What Makes for
Effective
Microenterprise
Training?

by Haine L. Edgconip

Bostract: Qly a fewstudies so far have focused on the rel ationship
betveen effective training and technicad assistance, and client success
a starting, stabilizing, o expand ng a business. The Aspen Institut€ s
Mcroenterprise Fund for Innovation, HEfectiveness, Learning, and
Dssemnation (HED proect selected five US nicroenterprise
organi zations to increase the industry's understanding of what nakes
for effective training and technical assistance. Wat fdlovs is a sum
nary of key findings in tw categories: those that address the rel a-
tionship between the characteristics of clients ad their business
success, and those that address the relationship of business skills train-
ing ad client success.

Overvi ew and Sunmary

Wen FBHD the Mcroenterprise Fund for [Innovation,
Bfectiveness, Learning, and Dssemination, * was |aunched in
1998 a the Aspen Institute, ane of the first challengesit set for
itself—and for the inpl enenting organi zations that responded
to its Request for Applicationsvas to answer the question,
wiat nakes for effective traning and technica assistance?
Wii | e these servi ces have far and anay been the domnant ones
dofered to clients inthe US, fewhave studed their reation-
ship to client success a starting, stabilizing o expanding a
busi ness. Rrograns expend notable portions of their budgets
odivering these services, lagdy on a susidzed besis, to
clients vho invest considerable tine in them Rolicynakers
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and funders support thembut seek greater assurance that these

services are effective, and that best practices are inpl enented.

Buit training ad technica assistance are services that defy easy

neasurenent and assessnent. Uhlike credit services, there are

no universally accepted neasures of effectiveness, nor instant
feedback through the bottomline to hel p prograns chart their
course. In this cotext, HBD sdected five grantees to
increase the industry’s understanding of what nakes for effec-
tive tranng ad technica assistance, and to ansver three

i nportant supporting questi ons:

o Wat are appropriate indicators of the effectiveness of train-
ing and technica assistance intervertions directed to |ow
incone clients and their busi nesses?

* Wich internediate neasures are better indicators of find
inpact on clients and their busi nesses?

e Wat practical approaches can prograns use to docunent
and track outcomnes of training and technica assistance ser -
vices on lowincone clients, and how can that infornation
be used to i nprove programstrat egy?

Qver the course of two years, the five HHD grantees—
Central Vernont GCommunity Action Gouncil, Inc. (QVCAQ,
Detroit BEtrepreneurship Institute (0B), the Institute for
Social and Economic Devel opnent (I SED), Vénen's Hbusing
and Econom ¢ Devel opnent Corporation (WHEDOD, and
Voren's Initiative for Self-Enpl oynent —npl enent ed
research proj ects to ansver these questions. They exanmined t he
process fromintake through post-training technical assi stance;
they looked at the skills clients report using and how these
skills link to business success; they researched the conpani es’
neasures of participation and conpliance; and they di scussed
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the effect of training style on business outcones. The research
included a large quartitative study of 478 clients through sta-
tistica tests to gauge signficance and an indepth anthropd og-
ica quaitative study of a sanple of 20. The others used mixed
net hods on varied sanple sizes ranging from25 to 91. Three
o the studies tracked clients for a least 18 nonths;, one sur -
veyed nunerous clients at eight nonths after training conpl e-
tion, while another tracked a snall group up to six nonths
at.

Each study hed its strengths and limtations, and no one
can be considered definitive. Nevertheless, their findings gain
credbility due to their repetition across dfferent study sites
and designs, and by the inforned refl ection of experi enced staf f
ontheir resuts. BEachinstitution's own training and consul ting
staff participated in the analysis of findngs a the program
level; and grantee representatives responsible for their organ -
zation' s research participated inajoint reflection on the nean-
ing and inportance of findings energing across dl five sites.

Wiat follows is a sumary of key findings in tw cate-
gories: those that address the rel ati onship between the charac-
teristics of cients and their business success, ad those thet
address the rdatioship of business skills traning and client
Suceess. 2

Qient Characteristics and Busi ness Quccess?

