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Jason is a founding Director of edge - a specialist Enterprise Development

company - and architect of 2 of edge’s business units:

« The edge ED strategy unit helps corporations maximise the social and
financial impact of ED investments;

« The edge Growth Accelerator unlocks explosive growth in SME’s through
holistic, strategic, systematic growth support (focus on expansion phase).

Jason started his career in business strategy with Bain & Company, a global
strategy consulting firm, where he spent 50% of his time at the interface
between global corporations and local SME’s (e.g. on SME subsidiary growth
projects) before returning to South Africa to use business to help the poor.
Jason was COO of one of SA’s leading training businesses and COO of the Cida
Investment Trust, doing BEE Private Equity deals with SME’s. Jason developed
an SME Growth Acceleration methodology for an African SME Private Equity
Fund. The approach had such profound impact that Jason spun it off as a
business to create jobs through SME incubation, and edge was born.

Jason has a BSc.Eng (Elec Eng, Honours, Cum Laude), a post-graduate B.Phil in
Sustainable Development (Cum Laude), and is currently crafting a Masters
thesis in global ED Best Practice.
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I Why does ED matter?

Global
perspective _ ED is crucial

Local, long *Business sustainability in SA hinges on a stable socio-economic climate
term * A stable socio-economic climate hinges on job creation (and hence ED)
perspective

Local, short *B-BBEE codes
term * Opportunity to translate ED “tax” into return generating investment, and
perspective competitive advantage
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ED is growing SMME’s to create jobs

Provide services to
help local enterprises overcome
growth constraints

Grow local enterprises

Create more and better jobs

Grow the economy
& improve lives of the poor




I But ED i1s more complex than ad hoc help
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Time A Growth hurdles

ED must always target sustainable, profitable growth. No
growth, no jobs and no corporate benefits!
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60 years of effort
Governments

Development specialists
(World Bank, IFC, USAID,
DFID, etc)

Corporations (Shell, BP,
etc)

10 years of intensive efforts

Several billions of dollars
spent

What have we learned from global experience?

» Achieving powerful impact
IS possible (several success
stories)

e But it is not easy:

e ED is complex and highly
nuanced

* Good intentions are not
good enough!

» Customised best practice is
essential




I Best practice does exist, though it must be tailored
to each specific ED context

Target job-creation & corporate
returns

Focus on value chain integration
in the right economic sectors
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I The way ED is being done in SA today, it is unlikely
to have a fraction of the impact it could

SA corporate efforts

Target job-creation & corporate x
returns
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Focus on value chain integration
in the right economic sectors x
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I 5 crucial principles

Take It seriously... Invest in impact
Focus on value chain opportunities

E) Think incubation

B Be strategic about impact

Pick the right incubation models & partners

|r1d.|.-\.a erplogive growth
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I Key takeaways

Situation
» Enterprise Development (ED) is recognised globally as the most powerful weapon against poverty
» For corporations, it is the pinnacle of CSR: able to generate greater impact than any other form of CSR, and able to
generate direct shareholder value
* In SA, BBBEE regulations create a R10Bn (est.) market for private-sector driven ED
» This has the potential to double the rate at which jobs are created in South Africa!

Complication
* 60 years of global ED experience makes it clear how difficult it is to get ED right
» But locally we are paying very little attention to lessons learnt globally, which will result in one of the most powerful
CSR opportunities ever afforded this nation being squandered
» Alas, most of SA's ED efforts are currently doomed to failure for lack of effective strategy and execution in a very
complex field

Key question
» How can we (corporate SA) turn this around use and ED as an effective tool to build the nation?

