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1. Introduction 

The European Investment Bank (EIB), the bank of the European Union, has a program to provide better access to 
medium and long term financing for MSMEs in Zambia in partnership with approved financial intermediaries 
through credit lines. The program is supported by a technical assistance scheme to assist the growing MSME 
sector in terms of accessing financing for their businesses. The technical assistance program is managed and 
implemented by Frankfurt School of Finance and Management. The EIB has signed financing agreements with a 
number of financial institutions, which include AB Bank Zambia, BancABC Zambia, Entrepreneurs Financial 
Centre (EFC), First National Bank (FNB) Zambia and Madison Finance. 

The main objective of the conference was to educate local MSMEs on existing funding facilities in the country, 
and on EIB’s intervention in ensuring that MSMEs have better access to those facilities. The conference was also 
to provide a platform for MSMEs and financial institutions to exchange information and to network, particularly 
with the institutions that are inclined towards supporting the growth of MSMEs and capacity building.  

Opening Speech by the Head of Cooperation - EU Delegation  

After a welcome address by Mr. Ryno Byleveldt of the EIB regional office in Pretoria, the opening speech was 
made by Mr. Gianluca Azzoni, Head of Cooperation at the EU Delegation in Lusaka. 

     
EIB – Mr. Ryno Byleveldt’s Welcome Address                 Mr. Azzoni’s opening speech 

 

The EU considers the private sector an important sector for growth and development. The EU 2014 
communication highlights the important role that the private sector plays in achieving growth and development 
in developing countries. Mr. Azzoni stated that there was a strong need to improve the Zambian regulatory 
environment in order to support the formal and the informal sectors, and he pointed out that the EIB blends EU 
funds with other sources of finance in supporting the private sector’s efforts towards enhancing economic 
development for the poor. 

For the period of 2014-2020, agriculture will remain a key sector of co-operation for the EU in Zambia. Whereas 
the EIB manages the AP facility designed to support MSMEs by setting up credit lines with financial institutions 
in a number of African countries (including Zambia), and by designing and delivering capacity building activities 
for staff members of the participating FIs as well as for MSMEs by working with professional bodies. It was 
mentioned that Frankfurt School of Finance and Management already cooperates with the University of Lusaka. 

In Zambia, businesses have potential to grow; however, most of them face impediments such as access to 
finance and lack of collateral, as well as cumbersome business regulations and high interest rates. According to 
AfDB, MSMEs are considered a profitable business segment. 
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2. Conference Programme 

The conference programme was tailored to accord local and international experts in various fields of expertise to 
offer their professional views through panel discussions covering areas like general challenges of MSME in 
developing economies, funding and financing, Business Development Services (BDS), and capacity building 
activities. After each panel discussion, a classic “questions and answers” was fostered, in which questions were 
invited from the audience - which consisted mainly of MSMEs – and all panellists were welcomed to answer the 
raised matters.  

The first panel focused on MSME finance and was moderated by Mr. John McGrath from Imani Development 
Consultancy. The discussion identified a number of factors aimed at alleviating poverty in Africa.  

In line with that topic, the invited experts were giving the following short presentations:  “An Introduction of EIB 
credit lines and new products to come” by Mr. Ryno Byleveldt – Business Analyst, EIB Pretoria; “Collateral 
registration issues” clarified by Mr. Christopher Mapani, Assistant Registrar PACRA; “Alternative sources of 
finance” addressed by Mr. Lang’a Mweene, Suppex Capital Advisory; and “The issues of financial services” 
presented by Mr. Didier Mark Mwanza, Focus Financial Services. 

 
Mr. John McGrawth opening Panel 1 

The second panel discussion was moderated by Ms Tatiana Pereira, Senior Business Development Expert at FS, 
discussed the contribution of capacity building to the growth of MSMEs. Panellists included Mr. Andrew 
Bamugye – Head of Operations at AMSCO who expounded on SME training and advisory solutions; Mr. Lukonga 
Lindunda – BongoHive Co-founder and Executive Director who spoke about communication between lenders 
and MSMEs and the capacity of MSMEs to access financial services; Mr. Bayo Akindeinde – Program Manager of 
PEP Zambia who addressed entrepreneur support and capacity building; and Ms Thelma Kilale – BDS Manager 
of ZCSMBA who presented on skills development and capacity building.  

