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Developing Commercial Markets  for BDS 
– Are “how to do it recipes possible?

BDS Annual Seminar – Turin
9-13 September 2002

Experience in Bangladesh 

Deepak Adhikary
Senior Enterprise Support Specialist 

South Asia Enterprise Development Facility - IFC

Market Demand
Survey (2000SMEs)

7 main location

Supplier 
Assessment 

200 BDS Providers

Area Potential 
Sub sector growth

FGDs (11 locations)

BDS Specific
FGDs on Product

( 6 Products )

To establish Demand/Supply Of BDS

There is a Scope Not feasible
Change 
Project
strategy

Start with 
Standard 

Advertisement
for Service
Providers

The BDS Road Map and Decision Tree

Satisfactory  Not Satisfactory New Relation Technique

- Network
- Referral

Assessment of the Providers in terms of Growth Strategy
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Growth Re-Engineering Re-structuring

Provider Selection Decision Tree

Market Penetration Product Development Market Development

Works well

Continue

Providers loose
motivation

Diversification

Weak Market Skeptical Market Very Difficult Market Functioning  Market

Define Market Segments

Design an incentive system
Competition for best MIS
Carrot & Stick Operational

Setup MIS
Legal framework 

for providers
Policy & Cross 
cutting issues

Work out market strategies with the providers 

S C O P I N G  F O R  P A R T N E R S P R E L I M I N A R Y  A S S E S S M E N T

B D S P  P R O D U C T  A S S E S S M E N T  G E N E R A T I N G  F I T

ü Pro –active search
ü Re-active response
ü Referral and commissioning 

ü Performance/track record
ü Resource /image   
ü BDS orientation and deal 

PARTNER SERVICE PROVIDERS IDENTIFIED

ü Organizational competency & capacity
ü BDSP concept and preferences 

ü Product development

ü Market development
ü Commercial viabilityü Adaptations and improvements 

BDS STRATEGY IDENTIFIED 

I M P L E M E N T A T I O N

MOU Signed and Provider Takes Responsibility 

COMPLETION OF A  PRODUCT CYCLE

O D  C O N S U L T I N G

ü Business growth strategy
ü Business reengineering 
ü Business restructuring strategy

M O N I T O R I N G  A N D  C O U N S E L I N G

üMonitor the BDS for 2 years
ü Counsel for new BDS development
üMonitor SP’s all transaction with SMEs
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Meeting their 
demand, 

Perceived 
value exceeds 

price

Sales of BDS by the provider exceeds cost 
of inputs, New products/markets 

developed, Fixed costs spread

Donors

BDS Facilitatorss BDS Providers

SME Clients

Increased sales, 
Expansion of 

market, Repeat 
customers

Different motivationand expectations on informationfor MIS

'Bang for the Bucks' 
Outreach, Impact, 

Donor Coordination, 
Gender, Environment, 

SRB, Market 
Competitiveness, Link 

& Poverty

BDS 
Providers

BDS 
Systems

BDS 
Facilitator

Keeping Track of:
•Product Dev.Costs
•Indirect Costs       
•Overheads           
•Representation     

Baseline               

Client Baseline      

BDS Service          

BDS Sales            
Monitoring of 

Clients

- Total cost of Product Development

- No of clients (gender/region/type etc.)

- Sales generated by service provider

- Leverage  Ratios (sales and costs)
- Assessment of BDS Market Dev.

-Approach from Facilitator          

IMPACT
EVALUATION

OUT REACH/
EFFICIENCY 

Change in Market profile/
COMPETITIVENESS

BDS MIS Flow of Information

Outside Role
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The Key BDSP Indicators

•Number of small enterprises purchasing BDS
•Number of BDS providers
•Women providers supported
•Women clients reached
•Number and value of BDS products
•Sales of BDS provider
•Transaction leverage and other costs
•Geographical coverage, 
•Profile  of market (demand and strategy), and 
•Employment.

136259021Total

11Marketing

725Others

963Business Linkage

20119Accounting / Tax

33Event Management

365283Management                      
Training/Consultancy

214152Technical Training

16583Media Communication

312Legal

202108IT

TotalOn GoingRejectedSelectedTypes of BDS support



5

$     23BDS Development Cost per Client

$   768BDS Development Cost per Service Provider

137Repeat BDS Purchase

160Total SME BDS Clients Reached by Service Providers

280Total BDS Clients (SMEs and large) Reached by Service Providers

2467Clients Employment

230Service Providers Total Employment

0.69BDS Turnover on Swisscontact (direct + Indirect +  Overhead) Cost

0.91BDS Turnover on Swisscontact (direct + Indirect) Cost

$ 65,192Swisscontact Total Cost (Direct + Indirect + Overhead)

$ 46,980Investment in Research, Studies and Project Facilitation 

$ 44,708Sales of Assisted BDS

$ 16,138BDS Development Cost Swisscontact 70%, Provider 30%)

10Numbers of BDS Assisted

21Numbers of Service Providers Assisted

8Cumulative Physical Outreach by Districts
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530Total Clients Reached by Service Providers

268Client's Women Employees

40Women Clients Reached by Service Providers

50Service Providers Women Employees

6Women Service Providers

Gender Perspectives

6More than a Year

853 Months to 1 Year

21Less than 3 Months

136Processed

Number of Potential Providers Requests Processing 
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1115101284Total

50005Other

413
Business linkage / 

marketing

1900019Accounting and tax

30030Event management

3132125

Management 
consulting, 
training

1721113Technical training

110128
Media and 

communication

30111Legal advisory

1805310
Information 

technology

Total
Business 

diversification
Product 

development
Market 

development
Market

penetration

Business 
development 
service

Providers assessed by marketing strategy

Potential and BDS Provider's Nature of 
Market (in Percent)

52%

14%

5%

29%

High demand 

Potential demand

Weak demand

Dead-end demand



8

Usefulness of market Assessment

q Proved that there is demand to “skepticals”

q Respect among stakeholders                         

q Prepares partial base-line

q Intelligent discussions with service providers

q Low demand from providers but high from
Donors/Researchers – not intended                                                

SMES IN BANGLADESH 

SEDF STRATEGY

� Invest in innovation 
� Participate in product

development
� Provide consulting inputs
� Facilitate linkages 

S E L E C T E D
SMEs/ Sub-Sectors

� Increase productivity
� Reduce costs
� Expand markets
� Set role models
� Increase their service

marketing potential
� Supply chain value creation 

SERVICE PROVIDERS
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What are the Lessons and Future for BDS Projects?

If we follow “Pure” Market Oriented BDS Programmes, it is difficult 
to show the desired impact as outreach is not going to be highly
significant

If we have a “Big” BDS Project, then Cost Effectiveness becomes 
an issue and we land up doing, exactly against what we preach

Can we take a “Cocktail” of approaches – sub-sector focused, 
intervening where there is no private sector interest yet and finally go 
for value creation process rather than input-output calculations? 

Narrowing the gap between field and “Experts”  as well as getting 
out of the Mohammad Ali Mode!!!!