Most crucial principles:

» Take it seriously — invest in capacity, capability, best practice & the best partners

» Focus on the value chain

* Incubate - provide systematic, medium- to long-term support to unlock growth and jobs

» Pick the right ED model and partners. Different models are suited to different ED ventures. In SA in particular,
creating globally competitive SME’s is essential to truly create impact

» Be strategic! ED does not automatically solve all problems. Pick ED projects that will generate the right forms of
impact

_edge




I Appendix: Case studies

Supply Chain

 Anglo Zimele, SA

» Delta Motor Corporation, Zimbabwe
* Fiat Automotive, India

e Du Pont, Columbia

Distribution
e Coca Cola SA

e Unilever, Viethnam

General SMME support
e Shell, Global

e Chevron Texaco, Kazakhstan




Anglo Zimele, SA

Combine support to Black Economic Empowerment (BEE) SMEs that supply
Anglo with non-core inputs, along with more general support to the SME sector

Source: UNIDO (2004), Partnerships for g

How It works

Anglo American established dmele a5 a sepamte organization in May
2000, with afund of $2.3 million, its own Board and a permanent staff
of three. The current pregram evoled out of the Anglo and De Beers
Small Enterprise Initiative, established in 1989 to formalize Anglo's
support tothe SME sector.

Bueiness Development Cfficers (BDOs)within Anglo Group companies
also support the Zimele program, and work clossly with precurement
and purchasing departrments to identify opportunities for BEE SR Es o
supphy gocds or services to Anglo American. BOOs support Sk Es during
the preparation of tender docurments, and bring in other technical
resources &5 required from within Angle American, but are not irvclved
in the ad judication process.

The Zimek program has two main elements:

B Topmoactively seek out opportunities for Bladk Economic Empowver-
ment (BEE) SMEs to supply non-core goods orservices to Anglo
Group companies; and

B Tosupport BEE SMEs more broadly, including those with links to
Anglo Group companies, through the provision of fina noe, technical
assistance, business planning services and the trarsfer of skills.

In addition toseeking out specific opportu nities for SMEs to supply

Anglo, BDOs and Zimele's cone staff look for investment opportunities

for Zimele . The program provides boan finance and equity support up to

$230,000 per company. Mary SMEs that receive support from Zimele
hawe some connection with Anglo, but this is not a requirement.

Why they oid it?

Anglo American recog nizes the potential for increasing effidency
through greater SME cutsourdng. With support from Zimele, there are
rmany areaswhere smaller more specialist companies can outperform
Angla in non-core business activities and reduce Anglo's costbase.

Angl American has supported Black Economic Empowerment (BEE) in
South Africa for more than 30 years, from apartheid inthe mid 1970s
tothe present day. The Zimele program not only provides support to
SMEs that supply Arglowith non-core inputs, but also supports BEE
SMEs in sectors thatare nat linked to mining. In some cases this takes
the form of supporting former employess to sat up their own busi-
nesses, but alsoinwalves support to SMEs with no link to Anglo.

Partnership approac

The kevel of direct engagerment from Anglo American is high, with
support from top executives, line management and business dewelop-
ment managers, as well as access to the netwark and business
intelligence of the Anglo Group. Zimele coordinates the support to
SMEs and makes loans and investments, but this was established and is
rmanaged by Anglo American.

Anglo American supports other BEE programs that involve direct
partnerships with Gowernment and ather actors. For example, the
rezenthy established Anglo Khula Junior Mining Fund, a $5 million fund
jointhy financed by Anglo and Government, supparts small- and mediurm-
sized mining companies that are more closely engaged in Anglo's core
busineszes. SMEs suppaorted through the Zirmek program engage with
Anglo Armerican’s non-oore business.

Resuits

B During 2002, Anglo Armerican’s divisions oollectively spent $365 million
on goods and services from BEE SMEs, which is projected to increase
to 440 million in 2003,

B Fimele has made 29 successful investments to-date in a broad range
of SMEs.

Key Learning Points

Small Enterprise Development. Report

prepared by Deloitte, for UNDP and u

UNIDO. Pp 15

Projects must be commercially viable before support is considerad,

Shareholders must ke managers and invest their cwn capital contributicns.

B Irvestmertsentrapraneurs need intensive support and nurturing in the early stages, but dependence must be gradually
reduced and the investor must have a clear exit strategy.