Gients don't arrive at nicroenterprise prograns as bl ank
slates waiting to be witten upon. Rather they cone to pro-
grans wth experiences, afitions, and a set of strengths and
limtations that condition their ddlity to take advatage o
program servi ces and becone successful. Uhder the HBED
sponsored research, the grantees exanmined a range of persond
characteristics using a set of assessnent tods applied either
bef ore programentry or during the first fewweeks of program
services. These characteristics were then conpared to the busi -
ness outcones clients achieved. Qe organization, CO/CAC
also gpplied its assessnert tod both before and after training
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totrack the inmed ate effects of training on client perceptions
(of thenselves) and on their living circunstances. The findi ngs
sugest thet there are, indeed, a st of cleracteristics that fadl -
itate clients' progress in starting or growng busi nesses. Ad
wile not al clients can be influenced by programpractice, a
nunber of themcan be.

Exposure to Busi ness Oanership

Not surprisingly, 1D found a strong, statisticaly significant
rel ati onshi p® between entering training wth a busi ness and
conpl eting training. These individuals are a ready conmntted
to busi ness and seek specific infornati on and support to help
it ggow Bt 1D aso found that clients wo were character -
ized by one of the followng were a so nuch nore likely to
conpl ete | SED's 13-week trai ning course:

» Previously owned a busi ness.

e Gewuwp inafamly that ranits omn business.

* Wrked in a famly busi ness while grow ng up.

e Hod a business idea simlar to the fanly busi ness.

Qrrent business owners were 19 percent nore likely to
conpl et e the trai ning than nonbusi ness owers at the start of
training. Previous business owners were 15 percent nore likely
to conplete than those who had never owned a business.
Participants wo had early exposure to busi ness ownership as
children were 30 percent nore likely to conplete training,
wth those who worked in the business 21 percent nore |ikely
to conpl ete than those who did not.

Vonen's Initiative aso found that those wth a busi ness
vere six percent nore likely to graduate. G those wo vere
operating a business when they entered the program 91 per -
cent graduated, while anong those who were pre-startup at
entry, 85 percent graduated. This inplied that the clients wth
businesses vere able to use the skills and therefore were
slightly nore likely to conpl ete the assi gnnents and graduat e.
Venen' s Initiative also found that its “success circle’ clients—
those who had achi eved sel f-sufficiency®in the first 18 norths
after conpl eting trai ni ng—were somewhat nore likely to have
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busi ness experience in their famly background. FHfty-two per -
cent of this group had soneone who owned their own busi ness
intheir famly, conpared to 40 percent of the other cliernts.

Business omership is also associated wth progress on
securing financing. 1SDclients who currently own a busi ness,
have owed a business in the past, or have seriously checked
into busi ness ownership before starting the training, are nore
likely to have nade progress in securing financing at the e ght-
nonth nark after conpl etion. ®

Rel evant Vdrk Experience

Vanen's Initiative's “success circle’ clients had an average of
ten years of relevant work experience conpared to the average
seven years that other clients had Wile nat statisticdly sig-
nificant, 19D found that clients who had a busi ness out cone
had had nore experience in nmanaging and supervising other
enpl oyees, being responsible for a geographical area, and daily
opening or closing a store. They had jobs in which they
worked alone and interacted wth custoners, and had job or
vd unteer experiences relaed to their current business idea

Personal Support and Encour agenent

ISD clients who are nost likely to conplete training have
extensi ve support systens. They have people who can watch
their children, runtheir errands, provide transportation, alow
the use of their phone, lend noney, and gi ve encouragenent .
They have family nenbers who support their plans.
Interestingdy, in addtion to having these resources, partici -
pants who conpl ete the training are 46 percent nore likey to
state that they also act as resources to other people wo nay
need simlar help. ®* Vdnen's Initiative's case study clients a so
noted the inportance of famly support in naking their start
in self-enpl oynent possible. This support was not only eno-
tiod bu dsofinacid.

