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<Presentation>

Dear friendsNorking Children androuth andAnimators / Collaborators:

After some months of training and qualification in productive work, we are
establishing this Guide which is a tool that will help you to strengthen your
apprenticeship, understand and apply the theory in your trade programs which
you elaborated with much self-sacrifice and courage.

At IFEJANT, we were betting that these experiences of "petty business" of
Working Children andeenagers will contribute to the development of their
skills and abilities to carry out successful productive activities and to impro
ve their living, working and ganizational conditions. Our wish is that these
“little” experiences turn into "great" productive experiences, as well as
models for otheWorking Children and'eenagers.

Thanks to FCIL- Canada for their collaboration

IFEJANT Team

lllustration
of the first
page
of the
IFEJANT
brochure
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{ Intr oduction>

Fredéric explains why theWCY experience
of Peru is useful toAfrican WCYs

For many years with the support of our animators, we working children and
youth have initiated Income Generatihgfivities (IGAs), for we had unders

tood that poverty was a challenge that had to be solved Vidttieé tools.
Because of our on-the-spot experience, we carried out small IGAs that ena
bled us to meet our needs and help our families. Gontehave made it pes

sible to pay the school fees of our brothers, provide meals for the fanaly

vide healthcare for ourselves, lead a decent life, and thus gain the respect of
others.

Today many adults of @ganizations that support children and youths want to
support our initiatives because they attach a great importance to what we are
doing. They realize that to overcome poveityis necessary to be financial

ly autonomous, as this will reduce our dependee.also benefited from

the technical support of our group elders who gave us some notions on how
to develop our IGAs. "The right to learn a trade" gives us practical knewled
ge. We would also like to have access to the micro credit system to enable
manyWCYs to carry out IGASs.

The document from our friends from Peru is very good because it gives infor
mation on how to improve our strategies in marketing. It also gives details
on the various stages and simple tips that make it possible to manage an IGA
effectively. We improved the document through our experience and our own
realities. This combination makes the document an important tool for all
those who already carry on an income generating activity or who wish to start
one.Those who cannot read can understand the illustrations, and also ask
their friends and elder brothers for explanations.

The pages that you are about to go through show the will &MWCY to
bring new ideas which will enable théCY's to improve their daily life, as
well as the commitment of the Enda Jeungss®on team in making this
information accessible to working children and youth.

Trading has become a competitive sector where only the most courageous,
the most intelligent and those whdesfquality products can succeed. So dear
WCY friends, let us take this opportunity to strive more, better and always,
through this document.

Frédéric Zongo,WCY of Ouagadougou (Burkina Faso)

o
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{I- Petty businesy

Starting your business is already a stépu are responsible for its success.
The success of your business is directly dictated by your provisions and abi
lities of a zealou§Vorking Child. This experiment will help you to improve
your human abilities.

1 - Factors forsuccess in petty business

The key factors for success are similar to a puzzle comprising of various
parts: they must all fit together harmoniously when being assembled.

These factors are:

e Conviction and commitment

To succeed in business, you must be committed and convinced that your acti
vity is right.

Commitment means being responsible and giving priority to your business, to
studies and the ganization of th&VCYs.

Be willing to work

o
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e Motivation and creativity

Business requires much time, motivation and creatiMiytivation helps to
overcome dificult situations easilyYou must like what you do. It is also
necessary for you to be creative, "to have new ideas in the presentation of
your goods, in decoration, etc.", in order to strike ay&iarand overcome
competition, as well as other businessmen who are your counterparts.

e Facing the risks

Nothing is certain in trad&.here is always the risk of loséou must accept

to make a loss. But before anything, you must carefully calculate your profits
if things work out well and your loss if things do not work out wédiu assu

me this responsibility after having calculated the advantages and the disad
vantages of your business.

e Making decisions

In your trade, you will have to make many decisions. Each decision is-impor
tant and it is necessary to think about all the consequences of your decisions
on your business. For example, you should not sell on credit or give out your
products freely

e Support of your family or friends

It is important to have the support of your family or one of W@y friends

(girl or boy). They will have to approve your ideas and be ready to support
your business plan.