_edoe




Delta Motor Corporation, Zimbabwe

Support SMMESs development by assisting entrepreneurs in establishing their
own businesses

How It work s

Senior management works with the procurement departrment to
identify SME outsaurcing opportunities. Each Strategic Business Unit &
free to pursue the business linkages and outscurcing opportunities best
suited to their nesds. When SME partners are identified, they are
encouraged to attend a twio-wesk entreprenaurial developrment
courss run by Ermpretec.

Partrership approach

Delta works with Empretec to ad minister the program, butako adopts
a hands-on approach toengaging with SMEs. Delta provides ShEs with
access o its advanced systerrs and processes and works in closs
partnership with therm to ersure they are able towork with Delta’s
business systems. Delta provides management support and acoess to
capital equiprment at no oost.

In addition to training and mentoring, the company has established a

Resuits
revohing fund of $1 million to provide seed capital to new enterprises. There have been many cases of successful autsourcing aa result of the
Approved candidates with sound business plans are provided with szed program:
capital and a program of support to start their businessas.

B Cleaning, catering and laundry services have been outsourced across
Wiy they dkd it the cormpany.
Due tothe deteriorating economic environment in Zimbabwe, the Delta I .
Zarporation needed tofind ways to reduce its cost base, foous - Efmr;:;e:sdl viion has outsourced housskesping and food and

resaurces on its core business and increass outsourcing o 5MEs. In
some cases Delta had to make redundandes, butsome farmer
ermplovees have been able to establish SMEs that supply Delta.

Redundancy payments for some employees being ket go have bsen
waived becawse the employess have been absorked into the new
) . L sarvios providers.

The company also saw an opportunity to use its position in the economy
tosupport SME developrment, inan environment of high uremployment
with many SMEs struggling to stayin business.

Relatiznships with gowernment have improved as a direct result of its
enteprise developrment support and the company’s reputation has
been significantly enhanced.

By 1997, a total of 250 jobs had been created by “Stand Up and Go”
Today, Delta Corporation continues to do business with 26 entrepre-
neurs who participated in the program. SMEs have gained access to
wider corporate markets, leading to higher tumowver and continued
contracts with Delta Corpomtion.

Source: UNIDO (2004),
Partnerships for Small
Enterprise Development.
Report prepared by Deloitte,
for UNDP and UNIDO. Pp 21

Key Learning Points
B Undarstanding and appreciating the long-term business benafits of cutsourcing provides the foundation for a systematic
SME support progranm.

B Buy-Hn and support from senior managemearit and the main operating divisions is necassary in order to follow a strategy of

greater integration with SMEs. I




Fiat Automotive, India

Develop a clear-tiered market structure among automotive component suppliers
through strategic development of automotive component suppliers, by providing
support and training particularly in plastics, rubber and metalworking

How It work s information infrastructure to disseminate know-how to local

Twenty SMEs were selected to participate in a S-month intensive companies. The Autormctive Research Association of India, a leader in

linkage program and received the following assistance: automative engineering and testing, provides technical'=nginesring
support to the program.

B Ten days of shopfloor assistance spread owver & months, covering

production procsss Bsues B The Prince of Wales Busingss Leaders Forurm acvises SMEs an social

and environmental auditing. The Ministry of Ind ustry of the Gowvern-

™ Fivedays of classroom training an critical management issues- rent of India ako participates in the program to provide financial
®m Twi study tours to help benchmark the performance of participating support and policy guidance. Fiat, UMIDD, and the Government of
enterprisas India maks finandal contributions to the program. All partners make

. . i contributions to staff time, travel costs, and technical advice.
B Anintermational study tour to Paris

