other commercizl and incustrial products and
services. Civilization aes come a2 long waey from the primitive

way of life ocur ancestors led.

Agents of Change

After th:t trovel beoek through time what hes b-en the agents
thet breought cteut these chenpes? It cennot be just the nzturcl
resourcee aveilatle. It ic the human teinc - ran, who is responcible
for the chances cnd imorovements. This wae deoscible beczuce minkind
has the desire ond will to make thingc happern. Men hac worked hard
for tens of thousends of yoers towerds the improvement of his life

0.

and will continue to dn =

fiowever, rnot evorore verked hord tnd mrde thin:z horsen.
Bot cv-ryone aticunt d to invent :r¢ le:rm new thingro, dired to
trovel, tuilt new coruunitics or defied whet mi;ht heve gceenne to
otrere oo unchin cnldna, Wtoce i 2id wercrore of excertions thrn
the penercl ruile in their recpective cocictien, Exeeptionel

theugh they way e, ther Live boon the ones whr have made @11 the

cifference Lo monkind ond society,




Such excepticnil pecple had the ccuricge to change the way

&

thinss were. They had the perscnality énd "spirit" which we now

call entrepreneuricl tecause they are the zgents of change.

Social and Zconomic Imznact of Entrepreneurshis

People have many phycical needs. rasicilly trey need food,
clothi_,, _..2lter &nd water. They 2lso need transportation, paper,
ren, tocks, umbrellz, tools zncd utencils, footwerr, comb, tcothbrush,

soep, sugar, szlt, fuels, medicine and many otrers.

In 2 comrunity it is difficult for everyone tc te procucing
everything he needs for himself. Tror examrle the villere fermer
may be #tle to produce rice, vegetatles end chicken but may not
te able to prccuce his footwezr, clothing, medicire, plztes, and
other things he needs. A busy doctor, accountant or lawvyer
provides professional services tut depends ox others for his
electricity, transpertaticn, food and shelter. 5o the people in
& cormunity depend on one another for the producis and services

needed in their daily life,

The need for 2 prcduct or service represents an economic
opportunity. People are willing to pay somecrne vwho will provice them
with such needs. The zbility of individuals to perceive the kind
of products or services that cthers need ind provide them when
they 2re needed, where they zre needed, at the richt price is
gererally referred to 2s entrepreneurchip. The rmere people
invelvced in entrerreneurskip in 2 socicty the frzter thet scciety

develops.

The tenefits resulting frem such entrepreneurskiy exrlzins

why development taker plece wher a scciety ic actively sntrepreneuricl.
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Entrepreneurshio creates emplovment

when entrepreneurs put up 2 tusines:, trey need to hire
or emzloy zt lezst one or two reople in orser to get things

done,

wWhen entrepreneurizl activities slow dowz, the country's

unemployment rate goes up.

Zverr coutry would like =11 cuzlifiecd ~embers of its
vork force to te gainfully employed. -her individuzls are
emplcyed, they are able to feed their farilies, send their
ckildren through school, provicde them with decent homes,
accuire medical services wnen needcd, and contribute to

government revenue through taxes,

EZntrepreneurshin improves the cuality of life

s1trepreneurs continously inncvate zng develop new
procducts znd services based on whot they perceieve zs *he needs
of society. They also look for ways in which these goods and
services cculd be more efficiently produced. Such inncvative
efforts lead to better machines znd rore eflicient production

systenms.

Entrepreneurial undertalkings contrivute significantly t~ the
continsus improvement of living stenderds, The cdevelopment of
new products und the delivery of necded services mzke life more

easy anc conmfortitle for scciety in reaeral.




For example, 2 housewifc necd nct buke bresd every cay as @

baker hac cosured this task for ¢ community. Sre, therefore, need

not knead flour the doy before, wait for the dougi: to rise, and
eventuzlly bake the bread. The sime housewife does nct nave to

toil cil and lye to meke scap for laundry or tzthing. An entrepreneur
ic doing thig fer the community. For cooking she does not have to go
and gather firewood as this is teing done by another entreprcneur,

For some, the developmen: of an electric cr gas cooking renge further
eases their way of cooking by merely turning a knob. Refrigerators
devcloped by entrcpreneurship ensbles the housewife to go to m rket
perhaps once @ week @s food may be stored without spoiling. Zlectric
irons make prescing of clothes more convenient as compared to charcoal -
heated flat irons. The development of medicine has brought down the

mortality »ates as well as increased life expectancy.
Y

3. Zntrepreneurchip contributcs to more equitable districution

of income und therciore easec social unrecst

In a2 continouc search for raw materials for procuction of gocds
and services the entrepreneur often sees the economic potentials
of raw materials iu the rural arezs or wcste materisls from
agriculture, By puttinc up 2n enterprise in a locality where
mzterials sre found, the bvenefits of development Sre dispersed to
other are:s alleviating social tensions which are manifested by

urvan migrations that cauce overcrowdinge.

Lntrepreneurs:ip on a wide ccele in the country will prevent
the devclopment of & smill elite rich clesc thit breeds monopelies
in certein products end services, lore entreprencurz check and

balance e:zch other.

He opportunities for income ic more evenly distributed,
entreprencurshiy alco flourisnes. :eople will have more morey with

which to buy product: end servicer they need,

Income thet is cvenly dictributed meinc lei: joor people,

#llevic tin; :ccial jroblems lile erine, theft, juvenile

delicucncy oni. uncernourichment.




4, Entreoreneurship utilizes znc¢ =obilizes rescurce fcr increased
national vroductivity

Sierrz Lecne will develop faster economically if our
reeources were nci left icle or unuced. For exzrmrle thers is
plenty of scrap ircn that c:r te rrocessed tc sun:ly the needs
of incustries th:t nanufacture spare perts for mochirery
motor vehicles, They zre zlso iron ore dezcsits in the liorth

whict: can be ;rccessed for the cime purycse,

Putting ur small retel foundries to Srccesc iron or serap
steel doec not oniy utilize zveilzble raw raterizls to feed
other industires, It will 2lso szve foreigm exchange and tine

in importaticn of spare perts znd supnlies.

Entrepreneurship 2lso provices ean &averue for making
productive use of idle czpitsl resources such e2s femily cr pirsonal
savinge, which mey remain unutilized or chanrelleZ to uprcductive

ventures or luxurious spending.,

5. Ertreoreneurchir brin-c socizal benefits throuch the governrent

Covernrment revenue from the collecticr cf toxes, duties end
licences paid by cnirerreneurs 2c well ac incore tisec £aid by

workerz zre zllociicd to cifforent services zueh

». e
s roads,

[}

bridgec, educaticnrl ond mecical ficilities cond services, &na

2intenznce of peace :nd crder,

Indicztion of Socio-Eccrnoric Development

A country is deccribed &s rich or peor, C-veloped, developing or
lezs developed tr thc per czpits income, This ic the average ecming
of & eitizen in 2z country. It iz zlcc A mecs cure of the ctandaré of
iiving of the ypecrle of & courntry comrirad to thit of other countricr.
o kigh por capit. irecre iodiecntec hirh entreprencuricl cctivity,

The per copitn dneonc - Cierre Lecne ic freng o the louwect dn thie veorid.

SCTZ: Adeptes sroer Introductiorn to sLtrezrencursnis putliched

by the iLmill interprizes sopment

Found tien in ceorer: tin,

TRy g - T kg
Poillivdne: = Inrtinnte




ROL:= CF COVERNIZNT IN ZUTREFRINEURIAL DEVUICPMZRT

Entrepreneurship as a key factor to developmert has started
to be recognised by the Government of Sierra Leczne &5 sr avenue

te bring benefits to the country anc people.

The role of the government is tc see tc it it 311 the rre-
requisites or factors cf gruwth are made availatle. The governzent
is in the best rositior to formulaste policies and desirii rrograrces
and zrojecte girmed at encourz ing - :rerrereursihiv. Through its
ministries and agencies, the gover-ment sets the overall dir:scticn
of the country for entreprerneursti. to flourish. The government
creates the tusiness environmert cn which entrevreneurs cre expected

to start ¢nd msnaxge their enterprises successiully.

Cnly the government can make laws and regulctions favouring
entrepreneurs, It is tne wice extent of the government function that
sllows it to te the most efifective promoter of entrspreneurship
development.

)

e eccnormic development

ot

Entrepreneurship playc & vital role in
of Sierrz Lzcne but zriority treatment ic not given to ikem by
government policies and regul: tions, Existing pelicies and legislations
do not fully adarece themcelves to the inportance ¢f this subsector in

satisfving the needs of the lower income group of the ropulaticn.
- b £ r N

L] ')ll -&t : \pn. [*] r'-
A, The Development o. Indusiries Act

The Developmentoi Industries ict of 1683 strec.es the
importance cf utilising indigeneous resources, raw masterizlc, manpower
and tecnnology in the industrizlisstion process. The Act did not

LR

sccerd the ome’l entrerreneur any preferentiel wrvatment e ct the :

N

mediun end lir

(& entreirenenre, The fct wan paeced to provide Jer
the developrient ol induntricc in lierra Leone Y creating proper
incentiver énd rusranteer to attrict locel expatriste and foreicrn
invectrments, to gulde and re ulite cuch investments, To administer
thiz Jict an Industricl Development Dep: rtment wa: citebliched in the
Minictrv of Inducztry ancd State znterpricer., The Department has 2

Deputy Lircctor recronsitle for imall Zcole Enterprices.




Functicre of this Department include the following:

1. Initiate, curnercte ond orginize invectment rromotion

R activities to cevelor Zierrc Lecrnean entrsrreneurshiv;

f Sierrc Leonesn ncticncls in

de umnccurice the t o
-l =killcy

roinin:
cénogezent ond technic

Je assist in their porticipzticon in the monccement cf

incductries.
The incentives cre:
e Preferentizl triztzent in crenting imrort licencse;

ce Partisl or totzl exempticn frem cuctozs duty reyztle on capital

ecuizrent and rew mrtericle;

3¢ Relief from surtex end ircome tox for o period of five jears

b, Elecibility fer export credit gucrintec scheme cstabliched by
Bank

3
&l

of Sierra Leone;

5« ©bExport Tariff exemptiecnc uncder custems union arrengerents;

€. A1l incdusirizl e.tcilichmente vroviding treining feeilities or ineur
troining expences fcr Jierre Leonesn citizens crzll be entitled

to deduct such expences from toxatle incere;

7. Exemption from rayroll tox for cny employer of on expctricte

i

hired for cuch trzining.

Caritil Allovonce es

Te Sholl be computed cnd deduct:d freom rroritc ot an initizl rote of
2% ~nd 109 anruzlly cn both new cr used réciinery and equipment

frem abroné;

—e An inveotzent dilewince o WY of the cont of e oritrl,
Lotcer ircurred curii, tex heilidir jeriod rhill o cirice o ruerd ind
cet off tpvinct the Srofits or the next five weowr feliouin, the toy

Lolidoy nericd.




The invector has the rizit tc remit foreim capital cni divicends

subject to exchinge control cprrevile.

o tax will be cher-ed on any exscnditure in =msvect ¢ recearch

conducted by any approved individual project.

3. The Public Invesimernt Frorrerrme (PIF)

The PIP of 1981/07, 1988/89 zimed =t reversinc the process of

econcmic decline the country hod experienced cince 1980,

{n

The immedizte tack of roverncent we

cne of zs:lcting exicting
viable enterprises :nd restricting the cector *¢ tring it in

line ith the roturnl resources of the count-

ormiticn and consultancy service;

lesnz from the iiatic.uzl Develormernt Zanic;

\S)
.
O
(8]
'3
0
1)
A}
n
'Jt
O
F\
1=

ehezbilitotion ond privitizetion of exictin- covernment

.