WHEDOO s case study data denonstrates how husbands
o partners coldd either linmt o facilitate the fuctioning of
their clients daycare businesses. [H found that forty percent
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o its study clients agreed or strody agreed that the lack of
support fromtheir spouse or significant other nade it difficult
for themto operate their business. In one case study, a wonan
busi ness owner had to nove her busi ness back to a hone- based
operation because of lack of support fromher spouse. |ncone
was reduced by nore than 50 percent wthin the first nonth of
closing the store location in a nei ghborhood based nal |l .

Access to Basic Infrastructure

ISDfound that if aclient had access to the fal owng basic
resources—+€l i adl e transport, driver’'s license, tel ephone, com
puter, and bank account—the client was 12 percent nore likely
to conpl ete trai ning.

WHEDCO al so found that a hone’s location greatly influ-
enced the chance that a famly daycare provi der woul d conduct
a successful business. A wth al other businesses ad red
estae the issue is location location, location ad a diet’s
access to a safe and secure enviroment for abusinessis critica.

Qarity of Qient’s Gal's, Level of Gomitnent, and
Basic O gani zati onal Capacities

HBDs grantee research cane to these concl usi ons through
sonavhat different lenses, each one reinforcing the others.
IS for exanple, found that clients who opened, stabilized,
or expanded a business after training were 17 percent nore
likdly to have a definite business idea wen they began the
traning Venen's Initiative, onthe other hand, |1ooked at the
business skills that its “success cirdée diets sad they used
nost highly at six, twelve, and e ghteen nonths after training,
and found that focus on business vision was one of the five
nost highly rated behaviors a each check-in point.

WHXZ) inits indepth case study analysis, found that
all daycare providers who stated that they aspired to busi ness
growth nade progress toward that goal over the study period.
Qher providers, whose notivations differed and focused nore
on other factors, such as having children around, escaping a
city-nandated workfare assignnent, staying hone to raise
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their omn children, or naking alittle extra noney on the side,
did not evidence the sane level of business gronth as did the
first gap.

Fnally, O/AC found that clients who were referred
directly to one-onone technical assistance (bypassing core
training) tended to score on the high end of the intake instru-
nent that neasured both goal -setting abilities and basic orga-
nizational conpetencies (“perceptions”’), and ther leve of
resorces and stability in their life (“circunstances”). Their
research also denonstrated that clients could inprove their
goal -setting and organi zati onal conpet enci es over the course of
a six-week training, as neasured by their “perceptions” rating.
Inasnall sanple o clients tested bath before and after traning,
OLACfound that the overall scores increased for eight of ten
respondents. The nedi an increase was 1.07 points on a seven-
pan scde

Wiat Have V¢ Learned about
Qe Training and Qient Success?

Qients Do Acquire Business ills through Training

Prograns tested skill acquisition in different ways. Vdnen' s
Intiative, for exanple, requires that cliets coplete a set o
seven assi gnnents throughout the training period to graduate.
Gaduation then neans that clients have at |east a basic under -
standing of fourteen core business skills, as well as the
devel opnent of eleven core conpetencies. 83 percent of
Vénen's Initiative's research sanple graduated during the
period under study. Fol | ow up surveys docunented that all the
skills taugt are being used by a least sone dients.

WHEDQO assesses skill use through quarterly hone visits
that are part of the programs nonitoring of famly daycare
providers inits network. Specific skills are assessed by obser -
vation and rated on an assessnent instrunent. WHED3O s
case study amdysis found that clients learned and effectivey
applied the core knowedge related to childcare operations,
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such as regulatory conpliance, child devel opnent, and the
basi cs of busi ness nanagenent. And all provi ders advanced at
| east one stage al ong a conti nuumof busi ness devel opnent t hat
neasures their novenent frompre-startup through having an
established, at-capacity business offering highrqua ity care

