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ABSTRACT 

Import business has international characteristics and carried alit between two or more 

organisations, individuals living in different parts of the world. In order for the transactions 

to be carried out smoothly, the information flow must be clear and properly set to adhere to 

the rules and regulations of the re:;pective countries. 

The seller is interested to sell his goods against good settlement or payrnent. The buyer is also 

interested to get the goods in good condition. Thus both parties have to set an agreement 

(contract) in which the terms and conditions of the transaction are well established. However, 

this agreement by itself is not an end to materialise the physical delivelY of goods and effect 

payment in return. The involvement of third party to facilitate the agreement reached between 

the two parties is mandatoly. National Bank, Commercial Bank(s), Insurance, Shipping 

companies, Customs, etc., are some of the institutes involved in each transaction of import 

business. 

The study therefore highlights the importance of business information in this context and 

indicates the processes and the information required in the process of doing import business 

in general and automotive parts import and sale in particular. Specifically the requirements of 

each organisation such as Bank, customs, Insurance that have to be fulfilled by the importer 

are detailed in the study. 

The data flow in and out of the system is highlighted in detail using diagrams and tables. 

Finally, a prototype database is created to show the importance of computerised business 

information system in import and sale business sector. It is possible to store, manipulate, and 

retrieve updated information from the system that in turn facilitates the provision of timely 

information to support decision making. 
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CHAPTER ONE 

INTRODUCTION 

1.1 STATEMENT OF THE PROBLEM 

Ethiopia as a country is almost 100% dependent on import of automotive parts with a significant 

share and impact on the utilisation of scarcely available hard currency in the country. Business 

organisations in the country have major problems of lack of sufficient and reliable information while 

deciding to inlport the light quantity, right quality, at the right time, at right price, from the right 

source, and sell it in the market The preliminary survey indicated that most of the organisations are 

facing the problem of keeping huge amount of overstock that caused capital tie up and in effect 

reduces return on investment (RO!). 

A survey study was conducted on spare parts taking the then ivlinistry of State Farms Developmenr 

(MSFD) in 1991. The survey showed that MSFD was having above 100 million Birr worth of span 

parts out of which only 20% was moving and 80% non moving. The non moving represent 

unjustified tied up capital fo r one sector only (Balku, 1991). 

On the other hand these organisations have an acute problem to keep the light quality and quanti 

of parts in stock so that to enable them satisfY the request coming from customers. 
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I 
I 

I 

I 

I 



1.2 JUSTIFICATION OF THE STUDY 

Wilson (1987), stated that in order and simply to survive in the business world, the businessman 

must have source of information, and does have access to such sources. The required information 

for the organisation could be obtained from within or from external environment. The type of 

required information for business organisations can range from internally processed information such 

as accounting reports to market information that is external to the organisation 

Business information needs are sometimes neatly categorised under headings such as 'strategic 

planning', 'management control', and 'operational control' (Keen & Morton, 1978), and these 

headings are usually associated with different organisational levels in business: top management, 

operational supervision .. Top management seek for information that would enable them to set out 

the strategic planning of the organization. bformation required at this level is more of unstructured 

and external oriented. 

The tactical level management need information that would enable control the overall activities of 

the organization. The type of information referred at this level is known as Management Wonnation 

System. The operational level refers to the supervisory level that requires information to control the 

day to day activities of the organisation. 
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Infonnation requirement analysis to be carried out on business organisations engaged in import and 

sales of automotive parts in Ethiopia will help the people solve their problem related to identification 

of vital infonnation required in their day to day business activities and decision making. 

It is difficult for business organisation to sustain in business environment without having sufficient 

and reliable infonnation in general and business infonnation in particular. Thus business 

organisations dedicated tei do business in the area of automotive parts in Ethiopia, must equip them 

selves with adequate business infonnation. 

Bentley (1981) has clearly stated the use of infonnation. Infonnation is vital to effective business 

management. Knowing what is happening, where and when and its effects on the business is 

essential. This can only be achieved if the user's needs are understood, and analysed and met in an 

efficient manners. 

Infonnation esteemed as valuable commodity to business organisations has two valuable 

applications (Lavin, 1987): Problem solving and strategic planning. Problem solving is the more 

obvious use-applying infonnation to specific decision-making situations. The study can unearth 

potential problems which might otherwise go undetected and help define their full scope. 

Strategic planning is a less direct use of infonnation, but is possibly the most important application in 

the business world. Infonnation is an essential component of sound log-range planning. When used 

in the strategic sense, infonnation is often called intelligence (Lavin, 1987). Intelligence is gathered 

by collecting individual bits of data and piecing them together to fonn clear pattems. By its very 
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nature, intell igence relies on sources outside the organisation; it IS generated by scanl1l11g the 

envirorunent for usefu l information. 

So far no infonnation requi rement analysis has been conducted by any party in this field in the 

country. And such analysis is made to contribute a lot towards identifYing the required infonllation 

to help solve problems and contribute in strategic planning to reduce uncertainties in decision 

making and project the unknown future. To some extent pointing out the sources (internal & 

external) of the required infonnation for such organisation will be part of the study. 

As mentioned earlier Ethiopia is import dependent as far as automotive parts is concerned and 

details of imports (year, 1990- 1994) are indicated in table 1 . The trend shows that the amount of 

imported automotive parts to the country is increasing from year to year at higher rates except in the 

year 1991 where there was instability of the govemment in the country. It can be imagined from the 

import progress that a big amount of foreign currency is required to satisfY the demand coming from 

the business community. The fo llowing tables are presented to show the amount of impOited spare 

parts in relation to other items in five years (1990 to 1994). 

T bill S a e ( umm(ll'V 0 (Il1tomolive parts imports (1990 1994) to d I nporfs 10 rite lIarioll (ill ,000 Bin) compare to tota if 

YEAR TOTAL IMPORT AUTOMOTIVE % OF AUTOMOTIVE 
PARTS IMPORT PARTS 

1990 2,230,238 100,648 4.5% 

1991 976,647 49,272 5.0% 

1992 198,839 149,469 7.5% 

1993 3,852,334 2 14,209 5.6% 

1994 5,650,756 313,367 5.5% 

TOTAL 12,908,814 826,965 6.4% 

All impons are vaJued on CIF bases 
Source: !vtinistry of finance & Customs authority (Ethiopia) Almual e).1ernal trade statistics (1994) 
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As shown in the preceding table, the average share of automotive parts imported to country in fi ve 

years was 6.4% of the overall import. This indicates that the amount imp0I1ed in this line is so big 

(826,965 million Birr) that demands the availab ility of big amount of hard currency and proper 

management based on established business information system on all parts; the govemment and the 

business community. Other imported items to the country include industry equipment, trucks, fuel , 

food items, raw materials, etc .. 

On the other hand the availability of hard currency is very limited and difficult to get. Auction is the 

practice so far used in the country to fairly distribute the hard currency to those who request for it. 

The competition for the business community to get sufficient foreign currency to import their 

merchandise has been observed increasing from time to time. 

These days business organisations have to have sufficient and key infonnation to quote fair rate and 

win the auction for hard currency that help them import and sell products from ab road, because 

market economics heavily relies on information. Automotive parts importers have to go through this 

procedure. 

The business of importing automotive parts is not an end in itself in the counliy. Another vital 

activity of a business organisation is to look for and secure market for what it has imported. This 

activity requires an information work (market information) without which it is difficult to meet the 

very objective of the business organisation (profit making). 



The information requirement study and analysis have mainly dealt with, in tenns of the infonllation 

needed (user study); infonnation required in the processes ofimpOiting the right quantity and quality 

of parts fi'om the right source, market information needs to enable importers sell their imported 

parts, and infonnation needs to maintain their stock to minimise the risk of under stock and over 

stock. The emphases of the study is then to identifY infonnation requirements of the business 

community in the fie ld of import and sale of automotive parts and conduct systems analysis and 

design using system teclmiques available. 

1.3 OBJECTIVES OF THE STUDY 

1.3.1 GENERAL OBJECTIVES 

The general objective of the study IS to investigate, assess, study and analyse information 

requirements of the business cOfTlInunity in Ethiopia dealing with import and sales of automotive 

parts with a view to developing a prototype infomlation retrieval system to tacilitate impolt and 

delivery of required parts at minimum cost. 

1.3.2 SPECIFIC OBJECTIVES 

In order to achieve this general objective the following specific objectives have been formulated : 

I. To investigate the estab lishment, ownership and capital of the business organisation 

(spare pM importers) including manpower. 

2. To investigate import and sales policy and strategy of these organisations. 



3. To identifY internal and external sources of information for these business organisations 

in the process import and sale of automotive parts. 

4. To investigate import vol ume, sales volume and stock status of these organisations 

5. To investigate the extent of the application of information technology and the trend to thi s 

business activity. 

6. To design a prototype database to store and retlieve the required information 

1.4 SIGNIFICANCE OF THE STUDY 

The study advocates the imp0l1ance of information as a vital and key resources in business activities 

to make infornled decisions to attain objective and live in the competitive enviro nment Decisions 

made in business without having relevant, accurate and timely information can contribute 

significantly to the losses of the organisation. It is well elaborated by Cartwright et al (1993107), if 

infotmation is not accurate it could be worse than having no information at all, because wrong 

decisions may be made. 

It is expected that the outcome of this study may directly help the people who have already invested 

their money and those who are planning to invest in the business of import and sales of automotive 

pat1S in Ethiopia. It may also benefit other businessmen in different sector (import) for business 

infotl11atiol1 has a cOl1unon objective and characteristics that have to be inherited by all types of 

business activities. 
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It is also anticipated that the result of the study is to benefit the nation in such a way that if business 

people are successful using the out come of the study will minimize capital tie up and other related 

costs. Due to this investment opportunity can be realized thereby contributing to the economic 

development of the country. It can contribute to improvement of hard currency utilization in the 

country which is scarcely available. Unnecessary, poor quality and incorrect pam will not be 

imported by business people who have equipped themselves with timely and relevant infonnation 

about market and suppliers. 

The availabi li ty of sufficient spare parts in the country will undoubtedly reduce the down time of 

motor vehicles stranded in workshops (garages) due to lack of the required parts that in turn has an 

impact in the transport sector of the country. On the other hand new investment opportunity is noted 

on the transport sector that will definitely require smooth supply of spare parts. Thus the result of 

the study which is to be consumed by the business people will help secure the availability of the 

required spare parts and supports other sector of the country's economy; mainly agriculture and 

transport. 

The results of this study can be used· as input by business organisation engaged in import and sales of 

products other than spare parts to the country and assist policy makers to understand the evolving 

stnrcture and perfonnance of the country's import and sales of automotive parts. This is especially 

important in a country such as Ethiopia, which is emerging from more than a decade of increasing 

State control over marketing activities and attempting to re-establish a viable private market system 

R 



Finally the result of the study can be used by system study group while conducting studies on 

systems analysis and design related to import business activities in the country as well as by 

importers/exporters to monitor their business activities. 

1.5 METHODOLOGY 

1.5. 1 DATA COLLECTION METHODS 

Infonnation systems begin with data. Understanding the data is the fi rst step towards building an 

infonnation system. Equally important is knowing what the system is doing and what processes it 

invokes to achieve its ends. These facts are essential for the design and development of successful 

systems. 

Therefore, much of the analysis stage of this study was mainly concerned with collecting data on :-

operation of the existing automotive import system and the methods used to handle data; 

actual and potential infonnation users of the system; 

the output requirement of the system that would satisfY the infonnation needs of those users 

the input requirements of the system to produce desired outputs; 

the processing requirements of the system to produce the defined outputs; 

data elements stored by the system, etc.; 

To collect information on these aspects of the system, the following data collection methods have 

been used. 
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Primary data has been collected using survey and observation methods. The survey method referred 

to distribution of questionnaires and conducting planned discussions (interviews) with respondents. 

The target population of this study were 500 spare parts importers a list of whom was obtained from 

the database of the Addis Ababa Chamber of Commerce 1997). Hence, statistical techniques and 

tools are applied in selecting sample size population, analyse and interpret the data collected. Some 

of the activities are detailed as follows: 

1.5.1.1 Questionnaire 

The questionnaire was organised in a way that it enables the user to get an idea on business 

information. Selection of respondents to the questionnaire has been effected from two target groups: 

Dealers and ImpoI1ers. The sample size was designed to be 20% of the total population, i.e. 500 

importers and dealers in the field of automotive parts as the result of which, a sample of size 100 

was selected using a random number table. Accordingly 5 were dealers, 95 were importers. 

As a matter of fact, the sample size depends on a number of considerations (Agarwal, 1994163) are 

as follows: 

• The purpose of which the sample is drawn. 

• The type of popUlation from which the sample if be drawn. That is, if the sample 

units constituting the population are highly variable, a large sample is required and 

conversely, if the population comprises of less variable units, then a small sample is 

good enough. For perfectly homogeneous population, a single unit is sufficient to 

get the correct results for the whole population. 

• Resources allotted for the study in terms of time and money. 
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Thus the sample size taken in this study is relatively high (100 importers out of 500 population size) 

in order to make the study representative. This is done because the variations among the imp0!1ers 

are many such as in tenns of financial position, type and brand of parts imported (light vehicle Vs 

Trucks), source of their supply, market share, etc. 

1. 5.1. 2 I n terv;elV 

The interview technique app lied in tlus study was a structured one. Three types of interviewee were 

selected for the study. The first type addressed organisations directly related to import process such 

as Commercial bank of Ethiopia, Customs office, Ministry of trade and industry, Chamber of 

Commerce. The second type of interviewee were users of the product (spare parts). Tlus refers to 

fleet operators and work shops. The third type of interviewee were resourceful persons who are 

equipped with impol1 business discipline through education and experience. The total number of 

interviewed individuals from different sectors were 8 a list of whom is mentioned in appendix II. 

Personal contact of the researcher with government officials and business people have helped for the 

interview process to go smoothly, without which it would have been very difficult to aInge the 

interview process and collect data as desired .. 

These interviewees were considered to strengthen some of the questions answered by the 

respondents in the questionnaire method. Finally data collected through questionnaire and interview 

were analysed using statstical package known as "SAS" to draw inferences. 
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1.5.1.3 Problems encountered during data collection process 

It was difficult to distribute the questionnaires and get the interviewees on schedule for the 

following two major reasons: 

• Transportation was the problem during the study. It was difficult to distribute and 

collect the questionnaires on the required date; 

• It was also a problem to get response on time. Therefore, the researcher had to go 

several times to remind the respondents to fill out the questionnaire. 

• Language problem was also another factor for the questiOlmaire no to be filled on 

time by respondents. This has happened because the questionnaire was prepared 

in English 

1.5.2 LITERATURE REVIEW 

Different materials were surveyed to enrich this research. These include several books on business 

and information management. Various journals. newsletters produced by different sources in relation 

to business and information were also taken into account while carrying out this research. 

A number of documents were also assessed and analysed for the following reasons: 

It was essential to have a theoretical background on the basics of the business 

information in general and import business in particular; 

To see if other similar studies have been conducted in this area; and to what extent; 

and 

To investigate the possible sources and needs of business infonnation in the country. 
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1.5.3 Systems analysis and design technique 

From the variety of systems analysis and design methodologies available today the widely used ones 

are the structured design methods. Because these methods provide a formal and organised way of 

working through the stages of design to ensure consistency, documentation, change of control and 

above all recognise that the potential users of a system should have the ultimate voice in the design 

process. All structured methodologies have common features in that "they use graphical models to 

document the outcome of each step, place heavy emphasis on user participation in the design 

process and involve repetition of the previous phase(s) and step(s)" (Daniels and Yeates 1982) in 

Hadera, 1995. 

Rowley (1990), and Eardley et al (1991) have categorised the best known structured design tools 

into three major groups as: Functional Decomposition, Data-and-Process Design. Prescriptive 

methodologies. 

Functional Decomposition Methodologies 

These structured design methodologies emphasise on the breaking down of systems into smaller 

subsystems, so that the whole system can easily be understood. Some of the best known flll1ctional 

methodologies include the top-down approach, bottom-up approach, HIPO and step-wise 

refinement approach. 
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Data-and-Process Design Methodologies 

These methodologies are broadly divided into two groups, namely data-oriented and process 

oriented. The data-oriented methodologies mainly emphasise on the characteristics of the data being 

processed by the system. Data flow-oriented (process) methodologies, on the other hand, are based 

on the decomposition of a system into modules by considering the types of data elements and their 

logical behaviour within the system. Data-oriented Methodologies include Structure Analysis and 

Design Technique(SADT), Composite Design, Structured design, Structured System 

Analysis(SAS), Structured Systems Analysis and Design Methodologies (SSADYvI), etc. 

Process-oriented methodologies include Jackson systems Development (ISD ), Structured 

Analysis, Design and Implementation of Computer Systems (STRADIS), Warnier/Orr 

methodology, Information Engineering Methodology(IEYvI), etc. 

Prescriptive methodologies 

These are basically computerised design procedures commonly used by analysts to develop 

software. The most widely used prescriptive design methodologies include Chapin's approach, 

design by objective (DB 0), Problem Analysis Diagram (P AD), Problem Statement 

Language(PSL)lProblem Statement Analysis (PSA). 
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It is not always easy to select the 'best' one from the structured methodologies described above, 

however, the analysis and design methodology used for this study is a combination of useful 

elements of the functional decomposition and data-and process-oriented design methodologies 

mentioned above, emphasising on SSADM that builds up several views of the system (Data 

Structure Diagram, Data Flow Diagrams and Entity Life Histories) which all ow cross-checking of 

one another during the analysis and design process. 

Finally some computer programming techniques are used in this study to design the prototype 

database and user interface to show the possibility of storing and retrieving the required infonnation 

in this business sector. 
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1.6 SCOPE AND LIMITATION OF THE STUDY 

This study sets out to look in to all import related business information requirements, sources and 

services and evaluate its utilization by the end users (importers). However, due to time constraint, 

the main emphasis of the study lies on to specific business sector, i.e. import of automotive pal1s to 

Ethiopia. Information related to this business sector is analysed based on the data collected fi'om 

different sources which have direct and indirect relationship with this type of business. To mention 

some among other sources; Bank and insurance, Customs office, Transpol1 organisations, 

Importers, etc. 

Some of the limitations to the study can be attributed to some respondents who were to some extent 

reluctant to give the required answer in time and some of them failed to answer totally. This is 

mainly caused because people in the business fear to give infonlmtion. 

1.7 ORGANIZATION OF THE THESIS 

This study is composed of five chapters. 

Chapter 1 gives the background information as well the statement of the problem, justifi cation, 

stating general and specific objectives of the study, significance of the study, scope and limitation of 

the study, and the methodology used to conduct the study, mainly how data is collected, analysed. 
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Chapter 2 deals with business infonlmtion overview which was surveyed from various literature. It 

has highlighted the terms like data and information, infonnation system and types, decision making 

and infonnation, infonnation as competitive and strategic factor to business organisation, etc. 

Chapter 3 and 4 are composing the analysis and design part of the study. Infonnation requirements 

of import business is analysed from the survey result and accordingly the prototype designed is 

carried out. 

Finally, chapter 5 summanses findings of the study and provides fi111her reconunendations for 

applying business information system in the import sector with special attention to automotive parts 

import to Ethiopia. 
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CHAPTER TWO 

BUSINESS INFORMATION SYSTEM OVERVIEW 

2.1 INTRODUCTION 

It is worth discussing, about data, information, and information systems so that one gets the 

understanding of business information systems and related topics in the following sections. 

2.1.1 Data and Information 

Data in the context of business envirorunent can be defined as a collection of unprocessed facts 

associated with particular activity; measurements or observations about people, events or objects 

(Clare et ai, 1995: 17; Burn et ai, 987: ). However, data in isolation has no real meaning and simply 

collecting it for its own sake is pointless exercise. 

If data is to have any value at all, it needs to be given some meaning and interpretation and this can 

be achieved only by some fOnlls of processing applied to data (Clifton & Sutclifffe, 199413). 

The result of the processed data is known as infOimation. According to Clare et al( 1995:5) 

infonnation is defined as relevant data that has been processed meaningfully. 

In order for information to be meaningfu l and useful for the user it has to have certain 

characteristics, namely accessibility, relevance, comprehensibility, timeliness and IIccl/racy (Eric et 

al, 1993:3; Jennigs & Sener, 1995:279; Clifton & Sutcliffe, 199516). 
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To be usen", infol1l1ation must be accessib le. For infonnation to exist somewhere is not sufficient, 

users must know that it exists in the first place and they must know how to obtain it as well. 

The second fundamental requirement of information is that of relevance. Having large amount of 

infonnation can burden the user with unnecessary administrative overloads. In order to avoid such 

burdens, the available information must be relevant to the purpose. 

Comprehensibility of infonnation related to the fonnat of its presentation and its match to the 

particular needs of decision makers. 

A further requirement is that of timeliness. From the end user ' s point of view this may be a 

preference to minimize or at least limit the time taken liom infonnation requests to receipt. That is to 

minimize delays between request for and provision of infOimation, that can be caused due to: 

procedures and structures of the system or weakness in the infonnation received (incomplete, 

insufficiently accurate, irrelevant, etc.) which implies the user to repeat the request (Eric et ai, 

1993:4) The qualities, attribute of accuracy and timeliness are clearly linked. 

2.1,2 INFORMATION SYSTEMS 

Infonnation system as defined by Laudon (1995:5) is a set of interrelated components working 

together to collect, retrieve, process, store and disseminate infonnation fo r the purpose of facilitating 

the management nlnctions (planning, control co-ordination, analysi s, and decision making in 

business and other organisations). 
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The general model of information system is highlighted by input, process, and output. The input 

aspect of the model refers to capture or collection of raw data resources from within an organisation 

or from its external environment. By process it means the conversion of raw input into more 

appropriate and useful fonn. Finally the output aspect refers to the transfer of processed information 

to the people or activities that will use it. Of course the storage of infonnation is understood to exist 

in all parts of the model. 

