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MT Performance Workbook Basics

What is it?

*The MicroTest Performance Workbook is a set of linked excel worksheets that gathers
key information on your microenterprise program’s training and credit activities and
provides immediate feedback on the costs, efficiency and sustainability of those activities.
Plus, the integrated custom report allows you to see how your program is changing over
time, how it compares to other similar microenterprise programs, and how it compares to
“top performance” in the industry.

Why do people use it?

*The MicroTest performance workbook provides information crucial to adapting and
refining program services and assembling winning grant proposals. Programs that
complete the workbook also cite an expanded data collection and analysis capacity within
their organizations as a key reason for participating.

How is the MicroTest performance workbook unique?

*MT defined the set of standard measures accepted by the microenterprise industry which
allows you to hone in on your microenterprise organization’s performance and discuss this
performance using terms and definitions the industry agrees on. TA from MT staff allows
the data to really mean something and be used in a productive way for the program.
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Introduction

#3 a print workbook #1 Customization
button is provided that Feature: The checkbox on
allows you to the introduction page
automatically print the allows you to
entire workbook— allowing automatically hide
you to have a hard copy guestions that don’t
for your records. pertain to your
organization.

MicroTest Data Collection and Reporting Tool
For Fiscal Year 2002 #3 Print Workbook
Yersion: 501
Release Date: 3-Apr-03

Ezcel ¥ersion: 10.0

Click here to PRINT all information

Flease Note:

#2 The data counter allows
you to keep traCk Of hOW many Ctherwise many features in the workbook will not Function properly B

fou must "enable macros" when opening this workbook.

#1Customization
Feature

pieces of data you have left to Fl ELD Befare you begin:
pr0V|de_ The data Cou nter Wl” Wicraenterprise Fund for Please checkiuncheck the boz below to configure the workbook properly

Fleaze check if you do nok have a direct lending program. [This will automatically fill in sections of the

. Innsation, Effectiventss, ‘ O
go to 0 when the workbooK IS weringend disenivstion G ARG e el o
complete.
Mumber of missing data points in the MicroTest Tool:
#2 Data Counter [Please complete ALL entries properly, until the indicator reads 0] 71
|:> A list of all fields missing data can be found on the DataCleaning sheet

Contains data for: .
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Organizational Data

Mark “Not Applicable™

Organizational Data

Mark "Don’t Know™ I

Organization Mame:

Country Enterprises

Mame of Microenterprize
Program, if ditferent:

! : name phone [incl. Ext.] fan e-mail
Primary MicroTest contact: - -
Jerny Black 202.736.2533 | 202 467.0740 | ey blackimazpeninstorg
jab title: | Program Manager
street ity state zip code
M ailing Addresz:[ One Oupont Circle, Suite 700 ‘W azhington oc 20036
bzite:
wiebsite ﬂﬂﬂ.ﬂ.&lﬁu&.ﬂmﬂlﬂm&mﬁﬂ“
Start date of Mi terpri
art date of Microenterprise April-a7
program [Paf'r):
Date= of Organization's FY ; i t I 7 =
2002 rom [manth]: | o [manth):
Credit-Led Training-Led #4 Peer Group Information
Program Focus{Strateqgy:
O &
Fiural Urban Dual-Area [Fural and Urban)
Geographic Focus:
O O &
: S Community Development | Community Development Financial | Stand-Alone Microenterprise
Human-Service Organization : : o
Type of Organization: Carporation or Entity Inztituticn Frograms
G {} O &

#4- Programs
classify themselves
according to their
program type,
geographic focus of
their program, and
organization type.
This information
allows MicroTest to
provide peer-
group analysis of
the aggregate data.

)
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Target Groups

Mark “Not Applicable” | Reaching Target Groups

Mark "Don’t Know™

Demographic Infor matliln;n

Business Statu,

#5 DK and NA

buttons allow you
1. Mumber of Clients" 359 1. Mumber of Clients" to C]UICk|y enter
Mumber Fercent Fercent these responses for
2. Nurnbe-.r and percent of s s E..Number of pre-buziness = i measures you don’t
wamen clients Ziene know the answer to
3. Mumber and percent of 3. Mumber of clients with start- )
e 26 i : : 100 28 or that don’t apply
minority clients up buzineszes at intake to your
4. Mumber and percent of low organization.
inzome clients, using the 55 e 10. Mumber of clients with on- a7 048
meazure of 1003 of HHS . going busineszes at inkake :
powerty guidelines
5. Mumber and percent of low
income clients, using the - oy Nurrlher of clients '.:.'Ith unknown " e #6 data is
meazure of 1505 of HHS business status at intake automatical |y
ty guideli
R ful GOIGE s calculated as
£, Mumber and percent of low #59 DK and HA Buttons you enter key
inzome clients, uging HUD 217 B0 pieces of
uidelines (203 of local median . . .
: [ : #6 Auto Calculations information into
7. Mumber and percent of TARMFE i g the workbook.
client= ] <: |
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Target Groups Continued