 
Panel 2 in the Q&A session 

The third panel discussed how financial institutions can contribute to MSME growth and was moderated by Mr. 
Ryno Byleveldt – Business Analyst at EIB. Expert views were presented on how to overcome challenges in 
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accessing finance, namely through “Credit products for MSMEs and MSME success stories” by Mr. Armando 
Sirolla – CEO of AB Bank; “Microfinance solutions for MSMEs and provision of products and services” by Mrs. 
Mary Manda Musonda – Chief Operating Officer of EFC; “MSMEs/Emerging business growth, survival and 
viability” by Mr. Geoffrey Ndaba – Head SME Banking of FNB Zambia and “The importance of having a vision 
and mission as MSMEs” by Mr. Titus Waithaka – Managing Director of MFinance. 

The afternoon session moderated by Mr. Rainer Fitz, Team Leader of Frankfurt School of Finance and 
Management focused on the essence of the workshop itself - in the Zambian context - what financial institutions 
do, how they are organized and how they take credit decisions and, overall, understanding MSME finance from 
the financial institution’s point of view. A case study was presented, which allowed those in attendance to 
critically analyse the situation from the financial institution’s viewpoint.  

 
Group work in the workshop “Today I am the banker” 

A number of information desks were set up by the attending financial institutions to offer further insights and 
information about their services and products to MSMEs. 
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The following table lists the speakers and panellists: 

Title Name Surname Job Title  Company 
Mr. Gianluca  Azzoni Head of Cooperation EU 

Mr. Ryno Byleveldt Business Analyst EIB Pretoria Office 

Mr. John McGrath Managing Director Imani Development 

Mr. Christopher  Mapani Assistant Registrar PACRA 

Mr. Lang’a  Mweene Principal Advisor Suppex Capital Advisory 

Mr. Didier Mwanza Acting General Manager|  Focus Financial Services 

Ms.  Tatiana Pereira Snr Business Dev Expert Frankfurt School of Finance & Management 

Ms. Thelma Kilale BDS Manager 
Zambia Chamber of Small and Medium 
Business Associations 

Mr. Andrew Bamugye Head of Operations AMSCO 

Mr. Lukonga Lindunda Co-Founder & Exec. Director BongoHive 

Mr. Bayo Akindeinde Programme Manager PEP Zambia-FSD UKaid 

Mr. Armando Sirola CEO AB Bank 

Mrs. Mary Manda Musonda Chief Operating Officer EFC 

Mr. Geoffrey Ndaba Head – SME Banking FNB 

Mr. Titus  Waithaka Managing Director MFinance 

Mr. Christopher  Engelhardt Senior MSME Expert Frankfurt School of Finance & Management 

Mr. Rainer  Fitz Team Leader Frankfurt School of Finance & Management 

	

3. Attendance 

The total number of people who participated in the conference stood at 188, comprised mostly of SMEs, 
financial and non-financial institutions, speakers and panellists. 12 journalists (according to the registers) 
covered the conference media-effectively. The participants were mainly invited by the financial intermediaries AB 
Bank, FNB Zambia, EFC, MFinance and BancABC/FBZ in order to allow the partakers to benefit from the 
conference through information exchange and interaction between financial institutions and MSMEs. Financial 
institutions had the opportunity to share and explain their offerings to the MSME market, while MSMEs were 
accorded an opportunity to ask questions and receive first-hand information about the same. 

Other institutions, including Focus Financial Services, Patents and Companies Registration Agency (PACRA), 
BongoHive, ZCSMBA, PEP Zambia, Suppex Capital Advisory and AMSCO, also contributed to the conference by 
way of inviting their MSME clients and business partners. 

 

4. Comments and Points of View  

The various presentations and panel discussions allowed for a lively debate on the major topics of discussions, 
with participants expressing their views on the themes under discussion.  

The following issues were raised during the three panel discussions: 

 

Panel 1: “Finance for Micro, Small and Medium Enterprises in Zambia” 

§ There is a need for private sector intervention if MSMEs are to grow and contribute towards 
poverty alleviation. The key element in poverty alleviation is private sector growth itself; the 
change comes through an increase of disposable incomes of players in the private sector.  

§ Other interventions cited that factors the alleviation of poverty are resource mobilisation and 
conflict reduction, mainly in terms of the business environment.  
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§ However, access to finance was mentioned as the biggest barrier to growth of MSMEs, therefore 
there is an obvious need to close the MSME financing gap. Financial institutions contribute to 
MSME growth, thus banking and non-banking institutions can help ease some of the challenges 
faced by MSMEs. 