2.2 BUSINESS INFORMATION AND DECISION MAKING 

2.2.1 BUSINESS INFORMATION 
Business infonnation is the type of infonnation with all the attributes mentioned earlier, created to 

serve the business in attaining its objectives. Information in a business context facilitates the 

maximization of opportunity and the minimization of risk. Business infonnation needs are sometimes 

neatly categorised under headings such as 'strategic planning', management control; and operational 

control, and these headings are usually associated with different organisational levels in the business 

top management, middle management, operational supervision. 

Thus the requirements of decision makers in business be it large or small are for processed 

infonnation; and that the bulk of all this is gathered and processed by accountants and others (Rowe, 

1973). 

According to Clifton and Sutcliffe( 1994) and Stueart(l993) there are five levels and three 

categories of business information. The five levels are: international information, national 



infonnation, corporate infonnation, departmental infonnation, and individual infonnation, while the 

three categories of business information are: strategic infonnation relates to long term planning 

policies and therefore of most interested to top management. Company-wise, it includes market 

availability and penetration figures, projected raw material costs, product developments, manpower 

changes and new technologies; tactical information used in short-tenn planning, i.e . months rather 

than years, and is of more interest at departmental level such as sales analysis and forecasts, cash 

flow projections, etc.; operational information applies to short tenn, perhaps hourly. running of 

departments. It includes current stock-in-hand, outstanding and overdue purchase orders, work-in-

progress levels, and customers' to-follow orders, it is derived quickly from current activity data. 

2.2.2 INFORlvfATION USE IN DECISION MAKING 
InfOlmation is primarily used in organisations for planning and operational management purposes, 

and essentially for making decisions associated with them 

Decision making (selecting the best alternative and committing resources) is mainly based on the 

availability of proper information. Decisions made based on wrong infonnation are nOlmally worse 

than making no decision because the outcome from such decisions could be destructive to the 

business. As mentioned above decision means committing some resources of the organization and if 

any decision is made on the basis of wrong input (information), the result is undoubtedly improper 

utilization of the resources committed that is why said making wrong decision is worse than not 

making decision 
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Decision in business can be made at lower, middle, and strategic levels. The type of information to 

serve decisions at various levels could vary. For instance the strategic decisions usually made by 

senior executives commonly seek out a velY wide range of infonnation; and commission information 

such as market an opinion surveys. They may also invest in a special infonnation management too ls 

such as business models and simulations before reaching a strategic decisions (Jennigs &Sener, 

1995). 

Raina, 1987 in the book, Guide 10 import management, highlights infonnation use in import 

business decision making. An organised effol1 at acquisition of sources of infonnation and its 

analysis and interpretation is justified only if it is put to use by decision making. In this context it is 

important to note that large part of a procurement official's day in an importing organisation, as in 

others, is taken up by decision making of various types whether on trivial issues or important 

business matters. They therefore, have very little time to collect, collate and analyse information 

directly. Unless this is made available to them in an applicab le fonn, the odds are that decisions will 

be based on infonnation acquired through infonnal channels and possibly in the optimistic belief that 

nothing else is available or relevant. 

2.3 BUSINESS INFORMATION NEED & USES 

In general, potential users of business infonnation include politicians, government departments and 

civil servants, business infonnation providers and publishers, parents and the concell1ed citizens, but 

by far the most important user of business infonnation is the finn(Kaye, 1991 :2). The finn is said to 
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be the most important and frequent user of business infonnation for the reason that it is the only 

means of survival. 

To help business organisations to survive in the competitive business world, they must have sources 

of infonnation, and does have access to such sources. In some cases it is the financial pages of the 

daily news paper, or more likely the Financial Business Times, in other cases it will be social 

acquaintances, the competitor contact who is willing to discuss the current downturn in Business 

(Wilson, 1987). 

If one uses the 'natural organisational divisions of production, sales, marketing, personnel, and 

finance, it becomes evident that different individuals pursuing different kinds of tasks within 

fi.lI1ctional divisions, overlap quite significantly in their needs for infonnation. 

Organisations need infonnation of various kinds and the specific needs of various depmtments 

within them also differ. There is fi.lrther level of variations, in that the people within each 

department-from temporary clerks to departmental managers-also have different needs, the sources 

of the required infonnation could be from within the organisation or from external environment. 

2.4 MANAGING INFORMATION FOR CONTINUAL IMPROVEMENT 

The rate of change in the business world during the 1980s was fast and dUling the 1990s we can 

already see that change is occuning faster The faster changes can be attributed to the development 

and progress of technology in general and infonnation technology in particular To survive in this 
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environment organisations must learn to be flexible and responsive to their customer's need. To run 

successfi.,1 organisation is difficult and rapidly getting more difficult as markets become more 

competitive and consumers become more demanding (Wilson, 1993). 

All organisations must manage information, just as all business must make a profit. It could be 

argued that however well one manages information, without profit one's business will fail. On the 

other hand, with out information good decisions are impossible, and profitability depends upon good 

decisions making through out the organisations. 

[t would be unlikely to make good business decisions without proper infonnation and managers are 

constantly seeking more and better infonnation to support their decision making, hence the growth 

of infonnation systems a term which today is often taken to mean networks of computers, but 

strictly speaking should also include non-compute,;sed channels of communication such as regular 

meetings, the in-and out -trays full of memos and reports and of course the phase. To survive, every 

organisation must be able to collect infonnation, communicate it internally and process it so that 

mangers can make decision quickly and effectively in pursuit of organisational objectives in a 

changing, competitive environment. 

A well managed infonnation system is considered to be the nervous system which allows an 

organisation to respond to opportunities and avoid if not minimize threats; to be effective it must 

reach to the furthest extremities of the organisation. 
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2.5 BUSINESS INFORMATION AS A STRATEGIC FACTOR 

2.5.1 ACHIEVING COMPETITIVE ADVANTAGE WITH INFORMATION SYSTEMS 

A new role for information system has been their application to problems concerning the finn's 

competitive advantage. Such systems are considered strategic infonnation systems because they 

focus on solving problems related to finn's long-tenn prosperity and survivaL Such problems may 

entail creating new products and services forging new relationship with customer and suppliers, or 

finding more efficient and effective ways of managing the fiml's intell1al activities. The objective of 

such systems is to provide solutions that will enable finns to defeat and frustrate their competitors. 

Although any infonnation system application is "important" in the sense that it solves some 

important business problems, a strategic infonnation system is one that places the finn at a 

competitive advantage. Strategic impact systems are far-reaching and deploy rooted; they 

fundamentally change the firms goals, products, services, or intell1al and external relationships. 

2.5.1.1 Information as a competitive factor 

Allover the world infoll113tion today is in the process of becoming one of the most important-

perhaps the most important- competitive factor that business managers have at their disposal in 

order to improve market and competitive positioning. 

What sets value creation by strategically controlled infonnation and knowledge management in a 

special position, is the unique role that information and knowledge play within an organisation. 

Information and knowledge are inherently related to the human kind. One individual's use varies 
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considerably from another even if their evaluations are made from the same basic data or information 

material, from the same factual piece of information. The level of knowledge the individual's 

experimental background, other readily available factual knowledge and even social status and 

human psychological mental state, are all elements which will eventually affect a person's use of 

information. 

According Kalseth to (1991), a business or company wide information solution must take into 

consideration: 

1. The external business environment: 

- concrete information(fact- quality information); 

- signals (soft information) which at any given moment can seem useless, but over time may 

crystal; i.e. into clear trends, or create set of values for a certain activity when seen in 

conjunction with other known information (intelligent information) 

2. Internal organisation: 

-internally generated information (experience) from the organisation's own activities or as a 

result of collecting and processing internal & external infonnation; 

- effective management of internal & external information 

3. Net! Communication: 

-the purpose of controlled information management is to communicate infonnation to the 

right person in the organisation when shelhe needs it; 

- collection of external information; 

-communication/sales of information; information as an integrated part of a product. 
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These three factors According Kalseth to (1991) will in fact be the most important Issues for 

strategic evaluations and when establishing a business information strategy. 

2.5.2 Countering competitive forces 

To stay in business, almost all finn's must worry about their competitive advantage-that is their 

ability to compete with other finns. This competitive advantage is shaped by a series of competitive 

forces, such as substitute products and services, the bargaining power of customers and suppliers, 

and the threat of new competitors entering the market. These forces, in turn, affect the balance of 

power between the finn and its traditional competitors in the industry. 

The are four basic strategies that fimls can pursue to counter these competitive forces (Laudon et al, 

1995). These are: 

Table 2.1 Basic Sfratef!ies o{competitiveforces 

strategy Problem to be solved Solutions 

• Competition from firms with • Produce products and services at a lower 

Low-coSlleadersltip 
comparable products and prices than competitors witllOut sacrificing 
services at Ule same cost is quality and level of service. 
taking away customers 

FocllS on • multiple finns are competing for • Identify a specific focal point for a product 
market niche he same market or service. The finn can serve thls narrow 

target area better Ulan competitors and 
attract a specific buyer group mare easily 

Product clifferentiation • Customers have no brand • Create brand loyalty by developing unique 
loyalty, and competitors can lure new products that are distillct from 
them away wi th lower prices competitors' products 

Linkage • Customers eelll easily switch to • "Lock in" customers iUld suppliers, 
another finns, Stlppliers deliver making it difficuJt for customers to s,,~tch 
late or at unfavourable prices and tying suppliers into a price stfilcnlre 

and delivery timewble shaped by the finn 
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Information systems can be designed at enterprise level to help realize the competitive forces 

strategy used by the organisation. If the company is following for instance the low-cost leadership 

strategy, it will be tantamount to collect infonnation about products cost and price, search means by 

which it will enable produce products of low cost than competitors, etc. The inionnation system 

shall facilitate this condition as well . 

2.j.3 Improved operations and internal management 

Companies can also gain competitive advantage by performing their business task more efficiently 

and by improving productivity, reducing costs, or enhancing the quality of products or service. Basic 

business system that cut administrative cost, reduce costs from excess inventory. or speed 

production can be strategic of they help a finn become the low-cost leader in its field 

Japanese comparues which allocate approximately 1.5% of turnover to infonnation. consider 

infonnation to be the company's "blood" . Indeed, the comparison is most appropriate blood is 

regenerated through contact with the outside world, while its function is to reach all parts of the 

organisation. Likewise, if infonnation is to be of strategic value, it must be a circulating good, a 

continuous flow requiring an efficient infonnation net>Vwk with inside and outside the finn, within 

an exchange context (Nlartini, 1992). 

2. jA Company In/ormation 

Infolmation within the finn usually comes under three headings: 

• Communication information; 

• Management information and; 

• Planning information. 
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The purpose of communication information is to provide direct knowledge of the company both 

extemally and internally. It can be effective if internal sources are integrated and collected with 

outside sources, and if promotion mechanism in the marketplace are coupled with effective intemal 

links. 

The purpose of management information is to control and optimize production, sales and 

administration operations. Management infonnation includes scientific and technical industrial , 

judicial and financial data, etc. 

Planning information is represented by management infonnation systems, which are in turn based 

on cyclical data, economic analysis, and forecast, comparison between internal strength and the 

outside environment, etc. The aim of this type infomlation is not only to develop the company but 

above all to provide the company with an adequate globallization strategy. 

2.5.5 The role of information in value creation 

Wonnation and knowledge play an increasingly active and prominent role in companies' and 

organisations' value creation activities. Knowledge is needed jor: problem solving. decision making, 

analyse events and OCCllrrences, the creation oj ideas, the process oj innovation, the development 

ojproducts, etc.( Manini. 1992). 

The organisation's level of knowledge is always represented by the competence of its employees. 

Data and infonnation are the basis for the knowledge we have at any given time. We need constantly 



to receive and aggregate new information, represented to us as new knowledge, new experience, 

new development. 

A business can therefore be said to represent an anthill of "news" (What we will call signal 

information) as well as concrete information and knowledge. It is up to the business manager to 

exploit and make use of this total amount of knowledge in an appropriate manner, in the right 

organisational and strategic business context. 

2.6 INFORMATION REQUIRED FOR IMPORT BUSINESS 

Import business is one of the international trade activities which is held among two or more 

countries having different policies, culture, people, customs and values but both have common 

interest, i.e. exchange of goods and services to support their respective economy. While exchanging 

goods and services among countries, a lot of information is generated and provided to the concerned 

parties. Here it is tried to highlight the need and importance of information to facilitate people and 

transactions of import business. 

2.6. 1 Need and importance 

While exchanging goods and selVlces among countries, the need and importance of market 

infornlation and intelligence in import procurement is axiomatic. Import procurement involves a 

series of decisions from the stage of planning procurement operations and ending with supplying the 

right product to the user. In each of these decision areas information and market intelligence play an 



important role in satisfYing or meeting the import need in an optimal manner within constraints of 

resources on the one hand and the intel11ational commercial environnlent on the other. 

Thus, the decision on what to buy can be effectively resolved only if there is knowledge on what is 

available in the intel11ational market. Information on functional attributes of different products, 

perfommnce standards, specifications, national or intel11ational standards, substitute products, 

operating conditions etc. will enable a procurement agency to know which are the various options 

available to it to meet a given need. Additionally, information will also enable it to precisely 

communicate these needs to potential suppliers with minimum ambiguity. Together with other 

information, for example, on present prices and likely future trends, on the reliability of different 

suppliers, on fi·eight markets, on port conditions in different countries and/o r their expo It 

regulations, etc, it will enable a buyer to decide on what, how much, when, where, and at what 

price to buy (Raina, 1987: 108). 

The information needs are vast in the import business sector The needs of course, wi ll vary from 

situation to situation. However, importer, are usually in need of information on the following 

aspects: infonnation on product and market specification, whether the product is capital good, or 

consumer item; information on currency market to compare the exchangeability of local cutTency; 

infonnation onfreight market to choose the economical freight line; etc. 
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2.7 APPLICATION OF INFORMATION TECHNOLOGY (IT) FOR 
BUSINESS 

The first rule of any teclmology used in a business is that automation applied to an efficient operation 

will magnifY the efficiency. The second is that automation applied to an inefficient operation will 

magnify the inefficiency (Gate, 1996: 136). This is to show that automation could not be the only 

option to solve business problems. 

lvlichael Earl (Earl, 1986), in his paper (Formation of information system strategies-a practical 

frame work) makes useful distinction between the terms IS (infOimation system) strategy and IT 

(information technology) strategy. He suggests the former is best used to define what should be 

done with technology and the latter to defme how it is done. IS strategies are therefore business 

focused and aim to identify the systems support priorities and plans relevant to a particular business 

unit; IT strategies on the other hand are technology focused and aim to show how a given set of 

requirement is to be met (Lincoln, 1990: 79) 

The front line ofinfonnation technology is computer, linked to various other devices such as printers 

and communication modems. These facili tates: 

• store vast quantities of data very compactly 

• process these data in many different ways, and do so very quickly 

• copy the stored data or move all or paft of the data to remote location with ease 
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• communicate the data to other computes, printers and other output devices speedily and 

accurately. 

The communication aspect of the computer has greatly increased the usefulness of computes, and 

has led to the rise of the networking between computers within particular location of external data 

services(Jennings et ai, 1995:325). 

The implication of information technology for business is underlined by Bill Gate, 1996 in the book, 

the Road Ahead. Because the most efficient business have an advantage over their competitors, 

companies have incentives to embrace technologies that make them more productive. Electronic 

documents and networks offer business opportunities to improve their infonnation management, 

se.vices, and internal and external collaboration, reduce costs, avoid expenses and improve the 

quality of decision making (Gate, 1996: 135; Lincoln, 1990: 103). The personal computer has already 

had huge effect on business. But its greatest impact won't be felt until pes inside and out side a 

company are intimately interconnected. 

Business of all size have received different benefits from personal computer. Small business arguably 

have been the greatest beneficiaries. because low-cost hardware and software have pennitted tiny 

outfits to compete better with large multinational corporations. Big organisations tend be 

specialised. While one department writes brochures, another deals with accounting, yet another 

handles customer service, and so forth. 

If communications system is good enough, companies don't need as many levels of management. 

Intermediaries in middle management, who once passed information up and down the chain of 
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command, already are not as important today as they once were. Microsoft as a company is taken 

as an example. It was born an information age company and its hierarchy has always been relatively 

flat. the goal is to have no more than six levels of management between. The director and anyone in 

the company. In a sense, because of E-mail, there are no levels between the director and any-one in 

the company (Bill Gatete, 1996: 138). 

Normally few levels of management in an organisation enhances effective and efficient information 

flow in all directions that in turn facilitates timely provision of information based on which timely and 

right decision could be made. This is of course expected from flexible business organizations to win 

business competition and ensure their survival in the dynamic environment. 

Due to fast development in infonnation technology it is becoming possible for business organisation 

having their pes connected to networks like internet to access on-line, and down load updated 

commercial database to get current information through which they can make reliable and infonned 

business decisions. 
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CHAPTER THREE 

SURVEY OF IMPORT BUSINESS INFORMA nON PROCESS 

3.1 THE FEATURES OF IMPORT BUSINESS 

Interest in the subject of import management is of relatively recent origin traceable to the balance of 

payment problems of developing countries. The search for remedies to alleviate these problems has 

focused attention on the latent potential for foreign exchange savings in import procurement 

(Riana, 1987) 

3.1.1 Import Management, its Importance 

Most non oil-exporting developing countries have faced in the past, and continue to do so now, 

balance of payment difficulties. The process of economic development has, in many cases, resulted 

in imports growing from year to year, with exports having either stagnated or, at best, grown at 

lower pace than imports. The result has been a persistent and widening import su rplus and a current 

account deficit. 

In order to restore balance in their external accounts, governments have usually taken recourse to a 

consideration of three broad measures: (i) export promotion; (ii) compensatory financing 

arrangements such as official loans and grants, borrowing from international and other financial 

institutions, etc. , and (iii) import restrictions. The success of the first two being subject to exogenous 

influence, the more often and widely used measures for restricting imports have been tariffs and 

l .S 



quantitative restrictions. For somewhat inexplicable reasons the enormous scope for foreign 

exchange savings through efficient impOit management has, until very recently. escaped attention 

(Mulunehi, 1982:7 1) 

3. 1.2 Problem areas 0/ import 

While the benefits of improved import management techniques are substantial. problem areas to be 

tackled before the benefit can be realised are many and complex. These problems have both a macro 

and micro dimensions. The macro problems have to do with policy framework within which import 

operations have to be carried out. 

At the other end are the problems of a micro nature which have to be tackled at the importer's leveL 

Importers procurement involves a series of decisions, which have to be taken judiciously, using the 

tools and techniques of optimal decision theory, to ensure that procurement objectives are realised 

efficiently and economically. The traditional objectives of procurement at times referred to as the 

five R's of an optimal buy decision are: right product, right quantity, right time, right place, and right 

sources(Riana, 198714; Chhabra, 1988:548; Carter,1985 :2 18; Leeners et ai, 1992:68) 

These objectives are not always complementary. More often they present conflicting choices and 

involve trade-offs. A good deal of in/onnation and analysis is required to evaluate different options 

that may be available in international market and to make a judicious choice. 
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There are other elements of supply management besides procurement where scope for efficiency and 

economy are significant. Materials management is one of these. The goods, once purchased, have to 

be moved from the place of purchase, handled at the ports, cleared through customs and transported 

to warehouses for storage and distribution. Unless care is taken, there is the ]"isk of damage, 

deterioration, pilferage, losses and delays. Experience with many developing countries suggests that 

these losses are not inconsequential. Given the acute scarcity of foreign exchange and the critical 

nature of the needs which imports in most of these countries meet, the importance of avoiding and 

preventing wastage of any kind can not be over emphasised. 

Developing countries are obliged to procure their imports requirements in a market environment 

which is unfavourable to them. There are external factors over which these countries have little or 

no influence. Most of the time they have to accept a passive position and be p]ice takers and not 

price setters. 

For a large number of developing countlies, the sources of supplies for critical intermediate inputs 

and capital goods are located geographically in distant parts of the world . The importers therefore, 

are placed at a disadvantage. Firstly, they are not able to keep in close touch with commercial 

developments in the supplying countries. Secondly, they are also not able to develop good contacts 

on a personal basis which are crucial for durable commercial relations. And lastly, fTeight costs are 

sometimes high. 
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3.1.3 Import planning at enterprise level 

Import planning and programming at the enterprise level imply a series of decisions which should be 

taken so as to ensure that the procurement objectives are achieved in the most efficient possible 

manner. In this context it is useful to relate the different decisions that the management of an 

importing enterprise will have to take to each of the procurement objectives, and analyse the issues 

to be taken into account in the decision making process so that overall the final outcome is the best 

possible within the relevant constraints. Viewed thus, the procurement decision areas are: 

l. what to buy 

2. how much to buy 

3. when to buy 

4. at what price to buy 

5. where to buy, and 

6. from whom to buy 

3. 1.3.1 What to buy 

The decision on what to buy is in a sense a basic one. A simplistic decision could be to buy the best 

quantity or the most effective product. The objective is to have the right quality rather than the best 

quality in some absolute sense. 

Another consideration which is relevant to the decision on what to buy is that of substitution 

possibilities that may exist to achieve the intended purpose. New products are developed from time 

to time which can be good substitutes for existing ones for meeting a given requirement 
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3.1.3.2 HolV much to buy 

The second decision which a procurement agency has to take is on the quantity which should be 

procured during a given period. Among the issues to be considered to detennine the quantity to be 

purchased are: 

- estimating the likely demand for the product in question 

-estimating the expected market share (other importers of same) 

To make these assessment on a systematic basis will require a large volume of infonnation and 

analysis. 

