Need and Demand for
Business Development Services in Ghana

What Else 1s Needed
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~ Overview

Commercial Services

Government and Donor Services

Unmet Needs

Future Service Development
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~ Commercial Service Development

But extensive “churn” - Very difficult to find most of those
listed!



Qualification level

What is the highest level of educational qualification that you have

O Belowdegree level

B University degree or equi-
valent

O MA or equivalent
O PhD orequivalent




< Consultancy Survey




Oganisational Form

Whatis your business status?

O Sole trader

B Partnership

O Private limited company
O Public limited company
B NGO

O Charity

B Co-operative

O other




Accra Dominates Consultancy
Market

What region(s) is your consultancy practice located in?

Ashanti Brong- Central Eastern Greater Northern Upper East Western

Region Ahafo Region Region (Ko- Accra Re- Region Region Region

(Kumasi) Region (Cape foridua) gion (Ac- (Tamale)  (Bol- (Sekondi-
(Sunyani) Coast) cra) gatanga) Takoradi)
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Number of staft per practice




= | Consultancy Turnover

What was your consultancy practice total turnover in the last financial year in CEDI?

O Under 20,000

@ 20,001 - 60,000
[0 60,001 - 100,000
[J 100,001 - 150,000
@ 150,001 - 200,000

8 200,001 - 300,000
B 900,001 - 1m




Sales Method

When calculating fees to charge clients do you

100.0%

90.0%

80.0%

70.0%

60.0%

50.0%

40.0%

30.0%

20.0%

10.0%

0.0%
Have a fixed daily fee Negotiate a fixed price with each client




Type of Clients

Are your clients from

watli

Public sector-  Public sector- Private Sector- Private Sector- Private sector - NGOs
National National Gov- local Gov- International National com- local compan-  farmers

Public sector - Public sector -

Government ernment ernment donors panies ies

Agencies
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What % of your clients are?

M 100%
W 80%

@ 80%
W 70%
O 60%
W 50%
0 40%
W 30%
W 20%
0 10%
i |

Just started their business Established on Ghana national market Established exporters
Planning a new business Established on the local market New exporters




- What % of your clients are?

—
S -
——
I ® 100%
W 90%
—— —— 0 80%
l W 70%
O 60%
— W 50%
0 40%
- W 30%
— a— M 20%
0 10%
s W 0%

l

Micro businesses (under 10 employees) Medium Businesses (under 250 employees)
Informal businesses Small businesses (under 50 employees) Large businesses (over 250 employees)
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Optimism for the Future

On a scale of 1 -4 please describe your feelings about

The future of the economy of Ghana over the nextyear

The future of the private sectorin Ghana over the nextyear

The future of the consultancy industry over the nextyear

The future of your individual consultancy practice over the nextyear
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S B Business Turnover low per consultant G ;
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: Plcture that e'méi‘_g.es

| Consultants are relatively young educated to degree or Masters level

In practices of 3-10 people with around 1- 5 associates

Majority of income from private sector

Pricing by direct negotiation with clients — guide day rate 150 — 250

Mainly technical services — ISO to HR
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Advice
NBSSI
Gov. Agencies
Millennium Funds
MSME
Consultancy support

Training
Associations
NBSSI

Universities & colleges |

Finance
Grants — USADF

Subsidised loans — MSME |

Equity — GVCF
Micro credit
Supported bank credit

Technical
GRATIS
Consultancy support
Knowledge transfer

ICT




ic Sector

Publ




Growth Businesses

Well run

Rising sales & net
Income |

High gearing but needs
to borrow more

Need improved
management

Potential venture capital
fund mvestment
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Over-trading growing businesses

No clear pricing policy
Poor HR management
No marketing strategy
Poor production layout

Poor financial
management

Fire fighting every day

Thinks needs a loan to
fix thmgs
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Failing Business

Extended credit

Not paying wages
Products at end of life
Better competitors

Did get a loan to fix
things!
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Transition Business

Basis for family income

Time to hand over to
next generation

How to do this?




f_l What new Services?
r—
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;Ji Information

£ j' Clear brief information

L on: |

I Opportunities

1 Threats

- - Services

1:? Networking

= Back‘ed-ﬁup.with. advice
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leﬁeulty in recrultmg
good staff

Sk1II tralnmg |
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Advocacy

Representing businesses
to deal with
administrative problems
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Holistic Support

Complete strategic
review

Introduce new
management systems

Tramning manager and
staff 1n use

Advice on how to
access appropriate
external advice




Approach

You select client

Guarantee offered

Cl]
&

1ent own assessment

ear stages with

meaningful results

Management

Organisation

Finance

- Markets
- - HR .
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