Mark “Not AEEIicable'l

Reaching Target Groups Mark “Don't Know™ |

Business Status

Demographic Information

4%

24%

268%

ar of Clients
ar of Women Clients

er of Minority Clients

b 44 %

O Pre-husiness
at 100% of HHE

at 150% of HHE

B Start-up at Intake
0O Cn-going st intake OUnknown at intake

at S0% local HUD

#7 Custom
Graphs

<

#7 Custom Graphs
automatically fill-in to
provide you information
as you complete each
section of the workbook.

#8 Trend Data is
supplied for key
measures throughout

il the workbook for those

ol e e members that have

60% reported MT data for

50% e 78 Trend multiple years.

e S S T e N .

0%

20% :!

W% —— - =

0% T T T ]
1999 2000 2001 2002
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Credit Performance

Mark “Not | Credit Portfolic Performance Measures Mark “Don’t Know™ |

16, Mumber of Loans Outstanding as of end of fiscal year 40

The MicroTest workbook
. contains several
18. Actual Fange of Loan Sizes [fiscal year] E 132000 | & 25,000.00 measures to help you

17. Dollar Yalue of Loans Outstanding as of end of fiscal year F337 51

19. Average Loan Size for loans made in fiscal year $15073 d -
Diollar amount outstanding b start-up businesses $73,168 assess yo u r C re It
20. Percentage of portfolio outstanding o start-ups 217 p rog ram aCtiviti es .
Balance of restructured loans outstanding as of end of FY 02 $25,263

21. Restructured Loan Rate Thx

Amount declared non-recoverable during FYY 02 and written off [net of recoveries) 32223

Auerage amaount outstanding for FY 02 $407,702

=sum of outztanding
Option one: loans onlazt day of each divided by 12 = $0
month in figcal year =

Al b oukstandi A b owtstandi lazt
Option two: o e 2 £477.893 il o $3TE $407.702
lagt day of FY01 = day of FY02 =

22 LoanLoss Rate T

ARG REG: NE sl Amount Percent

R AT HMRErarLoans Outstanding Outztanding
23. Portfolio at Risk: loans with payments from 31 to 60 days past due 1 #12,909 3.8
24, Portfolio at Risk: loans with payments from §1 to 90 days past due 1] 0 0.0
25, Portfolio at Rizk: loans with payments from 91 0o 120 days past due 1} 0 o
2E. Portfolio at Rizk: loans with payments past due greater than 120 days 1} 0 o
27. Total Portfolio at Risk 1 #12.909 38 I"
)
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Training/TA

Training and Technical Assistance Provided

Business Development Training Business Development Technical Assistance

Course Mame and Content Course Length [hours] | Mumber of Course Clients RS SRR P PSR TYES
Introductany Workshop 1 15 EG Genetal business advising (other than credit-
‘warkshop 2 12 a0 Buzineszs plan consulting
Workshop 3 & 32 Financial management asziztance
Al legal and regulations-related counzeling 1
Total number of clients receiving business development : O
s 177 Tax azzistance
training =}
A b f busi develo nt training h
uera?,e number of business development training hours 215 I D . O
per client
Operations assistance
General marketing conszulting &
#9 Flexible Descriptors Product development asziztance O
dooess to markets assistance
. i . i E-Commerce assistance |
#9 MicroTest provides your organization the .
. ) . ; . Mentoring 0
opportunity to use descriptors to provide information 2 - : :
. .. erzonal development counzeling
about your program in addition to the standard 50
measures. The training page includes descriptors i e
on the training and TA services your Organization Other business development technical assistance |
provides. Total number of clients receiving business 259
development technical assistance
Average number of business development 82
technical assistance hours per client 3
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Time Collection

Composite Time Allocation Worksheet Mark ~Don't Know™

Composite Direct Service Time Allocation Sheet: Paid Staff

Paid Staff Positions (#1-10)