|SD asked clients to rate their levd of confidence in
expl a ni ng key busi ness concepts both at the begi nning and end
of coretraining usingafive-pant scae They asoinplenented
followup surveys to ask clients vhich concepts they val ued
eight nonths after training. The naxi nimscore clients coul d
give thenselves in terns of their confidence in explaining 15
different busi ness concepts vas 75 points. Before training, the
average score vas 47.54 points. Ater training, that score had
increased by 16.77 points to 64.31. Not surprisingy, clients
wo had never owned a business reported a greater gain in
skills (17.94) than clients wo were current or previous busi -
ness owers (15.45), but they started wth |over confidence
scores than either of the other tw groups. Querdl, cdients
reported the greatest gains in three areas: knowng what infor -
nation to take to the bank for financing, understanding the
four n@jor parts of a business plan; and understandi ng what
goes on a cash-flowsheet. Hwever, these three skill areas are
not rated the highest interns of confidence at the end of train-
ing. Wileclients felt they learned the nost inthese aress, they
don't feel they have conpletely nastered these skills.

The ills Qients Wse the Mbst

It appears fromthe research that clients understand the i npor -
tance of a business vision and val ue the | earning regardi ng busi -
ness pl anni ng needed to nake that vision areaity. They apply
basic financia skills like record-keeping and break-even andly -
sis, and they have learned the inportance of knowng their
inmedi ate target narket well.

Venen's Initiative found that as tine passes, other skills
asoreceive highratings interns of use. A 12 nonths, clietts
include their ability to “accurately describe ny conpetition’
anong their top used skills, suggesting a greater focus on the
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conpetitive aspects of running a business. And at 18 nonths,
they include pricing (“1 have a pricing systemthat is working
for ny business’) anong their top four skills. Trainers think
that these shifts reflect real changes in wat is needed to nan-
age a business as it stablizes ad gons. The cliet is focused
on achieving her goal's, ad usting her activities aong the vay,
first wth a focus on the inmed ate narket, then reaching for
a larger narket presence wth anal yses of the conpetition, and
finally, adjusting pricing to naintain narket position and
vidility.

Vénen' s Initiative further found that cash fl owand finan-
cia statenents were least used anong their clients, wile | SD
found that their clients va ued learning howto do a cash fl ow
even in the earliest nonths. Wile this difference nay refl ect
sone underlying differences in the clients and busi nesses of
each imstitution, it nay asoreflect adfferenceintranngcon-
tent and enphasis. In fact, Vnen's Initiative traners recog-
nzed that they introduced financia statenents late in the
training cycle and are now adj usting the curricuumto intro-
duce themearlier and in snaller, nanageabl e conponents.

Mre Successful Qients

The prograns found significant differences in skill acquisition
between nore and less successful clients. 1S for exanpl e,

conpared the pre- and post-training scores of those who had a
business eigt nonths after conpleting training wth those
wio did nat start a business. Interestingly, the busi ness owers
group—who included both existing busi nesses and start-ups—
had reported a higher gainin skills overall fromthe traning
than those wo later dd not start a business (a 15.8 gain ver -
sisald 47 gan). Theeevas dsoasigificat dfferenceinther

change in confidence for seven specific skills, including those
rdaed to getting aloan, filling out cash flowstatenents, god

setting, credit repair, and narketing. Wat does this finding
suggest ? V@ already know that clients wth positive business
outcones are nore likely to have entered training wth a cl ear
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busi ness idea or existing business. They are also nore likdy to
have sone business or relevant work experience and strong
support systens. Being ready to go nakes themattend to, and
goreciate nore, the specific skills they are taugt, ad it fur -
ther reinforces the need for prograns to help clients devel op
that state of readness. es it dso suggest that clients report -
ing lover cafidence leves in specific skills are “a risk’ ad
nay require nore technical support to succeed in busi ness?

Vdnen's Initiative, conparing the skills acquisition of
their “success cirde’ cdients to aher cdients, foud thet the
nore successful consistently reported using a set of inportant
financia skills. A each survey, their responses ind cated that
they were strongly focused on keepi ng financia records, using
break-even analysis, and applying their pricing skills. Wile
other clients also reported keeping records, they did not nen-
tionit as consistently over the 18-nonth reporting period, nor
vas it ranked as higly as the “success circle ranked it.
(“Success circle’ cients raked it first o secod a each of the
three intervievs; it dd nat nake it anong the top five skills
reported by other clients a six nonths, but ranked fifth at one
year and second at 18 nont hs).