§ EIB’s intervention for private sector growth is done through the provision of credit lines, 
guarantees and technical assistance programs to local financial partner institutions. EIB also 
provides business development support to micro enterprises and SMEs. 

§ Growth-oriented micro and small scale businesses are considered to be the future of any 
economy. In order to support MSMEs in Zambia, the Bank of Zambia has introduced an Act that 
supports the use of moveable assets as collaterals to enable MSMEs access to credit, because 
most MSMEs do not possess fixed assets. The Act is to provide a legal framework for the use of 
moveable assets in order to access credit. 

§ The new law also establishes a centralised collateral registry in which all security interests such 
as leasing and hire purchase will be registered and therefore provide assurance in terms of 
priority (first to file acquires priority). This joint initiative of BOZ and EU will address issues of 
enforcement through the judicial system as well as outside the courts. 

§ The system, however, does not directly address the issue of high interest rates - but it is hoped 
that it can indirectly attend to this matter as well.  

§ The creation of a well-functioning, competitive market of lending institutions is essential to help 
local companies and MSMEs access alternative sources of finance. The general opinion of 
commercial financial institutions is that the default risk of MSMEs is too high, and that MSMEs 
should have a sufficient level of capital. Improvement of the capital structure can come from 
alternative sources of capital. 

§ Alternative sources of funding are important because financial institutions do generally not 
adapt their offers to the needs of MSMEs well. For example, inflexible fixed repayment schedules 
- whereas alternative lenders are able to provide “patient” capital, which can give room to 
MSMEs to repay the funds according to their abilities. 

§ Some of the problems faced by MSMEs are caused by commercial financial institutions, which 
bid for cheaper development-related funding with the intention to lend them on to MSMEs at 
significantly higher interest rates. 

§ Products such as Invoice Discounting, Order Financing, Bridge Financing and Operating Leases 
were presented as alternative financing for viable growth-oriented MSMEs who may not be able 
to meet the conditions and requirements for regular instalment loans at financial institutions. 

Questions and Comments from Participants 

§ It was mentioned that funds come from EIB. How can an entrepreneur access these funds, and 
how can one negotiate interest rates on EIB loans with financial institutions that fix their own 
interest rates? 

§ Despite the fact that Zambia has a credit bureau (CRB), one observes that credit defaulting, 
shoddy work and low performance characterise most MSMEs. Therefore one needs to assist 
MSMEs augmenting their performance. What measures have been put in place to ensure that 
when MSMEs get the money they will perform? 

§ 95% of MSMEs are not qualified and lack information on how financial institutions operate, and 
it seems that financial institutions have a tendency of changing goal posts. Few MSMEs in 
Zambia can grow into bigger enterprises. Which financial institution will accept to provide funds 
at lower interest rates and how safe are MSMEs if we have failed to grow our own MSMEs with 
local funds? 
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§ In the case of dealing with a client in the construction sector, and the lender procures equipment 
for the MSME client, at what point can the client claim ownership of the equipment which is on 
the lender’s books? 

Final Considerations 

§ Interventions have to be balanced on cost effective basis by bringing in long term and medium 
term payment plans. There is a need to enhance the market in order to provide funding and this 
has to be done on a sustainable basis. 

§ Lending institutions should understand how to monitor performance. Projects must be monitored 
by local or international partners, which will help ensuring performance. 

§ It is important for the MSMEs to put themselves in the bankers’ shoes to understand how 
financial institutions work. MSMEs need to know the relevant requirements for a loan 
application and how to gather and prepare them. Rom a business point of view, financial 
institutions will always ask for proper risk management capabilities of the business owner and/or 
manager. Funding from EIB is meant for businesses in Zambia, therefore EIB partners with 
Zambian financial institutions in order to break some of the barriers to make it easier for MSMEs 
to access funds. 

§ Operating leases do not give a client ownership of the equipment at the end of a project, 
however, another option is when equipment purchased by a lending institution is given to an 
MSME to use and they return it when the project is completed so that another client can use it.  

 

Panel 2: “The Contribution of Capacity Building to the Growth of Micro, Small and Medium Enterprises in 
Zambia” 

§ There is a need to support training systems for entrepreneurs. The Southern African region 
experiences similar MSME problems; therefore there is a regional need for capacity building 
activities in order to foster growth. 

§ Solutions include interventions in human capital development services through a customised and 
integrated skills solutions approach through partnerships and collaborations. 