Loan Fund Rgr Bus. Dewvel. BEus. Dewel. Eus. Devel, Bus. Dewel.
r Month

5745 87 EE 2825 E42 12.33 am 063
.00

B210 17.60 T3 1.3 TE9 YB3
45T 274 34.98 24.96 40,13 24.74 vz
7T E0.38 Frah m.aosz TRET 2744 32
0.00
7873 17.33 2381 1613 12.65 78
250,70 16208 0.on 182,53 1E5.40 15603 13092 47 ER n.ao 0.00 0.00
25141 16730 122.59 165.40 156.08 13180 4765

nr
i #10 Helper Sheets

#10 Helper Sheets assist you in gathering data that will be
used to calculate other measures and ratios. The composite
sheets helps you create an “average” month for your
microenterprise direct service staff and volunteers that will be
used to calculate the costs and efficiencies of your products
and services.
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Time Allocation

Allocated Time Worksheet

Hours per Activity

A.Hourz spent in Credit Functions and Credit-related TA, Activities [Sum row totals 1and 2 from 17

Composite Staff Time Sheet)

E. Hours spent in Business Development Training and TA Activities [Sum row totals 3 and 4 from o7

Composite Staff Time Sheet) i

C. Tatal howrs in Direct Service [add A and B] 324 2391667 #11 MicroTest takes
O Percentage of Direct Service Time allocated to Credit Activities [Divide & by ) 42 the data you entered in
E. Percentage of Direct Service Time Allocated to Business Development Training! TA Activities Bame #11 Ti the Composite Sheet to
[Divide B by C] me

F. Tatal [DE) 100% Breakdown calculate your

organization’s overall
breakdown of time by
credit and training/TA
Direct Service Breakdown activities.

O O. Percentage of Direct
Service Time allocated to
Credit Activities [Divide A
by C)

42%
58%

B E. Percentage of Direct
Service Time Allocated to
Business Dewvelopment
Trainingf TA Activities
[Divide B by )
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Ratios

Cost, Efficiency and Sustainability Ratios

#12 Historical Data

#12 Historical Data allows a

program to see how their cost

and other ratios have changed
over time.

#13 Every ratio has its formula
listed to assist you in
understanding what the ratios
mean and what they can tell
you.

) Total Espenzes
30, Cost per Client #1,551 2,385 2,947 $2,327
Mumber of Client=
. : Total Egpenzes
3. Cost per Azsisted Business 5,760 #6407 #8898 #3516
Mumber of Assizted Businesses
DBumber of Busineszes Started After Intake
32, Business Start Rake MS 38 a0 28%
Mumber of Clients Without Businesses at Intake
TotalE #13 Formulas
33, Cost per Participant NS 12,236 2,280 $1.082 -
Mumber of Participants ProwdEd to he"P
34. Cost per BO Training/Ta Foral lraiinail? bypenses explain ratios
! 796 | #R0§ $1435 $1EES
Client Mumber of Training!T& Clients _E__———”P |
Mlumber of Y¥olunteer FTE Total ED Training and T4 Voluntesr Hours. T————D—J A :
Eusiness Development Statk FTE hours in a manth [172]
Total Credit P 0 ing E
36, Cost per Loan $9,962 $12 645 $23599 #1253
Total Mumber of Loans Disbursed
Mumber of Yalunteer FTE Credit Total Credit Belated Yolunbeer Hours
LS ] ] 1]
Staff FTE hours in a maonth [172]
36, Operational Cost Fate 0.1 077 0.38 0.83
Auerage Outstanding Portfalio
37. Clients per Direct-seryi Total Mumber of Clients
.|en = per Direct-service oz 54 51 22
Frovider Aug. Mumber of Full-time, Direct Service Staff
38. Operational Self Sufficiency 442 o 3 171
Taotal Credit Program Operating Expenses
G Total Income from Loan Fund
34, Short-t F | Sielf-
b iUT 33 a6 28 15,42
subficiency
Credit Frogram Operating and Financial Expenses
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Data Cleaning

MicroTest Data Cleaning Page
Data Entry Validation Section #14 the Data

#15 Data Counter Counter allows you

Total Humber of "Missing Data" points | 1 | ‘:-—‘_j: ! to see how many
guestions you still

have left to answer.

Target Groups Page

Azpen Field Name Diescription Yalue . .