“Success circle’ clients aso included pricing anong their
topfive skills a each check-in. Ricingddnat nake thelist for
the other clients. In its case study, WHXO echoed the
inportance of pricing strategies. WHXO found that its
hi gher earners were those wo were able to stand up to pres-
sures to undercharge, sonething to which nany daycare
provi ders succunb because of their synpathy for struggling
famlies, or because they care for children of friends and rela-
tives. The nore successful providers were found to be those
who could enforce a standard rate for nost clients, includng
famly and friends, and who could vigorously recruit parents
w t h subsi dy noney, naking themnore able to pay a standard
rae
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Gonpl eting a Business A an |Is Associated wth Mking
Progress

Wil e devel oping a business plan is enphasized in IS train-
ing, it isnot agraduation requirenent. The organi zati on found
that only 5 percent of training conpleters had a fornal witten
busi ness plan. An additional 17 percent had a nearly conpl et ed
plan, and 50 percent left wth a draft. The remaining 28 per -
cent ddnot have one at al. Not surprisingly, clients wo have
a busi ness plan were 24 percent nore likely to have a busi ness
after finishing training, and 45 percent nore likdy to have
nade progress on securing financing for their business. 7 More
than three-quarters of clients who reported any progress on
securing financing for their business had a conpl eted or nearly
conpl eted busi ness pl an.

As common sense woul d dictate, those who pursue a | ocan
are nuch nore likely to do the hard work of creating a fornal
busi ness plan. Those wo are either in business when they
enter training, or wo have a strong busi ness i dea, nay a so see
the value of the plan nore clearly than athers. Neverthel ess,
even when its inportance is recogni zed, nany entrepreneurs
find it dfficdt to prepare ad wse a pan. [H's diets, for
exanpl e, admitted that while they recogni zed the inportance
of preparing and adhering to a good business plan, it was very
easy to becone i nmersed in the day-to-day nanagenent of the
business and lose sigt of it. They reported that one va ue of
the continuing technica assistance relationship they experi -
enced under the research proect was that their business con-
sultants kept themfocused on using the plan as a gquide for
naki ng busi ness deci si ons.

Trai ning Conpl etion

Vénen's Initiative graduates fromthe core training were 40
percent nore likely to experience business gronth than those
who did not conpl ete the workshop. The organi zati on found
that 75 percent of its graduates experienced busi ness-grovth
events (defined as newstart-ups, stablizations, o expansi os);
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only 36 percent of nongraduates experienced these growh
events. And 100 percent of clients who attai ned sel f-sufficiency
due to sel f-enpl oynent al one graduated fromtrai ni ng.

Inportantly, 1SED found that having a busi ness out cone
(a start, stabilization, or expansion) after training conpl etion
corelated wth a set of actions, includng conpleting a busi -
ness plan, naki ng progress on securing needed financing, com
pleting cl ass assi gnnents, and achi eving a hi gh attendance rate.
Each of these activities depends on client behavior and reflects
his or her level of coomtnent to the endeavor. They are crit -
ical nilestones that denonstrate to both the client and the pro-
gramthat positive novenent is bei ng nade toward achi eving a
busi ness goal . And they suggest that the nore a programis abl e
to offer a structured training process wth clear expectations,
participation requirenents, and work assignnents, the nore
likdy thet clients wll dxan positive resuts.