§ Business development was cited as the first pillar for growth of MSMEs. This requires access to 
financial markets, technology and skills development. To that effect, a need was identified to 
redefine the meaning of a MSME to a financial institution in order to find effective ways of 
communication among each other.  

§ The second pillar identified as important for the MSMEs’ growth are linkages to financial services 
providers, such as EIB. Also linkages to technology and innovation were identified as significant 
to the growth of MSMEs. There is a need to create relationships that will help MSMEs obtaining 
finance. 

§ The third pillar is capacity building. There is a structure that has been put in place to deliver 
services to members. In order to achieve results through capacity building, MSMEs have to 
become sustainable. They should focus on profit maximisation, financial know-how and be 
disciplined in their operations. 

§ Capacity building also calls for rendering support to entrepreneurship in Zambia by providing 
and delivering services to MSMEs, and by enabling them to grow by putting together a business 
proposal and, ultimately, by sharing the risk with them. 

§ There is a lack of both capacity builders and a model of delivery of capacity building. Training is 
mentioned, but in what areas exactly? 
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§ The delivery model should be accessible to MSMEs, therefore the need to redress the imbalance 
by coming up with sustainable business models for BDS. 

§ Businesses should be long-term ventures led by owners/managers with expertise in certain areas. 
Therefore, capacity building must include expertise in all areas. Also, there must be a succession 
plan in the company to ensure continuity. 

§ Measures must be put in place that can determine whether a business is viable within a short 
period of time. There is intention to create a model called “Accelerator Discover” which can 
determine within a period of three weeks whether a business is viable or not in order to provide 
assistance in certain areas. 

§ Financial institutions need to do more to understand MSMEs. On the other hand, individuals also 
do not know how to deal with financial institutions. 

§ In order to grow the MSME sector, there is a need to build entrepreneurs who are successful in 
supporting other entrepreneurs. Big financial institutions tend to say that they will not support 
MSMEs, therefore entrepreneurs need to improve themselves in order to get funded by financial 
institutions. 

§ Most entrepreneurs have no business plan, hence the need for financial institutions to 
understand business models in Zambia in order to strike a balance. 

Questions and Comments from Participants 

§ What is missing from MSMEs and why are they not reaching out for the programmes being 
offered? 

§ MSMEs complain that they do not have money to start their own business, what is missing? 

§ When should MSMEs approach finance providers? 

§ Is BDS provision free or should it be paid for? 

§ The local entrepreneurs produce poor quality products, why is this so? 

§ MSMEs behave like they know it all. However, they should rather be hungry for knowledge. 
Honesty and integrity are important for MSME’s growth.   

Final Considerations: 

§ There is need to bring in senior management experts to show that lending institutions are here 
to support MSMEs through capacity building. 

§ There are not enough intermediaries that can support entrepreneurs to negotiate and work with 
financial institutions. MSMEs do not have capacity to access financial services. 

§ Ofteh, the documentation provided by MSMEs is of poor quality, hence the need to build 
capacity amongst them. 

§ Attitude change is also important on the part of the MSMEs. They need to realise that they 
cannot access valuable things for free. 

§ Access to finance is not a problem but rather a question of willingness and capacity to repay the 
loan facility. If MSMEs can set their house in order, the finance provider might invest in the 
business.  

§ MSMEs should be Internet savvy and look for information from various sources, so that they are 
in the know of latest trends and financing options. 

§ Some of the interventions to help MSMEs include working with the grassroots in providing 
information on which businesses are viable in a particular season. 
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§ There is also need for critical thinking about their business on the part of the MSMEs. 

§ BDS is, should, and cannot be for free. 

§ There is also a gap that needs to be bridged in terms of skills development and this comes at a 
cost. Even capacity building is not for free. All these services are offered at a fee. 

 

Panel 3: “How do Financial Institutions Contribute to MSME Growth?”  

§ Financial institutions have partnered with MSMEs and increased access to specialised financial 
services in order to develop Zambia’s private sector. Microfinance solutions are also available to 
entrepreneurs in Zambia. 

§ Some of the services available include MSME loans, Women Market Trader loans and Home 
Improvement loans. 

§ There is a Client Share Ownership Product, which enables clients with a good credit history to 
buy shares or own a stake in one of the financial institutions. 

§ MSMEs could be considered as emerging businesses which need support to survive and grow. 
The support could be offered through currently available dynamic cash flow solutions such as 
cross border payments via telegraphic transfers. Another option is the investment of surplus 
funds in short term investments and reintroduced back into working capital when required. 

