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/fi6«sf] ;du| ljsf;df lghL If]qsf] e"ldsfM

gLltut kIf

g]kfn zx/L tyf If]qLo cWoog k|lti7fg -lgc;{_

;|f]t JolQm M 8f= hubLzrGb| kf]v/]n

k"j{ pkfWoIf, /fli6«o of]hgf cfof]u

g]kfn pBf]u jfl0fHo dxf;+3 sf]zL k|b]z

sf]zL k|b]zsf pBf]u jfl0fHo ;+3x?sf] Ifdtf clej[l4 / 

;+:yfut ;anLs/0f

sfo{zfnf uf]i7L, lj/f6gu/, sf]zL k|b]z

c;f]h !* / !(, @)*)



/fli6««o ljsf;sf k|d'v # kIf

s'g} klg nf]stflGqs /fHo Joj:yf / ahf/df cfwfl/t 

cy{Joj:yf /fi6««sf] ljsf; lgDg # kIfaLrsf] ;xof]u / 

;'dw'/ ;DjGwaf6 dfq ;Dej x'G5

!= /fHo

@= ahf/ -lghL Jofkf/, Joj;fo_

#= gful/s ;dfh -JolQm, ;d'bfo_





lghLIf]qsf] e"ldsfaf/] xfd|f gLlt tyf of]hgfdf pNNf]v ePsf s'/f

• sf]zL k|b]zsf] klxnf] k~rjifL{o of]hgf

“lghL If]qn] ;/sf/sf] Ps dxTjk"0f{ ;fem]bf/sf ?kdf 

;/sf/af6 l;lh{t Jofj;flos jftfj/0f / pknAw k|f]T;fxgsf] 

pkof]u ub}{ gjLgtd ;f]r / k|ljlw ;lxtsf] nufgL jl[4 u/L 

cfo / /f]huf/ a9fpg] tyf k|lt:kwf{sf] dfWodaf6 bIftf tyf 

pTkfbsTj a[l4 u/L ;dfg cfly{s j[l4sf] jfxssf] e"ldsf lgjf{x 

ug]{5 . s[lif, cf}Bf]lus Pj+ ;]jfIf]q;Fu cGt/;DjGw a9fpFb} 

cfly{s ?kfGt/0fdf dxTjk"0f{ e"ldsf v]Ng]5 .”

• sf]zL k|b]zsf] bf];|f] k+rjifL{o of]hgf

    th{'df x'g] qmddf /x]sf]



lghLIf]qsf] e"ldsfaf/] xfd|f gLlt tyf of]hgfdf pNNf]v ePsf s'/f

• kGw|f}+ of]hgf

lghL If]qn] ;du| ljsf; k|lqmofdf cxd\ e"ldsf v]Ng]5 . lghL 

If]qn] k|lt:kwf{Tds Ifdtf clej[l4 ub{} ;fj{hlgs lghL 

;fem]bf/L cjwf/0ff cg'?k Gofof]lrt\ afF8kmfF8 u/L ljsf; 

lgdf{0f sfo{ ;+rfng ug]{5 .

• ;f]x|f}+ of]hgfsf] cfwf/kq

of]hgf sfof{Gjogdf ;a} tx / kIf -;/sf/L, lghL, ;xsf/L, 

u}/;/sf/L, ljsf; ;fem]bf/, tyf cGo_ ;/f]sf/jfnf lgsfo 

aLrsf] cGt;{DjGw / sfof{Tds IfdtfnfO{ dha"t t'Nofpg] 



• b Plzof kmfp08]zgsf] ;xof]udf ljleGg $ j6f ;+:yfx?sf] 

;d"x ljut @ jif{b]lv sf]zL k|b]zdf sfo{/t 5 

• nufgL kl/rfngsf nflu k|of; hf/L 5 

• gLltut tyf sfg"gL Jojwfgsf] klxrfg u/L To;nfO{ x6fpg] 

k|of; hf/L 5

• k|b]z nufgL k|flws/0f / k|b]z of]hgf cfof]u;Fu ;xsfo{ 

eO/x]sf] 5 

• sf]zL k|b]z ;/sf/sf dGqfno / lgsfo;Fu ;Djfb / ;xsfo{ 

x'Fb}5

k|b]zsf] ljsf;df lghLIf]qsf] ;xeflutf a9fpg eO/x]sf k|of;





• k|b]z ;/sf/

• k|b]z of]hgf cfof]u

• k|fb]lzs nufgL k|flws/0f

• g]kfn OG6/df]8n oftfoft ljsf; ;ldlt

• PsLs[t hfFr rf}sL

• ;fj{hlgs lghL ;xsf/L ;fem]bf/L tyf nufgL k|flws/0f P]g, 

@)&^

• ;~hfn lgdf{0f, ;fem]bf/L tyf lg/Gt/ cGtlqm{of

nufgLd}qL jftfj/0fsf nflu ljBdfg ;+:yf, gLlt tyf sfg"gL ;+/rgf



nufgLdf k|efj kfg]{ k|d'v gLlt

• ljb]zL nufgL gLlt, @)&!