(07
.

Lk, Zctetlichment of = non=governmental, autononcus ond self-
susteining crganizetien tc :ndertake promcticn and finencing
¢l the articoncl and ercllezezle sroductive cecter, with ik
technical zroiictzace cf UIDB/UNIDO, knewr zc the Neticnel

Incductrizl Jeveleopment zné Financing Crranizc n (IICFC).

5S¢ Credit Contrcl Folicy under which the firencicl inciitut
&ére to direct et leict 107 of their totzl credit yortfolio

t- the mrnufrcturing cecter;

€e LCredit Guerinte. Lzhone 2t covere “ierra Lecnern cwmed
extroctive, rrocecuin: or minufscturing cetiviticr with an

orifinal inve.trent in plrit ané michinery not excoading

LeZo.C millicn,

PLTn o oadipted Do voliciry Stroterico, Low o Lhe
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RGE (7 TE KLTICRAL INDUSTRI.L DEVLICIIENT

D FINANCE ORGANIZATICHN

The Naticnal Industrizl Development and Finsnce Crganization
(FIDF0) it ccnceived =s @n institution providing z rance of

integroted vockae of development enc finzncizl services to ensure

ite ccrmercie) and finencial viotility while focilitating the selfe
sustzinability of the zs:zicted enterprises. It focuses cn providing
specizlised services tailored to the needs of *the articencl 2nd

small-ccale industricl enterpricres primerily cwned Tty Sierra Lecnezns,

1. The mzjor thrust of its cscistsnce is to re-orient the minde cf
the loczl pecple on the izportcnce of the zrtisanal and scalle
scale industrizl enterprises in the eccnomic cevzlopment process
of the nation ané to stimulaie, develop and custcin entrepreneur-
cnilp development in the country. Tric is dene, in pert through
¢ susteined prcgramme tc encour: e cnd hely preprre those, who

have sound basic erntresreneurial stiritutes ¢ motivetion.

Tre Development Services Division of IIDFC, is decigned to
provide potentizl smell-scale industrizliste wiih basic rudimentsg
of establiching ens meintaining visktle industries. This would

be achieved trhrcugh the cvrovisien of tacgic ranageris® and

technical Taining to local entreprencurs zs well as seistin
o Fy

£
them in {inding solutionc to preller arecs.,

2. The progremme ic desigmed tc stinulite ino cirengthen the entrepre~

neuri:l quelities ¢of Sierra Leonecnc cnd cevelor the cuzlities
zrable of tchin: modercte ricks in the ticcers of estoblishing
end renaging their enterprises.

The Develoyment Divieion will cenduct er.trerreneur screening and

riotivatiorn ccurcec in co=oper: ticn with inehcune technienl rnd

PR ~ -1 . P ¥ ves T At - Ty . !
ménogperisloexpertiec, It will nlic ecllsierte vith leend
DR -~ . "y ‘e N <~ - ~ g o i et - PR M . .
tr ining dnctitutlivrs Lo [ rovidine o, Trru L tentnic oo
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Finally it will as:ist entrepreneurs in preparing business plans
acceptable to finsncing institutions and previde assistance in the

izplementation of the project.

The Finasncial Sfervice Division iz designed to assist entrepreneurs
in funding viable prcjects after the necesss.y appraissls have
been made. Dacically three tyres of financing are provided:

short term, mediun term snd equity vsrticipatione.

Short-term Finance: are avsilatle for periods ol lecc ithan one year,

the principal types of chort-term finance inciude trzde credit ond
overdratt. Cverdrafts sre :enerzlly used sc & cushion againc
shortsge of cesh for the opercticnal nceds of the borrewers. It

is ecsentislly meznt for meceting net working ca;it-1 requirement.

Fediwn Term Finsnce: is for fixed period between one and ug tc 3

yesrs with repayment of rrincipal snd interest on an zcreed basis
during that period. It is generslly used to invest in assets such
as machinery, equipment and/or workshop. ihe loans are tiilored
to cuit the needs anc repayrent capscity of the borrewer ond

consequently itc term: sre [lexitle.

bguity Particir: ticn

hormally, & rropenent ic exrectcd to hive hic owm stake in
the enterprice to encure his commitment to the execution of the

project ac arreedc, Thic comec in by way of Ecuity Capitsl.

However in cszec vheein JIDFL's acceccment showes the

proporient and project ore congidered tankable, it cculd slso

[ S o d

inveet in the project with & limited capital not exceeding 10

percent of the totel ;roject ceoit.

R

HCTH: Prejered by Heneb, JUHNLCL, CIC DEV.LCHILIND LLRVICLL, DIDFC.
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INSTITUTICIAL FRAEWGRK FOR LEVELCPHENT
OF ARTIS&NAL AND SEALL~SCALE INDUSTRIES
Il SIERRA LECHE

This session nighlights the existing instituiicrzl framework
for the rromotion anc development of Artisanal and Smz11 Scale
Industries (ASSI) in the country. It provices entreprensurs with
a check list anc activities of public and crivate instituticn

aiding the rremetion cof ASZI.

The role cf ASSI in the industrializaticnzl precess of the
country has been concidered of paramount importznce znd attracted
action-oriented plans from the Governrent, private institution and
non-governmental organizations. This sub-sector includes (i) Cottage
industries processing mainly agriculturel produce; (ii) Handicraft
Units using specialised skills of creftsman end (iii) Smell Sccle
Enterprises using traditional technology. UWith their low capital
base, lebour intensity and simple technclogy value added is high
at 55 per cent. Their contribution to Gross Domestic Product (GDP)
is 3% and the sector provides 8% of the wege employm:nt. Generally
it employs less than € perscns, and meet the loc:i consunption needs,
particularly in rurel arees. Their line of zctivities include
textile, teziloring :nd leather 505, woodwork 19}, meckrical repzirs &,
electricel repsirs &é,etc. Because of the eise of the entry zad the
low level of skills recuirec they hzve been tne main bulwark seinst

rural unemrloyment end under-employment in urben/seszi-urban zrezs,

The smzll-scale indu:tricl units comprice those using & mix of
traditicnzl énd cimple medern electrical/mechanical equipment; the
employment in ezch unit ic tetwecn 6 = 19 persons; utilizing
indigenous recourcec cnd labour intencive tecknology. They are

Mechrnice® repuirc, textile, leatherworks, woodwerk, metel works

and elecericil repeirs, 7nd :re lcos capendert uron ir:ort-d inputc,
Their wilue zdced i ot pign oo tne criicrncl-cuberactor.




PUBLIC <ECTZCR'S ACSISTAICE TC ASSI

In

the putlic sector the Zollowing Instituticns aid the

develovment of ASCI:

1)
2)
3)

4)

istr of

liinistry of Incdustry =znd State hnterprice

~

iinistry of liztionzl Develorment and kecercric Flennin

m

Centr:l Statistics Cifice

=enk% of Sierra Leone

f Incdustr: oncé Stcte Enterpricee

Within the Finistry is the Small~lccle Inducrtirial

Departrent, hezded ty &n Assistant Director and charred with

the responsitility cf aidirg the -romciion of 23ZI activities
in the country. t undertaker the fellowing funciicns:

1)

Recictir: tion ¢i Artiecenzl and Small-Gc:zle Enterpricec
(s855) in the ccuntry

Formulec te, implement and ronitcer jovernrment policles
hssist ASCE in pregering bonkeble nrojects

Conduct gericdic ctudy cocn the urcbtlemz =2ff:ciing the
development of ASLE

rrovide trzining feor AlLL In selected (riz 5l aotivities
Acgcist entreprencur in finding joint—venture partners

Provide concessicnc end incerntivec for sllL develonmen

Zo bdnictry of lwticnel Develoument &nd [.conenic Plinning

ihe Central @lenning Unit ana Centrnl Lictistice Cffice cf

thic Finistry zre esuipped with competint perconnel tc previde

inform tien to iliE in the Tellowing s rocce

iv)

Nirret oprertunity = Dennnd cac ru, L

Deennclos infermn tiol

Prolning ef crtroprenaucs tvucn Cocdictonee to
trotning Lo titvtionn

. e

Lirco ot JILFC, TNG e Ttiar tin: fneiec
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C. Bank of Sierrs Lecne

- of the Zan. of Sierra Lecne the Rur:l Zanl:
Scheme was launched irn 1055 tc mcoilize rural savin-: :nd channel

this to productive cezters in tiie ruril sconomy.

The Central Zanl &lso cperziet: Credit Cuurintce Ccherme for

loans providec tc ALOE By cny finirncisl inctituticn. For an

enterprise to be juczlified for cuch ern cciistince 2t should ney
2 fec equivaient to T%! of the ccci of the loan recuected.

PRIVATI SECTCR'S i IUT-iln TC ASZE

Assistance froz the private secter to the development of ALSE
are in the arez of documentaticr nd finzncing. The Comrercisl Zanks
provice chort term and long torm lcene te ALLE. In orier tc be
cualified for trece lezns however, th: entrepreneur chould prepare
bznkatle projectc accepioble te the Lrnks.

rovided to nect workings cfpitsl recuire-

Short term loznc sre p
mence while long terw loens @re fur czypitil investmen*, The tonks
have ©-<n profit oriented and cecurity-ccnceicus,

eway Irom the rel-tively higherick reec of rrojoct fincncing

perticuiirly in the Ju..l zub-zector.

Tnere cre ¢« numb r ol leetl conculting finmg covnile of
preporing feor ibil ¢ . I
Thece however cculd anl:s be serfenmed o
entrezrencurs. Thece Tirmo could iLrict entrepreneurc in the
celectiorn of plont ondé enuinzent o well z¢ the identific tier end

acquiziticn ¢ notericl inyuts,

ien=sovernmentél Crecninition

L .o < .. <L _— . PP | . e . -
Do none overnentsl orerln Rion s Loting st dess latrenn o ves
- e st - S L AT IR B U T T U S L SN L IR G (.v/v-\

] LIcTe wrene vororten ity Sndur Uric Liss Lo Dentee (LLUIC)




2

The act.vitiec of SLCIC &nd IIIDFC are cimiler in neture &g they
provide trairing and finance to ASSE. NIDFO however orovides

additional 2ssistence to entrepreneurs in the arez cit

1) prepor ticn of feesikility study
2) selection cf plant cné machinery
2) merket promotion

L} extensicn services

PLEN Internmationel

PLAN's ascistance to ASST are intended tc imprcve the living
conditions of PLAN ascisted families. These projects zre to be
loczted in the rurcl arezs enc ovned by the FLAN families. Their

ascsistance zre geazrec towards tne provision of equirment an

£,

meterizl inruts for the succecsful implementation of the prejects.

orcion Embeccies

% number of fereign embascies in Sierra Leone do provide
lizited zapitrl tc smell scole establichments, e.g. French, German
zné ‘ritisn. The nrciccte should however fulflil their criteria end

fall withirn their target greoup and zrea of sctivities.