Apart from all that, knowledge and aptit
des are equally necessary for any pef
who goes into businessThe knowledgg
you need depends on the type of busin
you want to start.

- skills, personal, technical or practic
abilities

- knowledge in business management
- knowledge in the type of business Yy
do.

- availability of resources
- being available

Be in good health

o
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If there are qualities or skills you do not have yet, do not worry about it. It is
not a very serious mattérhe most important thing for you is to understand
that they are abilities you can acquire while doing your business.

Summary

Any person who warstto do business (also known as a businessman)
must decide what he or she wanib do. He or she must fix his or her
own objective, alternatives and challenges, i.e. what he or she can
change in the process or whatever new thing can be done.
Businessmen should aim at making their business an option of life.
They must very clearly aim at succeeding in their business or their
activity. This success must essentially depend on themselves and not
on other people or some circunastces.

 1I- Marketing >
1 - What is marketing?

Marketing should aim at facilitating sal&u must know and understand the
needs of consumers in order to satisfy them with a product which sells on its
own.

In other words, in marketing or selling, it is necessary to think as would the
customers: "If | were the customé&ow should | react if such a product was
proposed to me?

TO DO THAT, YOU MUST:
- CARRY OUT A MARKET SURVEY and know the
- FOUR "Ps" OFTHE MARKET

2 -Why a market survey?

A market survey will help you:

- To know the demand

If you start presenting products without carrying out a market suney
before, you face the risk of getting nobody to buy your products. So if there
Is no demand, there will not be any customers who want or who can buy your
product or service.

- To offer the adequate product

You must find the right product for your potential consumers. Identify the
needs of your customers and get more information about those f@hthdos
product or service.

o
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- To avoid "following the masses"

Often, all of us sell the same product in the market. Howevdyusiness,
what is important is what makes thefeiience And that means finding your
label, your own brand, and your own method in the market.

3- What must | know about my business?

You must answer the following questions:

- who are my customers?

- what do they want®hy do they want it?

- what prices are they ready to pay?

- where do they live and where do they usually go shopping?
- when do they go shopping?

- how frequently and how much do they buy?

- who are my competitors?

- where should | operate so that my customers can see me?
- you can think about other questions and find their answers.

4- How do | carry out a market survey?

You can find answers to those questions by:
- listening to the comments of customers and observing them

- questioning the diérent users of the product

- observing how others manage to succeed in their business

- consulting reviews, newspapers, specialized books

- consulting individuals or institutions specialized in the sector in which you

want to start your business

- discussing with wholesalers (those selling products gelguantities)

5- What should be done if the market survey shows
that the product or the service is not appopriate or
If the public is not interested in it?

It becomes indispensable to look for an alternative, a new product or
service. Howevernn many cases, it is unnecessary to go that fene
results generally show that the product or the service will be acaept
ble if some modifications are made.

It is not always easy to accept the results of the market sWWeegften tend
to ignore them, more especially when we have regular and stable customers.

o
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It is important for us to think otherwise and, while we consider the results of
the market, to modify the product to meet the actual needs and/or the desires
of consumers.

6- What are the 4 Ps of marketing?

The four Ps are intertwined and if only one of them is neglected, the business
can falil. It is like a foutegged chair: if one of them is broken, the others can
not hold.

Brief reminder of what the 4 Ps are:

a. P: Product b. P: Price
c. P: Place c. P: Promotion
a) Product

The product is a concrete good or a service that, because of its characteristics
and usefulness, satisfies some neddse product includes wrappejuality,
price, brand, as well as the after sales service.

"To succeed, you mustfef the producs or services your customers
want. Therefore it is impognt to know the needs of your customers.
Produce something that they need".

You
must
mage Fully
unders-
tand
the
activity
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b) Price

In marketing, the price means:

- to fix a price that can be paid by customers

- to be assured that the price is attractive and corresponds to a satisfactory
product.