• jfl0fHo gLlt, @)&@

• cf}Bf]lus gLlt, @)^&

• s[lif Joj;fo k|j4{g gLlt, @)^# 

• /fli6«o ;xsf/L gLlt, @)^(

• ljb]zL nufgL tyf k|ljlw x:tfGt/0f P]g, @)&%

• ;xsf/L P]g, @)&$

• cf}Bf]lus Joj;fo P]g, @)&^

• k|b]zsf] ;fj{hlgs lghL ;xsf/L ;fem]bf/L tyf nufgL k|flws/0f 

P]g, @)&^



• j}b]lzs nufgL tyf k|ljlw x:tfGt/0f P]g

• ;fj{hlgs lghL ;fem]bf/L gLlt

• k|b]z ;/sf/ tyf nufgL af]8{ g]kfnaLr cfof]hgf 5gf}6df 

;xsfo{

• d'Vo dGqL o'jf Joj;foL ljsf; sf]if

• ;fj{hlgs lghL ;fem]bf/L sfo{qmd sfof{Gjog lgodfjnL

• Ps lhNnf Ps pTkfbgsf] ah]6 gLlt

;du| ljsf;df k|efj kfg]{ k|d'v gLltut Joj:yfx?



lghLIf]qn] hfgsf/Ldf /fVg'kg]{ s'/f 

• cfkmgf] cg'ej ,bIftf, Ifdtf, ;Defjgf / cj;/

• ;Lldttf, cj/f]w / sdhf]/L

• Eff}uf]lns cjl:yltsf] kmfObf -b]zleq / jflx/_

• ;+3Lo k|0ffnLaf6 l;lh{t cj;/



sf]zL k|b]zdf pknJw t'ngfTds cj;/x?

• rf/ l5d]sL d'n'sx?;Fu ;fldKo

• oftfoft ljsf;

• xjfOdfu{ tyf ;d'b|L aGb/ufx

• ljsf; x'Fb} u/]sf] cfGtl/s ;8s tyf ;+rf/ ;~hfn

• k|b]zsf ljlzi6 pTkfbgx?sf] dfu eGbf sd cfk"lt{

• ljlzi6 pTkfbg tyf :yflkt a|f08



sf]zL k|b]zdf pknJw t'ngfTds cj;/x?

• ;fF:s[lts lgs6tf / P]ltxfl;s ;fldKo

• kof{j/0fLo ljljwtfsf sf/0f pknJw cj;/x?

• cf}Bf]uLs/0fsf] cu'jf

• If]qut cf}Bf]lus k"jf{wf/ -cf}Bf]lus sf]l/8/_

• pGgltsf ;DefJo cj;/x? -s[lif, pBf]u, ko{6g, lzIff / 

:jf:Yo s]Gb|_





/fli6«o hg;+Vofsf] k|ltzt



sf]zL k|b]zsf] If]qLo cjl:ylt



l5d]sL d'n'sx?;Fusf] ;Dks{ k|0ffnL



l5d]sL d'n'sx?;Fusf] ;Dks{ k|0ffnL



l5d]sL d'n'sx?;Fusf] ;fldKo / ;Defjgf



l5d]sL d'n'sx?;Fusf] ;fldKo / ;Defjgf -rLg_



l5d]sL d'n'sx?;Fusf] ;fldKo / ;Defjgf -e'6fg / a+unfb]z_



If]qLo oftfoft ;~hfn



sf]zL k|b]zsf] cfGtl/s ;fldKo / ;Defjgf



efjL dfu{lrq

• /fHo, lghL If]q, gful/s ;dfh, ;xsf/L tyf ;fd'bflos 

;+:yfaLr ;xsfo{ ug]{ ;fd"lxs /0fgLlt

• If]qLo ;/f]sf/jfnfx?sf] s]Gb|Ls[t / a9\bf] ;+nUgtf

• nufgL d}qL jftfj/0f lgdf{0fsf nflu gLltx?sf] cfjlws 

;dLIff

• gLlt tyf sfo{qmdx?df ;'wf/sf nflu lg/Gt/ cWoog 

ljZn]if0f

• If]qflwsf/df ljBdfg å}wtf / cGtlj{/f]wL sfg"gL Joj:yf 

kl/dfh{gdf ;lqmotf

• k|b]z ;/sf/sf dGqfnox?, k|b]z of]hgf cfof]u tyf k|b]z 

nufgL k|flws/0faLr sfo{ut ;DaGw lj:tf/

• of]hgf tyf sfo{qmdx? k|efjsf/L ?kdf sfof{Gjog ug{] 

cj;/sf] ?kdf bf]>f] k~rjifL{o of]hgf cjlwsf] ;b'kof]u



If]qut cWoog tyf cGf';Gwfg

• pBf]u jfl0fHo dxf;+3 cfkm}n] sf]zL k|b]zdf pknJw cfly{s 

cj;/, k|rlnt gLlt, sfg'gaf/] cWoog tyf cg';Gwfg ug'{kb{5 .