NOTE: Originclly titled Institutional Fremework for Smali-Scele

Inductry Develozment in Sierra Leone by R.B. CCHNZCN, 1989,




PRCCLENS CF SRTISANAL JUD &18LL-SC.L%

ENTREFRELEURT Ii, SI-RRA LECIT

The zrtisencl end cmzll-csc: le entrepreneurs in Sierre Lecne fice
nuzter of protlems which mey te cimil:zr te those erccuntered ty
enirepreneurs ir lerzer entervricses, Ctheor zrotlezs, however, srrecr

to be peculiar tc the small er.irenreneur.

b1 c

From the LIDFC files of entrcpreneurs tihe rcsi cit-d iscsues thet

izve to be overcome zre listed herecund.r in Zceerdence with the

unctionezl menzgerent areas:

1s Harketing

1) Inacdequite transperirtion focilities
distritution of rroducts :c well es cncis of
distritutien;

2) Tco zuch competition cffecting preduc: Sricing

3) Inkerently smzll derestic m:riet cize

)
L)  Pcor product cuclity to wmret roriiet needs,

2 Procuction cne Uperctiorne

1) Zlectric pewer ENOrti e cousine rroduciicn irterruptions
r K PO -
1

€
2) Shorti ¢ of richine CPOre noric rvailsrbil tvs

3) Inefficient cnd cutd ted mechionery and ecuitment

un
N
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o)
o
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o
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€) Lick of tecinicil
. 7) Increacine =iter e neitng
8) Chortage of riw mot iy

. 9) Deficiency in co.iuni

Uneiticlietory conditione ¢ f

Lind ind tuildan, occuiird,




Se

Se

Finance

1) Inadequcte fixed a= well 2= working capitel;

2) Difficulty in zccess tc credit ficilities;

3) Dependency cn self-capitel :nd traditionsl scurces of
credit;

L) Foreign exchange limitation.

Lzbour

1) Shortege of skilled manpower which recuires entreprereur

o o
P

te beer the burden of treining ap:renticec;

2) High turnover razte of trzined labcur that “end to move

to larger units vhere there msy ke hicsher :ay,

Generel lar:c-ement

1) Inaceguate tnowhow on mana

5
[}

ement;

2) Inesbilitr tc mzintein records.




XCLE OF THE ZULTREFRENZUR D PIOCESS
CF ENTREPRENEURSHIF CpVELCRLELT

Role of =z Entrerrerneur

Lhit does the entrzprencur do? Erczdly spezkir- ihere zre

5294 94

eight entrepreneurisl functions:
The Dntregrezeur:

1. Perceives cr:crtunities in the environmernt

It takes ar entrepreneur to respond in a cecrcrete wzy to on
oprortunity in the environment. Others . Lay see the opportunity,

hear zbout it, lezrr abouvt it or even hava Sore exrerience in

it, but cnly the cntrepreneur does cceething ztout it,
’ 3 P E

The eatrepreneur keeniy observes the epvirczzment in
search of idezs and oprortunities thet ccx be tumed into profit.
For instance, he tekes note of the kinds of raw ~cterials thet
are stundznt and cheaply cvailatle in the ares and relztes these

materizls to the needs of reopic zrcund him.
2. Tekes risks
=CEs TASKS

The entrepreneur does net mercly perceive
orrertunitics tut zlco caleulstes the rizks invcived in
inplementing thece icdesc. Risk denote uncertsint: or chance,
Iz other werds, ticre is = chance thit the bugin..: ray feil e

‘here ic thet it pe

2

fucceed. hen fn entreprereur coleul: te

the richc of & tusinecs, re ectime tez

R e, the odde for rucnesn: rg

53
1 #c for frilure, (n the b:zic of thece e:rtir tes, @

Lrz o whetl v ote co foeed with the virincrnoer te forsat

te enen he docider te §6 zherd dercite crLinecs for
Cilurt, be i o rinid.

coclune of e clike dnherent in tne sLivnvenenrial rlle,
Voo e enternvananrn, (g the ¢ ur oaner

. [eAak AN A o3 oI [ o S N . [




Entrepreneurs, houwever, *:xe ricks tecsuse ilhey focus
r attenticn on the chinces for succese ruihczr than the
for failure. They cre czlert to the peisibility of

failure which makes the enteryrice mcre challensing tc them.

They want to rrove thot thep cin cverceme cuch céversitics

~e &re ernjoring the use

scrmewnere scme—tize, an entrarr

iicst necrle ere xept fren cing Into tuciness simply
beczuze tiiey nove no capitii. ferl ntrepreneurz never zllow
locx ol czziti-) o step them fro ~otiin: alez”,

an entreproncur must te rocovrcafl in identifvine
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Feny entrepriieurc rut v; their own capitei. Th

pe

» R anban sl . .. b.c. PR
2.0LCe Ll Lnc rou W Wil TIGXSe

L, Intrccucec innevsticas

C:e c¢f the hallnmorke 2 *ic cutrenreneur ic innov:e tivenezc
wildeh portly exzleins way ke ic o id to prer2l pre, recs fnd
developrent,  The cntrepreneur introcduces Lew LroW.CLGy N
wigo el doing tlin o, new methzon of rcduvcticn.  Ye exnloitr

newoccurnes 0 soteriile ol i er m e




Beirng inncvative is esserntial in ordir te survive in

business. If one's productc cr processes are anticuated, chances

zre thatl scme other eutrepreneurs who cre nere crective will

tzke the morxet ewcy for themcelves.,

Crranizes the tusinece

The cntr:preneur is respcnsitle for getting icgether 11

the rescurces needed
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.ie is the ore uhe

¢
what, how, wh:re, wten znd how
zuch land, labecur, ¢n:d capitel zre neecded to trersform on
idea into ¢ rezl functicrinr enterprise., In other wcrds, he
is the orgenizer cf the businers, It is through nim thet
activities needed #re icentified znd done by the right peorle

at the right ti-e.

Crice &n entreprenszur cets un an enterprise, ne cften
pecple to werk with him. IHe identifiec the neceds of the
tusinesc in terms of talents or abilities znd then looks for
reople who do nct only fit thece reguirements but who have
the drive &s well tec worl: with him. hen he fets &1l thece
peonle togethcer, he curervises them 2nd coordinstes tieir
activitiec ¢c ¢ u:rki.g urit, lic iz ztle to get them invclved
in woriting tewerds the citzinrent nf the go=ls of the treciners,
By deing sc, he tccor:liches rore thein ne ever con by hig
lone sclf,
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The entrerreneur nonitors 21l sciiviiies ¢f iz verlors o
that the cutput of cre ic rerdy when the ciber reeds 3%, e must

coordincte *he activiifics of rreductizsn ond szlez., He muct cee

te it thit erderr cre fulfilled on time, thot 1redvcts nre of

the decired cuility, th t deliveries :re dons s rremiced, wnd

ke buciners situttion involvwes ¢ nuaicr ~F winmcins ond
uni—centrellocle frcisvs which may 2ffcct the cuecec. cor fzilure of
the fim, Under thecc cocnditions of uncertrinty, tre er.trerreneur
conziders 11 elternsiives open tec hizm to selvs ¢ trcblen, renks

tieze clternctives in terms of usefulnecc to the tusinmess, ond
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:ictt iz most uselil fer the

worker ic atrent = znotier wentz te toke o vacaticn - unotler

vents on dncresce in wip.r - meny decicicns! The

ine cnirirrencur
glone cccerts th: renlonritility to mike cuch deciricnc, lence,

26 'nG his prioritier co thit le cin rncet
the demenc

~C o eecicivnemcker,
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Plans ahead

The entrepreneur must be able to anticipate events in the
future that will affect his business. He should also be able
to prepare for consequences of his actions well in advance.

His task as an entrepreneur requires investments that can only

be recovered through time (not at once). Therefore, he must be
able to forecast altemative actions and their consequences
even before they actually happen. He must determine future
poesitilities and prepare adjustments to these conditions
should they happen. In so doing, he limits the factor of

uncertainty and increases his chances for BUCCOES.

Sells his products at a profit

The entrepreneur ie an economic individual. He sees to it
that his products will sell and bring him money. He establishes
relationship with customers in a Personalized manner so that
they will choose to buy his products or services again and again,.

For ao entrepreneur who is Just starting in business and
who depends on it for his own and his family's livelihood, the
profit will be very important for survival. It will be very
difficult for the business to survive if the entrepreneur is
not earning enough to sustain himself and his family. In the
very real sense, however, the entrepreneur does not want the
profit just to eat and live,

To the entrepreneur the profit is a concrete indicator of
how well he has managed his business from the start. The profit
shows how the market accepted or rejected his pProduct. Low
profits prompt him to investigate whether he is Producing the
right product or service for the right People at the right time
and place. High profits indicate to him that he is going in the
right direction. This spurs him to perform better,

Without profits there are No entrepreneurs. It is both a
reward and motive of cntropronourship.
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Precess of Entrepreneurship Development

The process of entrepreneurship development is a gradual and
continous one., The process of entrepreneurship development by NIDFO

consists of the following activities:

1. ldentification and Selection

Net everyone can be an entrepreneur., There are identifiable
traits in an indiyldual that indicate potentials for success in
business. These are identified through tests and interviews.

2e Entregrenourshig Motivation

Those entrepreneurs who have been selected z=re exposed te

entrepreneurship motivation and entrep-eneurial skills development.

3« Strengthening of Managerial Skills

The selected entrepreneurs whose motivation and entrepreneu-
rial ekills have been strengthened by the entrepreneurship
motivation training are made te undergo a management skills
training to prepare them for the needs of business survival
aad grewth.

b, Technical Traini g
Where found necessary assisted entrepreneurs are channeled
te the required technical training to assist them in preduct

design, quality improvement and production efficiens.

5« Extension Service

A NIDFO entrepreneur beneficiary for assistance is reared
and ascisted by Extension Workers to see to it that their

entrepreneurship is sustained to a successful continuitiy.




6.

NOTE:

Infermation

thenever available, information that will be useful te
the entrepreneur shall be provided.

Adapted from Introduction te Entrepreneurship published

by the Small Enterprise Research and Development Feundation

in coeperation with the University of the Phillipines -
Institute for Small Scale Industries, 1989 and Entrepreneurship
Develepment Pregramme, NIDFO,




REASONS FOR SEING IN BUSINESS EXERCISE

Your reasens fer wanting tc put up a business are just as
important as the type/nature/fcrm of that business. Here is a short

check list of reasens most people have for wanting to be in business.

Check those which apply to you.

KCNETARY

esssecceccses To earn a living

®0ocsccsvssce Te get rich

o®essssessecs For additional income/pmfit
®eccesvscccnce For fimancial stability/security
SOCIAL

ecocsccsscase To gain prestige/status
@ccecccccscee Te be recognieed and respected
etecsssscccss Te be a model to others

@8 000000000 Te meet people

SERVICE

@oeeenccscccee To employ people

escccccccces Te up-grade the community
etccececcsns To help the community's economy
FAMILIAL

e0cccssesses For son's/or family's future

LR R I N NN N NN N ) TO win wife'dhushand's l.yalty
esececcssans To please father/mother

SELF FULFILLMENT

cecccsccccas Te be own bossf/be independent

®ecccccscsss Te achieve/fulfill something through business
eeccsssscnns To avoid employment

evsscccccsen To be productive; use personal abilities

®rcecesscsee As challenge to own capabilities
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New go back te the list and rank your reasens according te
importance, record them here; with 1 as most importent and 5 as
least impertant.

1e
2
e
L,
e

Note what you have written as Ne. 1. This indicates your main motive for

setting up your business. Is it a good eneugh motive?

Metives which relate to an individuals need for self-actualizatien
exert the most influence on behavior because actions motivated by
these needs tend to persist in time. This follows because self-
actualization is a life-long process. It is a need within a person to
respect himself, to feel fully human and dignified in every respect.
This need is the last eof all human needs that gets satisfied because

it is not vital for survival,

You have seweral other needs and wants that demand satisfactien
and which underlie your every behavier. This needs differ in intensity
in terms of their effects on beravior. Once satisfied, a need ceases

to motivate your actions and other pressing needs attract your attention.