Before fixing a price, you must:

- know the costs of the product (all that you have spent before buying the pro
duct and putting it on the market)

- know how many customers are willing to pay the price you will fix

- know the prices of your competitors

- know how to make your price more attractive for customers, for example,
by making special &rs or by giving discounts or else, lowering prices

y How do you fix your price?
TOTAL COSTS + PROFITMARGINS = SELLING PRICE

Often the businessman thinks that his only competitive advantage is to have
a low selling price. But make no mistakélhen the prices are too lpWwust

ness can fail because of lack of profitherefore to fix the PRICE of a pro

duct or a service, it is important to calculate the costs and the profits before
anything.

y How do you increase your pro&f
- by increasing the price

- by lowering costs

- by increasing sales

c)- Place
It is the third pillar of marketing: "Place" means worksite

y How do you bring your produstor services to your customers?
You must consider:

- easy and visible access for your customers

- security of the worksite

- transport costs

- worksite where customers can move around easily

- possibilities and price of storage

o
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- attractive, safe and hygienic products
- transport costs: direct or through people acting as intermediaries (each inter
mediary wants his or her profit).

Have a good worksite

d)- Promotion

WCYs in business must not sit down and wait for customiérsy must
attract them through advertising and promotion.

Every new business must be advertised as early as po3s$ibte. are dfe-
rent ways of promoting products.

y  What must you do to sell more?

Methods to be used:

- Advertising: give business-like information; make the qualities of the pro
duct or the service known to the buyEor example, it is produced or sup
plied byWCYs working in worthy conditions, that inputs of the locality are
used; the profits will be invested in education, health and foodT leitc can

be done by means of communication: radio, posters, brochures, leaflets
(flyers, posters), promotion, by "word of mouth", etc.

- Sales pomotion: it is a way of making more sales through specitdref

shows, by drawing lots, exchanges, etc. Momentary reduction of prices, free
sample diers or advertising campaigns.

o
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Some ideas to help you take care of customers and/or make them feel "bos
ses of the houseThis list can go on. Many other ideas can be added. It all
depends on your creativity!

Before sarting, always remember that:

"The customer is the most impaht person in a business. Because
without customers, there are no sales, and without sales, there is no
business..."

- Be kind to your customers

- Take care of your appearance: be neat, dress up well, for examplela neat
shirt. Your hands must always be clean.

- Be honest. (give the correct change)

- Welcome people with a smile and be happy: it does not cost you anything,
customers love that.

- Be serviceable, attentive and patient

- Never say "no" to your customearopose to him what you have in store.
For example: "Do you have Coca Cola?" "No, | have Inca Coca, Sir".

- Improve your selling skills

- Special attention: if it is a customer you see regylagli him his name, and

he will feel important.

- Go beyond the expectations of the customer: to win his heart, you can give
him "a small gift" from time to time.

- Know the customer's opinion: ask him his preferences, so as to serve him
better next time

- Show a diference between your product and that of your competitors, and
customers will prefer to buy your product or service

- Put the customer's mind at ease: render him a quick and excellent service

Know
how to
handle
your
custo
mers
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- Know your product well, its characteristics, its advantage and the profit it
brings

- Advertise with a clear and simple message

- Present your product in an attractive and practical way

- Sell your product or service at a correct price (neither topriomtoo high)
- Do promotion campaigns andf@f discounts

- Make announcements that correspond to the wishes of customers

- Do a good sales promotion: make customers buy more

Il - Planning >
1- What is planning?

To plan means to think and decide what to do in a situation before it happens.
For you, to plan means to think and decide what to do in the future to-impro
ve your business.

2- Why plan?
If a business prospers, planning can help you to make more progress in the

future.And if your business does not prosper and meets some problems, plan
ning can help you to solve them.

Reminder:

To plan means to have aims, objectives and the means, according to
what one wand to achieve in a short, medium or long term

Planning can be done through a sales and cost plan of the product; to enable
your business to generate profits.

You have to plan selling and production costs in your planning.

We will detail this theme under the heading "Administration”.

o
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{IV- Organization»

1- Why is it important to organize the business?

Your new business must beganized if you want to make it profitablefief
cient and successful.

That means having the right persons to make the business succeed.