Sistained participationintraning that fosters accountabil -
ity appears to be particdarly inportant to client success.
WHED3OQ for exanple, found only a very inperfect link
between its case study clients participating in a variety of short
courses and semnars and their ultinate success. OQ/CAC al so
found that clients who engaged in one-on-one technical assis-
tance wthout prior training vere less likely toreport that they
had been doing effective business planning since leaving the
program

Dynamic Training Syl e

ISDs large training programprovi ded a good opportunity to
test the rdationship between the process aspects of training
and the effects on client learning and behavior. Wile the
organi zation uses a standard curriculum trainers—-all forner
or current business owners-have sone latitude in the way
they deliver the content. | S researchers observed the train-
ers ad rated their perfornance on a set of characteristics that
fell along a continuum from dynamic to didactic. Wile no
trainer fell conpletely to one end of the continuumor the
other, dynanic trainers tended to rely on personal experiences
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inaddtiontothe curricuum set the pace of the class on par -
ticipats behavior, viened the traner’s rde as a gude o
resource person, and encouraged discussion anong partici -
parts. Ddactic trainers, onthe other hand, relied nore on the
curricuumand less on their personal experience, used it to set
the pace of the class, vieved their rd e as a teacher, and tended
to di scourage di scussi on anong parti ci pants.

In conparing these trainer characteristics to client behav-
iors and outcones, researchers found that clients wth dynanic
trainers were 21 percent nore likely to conpl ete honework
assi gnnents and 20 percent nore likely to conplete the train-
ing. They were also 32 percent nore likely to prepare a com
plete business plan, and finally, were five percent nore likdy
to have an open business wthin eight nonths of trai ning com
petion. Al theseresuts vere statisticaly signficat, dthough
the difference denanstrated for the last was the least strong. ®
Gven that ISD was not able during this research period to
track clients for alonger term it is not yet known whether the
effect woul d I essen or increase as the tine | engt hened.

Inplications for Training Practice

In reviewng and andyzing the findngs of this research,

HHED grantees cane to a nunber of conclusions regarding

their inplications for what constitutes best practice in

nmcroenterprise training services. In sunmary, the research
and experience of the HHED grantees underscores three key
find ngs:

» Efective nicroenterprise training prograns acknow edge the
inportance of diet readness for business ad offer a rage o
savices tohdp diets acquire the resarces and experi ences nec-
ey, Readiness inplies that clients have sone clarity in
their goal s and busi ness vi si on, have busi ness exposure or rel -
evant work experience, and have personal support and a min-
inum set of naterial conditions to assist themin ther
busi ness venture. Efective prograns recogni ze these require-
nents and help clients recognize themas well. They offer
vel | -designed assessnent processes, proactive referrads to
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needed services, links to reevant work experiences, and
traning designed to inrove god -setting skills and clarify
and test business ideas. This statenent should not be inter -
preted to nean that |ess-ready clients should not be expected
to nake progress in business activity and that business train-
ing should not be offered to them Rather, the finding sug-
gests that business training and programdesi gn shou d offer
nore activities geared toward inproving client read ness
when necessary.

o Hfective microeterprise traning is desiged ad odivered
wing the best addt learning theary. Hfective addt learning
net hodol ogy incl udes respect for learners and the creation
of a safe ervironnent in which to learn. It enphasi zes con-
tent that has i nmedi ate and practical rel evance, and account -
ability that includes clear expectations of the responsihilities
of both the programand the students. The trai ning i nvol ves
participatory and dynamic nethods that build on clients
experiences and engage themactively in class activities. It
enphasi zes the specific skills that clients wil gy in the
intia stages of business devel opnent and provides anpl e
opportunity for themto practice themthrough a series of
snall, short-termattainable steps. Hfective traning hd ps
clients understand the link between their attendance and
conpl etion of key assignnents and their ultinate business
success, and creates opportunities for clients and staff
together to nonitor and neasure progress. Best-practice pro-
gas recrut ad hiretrainers nat just for business skills but
aso for their capacity to inplenent participatory |earning,
and vhich provides them wth opportunities to increase
their skills through inservice training and other opportuni -
ties

o Hfective mcroenterprise tranng esures that ciets learn key
financid adnarkgingskills, asvel asthe“sdt skills’ o besic
conpetencies that increase a microentrepreneur’s dality to
gy themefectivdy. The research shows that while nost
clients increase their understand ng and use of business skills,
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there are sone differences between nore and | ess successful
clients. Mre than others, successfu clients enphasize the
aoplication of hasic financid skills, incudng record keep-
ing, cash-flow nanagenent, and break-even anal ysis. They
under stand the inportance of knowng their custoners well,
positioning thenselves in relationship to conpetitors, and
pricing their products and services appropriately. Hfective
nmcroenterprise training enphasizes the nastery of these
skills and provides clients anple opportunity to understand
them practice them and apply them during training. In
addi tion, best-practice prograns recogni ze that beingin busi -
ness requires nore than just technical expertise. Thus they
teach clients to be successful inthe narketpl ace through crit -
ica thinking, strong decision naking, broad networking,
and effective conmuni cation.