Realizatien

or Actualizatien

Z Esteem Needs \

z{f Secial Needs T};
[{7 Safety Needs \

// Physielegical Needs Aj\\

These needs are arranged by Maslow as shown above,
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Examine yourreason fer setting up a business. Are they
anchored on your need for self-realization? Or on lower needs?
Are your motives mainly security, social or psycholegical reasons?

Is it mainly money and profit that your want?

Understand that a worthwhile business usually does not pay
back immediately but only after years of good efficient hard werk.
You must be prepared to lese in the first few months (or years)
because you actually will have to give out more money and energy

than you will initially receive in returm.

Can you sec why your motive should be anchored on self-
fulfillment? If it ie not, you are likely to get frustrated

because of the length of time it takes for returns to come.

Actions motivated by the need for self-actualization tend to
persist in time. Perseverance stems from the n: ture of the need.
It takes a life time to satisfy and it is vital to one's self-
respect. In business, persistence and perseverance can be a most
valuable asset in meeting the inevitable. Temptations to quit will
be plenty and icviting. One must have the will to go on. Are you
prepared to stick to your goals and plans? Would you meet the
challenge?

SCORING
The results of the ranking by the participants of the five (5)

main rezscns for their being in business are tatulated against the

ideal score, as fellows:




Fictors Ideal Participants Weighted

Score Ranking Score

(1) (2) (1) x (2)
Self-fulfillment S 2 10
Service/Self-Isteem 4 5 20
Secial 3 4 12
Familial/Security 2 3 6
Monetary/Physielogical 1 1 1
Total 55 k9

Interpretation:

b4 = 55 <~ High motivation for business success,
33 = 43 <« Mederate motivation, needs further strengthenings

22 « 32 = Low motivation, may abandon businese when

immediate gains are not seene

Below 32 - Poor motivation, not suited for tusinesse

NOTE: Adapted from Entrepreneur’s Hand Book published by
Technonet Asia, Singapore, 1981.




ENTREPRENEURTAL SELF-ASSESSMENT

The key to success in business is knowirg one's self. Do you
have the entrepreneurial spirit? How much of the personal
characteristics of the successful entrepreneur do you possess?

Do you have the right motivations for going into business? Have
the events and circumstances of your life prepered you for the

entrepreneurial role?

To answer this questions we will lead you through a journey

in self-exploration.

Following are 25 statements in which you may agree or disagree

with. Think carefully before answering. Answer all items honestly.

As you read each statement ask yourself how strongly you feel
and think about it. Rate yourself according to the following scale
by writing the appropriate letter on the space provided:

Each statement:

SA = strongly agree

A = agree

? = not sure

D -~ disagree
SD = strongly disagree

1. Mistakes and failures overwhelt me so much I

cannot learn from them, Qoeccevcscncsscncnce

2, While my product/service may not entirely be
new, I am thinking of new and better ways to

make it competitive,

[ AR R REENNENERNENERNNYN)

3¢ I do not fear investing my money on a

venture whose dividends I have calculsted.

L, I bvelieve prob..:s and barrier:c can be turned
into opportunities that can be exploited.

@800 0000000800000 000e




Se

6.

7.

9.

10.

11.

12,

13.

1b.

15,
16.

17.

18.

19

- 39

I do not get upset when given a negative

feedback about my product.

I cannot be away too long from my tusiness
because no one else but I can manage its

activities.

when I do something, I see tc it that it
gets dore excellently.

I do not enjoy working in = team as a leader,

I would rather be a member.

I wait for other people to originate ideas

and action.

I find nothing wrong in asking for advise

regarding how I will run my business.

I consider a customer who complains against

my product as my enemy.

I can be directive as a leader but in a way
that makes people willing,

i do not mind reutine uuchallenging work, if
the pay is good.

I enjoy activities where I get information
oo how well or how bad I am doing.

I avoid changing the way things are done.

I find it difficult to win friends and
influence people.

I do not give up easily, even in the face
of difficulties.

Even if I am capable, hardworking and
ambitious, if I de not have the money I

cannot start a business,

I get discouraged by a NO from a buyer because

I do not think I can convince him to buy
my product.

‘.........'.‘.....

G0 0ev0000vrevs0nne

o0 0s000000000r000

...........'....’D




20. Once I have started on a task, I usually carry it

te its completion. ®vevssvcncsnene

29 I find it difficult to come up with new, wild or

even crazy ideas. ®@tevcsconscsssse

22, 1 am unable to work consistently on a geal when

I meet some obstacles.

23« I do not need a good knowledge of my market to be
successful in business. @0ecesssvsscrece

2k, I have confidence in my ability to succeeéd. etecssncssacsee

25. I think of negative consequences to acts and
decisions that I make,

Scoring:
Give yourself one (1) point for each SA or A response for

statements 2, 3, 4, 5, 7, 10, 12, 14, 17, 20, 24 and 25,

Give yourself one (1) point for each SD or D response for
statements 1, 6, 8, 9, 11, 13, 15, 16, 18, 19, 21, 22 and 23.

Add your points and see how your rate in the categories below:

21 = 25 Your entrepreneurial potential looks great.

16 - 20 You could be quite successful if your other talents and

resources are improved.

11 - 15 With some serious work you can probably develop the outlook

you need for running your business.

6 - 10 Things look pretty doubtful for you as an entrepreneur, It
would tzke considerable changing of your attitudes and

behavior to make it,

0-5 Entrepreneurship is not for you, However, learning what it

is all about may still be worthwhile. Who knows, you might

marry an entrepreneur,
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ENTREPRENEURIAL TRAITS AND (UALITIES

In previocus sessions we have learned about the unique and
diverse functions performed by an entrepreneur. Let us now leck
into the gqualities common among individuals who are willing to
undertake entrepreneurial functions. We will try to find out what
is there in the entrepreneur's personality that makes him behave the

way he does.
The Development Services staff of NIDFO has identified sixteen (16)
entrepreneur characteristics that are significant in successful Business

ventures which are grouped inte three (3) sets, as follews:

A. MOTIVATION/BEHAVIORAL CHARACTZRISTICS

1e Self-confidence

2. Perseverance/Determination

3. Energy/Dilligence

Lk, Need fer Achievement

5 Initiative

6. Responsiveness te suggestions
7> Prefit Orientation

8. Perceptiveness

9. Innnovativeness

10. Intelligence

B. TASK/FUNCTION ORIENTED CHARACTzRISTICS

1e Ability to take calculated risk

2. Ability to get along well with people
3. Time competence/efficiency

L, Ability to make decisions

C. KNOWLEDGE/SKILLS ORIENTED CHARACT-RISTICS

1. Versatility; knowledge of product, market, machinery and
technolegy

2. Foresight
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It will be seen that some of these characteristics may be

combined as discucssed hereafter.

1¢ Self-confident

Entrepreneurs are well known for being self-confident
peeple. They tend to believe that they can do better than what other
people er what the circumstances suggest they can do. In ether words,
they tend to overestimate their chances for success. Hewever, this
tendency to be over-confident happens only under new cenditiens or
situations where he has no previous experience on which to base his
estirates of risk. When he has no actual knowledge of how well he
can do things, and when eutcome, therefore, appears to depend upon his
ewn abilities, he tends te get higher levels of expectations. This is
why eother peeple see him as over-confident and seldon share his
enthusiasm about new ventures in business. This quality also explains
partly why entrepreneurs take risks; because they believe in their
ability to influence outcomes more than other people do.

Entrepreneurs, however, are not impractical people who live in
& dream world. They do rely on facts whenever they are available and
adjust their estimates of risks accordingly. Whenever facts are
absent and tkey believe that the outcome is due to luck then they
also play it safe., It is only when past experiemces are not available,
and when it is not luck but personal effort that largely influences
results, that the entrepreneur begins to display hie enormous

self-confidence.

Real entrepreneurs acrparently succeedin business because of
their tremendous confidence in themselves which other people often
cannot understand. Thus when an entrepreneur falls short of his goals
he ie branded as over-confident. But the entrepreneur looks at it
differently. He blames his failure on lack of facts. Thus failure
does not discourage him so much as to stop him from being an
entrepreneur. when the next opportunity comes, he is even more

confident than before because he is fortified with facts he has

gathered from his past failures.
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2e Achievement Oriented

Entrepreneurs are people who accomplish things. They have
what psychologists call the "need to achieve" or n-ach, characterized
by a pre-occupation to perform tasks excellently for the sake of
excellence rather than for rewards of prestige, mcney, recognition or
power. When enirepreneurial individuals work on something, they like
to know afterwards that it was a job well done. Knowing this is enough
to make them happy. The entrepreneur cares little if he gets a pat
in the back or that he gets to tecome a hero~leader to command others
as a result. He works hard (energy/dilligence, perseverance/determina-
tion) for the sense of personal accomplishment the job will give him
and not simply for the sake of working.

An achiever works hard only when the task is challenging and when
he feels that meeting the challenge will give a sense of unique

accomplishment. Otherwise, he will not perform better than others.

As individuals with high n-ach, entrepreneurs have been found to
be goal-oriented (profit orientation) in whatever they do. They always
think of what it is they really want to accomplish in the long run
{foresight) anc¢ what today's activity means in terms of that which
they eventually want. They are always aiming for something, and often

their aims are not ordimary. That is why they are called ambitious.

The goal of an entrepreneur reflects a need to measure up to some
standard of excellent performance. Their goals may reflect their
wanting to accomplish something unique or novel to make an impact on the
world outside themselves. Their goals often reflect a long=-term

perspective,

They appear to deliberately and etermally look for challenges
(perceptiveness). They like the feeling of having accomplished
something by their own efforts (independence). They set high standards
for business performance producing high quality products. They see

competition as healthy and are not afraid to face it, They even enjoy

some degree of competition.
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Problems along the way do not overvhelm the entrepreneur. e
seeks solutions to them, anc acts tc solve them quickly (make decisions).
As ap achiever be is optirnistic about getting ahead in the future.

He knows that by moving effectively he will attain his goals in the end.

3. Innovative

Entrepreneurs inncvate or approach situations in new or better
ways all the time. They enjoy exercising their manual and creative
abilities. They stretch their imagirstion and personal initiative so
that they find new ways of putting things together. They are full of
questions. Can this product be made larger or smaller? Can it be
made round or square? Can it te narrower or wider? Can it be done

faster or slower?

Entrepreneurial people like to create because tkey enjoy the
feeling of having accomplished something personally (n-ach). It is
said that entrepreneurs are not after money for money's sake but for
the personal success that money symbolises. As the one responsible for
starting and running a business, the entrepreneur knowsthat he has
succeeded if he makes money from it (profit-orientation). Thus, profits

are improtant to him because it ie a measure of his achievement.

4, Calculated Risk-Taker

The entrepreneur calculates the rieks he has to take., HMost

entrepreneurs are moderate risk-takers.

Moderate=risk .ctivities are those whose outccme depends largely on

a person's skills or efforts so that the outcome ie his responsibility.

Entrepreneurs are known to be individuals who are, not afraid to
+ake risks., However, they like to take only "calculated risks". They
are not so foolhardy as to undertake activities where they know

nothing at all about the possibilities for success or failures,
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It must be accepted that there are as many sets of characteris-
tics as there are numbers of people drawing them up. Some connonali’ies
are identifiable though. Following are characteristice identi ied by
the CTA, DP/SIL/87/003 and which are being used in the NIDFO programme.
As time goes on modifications by deduction, addition as well as
combination may be done to suit the prupovses of the entrepreneurship

development programme.