An efficient business needs to beganized so that all the people involved
should know their duties and responsibilities. It must be orderly

2- What must you do?

- Review your concept of business and make a list of all the duties to-be per
formed in your business.

- Describe the skills and other requirements to be handed down to the person
who must perform the duties.

- Choose the most appropriate and qualified person to perform these duties.

{ V- Finance » %%

1- What are pre-operational costs?

Before setting up a business, you need some money to pay expéhses.
money is called initial capital. It is used to cover some expenses before you
start having income. For example: purchase of necessary tools, paying depo
sit to rent a place, etdAll the expenses enabling you to start your business
are called pre-operational costs.

Cart Shoe-shine box Toolbox

o
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2- What are operational costs?

Operational costs include all the expenses you make once the business has
started. In any business, you must buy raw materials, items and/or material to:
- make products and then sell them

- offer some services

- resell

Buy quality goods for to improve your business:

- good quality (depends on what your customers prefer)

- reasonable price (it depends on how much your business costs you and how
much your customers are willing to pay)

- at the right time and adequate quantity (it depends on when your customers
and business need it)

{ VI- Administration >

1- How do you manage youbusiness?

The profits and expenses plan helps you to see how your business is-progres
sing, how much money is coming in and dttis enables you to know if you

are making profits or loss.

Every business needs to make profits to keep functioning. Profits are not
necessarily all the money produced by the sales. Before anything, we must
deduct the financial expenses or the cost of production from the goods or
sales.

PROFITS= SALES - FINANCIAL EXPENSES
It will take some time before sales generate profits. During this period, your

business will be vulnerable and you must carefully control your financial
situation.

o
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To help you estimate and control the financial situation of your business, you
must have 3 forms of planning:

- a sales and costs plan

- a profits and expenses register

- a cash flow plan, that is cash that comes in and out each day from your cash

The information must be as accurate as possibfeu must be sure
that what you say is useful for your busineséu must verify your
information. It is not a question of guessing, or saying "perhaps".

2- Sales and costs plan

Your sales and costs plan must show that it is possible for your business to
make profits.

To make sure that your business is going to survive if things do not work out
as much as you hope, you must estimate:

- your sales a little bit lower than you expected from the beginning

- your costs a little bit higher than you think they must be

March | April May | June July

Sales

Costs

Balancs

a)- In the first column, you must record the estimates of sales expected in
March and later
To obtain the estimates of the sale, you multiply the quantity of products sold
by the unit price

b)- In the second column, you record the total costs estimated in January
February March, etc. and later

Do not make a mistake, the total costs are the sum of all the costs, such as the
equipment, labgrenting as well as all other costs!

c)- The balance is the result of the expected sales minus the expected costs. If
the balance is positive, there are profits, and if it is negative, there is a loss.

o
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3- Profits and Expenses Register

To keep a profits and expenses register is to record how much:
- money comes into your business
- money goes out of your business

A business mainly makes profits thanks to the sales of products or services.
This business spends money to pay production factors, lamnting, water
and electricity etc.

To have a good system of profits and expenses regystemust record all
the cash that comes in and out of your business in an order)yaerding
to the order in which the entries and expenses are recorded.

In the profits registerecord all the cash that comes in your business and from
where it comes (in general coming from sales).

This register can be an exercise book, a note bookyeic.can ask a friend

to help you make this register

In a simple and practical wayou will know and learn how to use this regis
ter.
Recording figures in the register is done gradually everyday

You can do it yourself in a cross-ruled book as shown in the following graph:

1 2 3 4
Date Numbeiof document Description Amounts

Monthly Total

o
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I How is the register kept?

a) In the first column, the date of the profit (day/month/year) is recorded

b) In the second column, the number of the document that is generally found
in the right upper part of the document mentioned, is recorded. If you have a

profit unjustified by a receipt or a bill, just tick in the space provided.

c) In the third column, the way the business profit is obtained, is described. It
must always be noted that profits are obtained through sales, a loan or a gift.