• xfd|f] ;d"xn] sf]zL k|b]zdf ljut @ jif{ b]lv ul//x]sf] cWoogaf6 

lgDg ;jfnx? kQf nufPsf] 5 M



sf]zL k|b]zsf] ljsf; tyf nufgLsf r'gf}ltx?

!= jfl0fHoIf]q

• em0eml6nf] lgsf;L k|lqmof

• ckof{Kt cGt/k|b]z tyf cfGtl/s kl/jxg ;~hfn

• clgjfo{ Sjf/]G6fOgsf sf/0f ef/t ;Ldfdf g]kfnaf6 uPsf   

uf8L /f]lsg] nfdf] cjlw

@= ;]jfIf]q -a}+lsª, ko{6g, :jf:Yo, lzIff_

• nLhdf ;~rflnt s[lif ;+:yfdf a}+sn] nufgL ug{ g;Sg] cj:yf

• ko{6g k"jf{wf/ k|fyldstfdf gkg'{

• d'Vo ;|f]t d'n'ssf ko{6sx?nfO{ cfslif{t ug]{ /0fgLltsf] cefj



sf]zL k|b]zsf] ljsf; tyf nufgLsf r'gf}ltx?

#= s[lifIf]q

• s[lif ahf/sG] b|x?sf] cefj tyf kx'Fr

• s[lif shf{ tyf jLdf bfaL k|s[of em0eml6nf]

$=cf}Bf]lusIf]q

• gofF cf}Bf]lus If]qx?sf] :yfkgf gx'g'

• pBf]u btf{ / gjLs/0fsf] em0eml6nf] k|lqmof

• l5d]sL d'n'sx?sf] t'ngfdf sdhf]/ k|lt:kwf{Tds Ifdtf



wGojfb

/fHo / lghLIf]qaLr ;xsfo{sf]

z'esfdgf
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Billing and Taxation System in Nepal

Nepal Institute for Urban and Regional Studies

Resource Person: Abhijit Roy



Sources of Income as per Income Tax, Act 2058:

• Income from Employment

• Income from Business

• Income from Investment

• Windfall gains (such as prize money, lottery, etc.)





CHANGES IN INCOME TAX SLAB RATE (SCHEDULE I)

• For Resident Natural Persons Opting for Single Assessment 

Existing (FY. 2079.80) Revised (FY. 2080.81)

Limit Rate Limit Rate

Up to Rs.500,000 1% Up to Rs.500,000 1% *

More than Rs.500,000 up to 700,000 10% More than Rs.500,000 up to 700,000 10%

More than Rs.700,000 up to 10,00,000 20% More than Rs.700,000 up to 10,00,000 20%

More than Rs.10,00,000 up to 20,00,000 30% More than Rs.10,00,000 up to 20,00,000 30%

In excess of Rs.20,00,000 36% More than Rs.20,00,000 up to 50,00,000 36%

No provision In excess of Rs.50,00,000 39%



CHANGES IN INCOME TAX SLAB RATE (SCHEDULE I)

• For Resident Natural Persons Opting for Couple Assessment

 Existing (FY. 2079.80) Revised (FY. 2080.81)

Limit Rate Limit Rate

Up to Rs.600,000 1% Up to Rs.600,000 1%*

More than Rs.600,000 up to 800,000 10% More than Rs.600,000 up to 800,000 10%

More than Rs.800,000 up to 

11,00,000

20% More than Rs.800,000 up to 

11,00,000

20%

More than Rs.11,00,000 up to o 

20,0000

30% More than Rs.11,00,000 up to 

Rs.20,00,000

30%

More than Rs.20,00,000 36% More than Rs.20,00,000 up to 

50,00,000

36%

No provision In excess of Rs.50,00,000 39%

*This is the Social Security Tax to be deposited in a separate revenue account (11211) provided for this purpose. However, taxpayers registered as a 

sole proprietorship or on pension income or on income from a contribution-based pension fund or natural persons contributing to the Social Security 

fund shall not attract Social Security tax i.e.,1%.

Note: In the case of female having only income from employment, rebate of 10% on applicable tax shall be provided.





Conditions for Transaction Based Tax :

Conditions for Transaction Based Tax :



Advance Tax Deposit (Date & Amount) :



Tax Rates Applicable to Entities



Waiver and Relief Packages in Tax

MEDIA HOUSE: Twenty - five percent of concession on applicable Tax rate shall be provided to the media house 
business for the financial year 2079/80.

INCOME FROM TRANSACTIONS OF SECURITIES AND REAL STATE (LAND AND BUILDING) ON A 

REGULAR BASIS:

A Natural person engaged in the regular business of securities, land, or real estate, who has not yet submitted business 

income details or filed tax returns for the financial years 2076-77 to 2078-79, will be eligible for a waiver of the 

remaining 50% of tax, and interest. To qualify for this waiver, the individual must declare the business income and pay 
50% of the amount as per the Income Tax Act,2058 end of Chaitra,2080.

