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Towards Solution Oriented Programming

Context

The current thinking on market development of business
services has the tendency to focus on the business service
markets with limited analysis of the product markets from
which micro, small and medium enterprises (SMEs) earn
income. There is increasing recognition that the demand
for business services and the potential for MSMEs to
benefit from those services are linked to the income
earning potential of the product market or subsector in
which firms operate.

Identifying and developing business services that have
a direct effect on strengthening the market for SME
manufactured products of the subsector is therefore critical
for SMEDSEP.
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Problem

Some development projects design their initiatives without
a thorough analysis of the target sectors resulting in
interventions that are costly and unresponsive to the
realities of the market.

Solution

Adopt the Subsector Business Services (SBS)
Approach that identifies the priority sector with the highest
potential in terms of market, income and employment
potential and analyzes the constraints of the selected
sector. Business development services (BDS) to address
these constraints shall be developed / improved by the
BDS providers.

CASE: Development of Business
Development Services (BDS) for
the Information Technology (IT)
and the Tourism Sectors

SMEDSEP partnered with BDS
providers to develop Human
Resource related programs /
services for the IT sector and
marketing related services for

Region ;
the tourism sector.
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SMEDSEP  supported the
providers in terms of product
and market development.
Specific interventions included
business planning, marketing

strategy development and

product launching.
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Approach
The Subsector Business Services Approach of SMEDSEP

SBS identifies the constraints limiting the growth and development of a particular subsector, provides a business service
orientation and promotes commercial opportunities to address these constraints. SBS leads to sustainable solutions.

The SBS approach employed by SMEDSEP combines the strengths of subsector analysis and business service market
development. While subsector analysis identifies constraints which limit growth and income potential of SMEs, a business
service orientation promotes commercial opportunities to address these constraints. The SBS approach adopted by the
Program consists of four major steps summarized in Figure1 below.

Step | *  organizing the industry decision makers
Selection of Priority U agreement on selection criteria
Subsectors » listing of subsectors that satisfy criteria
*  assessment of chosen subsectors using the Attractiveness Matrix

* final selection of the priority subsector

* identify final sales market(s) and market segments
Step 2. *  identify market channels and trends within the subsector
Analysis of the * identify the primary actors in the subsector, their roles and interrelationships (with
Subsector emphasis on linkages with other MSMEs)
*  create a subsector map that describes the above
* identify constraints and opportunities that are holding back growth and competitiveness
* identify business services that can address the subsector constraints.
Step 3 e awareness and understanding of the service on the consumer side

Analysis of the BDS / e market size and penetraf,lon of service (reach)
e frequency of use of service by consumers (reach)
e satisfaction of consumers with service (retention)

e existing providers and their offer
e demand and supply side constraints and opportunities

*  presentation of SMEDSEP Offer
L *  submission of Letters of Intent (LOI) from BDS providers
Determination of L. . .
Appropriate Program e shortlisting of promising providers
IR ETEns *  preparation of business plans
e initial assessment of Business plans
e final assessment of Business plans
e signing of Memorandum of Agreement (MOA) with BDS Providers

Training Service Market

Step 4

Figure I: Subsector Business Services Approach

Key Results Success Factors
* selection of a priority subsector supported by all ® transparency in the selection process
major stakeholders (subsector and BDS providers)
* opportunities and constraints of the selected *  BDS providers are supported in product and
subsector identified market development to address constraints of the
® demand driven services that address constraints subsector
developed * strong and appropriate facilitation skills
* market oriented BDS Providers selected (selection of industry leaders, organizing the
* limited resources effectively utilized workshop, moderating the workshop)
® availability of information regarding the sector and
providers

For more information, please contact Dr Volker Steigerwald, Program Manager.
You can also email the Program (info@smedsep.ph) and visit our website (smedsep.ph)
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