At the end of the month, all the amounts are added up to obtain the profit of

the monthly total.

d) In the fourth column, the profits are added up

e) At the end of the month, add all the amounts to obtain the total of the

monthly profits

In the Expenses Registerecord all the money going out of your business

and why it is used (mainly in the costs).

In the Profit Register you can also use a cross-ruled book. Divide it into

rows and columns, and record each denomination in a column.

1
Date

2

3

Number of document Description

4
Amounts

Monthly Total

o
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a) Using the same method as the previous one, in the first column, record the
date of the actual expenses made in the business.

b) In the second column, record the number of the receipt oifbilinake
"accurate accounts", asking for a receipt or a bill for all your purchases is
highly recommended.

c) In the third column, describe the nature of the expenses of your business
that may include the purchase of raw materials, payment of an electricity bill,
car maintenance, etc.

d) Expenses are added up in the fourth column

e) At the end of the month, add up all the amounts to obtain the total month
ly expenses.

4- Cash flow Plan

The cash flow plan helps you to ensure that your business is still functioning.
Use this plan to calculate your profits, to know when your business becomes
profitable and how it is developing.

Cash flow will allow to know when your business is making profits or loss.
To elaborate a cash flow plan, you must anticipate how much:
- cash comes into your business each month

- cash goes out of your business each month

The amounts ae available in yourprofits and expenseseacords!

Beginning| Month 1f Month 2

Total profits

Total expenses

Balance at month ending
Grand Total
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Example:
Jean and his two friends sell ice fruitieir families have lent them 30 O00F
to start their business.

In March, they spent a total of 16 O00F for production and sale of ice fruits.
They sold for a total of 30 000F during the same month.

In April, the weather was less hot and so they only sold for 24 000F after
having spent 12 000F on production and sales. During the third month of pro
duction (November), they spent 12 000F and sold for a total of 21 000F

Their cash flow is indicated as follows:

Beginningl mars avril mai
Total profits - 30 000 30 00p 24 oo 21 040
Total expenses 16 000 12 000 12 000
Balance at month ending 14 000 12 000 9 00G
Grand Total -30000 | -16 000 -4 090 5 004

At the end of the month, to obtain the balance, do the following subtraction:
profits minus expenses.

The grand total is the sum with which you start your business (generally nega
tive!) and which you compare with the sum of the following month, and so

forth.

According to the table above, this petty business started making profits from
the month of May

Impor tant:

Profits and expenses of petty businessegenerally put togetherAt
the end of these operations, separating them becomesfidifilt. This
often happens, pobably because, you do not have a fixed salafor
yourself.

In that case, togethemwith your collaborator, you must establish the
percentage of pofits you make, to be able to pay salaries. However
right fr om the beginning, ememberthat these salaries should not be
high amounts. Therefore, each of you needs to perseveand make
efforts.

It must also be emembeked that a peccentage of the pofits must be
reinvested in the petty business waved up fordifficult moments.
Do not forget: "Saving up is keeping bead for May".

o
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5- What is "my business money"?

Personally you can spend your own mqraygive it to your familyBut, as
a businessman, you must not spenterofour income or your business pro
ducts.This money and these products belong to the business!

Know how to use yourmoney

As a businessman and owngou must allocate an amount as a salary for
yourself.Then you can do what you like with this money

We can compare business growth to that of a.labgby who is well cared

for, will grow, and one day will take care of his parents when they grow old.
In a similar wayyou must take care of your business, so that iatan take
care of you in returnf you do not take care of it and spend your income
according to your personal desires, the business will collapse in a short
time.

Pessimism

Ideas, Suppot, Insecurity

Motivation
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<VII- Work Schedule>

You have decided that you are ready to start your own business. It is impor
tant to be aganized in your businesghe best way to ganize your work is

to have a work schedule that will show what is to be done, who does it and
when it will be done.

Current activities that must be done before starting your business are:
- to find an appropriate location (worksite) for the business
- to gather some funds for the initial capital

Have a little
bit of money

- have electricity and telephone installed

- buy or rent some equipment or machines
- buy some inputs or goods

- find the right persons

- promote and advertise your business

As you can see, you will provide tifent things.Therefore, use your time
well and benefit from the support of your collaborafdo not waste it.