EDUCATION CONSULTANCY AND FOREIGN EMPLOYMENT AGENCY:

A person engaged in the foreign employment or Education Consultancy Services business, who has failed to declare 

their actual domestic or foreign income or pay the correct amount of tax in previous years, will be eligible for a waiver 

of fees and interest. This waiver will be granted if the outstanding tax is paid along with the necessary declaration by 

the end of Chaitra, 2080.

EYE HOSPITAL: Interest, penalty, fees, and additional fees shall be waived to the eye hospital whether registered or 

not under VAT Act 2052, transact vatable transactions from the financial year 2076-77 to 14th Jestha 2080, failed to 

collect and pay VAT, if they pay five percent of such Transactions as vat by the end of Ashoj 2080. Further, the same 
provision shall be applicable for the cases pending administrative review if they withdraw and pay tax as above.



Waiver and Relief Packages in Tax
HIRE PURCHASE BUSINESS: Interest, fees, additional fees and penalties shall be waived to the person who 

engaged in the hire purchase business and failed to collect and pay VAT on such transactions on time if they pay 

the equivalent of 2% of the transaction amount from the financial year 2074-75 to the financial year 2077-78 by 

the end of Mangsir 2080.

CONSTRUCTION BUSINESS: Additional fees, penalties and Interest shall be waived to the person who is 

engaged in the construction business and failed to file a VAT return, and pay tax on such transactions till Chaitra 

2079 if they pay VAT and fifty percent of applicable interest by the end of Poush 2080.

TRANSPORTATION BUSINESS: Interest, fees, penalties and additional fees shall be waived to the person 

who engaged in the transportation business and failed to collect and pay VAT on the transaction for the period 

which attracts VAT, if they pay five percent of the vatable transaction of such period by the end of Poush 2080. 

The same provisions shall apply to pending cases under administrative review if it is withdrawn and taxes are 

paid as described above.

HERBAL INDUSTRIES: Interest, penalty, fees and additional fees shall be waived to the herbal industries 
whether registered or not under VAT Act 2052, transact vatable from financial year 2071-72 to 14th Jestha 2080, 
failed to collect and pay VAT, if they pay five percent if such transaction as vat by the end of Poush 2080. The 
same provisions shall apply to pending cases under administrative review if it is withdrawn and taxes are paid as 
described above.



Tax Concession & Rebates
Section Old Provision New Provision

10(Da) Amounts earned as per its objectives by the Educational Institute 

established with the objective of not earning and distributing profit 

on the basis of an agreement with the government with the 

Government of Nepal or concerned entity of the Government of 

Nepal.

Amounts earned as per its objectives by the Educational Institute 

established with the objective of not earning and distributing 

profit on the basis of an agreement with the government with the 

Government of Nepal or concerned entity of the Government of 

Nepal.

11(1) 100 % rebate on applicable taxes on Income derived from 

agriculture business, vegetables dehydration business and cold 

storage business by the registered by the registered firm, 

company, partnership, and organized institutions.

50 % rebate on applicable taxes on Income derived from 

agriculture business, vegetables dehydration business and cold 

storage business by the registered by the registered firm, 

company, partnership, and organized institutions.

11(2kha)(ga) Exemptions shall be provided as below on tax to be imposed on 

the income of special industry that operated fully throughout the 

year in any income year.

Ka) By one-third of tax if the tax had been imposed at the rate of 

30% on the income of a resident natural person.

Kha) By 20% on tax exemption on the income of the entity.

Ga) If a person who has availed facility pursuant to clause ka) and 

Kha) is also found to have any other tax exemption facility under 

this section under this section, the person shall get such additional 

tax exemption facility as well.

Exemptions shall be provided as below on tax to be imposed on 

the income of special industry that operated fully throughout the 

year in any income year.

Ka) By one-third of tax if the tax had been imposed at the rate of 

30% on the income of a resident natural person.

Kha) By 20% on tax exemption on the income of the entity.

Ga) If a person who has availed facility pursuant to clause ka) 

and Kha) is also found to have any other tax exemption facility 

under this section under this section, the person shall get such 

additional tax exemption facility as well.



11(3Nga)(Ga) Tax exemption on income earned from export in 

any income year from a source in Nepal is as 

follows:

Ka) If tax is chargeable at the rate of twenty 

percent on the income of a resident natural 

person, twenty-five percent of that tax and if 

thirty percent is taxable, fifty percent of that tax.

Kha) Twenty percent of tax leviable on the 

income of an entity.

Ga) an additional fifty percent of the tax on 

income earned from the export of goods 

produced in Nepal after deduction of the 

exemption under clause(ka) or (kha).