Not es

1 The Mcroenterprise Fund for Innovation, Efectiveness, Learning, and
Dssemnation (HBD is a research and devel opnent program at the Aspen
Institute dedicated to the expansion and sustainability of nicroenterprise devel -
opnent efforts, particuarly those ained at poor Anericans. Its mission is to
identify, devel op, and d ssemnate best practices, and to broady educate padicy-
nakers, funders, and others about microenterprise as an antipoverty interven-
tion. This article is drawn froma |l arger nonograph, |nproving Mcroenterprise
Training and Technical Assistance: Fndings for Program Minagers (February,
2002), which can be found on HHDs website, wwfieldus.org/li/training,
along wth detail ed research reports produced by HHD s five grantees who par -
tidpedinths intiaive

2. This docunent sunmarizes the key findings related to training effective-
ness. It aso highlights the nest inportant findings wth respect to appropriate
neasures of internediate and fina inpact. Mre on the relationship between
technical assistance and client success can be found in the conpl ete nonograph
referenced in footnote 1. Mre on indicators and on practica approaches for
docunenting and assessing outcones is available in HED s conpani on docu-
nent, Practitioner Mnual: Assessnent Tools for Mcroenterprise Training &
Technical Assistance. See HBEDs Vb site (wwfieldus.org/li/training) for
addtiond, reated nateria .
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3 IS aplied avariety of statisticd nethods to and yze the rel ationships
anong participant characteristics, training interventions, internediae indca-
tors, and fina participant outcones. Mthods included descriptive, biveriate,
and nui tivariate statistical procedures. | D has reported findngs of statistica
significance a the 90-percent confidence level and higher. Plevels are reported
a .10, .05, .01, and.00L Wiess otherwse notedinthe text, al findngs reported
fromthe | SED study neet these levels of statistical significance. Readers inter -
ested in nore information should consult the |SED study on HELD s Véb site.

4. Vgnen's Initiative used the sel f-sufficiency standard devel oped as a nea-
sure of success by Or. Dana RPearce of the Lhiversity of Véshington School of
Social Wrk and the Wder Qpportunities for Vénen (VDY based in
Véshington, DC This standard cal cul ates the anount of noney working adul ts
need to neet their basic needs wthout subsidies of any kind. Ulike the federal
poverty standard (H5 or the nedian i ncone guidelines (HD, this standard
takes into account the cost of livingasit varies by famly type (nunber of aduts
and nunber and ages of children) and county. The cal cul ation includes |ocal
housing, childcare, food, transportation, nedical care, clothing and niscella-
neous costs, as well as taxes and tax credit. For purposes of conperison, the self-
sufficiency standard incone level falls at approxinately 90 percent of the HD
nedi an area incone | evel (“noderate incong”) for a famly of two adults in San
Franci sco Qunty.

5. 19D s research nethodol ogy i nvol ved tracking classes of clients entering
a dfferent stages during the two-year research process. The greatest length of
tine all groups were fromtrai ning conpl eti on was ei ght nonths, and | SED used
thet tine point to define the end of data cdlection

6. The difference between conpl eters and nonconpl eters wth respect to
these cheracteristics is staisticdly sigificat a the very hich levd of .00L

7. Sognficat a the highest confidence level of .000L

8 The difference in training conpletion rates vas sigificat a the .001
level. The differences in rates of class assignnent conpl etion and business plan
conpl etion were significant a the .01 level. And the difference in business out -
cones vas signficat a the .10 level .
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