Salon de L’Entreprise
01 to 04 September, 2011

Swami Vivekananda International Convention Centre, Pailles

1. Introduction
With a view to providing the Small and Medium Enterprises (SMEs) a useful platform to showcase, market and sell their products, the Small and Medium Enterprises Development Authority (SMEDA) organised the Salon de L’Entreprise from 01 to 04 September 2011 at the Swami Vivekananda International Convention Centre (SVICC) in Pailles. The fair showcased products and services offered by a wide range of SMEs selected across the country as well as services provided by large enterprises and institutions supporting SMEs. 
The salon attracted some 50,000 visitors and saw the participation of some 120 enterprises/organisations.
2. Sectors represented

The Salon de L’Entreprise featured 140 stands and 104 SMEs which came from the following sectors:

· Textile and Garments

· Shoes and leather products

· Light Engineering 

· Furniture

· Interior Decoration

· Food & Agro-industry

· ICT

· Services

· Printing and Paper products

· Handicraft
· Chemical and Detergent
3. Objective of the Salon
The primary objective of the Salon de L’Entreprise was to impart more vitality and growth impetus to the SME sector to enable it to contribute its full potential to the economy. In particular, the event intended to increase the visibility of locally-made products and services, enhance marketing avenues for SMEs and boost local production.
4. Launching of the Salon

The Salon was officially launched by Hon. J. I. M. Roopchand Seetaram, Minister of Business, Enterprise and Cooperatives in the presence of the Chairman and Managing Director of SMEDA, Chairmen and CEOs of private and public organisations, Chairmen of Sectoral Associations of SMEs, representatives of High Commissions/Embassies, entrepreneurs, exhibitors and sponsors.
5. Vision and Mission Statement of SMEDA
New Vision and Mission Statements for SMEDA were also unveiled on that occasion. These statements were formulated during a “Strategic Thinking and Team Building” exercise organised at Calodyne sur mer on Saturday 27th August 2011 and wre subsequently ratified by the Board of Director. These vision and mission statement read as follows:

Vision Statement:

“TO BE AT THE CENTRE OF EXCELLENCE FOR SERVICING SMES”


Mission Statement:

“TO ESTABLISH SMEDA as THE INSTITUTION TO PROMOTE, SERVE, SUPPORT AND STRENGHEN SMES TO FACE THE CHALLENGES OF GLOBALISATION”.
6. Coverage of the Salon

The Salon was well covered by the press. The partnership, between SMEDA and the press has been instrumental to communicating the event and attracting visitors. Various articles on the Salon were published in the main newspapers. Besides, the Mauritius Broadcasting Corporation included a daily slot on the Salon in the Journal Televisé, Samachar, News and Zournal en Creole from 01 to 04 September.
7. Outcomes of the Salon
The Salon de L’Entreprise has improved the access of manufacturing enterprises to the local market and has been an important platform for them to:

· communicate, market and sell existing products/services

· launch new products/services

· build or consolidate relationships with customers 

· uncover the needs of customers

· network with large enterprises and key institutions

· develop linkages with other enterprises

The Salon de L’Entreprise has also allowed local enterprises to build relationships with various stakeholders. Indeed, entrepreneurs had the opportunity to meet representatives of the press and to network with leaders from industry, financial institutions, local service providers, and government. 

The Salon de L’Entreprise has no doubt help exhibitors to make contact with potential business partners. In this regard, the event hosted business matching between exhibitors and similar others and have led to the establishment of business partnerships. Provision was made for a special area/room to host such business matching activities. 
Key figures on the outcome of the fair include the following:

· Overall the participants have been able to boost their sales significantly.  One participant even reported having achieved sales of up to Rs 200,000 during the four days of the Salon and some others could realise sales value of more than Rs 100,000.
· On average each participant could make around 10 to 20 business contacts.
· Orders received as an outcome of the Salon were around 5 to 10.

8. Sponsorship
The Salon is a vivid example of public/private partnership. Indeed, the Salon was supported by several sponsors, above all:

· Leal Co. Ltd.
· Pharmacie Nouvelle

· Xpanda

· Orange

· Innodis (Point Frais)

· State Bank of Mauritius Ltd
· Jubilee Insurance

9. Live Product Demonstration

Besides the trade fair, live product demonstrations have been organised.  Professional artisans showed their dexterity and skills by producing on site various products. The demonstrations were intended to inform people of the processes involved in the manufacture of craft products as well as to give 
10. One-stop-shop for services

Moreover, with a view to bringing key services required by enterprises in one single location, local service providers, especially those operating in the finance, banking, insurance and ICT sectors, were present at the Salon. 
11. Information desk for Potential and Existing entrepreneurs

Special space will be dedicated to support institutions to provide free Business Advice and Counselling, technical information and other related services to both potential and existing entrepreneurs. In addition, entrepreneurs were assisted to create an email address and make the most of the Internet (for e-commerce and e-business). The following support institutions were present at the Salon:
· Small and Medium Enterprises Development Authority
· Enterprise Mauritius
· Mauritius Employers Federation
· National Women Entrepreneur Council
· National Computer Board
· Development  Bank of Mauritius Ltd
· Ministry of Cooperatives Department

12. Survey and Feedback of participants

Participants were required to fill in a feedback form at the end of the Salon.  A preliminary analysis of the feedbacks showed that a large majority of the participants were satisfied with the overall organisation of the Salon including timing, duration, hours of the fair, venue and marketing of the fair.  Besides, boosting their sales figure significantly, establishing contacts and securing business orders, they expressed their wish that such fairs be held more regularly.  
13. The Way Forward

In view of the success of the Salon and favourable feedbacks received, SMEDA is now envisaging to replicate such events on a regional basis across the island. 
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