Tax exemption on income earned from export in 

any income year from a source in Nepal is as 

follows:

Ka) If tax is chargeable at the rate of twenty percent 

on the income of a resident natural person, twenty-

five percent of that tax and if thirty percent is 

taxable, fifty percent of that tax.

Kha) Twenty percent of tax leviable on the income 

of an entity.

Ga) 50% of tax on income earned to foreign 

currency by exporting services based on 

information technology such as business process 

outsourcing, software programming, and cloud 

computing up to FY 2084/85

Schedule l 

Sec.1 4Ka

Notwithstanding anything contained in this 

section, one percent tax shall be levied on the 

income of the resident natural person who is 

not involved in business and earns income 

pursuant to sections 95 (6kha), (6Ga), (6Gha).

(Income earned from foreign country for 

Software charges, consultancy and Social 

Network)

Notwithstanding anything contained in this section 

five percent tax shall be levied on the income of the 

resident natural person who is not involved in 

business and earns income pursuant to sections 

95 (6kha), (6Ga), (6Gha)

(Income earned from foreign country for Software 

charges, consultancy and Social Network)



Tax Deducted at Source (TDS) / >f]tdf s/–s§L M

S.N. Particulars TDS Rate 

(%)

1 Interest income of Entity have source in Nepal 15

2 Natural Resource, Royalty, Service Charge, Sales Bonus/Commission 15

3 Meeting fee, Part time teaching, Paper checking, Question paper preparation 15

4 Service charge paid against VAT bill or Service rendered from VAT exempt 

resident entity

1.5

5 Rental payments to resident person 10

6 Vehicle rental charges paid to VAT registered person 1.5

7 Transportation charges payments

However, if such person provided VAT bill

2.5

1.5

8 Dividend paid by resident person 5

9 Windfall gains 25

10 Amount paid in excess of 50,000 against contract 1.5

11 Gain from listed shares which are held for more than 365 days by resident 

Natural Person

5

12 Gain from listed shares which are held for 365 days or less by resident Natural 

Person

7.5



S.N. Particulars TDS Rate (%)

13 Gain from listed shares by Resident Entity 10

14 Gain from Unlisted shares by Resident Natural Person 10

15 Gain from Unlisted shares by Resident Entity 15

16 Resident E-commerce operator shall collect advance tax at the rate of One 

percent while making payment to the persons selling goods or services via their 

platform.

1

17 The tax shall be withheld at the customs point of the rate of five percent for any 

such ox, buffalo, goat, sheep, or mountain goat under Chapter 1 of the custom 

classification, live, fresh, and frozen fish under Chapter 3, such fresh flowers 

under chapter 6, such fresh vegetables, potato, onion, dry vegetables, garlic 

baby corn under Chapter 7 and such fresh fruits under Chapter 8 and two and 

half percent for such meat under Chapter 2, such milk products, egg, honey 

under Chapter 4, such barley, millet, sorghum (Junelo), rice, beaten rice under 

Chapter 10, such refined wheat flour, wheat flour under chapter 11, such herbal 

medicines, sugarcane under Chapter 12 and such vegetation products under 

Chapter 14 as are imported for business purpose.

However, 1.5% shall be withheld on import of vatable goods.

5

1.5



Value Added Tax & Billing :

Value Added Tax shall be levied on following:

• Transaction of Goods & Services with the country

• Import of Goods & Services

• Export of Goods & Services outside Nepal (Zero Rate)

Note: No VAT will be levied for goods and services listed in 
Annexure 1 of Value Added Tax Act. Additionally, VAT paid on 
purchase shall not be allowed for credit (nor refund) to those 
persons dealing in VAT exempt goods & Services. 



d'= c= s/ lgwf{/0f tyf c;'nL M

-l/e;{ Eof6 bkmf *_















Things to remember for Companies :

After 3 months of New Company Registration: 3 Monthly Report 
along with Auditor appointment (Appointment of BoD/Share call 
and Share allocation/Address)

Yearly Report (after Audit Report): Within Poush End of every 
next financial year – Board Minute/AGM/Section 51/Audit Report

Change of Board Members : Within 15 days – Section 92 by newly 
appointed director 

and within 7 days of receipt of Section 92, company has to file in 
Company Registrar -Board Minute/Section 92

Note: All filing has to be done through online, no manual filing.
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Negotiation Skills for Advocacy with 
Public Entities for Promoting 

Investment Opportunities

Nepal Institute for Urban and Regional Studies



Negotiation STYLES

WHAT IS NEGOTIATION?

• Negotiation is method by which people settle differences.

• It is a process by which compromise or agreement is reached while 
avoiding argument and dispute.

• In any disagreement, individuals understandably aim to achieve the 
best possible outcome for their position (or perhaps an 
organization they represent).

• However, the principles of fairness, seeking mutual benefit and 
maintaining a relationship are the keys to a successful.



WHAT ARE KEY STYLES

• COMPETING 

• ACCOMMODATING 

• AVOIDING 

• COMPROMISING 

• COLLABORATIVE 

Negotiation STYLES



COMPETING 

• Negotiators that exhibit this style are assertive, self-
confident, and focused on the deal and results.         