Core Entrepreneurial
Competencies Activities
1. Initiative Does things before being asked or forced

by events. Acts to extend the business

into new areas, products, or services.

2. Sees and acts on Sees and acts on new business opportunities.
opportunities Seizes unusual opportunities to obtain
financing, equipment, land, work space, or

assistance.

3., Persistence Takes repeated or differemnt actions to
overcome obstacles. Takes a2ction in the face

of a significant obstacle.

4, Information Does personal research on how to provide a
seeking product or service. Consults experts for
business and technical advice. Seeks infor-
mation or asks questions t¢ clarify a client's
or supplier's needs. Personally undertakes
market research, analysis, or invectigation.
Uses contacts or information networks to

obtain useful information.

5. Concemn for States desire to produce or sell a top or
high quality quality product or service. Compares own
of work work or own company's work favourably to that

of others.




6.

7.

9.

10.

Me

Commi tment to
work eontract

Efficiency

Systematic

planning

Problem solving

Expertise

Recognising own

limitations

Makes a personal sacrifice or expends
extraordinary effort to complete-a job.
Accepts full responsibility for problems

in comple:inz a job for customers. Pitches
in with workers or works in their place to
get jcb done. Expresses a concern for

satisfying the customer.

Looks for or finds ways to do things faster
or at less cost. Uses information or business
tools to improve efficiency. Expresses
concern about costs vs. benefits of some

improvemeat, change, or course of action.

Plans by breaking a large task down into
sub-tasks., Develops plans that anticipate
obstacles, Lvaluates alternatives. Takes

a logical systematic approach to activities.

Switches to an alternative strategy to reach
a goal., Generates new ideas or innovative

solutions.

Had experience in the same area of business.
Possess strong tcchnical expertise in area
of business. Had skill in finance,
accounting, production, marketing/selling
and other relevent business areas before

starting business,

Explicitly states a personal limitation.

Engages in activities to improve own abilities.

States learning from a past mistake.




12,

13

LR

15

16.

17.

Persuasion

Use of influence

Assertiveness

Moni toring

Credibility,
Integrity,

Sincerity

Recognising

importance of

relationships

47 -

Convinces someone to buy a product or service.
Convince someone to provide {inancing.
Convinces someone to do something else that he
or she would like that person to do. Asserts
own competence, realiability, or other
personal or company qualities. ~sserts strong

canfidence in own company's products or service,

Acts to develop business contacts. Uses
influential people as agents to accomplish own
objectives. Selectively limits the informa=
tion given to others. Uses strategy to

influence or persuade others,

Confronts problems with others directly. Tell
others what they have to do. Reprimands or

disciplines those failing to perform as expected,

Develops or uses procedure to ensure that
work is completed or that work meets standards
of quality. Personally supervises all aspects

of a project.

Emphagises own honesty to others (e.g. in
selling). Acts to ensure honesty or faimess
in dealing with others. Follows thrvough on
rewards and sanctions (to employees, suppliers).
Tells customer he or she cannot do something
(e.g. completesa task) even if it means a loss

of bueiness,

Sees interpersonal relztionships as a
fundamental business resource. Places long-temrm
good will over shorte-term gair in 2 business
relationship. Emphasises importance of
maintaining cordiality or correct behavior at
all times with the customer., Acts to build

rapport or friendly relationships with customer,
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18. Building capital Saves money in order to invest in

business. Reinvests profits in business.

ANALYSING ENTREPRENFURIAL BEHAVIOR AND PERSONAL

EFFICIENCY
1. LEADERSHIP QUALITIES Dynamism, exuding exemplary enterprise,
(Multi-leadership) self discipline, dependability and

positiveness. Ability to communicate
major ideals, and thereby inspire team
spirit amongst others in his/her environ-
ment. Ability to fuse one's leadership,
with environment in order to creat multi-
leadership, which combines in a person .ae

art of following as the situation suggests.

2. MOTIVATION/DESIRE TO Desire to succeed and achieve organisa-
tional goals to improve work efficiency
ACHIEVE SUCCESS IN
PERFORMANCE and seal of others towards "Growth" and
"Ma jor Purpose", by an integration of
personal organieational value systems.
3e NTERPERSONAL RELATION=- Well mannered, respectful, friendly co-
SHIP/EMPLOYEES CONCERN operative and considerate. Maintains

the right degree and blend of the afore=-
mentioned qualities, to suit the purpose.
Ie everwilling to 'GIVE' for the betterment
of others in his environment, through the

process of fusion.

4, COMMUNICATION/EXPRESSION Ability to communicate one's thoughts
and feelings with clarity through the

medium of words.
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6.

Te

PLANNING (VISION)

RISK~TAKING ABILITY

SELF-CONFIDENCE &
POSITIVE SELF-IMAGE

INITIATIVE, INNOVATIVE

Ability to relate oneself coordinate
with visible targets and priorities,
along with the ability to relate one's
energy psyche towards the invisible and
intangible, and translate the resultant
vision into reality. Energy arising out
of this process in the environment

creates joint vision.

Ability to assess the environment and
available resources and take calculated,

moderate and intelligent risk.

Self-concept which includes confidence
in self-efficiency and positive image

of one's abilities and achievements.

Originality in constructive thinking,
leading to improvement in existing and

future business requirements,

Such people show not only initiative but
also independence in their day-to=day

behavior. They 'act' on their own rather

than follow directions.
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GUIDELINES FOR AN EXFOSITION BY AN ENTREPRENEUR

When considering the issue of moti~ation of entrepreneurs for
more action, already successful ones are more c2pable of doing so
to would-be colleagues.

NIDFO's EMT recognises thie as very strong in motivating
entrepreneurs to te aware of their importance and role to be played
in the economic development process, as well as the challenges to be
expecied and managed in order tc succeed. To this end in this session an
entrepreneur who has or is being assisted is invited to give a brief

talk about his/her experience with NIDFO.

Participants later have the chance tc ask practical questions

answers of whick might facilitate their experience gathering in their

respective business units.




EMT/R - O11

- 51 =

ENTREPRENEURIAL TASK = THE CHALLENGE OF CWNING
AND MANAGING ONES OWN ENTERPRISE

INTRODUCTICON
An entrepreneur is the most important person in the economic growth
of any country. He is faced with a series of tasks which constitute

his challenge as wwner, manager and techniciam of his business.

Entrepreneurial Tasks

1e Identific: tion of business opportunity and converting it into
a viable profitable enterprise. whst business to start? This
requires innovative spirit, creativity, hard work, desire to

satisfy a need, persistence and vision.

2. Project proposal - This involves classification of ideas,
studying the market, locatiorn, finance, labour, technology, raw
materials and then starting the project; seek advise snd

assistance to prepare project proposal etc,

3« Mobilise Resources = A project could only commence when all the
resources are made available machinery, raw materisls, human and
capitals The art of mobilising res-urces depend upon the skill

and drive of the entrepreneur.

L4, Recruitment and Training of Staff - Employ the appropriste ones;
create incentives, to create commitment, training them on

different areas.

©. Purchase of Mzterials - compare prices of suppliers; purchase
gocd quality equipment/materials; machinery thuot can be maintained;

and appropriate to the techniques of production.
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6. Produce Wualiiy Products - This is the most important aspect if
an entrepreneur wants to sell his products for a profit - How

do you improve quality?

7. Stock Control - Enough goods to keep the customers coming. Too
much stock lock up your funds. Understocking drives away

customers and lowers the profit.

8. Selling - What sells? (quality) How do you sell (by satisfying
customers). Study the market, know your market share - increase
and maintain it at all times. Always please the customer

because he makes the profit. Customer is always right?

9. Maintain Accountr - keep records (Business X-ray). Records
guides the entrepreneur and helps him to make correct decisions

at various stages in the business.

Specific Challenges

1. Competition - This increases as the business gets larger. It is
common between wholesalers, retailers, producers of identified
foods or services or those that are close substitutes. Business
competition is of two types: that which is experienced such as
faghicn, market from competitors (can be controlled), trends,
suppliers sttitudes; and external factors which are normally
beyond ones control. To withstand competition the entrepreneur
needs to diversify products, produce quality products, get more facts

about competitors etc.

2. Change - The most permanent thing in life is change. 1In
businees this is a big challenge to the entrepreneurs. He must
anticipate change in techniques of preoduction, consumer taste,
product design, fachion, market trend, suppr'ier's attitudes,
government policies, financial condition i.e. possibility of
getting a loan, etc. Thus a successful entrepreneur should be

one who is constantly thinking about new things (innovative),
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ASSESSING YOUR ENTREPRENEURIAL INCLINATICN

Not everyone goes through the same set of life experiences, and,
any person will always differ from another in his abilities and
potential to succeed in ary vocation or career. The following exercise
will help you examine your self in terms of your entrepreneurial career.
In going through the exercise you may be able to identify your own

strengths and weakneceses,

Please do the following exercises and questionnaire ac seriously as
you can. You will surely benc{it from knowing moreabout yourself.

Your future must be one which enablies you to express yourself in the
most creative and fruitful way. Knowing yourself will enakle you to do
this.

ACHIEVEMzNT MOTIVATION CUESTIONNAZ.E

One of the first things that you will want to know about yourself
is how much achievement motivation you have. This motive has been

identified most frequently with entrepreneurial individuals.

The following questionnaire will help you measure your need to
achieve. Complete each sentence by encircling the letter correspondiag
to the phrase which most closely reflects your belief or opinion of

yourself.

1 Working is something:

a. I would rather not do

b. I do not like doing very much

ce I would rather do now and then (when I am in the mood)
de I like doing

e. I like doing very much




2. At home they think I am:

a. very hard working

b. bhard working

c. not always hard working
d. somevhat easy-going

€. Very easy=going

3. I believe that prenaring & long time for an important task:

a. does not make sense
b. is often a weste of time
c. can often be useful
d. 1is sencible and realistie

e, 1s essential to success
k, In general I am:
2. very strongly concerned abo:: the future
b. strongly concerned about the future
¢c. @& little concerned about the future

de not at all concerned about the future

5o Yhen I am working, the demands I make upon myself are:

a. very high

b. high
Cce. moderate
d. low

e. very low

6o I usually do:

a, much more than I resolved to do
b. a bit more than I resolved to do

c. Jjuct ar much az I resolved to do

d. much less than I resolved to do
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7+ VWhen I have a task to perform:

3. I usually set my heart on doing my best

b, I usually pay attention to the advise of others

c. I get distracted by other activities

d. I set aside the task to be done and forget about it

8. If I have not done a task well and have fallen short of
my goals, then:

a. I resolve not to give up and continue to do my best
to attain my goal

bo I exert myself a few more times to attain my goal

€. I find it difficult to give up

d. I give up

9. I think that to attain a high position in the cormunity is:

a. Unimportant

b. of little importance
Ce moderately important
d. very important

e. absolutely important

10, People succeed their fathers or mothers ss Manager of the

family business beeause:

a. they want to enlarge and expand the business
b. they can put their own new ideas into practise
c. this is the easiest way to make plenty of money

d. they are simply lucky to inherit thebusiness
1. wWhen doing eomething different:

a. I give up almost as soon as I begin
Y. I give up quickly
c. I give up but not after trying at least once

de I try many timee to do it hefore giving up

e. I do not stop until I have accomplished the task
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12, I can work at something without getting tired for:

a. & very long time

b. & long time

c. not too long a time
d. only & short time

e. only a very short time

13, I find friends who work hard:

a. very nize

b. nice

¢c. Jjust as nice as others who do not work as hard
d. not so nice

e. not nipe at all

14, I think good relations with my friend:

a. are very important
b. are important

c. are not so important
d. are unimportant

e. are completely unimportant

15. For fun and pleasure:

a. 1 usually have no time

b, I often have no time

c. I sometimes have too little time
d. I always have time

16. I am usually

a. very busy
b. busy

c. not as busy

d. not busy at all
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You will note that the sixteen items in the questionnaire represent
eight characteristics or traits which have often times been observed

among high achievere and erntrepreneurs.