B Factory visits in France and taly Resuits

Cuantitative improvemeants:
Wiy they did 1t B Theaverage kead time required for production and completion has
In the late 19905, Fiat decided to make a large investment to establish besn reduced by 52%

an automotive asssmbly plant inIndia. This type of investment,
however, was threatened by the shortage of autorative component
manufacturers that supplied locally manufactured parts and compa-
nents. Developing a clear-tiersd market structure, a high-impact B Workerabsen teeism declined by 30%
dernonstration program to introduce kan manufacturing concepts, and
exposing component suppliers to a well-structured supply chain were
high priarities if Fiat's investrment was to be a success. Accomparnying
this wias an effort to strengthen the capacity of ocal support institu-
tions to provide training and consulting services to SMEsin this segment.
Fiat, UNIDD and the Gowernment of India invested $305,000 for the
first demorstration phase until the end of 1999, The main phase of the @ Improved awareness of the relatiorship between quality and

B Theavemge number of hours of in-house training has increasad
from 3.2 to 238 hours per month

B The use of standard cperating production procedures has increassd
from 9% to62% and space utilization improved by 25%

Guaiktative Improvements:
B |ncreassd awareness of production efficiency issues

program, which alsoinvabeed irstitutional capacity building and prod uction efficiency

tech rnllcl\gyac\quis'rtim components, equired resources in the orderof = Dramatic improvement in logistics

42 .Emillion.

B Rather tha n viewing workers simply as hired help, management has

Partmers p approaci begun tovalue workers as a cormpany asset. This has led several of

® The Autornotive Component Manufach rers Assocation of India the participating SMEs to establish profitsharing proagrams, social
Source: U_NIDO (2004), . provides access to component manufacturersin India, day-to-day and health programs for workers, and regular gatherings betaween
Partnerships for Small Enterprise managerment of the program, and access to a well-established the managers and the workers and their families.

Development. Report prepared
by Deloitte, for UNDP and
UNIDO. Pp 15 Key Learning Points
B Partnerships betwesn large multinational companies, developing courtry governmeants, the dornor community, specialist
SME support organizations, and local industry bodias have the potential to transform an industry sector and attract forsign
irvestments in that sactor.,

_edoe




Du Pont, Columbia

Financing for farmers so that they can purchase inputs from DuPont to
maximize their yields for the season

Source: UNIDO (2004),
Partnerships for Small
Enterprise Development.
Report prepared by Deloitte,
for UNDP and UNIDO. Pp 28

How it woork s

Under DuPont’s leadership, the partnership, which includes the Minstry
of Agriculture, Finagro, the Agrarian Bank, the Mational Agriculturs and
Livestock Board, and the State Houss of Compersation and Security,
developed a program that allowed for upfront financing so that
farmers could afford to purchase the inputs that they nesded for the
season to maximize their yiekds. DuPant intred uced the Intsgated
Agricultural Plan (PAID, in Spanish) in 1995 to provide farmers with
financialand commencial sol utions, as well & tech nical assistance,
through an integrated suppaort systern. The plan enabled farmers to

The PAID systemn provided farmers with credit inthe form of inputs
required forerop prod uction. Farmers also received tech nical assistance
throug haout the cultivation pericd. The system ermphasized training and
technology trarefer to improve farm practices of the farmers, so that
they could become mare effident in managing environmental and
financial resources. Training coversd the safe use of farmn chemicals,
their environmental irmgacks, wiorki ng with local communities, and
handling and safely disposi ng of packaging. Two training and develop-
ment centers wene corstructad.

Why they did It

In Zodurnzia, farmers have trouble getting credit because banks s=e
farming a= a high-risk activity and small farmers generally have very

e assets that can be used as collatzral for bank lcans. While
Colurnbia is a potential grosth rma rket for DuPont agricu kural products
and seed, DuPont was koking forways of improving the social and
economic conditions of a broader cross-section of growers in Calumbia
in order to maxim ize the kbng-term health of its business,

DuPont Calumbia realized that the prevailing systerm did not help small
farmers bacorme successful, so the company initiated a partnership with
a group of arganizations that focused on identifying the issues and then
implementing salutiore. Local DuPont leadership determined that the
prowisionof firancial planning and soft credits would be the best
approach.