3.1.3.3 When to buy 

An important decision in regard to imports is that of selecting the most opportune time for market 

entity. The markets for a large number of commodities traded on recognised commodity exchange 

or tenrunal markets are extremely volatile. characterised by rapid and wide price fluctuations. A 

variety of factors tend to influence the sentiments of buyers and sellers in these markets, with 

destabilising effects on supplies and prices. For deciding on the best time to enter the market, in such 

cases, it is necessary not only to check price variations on a day to day basis but also to analyse the 

facto rs which influence these in the short run and in the long run. 

The timing decision may also have to take into account the activities of other big importers from 

other countlies. Others. like exchange rate of the importer's trade cUITencies, expected level of rates 

affecting international transactions, the possibilities of changes in trade restriction or incentives. 



3.1.3.4 At what price to buy 

One of the intliguing problems of an importer is to decide on the "right" price at which he should 

buy. For large numbers of products traded on the international market there are no single or 

standard price (e.g. original and local parts which have different price quotation for same item). 

An importer has to have some basis on which to assess whether the price which is demanded or 

offered is the "right" price. 

It is relevant to note that the buyer's decision cannot simply rest on the lowest price. Price must be in 

relation to a number of other factors, such as quality and delivery and their relative costs. This is well 

evidenced by Automotive parts importers in their response to the question related to supplier 

selection (table 3.6). Hence information on other areas, in addition to prices, is necessary to help 

evaluate prices in the context of quality alternatives and supply scheduling options 

3.1.3. j Where to buy 

Several factors will have to be taken into account while coming up to a decision where to buy 

trade, production and consumption statistics, 

trade embargo or any other serious legal restriction between countries 

Bilateral trade agreements or counter-trade scheme 

different trade regimes (e.g. those which have preferential treatment to some countlies and 

discriminate against other through tariff; quotas, etc. 
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any existing or potential tax or quantitative restrictions on exports in a prospective supply 

sources would be negative factor, relative to buying from suppliers in another country which 

may have one such export restriction. 

the importer must also take into consideration his own country's treatment of import from 

alternative supply market 

transport facilities between two countries, and the cost of transportation 

3.1.3.6 Who to buyfrom 

In general, it is prudent to select suppliers who have a good business track record and sound 

financial position. An importer has to check on the credentials of supplier. Erratic supplies of inputs 

can mean production disruptions and losses for a manufacturer importer. For commercial importer, 

this will mean the inability to sell on an off-the-shelf basis (lost sale), resulting in loss of clientele, 

market share and profit-making capacity. 

\ 

3,2 AUTOMOTIVE PARTS IMPORT IN ETHIOPIA 

3.2.1 General information and trends 

The tenn Import is defined in relation to foreign (international) trade regime of a country. The 

foreign trade regime is used to describe the kind and the mix of instruments and associated 

administrat ive framework and procedures which a country uses to manage the external sector of its 

economy (Raine, 1987:29). 

41 



Several materials are imported to Ethiopia ITom different parts of the world. Imported items are 

classified by Ethiopian customs offi ce by end-use such as: mw materials, semifinished goods, fuel, 

capital goods and consumer goods. 

Automotive parts are one of the regularly imported items to the country to SUppOlt the transpo lt and 

agricultural sector of the economy. The import statistics prepared by Customs office (1994) ind icate 

that the value of imported items on automotive parts including tyres and tubes has increased 

tremendously. This is due to economic liberalisation (market economy) introduced since the change 

of the military regime, 199111992. The number of imported machinery like trucks, light vehicles 

which require the availability of spare parts is increasing ITom time to time since the introduction of 

market economy in the countly. 

All imports can be subject to foreign exchange and import controls when balance of payments 

considerations make this necessary. The supply of foreign exchange to importers is briefly discussed 

in 3.4.3.1 where the requirements of National Bank to grant foreign exchange is enumerated. 

3.2.2 Contribution to the economy 

Impolt in most developing countries account for 20 to 25 percent of GDP (Riana, 1987) .. Assuming 

an import/GDP ratio of 20 percent, even a modest saving of 5 percent in import costs, through 
'-

improved methods of procurement, handling, stock management and distribution would be 

equivalent to an increase of I percent in GDP, which may be fairly clift-icult to achieve through 

increased production. 
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The average value of automotive parts import when compared with the overall import value in five 

years (1990 to 1994) is 6.4%. The average value of automotive parts impOlted is 165,393 million 

Birr annually (customs annual report, 1994). Thus if this sector is managed systematically, the saving 

will be quite significant to contribute to the nation 's economic development. 

3.3 ORGANIZATIONS RELATED TO IMPORT PROCESS 

Different organisations are directly or indirectly taking part in the process import business. 

However, the major ones are: Banks (local and foreign) , Insurance, Ministry of trade, customs 

office, and transport organisation 

3.3.1 Bank and insurance 

Bank and insurance services have significant role to play in facilitating the import business sector in 

Ethiopia. There are four types of banking services in Ethiopia. One is the National Bank of Ethiopia 

(NBE) which is in charge of controlling the foreign exchange of the country. The other type refers 

to Commercial banks which are dedicated to facilitate the commercial transactions by providing 

different banking facilities such as credit, saving, and local and foreign payment, etc.,. The third type 

belongs to Development bank, its main objective is to provide credit facility and give professional 

assistance in tenns of evaluating project feas ibility studies of different investors/entrepreneurs that 

plays vital role to support the economic development of the nation. The fourth banking service 

refers to Housing and Saving scheme that supports the building construction and agricultural sector 

of the economy by providing credit and saving facil ities. 



Automotive import business like any business activities has direct relationship with the banking 

service here in Ethiopia. ImpOiters take credit form the bank, use bank services to facilitate 

payments to their suppliers abroad, getting fo reign exchange from the bank, and collecting their 

shipping documents through the bank, etc. 

The relationship with insurance companies is also vital for import business. Goods to be imported 

from abroad to the country have to get insurance cover since it involves various risks in the process 

of shipment (sea or air). As a requirement unless goods are covered by insurance the National Bank 

of Ethiopia will not allow importers to get foreign exchange. Details of the relationship with banks 

and insurance are highlighted below 

3.3.2 JI'linistry of Trade and Industry 

The ministry is the sole organisation with the power of issuing trade licences in Ethiopia. In 

accordance with the policy of Ethiopian government, the ministry has the responsibility to register, 

license, revoke, cancel, and regulate any person or organisation engaged in trade activities 

(Gezahegn, 1995:91). 

In this regard importers who import goods on commercial basis have to produce valid foreign trade 

licence (import) issued by the Ministry of trade and Industry. Perhaps this could be prerequisite to 

fulfil for an importer before proceeding to other aspects of the import activity. 



3.3.3 Customs office 

The relationship between importers and Customs office starts right after the imported goods 

officially reached the customs office. Carriers responsibility is di scharged fi.llly after they have 

delivered the goods against manifest in good condition to the port authority or customs office. 

During hand over of goods any defect or damage in the process of transportation including shol1age 

in number (package) is notified in the manifest that in tum is used as one evidence if there is any 

insurance claim required. 

There are four procedures to follow to clear imported commodity from customs office in Ethiopia. : 

• Checking 

• Classification 

• Valuation 

• Payment 

The process of checking includes physical count of cases (boxes) against the quantity registered in 

the manifest of the carrier. Assigning temporary location for these goods in the ware house of the 

customs office and goods handling are part of this process. 

The valuation process refers to converting the invoice and freight amount of imported goods into 

taxable amount upon which the final tax calculation is to be detemuned. Finally the payment process 

is to indicate the stage where the importer is advised to collect the goods from customs oftice upon 

effecting various payments (tax, storage, and others). The existing valuation practice used by the 

customs office is shown as follows: 

• getting cost and freight value of the impol1ed goods (C+F) 
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• add insu .. ance premium to get CIF value (cost, insu .. ance, and freight) 

• add I 'Yo CIF value to the total of CIF amount to get duty payable amount (DPA) 

• apply the allowed percentage to get duty tax. Fo .. example fOI' automotive paris 

imported the applied tax ranges from 20 'Y., to 30%. 

• sum the duty payable amount and the duty tax amount to get excise taxable 

amount (ETA) 

• apply 12% to the excise taxable amount to get excise tax. This common to all type 

of impolied products i .... espective of thei .. type. 

• add 2 Birr stamp to duty amount and excise tax to get the amount due of customs. 

This does not include the storage and transit service cha .. ges 

In most cases there is a dispute (among importer and the customs office) about the classification and 

valuation of imported goods caused by different reasons. The first reason is related to goods 

description. The name of the goods stated in the shipping document and what is actually imported 

used to vary especially when the "Franco-val uta" option was exercised. Recently this type of 

problem is significantly minimised but not totally eradicated. The second reason is related to shipping 

documents presented for clearance. They are usually found improper and some times illegal resulting 

in conflict among the importer and the offi ce. Tlus often led to a long time lag to clear the goods 

from customs thereby requiring to deposit (in case of "franco-valuta") 75% of the imported value as 

ptiori deposit. 

Due to these lags, the money deposited before hand is not returnable within a short petiod of time 

(until the dispute is settled). As the result of the delay and capital tie-up, high value importer is 
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exposed for unnecessary costs. Thus importer has to give due attention for proper documentation 

and advice his/supplier designate the right description of the goods in the invoice and other shipping 

documents. 

Tariff 

Encouraging tariff reduction was introduced since the change in economic policy in Ethiopia in 

199111992. During the command economy the tax system was based on Customs Co-operation 

Council Nominator (CCCN) with a number of tariff rates ranging from 5% to 230% of import 

values and there were 24 tariff rates. 

FDRE government released a tariff amendment numbers 1 and 2 effective January, 1996 and 

December 30, 1996 respectively. The amendment reduces the highest customs duty on import to 

50% leaving the ta,x for automotive parts to be the minimum 20% and maximum 30% of the CIF 

value of the imported goods respectively and defined tractor parts to be 5% of the CIF value. This 

type of amendment is encouraging in all respects. However, there are some problems remaining: 

• One problem is the delay to get imported goods cleared from the customs office. This could be 

caused due to dispute created in the course of clearance process mentioned above. 51 (77%) 

respondents have confimled the seriousness of this problem. 

• The second problem is the inefficient port services, mishandling of goods at the port, additional 

port service levy, and prohibition of port entrance for cleating agents, the case of Assab pOl1 ( 

Entrepreneur, 1997). 
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3.4 SURVEY RESULTS AND DISCUSSIONS 

Collecting infonnation is a necessary first step in any professional approach to buying from 

international market. However, this by itself is not sufficient. Before a logical inference can be drawn 

and the information can be used in decision making, it is often necessary to collate different types of 

descriptive and quantitative data. Some of the infonnation which a decision-maker obtains from 

diverse sources (e.g., newspapers, conversations with colleagues, agents, buyers, sellers, etc.) is 

analysed intuitively 

More generally, buying decisions often involve a systematic approach to the evaluation of alternative 

courses of action that may be available. Data is necessary for such an evaluation. But this has to be 

manipulated and used with appropriate tools and techniques of economics, statistics, and business 

management operations research. In other words, information has to be analysed and results 

interpreted for judicious decision-making. 

3,4,1 Data interpretation 

The data analysed in this study is collected through questionnaire administered to 100 importers 

who have been randomly selected from the list of automotive parts importers whose list is 

maintained in the trade directolY of the Chamber of Commerce, 1994. The response rate was 66%, 

i.e. 66 importers responded to the questionnaire and the remaining 34% (34 importers) failed to 

respond. 
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The year of establishment of these business organisations ranges form 1953 to 1995. Above 70% of 

the companies were established since 1986 and mainly after the fall of the military regime in 1991, 

with introduction of the new economic policy of the country that encourages private business. 

The capital initially registered by these companies to run their import business is ranging from 

10,000 Birr minimum to 20 million BilT maximum. The present capital (March, 1997) ranges from 

100,000 Birr minimum to 100 million maximum. 

It is important to note that in the tables presented below, the sum of the of the respondents can be 

seen higher than the actual number of respondents, i.e. 66. This has happened so because one 

respondent can give his answer for more than one variable. For example for the question "where 

parts are imported from", one respondent can give the answer indicating that he/she can import form 

Italy, Germany, England and other countries. 

The importers have identified some of the countries from which major share of automotive parts is 

imported to Ethiopia: 

Table 3.1 Countries Irolll which automotive parts are imported 

Country name Number of respondents Percentage 

haly 36 54 

OtileT'S 27 41 

Germany 24 36 

Dubai 18 27 

Japan 18 27 

England 15 23 

U.S.A 15 23 

Sw~dcn 9 14 



The lion share of automotive parts import to Ethiopia is effected from European countries in general 

and Italy in particular Nonnally one importer is importing automotive parts from mo re than one 

country. That is why the sum of the over all importers is beyond responding number i.e., 66. 

3.4.1.1 Problem areas 

In the process of automotive parts import, importers have faced various types of problems, their 

sources can vary. The first problem starts with detennining the quantity to be imported for sale. 

Importers, in their response, have stated the basis of quantity detennination as mentioned in table 

3.2: 

Table 3.2, info rmation basis or quantity d eterminalion 

Information for quantity to Number of Percentage 
import respondents 

Market demand 51 77 I 
I 

Economic order quantity 27 41 

Available finance 15 23 

Tender 0 4 0 

As indicated in the above table, the bases of quantity detennination by most of the importers (51 %) 

refers to external information (market demand) which is beyond the direct control of the importers. 

As the result of whi ch the probability of importing wrong quantity (lower or higher than the required 

one) is expected. The problem of importing wrong quantity is manifested by the dead stock at hand 

and lost sales. Table 3J indicates the value of dead stock . 
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Table 3 3 Dead stock availabilitv 

Numbers of Percentage of dead 
respondents stock 

30 5 

21 10 

3 20 

3 80 

50% of the respondents are found with 5% of their stock is dead(not sellable). Since the capital 

required to run such business is big, 5-10% dead stock means a significant capital is tied-up in the 

form of inventory. Respondents were also asked to specify the reason for dead stock. Possible 

reasons for dead stock are many, however, the respondents have stated their reasons. The major 

reason is attributed to purchasing problem which is the major part of impol1 process. The problems 

related to purchasing include all activities ranging from writing enquiry to supplier(s), filling the 

purchase order, follow-up to clearing the imported goods. Wrong part number could be written in 

the order that can cause wrong delivery. Marketing problem can be referred to infonnation collected 

about the market (customer and competitor). If sufficient market information is not collected and 

analysed, the overall market speculation could not be dependable. The reasons are shown in Table 

3.4. 
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r, bl a e 3. -1. Reasons {or dead stock o{illlPorted olltomotive parts 

Reasons Number of Percentage 
respondents 

Purchasing problem (ordering wrong item 21 32 
& quantity) 

Market problem (not able to se ll) 18 27 

Supplier problem (delivering wrong 15 23 
items) 

aU,ers (obsolescence, model change, etc.) 6 9 

Other business problems related to import and sale of automotive parts are also mentioned by the 

respondents. Among others, the problem of communicating with customers and supplier related 

problems are given higher weight second to insufficient customs services in all case hinders the 

business activities as shown in table 3.5 . 

Tabl 3 - b e . J usiness in ormation related pro bI ellis 

Business information related pl'oblcms Number of Percentage 
respondents 

ulefficient customs service 16 24 

Sources of infonnation and cOllullunication with supplier 13 19 

Conulllillication with customers 13 19 

Poor teleconummication service 9 14 

Poor banking service 9 14 

Market infonnauon problem 6 10 

On the other hand respondents were asked about the mechanism used to select their supplier and to 

get market infonnation (competitor's information, and reach their customers). The basis of selecting 

a supplier is shown in the table below. Major emphasis is given to quality of a product seconded by 
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price of the product, delivery time. and dealership (for importers who have special agreement with 

their suppliers.) 

Supplier selection Number of Percentage 
respondents 

Price of tile product 18 26 

Quality of tile product 20 31 

Delivery time 14 21 

Special agreement (dealership) 14 21 

Table 3.6. The basIs ofslIppiter selecllol1. 

Respondents were also asked about information technology they have and their plan towards it. 

Nearly 54% of the respondents have computers at hand though their usage is limited to word 

processing and partly work sheet like excel. This is said because the network application of 

information technology is exercised by only 9% of the respondents as depicted in table 3.7. 

IT Respondents PercentaO"e 

computers 36 I 55 
telephone 66 100 
E-mail 6 9 

Fax 60 91 

Tlx 24 36 
Table 3.7 available mjormatfon lechnology 

Thus it can be said that if good business information system is introduced to import sector, user 

of the system have the ground to apply with little effort invested to introduce system in 

question. 

3.4.1.2 Source(s) of information 

The possible sources of business information in general and import business in particular can be large 

enough if used ultimately to get relevant information to facilitate decision making. The commonly 
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refetTed sources of business information are: Chamber of commerce documents, trade fa irs, 

newsletter, Central statistics reports, yearly summary of import and export reports, govemment 

polices and regulations on imports and exports like tax details, transportation data(tarifts), bank 

reports (quarterly & annual), trade directories prepared locally and made available by commercial 

attaches of Ethiopian embassies abroad and other countries' embassies in Ethiopia, etc .. 

However the awareness of the existence and use of these information sources by business people 

have been found not satisfactory as analysed by Gezahegn (1995128) in his thesis on trade 

infonnation system. 

3.4.1.3 Discussion 

Importers engaged in the business sector of import and sale of automotive pans are actually 

exerci sing the use of proper business information system Most of the respondents as indicated by 

the preceding tables have the problem of communicating to their customers and supp liers. Their 

sales efficiency undoubtedly depends on their customers' demand and satisfaction. However, any 

weakness in this area could have a negative impact to the business. Almost all importers have dead 

stock though the degree varies and this phenomena could be attributed to the problem of capital tie 

up. 

Other problems related to the process of import business are detailed in the following sections of this 

paper. 
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3.4.2 INFORNIATION FLOW TO AND FROM THE SYSTEM 

3.4.2.1 Conte.>::t diagram 

Among the number of established structured analysis and design techniques the data flow diagram is 

used in this paper to document the data flow from and to the system and to describe the processes. 

A context diagram shown in figure 3. I documents the system's boundaries by highlighting its 

sources and destinations. By definition, source or destination is outside the system's boundaries and 

is not subject to the systems control (Davis, 1994: 11 I). Thus in the process of collecting data, the 

following entities are identified sources/sink to automotive parts import and sales system over which 

the importing business organisations have no direct control: 

1. Customer 

2. Customs 

3. Insurance 

4. Commercial Bank(s) 

5. Supplier 

6. National bank of Ethiopia (NBE) 

7. Transportation 



Figure 3.1 Context diagram of automotive import and sale system 
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APIS stands for automoitve parts import and sell system 

1. Customer 
2. Customs 
3. Insurance 
4. Commercial Bank(s) 
5. Supplier 
6. National bank of Ethiopia (NBE) 
7. Transportation 



Table 3 8 Dala I/ow labelling 

Data flow Description Source Des tin a tio nls in k 

number 

1 Sales request customer system 

2 sales receipt system customer 

3 delivery (shipping) advice supplier system 

4 purchase order system supplier 

5 Freight rate (sea andlor air) transport system 

6 Freight request system transport 

7 tariff and storage amount customs system 

8 clearance request systems customs 

9 insurance coverage (premium) Insurance system 

10 Insurance coverage request system Insurance 

11 letter of credit number co mmerci al bank( s) system 

12 letter of credit opening request system commercial bank(s) 

13 approved foreign exchange National bank (NBE) systems 

14 fo reign exchange request (auction systems National bank 

application) (NBE) 

The data flows which are labelled in the table are more general, the details of these data flows are 

illustrated in the process description below. The term "system" denoted in the destination column 

refen ed as the Automotive Parts ImpoI1 and Sale System (APIS). 
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Process description 

System: 
Process: 

Automotive parts import and sale(APIS) 
Import and sell of automotive parts 

Table 3 9 Data flow /i'OII/ and into (he system and NATIONAL BA NK (NBE) 

Data flow out of the system to Data flow in to the system from 
NATIONAL BANK 

Foreign exchange application that include: Approved foreign exchange that include: 

• auction number • approved amount 

• auction application number • type of foreign exchange 

• profomla invoice number • exchange rate 

• supplier name • validity date 

• supplier address • auction number 

• type of goods to import • supplier name & address 

• unit price • type of goods to import 

• type of cun'ency • bank pennit number 

• amount requested • bank pennit date 

• date of application • bank seal 

• mode of shipment • authorised signaulre 

• country of OIigin 

• 2% of the cost and freight value deposit advice 

• purchase order number 

• purchase order date 

• purchase order amount 

• customs declaration number 

• customs declaration dale 

• customs declaration amount 

• applicant's signature 

• applicant's seal 
Tasks/activities in the process of applvinl!: for foreign exchange 

• Filling auction application fonn 
• depositing 2% bid bond in the name ofNBE 
• submit auction application 
• detennining offer rate 
• filling bank permit for foreign exchange 
• follow up status of all application 
• collect approved foreign exchanae 



7: bl 3 laD fI Ii h a e ala ow rOIl1 ane, mto t e system an d CUSTOMER 

Data flow out of the system to Data flow in to the system from 

cllstomer 
Sales receipt Sales req uest 

• proforma invoice number • type of materials requested (description) 

• proforma invoice date • part number 

• sales invoice number • quantity requested 

• invoice date • date requested 

• unit price • customer name & address 

• total price • check number 

• type of material (description) • check amount 

• part number 

• customer name & address 

• check number 

• check amount 

Tasks/activities in the process of receivino customer order 

• fill out sales receipt/invoice 

• arrange payment 

• give receipt to customer 

• accept customer request 

• accept inventory data 

• send data to financial system 

• compute sub totals 

• compute sales tax 

• compute amount due 
• produce gate pass, etc. 