§ There is a wide range of products that various financial institutions provide leading towards 
growth of MSMEs - such as savings products and small business loans that are designed to meet 
client needs. These can be adjusted and enhanced to further meet increasing client needs.  

§ Clients can graduate from micro loans to bigger SME loans for business expansion. One case 
study showed how a business located in a high density low income area was able to expand its 
business scale using various loan products. 

§ It is therefore important for MSMEs to document their vision and mission and to look for 
partnerships that will help their businesses grow. 

Questions and Comments from Participants 

§ Some financial institutions have been willing to support MSMEs. However, there are challenges 
migrating from commercial financial institutions to MSME-friendly financial institutions, because 
services such as ATMs or current accounts are not offered, which creates inconveniences to the 
client. How do these financial institutions intend to improve their services? 

§ Some financial institutions register a small business asset into their name (co-ownership), and 
when registering back to the borrower, the costs have to be borne by the client. Is there any 
intention of changing this policy? 

§ With loan applications, financial institutions do not disburse the exact amount requested for by 
the client. Where does the rest of the money go? 

§ Even after having serviced a couple of loans from a financial institution, the subsequent loan 
repayment period is too short in the present economic downturn, causing the client to default. 
Shouldn’t the loan repayment period be extended for such cases? 

Final Considerations: 

§ The role of development financial institutions, such as EIB, in the market is to address concerns 
such as the fact that the local market is not providing sufficient long-term funds. 

§ A financial institution has to walk a tight rope between supporting clients and considering what 
is available on the market in terms of financing.  
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§ High interest rates are partly a result of liquidity constraints, but overall a combination of factors 
that have to be considered by financial institutions. However, a lot is being done to pass on the 
benefit of advantageous EIB funding to MSMEs. 

§ To qualify for incentives such as refund on interest, MSMEs ought to have a good repayment 
history. 

§ There is an initiative by the Bank of Zambia (BoZ) to provide a national banking switch with the 
goal to ease business transactions; it is a massive project worth K50m. 

§ MSMEs also need to understand conditions given by financial institutions before they acquire 
loans and other financial services. Fees, deductions etc. are mentioned before signing of a loan 
agreement. Fees are charged on loans which are deducted from the full applied loan amount. It 
is important for the client to spend time with the loan officer and to seek for clear explanations 
regarding the conditions in order to ensure that they understand well before appending their 
signature.  

§ MSMEs also need to have critical business information about their ventures ready, such as a 
business profile, financial records and cash flow projections. Often, financial institutions are not 
being furnished with all this necessary information. 

§ MSMEs also need to ask for the right products/services and be truthful in the information they 
provide, so that the financial institution can recommend the right solution for each business. If 
all is in order, the financial institution will assess the venture and provide feedback to the 
applicant. 

§ Some financial institutions are revising their loan repayment period from up to two to up to three 
years.  

	

5. Media Cover/Visibility 

One week before the event, a good number of media houses were contacted via personal phone calls, namely: 
Radio Phoenix, Radio Q–FM, Q-TV, Radio Hot FM, Radio Rock FM and Daily Nation Newspaper.	

Two days before the event, the official invitation was sent out to the main stream media houses and reminders 
were made. This resulted in Radio Phoenix airing it on their morning main news radio show and lunchtime hour 
news. Others might have aired but no confirmation was obtained. Six persons called in with requests to sign up 
for the conference and four actually attended it. One day before the event, the official press release and 
conference invitation was taken to Zambia News and Information Services and a blast was sent to all media 
houses.	

The event was attended by 12 journalists. The attendee’s included Zambia National Broadcasting Corporation, 
Q-TV, Q- FM Radio, Prime TV, Radio Phoenix, Hot-FM Radio, Radio Christian Voice, Rock FM, Daily Nation 
Newspapers, Daily Mail Newspapers and journalists from Zambia News and Information Services. On the spot 
interviews were held at the hotel lobby during the event. Journalists showed interest in representatives from EIB, 
Frankfurt School, the AFIs, panellists and the attendees.	

Most of the Radio stations and Television stations covered and aired the story of the EIB conference; this is 
based on personal phone calls with respective journalists. However, none of the Newspaper’s printed the story 
during the week that followed the event.  

Google search showed one online article as per the link below, by the Lusaka Times: 
https://www.lusakatimes.com/2016/10/14/european-investment-bank-earmarks-56-million-euros-for-smes-in-
zambia/  
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6. Workshop for Entrepreneurs – “Today I am the Banker” 

The purpose of the workshop was to support MSMEs in getting a better understanding of finance from a 
banker’s viewpoint, in order to improve their confidence levels when communicating with financial institutions, 
and also to better understand the rationales behind the lender’s approaches and business practices. 