Parimarship approach

Szarching for credit quarmntses that were novel enough to mest
farrmers needs and atthe same time conventional enaugh to be
acceptable to the banks, DuPont worked with the Mational Agriculture
and Livestock Board to use forward contracts. Under such a contract,
farmers =21l their harsest in advance to different agro-industriesin deaks
agresd upon through the PAID systern. Farmers are gquaranteed a figed
price and payrment date in advance, and the buyers are guarmntsed a
supply ata fized price. DuPont discovered that this formof farming by
contract dereasas uncertainty conceming crop sales, allows for
adequate financial planning, and kewers commencial risks.

Resuits

B |n 2000, there were more than 2,000 hedares of corn planted
under the PAID plan in regions such as Condoba and 1,000 hectares
aif sarghurm in Atlantico.

B PAID's success has encouraged DuPont to plan to indude rice
grosvers and to continue to cultivate effective financial solutions that
will expand the agricultua | frontier and intermationalize the
developrment of Colombian agriculture,

Key Learnimg Points

m FPartnership approaches are important whan providing integrated support in the agricultural sector irvoling both technical

inputs and finandial services.

_edge




Coca Cola SA

Developing the capacity of the distribution network comprising
individual entrepreneurs in underdeveloped markets

How it works Partnership approach

The Entrepreneur Develcpment Program helps small entrepreneaurs Coca-Cola provides support and incentives to its retailer network

enter the Coca-Cola distribution network, Coca-Cola selects pram ising through business skills training and access to capital, in conjunction with
entrepreneurs and helps them start businesses as retailers in the Coca- local bottling companies. It is the local bottling companies that provids
Colasystermn. Coca-Colas support indud es: the link between Coco-Cola and the entrepraneurs, and that develop

N ) ) ) . ) ) innovative solutions for entrepreneurs.
®m Training in basic business skills such as pricing, stocking, forecasting,

leqal requirements, sales, customer relations, marketing Results

m Providing preferential access to working capital and equipment, such @ 7,000 people have been trained in South Africa, since the program
asthe initial stock and trolleys and coolers began in 2000.

m Further assisting entrepreneurs who demonstrate successfulresults @ 3,500 outlets have been created in 2000 as part of this program,
by upgrading their business equipment and ancther 3,000 in 2001,

m Developing innovative solutions for these entrepreneurs, such as B 12,900 jobs have been created i the Coca-Cola systern in 2000,
transport bicycles, or mobile coolers for street vending m The South African government reduced the tax on sugar to support

Why they did it funding of this prog ram.

Thispregram supports Coca-Cola’s commerncial strateqy by

® Penetrating new markets

W Increasing the sustainability of retailers

Key Learning Points
m Investing in retailer's training and fimandial support provides a more sustainable retailer network.

m Reward of additional support is a strong incentive for entrepreneurs to perfiorm well,

Source: UNIDO (2004), Partnerships for Small Enterprise Development. Report prepared by
Deloitte, for UNDP and UNIDO. Pp 30

_edge




I Unilever, Vietham

Developing a range of sourcing and distribution “partnerships” with local SMMEs

How it works Whythey did it

Inthe *990s, many lecal raw matesial aad manutacturing suppliers SME: need not ke alienated from the efforts of large companies to
lacked know-how in terms of management concepts and style, cost- estaklish strong marketleadership. Unilever's aoproach in Vistnam witn
effective cperations, technology, quality cortral systems, safety [zcal pusiness partrers zllows it to keep operations =im, cost-effective
standards and envircnmental awaeness. They a=o lacked acczss to and Texibe byutilizing capital resources ard responding quickly to

business financing. Unliever icentified those suppliersthatwere willing aenstantly changing market condition:,
ard able toimplkment new practices and then worked closely with

tham to help develop their capability gaps. Collazorating with ocal SMEs provides Unilever with additional

production capacity, reliable local raw rmaterial suppy and distribution

® Raw Material and Peckaging Suppliers and Distributors 1each. Unlever enjoys shorter lead times, lower working capital and
For 15 3 local suppliers of raw rraterials, & supoliers of packaging waranousing regquirements and, therefore, redaced financial risk and
rmaterials ang 330 distributers, Unilever defined quality standards, fisk of obsolescence.