Table 3 II Data Ilow ji-Olll and into the svstelll and ~UPPLfER 

Data flow out of the system to Data flow in to the system from 

SUPPLIER 
Purchase enquiry/order Order confinnation/delivery advice 

• supplier name & address • supplier name 
• type of material (description) • supplier address 

• part number • type of materials ordered (description) 

• quantity • part number 
• purchase order number • quantity ordered 
• order date • Expected date of shipment 
• unit price • port of embarkation 

• total price • port of destination 
• terms of payment • supplier invoice number 
• mode of shipment (sea/air) • supplier invoice date 

• unit price 

• total price, free on board(FOB) 

• estimated freight 

• total price , freight & cost (C&F) 

• proforma invoice number 

• proforma invoice amount 

• proforma invoice date 

• country of ori,gin (country name) 
Tasks/activities in the process of placing purchase order 

• inventory update 
• detennine order quantity 
• prepare enquilY letter 
• receive profonna invoice 
• analysing offers 
• selecting supplier 
• prepare purchase order 
• send order to supplier 
• receive delivery advice 
• collect shipping documents 
• computing prices 
• approving order 
• corresponding with supplier 
• oreoaring Durchase req uisition 



Table 3 12 Data /low [i-alii and il1to the svstelll and COM'vfEROAL BANK(s) 

Data flow out of the system to Data flow in to the system from 

COIYfMERCIAL BANK 
Letter of credit opening request Letter of credit nu mber 
• letter of credit application • letter of credit number 

• letter of credit amount • date of letter of credit 

• supplier name & address • date letter of credit expires 

• type of material (description) • type of materials ordered (description) 

• quantity in line item • part number 

• purchase order number • quantity ordered 

• order date • Expected date of shipment 

• total price (FOB) • port of embarkation 
• estimated fi-eight cost • port of destination 

• total amount cost + freight • supplier invoice number 

• type of currency • supplier invoice date 

• mode of shipment (sea/air) • unit price 

• expected date of shipment • total price, free on board(FOB) 

• mode of shipment • estimated freight 

• allow partial shipment (YIN) • total price , freight & cost (C&F) 

• allow transhipment (YIN) • proforma invoice number 

• bank permit number(NBE) • profOlma invoice amount 

• bank pelmit amount(NBE) • profolma invoice date 

• bank account number • country of origin (country name) 
(importer) • bank service charge amount 

• supplier's bank name & 
address 

• supplier proforma invoice no 

• supplier profonna invoice 
amount 

• supplier proforma invoice date 
Tasks/activiti es in the process of arranoing payment 
• opening bank account 
• fi ll out LlC application in detail 
• advising issuing bank about the LlC type 
• submit the application 
• collecting beneficiary copy 
• collecting shaping documents 
• check fu nd availability in the account 
• con-esponding with the supplier about the payment and shipment status 

h1 



Table 3 13 Data flow /i'om and into the system alld INSURANCE 

Data flow out of the system to Data flow in to the system from 

INSURANCE 
Insurance application Insurance cover 
• Applicant name • msurance company name 
• applicant address • insurance company address 
• application number • marine open cover number 
• application date • certificate/policy number 
• port of loading • debit voucher number 

• port ofunloading(destination) • debit voucher date 

• sum to be insured • type of cover( 4) 

• mode of shipment (sea/air) • sum insured 

• msurance company name • endorsement number 
• insurance company address • premium amount 
• description of goods • period of insurance( range of days) 
• packing style • approval signature 
• approved vessel name • insurance company seal 

• signature • settled claims 
• company seal • settled amount 
• shipping marks and numbers 

• quantity (package) 

Tasks/activities in the process of insurin!! to be imported goods 

• 
• 
• 
• 
• 
• 
• 

fill out insurance application 
submit the application 
get insurance offer (premium amount) 

, , 

paymg prermum 
collect insurance certificate and debit notes 
open insurance files 
claimin" in case damage and loss 
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Table 3 14 Data flow (roll1 and into the systell1 and CUSTOi\ll)' 

Data flow out ofthe system to Data flow in to the system from 

CUSTOMS 
Clearance request Declaration 
• supplier invoice number • declaration number 

• invoice amount • declaration amount 

• type of currency • customs station 

• description of goods • duty tax amount 

• country of origin • sales tax amount 

• country of origin certificate number • total tax due 
• bank pennit number • storage charge (amount) 

• packing list number • storage receipt number 

• number of cases (packages) • storage receipt date 

• quantity in each case(package) • duty receipt number 

• cash payment order(CPO) number • duty receipt date 

• CPO amount • gate pass number 

• date of payment • gate pass date 

• insurance certificate number • signature 
• insurance debit note number • customs seal 

• premium amount 

• freight receipt number 
• freight amount 

• importer (company) name 
• importer (company address 
Tasks/activities in the process of c1earina imported ~oods 

• check the arrival of goods 
• get original shipping documents from bank 
• present shipping documents to customs 
• compute all types of taxes referring the customs book 
• fil l out the computed tax on declaration 
• submit all documents to customs for checking and approval 
• correct rejected documents 
• effect duty and sales tax and storage charges 
• co llect goods cleared fi'om customs 
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Table 3 15 Data flow (rolll and into the systelll and TRANSPORT 

Data flow out of the system to Data flow in to the system fro m 

TRANSPORT 
Request for freight rate Freight rate 

• port of loading • transportati on schedule 

• port of destination • freight invoice number 

• mode of shipment (air sea) • freight invoice date 

• expected date of shipment • freight amount( rate) 

• freight payable (prepaid/at • freight payable(prepaidlat destination) 
destination) • signature 

• description of goods • company seal 

• gross weight • freight (company name) 

• volume • freight (company address) 
... 

Tasks/actlvltIes in the process of arrangmg transportatIOn 

• detennine mode of shipment 
• receive shipment schedule 

• receiving freight rates 
• effecting freight payments 

• get fre ight receipt/invo ice 
• documenting route of transport 

3.4.2.2 Major processes of th e system 

Normally the import and sales of automotive parts system has four major funct ions or 

processes by which the transformation of various data into informatio n is performed. These 

process are known as : 

• procurement(import) process; 

• inventory process; 

• sa les process, and; 

• accounts (financial) process. 

All purchasing related data coming in to the system from external entiti es such as bank(s), 

insurance, customs, supplier are handled (processed) by the import funct ion and in turn send 
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data to these entities other processes in the system(accounts, inventory, and sales). The main 

concern of sales function is to handle data coming from customers and the inventory as well as 

financial processes within the system. The inventory function is to receive, process and give 

data mai nly to import, sales, and financial functions. Finally the accounts function is to handle 

all data related to financial aspects of the import organisation. It receives data from external 

entities like bank, customs, insurance, transport organisat ion, and suppliers as fa r as financial 

matters are concerned. It also produces info rmation from these and other data received from 

other sources of the system and provide information to same. 

3.4.3 REQUIREMENTS SPECIFICATIONS 

3.4.3.1 NBE requirements to grantforeign e.x:change 

National bank of Ethiopia (NBE) has a policy on which it controls the foreign exchange of the 

country. So fa r the bank exercises three policy issues to attain its objectives. In the Hailessilassie 

regime (king of Ethiopia up to 1974), the policy was to issue foreign exchange to imp0I1ers upon 

request provided that they have import licence. The exchange rate was constant, i.e. 2.07 BilT for a 

US dollar. 

The military regime revised the policy to a discriminatory one prohibiting private importers from 

getting foreign exchange, discouraging the private sector and favouring public ownership. Foreign 

exchange was issued in the form of allocation (budget) to the public sector at a constant rate, i.e 

2.07 Birr for US dollar. This policy has brought new dimension of importing different materials 

("Franco-valuta") for which the payment was effected from the parallel market ("black market"). 



The present government which took power from the military regime on May 28, 1991 has changed 

the economic po licy of the country from command economy to liberal ised one (market). This result 

gave National Bank of Ethiopia a chance to revise the previous foreign exchange regulations to 

accommodate the new economic policy. Import business is now encouraged and foreign exchange is 

issued on auction basis. Unlike the previous rate which was constant, the auction has introduced 

flexible foreign exchange rates increasing from time to time,S Birr for one US dollar in September, 

1992 to Birr 6.667 fo r one US doUar on March 12, 1997 (CBE, exchange rate notice, 1997). 

In order for importers to get foreign exchange that will enable them import their respective items, 

they must win the auction which usually takes place in the premises of National Banlk of Ethiopia 

(Bankers club) every week. The requirements to be fulfilled by every applicant for foreign exchange 

are detailed below (NEE, 1992) 

(1) Importers who import goods on a commercial basis have to produce valid foreign 

trade licence (import) issued by the appropliate authority when they apply for 

fo reign exchange 

(2) Goods to be imported must be free from any import prohibition 

(3) The application for fo reign exchange shall be: 

• properly completed, signed and sealed with the office stanlp of the importers in 

sufficient copies 

• supported by manufacturers' or suppliers' invoice in sufficient copies showing 

clearly fu ll description of the goods including quantity, grade, quality, volume, 
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measurement, weight, and unit and total price of the goods at a named place of delivery 

• Bank deposit slip to indicate bid bond of 2% of the C+F value must be attached to the application. The deposit should be made in favour of NEE. 
(4) Tenns of payment must be clearly shown in the invoice 
(5) Where payment is to be made by letter of credit, the application for fo reign exchange should be supported by manufacturers or supplier's proforma invoices showing separately details of the FOB cost of the goods and the freight charges prevailing at the time. However, at the time of shipment the final invoice and the bill of lading should indicate breakdown of the actual freight charges paid which must be supported by the carriers' invoice. Such condition have to be incorporated in the letter of credit accordingly. 

(6) Where payment is to be made by cash against document or on acceptance basis or by clean transfer (mail or telegraphic) the application for foreign exchange must be supplied by: 

• manufactures' or suppliers' final invoices showing separately the FOB cost of the goods and details of the actual freight charges paid which should be substantiated by carners invoice and 

• copies of non-negotiable bill of lading showing the required particulars including details of the actual freight charges paid. 
(7) Evidence must be produced that adequate insurance cover has been arranged with an insurance company particularly for goods imported under letter of credit 
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(8) Entry of goods into Ethiopia must be confinned. All importer who has been 

provided with fore ign exchange for importation of valuable goods shall present 

declaration and other relevant documents to prove entry of the valuable goods into 

Ethiopia within 120 days from the date payment is effected The exchange 

controller may for good cause grant reasonable extension of time beyond the 120 

days. 

(9) Penalty. Any person (importer) fai ling to discharge his obligations to the bank may 

be denied further chance of getting foreign exchange and legal action may in 

addition, be instituted. 

(10) "Franco-valuta" pennit. The bank may provide "Franco-valuta" pennit to importers 

of goods on which no foreign exchange is payable. Exchange control department 

collects to 2% of the value of goods from defined private companies and individuals. 

Exemptions, however, are made to goveI1111lent organisations, inteI11ational 

organisations, missionaries, etc. The basis of calculation for such charges is the 

customs estimation of the value of imported goods. 

3.4.3.2 Commercial hank(s) requirements to arrange payments 

The main ro le of commercial bank(s) in relation to import business is to assist the impOJ1ers effect 

payment through different settlements. Nonnally there are fou r types of settlement in this business: 

letter of credit, advance payment, cash against document, and transfer. The commonly lIsed type of 

payment by impol1ers in our country is the letter of credit (LIe) that usually involves two or more 

banks in the process (issuing bank and advisinglconfinning bank). 
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Letter of credit is a writtell docllment IIndertakillg by a bank (isslling bank) given to the 

seller (ben~ficiClly) at the request and in accordance with the instructions, of the buyer to 

effect payment (that is, by making a payment or by accepting or negotiating bill of 

exchange) up to a stated Slim of mOlley within a prescribed time limit against stipulated 

docllments (invoice, certificate of origin, insllrallce policylcertificate and bill C!f lading) 

(Guide to dOL11melltCllY credit operatioll, pp.6) 

The overed! cycle a/the letter oj credit process is depicted in Figure 3.1 below. 

~ GOOD I 
CONTRACT _ISELLER I IBUYER I ~ 

1 
documen t j money 

money 

credit document 
applicat ion money 

) I ADVISING/CONFTRMING I 
J ISSUING j • BANI<.: 
1 BANK 

I t 
letter of credil 

document 

The following activities are to be perfonned in the cycle of the letter of credit (payment process): 

I. Buyer and seller agree to buy and sell goods, a contract comes in to being 

2. Buyer makes application for letter of credit with his bank and signs the issuing bank 's 

letter of credit agreement fonn. The issuing bank approves the application and issues the 

actual letter of credit document 

3. The issuing bank forwards the letter of credit to the advisinglconfinning bank 

4. The advisinglconfimling bank delivers the letter of credit to the beneficialY (seller) 

5. The seller sends the documents evidencing the shipment of goods to the bank where the 

credit is available 



6. The advising/confirming banks checks the documents against the credit terms and effect 

payment accordingly and advise issuing bank by sending shipping docllments for 

reimbursement 

7. The issuing bank reimburse the credit amollnt to advising/confirming bank and hand 

over the shipping documents to the buyer to enable him conunence clearance 

In order for the letter of credit process to be smoothly operated, the importers are required to fidfil 

the following conditions from their end: 

(I) Importers must open current account in the bank (s) and arrange payments 

(2) Letter of credit form must be filled accurately in accordance to terms and conditions 

stated among the buyer and sell er and adhering to the rules and regulations 

mentioned in the International Chamber of Commerce (ICC) of Uniform Customs 

and practice for Documentary Credits (UCP). 

(3) Have the Letter of credit signed by the applicant and verified by the bank 

(4) Affix 0.20 cents revenue stamp on the letter of credit application 

(5) It must be accompanied by the following documents: 

• Supplier's profonna invoice bearing NBE seal 

• 2% bid bond deposit slip (photocopy) 

• NBE foreign exchange permit 

• Insurance certificate 

(6) Get the letter of credit number form bank on the copy of the application 

(7) Get customer's debit advice beneficiary copy two days after the application to the 

bank 
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(8) Apply for amendment or correction to the letter of credit if any to the bank The 

appli cation should be signed and bear 0.20 cents revenue stamp. 

(9) Follow up the shipment and collect original shipping documents from the bank to 

enable it commence clearance process. 

3.4.3.3 Customs ojjice requirement to get goods cleared 

The basic requirement of customs process is related with shipping documents and description of 

goods: 

(I) Goods imported must be in confonnity with the order. Any variation may create 

inconvenience in clearing goods imported 

(2) Original and chamberized manufacturer's or supplier's invoice must be attached 

(3) There must be packing list to indicate the number of goods imported 

(4) Certificate of origin must be attached to show the place (country) of manufacturing/supply 

(5) Bank permit is required to show amount offoreign exchange permitted 

(6) Get the duty amount calculated by the clearing agents (subject for checking by customs 

oftice) 

(7) Deposit the tax amount in advance for goods imported through Assab in order for them to 

be transported to "Laghar Customs office" where the final clearance process is to be 

perfonned 
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3.4.4 Importers' limitations related to National Bank 

Roughly a week before the auction takes place the National Bank of Ethiopia announces a supply of 

foreign exchange that is to be made available for the neA1 auction. Accordingly legitimate importers 

are invited to take part and submit their offer. However this does not mean that all importers 

applying fo r foreign exchange are guaranteed to get it. Some get the required amount of foreign 

exchange and some do not. This does not include the request for foreign exchange amounting less 

than or equal to USD 5000 available to importer free from auction (NBE notice 26/97 dated March 

3, 1997). 

The following reasons (23) are presented by the National Bank of Ethiopia used to reject illegible 

applicants for foreign exchange(NBE, 1997): 

• Copy of valid import licence not attached to the application 

• Items not included in the applicants trade licence 

• Type of currency requested not identified 

• Two or more proforma from different suppliers not attached 

• Original bid bond advice (2% of profonna invoice blocked in favour of NEE) is not 

attached 

• Currency indicated on application form differ from profonna invoice 

• Multiple bid rates stated on single application 

• Evidence ofintemational competitive bid not attached(for USD I minimum and above) 

• More than one application presented for single proforma invoice 

• Currency quoted not under the currency list of auction 

• Highest profonna invoice amount selected 
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• Locally produced profonna invoice attached 

• Two proforma with different particulars 

• Copy of agency agreements for sole supplier not deposited with the bank 

• Profonna invoice is/are not signed or sealed by overseas supplierls 

• Bid rate not quoted 

• Foreign currency not indicated in the bid application fonn 

• Foreign currency on the bid application does not agree with profonna invoice 

• more than one type of foreign currency indicated on a single bid application 

• Proforma invoices is not addressed to the applicant 

• Applicant's name different from the name indicated on the bid bond advice 

• Amount in words and figures different in the bid bond advice 

If the importer is free from anyone of the above errors he/she is legible to compete for foreign 

exchange. After detailed analysis is carried out by the auction committee, winning rate will be 

declared and announced by the bank through mass media and that rate remained official exchange 

rate for the prevailing week. Applicants who have quoted below the declared rate are denied to get 

the requested amount. The winners are supposed to proceed to the next process, i.e. applying for 

foreign exchange pennit. 

The interview conducted with the NBE deputy exchange controller (Ato Mefin G.Slassie, 1997) 

commented on the problem of the overall business information in Ethiopia specifically related to 

NBE. According to him, there is lack of updated plice information that in tum put the bank in a 

weaker position to control the under and over invoicing of imported goods. Another problem is the 
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backward communication system existing in the bank. Most of the transactions are processed 

manually. Thus, applications for fore ign exchange permit are usually processed within a week after 

the date of application with exception of urgent applications. The support from the bank to 

importers in tenns of avail ing business infonnation is quite limited to "day to day" transaction 

processes. 

3.4.4.1 Auction ana(vsis 

While conducting this analysis the auction number was number 118 as of March 12, 1997. The 

analysis on the auction process was based on reviewing auction documents and supported by 

interview with auction officer (Ato Tefera dated 17/03/1 997). The result showed that a number of 

importers have failed in every auction to get foreign exchange from the bank. The break down of the 

reasons are: 

• 30-40 % of applicants were rejected for quoting below the marginal rate of the prevailing date. 

This rate of rejection is becoming significant especially after the government banned importing 

goods through "Franco-val uta" in Ju ly, 1996. While the "Franco-valuta" option was in practice, 

rejection due to low rate offer was relatively low, i.e. about 10% of the applicants. This 

attributes to the low number applicants for foreign exchange. 

• 11 % of the applicants were rejected for various reasons out of which the main reason is related 

to supplier issues. It is common to get proforma invoices presented to the auction are not signed 

by suppliers. The auction process requires more than one profonna invoice obtained from 

foreign suppliers, for an applicant to be eligible to participate. But most of the rejected applicants 
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present only one profonna invoice or locally prepared profonna invoices. This shows that some 

of the importers have problems to find more than one supplier to get offers. Though not 

common, some applicants were found submitting their application without quoted rate that is 

automatically rejected fi'om the competition. 

To summarise the analysis, from among the large number of applicants for foreign exchange, it is 

about 50% and less that get the award. It is therefore advisable for an importer to take auction as a 

series paJ1S of the importation process until sufficient fund is in reserve and be the country in a 

position to supply foreign exchange on request to the importer. 

The consequence of losing the auction has a chained and negative effect on the importer's business 

cycle. Ifhe has got orders from customers due to this the provision time will be significantly delayed. 

This in tum creates customer dissatisfaction. On the other hand in order to get the second auction in 

his favour he will be obliged to quote higher rate that has also another effect on the sales price of the 

product in the competitive market. It can also affect the supplier buyer relationships. If payment is 

detailed after confinned order, the confidence of the supplier over the buyer can be questioned. 

3.4.5 Importers' limitation related to commercial bank(s) 

Import business as discussed earlier is one of the international trade. This involves buying and sell ing 

of goods and services between difrerent countries. It is essentially a mechanism which links the 

countries of the world through commodity trade, services flows and factor movements (Yilma, 

1997: I). This type of trade demands a flow of goods from seiler to buyer and/or payment from 



buyer to seller through banks. But this does not mean that the process of doing international trade 

(import) is done without problem. Some of the limitations in effect are caused by some importers 

not having deep knowledge and expertise in the field. 

Furthermore in an interview conducted with the employees of commercial bank of Ethiopia, some of 

the limitations of the importers are reported as: 

+ importers usually lack the knowledge of risk to international trade; 

+ they do not know different settlements like that of advance payment, cash against 

document, and letter of credit; 

• settlement through letter of credit is used just because it is advised by National Bank of 

Ethiopia 

+ most of the importers are not aware of the Uniform Customs and practice for 

Documentary credit (UCP) provided by the International Chamber of conunerce (ICC) 

in which the responsibilities of issuing bank and confinning bank is clearly stated; 

• Policy issues related to foreign exchange and letter of credit procedures are not known 

by large portion of the importers; 

• Auction procedures are not clearly known by the importers, as a result of which the 

commercial bank of Ethiopia (L/C) department spent significant time to pass advice on 

these issues; 

• Importers usually fail to fill properly the letter of credit application form by which the 

bank is delegated to act upon effecting payment. Relevant information like that of Goods 

description, full address of the importer are always missing in the application. This is 

specially true after the "Franco-val uta" business is banned and imp0l1ers start using the 
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banking services. This is due to lack of knowledge and expenence. "Franco-val uta" 

business was direct shopping and did not involve any third party or require defined 

supplier; 

• Importers usually fail to follow up their appli cation and do not consider it as part of their 

import process. Nonnally, they are expected to collect beneficiary copy; check any 

deviation from tenns and conditions of the contract, communicate (fax or telephone) the 

status of the Lie to the supplier to commence shipment, etc. On the other hand 

importers fail to collect and check shipping documents in time though more than 60% of 

cListomers collect their shipping documents before the bank notification on the arrival of 

shipping documents. Even if shipment is made on time, errors in invoicing or on any 

supporting documents can cause problems or defiance upon the clearance of the goods 

on arrival; 

• Importers consider the bank to be liable for every inconveniences occurred between 

supplier and the buyer. However, this has happened so because they do not know the 

value of the contract reached between the two parties that is the basis of reference in 

case of any misunderstanding. For example if the name of goods in the purchasing 

contract is named as building materials and fails to clearly state the exact name of the 

required product (reinforcement bar of defined size) and if wrong delivelY is made, the 

bank has nothing to do with this problem, since the bank is referring the documents not 

the physical goods delivered. In this case the dispute between the buyer and the supplier 

is to be so lved by referring to the purchase contract terms and conditions. 