To obtain your score use the following scoring key:

TRAIT Item Choices Your Score®
a b c d e

Hard Work 1 -2 -1 o] 1 2 ®eccoccvvccscnne

2 2 1 O -1 -2 [ A X A X R RN N XN NWYY ¥

Concem fOl' t}!e futum 3 -2 -1 0 1 2 (AR R RN EX RXRENYYW¥

lf 2 1 o -1 -2 @0 0sss000cvccsone

High aspiration level 5 2 1 0 -1 -2 ®000vvecocsnsene

6 2 1 0 -1 -2 ®0 0000000000000

Task/soal Orientation 7 2 -1 -2 ®vcosscssvsecrvses

8 2 O -1 -2 @000 e0csnccsence

Upward mobility 9 -2 ~ 0 1 2 ®tscssoececescrcosns

10 2 1 -1 -2 @90 0o0cnvscsvscne

Persistence 11 -2 "1 0 1 2 ®ss0000000000s00e

12 2 1 0 -1 "2 ®oecsosv00000c0s00

Recognition of others 13 2 1 C -1 =2 ®esvsccecccscces

lmouhow 1“ 2 1 0 -1 -2 @00 s00sscs0cvrrne

Concem for value of 15 2 1 (o} -1 -2 ®oevseescsscnree

time 16 2 1 o -1 -2 ®oo000c0rosecssnen

Your total score ®s00000c0c0esvee

Minimum Score: 8 points

High Score: 21 points or more

*To score, look for the number of points assigned to the letter

corresponding to the phrase you choose in completing the sentence

in each item.
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If you scored less than 21 points, you ought to train yourself to
be more achievement oriented. This will be discussed in session on

Developing Yourself for Entrepreneurship.

You should have scored at least 8 points, 1 each for the different
traits. A zero or negative score on any one of the trait indicates

weakness that you can set out to correct in order to improve yourself,

It is easy to imagine why achievement-oriented individuals get
ahead in life. They work hard and persistently. Because they are
concerned for the future they are willing to forego small conveniences
or discomforts at present in favor of much bigger and more satisfying
returns in the future. They aim high, so that they, usually demand
more from themselves when they work. They have the ability to
focus their energies on the task so that they are able to accomplish
things. They think it is important to attain some position or come up
with accomplishments in society. They are persistent workers even
in the face of hardships and difficulties. They like to associste
with people who are as hardworking as themselves and are knowledgeatble about
the things they are interested in. And they do not like wasting time
on non-essentials like having so much fun just for the sake of having

fun. Achievers derive fun from beingbusy in pursuit of worthwhile goals.
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APPRAISING YOUR WORK HABITS

Entrepreneurship is a way of life. It is a manner of accomplishing
one's tasks with certain attitudes, habits, perspectives and discipline.
One can be entrepreneurial if he works excellently dilligently,

profitably and effectively.
The following questions will help you take stock of your present
work habits. Answer each question honestly by choosing the statement

which most closely describes yourself at present. Choose only one

answer for each item.

1« When working on a task do you usually:
D a, determine on your own exactly what needs to be done?
/7 beallow others to tell you what is to be done?

2 When you work with others on a group task do you:

:7 a, act only when others start working?

D b, take it upon yourself to see that things get done?

e wWhat do you think about more frequently?
: 2, 1ideas and activities
: b. loving and influencing people
Lk, Which do you prefer to do?

C:‘ a. implement proven and tested ideas

D b. develop and implement new idess
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Se Which task do you always & first?

:7 a, that which you must do

D b. that which you enjoy doing

6e Do you:
7 a like to finish what you start?
D be like to start rather than finisrk a job?

7« When you recall past failures that make you feel bad, wkhat

do you do?
C7 a., immediately think of something else
D b. think of what you will do the next time scmething

similar happens
8+ Which one do you enjoy more?
7 ss 1implementing and working on ideas

Cj b. knowing the results of your work

9« Which happens more often to you?
D &, you under-estimate your abilities

D be you over-estimate your abilities
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10, Which do you prefer:

=7 .

o to lead a group and be responsible for them

L7 b. to be a member ang let someone else lead and
be responsible for the group

The answers usually given by entrepreneurz are enumerated below;

Score yourself 1 point for each item you answered accordingly.

1. a 6. a
2. b 7« b
3¢ a 8. b
b, b 9. b
5¢ a 10, a

What is your score? If You scored below 6, you need to improve
your work attitudes and habits.

Your responses to items 1 and 2 reflect whether you are a self-
motivated individual or not. The entrepreneurial individual sets
his own goals, that is, by determining what, how long or how often
things are to be done. He does not need anyone else to tell him this.
Alsc, he does not depend on otners to get things done. Whenever he
is personally involved, he sees to it that the goals (whether his

own or the group's) are accomplished,

Item 5 reveals how you spend your time, Entrepreneurial
individuals engage in productive activities most of the time. They
seldom waste time on unproductive chatter or play, for they prefer
to create and produce. They are disciplined at work s0 that they
don't waste time. They work by a2 schedule finishing that which

must be done first before going to the less important (but may be
more enjoyable),
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Item 6 describes your work attitudes. Entrepreneurial individuals
do not allow conditions to determine their attitudes towards work.
Even if the path to their goals is often difficult and hazardous they
go on working despite these difficult circumstances, and they fill
themselves with vositive thoughts about their rewards if they succeed

in attaining their goals. Thus, they finish their tasks cheerfully.

Items 7 and 8 reflect your concern for results or feedback on
your performance. You must not allow your past failures to discourage
you that you begin to pity yourself. Learn from your mistakes -
also from your success. Repeat those actions that led you to success,

eliminate those that made you fail.

Item 9 shows your self-confidence or lsck of it. Entrepreneurial
individuals believe in themselves. Most of the time they over-estimate

their capacities, thinking of themselves as better tham most people.

Item 10 says something about your leadership potentials.
Entrepreneurial people are 2tle to lead and they enjoy in taking the

responsibility for getting things donme on their own initiative.
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ENTREPRENEURIAL SKILLS

There are three (3) entrepreneurial skills emphasized herein.
It must be understood that these skills cut across the application

of management skills reguired of an entrepreneur.
1e¢ RISK-TAKING

Small enterprise owners should be concerned with five major

types of common tusiness risks:

1) changes in economic, market and technological ccnditions.

2) losses from various types of theft, shop-lifting, and
bad debis.

3) disasters caused by weather geological conditions, fire

hazards, and so on,
4) 1liabilities arising from negligence or other actionse

5) death or disatility of owner/manager.

The question of what to do about these risks should be addressed.
1) live with the risk or 2) try to remove them. The latter can

be done by:

1) Stratesies for handlinc rigke i

- o e -

a, A small firm can avoid more economically risky products

and markets,

EBxzmplesi:= ©products dependent on imported rzw
materials - extreme fashion influenced

products
t. OCbserve nore conservetive credit and debt policies
Examrles:- insist on cach sales only

~ obtain down paymcnt for procucts and/or

services orn job order,

c. Institute double checking ir the handling of money and
other ascets
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2) Shifting Risks tec someone else

a. Insurance coverage of assets

The small entrepreneur must be aware of some of the major risks

and business drawbagcks:

1) Risk losses

The small scale entrepreneur risks the loss not only of
capital but also reputation, friends snd sometimes even family.
Obviously if the busirness goes under you lose muchk or all of
the money that you and others bhave invested. A natural
consequence is freguently the loss of your personal reputation
and the friendship of others who previously had faith in you.
If you are successful, you also risk growing "out of touch™

with former friends axd family.

2) Anguish over uncertainty

With business fluctuation causing irregular income, and
success often depending on crucial events over which the owner
has no control, the entrepreneur suffers anguish over these
uncertainties. Hence, not only your own personality but alsr
the security needs of the family and temperaments of your
spouse anc investor friends must be suited to the uncertainty

involved in starting a new venture.

3) Time, Effort and More Funds

The small entrepreneur faces constant demends far in excesc of
what may sometimes be reaconable. 4uite 2 bit of time, effort
and money is required to get the enterprise off the ground. One
must be prepared to provide utmost care and occassional funds

infusion into the enterprice if it is to succeed.




L) Straining of Values

Many times business success may call for a compromise in
personal ethics snd values., Some soul searching decisions must
be made when counteracting comretitors where commonly accepted

ractices conflict with your bassic zmcoral values.
P ¥

5) Growth Dilermas

As your enterprise grows certain frusir-tions may come in
caused by your own very success. You may need to celegate some
opersting decisions to others since you cannot do everything

vourself,

GUIDE TC RISK TAKING

For successful business activities the entrepreneur shculd observe the

following guidelines at every stage of the business cycle.

(i) Identification of business opportunity/project - Identify

projects you cen mensge, wnege raw materizls are locally

vailable etc.

(ii) Purchase of machinery - purchcse machinery thet you can maintsing

whose partc are locally asvailatle; that can te repsired locally

etc.

(iii) Selectior of Technolozgyv = Selcct the techniques thet you can
change acccrding to the dictatec of circumstances; that can

be easily learnt ty the emcloyeez etc.

(iv) Selecticn of Labour - Select ckilled labour. Do nct employ

Mr. X because he is your relative or tecause of other reacons,.

(v) Financing the nroject = hiscenz the poccibility of meking a

profit tefore invecting y-ur equity intc the bucinecs.

rs
a

your money if you pul it in the
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PROBLEMS SOLVING/DSCISICN MAKING

Management is largely the process of problem solving. The

essence of management is to make decisions that commit resources

in pursuit of objectives of the business.

A.

5.

Problem

Problems can be defined troadly @s situations in which we
experience urcertsinty or difficulty in achieving what we

want to achieve e.g.
1) Stcpping smcking is a problem which you decide you
want to stop but cannot.

2) A machine malfunctioning is & problem if it prevents

you from completing work on time.

3) An excessive workload is a problem when it interferes

with your ability to work effectively.

Occurence of a Problem

Problems arise when an obstacle prevents us reaching an
objective e.g. when a bresk down in the machine of an
enterprise (obstacle) prevents it from fulfilling orders

(the objective). This is given by the following equation:

Objective + OCbstacle = Problem
(That which we want (That which
to achieve) prevent us from

achieving the

objective)

GROUES OF FROBLENS

1o Closed/Maintenance Problem

These occur when there ic a deviation from the normal or
unexpected state of affairs for excmple the unexpected
resignstion of « key member of staff, or the failure of
@ regular customer to collect his supply. In each case
the cause may be known or unknown but something needs to

be done & it it.
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2e

Open—-ended Eroblems

These occur when we want to achieve a specific objective

but there are certain obstacles blocking our progress e.g.

~ Failing to meet our sales target
- Improve efficiency

- Creating a new product

Solving a problem involves finding ways to overcome any

obstacles and to achieve our objective.

For closed problems, you need to define all the circumstances
surrounding the deviation frem the normal but for open-ended,
you need to define your objectives and any obstacle which

could prevent you from achieving them.

HO% TO SOLVE A FRCBL&M
1) Definition of the Problem
2)

Finding Possible Solutions

Closed oprotlems have one or & limited number of poscible
solutions while open-ended problems usually can be solved
in a large number of ways, e.g. The above is referred to
as problem analysic which involves identifying and collecting

the relevant information about the problem.