astablished the technclogy input necesszry to achieve these _ _ )
racirarmante and whara snercerisle nrcwiclar] tha fimancial conmed local emErp”SE'S galn from the transfar of new TE"ChrI0|C'g|E'5 and

nr
requirements and, wheare sppropriate, provided the financial support - X . =
capabilities from Unilever. With ircressad capabilities and a st2ady

1o ensure ther long-term growth. Training programs on quality : - e e )
stardards, inspection and tzsting methocs and warehousing t_:-usmes_s relatmnsh.p wl_h Unll_e'u'_err the _SMES_ are able to justify investing
in additional capacity ordiversifying their basinesses.

spedfications were undertaken. In tetal, Unilever provides them with

$2_8 mill on of t_:usiness each ygar with g_uararteec \.roll.m(_e at agreed Partnership approach

prices ard quality leve s, providing technizal support from internal Unilever's objective s tocreate “win-win * situations with local enter-

experts or technical consultants. prises. Local enterprises have to ke wiling to adopt and implemert new
B Contract Manufacturers practices, with a strong commitment o training anc upgrading their

Urillever Vietnam's response to the Gpability probems faced by ocal  labor forca. This is relatively easy to achievs in Vietnam as the literacy

manufacturerswas “if capabilites do not exist, hep develop them®. 1ate iz alrrost 20% and the people are flexible, creative, competent

Adopting a pragmatic ncremental building bleck appreach, it and eager to lsarn.

complemants the inherent “can do® attiiude of the Vietnamese

pecole. Results

B Unilever's partnerships with lacal enterprisessupport 5,500 jobs,

For ts key contract manufzcturers, Unilever offersfinancial support cempared to 2,000 Unilever emplcyeesin Vietnam.

o upgrade their equipment and to provide extendyve training B Leccal supply parnerships account for 40% of Unilever's raw
programs. Direct iechnology transfers are made ir equpment and materials, 8% of packaging matefials and 55% of poduction
machinery, formulations ard processing, quality assurance, repairs velume,
and maht.enance. safety and envircnmental standards and other = |mproved standzrds i1 quality, procuctivity, safety, envirenmental
bes: practices. consciousnass and generzl management skills base,
Qne kﬁy success factor is IhaTlLUmeer managers areon-ste to provide g o1 supply of raw material and packaging material at lower o at
Source: UNIDO (2004), Partnerships for irrmediate an-ground expertise and suppor to Felp contract manufac- least comparable costs o quality levels.
Small Enterprise Development. Report turers raise efficiency, quality contrel and consistency of producs.
prepared by Deloitte, for UNDP and
UNIDO. Pp 24
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Shell, Global

Provision of training and support services to young entrepreneurs through local
Shell companies and a range of local partners; encourages business start-ups as
a positive employment choice

Source: UNIDO (2004), Partnerships for
Small Enterprise Development. Report
prepared by Deloitte, for UNDP and
UNIDO. Pp 35

How it work s

The Shell Livewire program supports woung entrepreneurs to establish
SMEs in countries inwhich Shell operates. The program varies in
different countries and has espanded over 21 years to include 21
countries. &l approaches include a cormpetition, although participation
in the program is the principal benefit to entreprensurs. Shell and their
partners provide the following support to young entreprensurs as part
of the annual livewire competition:

B Training and support in [T, finanoe, and markesting

B Mentoring through business planning support

B Credibility throug h assodation with the livewine program
]

Cash prizes and press cowerage for competition winners

Why they did It

There are a mnge of reasore why Shell developed and continues to
expand the Livewire program. The motivations in developed and
developing cou ntries are similar and include:

B Ademoretmtionof Shell's commitment to the kcal economiesin
which it operates: each new prograrm insabees 3 minimu m earmmit-
rment of thres vears from the lccal Shell comipany.

B A broad range of small entenprises can be supported as there is no

requirzment farlink toShell’s business; if Shell just warked with its
o suppliers fewer SMEs would benefit.