• 80% of the "Franco-valuta" import was from three countries: Dubai, India, and Turkey. 

No less than 40% of importers and suppliers from these countries have the problem to 
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adhere to the terms and conditions of documentary credit systems and procedures. This 

could be attributed to lack of experience dUling the "Franco-val uta" business. 

• though not common to all importers, some importers were found to apply for letter of 

credit but with insufficient fund in their account. This creates unnecessary delay in the 

process. 

These limitations have contributed negatively towards promoting the import business. Suppliers will 

not have business confidence over their buyers and importers are also exposed to unnecessary costs 

like interest rates, storage costs, lost sales, etc. 

3.4.6 Importer's limitations related to Customs ojjice 

DUI-ing the "F ranco-Valuta" business the main limitation of importers was to provide the customs 

office with proper shipping documents (invoice, certificate of origin, description of goods, etc.). This 

was because most of the importers were going into business either emotionally or without proper 

business plan, and those who were al ready experienced in the business, were trying to escape paying 

duties. Due to this improper way of doing things it was possible even to get customs offi ce 

employees affected by comlption for which the government has fired a large number of custom 

employees at a time. 

After the "Franco-val uta" business is prohibited, the problem of documentation and goods 

description is minimised by about 85% (as interviewed with Ato Giday, March 18, 1997). The 

remaining 15% attributes to manufacturers invoice not properly presented for goods imported ITom 
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countries like Djibouti, Daubai, and Hongkong for these countries are used as transit for importers 

and no impolter is expected to produce manufacturer's invoice from these countries. Some incidents 

were obselved in which importers presented manufacturers' invoice from the countries mentioned 

above that in tum caused unnecessary delay in clearance of goods. 

3.5 PROPOSED SOLUTION 

For import business to be efficiently run at least all importers must know all the processes, 

documents required in the process (documentation, presentation), legal requirements in due course 

of doing this business, and especially knowing the source (supplier) is quite mandatory to make a 

healthy business. The impoltance of creating of business information system in this respect is 

therefore to help know and use the required information in the processes of impolt and sale of 

automotive parts .. 

With this in mind the next chapter focuses on designing prototype database to demonstrate the 

usability of information in business environment with a particular reference to import business. and 

especially in solving the problems stated in different parts of this paper earlier. The main objective of 

the prototype is to demonstrate an awareness of computerised import business infonnation system. 



CHAPTER FOUR 

PROTOTYPE DATABASE FOR AUTOMOTIVE PARTS IMPORT 

AND SALE SYSTEM (APIS) 

4.1 DATABASE DESIGN 

In designing the Automotive Parts Import and Sales System, the users requirement, process 

requirements, the current trend in information technology facilities in the nation and particularly 

the introduction of the users to it are taken in to account. Recently internet facility is 

introduced to the country, and importers who are in international business are expected to go 

for this service. Thus, importers have to prepare themselves to effectively and efficiently use the 

facility in getting updated information. In order for them to use the info rmation available in the 

in the internet, they must first have information system designed to support the usage of the 

facility. 

The proposed solution for information related problems and limitations in the process of 

importing and selling automotive parts in Ethiopia is a computerised information system, 

because the nature of the business is becoming flexible and changing from time to time. 

Computerised information system in this context is therefore to help the sector to cope with 
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the newly developed rules and regulations in national and international levels and progressively 

changing technology. 

The prototype of the system is presented to create the framework for the compute ri sation of 

automotive parts import and sales system(APIS).This chapter describes the design of the 

system, the databases and the user interface aspect. The requirements of the system, taking the 

objective mentioned earlier into account , are enumerated below: 

4.1.1 System requirements 

The system is expected to perform the fo llowing activities: 

• Maintain and control a permanent record of item(s): 

• imported and/or on order 

• inventory status 
• sold items over a given period of time; 

• Maintain and update customer databases 

• Maintain and update suppliers database 

• Maintain and update procurement process and follow-up 

• foreign exchange application status 
• letter of credit/payment status 

• shipment follow-up 
• clearance status including related costs 

• service charges 

The design components of the system compri sing of inputs, nmctions, databases, outputs, 

controls, technology and user interface are described in the following sections. 
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4.1.1.1 System's Inputs 

Establishing the computeri se automot ive import and sale information systems is aiming at 

storing and retrieving up-to-date information in a user fri endly manner. The implications are 

that the system must have an efficient input process with high data quality, which in turn will 

results in high quality outputs (Rachel, 1996) .The quality of the data is relatively high for it is 

generated form purchasing and inventory formats which are used in the international business. 

These are the letter of credit(LlC) application forms, Bill of lading and Airway bills, insurance 

format s, purchase orders, stock records supp li ers invo ice, custom documents, etc. 

Figure -1 . 1 shows the input process and output of the system (JPO) chart. 

INPUT 
PROCESS OUTPUT 

0 SIII.pliers offer 
0 customer request 
0 LlC application 0 verify UC application 

0 in surance al>plication 0 determine auction nlte 0 selected supp lier 
0 auction al)plication 0 selecting supplier 0 purchase order 

0 sales rcpol1 ~: 
determine onler quantity 

~: 
LlC number 

0 stock report 
mailing order to suppli er auction rate & 

0 financial rcpol1 r-v: checking stock 

-Yo amount 
compute duty tax 

ini)uir)' letter 0 market sur-vey report 0 update supplier tile 
0 shipping schedule updating custome r tile 

0 ordered quantity 
0 

0 reorder point 0 print enquiry letters 0 selected vesel 

0 lead time 0 print purchase orders 0 status repOl'is 

0 tax rate 0 verify shipping lin e 0 sales invocc 

0 invoice amount 0 check stol.:k 

0 fright amount 0 compute sales price 

0 insuracllcenmount 
0 print sales invoice 

0 sto ra~c amount 
0 bani, cba rges 

Though the inpu ts to the system are many, the main ones are enumerated as follows : 

• offers from suppl iers; 
• auct ion ' results from Nat ional Bank; 
• letter of credit number from Commercial bank; / 

R ? 



• shipping advice from sliPplier; 
• shipping schedule from shipper; 
• cllstomer request; 
• stock status from inventory; 
• financial reports (periodical), and; 
• sales reports (peri odical) . 

The sources or formats of these inputs to the system are known as: proforma invo ice, bank 

auction, letter of credit , purchase order, shipping invoice, customer request form, and vari ous 

finance reports and sales functions. The data taken form these formats are di scussed in the data 

dictionary part of this paper (4.2.3 ). 

4.1. 1.2 Database 

A database is a collect ion of data needed to support and record the business of the finn. These 

business records include the ongoing records of the firm, the day-to-day business transactions, 

and any material or information which is used for reference purposes. According to 

Modell( 1988). A database has the following characteristics: 

• It is a base of data 

• It is a common pool of data 

• It could be manual or automated 

• It is an orientation or frame of mind 

• It is a frame of reference for systems development 

• It can be viewed as a set of "file cabinets" where each cabinet contains a 

number of "drawers, each drawer contains a number of indexed "folders", 

and each folder contains a number of related "records". Each record 

contains a number of related items of information or data. 
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It is also summarised by Clare et al (1995) as a facility for the storage, retrieval and 

management of data. The maj ori ty of information systems are built around a mechanism that 

provides fac ilities for successfi.!1 organisation and access to data. Because of all its properties, a 

database is considered as building block and prime integrating force of the info rmation system 

with in an organisation (Burch, 1989:J96 and Clare, et ai , 1995 :19 1). 

A database is usually managed by a software called database management system (DBMS) that 

provides facilities for storing, accessing and maintaining the data. DBMS is a general-purpose 

software packages that are developed by compu ter manufacturers or software houses (Clare, et 

ai, 1995). 

The advantages of databases suggested by diffe rent authorities li ke Clare( 1995), 

Angell( 199 1 0, and Siegel (1994) are listed below: 

• elimination of redundancy and inconsistency; 
• maintenance of integrity; 
• data independence; 
• data sharability is increased 
• data is centrally controlled 
• easier logical access to data 

The number of databases created fo r the import and sa le of automotive parts are discussed in 

4.3.1.1 of the paper. 
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4.1.1.3 Data description 

Data is a raw fact that is to be converted into info rmation through a process. Objects for which 

we store data are referred to as entiti es. According to Modell(l988), enti ty in the information 

systems context is defined as a thing, person or place of pat1icular significa nce to the system 

about which information is held. An entity may be a tangible object, such as an employee, 

customer, or an invento ry item. Or it could be an intangible object one such as auction, 

shipment , etc. There are criteria used to qualify for an enti ty to be called entity: 

• an entity should have more than one attribute; 
• an occurrence of one entity must be associated with at least one occurrence of 

another candidate enti ty; 

• an entity must have multiple occurrences; and 
• each occurrence of an entity must be uniquely identified 

The system of Automotive Parts Import and Sale is expected to have four main functions 

(modules) for which several items or entities are to be recorded . Each att ribute has a value that 

could be associated with it and a physical data representation of that attribute value. Table 4.1 

indicates the fimctions (group of related processes or activities a ll performed to achieve a 

predetermined goal (Modell, 1988 149» and their respective attributes. The main fu nctions 

commonly used in the process of import and sale are described as : impot1(procurement), sales, 

invento ry and financ e. 
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Table -1.2 1\4a1'or entities of the /oUl'fimCliol1s 

Processes (functions) Entity 

• supplier 

• proforma invoice 

• purchase item 

PROCUREMENT • supplier invoice 
( module) • shipper 

• purchase order 

• letter of credit 

• Insurance 

• bank 

• auction 

• stock item 
INVENTORY • supplier 

(module) 
• customer 

• cLlstomer 
SALES (module) • sold item 

• sales invoice 

• supplier 

• customer 

• receivable 

• payable 

• expense 
FINANCE • Income 
(module) 

• bank 

• bank account 

• Insurance 

• shipper 

• purchase item 

• sold item 

• stock item 

From the above table, it can be seen that some entities are repeated in at least three functions of 

the system. This is because the processes are highly interrelated and one cannot exist without 

the other, thus they must have something to share in common. For example the entity supplier 

can be of interest to purchasing, inventory, and finance Hence when the suppl ier database is 
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created by the system, there will be a possibility that it is referred to by the three other 

fu nctions mentioned above. 

4.2 DATA MODELING 

In order to describe the structure of a database, we need to define the concept of a data model. 

A data model is a collection of conceptual tools for describing data, data relationship, data 

semantics and data constraints( Henery, 1986). 

4.2. 1 Entity Relationship model 

This model shows the relationship of entities identified in the process of analysis. Relationship 

is an association that exists among several enti ties. These entities interact with each other in 

various ways to perform the import business, and those interactions are cal led relationships 

(Modell , 1988:86). The importer requests for fo reign exchange from the National bank; open 

letter of credit through Commercial bank to effect purchase payment to his supplier. The 

relationship can be one-to-one, one-to-many , and many-to-many. For instance one purchase 

order can not be given fo r more than one supplier, thi s indicates one-to-one relati onship . On 

the other hand one or more items can be purchased from many suppliers, that shows many-to-

many relationship. 
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Figure 4.3 ER_Diagram 
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4.2. 2 Normalization of data items 

th rou~h 

Normalisation is one of the data analysis (bottom-up) approach having an objective of 

analysing data items rigorously and their relationships in such a way to remove unnecessary 

redundancies by which it is possible to avoid update anomalies of data. This in turn help to 

design the database, input and output data items. 

For the sources of data in import and sale of automotive parts are too many, covering all these 

documents will be beyond the scope of this study. Thus a sample documents and data elements 

are treated in the paper just to indicate the importance of data analysis. The sample areas are 

grouped into three modules named : sales, procurement, and inventory. 
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Grouping the overall import and sales activities into four major activities is based on the 

researcher's long time experience in the field supported by document review related to 

purchase follow-up reports by some big Automotive Parts Im porters. Decision makers in this 

type of business are always eager to know the status of the process in order to get parts 

imported and so ld on time. Time is a vital element that has to be carefully managed in th is type 

of business environment. Thus the sample database will help to create awareness on 

computerised business information system and how it supports the process follow-up . 

Developing complete and full-fledged system requ ires special time and effort. This study could 

therefore be used as a so rt of input whenever there is an intention to establish business 

information at enterprise level. 

The following pages present the tables and their attributes that are used to bui ld the prototype 

databases for import and sale of automotive parts follow-up and related activities. 

F igure 4.4 Sales module 

entity attribute 

SALES INVO ICE (sales invoice number, customer code, date_oCsale, sales yrice, 
sales tax, total due) 

CUSTOMER (customer code, customer name, customer address) 
ITEM SOLD (sales invoice number, item code, quantity, item total) 

Fioure 45 Invento module ry 

entitv attribute 

INVENTORY 
(item code, description, stock_on _hand, reorder _level, unit_cost, 
unit_sales_price) 

ITEM ORDERED (item code, sUJ2J2lier code, Po_number, supplier yrice) 



Figure 4.6 Import/purchase module 

entity attribute 

purchase order (PO number, sURRlier code, PO-date, description, FOB_amou 
freight, C+F amount) 

suppli er (supplier code,_supplier name, supplier address) 
supplier invoice (invoice number, invoice amount, invoice_date, 

supplier code) 
Auction (Auction No. ,exchange_rate, proforma_No., 

proforma amount, supplier code) 
Bank permit (bank permit No, permit_amount, Auction_No, permit_date, 

permit validity date) 
Shipment (ShipRer, Vessel name, BIL No, port_of_ embarkation, 

port_ oC destination, expected_shipment date, expected_arrival 
date, PO number) 

Duty (dutv code dutv amount ) 
letter of cred it(LlC) (Lie number, LlC-amount, PO_number, supplier_code, 

date opening, date expired) 

4.2.3 Data dictionary 

Data dictionary is a collection of data about data that describes data element name, description, 

data type, length, value of the field, that will be contained in the system. The dictionary 

describes all the data elements used by the system (APIS). 

Data element name: 
Description: 
purchase(import) 
Type 
Length: 
Key: 
Comments: 
similar 

Data element name: 
Description : 

Type 
Length 
Key: 

Item ordered code 
Spare part number ordered from supplier in the form of 

Alpha-numeric 
15 characters 
Primary key 
The field is used to identifY parts ordered for different parts can have 
name. 

Item ordered description 
Spare part name ordered from supplier in the form of purchase(import) 

Text 
25 characters 



Comments: 
group. 

Data element name: 
Description: 
purchase(import) 
Type: 
Length: 
Key: 

Data element name: 
Description: 
Type: 
Length 
Key: 
Comments: 
terms. 

Data element name: 
Description: 
parts 
Type 
Length: 
Key: 
Comments: 
of 

Data element name: 
Description: 
Type: 
Length: 
Key: 

Data element name: 
Description: 
purchase 
Type 
Length: 
Key: 
Comments: 

Data element name: 
Description : 
Type: 
Length: 
Key: 

The field identifies the name of parts ordered at least to indicate the 

Item ordered quantity 
Spare part quantity ordered from supplier in the form of 

Numeric 
5 characters 

Item ordered price 
Spare part unit price given from supplier 
Numeric 
5 characters 

The fie ld shows unit price of the part at the time of purchase in FOB 

Purchase order number (PO number) 
Unique number to identify the order number in the process of importing 

AJpha-numeric 
5 characters 
Primary key 
The field is used to identify the number of active orders in a given period 
time. 

Purchase order date (PO date) 
Order date 
Date (dd/mmlyyyy) 
10 characters 

Supplier code 
The code assigned to supplier from which part are ordered using 

order. 
AJpha-numeric 
6 characters 
Primary key 
The field is used to identify the supplier of the parts ordered from. 

Supplier name 
Name of the supplier. It could be a company or individual 
AJpha-numeri c 
20 characters 
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Comments: 
parts 
Data element name: 
Description: 
Type: 
Length 
Key: 
Comments: 
parts 

Data element name: 
Description: 
Type: 
Length: 
Key: 
Comments: 
IS 

Data element name: 
Description: 
Type: 
Length 
Comments : 

Data element name: 
Description: 
Type: 
Length: 
Key 

Data element name: 
Desc ripti on: 
Type 
Length: 
Comments: 

Data element name: 
Description: 
Type 
Length: 
Comments: 

Data element name: 
Description 

The field is used to identify the name of suppli er who supplies spare 
ordered 

Supplier address 

Alpha-numeric 
25 characters 

The fie ld is used to identify the address of supplier who suppl ies spare 
ordered 

FOB amount 
Free on board amount of the purchase order 
Numeric 
10 characters 

The field is used to identify the total amount of the order before freight 
paid, i.e at the port of embarkation. 

Freight amount 
Freight charge to the order that could be air or sea freight 

Numeric 
7 characters 
The field is used to show the freight amount of the order. 

Invoice number 
supplier's invoice number 
Alpha-numeric 
10 characters 
Primary key 

Invoice amount 
Suppl iers invoice amount 
Alpha-numeric 
IS characters 
The field is used to identify the total invoice amount and type of 
currency the supplier is demanding for against parts delivery . 

Invoice date 
Supplier invoice date 

Date( dd/mm/yyyy) 
10 characters 
The field is used to identify the date of the invoice for later reference. 

LlC number 
Letter of credit number 
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Type: 
Length : 
Key: 
Comments: 

Data element name: 
Description: 
Type : 
Length: 
Comments: 

Data element name: 
Description: 
Type: 
Length: 
Comments: 

Data element name: 
Description: 
Type: 
Length : 
Comments: 

Data element name: 
Description : 
Type: 
Length: 
Comments: 

Data element name: 
Description: 
Type 
Length : 
Comments: 

Data element name: 
Description: 
Type: 
Length : 
Comments: 

Data element name : 
Description: 
Type 

Alpha-numeric 
9 characters 
Primary key 
The field is used to identify the LlC number opened in favo ur of the 
supplier as a settlement to parts delivered against order spare parts. 

LlC amount 
Total amount of LlC and type of currency 
Numeric 
10 characters 
The fie ld is used to show the LlC amount in total and the currency type 
used during the time of opening. 

LlC opening date 
Letter of credit opening date 
Date( dd/mm/yyyy) 
10 characters 
The field is used to show the date of letter of credit opened . 

LlC expire date 
Letter of credit expire date 
Date(dd/mm/yyyy) 
10 characters 
The field is used to show the date the letter of credit expires. 

stock on hand 
spare parts available in 
numeric 
5 characters 
The field is used to indicate the current stock position in the organisation 

Reorder_quantity 

numeric 
6 characters 
The field is used to show the quantity of parts at the time of order. 

Reorder time 

date( dd/mm/yyyy) 
10 characters 
The field is used to identify the item reorder is initiated . 

sa les invoice number 
invoice number prepared by the seller(importer) at the time of parts sell 
Alpha-numeric 
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Length: 
Key: 

Data element name: 
Description : 
Type: 
Length: 
Key: 
Comment: 
for 

Data element name: 
Description : 
Type: 
Length 

Data element name: 
Description: 
Type 
Length 

Data element name: 
Description: 
Type 
Length: 
Comments: 

Data element name: 
Type: 
Length: 
Comments: 
Data element name: 
Description: 
Type 
Length: 
Key: 
Comments: 

Data element name: 
Type 
Length : 
Comments: 

I I characters 
Primary key 

PFI number 
proforma invoice number 
Alpha-numeric 
7 characters 
Primary key 
The field is used to identify the proforma invo ice number used to apply 

foreign exchange at the time of auction. 

customer name 
name of the customer 
Alpha-numeric 
25 characters 

customer address 
address of the customer that includes, city, box, and telephone number. 
Alpha-numeric 
30 characters 

quantity_sold 
quantity of the part sold to customer 
numeric 
6 characters 
The field is used to indicate the quantity of parts so ld to customer in a 
given period 

unit_sales price 
numeric 
6 characters 
The field is used to indicate the sales price of each part sold to customer. 
Auction number 
The number of auction declared every week by national bank 
Alpha-nume ri c 
5 characters 
Primary key 
The field is used to identify the auction number for which the importer 
participates in the competition of getting foreign exchange. 

Exchange_rate 
numeric 
6 characters 
The field is used to indicate the value of one dollar or any other unit of 
currency in terms of Birr at the prevailing auct ion number 
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Data element name: 
Type: 
Length: 
Comments: 

Data element name: 
Description: 
Type: 
Length: 
Key: 
Comments: 

Data element name: 
Description: 
Type 
Length: 

Data element name: 
Type 
Length 
Comments: 

Data element name: 
Type: 
Length 
Field: 
Comments: 

Data element name: 
Description : 

Type: 
Length : 
Key 

Data element name: 
Description: 
Air 
Type: 
Length: 

proforma_amount 
numeric 
10 characters 
The field is used to show the total amount of the proforma invoice in its 
respective currency at the time of auction application 

Bank permit_number 
permit number for foreign exchange given by NEE. 
Alpha-numeric 
7 characters 
Primary key 
The field is used to identify the Bank permit number by which the 
importer is able to open Lie while effecting payment for imported 
goods. 