Chosing the pest Solution

This is the stage @t which we evaluste the pocsible solutions
and select that which will be most effective in solving the

problem,

It ie a procecs of decision making based on a comparison of

the potential outcome of altermative solutions.

i, Identifying all the featurer of an ideal solution

including the corstraints it hac to meet.
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ii? Eliminating the solution whichdoesnot meet the constraints.

iii. LEvaluating the sclution whichdoes not meet the constraints.

iv. Evaluating the remaining solution against the outcome
required,
Ve Making the decision to implement the solution.

In some situations before a solution is implemented You need to
gain acceptance of the solution by other people or get their

authority to implement it.

k)  Implementing the Solution

This involves three seperate stages:

i. Planning
The plan describes the sequence of actions required to
achieve the objective, the time sccle and the resources
required at each stage. Ways of minimising the rieks
involved and preventing mistakes hsve to be devised and
built into the plan.

ii. Putting the plen into effect

iiie. Monitoring to ensure that things are runring smoothly.
More over you should always be ready to accept responsi-

bility for the result of your decision.

PROELEM SOLVING = PRCCEDURE = AN “EXANFLE OF FMUSICAL BAKERY

STAGE CF PROBLEM SCLVING EXAMPLE
Recognisirg the problem Sales analysis has been shown a

fall in sales in the West End.




Defining the problem

(current situtation)

Objective

Analysing the problem

STAGE OF PROBLEM SOLVING

Possitle solution

Criteria for an

ideal solution

Best Solution

Implementing the soluticn

Reviewing succecs

69

Sales in the West restored to previous

level at least.

Restore sales in the Yest to previous
level withir 3 months.

Salesman for the wWest is Musa.

Musa moved home three weeks ago.

New home is at Upgun area.

Travelling tire to ssles aresa is three

hours.

Musa's sales day starts at 10.00 a.m.
and ends at 3,30 p.m.

EXAMPLE

feplace Musa in the East,

Offer Musa cash incentive to spend
week days in the West,

Restructure sales areas.

No extra cost

Keep Musa in the West if possible for

his experience.

Replace Musa,

Musa offered altermnative employment,

New salesman for the West recruited
and trained.

Musa resigns.

Sales in the West up to 15% within

three weeks,




EXERCISE

1o Consider any probler in your enterp-ise and explain how you

would go about solving it using the procedure ycur have learnt.

2. Make a list of the ressons why you think people may not find

the best soiutions to their problems.

NOTE: Prepared by R.B. Joanson, 0IC, Develor: !
Services, NIDFO, 1990,
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TEAF WORK EXERCISE

InAividual creativity is remarksble when you see it. But
creative genuises are few acd far between. What is more imprescive

is the creativity of a tesz of reople.

Time and time again it has teen proven that better creative
svlutions to protlems evolve from the collective interaction of a
small group of people thar are arrived st by the same people working

indivicually.

Step I. Give each participant one cory of the iilustrstion

below and the icstruction.

The figure you see is a sguare box on & simple flat plane.
Ascume thzt all of the zngles are right angles and that the sides are

of equal length., Your task is to count the total number of squares

you see in the figure,

Step 2 = Record the visricus solutions and how ruch time was

required (rot more than 2O minutes).
Step 2 -~ Divide the rariicipants into groups of three (3),

Step 4 « Give them the square figure, one for esch group and

let them werk on the same task of counting up the

total number of squires they see in the figure.
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Step 5 Record the various solutions and how much time was

required (not more than 20 minutes).

Step 6 = Compare results of individual solutions and group
solutions.

This exercise in team creativity may hold importsnt implicstion
for entrepreneurs. Two or more heads are very often as good as,
if not better, than one. You do not have to possess all the
creativity yourself to btuild @ succeseful enterprise. But unless there
is some strong creativity on your team, you have one disadvantage to

begin with.

Answer:

16 single squares
large square

corners, 2 x 2
corners, 3 x 3

middle, 2 x 2

e AT -al

centre, 2 x 2

30 Total

NOTE:  Adapted from New Venture Creation, 2nd Edition by

Tirmons, Smollen and Dingee Jr., Irmin, 1985,
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CASE  STUDY

MARY CONTEX - T1dC DRESSHAKER

At bh years old, Mrs lMary Conteh owns and manages a small but
profitable dressmeking shop for ladies. The major source of the
family's income, the shop also providec employment to 15 other
employees, Madam lary, as Mrs Conteh is fondly called, sells her
products all over Freetown and has begun to reach markets in

Guines and Liberia.

Not bad for a Class 7 student who, as a young girl, was orphaned
by her father, Madam Mary's poor and humble beginnings in Tongo,
Kenema have probably motivated her to be self-reliant and success

oriented.

The Zarly Years

Madam Mary, the second child in a family of four, grew up in a
small farm in Kenema. The family led a simple life. Her fzther was
& lumberman working in Tongo, while her mother was a farmhand who
occasionally buys and sells live chicken to augment the family income,
When her faither died in 1648, after three years of lingering illness,
there were no savings left to assume the children's education, ruch
less three square meals a day. The young Mary, for one, had to work
in orcder to finish class seven and to help her mother in raising

the family.

At an early a_.e, Mary learned and enjoyed the "art" of selling,
Anything che can lay her hands on, she sold to her classmstes, relatives
and neighbors., During schooldays she sold native cakes and boiled
cascava to her clascmztes., After school hours, she gathered potato
lesves, cascaves leaves, tomatoes and bananas in order that she could

sell these the followin; morning after attending clasces.
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And what iittle profit she earmed by selling was spent in buying

fish to be later resold to her neighbors. There was a time, too, when
she used to assist a neighbor who owned a food stand just so she could
earn her daily allowance, & free lunch and a few extra leones for her

mother,

For Kary, school vacation time was spent differently from the way
other childrer of her age did. It was & time to work harder and to
earn more., She used to go to the fields at dawn with seversl bottles
of soft drinks snd a basketful of bread and native cakes, These are
sold tc farmerc and ferr helpers who paid Lker mostly with rice which
she sold to rice merchants before the school vacation is over. By
night time, one found her ir the park selling tobscco, fruits or
peanuts. Cn Saturday, she maintained a small ccrmer in the public
parket to sell farm products. Sometimes, che also seld cheap

clothing which she got on credit fror other stores.

Upor reachirg her teens, her aunt who owns and manages a dress
shop in Freetown took her in as an apprentice. Believing that Mary
should be taught a prectica2l skill, her aunt made sure that she
learmed all the rudiments of sewing and embroidery. She was slso
trainec cn the techniques of buying and selling and managing a
dress chop. From being & simple seamstress therefore, Mary, within

four years, became her aunt's capable ascistant in the shop.

From this work experience her technical snd masnagement knowhow
were developed, She became very skillful irn machine anc embreidery work.
She learmed about textile characteristics. She learned atout design
and fashion and more irportant, quality @#nd quality control. Her
dsily wage then wac Lez0.CC but she did not really mind for she was

enjoying her job while lesrming at the same time.

The Take Off

when Mery got merried, she stiyz¢ in Frectown. Her coucin in the
gera dyeiny tuczinen: wal compleining thot her fibrics were net selling
«c fast & che wished. HMery then bou bt én old cewving mechine on
instalment andput up rer own drecs schop. Ohe uced her cousin's unsold

febrice on ¢y dit «nd peld bicw o the cold rer drecsec,
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3y 1982, Madam Mary was on her way to a successful entrepreneurial
caresr, =ith an accurulated family savings of Le10,000.00, she bought
an additional sewing mschine and hired iwo apprentice sewers to assist
her. 3he then came to appreciate the fact that she likes being her
own tozs; of earning more, of working beyornd 8 hours and of putting
to use what she leammed froc her aunt. 3By this time she has studied
the mesrket for dresses and had decided thzt emb:roidered ladies' wear
were becoming in demand for ladies with money. She taught an apprentice
the techniques of emtroidery work and made some dresses with embroidery
gesigns. The diversificztion of product design proved successful marketing

wise., Her working experience in her aunt's chop served her well in

running and managing her own enterprise.

Today, her dress shop has 15 employees and 12 sewing machkines.
It is a testimonial to lMadsm Mery's successful entry into the entre-
preneurisl world. OSne now smiles as she looks tack to her early poverty
and difficulties. She is grateful that her own children need not
strugcle as hard as she did. Her family is enjoying the fruite of her

labor and entrepreneurial drive,

From a young hard-working girl who sold almost anything, Madam

Mary hzs come a long way as the owner-manager of a growing business.

Luestions for Discussion

l. At vhat stage in her life did Madam Fary exhibit
entrepreneurial qualities?

2e Based on this succecs story, heve you formed positive

ideas as to whetner entrepreneurs are borm or made?

Explain.

3. How did Mary spend her vaction” How did this experience

contribute to her mansgement of the enterprige?
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which experience sharpcned Madam Mary's entrepreneurial
talents to the fullest? Trace her entrepreneurial career

from i.ereone.

what opportunities along the way did Madam Mary

perceive and use?

This s a hypotheticzl case adapted from Introduction to

Entrepreneurship published by SERDEF in cooperation with the

UP - Institute for Small Scale Industries, 1989, Details

have been reviewed as to appropriateness to Sierra Leone

conditions with Mr Hans-Kawa, Development Cfficer, NIDFO.
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GUIDELINES FOR VISIT TO AN ENTREFRENZUR

A, SZLiCTICHN CF PRCS=CTS TC BE VISITED

The cource co-ordinator in conjuction with the Industrial
Engineer identifies two to three entrepreneurs whose project or
business activities would be exciting enough to visit at the
given time. Frior arrangement is mzde by informing the entrepreneurs
to be visited of the time perspective anc¢ what Guections they may

expect from participants.

B. VISIT PROCEDURE

1. All participants sbout 15 - 20 in number led by the Course

Co-ordinator/Resource Persons move from one preject to another,
2. Introduction is made by Ccurse Co-ordinator
3. zontrepreneur gives z brief tzlk about his/her cncounter with
{IZFC's £mzll Znterprize Development and Finance

Operations, if any.

L., Participsnts hzve the chance to ask relevant questions for

clarification.

5. Coompliments are given to the entrepreneur for accepting and

entertcininc the group.
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DEVELOPING YCURSELF FCx :NTREFRENCURIAL SUCCESS

This session will discuss useful tipes to help you accuire the
orientations, habits snd attitudes which are important to entrerre-

neurship.

1e Set Your Own Goals

Develop the habit of having 2 purpose in whatever you cdo.
You are more likely %o get what you want if you know what you

went and are willing to work for it.

In setting goals remenber the following:

1) Be reslistic. Know your strengths and wesknesses as well

as the support and obstacles present in ycur environment.

2) Be self-reliant. Do not aim for something which depends on

many other people and cir~“mstances for its attainment.

3) Select those goals which sre importsnt to you and which

allows you to perform your best.

L) Focus on positive objectives. In other words, try to think
of goals which will make you do or attain something rather

tuan thoze which call for you to stop or avoid things.

5) Gather as much informatior. as you can on the goals which you
set. Try to set both shurt- and long-term goals for

yourself, These goals have to be regularly reviewed and

modified.
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3.

Believe in Yourself

Celieve that you can achieve your goals. If you have no

faith in yourself, no one else will.
Here are ways to develop your self-con’idence.

1) Know as much of yourself as you can. %hst are your strengths?
What are your weaknesses? Take time cut regularly to assess

your strengths and weaknesses.