B The program provides an opportunity for Shell to talk to government
on matters not related to its core business; working with gowermn-
ment agendeas as implamenting partners helps develop positive
relaticnships with governmert.

B It motivates Shell employees, whobsnefit from engagement with
entrEprensurs.

m Shell's model has a good track record and can be replicated in new
locations.

Partnarship approach

There are partnerships at both the intermational and country lkevek.
Internationally, key partners are Shell International, Project Morth East
{FME), a consultancy that helps ad miniter the program and roll it out to
new countries, and the lozal Shell cormpanies. There has to be a clear
understanding a nd commitrnent from local 5hell compa nies, both at
CED and management team levek, before new country programes are
implermentsd.

At a country kevel, thers are partnerships with a range of crganizations
that deliverthe majority of program activities. Local partners vary but
often include acadernic institutiors, training organizations, gowernment
SME developrment agencies, non-governmental organizatiors, and
private sector fadlitators. The key is to have “escuring” partners
rather than thoss that just want to be ascciated with the program.
Clear roks and responsibilities need to b2 agreed on at the cutset and
anopen and honest approach with partners i forged so that people
understand what to expect and what they haws to do.

Resuits
B 1.5 pecplk wers engaged with the Livewire program in 2003
akne.

B Businesses started by young entreprensurs entering the kocal
cormpetitions in 2002 created an awerage of 4.9 fulltime equivalent

ot

B The proegram i&equally available to university gmduates in rural
villages offering the same core theme but differing in delivery
method. *| neverthought a company like Shell would be interested
enaugh in me to come to my village and help me to start my own
business.”

_edoge




Chevron Texaco, Kazakhstan

Support of entrepreneurs through the creation of a business center supported
financially by ChevronTexaco and Citigroup Kazakhstan and implemented by

Hioww 1t wiork s

 hereron Texaoo financad UNDP with a 3400000 grant to establish and
rmanage a business center in Kazakhstan, UMGP brought inan interma-
tional technical advisar to train local ooreu kants onsound business
practices. The center providas drop-in serdces, sarminars, training and
wiorkshops to kecal entrepreanesurs.,

_ hevron Texaco provided an add itional grantof $200, 000 {0 expand
the project toinclude 3 pilot micro-credit scheme for graduates of the
entrepreneurial training s2minar offersd by the center. Citigroup,
inspired by the success of Chewron Texaoo's success with the center,
provided LUKNDP with a further $ 100,000 for kan capital.

With additional resources from baoth moltinationals, SMEs have acoass
to secretanial support, workspace, legal help and office supplies.

Why they axt it

The government of Fazakhstan mquires large multinational organiza-
tions topay a mandatony sodal tax, or provide direct fundsinta local
developrment projects. This program provided © hevron Texaco the
cppartunity to enhance its mputation and brand image, whik support-
ing local economic development projects that, in tum, benefit the

COmEany.

Partmersiip approach

Zhewron Temaco and Citlean k work with UMDP and consubtants
engaded by the UKNDF to develop and deliver the program. Chevion
Texacoo and Citibank are engaged with the projgect but direct support to
SME=is deliverad through UMDP and the business center.

Results

B Thecenter has advised hundreds of kacal firms

B |t has created 2 30 business plans.

® More than §2 million in boans have been disbursed.
B 530 new jobs hawve besn created.
|

MNew bEinesses have sprung up such as a private ambu lanos s2reice,
biowwling alley, and the dty's first superrmarket.

Chewron Temaco now prooures more goods and services kocally, thersty
reclucing costs. Support of this program improves community relations
and contributes to a stabk economicand poitical environment for the
Company's operations.

Key Learning Points

m 'When a large corporate establishes itself in a region that has a weak economy and supports SME developrment, it is likely
to Benefit from the resulting local economic developrment through ingesssd local procuremeant arnd a bottor-educated

workforce,

Source: UNIDO (2004), Partnerships for Small Enterprise Development. Report prepared by Deloitte, for UNDP and UNIDO. Pp 36
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