• These individuals tend to pursue their own concerns, 
sometimes at the expense of others.         

• On the assertive vs. cooperative scale, this style is higher 
in assertiveness and lower in cooperativeness.  

• Using the substance vs. relationship axes, competing negotiators 
tend to be more focused on the substance than the relationship.

Negotiation STYLES



Negotiation STYLES

AVOIDING 
• Negotiators that exhibit this style are generally less assertive.                            

• They prefer to avoid stepping into or creating tension.                              

• They stay neutral, objective or removed from the situation or leave 
responsibility to their counterpart. 

• The individual does not immediately pursue their own interests or 
those of the other person and there is an element of self-sacrifice in 
this mode. 

• This style is low in assertiveness and in cooperativeness, and not 
focused on either the substance of the agreement or the relationship. 



Negotiation STYLES

ACCOMMODATING 
• Negotiators that exhibit this style focus on maintaining 

relationships with the other party. 

• They tend to smooth over tensions, minimize differences, and 
are most concerned with maintaining a good rapport and 
satisfying the needs of the other party. 

• This style is lower in assertiveness and higher in 
cooperativeness. 

• These negotiators tend to emphasize the relationship as more 
important than the substance of the agreement. 



COMPROMISING 
• Negotiators that exhibit this style often split the difference 

exchange concession, and seek a quick middle-ground solution, 
which tends to end in moderate satisfaction of both parties' 
needs.                                                          

• This style is intermediate in assertiveness and cooperativeness 
and more focused on creating a decent agreement relatively 
efficiently while maintaining some relationship. 

    

Negotiation STYLES



COLLABORATIVE 

• Negotiators that exhibit this style are often and 
communicative. 

• They focus on finding novel and creative solutions 
that fully satisfy the concerns of all parties, and 
suggest many ideas for consideration before deciding. 

•  This style is high in assertiveness and in 
cooperativeness, promoting both the relationship and 
the substance of the agreement at hand as very 
important.

Negotiation STYLES



THE BIG QUESTION

• Which of the 
following negotiation 
styles is the best?

• The on word answer 
is "SITUATION"

• What kind of 
solution we are 
looking for?

• How much time we 
have for negotiation?

Negotiation STYLES



स्थानीय व्यवसाययक वातावण 
(Local Business Environment)

Bishnu Prasad Kafle



सन्दर्भ…….

• राजनीतिक पररवितन र सङ्घीय शासन प्रणाली

• िीन िहका सरकार र भूमिका

• सरकार, नीजज क्षेत्र, नागररक सिाज सम्बन्धका आयाि र गतिशीलिा

• साझा सािाजजक संस्था र ववश्वास

• पतिल्ला पररवेश र व्यवसातयक वािावरण

• संस्थागि र कायतके्षत्र ववस्िार र क्षििा अमभवदृ्धध



सावभजयनक चासो ण अपेक्षाका क्षते्र (Public 
expectation)
• वहृि सावतजतनक आवद्धिा (Collaborate in public interest 
–government., civil society, trade unions, community and 
formal/information institution)

•लगानी प्रवधतन र व्यवसातयक वािावरण (Investment 
promotion- platforms, environment) 

• बजार प्रणाली र अथतिन्त्र प्रवधतन (Market ecosystem- 
local economy, national economy, employment)



उद्योग वाण ज्य महासंघ, वस्तुगत ण 
जजल्ला/स्थानीय संघहरूः र्ूममका ण अवसण
•सावतजातनक सम्बाद (Policy dialogues- evidence based inputs 

for reform process, public private consultation)

•सधुारका लाधग वकालि र परैवीका लाधग नेितृ्व (Advocacy 
and lobbying for reform, policy influence, implementation)

•सञ्जाल र सम्बन्ध ववस्िार (Networking- internal/external)

•आदानप्रादनको प्लेटफि (Knowledge sharing platform)



क्षमता ववकास (Competency development)
• सदस्यहरूलाइ सेवा र संरक्षण (Services to members- business 

development services e.g. tax, legal compliance, license, business plan, 
A2F, administrative processing)

• सदस्यहरूको क्षििा ववकास र प्रोत्साहन (Capacity building of 
members- incentive for continuous attachment- entrepreneurship, 
innovation, start up, expansion, etc.)