2) Look at your qualities in a realistic manner. Neither
underestimate nor exaggerate your own abilities and talents.
Compare your ideas about yourself with what others say
about you.

Talk to your family and friends to know whst they think of
you. If you can, get to know why scme people avoid making

friends or working with you.

3) Emphasize your ctrengths anc playdcwn vour weaknesses by
choosing activities and goals where you do best., Select
things to do which allow you the freedom to express yourself

most creatively. Harness your capacities as much as you can.

L) Take czre of yourself physically so that you look good to
yourself and to others. If you look good, you will feel good
about yourself. This will be translated as confidence as you

move sround &énd pursue your goals.

Guard your Thoughts

You can control your mind aznd use it productively. Avoid
negstive thoughts and ideas if Jou cannot learn from thenm.,

Alwzys try to profit from what goes cn in your mind. If you fill
your thoughte with positive ideas, you are more likely to have

confidence in yourcelf, in others, and in the vorld at larce,

You are slso rore likely to think big and accomplish big things.
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Wher things go tad a little sense of humor will help you

see the brighter side.

Aim to Leavn &nd Grow

stop

People who are happier and more successful in life never

leaming ¢nd growing personally and professionally. Take

advantsge of every opportunity to learn somethin new, such as

a new ckill, atiliity, strategy, method, idea, craft, positive

an¢ productive sctivities.

Use Your Time visely

time.

1)

2)

L)

5)

Develop good habits that make efficient ancd effective use of

Some tips to help you organize your time are:

For one week, record how you spend your time. reep track of
your activities during the week and summarize how much time
you spend on working, visiting friends, selling your
products, eating, consulting with others swvout your business,

waiting, etc. How productive is yovr time?

Know your priorities. Haow what you wort done so thet you

are nottempted to wzste your time on non-essentisl things.

Work according to an orgsnized schedule frcm day to day.
Identify daily specific goals or “'things to do". It ic best
to do this in the evening before you go to bed. Think in
advance of what you must do the next dey so th-t you make

up in time &nd go tc work directly on your schedule,

As you accormclish each item of "thinge to do" ciieck or cross
it out in your lict co you will not west: tine reiding tne

wnole lizt over znd over #gain,

work on one thingz at o time wo you cin zoncentrite fully,
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6) Stick to your schedule. Avoid day dreaming anc see to it thst
you minimize and discourage interruptions. As you are working
on something, do not stop until it is done. “hen in the middle
of dcing something else you ought to do, note this down in your

list. Let it wait until you have finished what you are ncw doing.

7) Vork in blocks of time by setting a deadline for yourself,

8) Te self motivsted. Cultivaste the habit of enjoying the work

whatever it is, if you have to do it.

G) Do the difficult tasks first because you are most productive

at the start. As time goes on, your stamina tends to decrease.
10) Reduce effects of interruption.

11) HMinimize bsck tracking. This is 2 sign of bsd planning and

poor organization.

12) Be a finisher. It is easy to start thinge but it takes plenty
of discipline and work on your part to finish many of the things

you start.

1%) Relax while you work. It is better to work at a steady speed
rather than in sudden tursts of energy. While you may be able

to work much facter under pressure, you will also tire more

eacily.
14) Reflect regulsrly on the wey you use your time.

6. Be Creative

If you use your time wisely, you will bsve puch left for creativity,
After the routine sctivitiec are done, teke time out to develop snd
implement new ideic. Do not content yourzelf with the way things zre
tr.diticnaily done, seen or used. In your creative momente try asking

one or wore of the fo!lowing que:tions:
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1) 1Is there a way to do this

- more easily?

- quicker?

- more confortably?

- cheaper?

- more clearly and neatly?
- more attractively?

2) Can it be made

- more useful (multipurpose)?

- more adaptable to other uses?

3) Can its value be enhanced?

4) Can it be combined with some other tool or device?

5) Can the distritution methods be improved?

Be 2 Winner

Some people have "loss" attitudes. They are afraid of many things.
They complain, are bitter, are hurt, are sick and all sorts of

negative things.

Be different. Go through life like you are going to be a winner
rather than z victim of circumstances. Think positive and think big.
Know ac much as you can atcut your tasks snd your goals so you can
influence the odds in ycur favor. Ahim to succeed rather than misusing

losses.

Be a Leader

Learn to les¢ und teke recponcibility for the accomplicrmente of
your work group. You should be atle to combine civerce tslentc ind
resources into & winning team. WFoke deciciones objectively and
confidently., Develop eppropriate levderchip qualities and behsvior

in yourself as well &c in otherz. Leurn tc work well with peorle.

Develop good linteming habite snd lecrn to comrMeicute well,
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9. Lesrn from Enterprisinc People

Associstc with entrepreneurial individusls. Fattern your
life style, values and hakitc, after successful entrepreneurs,
particularly in your field of interest. Read about them, and

if possitle, mcet ancé talk with them.

10. Practice ctntrepreneurship

Know what it is like to run oand manage vour business efficiently.

It must be mentioned at this point, that the entrepreneurial traits
and characteristics discussed here and earlier sessions are not the
the only reguirements to a successful business enterprise. There are
other skills and xnowledge, particularly relating to the technicalities

of running a business which you have to learn as well.

NOTE: Adspted from Introduction to Entrepreneurship, SERDEF/UP-1551, 1989,
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DETERMINING YOUR ENTREFRENEURIAL READINESS

After all the discussions and insights you have been through in this

ENT are you ready fcr entrepreneurship?

Hereuncer are 10 questions the answers tc which will give an indication
of your entrepreneurial readiness. Put a circle around the letter that
most nearly express what you feel. Try to be as honest as you can to

yourself,
1. Are you a self-starter?

a., I do things on my own.

Nobcdy has to tell me to get going.

be If sozeone gets me started, I keep going all right.

c. I tskxe it easy. I do not put myself to so much
troutle, unless I really have to.

2. How do you fee about cther people?

a. I like people. I can get along with just about anybody,
b. I have many friends. I do not need anycne else.

c. liost peovle irritate ne,
3« Can you lead others?

a. I can get most people to go along when I start something.,
b, I can give the order:c if someone tells me what jhould do.
c. I let someone else get thinges moving. Then I ng

if I feel like it.
k. Can you take responsibility?

#. I lixe to take cherpc of thingc and see therm through.

b. I will take over if I have tn, Lut wouléd rather have soreone
elsec be recponcitble,

c. There is always scme over-achiever around wanting to show

hovw emart e iz, T uzuelly let him
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7.

How

a.

b.

Ce

How

b.

Ce

CXY

b,

Ce

Can

a.

Ce

Can
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good ar. organizer are you?

I like to have a rlan before I start. I am usually the one

to get things organized when the group vants to do something.

I do alright unlesc things get toc cenfused. Then I quit.
I get a1l set and tnen something comes along and presents

too many rroblems. So I just tzke thirgs as they come.

good = wericer are you?

I can keep going &s long a= I neecd to. I do not mind werking
hard for sometihiing I want.

I will wecrk haré for = while, but when I have had enough,
I will stop.

I camnot see how hard work can get me anywhere,

you nake decisions?

I can meiie up my mind in 2 hurry if I have to.
I can 1f I heve plenty cof time.
If T have to meke up my mind fast, I realize later I should

have decidec the other way.

people truzt what you say?

Cf course they cen, I do not say thinge I do not mean.
I try tc be ctraigl.t forward most of the time, tut sometimes
I just say what iz easiest to say.

Why bother if the other {:llow does not know the difference.

you ctick to vhit you start?

If I make up my mind to do cometning, I do nct let an;thing
stop me until I finish.

I usually firick whiet I stert = if it poes well

If it doev not so well, I quit, “hy bother?




10. How energetic are you?

a. I never feel tired or rundown.
b. I have enough energy for most thinge I want to do.

ce I run out of ensrgy sooner than most of my friends seem to.

Scoring:

How many "&'s" have you checked?
J

How many "b's" have you checked?

How many Yc's" have you checked?

o

If you checked
neurshipe.

or core "a's" you probably are ready for entrepre=-

If you checked € or more "b's" you may have difficulty in running a
business by yourself, 3ut you can still succeed if you find & partner

who is strong on the zoints you are weak in.
If you have 6 or more “c's" chances are not even & good partner will

be able to give you the suprort you need.

NOTE: Adapted from You, Yoo, Can start your own Business published
by SERDEF, UP-Institute for Small-Scale Industries, 1990,
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INTRCDUCTION TC MANAGEMENT

INTRODUCTICN

Managers in every organization or business set-up perform certain
functions for the purpose of achieving goals, or operating profitably

where applicatle,

The work done by managers is ccncerned with performingz the functions of
planning, organizing, directing and controlling to achieve the set

objectives of the business unit.

Managers perform these functions within the boundaries estatlished by
the external envircnment and must consider, shareholders, govermment,

labour union, sup:liers and the generzl public.

THE zUNCTICNS

Planning

Planning, the firet fun-tion of manzgement is concerned with determining
the goals firm has and the specific or poscsible mecncs of achieving these
goals, Detemining objectives and the courses of action needed to
achieve them is a 'process' and not a one-time action which terminates

instantly.

Plans are subsequently developed to specify the menner in vhich set
objective:r are to be accomplishted. Appropri:te policies, procedures
and rules :re then created tc specify in grester detezil as to how the
plsn would te operated. OStandards sre developed to determine the

attainment of the virious sspects of the plan.

The successful 1lsanner doec not cperate in # vecuun end muct Le flexible
encugl. to recpound tc changing extern:l end interm: 1 conditions.  The
plan ig cvaluatced znc nedficd to conform to the current and

snticipi ted situstions,




Crganizing
An organizaticn must be created to zccomplish the gosls and plans.

Human and economic recources are allocated tc various job areas
within the firm. Pelatiorsnips are estakliched ameng the various units

within the firmm.

The managerent function of organizing is concerned with developing a
frarmewcrk that relates all persennel job assicnments snd physical
resources/inputs requirec¢ for work to be done. The frame work is

usually termed organization structure.

Directing

This function is ccncerned with stimulatinc workers or memkers of the
L5

orgenization to undertske actions ccnsistent with developed plaes.,

Directing involves creating & climste with gocd communication and one
that iz conducive to the effective motivation and leadership development

of the workers.

The procesc of influencing or stimulating a person to tcke action that
will accomplish & desired goal is known as motivation. Leadership
involves any attempt at influencing the behavior concide with the gcals
of the organization. Vorkers are to be given challenges thzt will
develop their leadership capabilities apart from services teing rendered

for the tusinesc now.

Controling

The purpose of establishing controls is tc ensure proper performance in
accordance with the plans. Through the ectablishment of controls,
manageteni. is #ble to compsre actusl performance with the pre-determined

plan, in the evert of wunsatiefsctory performance.

Cbjectivec and pléns provide the bocis for the control procec

o
e

Lffective control therefore depends on sound msnagerial rlanning.
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The control process involves three critical areas, namely:

- Establishment of suitable standards;
- Compariscn of performance to standard; and

- Taking corrective measures.,

CONCLUSICN

The basic management functions of planning, organizing, directing
and controlling are rerformed by managers at every manning level

within an crganization. It neceds to be mentioned however thzt the
amount oi time and effort devoted at each function will depend on

the menagerial levels in guestion.

In order to be effective in carrying out the functions discussed, a
manager must poscess snc continually develop  such eccentizl skills
as: Technical Skill, Communication Skill, Human Felztions, Analytical
Conceptual Skill. The need for these ckills also vary according to

the differznt levelz of management.

NCTE: Prepzred ty R.B. Joinson, OIC Development Services,
NIDFC, 1990,