To start a business without the necessary preparation increases risks of failu
re.

o
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1- Why is it important to organize yourself befoe
promoting your petty business?

It is important to aganize yourself before promoting your petty business in
order to:
- have a source of income and attain an individual and social promotion,

- know yourself and also know better your counterparts.

- improve your working conditions (by establishing small banks, cooperati
ves, etc.), living conditions (by having some funds for healthcare, education,
etc.) and having income for yourself as well as for your friends.

- improve the workforce but also to share experiences and resources

- have a strong ganization and participate in activities undertaken in the
neighbourhood and in the locality

- boost and promote a popular and joint economic activity

We wish you good luck, and perseverance in your business!!

Estimation

To be literate and shae your experiences

o
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VI - Appendix >
Appendix 1: List of follow-up and management

tools for IGAs of Working Childr en andYouth asse
ciations of Burkina Faso

The following tools are elemestthat strengthen our knowledge in mana
ging income generating activities. It is useless to give knowledge to promo
ters if they do not have the necessary tools enabling them to follow the evo
lution of their activities, to check profé and tendencies.

The tools inform us about our activityit enables us to say if the activity is
sustinable and if it is profit making.

They inform us on the progress made and the period when this progress is
made.

Finally, the tools are verifiable indicators, measurable and quantifiable,
which if well used, give us all the information we need.

It is true that these tools were elaborated in the follow-up framework of
IGAs and management during training in collaboration with
AQUADEV/Burkina Faso and IPC (Private and Community Initiative for
the Fight against HIV/AIDS in Burkina Faso), howeverthey have also
been elaborated for the follow-up and management of a specific activity
that is poultry farming of an improved species called IBROWN. But
these tools can be adapted to any type of IGA.

The use of these tools is free and does not need any advanced procedure.
Finally, | will say that | have personally elaborated one of the tools and
today many associations use them to follow-up and evaluate economic acti
vities.

Cash book

Date Description Profits (P) Expenses (E) |Balance
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Food stock sheet

Date Receipts Payments Balance Remarks

Quantity |No.of chicken

Medicine stock, vaccination follow up & treatment sheet

Date Receipts Payments Balance Remarks

Quantity |No.of chicken

Eggs stock sheet

Quantity Sales for

Credit sales Loss Balance
collected cash

Date
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D

Cash Book
L . Unitary Total
Description Quantity amount | amount Remarks
Date | Details Trays
Bank Book
Date | Charges |Description| Profits (P) |Expenses (E| Balance
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Appendix 2- IGA Credit slips of theAssociation of
Working Childr en andYouth of Dakar (AWCYD) -

Carrefour des Jeunes/Guinaw Rail Pikine/Dakar

Since the years 2000, to develop IGR&CY's try to produce and sell sewing
materials, crocheting, macramé, etcoTdo this, grassroat groups from
Dakar received support in the form of funds (given in turns), so that the
WCYs who want can benefit from loans in the form of supplies.

During the period 2003 - 2004, the Grassredbroup of Grand Mbao chan
ged is system and chose to give financial loans ®ntembers instead of
equipment. Application for loans and debt acknowledgment slips were ela
borated to faciliate is management.

At the beginning of 2006, thAWCY of Dakar esablished a credit bank to
facilitate access to credit faNCYs to strengthen their IGAs. These slips,
already experimented bWCY's of Grand Mbao, have been revised to faci
litate the functioning of the credit bank of th&WCYD.

Loan Application Form
Dakar, le ......ccoooviiiii i,

No of the application: .............ooiii i

FIrsSt NamMe (S) & e e e s
YU 1 1= 1
Date and Place of Dirth: ... e e e

Signature of Applicant

Guarantor For the group Sector
The president
of the group

Treasuter of the group

o
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Debt Acknowledgment

And promise to pay the total sum before the date indicated below:

No. of
Total Total | Total to be| Monthly | Monthly | Amount
Interest | . . .
Loan interest| refunded install- [installment| saved
ments
Installments will start from............coiiiiii ... and will continu
UNTIL e e , being the deadline.