• आन्िररक क्षििा सुदृढीकरण (Internal capacity strengthening- 
Secretariat, resource generation, mobilisation)

• सावतजतनक सम्बन्ध र संचार (Public relation and communication)



धन्यबाद
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Growth Program For  

Micro, Small, Medium 
Enterprises 
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Performance of a Business is Generally 
Understood in Terms of Two Major 

Parameters

• SALES • PROFIT

3



Market
Production

Finance

PERFORMANCE BASE OF A BUSINESS
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MARKETING FINANCE

B
u

s
in

e
s

s
 C

o
m

p
o

n
e

n
t, P

ro
c

e
s

s
, &

 R
e

s
u

lt

C
a

p
a

c
it
y
 u

ti
liz

a
ti
o

n

p
ro

d
u
c
ti
v
it
y

Q
u
a
lit

y

U
n
d
e
rs

ta
n
d
in

g
 

c
u
s
to

m
e
r 

n
e
e
d
s
 &

 

s
a
ti
s
fy

in
g
 t

h
e
m

U
n
d
e
rs

ta
n
d
in

g
 

c
o
m

p
e
ti
to

rs
 s

tr
a
te

g
ie

s

P
ro

p
e
r 

p
ri
c
in

g
, 

p
a
c
k
a
g
in

g
, 
d
is

tr
ib

u
ti
o
n
, 

p
ro

m
o
ti
o
n

C
u
s
to

m
e
r’

s
 p

e
rc

e
p

ti
o
n
 

o
f 

th
e
 b

u
s
in

e
s
s
 &

 i
t’
s
 

p
ro

d
u
c
t/
s
e
rv

ic
e
s

L
iq

u
id

 r
e
s
e
rv

e
 

E
q
u
it
y
 c

a
p
it
a
l 
ra

ti
o
 

C
a
s
h
 f
lo

w
 

R
a
te

 o
f 

re
tu

rn
 o

n
 

in
v
e
s
tm

e
n
t 

Parameter: SALES & PROFIT

How well the business is performing
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HOW WELL A BUSINESS IS 
PRODUCING THE GOODS OR 

SERVICE?

PRODUCTION OR OPERATION 
BASE

6



Measured by:

Labor and/or machine 

hours on job ÷ Total 

production

/operation labor and/or 

machine hours

Space utilization for 

production/operation ÷ 
Space 

available

Measured by:

Units rejected ÷Units 

produced

Amount of rework ÷ Total 

output

Number of returns ÷ Total 

sales

Number of customer 

complain ÷ return

Measured by:

Units produced per labor and/or 

machine hour against standard ÷ 
standard hour of work produced OR 

Standard hours available 
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Measured by:

Material content of final product ÷
Material input

Component sold out ÷ Component 

bought

Goods sold ÷ Goods bought
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A BASIC PRODUCTION/OPERATION ANALYSIS FRAMEWORK



S.No. Question Response

1 How many workers you employ? 

2 How many working days they put in during a given 

month (allowing for holidays)?

3 How many hours of this are actually utilized for 

production/operation

4 How many hours your machine can work in a given 

day?

5 How many hours they actually work?

6 Do you have standard time and cost for each job you 

do?

7 What is the actual time taken to work on a given job?

8 Do you have parameters to define the quality of your 

product?

9 How do these parameyers match with customers 

point of quality?

10 Do you know what cutomers looks for in your product 

from quality angle?

Some Illustrative questions: that an entrepreneurs needs to answer 
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11 What does quality mean?

12 Do you have a measure of quality?

13 How do you measure the quality of your products?

14 What systems you have to ensure that your products that 

goes to the customers is of acceptable quality?

15 Do you check quality of raw materials? If so, how?

16 Do you have systems of addressing to customers 

complains?

17 How often your customers have been complaining now a 

days?

18 Has the frequent/number of complaints increased or 

decreased compared to what they were last year or an 

year earlier?

19 If nature and extent of complaints from customers have 

reached a disturbing level, what could be the reasons? 

20 Why is it that you can’t achieve desired quality level? 

21 Do you know what is the wastage level in your production 

or operation process?

9



22 How does it compare with the wastage level normal to your 

kind of businesses?

23 Apart from the very nature of production activities where 

wastage is inevitable?

24 What are the reasons in your opinion for the wastage beyond 

avoidable limits?

10



Labor Related Machine Related Materials Related Space 

Related

Product Related

Mismatch in skill Obsolete machine Poor quality/mis-match in raw 

material quality

Improper 

factory 

layout 

Poor quality

Absence of or 

improper reward 

system

No plans for repair 

and maintenance

Improper handling Inadequat

e 

working/st

orage 

space

Improper 

production plan 

leading to 

excessive inventory 

or shortage

Improper working 

conditions

No system for or 

delay in preventive 

maintenance

Improper inventory control 

leading to shortage/over 

stocking

Spare 

space 

unutilized

Low morale Frequent break 

down

Absenteeism 

Lack of mobility 

(production/

operation to other 

dept.)

Inadequate size of 

the work force

No/improper 

training

Erratic supply of 

power

Non availability of 

spare parts

Line imbalance

Probable Problem Area
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Serial 

No.

Action Responsible Person Accomplishment 

Date

Production Performance Enhancement Plan 

(PPEP)
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HOW WELL A BUSINESS IS DOING 
FROM MARKETING ANGLE?

