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Figure 5: Motivation to attend BSSA training — SMME’s

To acquire skills to start my own business

To acquire record keeping skills

To understand the business environment

To acquire marketing skills

To acquire costing & pricing skills
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Figure 6: Motivation for attending training — SMME’s
Unemployed, wanted to start business
Poor customer communication :l
Poor internal bookkeeping
Poor business performance
Nothing specific, simply wanted to learn | |
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Figure 7: Skills/knowledge BSSA training was expected to impart — SMME’s
Business start-up skills -
Bookkeeping & tax skills ]
Business turn around skills [N
Tendering skills ]
Acquire market information |
Costing & pricing skills *
Marketing skills : : . ]
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Table 2: Overall satisfaction rating of BSSA training — SMME’s
HIGH MEDIUM LOW
Overall organisation of the course 39 3
Quality of venue and facilities 34 8
Quality of the training material 42
Quality of the trainers
Learning effect 38 4
Generating interest & fun 41
Clearness of explanations 41
Creativity 42
Knowledge of subject matter 42
Teamwork between trainers 42
Visualisation skills 42
Presentation skills 41 1

Figure 8: Preference for BSSA training compared to other business training programmes — SMME’s
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Figure 13: Motivation for attending BSSA training — Business Advisers

Other h

To qualify as business adviser [l

To improve quality of service offered to
Chamber members

To gain SMME training skills

To gain skills to assess SME loan
applications

To enhance SME development knowledge

To obtain BSSA accreditation & credibility
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Figure 14: How training need manifested itself — Business Advisers

No training skills

Background in education, limited business
knowledge

Knowledge gaps identified in adviser
reports

Limited SMME market knowledge

Instittution lacked capacity to fully assist
SME clients

Lack of facilitation skills & accreditation

Figure 15:

Knowledge/skills and other gains expected from BSSA training — Business Advisers

Confidence & motivation to provide advice

General SME support / advisory skills

General business management skills

Consulting & follow-up skills

Facilitation techniques & accreditation

Figure 16: Other SMME advice/training-related training programmes attended — Business Advisers
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