TargClientshm Murnber of Clients 359 #16 Data Yerification

Targomenhlm Murnbet of Women Clients mMD <: |

TargWarmenP Percent of Women Clients 0%

Taraminaritytm Mumber of Minatity Clients 2B #15 the Data

e STLE Gt BHOSTE e verification cells
arg m urmher o igtts

TargHHS100P: Percent of 100% HHS Clients 25% allow you t.o see all

TargHHS1 50N Murnber of 150% HHS Clients 134 your entries and

TargHHS150P: Percent of 150% HHS Clients 37% locate any “MD” or

TargHUDE0MNMm Mumber of 80% HUD Clignts 217 missing data

Prg?;NDFSr\?PE Pe&cen;nfa?fﬁﬂgglgli?nts Eg;f-’:. occurrences that
arg 11 urmhet o igtts

TargTANFPE Percent of TAMF Clients B % cause your data

TargStartuphm Murmber of Start-ups 100 counter to not reach

TargStartupPe Fercent of Statt-ups 28% 0.

TargOngoinghm rurmber of On-goings a7

TargOngoingPc Percent of On-goings 24%

TargPreBushm Mumber of Pre-business Clients 168

TargPreBusPc Percent of Pre-business Clients 44%

TargUnknBushm| Mumber of Unknown business status Clients 14

TargUnknBusPc | Percent of Unknown business status Clients 4%
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Custom Report

Reaching Target Groups

The firsttable below provides all available yvears of MicroTe=st data on the demographic characteristics of vaur
clients. The blue column in Table 1 is for yvou to enter estimated year-end program goals according to
indicated measures (the cell is unlocked).

Tahle 1
Target Market Trend Data: Chient Demographics

heasure 1995 1999 2000 2001 2002 Nour Soal
Total Clients Served 226 330 331 311 359
%6 WWormen Served S0%% S0%% 47 %% 41 2% o
%% Minorities Served 15% 11 %% =i T T
2% Low Income {1 00% of HHS) 4 6% 25% 25% 20% 25%
P Lowy Income {150% of HHS) rS 43% 42% 37 % 37 %
6 Low Incorme (80% of HUIDS 28% 57 % S585% 57 % 5025
2% of TAMF Clients 20% 112% 5% 1% 5%

Do thess trencs raeffect whane WoLr progradn wants o o Jn elms of outresci i wormen, Frinorities, oot Tove

ncorne popnlaliations s

Graph 4: Low Income Clients as a Percent of All Cliemts Served:
Cliemt HH at or below 80% of HUD Area Median Income Guidelines

MT %% ——our % —&—T.F. %

#1929 Top Performance
Drata

- -

100%%
o95%,
S0%;, e L e W = =
85%
80%
75%
70%
B85%, — - =
B0%
55%,
50% : :

1999 2000

T L

-

HFV —

2001 2002

The Table below compares youdr program's most recent MicroTest targeting data regarding your clients’
demographics to the median targeting data for vour peer groups.

This table, and others like it in this report show your FY2002 data compared to peer group data from last
wyear (FY2001.) They do not show your FY2002 data compared to FY2002 peer group data. B you wish to

purchase a report that Iinciludes this=s up to date comparison, please contact Tamra Thetford
Tahble 2
Target Market Reach
- Lownw-hdod “our
et Cual Area kAature Training-Led Income Eva s 2our Program
— Program Program Program Focused _q—2001 2002
Erogram T
Total Clients Served 200 2595 210 208 311 3549
o Wvormen Served 54% 6563 TE% 52% 41 %% A
%% Minaorities Served 449 2% 52% 37 % T T
2% Lowy Income {1 00% of HHS) 20% 20% 23%% 11 %% 20% 25%
%6 Low Incame ¢150% of HHS) 329% 34%% 423G 2E 37% 379
6 Lowy Incorme (80% of HUIDD S585% 54 2% TO%% 57 % 57 % G 0%
o Oof TAMNF Clients 3% - - 2% 1% 5%

#16 Interactive Features of the
custom report allow you to
further personalize the document
for your program.

#17 Interactive
Features

o e—

#18 Trend Drata

j I 1

#17 Look at your program’s
progress over time using trend
data for all 50 MT measures.

#18 Compare your
program’s
performance to those
MT programs
achieving Top
Performance for key
measures.

#19 Compare your
program’s
performance to your
peers.

#20 Peer Group
Drata

S —