Bank permit_date 
The date bank permit is issued 
date (dd/mmlyyyy) 
10 characters 

Bank permit validity_date 
date (dd/mmlyyyy) . 
10 characters 
The field is used to indicate the date the Bank permit remains vali d. 

Shipper 
Alpha-numeric 
J 0 characters 
Key 
The field is used to indicate the name of the shipping compnay 

Vessel name 
name of the ship or air lines used for transportation of imported parts 

Alpha-numeric 
15 characters 
Primary key 

Port embarkation 
Name of the p0l1 of loading of the imported goods. It could be Sea or 

port. 
Alpha-numeric 
I 5 characters 
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Data element name: 
Description: 
Type: 
Length : 
Comments: 

Data element name: 
Description: 
Type 
Length: 
Comments: 

Data element name: 
Description: 
Type: 
Length: 
Comments: 

Data element name: 
Description: 
Type 
Length: 
Key: 
Comments: 

Data element name: 
Description 
Type: 
Length: 
Comments: 

Port destination 
Name of the port of destination of the imported goods. 
Alpha-numeric 
I 5 characters 
The field is used to indicate the port name where the impol1ed goods are 
to be unloaded 

Expected shipment_date (ESD) 
Date of shipment (delivery) 
date (dd/mmlyyyy) 
10 characters 
The field is used to indicate the date of shipment (expected) of the 
ordered parts. 

Expected arrival_date (EAD) 
Date of arrival 
date (dd/mmlyyyy) 
10 characters 
The field is used to indicate the date goods to arrive at the port of 
destination. 

Duty_code 
code of the tax to be paid for imported goods 
alpha_numeric 
16 characters 
Primary key 
The field is used to identify the code of duty tax for the parts imported 

Duty_amount 
tax amount payable for imported goods 
numenc 
7 characters 
The field is used to identify the amount of tax to be paid for impol1ed 
goods. 
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4.3 USER INTERFACE DESIGN 

The user interface consists of the screen features of a system which allows a user to interact 

with a computer. It is most important feature which represents the system's functions to the 

user (Everest, 1986). 

While designing the interface the following points are taken into account: 

• the forms and the data used in the process of import 

• problem areas of the user in the process of import 

• requirements of service giving institution like bank, insurance, customs, etc .. 

• users exposure to computer 

As indicated in the survey result of this study (Table 3.7:53), about 50% of the respondents 

have computers at their disposal although most them are novice to operate computers. Thus 

the system being proposed is more flexible in accommodating both experienced and novice 

uses. The interface therefore is expected to provide instructions and easier way of manipulating 

the system. Hence menu driven option is used in the usage of database to extract information 

and enter the required data. 

The users of the system will be involved mainly at three levels: 

I. use of database to extract information: User(s) can select and enter the appropriate 

number given in the menu. 
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2. data entry. User(s) is provided with menu driven opt ions, which lead to the data 

entry forms. 

3. Entering key feilds code so that to retrieve related information wh ich was captured 

and stored for this purpose. 

[n order for the user to interact with the system, there must be a computer requ iring hard ware 

and software specifi cations in general. It will be unwise at this stage to specify the technical 

detai ls of the required computers and accessories for the user to acquire. However, since the 

prototype database is developed using i'vlicrosoft Access because of its integrating facility and 

simple to use and builtin functions, it would wort h have a computer that has at least 640 

kil obytes Random Access Memory (RAM) and at least 4 Megabytes offree Hard disk storage 

space and floppy diskettes for bad, 'Ups, fil e transfers and output deliveries. The 4 .RAM is 

recommended because the application is run on window based environment. The software 

aspect of the system refers to two basic elements. The fir st one refers to operating system 

which is capable of better input/output control, automatic recovery and backup, control of 

system ' s time, contro l of data transmission, and control of DBMS . The second one is related to 

Database management software for the development, control, maintenance, and manipulation 

of the database. 

4.3.1 Menu design 

Initia lly the user wil l be welcomed by the system when he/she starts the computer. The screen 

show is presented below. This menu contains the name of the system, name of the person who 

developed it and place. 
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Figure 4.7 Welcome menu 

WELCOME TO 
AUTOMOTIVE PARTS IMPORT AND SALE INFORMATION 

STORAGE AND RETRIEVAL SYSTEM 
(APIS) 

SCHOOL OF INFORMATION STUDIES FOR AFRICA 
SISA , AAU 

BY BIRHANE W.GERIMA 
JUNE 1997 

The next menu is known as main menu that consists of the process optio ns of the system. The 

main processes of this prototype are data entry, status follow-up, and request report. Once the 

user selects one of these processes, he will be allowed to access another menu to enab le him 

edit or manipulate the data. 

Figure 4.8Main menu of the system 

MAIN MENUE 

1. DATA ENTRY 
2 . STATUS FOLLOW-UP 
3 . REQUEST REPORT 
O. EXIT 

ENTRE YOUR CHOICE 
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The user after selecting his/her interest will be in a position to access to the entry and other 

data manipulation rights. For instance the data entry option as discussed in 4.3.1.1 is an integral 

part of the system designed to enable the user to store data for later retrieval of information 

regarding active orders and their status especially in obtaining information about the items 

ordered and their respective value, quantity ordered, where from(supplier) it is ordered, when it 

is ordered and expected date of arrival, etc. 

Status follow-up 

The status option of the system is designed to search and retrieve current information about 

import related activities which are captured in the process of data entry time. [n fact these data 

are detailed in the data entry option in the form of databases. 

When the user selects one of the status follow-up option for instance the ITEM status, he will 

be required to enter the item code by which all item related informat ion will be searched and 

displayed. Thus search request screen is required to enable the user interact with the system 

while searching fo r info rmation. 

APIS STATUS FOLLOW-UP 

Figure 4.9 Stalus/ollow-up menu 
1. ITEM STATUS 
2. AUCTION STATUS 
3. Ll c STATUS 
4. PO STATUS 
O. EXIT 

Press the number of your cho~ce/ ENTER 
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Fi!Xllre 4. J 0 Search request screen 

SEARCH REQUEST SCREEN 
FOR ITEM STATUS 

ITEM CODE -----------------

Enter the c ode and press Ctrl 

Once the item code is properly entered in the screen presented above, the user will be prompted 

to the next screen called search output to show the current status of the item (part): item 

ordered, item so ld, and stock on hand . 

Figure 4. J J Search output screen 

SEARCH OUTPUT 

Item code (part number ) : XXXXXXXXXX 
Description : XXXXXXXXXXXXXXXXXXXXXXX 
Quan tity ordered : XXXXX PO number : XXXX 
Supplier code : XXXXX Quantity sold:XXXX 
Cu stome r code :XXXXXQu an tity in stoc k: 
XXXXX 

4.3.1.1 Data entry 

1. SAVE 
2 . PRINT 

O. EXIT 
ENTER YOUR CHOICE 

-----

This form is designed in such a way to enable the user capture data related to purchase and 

procurement activities. The fo llowing entry fo rmats are used to enter data about order, auction, 

payment, shi pment, and stock status including sales. The data entry menu is design in such a 

way to enable the user select the type of data to enter. 
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Figure 4.12 Dala enllY menu(oplion) 

IDATA ENTRY OPTION I 
OATARASF.S 

1. ITEM ORDERED 
2. SALES DATA 
3. PURCHASE ORDER 
4. SUPPLIER 
5. CUSTOMER 
6. SUPPLIER INVO ICE 
7. LETTER OF CREDIT 
8. SHIPMENT 
9. AUCTION 
10. BANK PERMIT 
O. EXIT 

FNTF.R YOlTn CHOIrF. 

When the user selects one of the listed items for instance item ordered database from the data 

entry option, he/she will be prompted to data manipulation menu to indicate whether the data 

is to be added, edited, or deleted. 

Figure -1.13 Item ordered dala ently menu 

ITEM ORDERED DATA ENTRY 

1. ADD NEW DATA 
2. EDIT DATA 
3. DELETEDATA 

ENTER YOUR CHOrC 
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On selecting one of the data mani pulation rights from the above menu, the user will be directly 

prompted to the data entry sheet where he can perform the action. If the user selects data 

editing or data deleting rights, he will be required to enter the entry number of the data. 

Figure 4.14-22 APIS data entry fo rmats(electronic sheet) 

J Item ordered data entry 
I 

Item code [part number] 
Description 
Quantity Supplier price[unit] 
Supplier code PO number 
P.O. date • 

• Press F I to end data entry. Press ESC to quit 

/Sales data entry fo rm 
/ 

Date[system 
date] 
Cusomer code Item code [part number] 
Quantity sales price[unit] 
Sales tax Sales invoice No. 
Sales date • 

• Press F I to end data entry. Press ES C to quit 

Ipurchase order(PO) data entry form 

PO number ___ ~PO date ____ _ 
Descri ption ______ _ 
FOB amount Frieght amount ___ _ 
Supplier code ___ * 

* Press FI to end data ent rY. Press ES C to auit 
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ISupplier data entry form 
I 

Supplier code 
Supplier name 
Suppl ier address * 

* Press F I to end data entry. Press ESC t o qu i t 

ICustomer data entry form I 

Custo mer code 
Customer name 
Customer address * 

* Press F I to end data entry. Press ESC to quit 

/suPPlier invoice data ent r y form 
/ 

Invoice number Date 
Invo ice amount Currency type __ 
Supplier code 
P .On umbe r * 

* Press F I to end data entry. ESC to quit 
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IL/e data entry form 
l 

LlC number LlC amount 
Opening date Expirey date 
Currency type Suppl ier code 
P.O number • 

• Press F I to end data entry. ESC to qu it 

fAucti o n data entry form I 
Auction number Date 
Exchange ratet Currency type __ 
Supplier code Profo rma No. 
Requested amount * 

'Press F I to end data entry. ESC to quit 

r Shipment data entry forml 

BIL(A WB) number 
Vessel name 
Port shipment Port destination 
Expected date of shipmnet 
Expected arrival date 
P.O number • 

* Press F 1 to end data entry. ESC to quit 
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IBank permit data entry form 

Bank permit number _____ _ 
Validity date(unt il) _____ _ 
Supplier code Proforma No._--,-___ _ 
Approved amount ________ * 

* Press F 1 to end data entry. ESC to qu it 

The data entry sheet will help the user to capture data related to various activi ties that will be 

used for later retrieval of information in different formats. As di scussed earli er, the retrieval of 

information will be effected using the search mechanism by entering the key fie lds of different 

databases. 

105 



CHAPTER FIVE 

CONCLUSION AND RECOMMENDATIONS 

5.1 INTRODUCTION 

Information is a means of survival in the competitive business environment. The businessman 

therefore is required to have sources of business information and access to such sources. The 

sources of business information could be from within the organisation or from external 

environment. The internal sources such as financial reports, stock reports and sales reports are 

more or less under the direct discretion of the businessman. Whereas the external sources such 

as information about competitors, customers, suppliers and product are beyond the direct 

control and requires effol1 to get and use it to the advantage of the organisation. 

Well establi shed business information system will help manage information coming from 

different sources and manipulate them optimally towards the company's competitive 

advantage. 

Import business specially Automotive Parts Import and Sales in Ethiopia is o ne of the 

competitive businesses that demand timely information on the market, supp ly and the product 

based on which to enable business people make right decisions. If the businessman fa il s to get 

the right sources of supply, it will be difficult to run the business properly. It is also equally true 

that if the business man does not have the right strategy to win competitors, staying in this type 

of business will be unproductive. 
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From the study it was observed that respondents who were asked whether they have 

suppliers(sources) that can deliver parts for whi ch payments can be effected after goods arri ve 

at the port of destination (short term credit) known as cash against docl/men! (CAD). 64% of 

them replied that they do not have such facility with their suppliers. Lacki ng thi s facility 

therefore means delay to get goods on time as a result of they could lose to compet itors having 

the said facility . Importers have to be in a position to estab lish confidence on the supplier to 

allow import parts on cash against document(CAD) basis. The advantage of CAD apart from 

lesser banking charges is to get imported goods within 30 to 45 days after order compared to 

goods imported through letter of credit which were expected to be delivered within the range 

of 60 to 90 days. The shorter the lead time means the lesser quantity in stock is required and 

that in turn minimise capital tie-up shown in the fo rm of inventory and dead stock .. It is 

therefore vital for the importer to know and store information related to CAD and letter of 

credit facilit ies in practice. 

5.2 GENERAL COMMENTS 
Information referred in the process of import and sales of automotive parts was well discussed 

in chapter three of this paper. However from the observat ions du ring the course of the study, I 

wou ld like to put my comments on the services provided by different offices that directl y 

related to import activities and information processing. 

National Bank of Ethiopia 

Thi s is the only Bank in charge of provid ing foreign exc hange to importers on aucti on basis 

carried out weekly at the Bankers club. There is one depal1ment in this Bank named as 
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Marketing Intelligence Division (MID) established during the command economy to assist 

public sectors in providing them information related to suppliers, products and their prices. 

Where there was no market economy and competition this type of service could have been 

helping the Government to control foreign exchange. Whereas these days things have been 

changed from command economy to market forces which require competition to survive the 

dynamic business environment. Importers are expected to be more efficient and responsible to 

identify their sources of supply and fair price of products. The role of MID in this context is 

almost of no value to importers rather it is the cause for the delays encountered in the process 

of getting foreign exchange permit approval. This problem as highlighted by respondents were 

mainly insufficient banking service (table3.5:52). On the other hand some impOliers are found 

presenting documents showing under-invoicing and locally produced proforma invoices. But 

such applications are rejected during auction analysis. 

Hence the National Bank of Ethiopia as the body responsible to control the foreign exchange of 

the country on the one hand and facilitate the import business on the other hand has to 

reconsider this problem and work for the solution. 

Commercial Bank of Ethiopia 

This bank provides banking services to help promote import and export business of the 

country. Accordingly it is seen arranging seminars in collaboration with Addis Ababa Chamber 

of Commerce to importers and exporters to create awareness on the requirements and risks 

involved in the process of import and export of goods. 
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However, since the "franco-valuta" business is banned, the number of customer (importers) to 

the bank is increasing from time to time. On the other hand the telegraphic transfer to effect 

payment to supp li er abroad is centralised fo r security reasons. This in turn has created a delay 

in the transfer of payment instruction to the Advising or Confirming bank to effect payment to 

the supplier. The average time to transfer payment instruction (letter of credit) is one week that 

is quite significant in this sector. The Bank therefore as a mediator and facil itator to import 

business is expected to look for a means to improve the delay related to payment to supplier. 

Importers are also required by Commercial Bank to improve their skill in the business, 

understanding and adhering to the rules and regulations of the bank .. This is said because of the 

importers limitations in relation to commercial bank as discussed in 3.4. 5 of the paper. 

Customs Office 

As discussed earlier, there is a lot of improvement in the process of clearing imported goods 

speciall y after the "franco-valuta " business ceased to fi.mct ion. All documents are collected 

through bank and the probabili ty of getting illegal documents is minimised. The clearing time is 

also reduced to fi ve days as compared to weeks and moths before. 

Recently, the customs office is on the way to introduce computeri sed clearance processes. This 

could increase efficiency and control of the system leaving some problems to importers who are 

yet not well famil iar with computerised business information systems. The office, therefore, 

have to design a mechanism to help importers cope to the new system. 
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5.3 CONCLUSION 

Well established business information system at enterprise level will mainly help the enterpri se it 

self. But it wi ll also help other institutions involved in the process of import business and 

government departments in such a way by providing timely and updated information. 

The prerequisite for good business information system to be in place is to identify information 

requirements of the user and their sources using different data collection methods and tools. 

The data collected from diffe rent sources should be carefully analysed and documented for it to 

fo rm the basis of designing the proposed solution and setting implementation strategy for the 

system. The study from this context has tried to identif'J information requirements of imp0I1 

business. However it is not an easy task to obtain a correct and complete set of information 

requirements of users. The reasons for this difficulty are enumerated by Davis et al ( 1985 :474) 

as: 

1. The constraints on humans as information processors and problem solvers. 

2. The variety and complexity of information requirements 

3. The complex patterns of interaction among users and analysts in defining requirements. 

4. Unwillingness of some users to provide requirements (for pol itical or behavioural reasons) 

With all these limitations the study has tried to come with certain information requirements in 

the process on import and sale of automotive pal1s. 

Impor1ers in general and Automotive parts importers in particular were given due attention in 

the process of data collection. Organisations which play some parts have part in the import 

process like Banks, Insurance, Customs and Customers were also considered to strengthen the 
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data collection process. As the result of data collection, it was possible to identify the problem 

areas of the importers .. It was also possible to illustrate the data flowing into the system and 

going out from the system at higher level. 

Finally the overa ll data were grouped in to four major processes namely Inventory, Sales, 

Procurement and Finance. The prototype database is designed on the basis of this category 

paying special emphasis to inventory, sales and procurement because most of the data used in 

import business are derived from these functions. The database is created to show the 

importance and possibility of storing, manipulating and retrieving data updated data using 

computers to support the overall business in meeting its objectives. 

5.4 RECOMMENDATIONS 

• Because of the wideness of the business sector (import husiness) and time available for this 

study, imitation, the study could not be said to be exhaustive. It however forms the basis on 

which similar studies should be carried out to bring about a substantial contribution to the 

economy and the community at large. These studies should give emphasis on the policy 

issues related to import business taking some good experiences of other countries. It is alo 

recommended that similar studies should emphasise on market information which is a major 

problem fo r importers and the basis of customer satisfaction. 

• Informat ion technology is changing the globe to a smaller village as far as information fl ow 

is concerned. In this context, it will be the job of information professionals to help the 
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business community to cope with the advancement maximize their profit by carrying out 

similar studies in business information system. 

• Service giving organisations like Banks, Insurance, Customs, and government departments 

should be in a position to help business people, importers in particular by providing current 

information related to import business. Meanwhile the initiatives so far taken by 

Commercial Bank of Ethiop ia arranging seminars on business (ImportfExpOI1) should be 

adopted by other service giving organisations like Customs, Insurance, Ministry of Trade, 

Chamber of Commerce and Trade fairs . 

• Business information services are emerging nowadays in the form of consultancy business 

and news letters(Entrepreneur). However it is difiicult to get business information services 

geared to serve the import and export sector. A recent seminar arranged by Commercial 

Bank of Ethiopia (20, Feb. 1997) about import and export processes where business 

community identified the problem of getting informatio n about suppliers and customers 

abroad (credit information) was a case in study. Thus the establishment of such services 

could be helpful to avail required information to thi s business sector. 

ll2 



BIBLIOGRAPHY 

I. Agrawal, B.L. 1994. Basic statistics. (2nd ed) New Delhi: Wiley Eastem Limited. 

2. Angel, I.O, (1991) Information systems management: opportunities and risks. Honk Kong: 

Macmilan Education Ltd. 

3. Balku, S.B . 1991. Effective Spare parts management programmes. Ethiopian Management 

Institute, Report, unpublished, Addis Ababa. 

4. Bentley, T.] 198 1. Making information systems work. The Maclllillan press Ltd , London. 

5. Bum, 1& O'neil, M. 1987. Information analysis. London: Paradigm Publishing Ltd. 

6. Carl-Henrick, W. (1979) Guide to docwnentarv credit operation. Stockhobn: Fugel Tryckeli AB, 

publication Illunber 305. 

7. Carter, R.1.( 1985) Stores management and related operations. Great Britain: Macdonald & evans Ltd. 

8. Cartwright et al. 1993. Managing finance and information. Oxford: Blackwell Publishers. 

9. Chhabra, T.N. (1988) Principles and practices of Management (4th Ed.). bldia Dhapat & sons 

10. Clare, C ; Stutely,G. (1995) Information svstems strategv to design. Grate Britain The 

Alden Press Ltd, Oxford. 

II. Clare, C. & Stuteley,G. 1995. Infonnation systems: strategy to design. Oxford: The 

Alden press Ltd. 

12. Clifton, H.D.; Sutciifee. 1994. Business information system. Uk: Prenticee Hall 

Intemational (UK) Ltd. 

13 . Conunercial Bank of Ethiopia (CBE) exch'Ulge rate notice (1997). Addis Ababa: CBE 

14. Customs authority aru1llal ex'temal trade statistics (1994). Addis Ababa: Customs office. 

15. Customs tariff manual, tile last version issued in January, 1997. Addis Ababa: 11,e council of Ministers 

113 



16. Davis,G.B.; Olson, M.H (1985) Management lnfonnation System: Conceptual Foundations, Structure & 

Development. Singapor:McGraw-Hili Book Co. 

17. Davis, W.S. (1994) Business svstems ruJalvsis & design . Miruni: Wadisworth Publishing company 

18. Eardley A. Marshall , D. V and Ritchie, R.L.1 991. Management Information Systems. London: 

Longman Group UK Ltd. 

19. Entrepreneur : Business and finance news letter. Addis Ababa, Volume I, number 16 (1996) . 

20. Entrepreneur: Business and finance news letter. Addis Ababa, Volume 6, lllu11ber 18 (1997) . 

2 1. Eric F. Wolstenchoh11e; Simon Henderson; Allan Gavine.1993. The evaluation of 

management information system: A Dvnannic and holistic approach. Jon Wiley & sons 

ltd. 

22. Gate, B. 1995. The Road Ahead. U.S.A.: Viking Penguim. 

23. Gez,lhegn, S.( 1995). [1110n11ation support svstem for Import & export in Ethiopia. Msc Thesis fo r 

Masters degree in infon11ation science, School ofInfomlation Studies for Africa Addis Ababa, AAU. 