In case of delays in refunding, penalties of 100frs per day will be impos
the amount due during the period in question

In case of failure to respect commitments mentioned above, the extit
committee of theAWCYD reserves the right to inform the administratt
ve authorities for the refund of the amounts due.

e

pd on

Made in Dakar, this day..........ooooiiii i,
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Appendix 3: Savings and Refund Book o¥WCY's of
Benin

These books were ela
borated by theWCYs

of Benin with the help

of their partners.

They enable them to
organize their savings
and refund of their

credits.

Date Movements |Balanceg Signature Remarks

Savings Withdrawals Manager Member
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Date

Refund

Balance

Current
Credit

Signature

Capital

Interest

Total
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Appendix 4- "NAT Micr ofinance Programme"
PROMINATS. ..o,

Savings and Cedit Book

Surname & first NAME(S): ..ovi i s
PROMINA TS ot e e e e

Address and Phone of NA (Working Child and Adolescent):

0

TOWN: oo, Region:.......ooov i,

Signature of NA Signature of Signature of
Coordinator credit Oficer

Dear Child/Adolescent,

By obtaining a loan from PROMINK, remember that you have chosen to
assume the following responsibilities:

- to use all the loan in establishing or improving your business

- to pay the entire loan in eight bi-monthly installments plus the interests men
tioned throughout the payment.

- to pay for the corresponding delay if the amount is not settled at the agreed
dates

- to open a personal savings accounts with 10% of the loan, this being deduc
ted when the money is given. Each month, you must deposit in your savings
account 2% of the amount while you continue to refund your loan

- to ask for and accept the help from a collaborator

- to communicate with PROMINB and attend the scheduled meetings.

- to support the activities of the PROMIN#

| agree with what is written above; therefore | sign this agreement

Signature of NA
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Appendix 5: Evaluation Chart of Poster:"How to

successfully undetake an Income Generating
Activity?"

(Supplement to the annual information bulletin of thafrican Movement

of Working Children andYouth (AMWCY), "WCYFace the Challenge No.
02 -2002"

Our Income Generatingctivity has been established for some time. Muswv
wetre inspied by the poster pduced by the WCY's of A&ican countries on

IGAS.

We have dis
cussed a
length the

eight (8) prin
ciples which
are contained
in it and haveg
tried to steng
then them eve
ryday We
have theefore
come a long
way in busi
ness with itg
ups and
downs. Let us
now pause fo
a moment ir
order to see |f
our activity is
progressing of
not, and ask
ourselves
what we havd
done with
these 8 princi
ples.
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Has our IGA been a success?

Question Yes No Remarks

Are we willing to work?

Do we understand ouractivity well?

Do we know how to use the money?

Do we know how to handle customers

Do we have a little bit of money?

Do we have a conducive worksite?

De we know how to ead and write?

Are we healthy?

Conclusion
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Today many aduls of organizations that support chi
ren and youths want to support our initiatives beca
they athch a great impornce to what we are doingj.
They realize that to overcome poverityis necessary to b
financially autonomous, as this will reduce our depe
dence. We also benefited from the technical support |p

our group elders who gave us some notions on homsto

develop our IGAs. "The right to learn a trade" gives

practical knowledge.We would also like to have accegs

to the micro credit system to enable mawWyCY's to carry
out IGAs.

The document from our friends from Peru is very gogqd
because it gives information on how to improve our stfa

tegies in marketing. It also gives @efls on the various
stages and simple tips that make it possible to manage
IGA effectively We improved the document through oujr

experience and our own realities. This combinatign

makes the document an impamt tool for all those whg

already carry on an income generating activity or wijo

wish to sart one. Those who cannot read can undenstl
the illustrations, and also ask their friends and elder bnp
thers for explanations”.

Frédéric Zongo

-

__________________________________________________________

Enda Tiers-Monde Jeunesséction AN
BP 3370 Dakar- Sénégal
Tél. : (221) 821 21 13 /821 74 03
Fax : (221) 823 51 57
Courrier électronique : jeuda@enda.sn
Internet : http://www .enda.sn/eja ;
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