  

 

A case of a company applying for a loan was presented to participants asking them to analyse it from a financial 
institution’s point of view:  

	
 

There were eight working groups analysing the case study with one of the groups giving the following answer: 

COMPANY	PROFILE	

• Sells	Construction	Material	
• 10	years	of	experience	
• Family	company	with	father	and	son	
• Good	track	record	with	bank	
• High	morality	
• Low	collateral	
• Distributer	of	a	big	paint	company	
• Asks	for	an	additional	loan	of	150,000		
• There	are	signs	of	an	economic	slow	-down	

Would	you	give	the	loan?	

Yes	or	No?	

(Discuss	and	explain)	

WHICH	QUESTIONS	WOULD	YOU	ASK?	(Discuss	and	explain)	
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The turnout of participants for the training was considerably high, while participation and learning were 
noteworthy. 

 

7. Lessons Learnt 

§ It was obvious that there was a lack of information by the entrepreneurs, especially when trying to 
receive funding from a financial institution - which is posing a massive challenge to the MSMEs. 

§ In general, financial institutions and MSMEs wear different hats, therefore MSMEs need to take a 
critical look at the information provided by the FIs, and they must assure that they fully understand the 
conditions before they sign any kind of agreement. MSMEs should provide accurate information instead 
of making assumptions; and they must be able to defend their investment plan/project before the 
financial institution. 

§ Financial institutions on the other hand need to streamline their operations, work efficiently and be in a 
position to communicate any credit decision to MSMEs without unnecessary delays. 

 

8. Conclusion 

Ø The importance of the conference was high as the participation through questions and discussions 
showed. The relevance of the content to MSMEs was equally high, especially for attendees who seemed 
eager to grow their businesses sustainably.  

Ø The panel discussions brought out expert views and essential information in order to support MSMEs in 
understanding the importance of putting their houses in order, if financial institutions are to take them 
seriously as potentially bankable businesses. 

Ø It is hoped that lessons learnt will support MSMEs and financial institutions interact better when trying 
to jointly grow the private sector. The general feedback from participants was that such meetings - 
between financial institutions and entrepreneurs - should happen more regularly. 

• On	paper	the	company	looks	viable	but	the	bank	requires	more	
information.		

• Family	company	with	father	and	son	implies	there	is	continuity	
which	is	good	thing	but	does	not	guarantee	that	the	loan	should	be	
given.	

• The	company	has	a	good	track	record	with	the	bank	but	signs	of	
economic	slowdown	are	worrying.	

• Low	collateral	is	a	risk	for	the	bank	to	offer	the	additional	loan.	
Banks	are	in	the	business	of	making	money	and	not	liking	you.	

• How	is	the	client	going	to	pay	back	the	loan?	

The	loan	would	only	be	given	if	the	client	satisfies	due	diligence	and	the	
positives	outweigh	the	negatives.	

WHICH	QUESTIONS	WOULD	YOU	ASK?	(Discuss	and	explain)	
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ANNEX 1 – Programme of the Conference 

	

	 	 	
	

EIB MSME Conference 2016  

“Supporting Growth of MSMEs in Zambia”  

October 13th, 2016,  8 am – 5 pm 

Intercontinental Hotel, Lusaka 

08:00 - 08:30  Registration of Participants 

08:30 - 08:40  Welcome Address & Opening Speech 

08:40 - 10:00   1. Panel - “Finance for Micro, Small and Medium Enterprises in Zambia” 

10:00 - 10:50 2. Panel - “The contribution of capacity building to the growth of Micro, Small 
and Medium Enterprises” 

10:50 - 11:15  Coffee Break and Networking 

11:15 - 12:45  3. Panel – “How do financial institutions contribute to MSME growth?” 

12:45 - 13:00  Wrap Up of the Morning Session  

 
13:00 - 14:15  Lunch Break & Networking 
 

14:15 - 14:30  Introduction to Workshop for Entrepreneurs “Today I am the Banker” 

14:30 - 15:15  Workshop  

15:15 - 16:00  Group Work 

16:00 - 16:30  Coffee Break and Networking 

16:30 - 16:45  Discussion of the Results of Working Groups  

16:45 - 17:00  Conclusion and End of the Workshop  

 
 

  
 

 
 

 
  

   
  

 

 

 