24. Hadera Abera (1995). Computerized lnfommtion Support SYstem For the lnmlegration and Consular 

Department of Ethiopia. Msc 11,esis for Masters degree Ul ulfon11ation science, School of ~lion11ation 

Studies for Africa Addis Ababa, AAU. 

25. Jennigs, A. & Sener, H. 1995. Managing Finance and Information An active learning 

app roach. M.assachusetts: Open learning foundation enterprise. 

26. Kalseth, K.(199 1) Business information strategy-the static use of information and 

knowledge. Information uses and services 11(1991) 155-164. 

27. Laudon, R.C & Laudon, JP. 1995. Information systems: A problem's solving approach. 

(3rd Ed), Orlando: The Dryden press, Harcourt Brace College Publisher. 

28. Lavin, M.R. 1987. Business Information: How to find it. how to use it. Canada: Oryx Press. 

114 



29. Lenders, et al (1992) Purchasing & materials management. India: New printindi:l Pvt Ltd. 

30. Lincoln, J 1990. Managing information systems for profit. England: John Wiley & Sons Ltd. 

3 1. Martini, G.( 1992) Business infonnation as a strategic factor in company development. 

Infonnation services & use: 12(1992) 3 -7 

32. Modell , M.E.( 1988) A professionals guide to svstems analysis. New York: R.R. Donnelley 

& Sons Company. 

33. Mulwleh, A. (1 982) Analvsis of Edliopian Imports. M.Sc. Thesis fo r Masters degree in Economics. 

Faculty of Business and Administration, AAU. 

34. National Bank of Eduopia (NEE) : Auction evaluation check list. Addis Ababa: NBE. 

35. National Bank of Ethiopia (NBE) : Notice number 26/97 on exchange contro l. Addis Ababa: NBE 

36. National Bank of Etluopia (NBE): foreign exchange control manual(1992): Addis Ababa: NBE. 

37. Rachel, A.R.( 1996) Feed analysis information retrieval system for ruminant livestock in 

sub-Sabsaharan Africa. MSc. thesis for masters degree in Information science, School of 

Information Studies fo r Africa(SISA), AAU. 

38. Raina, H.R. 1987. Guide to im port management. Finland (Helsinki) : Programme for 

Development Co-operation at the Helsinki School ofEcononUcs (pRODEC) 

39. Rowe, D. 1973 . Infonnation Transfer in the Industrial environment-The requirement of 

industry. ASLIIB Proceedings 25(1 I), pp 425-429. 

40. Rowley, Jennifer E. 1990. The Basics of Systems Analysis and Design : For Information 

Managers. London: Clive Bingley Ltd. 

41. Siegel, C. (1994) dBase for Windows: teach vourself New York: Henry Holt Co. Inc. 

42. Stueart, R.D. & Moran, B.B.(1993) Library and Information Centre Management. 

Colorado: Libraries Unlimited, Inc. 

115 



43. Transitional Government of Ethiopia Ministry of finance & Customs authority Annual external 

trade statistics (1994) 

44. Wilson, D.A 1993. Managing infO/mation for continual improvement. Oxford : utterworth­

Heineman Ldt. 

45. Wilson, Tom 1987. !nfonnation for Business; the business of infonnation. ASLID proceedings, 

39(10), pp. 275-279 

46. Yi~m, A (1997) Guide to doclUnentary credit operation, paper presented to seminar for expOlters. Addis 

Ababa: unpublished 

116 



Appendix I 

QUESTIONNAIRE 

INTRODUCTION 

I am a graduate student of the School oflnformation Studies for Afhca at Addis Ababa University 
in Ethiopia, canying out a research project, as a requirement for the completion of a Master of 
Science degree program. I am conducting a study on "SURVEY OF INFORMATION 
REQUIREMENTS OF BUSINESS ORGANISATIONS ENGAGED IN IMPORT AND 
SALES OF AUTOMOTfVE PARTS IN ETIDOPlA WITH SPECIAL REFERENCE TO 
SAME ORGANISATIONS LOCATED IN ADDIS ABABA." 

The information you provide in the questionnaire will give me a picture of the existing types of 
information in use, type of organisation, sources of information, marketing information to some 
extent, and some infonnation related to import and sale of automotive parts in the country. The 
purpose of this survey is to identifY infonnation requirements of business organisations engaged in 
the business of import and sales of spare parts in Ethiopia. Based on the result of the survey the 
researcher will design a prototype database to show how the required information can be stored and 
retrieved for use. I would appreciate if you could take a few moments of your valuable time to 
answer the following questions. Thank you in advance in anticipation of your co-operation. 

Instructions to fill the questionnaire. 

i) Use the spaces provided to write your answers to the questions. You may use additional paper 
where the space provided is not enough. 
ii) Use 'X' to mark you r answer in the box provided. 

PART 1- ABOUT THE ORGANISA TrON 
Please mark 'X' against Your choice 

I. Name and address of the organization, _____ ___ _ _ 

2 Year of establishment _____ " Initial capital _____ --' Present 
capital _______ --' 

3 Type of your organisation 
[ 1 Private company 
[ 1 Pal1nership 
[ 1 Public/Goverrunent enterprise 
[ 1 Other; Please specifY _ ______ --::--___ _ 
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4. Did you have a business plan (study) before and after establishing your business? [1 Yes [1 No 

5. If the answer to the above question is NO, then how did you decide to invest in this business? 
Please give brief explanation _________________ _ 

6. Type of spare parts imported and so ld by your organisation 
[ 1 Heavy Truck parts (Mercedes, Fiat, Scania, Nissan, etc.) 
[ J Light vehicle parts (Toyota, Nissan, Lada, etc.) 
[ J Agricultural machinery parts 
[ 1 Earth moving parts (Grader, Dozer, etc.) 
[ l athers; Please specifY ____________ _ 

7. Number of employees in each of the following activities. 
[ 1 PurchaselImport 
[ J SaleslDistribution 
[ J Store/Stock control 

8. Is your organisation a member of chamber of commerce? [1 Yes [1 No 

9. Do you have any organised library/infonnation unit in your organisation? [1 Yes [1 No 

PARTll· IMPORT 

10. From which countries do you import the spare parts for sale? 
[ J Gemlany [J Arab countries (Jedda, Dubai, etc.) 
[ J Italy [ 1 Japan 
[ J USA [ 1 China 
[ lathers; Please li st _____ -:-:-__ --:-_-:-__ _ 

11. While importing the spare parts, could you mention the sources of fo reign currency. 
[ J Franco Valuta [ 1 Bank auctions 
[ J Others; Please state _____________ _ 

12. What means of shi pment (transport) do you mainly use to import spare parts rrom abroad? 
[ J Sea rreight, [J Air rreight, 
[ J Others; please specifY ____________ _ 

13 . On what basis do you select your suppliers? 
[ J price 
[ 1 Quality 
[ J Delivery time 
[ J Relation ship (Special agreement) 
[ lathers; Please specifY ___________ _ 
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14. On what basis do you determine the quantity of spare parts to import? 
[ ] Market demand expectation 
[ ] Available finance 
[ ] Economic order quantity (EOQ) 
[ ] Others; Please specifY ___________ _ 

15. Do you have DEAD stock (not moved for more than one year)? 
[ ] Yes [] No 

16. What percentage of your stock does the dead stock represents? 
[ ] 5% []IO% [] 15% [ ]20% 
[ ] Others; Please specifY ___________ _ 

17. Do you know the reason why you have that much dead stock? 
[ ] Market problem 
[ ] Purchasing problem 
[ ] Suppliers problem 
[ ] Others: Please specifY _ __________ _ 

18 Do you have any mechanism that enables you to obtain information about other organisation 
(competitors), what they import and what they sell? [] Yes [] No 

19. If the answer to the above question is YES, what are the mechanisms in use? 
[ ] Market sUivey 
[ ] Information exchange with competitors 
[ ] Others; Please specifY ___________ _ 

20. Could you state some of the problems you face while running your business? 
[ ] Marketing information (how and where to sale) 
[ ] Communicating with suppliers 
[ ] Communicating with customers 
[ ] Finding sources ofinfonnation about suppliers 
[ ] Getting proper telecommunication service 
[ ] Getting proper Banking services 
[ ] Getting proper customs services 

21. A lot of data is generated within business organisations as the result of day to day operation like 
purchasing, storing, clearance, sales, payroll, balance sheet, etc. These are highly essential for 
decision making at all levels, to assess past perfonnance and to predict future trends. 

a) Please indicate the mode of organisation of the above type of data in your organisation. 
[ ] Departmentalised 
[ ] Centralised 
[ ] Others; Please specilY _ _______ ____ _ 
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b) Do you generate any of the following products based on your internal informatio n? 
[ 1 Statistical bulletins 
[ 1 News letter 
[ 1 Annual repOit 
[ 1 Others; Please specifY ____________ _ 

22. Is your company sets priority to select and import spare parts based on (choose only one): 
[ 1 Low prices 
[ 1 Quality of the material 
[ 1 Delivery time 
[ 1 Others; Please specifY_,---------,-______ ,--_-:--,-----

And please give brief explanation why your company gives priority to anyone of the 
above -----------------------------------------------

23. What effects could it have on your company after the government banned the Franco Valuta 
business in the country? 
[ 1 Positive effect 
[ 1 Negative efFect 
[ 1 No effect at all 

24. Do you have an annual import and marketing plan of spare parts? [ 1 Yes [ 1 No 

a) If the answer for the above question is yes, what types of information are referred to 
prepare the plan? 
[ 1 Market infonnation 
[ 1 Market speculation(gut feeling through experience) 
[ 1 Financial limitation 
[ 1 Number of equipment imported to the country 
[ 1 Stock status of the company 
[ 1 Stock status of competitors 
[ 1 Sales vo lume of the company(historical) 
[ 1 Others; Please specifY ____________ _ 

b) Where do you get this information from? 
[ 1 From within(reports weekly, monthly, quarterly, etc.) 
[ 1 Customers 
[ 1 Government offices (Rod transport, Central statistics, Bank, etc.) 
[ 1 Others; Please specifY _____________________ _ 

25 . Have you ever encountered problem in getting foreign currency (US Doll ar, OM, Lire, etc.), 
from the National Bank of Ethiopia? [1 Yes [ 1 No 

a) If yes, please list the type of problems. 
[ 1 Auction problem(preparation and technical) 
[ 1 Shortage of finance in your company 
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[ 1 Lack of information while participating the auction 
[ 1 Shortage of foreign cu rrency made available by the bank as compared to the demand for it 
[ 1 others; Please specifY ____________ _ 

b) On average, how long did it take you to get foreign currency from the time of initial 
request (in this case you may lose the first auction, or the second, etc. ) . 

[ lOne week [1 Two weeks [1 Three weeks 
[ lOne month [1 Three months and above 

26. Have you so far encountered the problem of effecting payment to your supplier abroad in 
time? [ 1 Yes [1 No 

27. If the answer for the above question is yes, can you state the possible reasons for the 
problem mentioned above? 
[ 1 Inefficiency of the Bank process 
[ 1 Shortage of finance from your end 
[ 1 Shortage of skilled man power in your organi sation 
[ 1 Others; Please specifY ___________ _ 

28. While parts arrived at the port of destination (Assab, Massawa, Djibouti, AA air port), have 
you encountered clearance problems which have caused a delay to get parts at hand on time 
and as the result of which your sales activity is affected? [ 1 Yes [ 1 No 

29. If the answer for the above question is yes, could you mention the type of problems in brief 

30. What are the major factors involved in setting the selling price of the spare parts imported 
for sale? 

[ 1 Fob price [ 1 Freight 
[ llnJand cost (bank charges, customs tax, etc) 
[ 1 Margin [ 1 [ 1 Competitor pricing 
[ 1 Discounting. Others; please specifY _________ _ 

31. Is your organisation applying information technology (IT) in its day to day operation? 
[ 1 Computers__ [1 Fax, 
[ 1 Telephone [ 1 Telex 
[ 1 E-mail , Others; Please specify __________ _ 

32. How do you get the computer(s)and other IT you are using? 
[ 1 Purchased by consultants 
[ 1 Gift from friends 
[ 1 Others; please specify ______________ _ 
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33. Do you have any plan to introduce or further develop the use ofinfonnation technology (IT) 
in your business? [ 1 Yes [1 No 

34. Since the nature of your business (import) requires best communication facilities (to 
enhance conununication locally and internationally), how do you rate the service you get 
fi'om Ethiopian Telecommunication Authority from this context? 

[ 1 Very poor [1 Poor [ 1 Good [ 1 Very good 

35. Who are the customers often visit your organisation to purchase the spare parts? 
[ 1 Garages [ 1 Truck owners [ 1 Retailers 
[ 1 Others; please speciiY _____________ _ 

36. Do you have a mechanism (system) by which you are able to infonn your customers about the 
arrival (availability) of new consignments of spare parts? [ 1 Yes [ 1 No 

37. If the answer for the above question is yes, could you mention the major ones: 
[ 1 Advertising through media 
[ 1 Salesman visit 
[ 1 Others; Please specifY _____________ _ 

38. Do you have suppliers who can supply you spare parts on short tenn credit basis (cash against 
document). Meaning you pay the supplier after parts an'ive at the port of destination? 

[ 1 Yes [1 No 

Thank you for finding your time to complete the questionnaire. 
Please mail the completed questionnaire and any infonnation to: 

Birhane W.gerima 
SISA 
Addis Ababa University 
P.O.Box 1176 
Addis Ababa 

Appendix II 

PEOPLE INTERVIEWED 
I . Ato MesfUl G.selassie, Deputy exchange controller (fellow-up), National bank of Ethiopia. 

2. Ato Tefera, auction officer, National Bank of Ethiopia. 

3. Ato Hailessilassie Mekonen, Head letter of credit department, CBE 

4. Ato Giday. Operations staff, Customs office. Addis Ababa 
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5. Ato TekleG. hiwot, Head planning and statistics division, Customs office 

6. Ato Mussie Leakemariam, General Manager, ETAMO. 

7. Ato Tsehaye Tesfay, Head Import Department, ET AMO. 

8 . Ato Zemere Jemaneh, Company owner, Y AZECO. 

Appendix III 

DOCUMENTS REVIEWED AND ANNEXED 
l. Auction analysis reports (National Bank of Ethiopia) 

2. Bank advises (IDD, commercial Bank of Ethiopia) 

3. Bank permit application form 

4. Bill of lading (Ethiopian shipping lines) & Air way bill (Ethiopian air lines) 

5. Certificate of origin for goods imported 

6. Customs declaration form (Customs office, Ethiopia) 

7. Foreign exchange auction application fonn (National Bank of Ethiopia) 

8. Insurance application form (Nile insurance & Ethiopian Insurance company) 

9. Letter of credit application form (Commercial Bank of Ethiopia) 

10. Packing list 

I l. Proforma invoices 

12. Purchase order (Importers') 

13. Suppliers' invoice 
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"FOREIGN EXCHANGE AUCTION No,~ __________ _ 
DATE ______ _ 
APPLICAT ION No, ___________ _ 

REASONS FOR REJECTION 

COpy OF ~ALID IMPORT LICENCE 
NOT ATTACHED 

2 I TEMS NOT INCLUDED IN THE 
APPLICANTS TRAD IN G LICENCE 

3 TYPE OF CURRENCY NO T IDENTIFIED 

4 TWO PRoFoRMAS FROM DIFFERENT 
SUPPLIERS NOT ATTACHED 

5 ORIGINAL BID BOND ADVICE 
NOT ATTACHE D 

6 CURRENCY INDICATED ON APPLICATION 
FORM DIFFER FROM PROFORMA INVOICE 

7 MULTIPLE BID RATES STATED 
ON SINGLE APPLICATION 

8 EVIDENCE OF INTERNATIONAL 
COMPETATIVE BID NOT ATTACHED 
(FOR USD I MN AND A80VE) 

[J 

o 
o 
o 
o 
o 
o 
o 

9 MORET HAN ONE APPLICATION PRESENTED/ i 
FOR SINGLE PROFORMA INVoCE 

o CURRENCY DOTED NOT UNDER THE 
CURRENCY LIST OF AUC TION 

HIGHEST PROF ORM INVOICE AMOUNT 
SELECTED 

2 LOCALL Y PRODUCED PROFORMA 
INVOICE ATTACHED 

3 TWO PROFoRMAS WIT H DIFFERENT 
PARTICULARS 

L.J 
o 
o 
o 

CHECKED BY ____________________ _ 

IN TIAL 

',',-. ;;,., . "- '~'., 

"~:; " - ., ..... '::;, 
~ . .. . tp-.. 

, '~-.. - " 

)5 COPY OF ~GENCY AGREMENTS FOR SOLE 
SUPPLIER NOT DEPOSITED WITH THE B~NK 

16 PROFORMA INVoCE I S/ARE NOT SIGNED 
OR SEALED BY OVERSEAS SUPPLIERIS 

17 BID RATE NOT DOTED 

18 FOREIGN CUURENCY NOT INDICATED 
IN THE BiD APPLICATI ON FORM 

19 F/CY ON THE BID APPLICATION DOES 
NOT AGREE WITH PROFORMA INVOICE 

20 MORET HAN ONE TYPE OF F/CY INDICATED 
ON A SINGLE BID APPLICATION 

21 PROFORMA INVOICE IS NOT ADDRESED TO 
THE APPLICANT 

22 APPLICANT NAME DI FFERENT FROM THE 
NAME INDI~ATED ON THE BID BOND ADVICE 

23 AMOUNT IN WORDS AND FIGURES DIFFERENT 
IN THE BIn BOND ADVICE 

24 

~ .. , ... ", ..J" •. , .~" '- .. . 

o 
[] 
o 
o 
o 
CI 

o 
[J 
o 
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2. Cu~tom(;r ' G Debit I\uv h:c 

Brancil Cod~ 

000 

~A.~·"~i 
COMMERCIAL 

"~I "w J!!.: 
HANK OF 

'1 " h 
ETHIOPIA 

KIRKOS liliBJ,;JE ... .... ... lWAI··IC H ) ;lIt r. 

l'I\.ID 

.. 24 .. 4 .. '.17 
. ,._. __ .. .. - .. - -----.-- ,.--~--.---.. --------

Our L!C No, NiH' Co) ~.~, 

I--·~~-;-;;-~-I l'-~7 --.-'--1 
CorL (\ Ie No. 

Valtlt' Date \ 
i 

'.,.;:::::, ;:, .. :...., h 
Ci;;;To6'1ef.s' /qc "'No . . , .­
,----'---1 

228;; \ 

l:;l'HIO Wra-laTIVE & GJ;Nl!:RAL TH;\DING JLC 
j 

SKANDNIVISK:~::~::-~-:KEN ':=-==--~~i 
[ ~'E U'1 r 

I .. __ .... - -------! 

!:.:> rci gll C Y ): .ltc Local CY ! 
-:::::-:::7

1 

-~- .------ I 1 I !' 
__ ::;EK~ d.23817~ IOO ,'J)Et;-45 

1 MlIfi!in J' l rlc1 I~--=- . ... - J . \ 

I--;:-"~'~~-~C-:-- '-'-i ~~~~~:~,:=."~,~:~~·~~~ ._: . ~ 11' , 125 11; 
----.---.-----"'=~- ---- 300 .,?5.)1t I 
! r:. :-: C{~ S ~ ora willf! I 
I Inl«« 1 6;'/~9o~J I ,! 

[==~~~~~-=-~ -.-_-__ --I ! rf I Nr.:l ·1 olal ! .- ~ , 
_ .. _to_2Lt...!i..n . .---.-.- ..... --.-.----.--. .. ~15.~ 1: ... '. Int. @ 13 '/Ofro m 20.2,97 

~" '/ " ; b - '---'--SIX'l'Y- TJlREe:uUi\YS -' -" ._-.. ----- j!J!5j) -----
'---- ,{ , ~7_/' - - '-. ' - .... - . . . .~ . "u-F'v , 1 

I ~~_§; :I£>csfL'" 0 /ttlfr(t:.. _____ . ___ ._h U_._ .. _____ (~ ___ h .• :~~t~nze~:~~~ i :; . I ··: .h 
• • 0' , . ' 

/.-/(., lS.;:t"J~ ~.c 
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CON.1MERCIAL Bid.~K OF ETHIOPL.l, 
'. '"i' ~' .~~: 

:~H~<_,n_V_[_"_:~_. ___________ '~' __ ~ __ _=;~~:B~~?B~EdL~6-~·'========= ~==~=====7~--~'~.'~~:.:ot~?~~~~¥~2~7±-~Q~2~~=:'~9~Cl~:~ 
- OUR REF · ~K) . ' ,·';3.E~CD f:!: 

, 
-! 

HU:;;3SL 
~vTti 7-.~------ - '---'-"-' .. _--

;.3 Cf)?OC ;;IP.FC·!~ '~H 

i\'~S2ST EENh2G 957 
6i'U- T.IL:\I~i K" ··-D1S.~~D·I t5 tl: '" 

:. ;~ .• :---.-.~~' .. -
:. , ~ . !,.:: , ,-: '! 

, .... _-,._-! .. -". ' . _. __ .. __ '__ _",., .1.' _, .. - .. ... . . ~ ~ : ~ . . ---.. -,. -.. - - ---! ~'" 

i 
.. _ . ~. I 

-I 
! 

USD .,. '1 r 75 1 d72 . 
~ :.; i ... 

'6..41. 1122853 .' t . _ . __ ~ _.~ , __ ~. 

168 .42 

112. 28 

. ..7~flO .. 

Q~£O .... 

.. , .... _-,. . _:li ~~.l£~.4 2 i 
-~'Li' ~)I i;_~i'; ' _ _ ___ 7j _______ ___ ' 

, .. ---,S~~flJj~:~~:.dif4f~J' 



FOREIGN EXCHANGE APPLICATION 

LlU\N,'S NAME 

lRESS KEF . _ __ KESElE. 

CITY 
TIL NO. _ ___ _ 

\.OING LICENCE NO. 

Full Dlle na of Quantity & 
Commodity 

_ __ H. NQ. 

P. O. BOX 

Foreign Currency Ivnounr 

Port of ~tinofior1 

Shipmet'1t A llowed by 

Equivolen t In 
Birr 

FOR IMPORTS 

FOR OFFICI US! ONLY 

C1.ASSIFlCA. TION Ale No. 

SITe 

w 
5 · 

AS 

Monvfocturotf'l Nom4' 
& Country of Orloln 

PermIt No. 

Authori:.ed On 

Voi ld Until 

Commodity 

SIS 

SI? 

c:.::r..m.CSlOI"'. Included 1M the tl(lc. ? 

;) ~ b.en'!'fil ? 

PRE. BY pas. BY AU D. DY I 
.---'-------' 

;'..:r Im:x:o- 1 ! i ... o"c~ by 

r:r!!i~" k~,~~, indico rn: 

$co .. ::'C'! 

~ flo. 

SIOnafura & Offl c , StOITl1l of AooMcon1 

APPli CANT'S COMMITMENT 

fni s licence will ~ Ql.: t norotOO o n the Ul"!d USlonding thot:-

~~AT-IONAL 8AN~ 0; ETH IOn..:. 
.EXCHANCii CONTROL 

0 1 II .... ill NOT b.! r,'otlff erroo, end wi ll be availa ble fOt' Cl'I!! payment only, SpUt Ikenc_ .... ill ~O"t" I.'<'! !"suaod Of:! r~. 

b) It is is.su ffi sutW~ ~f to o VvHob il i ry o f fereion t! x:::honoe .... , , 1""0'11 commi tment by Na tIonal Bonk of Ethiopia. 

r / We hereoy w:!r';:l": 1;"':::1 The For'! ,';!" Exchang e a pplied for In rh is apol icoJ 'cn 'ind udes n'.) ollo ...... ..;:c.!. O!JC;'C'{ c(\C\",..,i-.lo.""I, ~ r.T. '.,J \ 

()l" Head Office chC' ro~~. !/V,'t •. .mdenoke 10 r1! oorrlole 10 Elhioo!o :J rly commiuiry;, 0(" di~ounrs r~9J I : i no from trw i rn()()f1o riOl'l d ·: _:c-i(.. ',J 

her>lo l::ove. 
I/We u .. J f'r1~kc: o.) ',':/'l;-KC to rh~ ~ J 'Jti~no l 80n ..... 0: !!rhiOD!O ( ExchlYl ';l e Conlrol) 6roof (If en hy of ~ inlO Eth luo;o Ii . 

Cust om s im r.c rT cierlo' .ltr.-." '1.·. ·1 ull o:~e; d ::.<:um ~ n rs which rh~ E.'<f:hon.;;e Conlrol may re-'1uin~ l wi:!,i" fo"r n'0!"'l lhs o f the ::Io ta VrA.-'n ~:-. ,: ;.. 

p CJy lT,enl is. moda ul"ld, .- 1 ".: ~ iic enC2. I/'v'l/c h~r e:;.y d eclor<- tho: rh ~ ~ bo'/~ particu lars 01"11 l"n.Ie a.'""\J r c..:"~I U Tho ! 011)' f o lu de.:!;:,.<"..I' .i: 

.~ ~ub i e c ! 10 ~nci lv .::~ 1,-'- 'l/"1d~ r EI),'(lO' "J Penal Cod. o f lQ57 

I/\V" \mduta"' ~ t,) ~\kr" til,\ t~l":t nlt! to Nctionol B:)nk 0( Et"h'ooio.J it no t ulillted withi n t he vckH~ da le . 

;{ . B. Thi, 00'0Ii<':'11ICI"I ;,y:, I:n .. ~ ~ m" ~t t: ~ 5V~.,., i ncd in o u inr;;ohc:o le ..... i t h ;'"'" 0.} cop ie' 01 the ", . ,(.::> ~ .. : .. . Invvk-,; c~,~·d ..... o th .. '-'"~ ~ . 

..hlptnd (J( t :) to ·! '~'no<..j ~,hick Inv'~;C" m u ,t ~ c~r t , f' 'ld bv the $U ,.., ,;:- l i lH" 01 o..,inq tt\Je c:n<1 .:oc :~~ . 

---.-----.---------------
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BILL OF LADING FOR COMBINED TRANSPORT AND PORT TO PORT SHIPMENTS 

Sh,pper 

1. T. G. 

IlIDUSTiUA TOSCAHA GO:,jj,lA sr 1-

FUS I GiiAHO (RAJ ITALY 

TO OilllER or" 
COj," ,!ERCIAL BANK OF ETHIOP IA/F I 

Custom R et ell No. 

S n'pper s Rei 

Reterence NO 
FIAgenfs Ret. 

§ 
g ~N~O'~"~Y~P~"~'Y~'0=O~A~d=d~,,=,7'~I'~"~'~'~.~"=0~k~,,~,7,,=,,~o~,=o=o~'~'J~------------~ 

£.5. L. o 
c 
~ 

f 
~ 

TYRE RETRE.AllIl;G Il'IDUSTilY 

P. O. BOX 3433 

g ADDI S ABABA/ETHIOPIA rh.-r\'"~f ) '}'I~ , our.hi1 ' t'C7"t.n'}' " 
~ 

" ~~p=,,~-c~.=,~,,=.~g'~.Y~--------------'~P="='=' =OI~R~'='='='P=,o=y~o~'=,~_c~.=,,=,,=,~--1 TH[ ETHWPIAH SHIPPING lIHfS CORP~RATlOH 
c. 
< ~~~------------~~"~~---------------1 Vesse l 

»11'1 " 

OJ''le IJOiiZ 

POri 01 D'scnarge 
ASSAB 

Marks and Nos: Container No. 

30X 282023/0 

( SiUP P ZR ',S OlolilED J 

LEGhO!l1l ADDISA8ABA 

Place 01 DelIvery by On. -.-,,-,,-,~- --I----op,",:-;c".::,-::"".,",:-.p;:.,,y"".o::;,::,c;.~, ------,--,O"o-,c"."'"::'""g::,-,P".",,".",,;:-c,,,---------

Number and itlnO alpackages oes~~tlon of GOOdS 

PART ICULARS OF GOODS ArlE T I.; ~~LAR£O BY SHIPPER 

~" "" " 
COHTAIl-lER 20 '-

1. 620 PKGS . 

BOX 11
4",#, 

KGS .. 

Gross WI. (Kg ) Meas urement 

1 7 .250 

,C'L ~:~ o.2 J{3_ 
TRIA - ADDIS ABABA 

ETHIOPIA 

FCLlFCL 
z"- • 00 I-

~~ = = w :::J = z o "-" 
-0 
"' 0 9 
~'" :;;; 
0 0: 
00 = z u. -== -0 = o z --' 
w '" $:z I-
00' = >-- - ' = CJ)>--CJ) w:; Oa: 
CJ):::JW "'" o a: 0. 
0>--0. = oC/):c ~ 
<!J~CI) C-

e: 

4 CASES 

RUEBER AND "lATERIAL FOR 

REBUILT TYrtES 

KGS . 

FRE!Gh'T PAYABLE AT DESTTIlATIOH 

Received. in apparent good order and condition unless otherwise stated, the Goods 
or Containers or other packages said to con tain Goods herein mentioned to be 
transponed subject always to the exceptions, limi tations, provisions. conditions and 
liberties con ta ined herein and whether written, printed or stamped on the front or 
reverse hereof. from the place of receipt or the port of loading, whichever applicable, 
to the pon of discharge or the place of delivery , whichever applicable. 

All agreements or freigh t engagemen ts for shipment of the Goods are superseded 
by this Bill of Lading . 

In Witness whereof the .H~"\prrlmt~IJr-'f1~'C{!he number of original Bills 
at Lading one ot whichwm ltcd~W isflfellti bIIr\O~.Do be void . 

For the Carrier 

issued at LEGHORN· 
dat, 1 n I C, 1996 

F",ghl "".'T) ESTIN A TI 0 N Untied Prmler5 

Numl)er 01 orrglnal BslL THREE ( 3 ) 

(CONTtNUEO ON REVERSE StDE) 



1 Expeditcur: 
Abscncfe~ ',' Consignor Exp.edidcr 

... :, ,,, 

2 Dest inatai re : 
Em pfonger '". CQn.ignee Desloncto"0 

{n~enr[o(~ tCl<uit o l·; ... ·i!j 
Ar;?oOcn ube, dIe 5dorcic'",mg 
:',Ieans of :ron~p<..tr 

~ ... . ::.'.:d,(·,y\ 

':e . .., ""mbc, . """(""_ ' r ., .... " ". 

___ i 

._. 

-_ .... 

," .' 

N° 
f----

I 

9047 2 
OR I GINAL 

COMMUNAUTE EUROPEENNE 
EUROPAI$CHE GEM EINSCHAFT 

EUROPEAN COMMUNITY 

CQ,I"-U I~IDAD EUROP,A 

URSPRUNGSZEUGNIS 
CERTIFiCATE O~ O~jGi!-J 

... 

,-------~.-.-- - .----.-. ------.-.-.---.----.----.-- . 

I ..) Pays ~j 'O ;_ ig: !i~ 
. . . . "",,;'.-.,,-

;'- ·.'r{''''9 ·~· _'_'_"_"_'_' ____ " '_'_':"_'_' ______ _ 

I 

I 
i 

! 
t 
.' 

--- --.,----------_._- -
;,,-, "." 

. ~, 

0;~ <I( (.cc.!-, ..... _.;, .~'~'~;: _.'_ .. ~ •• __ ~'~:c~· ~-_"~'''~''~''~'~' _ _ _ ____ -,-, __ -,-,_:""":,,,._. ____ _ ,----------

' , 1.,; 

6 l'AUTORlr~ SOUSSI G'~;:f 
case No . :; 

In: >IN::lE!=:::'(::-';~l> ,\ L; ~!-'H)R1!' 

:. :. N) I Gf':::-'·~X: li-.;r ~· ';>;·l!II:, . 

It;x.embOlJ;~, 

t .. ;v cl d"t~. _I" 

'.:? _ 
.. ( i l:o' ~ J. :" 

,-~' , - , 

, 
I ~ ~ 

} '.: .... 

I 

I 
I 
I 
I , 
i 
i 

I 
i 

I 

I 
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... 

' fL 0'" .':.M~""M 
ORT DECLARATION 

,.---

• : r· · ... ·'· 

11. <:""',. 

----.---~-

... ·; · . ..,.' .... "' · -:-'0 .. """('" 

,.-----. 

; . :_ C~ \'; 

MiNISTRY OF FINlNCE 

ClJSTO~lS 

AUTHOR[TY 

to. ~ .TAnc.c 

...... _ . .4_._ . .... :---____ ::!f_ :-:---:-:--~;;---I 
., "., ". '~"1~ +h!!{,.,.., ''''1'1) 1..h"'~M~ tII,o.'f 

. "~ ~ ·.t ".t..,~.r'- """f ':"G-f). a~"'I ,It ....... 

i _~A:·..;t,'.~,.. ~ •. 

~li~"''-C.. ,,,,.,..,Iot N:;). 

! ,,:.,. ~:to~ ... of4Hc 4 -. 

" r~ - '--':9'!"":I CHYO'a 1<> . 

. ',-; 

." -, 
. . ; .~. ''''':'"1'''''' 

i 

i 

I --. .. ~ 
11 . i ! , 

< , . - - .. . ~,< 
>0. 

'i -Pt.'('41 f;l-htl .t:"f"'C 

11. 

lI . 

S:Il"-M'HOC 

------( 
"{'(n',:.. :. -;:\LJ TY & TAXES P .;Y .~~ BLE 

. ,----_._. ~ .. ~ 
I .f'.t r:-~. ~ 

! ,q.\~.<' <1 '~, ; } •. M'~ 
co., / r· .. , ... ,r ... 

; 1,~ ... . t.- .. 

40. fkl'\~ •. 

, ... ". ", ' " "J:;! 

'I . • _'o_~ .. :.~~,:·.:~., . .-_·(~.,.o -. - ~:::-;.:-:. '1 ~n. LC-1~ "'TV1"~ " ... u._-:+:-:_~..,,;:;;~;:;:,:;:+:-;,,:;:;_;:;;;=o=·in"-.~"._:;;c~=,:""::-----I 
.. .. _'-...J...:. •• oc,'Co,,:;-~ .. ,"t"".· 'u; .. "'CO .. llTA"'~ tAO~,.,_ 

.. - . _.-,......-- ....... -,,~ 



NATIONAL BANK OF ETHIOPIA 

FOREIGN EXCHANGE BID APPLICATION FOR IMPORTS 65567 

'A' To be completed by applicant 

>PLICANT'S NAME 

)DltESS, WDItEDA 

TEL No. 

fPORT LICENSE No. 

KEBELE 

P. O. Box 

{ PE OF ENTERPRISE : ST t\TE 

Irpose for which fore ign 

::~"mge is roquiretl 

verseas suppliers 

Ime and addrcsll 

cneral commOdity description 

Panicular~ of CommCldity 

_II 

~I-. --.. -... -.... ............ .... ----,-J 
i I 
I 

.... ! , 
I 

3id r:,Hc . 

PRiVATE 
(BUSINESS 
ENT.) 

Quantil \' 

_ ..... for lJS Dolb.r j. 

Applitnnt's COll1re i tro~nt 

I 

I 
i 

H. No. 

Type of 
C/y 

I I 

Auction N<,. 

C TTYiTO WN 

INO[\'IDUAL 

I I 
PART ' 0 ' For intcm:1.l usc 

12) Currency : 
Alpha &:. :--;'ullIaic Code 

[J) Audited by 

Value ill t.:urreocy o f invoice 

F.D.B. F~c ight 

Rirr 

With , .. 

T""l a l Value 
C & F 

I 
'1 , 

I 
I 

·1 
! 

1:1~ ' :.·r.:· k ~ !r.:H ;he forel ~n fI: t~\..! t:') I(:J Soh-a II be used soldy :or the [' \..! rpO"-:Ci.S} ~ I:l.tcd :\ r'1 

:,'C"t::tr,;;c wid: 'he Exchangc C(l ~::01 Reg ul aticrI 0: the Nati(l~31 A:lnio:: ('Or F.lhioria 

.... I 

lRT 'C' For use of the Fore i ~n E:'tchange Auction Commi ttee (FEA) 

..... ;~;()Iln! Aikx:a(~d 

(FeY) 
Bid Rate 

',; SS !l' B!rr 
Equi":l.ien! 

in Bin 

I',' 

'. , ,':: .. 



/ FROM ---'1 fh.:r·I'"*"J' auf:'} Mf:.~in :rBran_h/Br.n~ = TO: ETlflOPIAN INSURANCE CORP~RATIO: 

~~~· ~~Dm·~· ~Z~M~~~'~!i**~":~~~~.am~P~(~'~~~3a~D§~!~~.EI""~;;;;;;;;~;;;;;;;;~~~~~~~~" 

M !1!<. i Iv' E (.II-r:. 6 D 

! f.J J U (eM,) C c f fZ.." Fo f ,tL h !:.i"1 

Date 

Ref. 

- , 
Please insure the following and let as have your 

PolicY/Certificato in due Course 

L Name of insnred _ ... __ ._ .. _._ ...... _ - ----- - ------ - --- --- -

2. Amount Insurance (Birr) . ---- .--------

3. Quantity ___________ .. _. ____ .. __ . ____ . __ .. 

4. Description of Good. __ " 

5 . Marks & Nos. 

-_ .... _ .. __ .. _. __ . .... _._ ....... --... ----_._-_._. --- - - ----._--.. _._-_ .. _-----

6. Packillg _._ .... __ ... _._. _ __ .. _ .. _._ 

7. Frolll _. __ . _________ _ _ . ______ To _________ _ _ _ _ _ 

8. Per 8.8. _ ...... _ .................. __ .............. ___ .. __ ...... _ . __ ........ _ ..... _ .. __ ._._--_. __ .. _ .. _ ....... _._ ........ -

9. Cover required 

10. REMARKS 

.-----.. -----....... -... -....... _. ---... _ .. ---------.. ----------.--_ ... ---------_.-.. -_.- -_·_·_-----------f---- .. - -.--------.---- ........... _ ... --_ .. _-. __ . 

Yours faithfully , 

Name _________ _ _ . __ ._ .. _. ___ Signature _ _ .... _ ................... ___ ._ .. _ • 

....=.~ 

PO!ftiOQ ____ . 

• . .. ...... .... '1. • • -
.•.•. ;,j, • . 

' "7.'~_ ~;:.:; j:;:'--



·.~. , :~ 

" .~ - .. '.-
c; ~ A 

NILE 
h.'}n.lr,}(j h·f11Y 

INSURANCE COMPANY 
\n:;h~\ -fie I I (II'''''''' \',/"11« .. 11) 
C.pila l Birr 11,050,000 (Full." paid .. up) 

( ~ • (TTl.) 
(S. c.) 

~ 11 404 1,552585 B 12836 ~hfl fax 25 1· 1-55 0331) Add is Ababa , Ethiopi:l 

~ MARINE INSURANCE CERTIFICATE 

Date 7th March 1997 

·IARI NE OPEN COVER NO. 

'ER TI FI CA TE NO. 

>EBIT VOUCHER NO. 

to Certiry th :] [ !!:c Nik ! nsu r:t nc t.: Company (S. C.) h:\s i nsu r!:d und a an Open Cover Pl) IICY issued ('In 

Irr 

, ' ... ", -

() n I he 

l ~ .} :; ·.; . . ~ :hl : .:' ::" ~ :',);:'.1'" : i:~ 

(!.) 1/1/82 
';U·,'SIFEr.TIcn r.uu" ·, 1/?/7f3 
"""I" '''' C' (, I " " ' " (r ' ~" " ) 1/1/°2 . _ _ :I. .' . ~ , .... J ._ ~ • ., ...... .. l.\,; l.; 0 

· ~' A ? CLAUS :-:~-: (Ci"'~GO) 1/1/82 

·111 '.:. 

I ~· ·IC .' I:" :::c j\ ,;nt ..: :' ":. : i ;: .! g~ t •. , .1", ., : ~;: . ~ .;( 'lcrl..'t.., ·. l:1)u r.; J ,.,: : ")1 :: Eth h) ~:.! (0 :11 p J. !~y · ') Oi!i \.c ' . ~ ' : :d ;11.: . ·.· 

)0 .... ' -;!1 c·:I Li 2':= :Lpp1:.:: J [.J ;0 ~ :i llr\' ': :, 

LUill S , j( :111:. ) paY :.l b ; ~ :!iAddi s Ababa l.l: Nile Insurance Co",pany (S . G.) 

DESCRIPTI Ot' OF I \SURED INTEREST 

-" 
'~~~~:.i ~ ! ,.,; .• ~ , ,,, , .. .. 

. ~~~~~~~;\~;~~~:'~. - .' .. ~ " 



',.0 
.. J . 

... ~'~' .. ;. APPLICATION PORtl!TTEIl or CIU!QIT fA . I 

~~~~~~~~~~~~~~~~~.,~~:~~.\f:~ .. i~l_~.(;~'f~'~~~.~!(;~:~1'S·' 
'> .~'; :,; I; !""" .. ·i .; ::.' :--~.':; :<::.I; :.; : •. ~:)'.... . ;: .~ .; ..• ~. 

NBE L1CENCIl No. 
.:,.: ... :-'il '(:" -. ..j ". '~~~Je ~ ,,~::,:::-.-,7; 7"; "-:~ ' ::; c;.~~~ :.~ :l ~!l .-7:,"---

, _., 101.., '.~; ~.: •. .. ; . .. ,'. 
Please open an irrevocable 1 confirmed irrevocable Documentary Credit by cable I al~all letter to the 

" /" ']3&=¥i+r; /j ~-::-~-- ~, :~: ; i"Y)-,~'-,-·~,-,·_· -'----.".c: .• -,':~""' .. -.. ~~'-,.,,;.:_ .. "".,"'~'''.:-. ----.-_ __;~ . .,,-,_:__,_-
favonr ing . ____ .. ___ •. _. _____ ._ •. ___ . ........ ...... _ . . _ .. ~._ •• ____ ._. __ . _____ •......... .. _ ..•. ~ •. ~. __ .~_. ____ ._-!..:...:;._ ..... ___ . __ . _.:._ .. ..:.:..:..~._ 
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Quantity 

100 sets 

300 sets 

iOO sets 

50 set.s 

50 sets 

50 sets 

100 sets 

50 sets 

100 s e ts 

Total 

Total 

Total 

Terms a nd Conditions :-

PRICE C&f A3sab 

Description 

US! 

FOB Indonesia 

Ocean Freight 

C&F Assab 

us, 

US$. 

Unit Price 

fOB Indonesia 
ey Sea 

Per Set 
In US Dollars 

::: ===== =:::= :::::: 

PAYMENT Irrevocable LIe payable at sight for full contract amount 

SHIPMENT: End April o r early May subject to our r eceipt of you,­

operative and satisfactory LIC by 20th April and vessel's 

being available 

VALIDITY: Till 31st May, 1997 

LOADING PORT: Any Indonesian Port 

COUNTRY Of ORIGIN: Indonesia 
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FREIGHT 
SUB TOTAL 

TOTAL UNITS 

OF THE II.BOVE TUBES AND FLAPS IS 
IN THE VALUE OF THE ABOVE TIRES. 
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