MARKET BASE

13



Marketing of products or 
services

Successful  marketing of products and services requires: 

14

Define Potential
How Others do it Increase Performance



Successful Customer 
Management

15

Define Customer 

Target Group

Increase Customer 

Satisfaction
Attract New Customer



Successful Customer Management

• Attracting the right customer target group

• Increasing customer satisfaction

• Attracting new customers 

16



Attracting the Right Customer Target 
Group

17

Questions Yes No

Do you know enough about your target customer (age, customer habits, 

income structure, etc.)?

When the needs of your customers change, do you know about it? 

Do you know competitors’ products and services that could replace your own? 

Do you consistently monitor the buying behavior of customers?

Do you know which customers have a good impression of you and which 

don’t?

Do you know which customers bring you the greatest benefit?

Do you have a customer file/data? And do you keep this up date?

Do your customers differ by type? 



RESPONSE

How has your customer group (number, structure) developed in 

recent years?

What sales do you expect from this customer group in the coming 

years?

With which customers do you attain you greatest financial 

success?

Which customers react best to your advertising?

Which customers do you find easiest to contact?

What is your percentage of regular customers?

18



Understanding Customer Needs & Satisfying Them

C
U

S
T

O
M

E
R

  
N

E
E

D
S

• Who are your 
Customer

• What do you 
think are the 
needs of the 
customers?

• Is there any 
needs that you 
cannot satisfy?

• Do speak to your 
customers to 
understand their 
needs?

• What are those 
needs of your 
customers that 
you are now 
satisfying?

C
O

M
P

E
T

IT
O

R
S

• Who are your 
competitors?

• What are their 
strength & 
weakness?

• What is their 
market 
program?

• What are those 
elements in 
their market 
program that 
you envy?

P
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G
, 
D
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R
IB

U
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, 
P

R
O

M
O

T
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N

• Can you 
distinguish fixed 
cost and 
variable cost? 

• How do you 
determine sales 
price?

• How do you 
distribute your 
product?

• How many 
sales outlets do 
you have?

• How do you 
promote your 
product or 
service?

• How does your 
customer 
perceive your 
brand or 
company image?

• Have you ever 
received 
customer 
feedback on your 
product?

• What have they 
most complained 
about?
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How can you satisfy your customers?

If you deliver PRODUCTS

• Different design

• Better quality

• Better materials

• More fashionable colour

• Greater reliability

• Better environmental 
record

• Attractive packaging

• Improved functionality

• Greater ease of use

If you deliver SERVICES

• Pre-sales customer service

• Post-sales customer service

• Package deal offers

• Greater punctuality

• More all round services

• Customer training

• Customer hotlines

• Greater flexibility & attention 
to customer wishes 

• Emailing

• Rapid response to customer 
complaints 

20



Serial 

No.

Action Responsible Person Accomplishment 

Date

Marketing Performance Enhancement Plan 

(MPEP)
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HOW WELL A BUSINESS IS 
DOING FROM FINANCE ANGLE?

FINANCE BASE

22



Getting a Grip on Finance

23

Check financial 

management 

instruments

Take short 

term 

measures

Plan financial 

future

Create the 

right pre–

conditions

Ensure that all 

financial figures are 

correct 



Making sure that financial figures are 
correct

Indicators related to the financial stability of the
enterprise: 

• The liquid reserve tells how long will be able 
to pay bills with the financial means available.  

• The equity capital ratio informs whether in 
relation to balance sheet total is enough equity 
capital or too

 many debts.

24



Indicators related to company’s income
• Cash flow is the portion of turnover and 

available for paying

 tax, making withdrawals, relieving debt, 

and making investments. 

• The rate of return on investment , the 

relationship between

 profit and turnover.

25



How to calculate financial 
indicators

1. Liquid reserve: bank deposits + Cash on hand+ savings

2.  Equity capital ratio: equity capital X 100
     total capital

3. Cash flow: [(Sn - GP)+OH/Td ]X Tar = cash needed

4. Rate of Return on Investment: 
      Earning before tax X 100
      Sales

26



27

Meaning of cash flow variables: 

 Sn = new sales in next period, GP= gross 

profit in percentage, OH = additional overhead 

in next period, Td = time frame of sales forecast in 

days, Tar = average collection period for 

account receivables in days, 



>3 

months

>1

months
Less than 

2 weeks

Less than 

1 week

>2

months

>30% >10%
Less than 

10%
Negative>20%

>20% >10%
Less 

than 5%
Negative>15%

Good Poor

Liquidity

Own/Outside

Profitability

Area

>20% >10% >5%
Less 

than 5%
Negative

Liquid 

Reserve

Equity 

Capital 

Ratio

Cash 

flow 

Rate of 

Return on 

Investmen

t

FINANCIAL INDICATOR
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Significance of Financial Indicators
• Liquid Reserve:
 Liquidity is the life blood of enterprise. It is utmost importance to day to day 

operation. The liquid reserve determines whether or not the enterprise can 
pay its bills.   

• Equity Capital: 

 Equity capital is the difference between the assets and debts of the enterprise. 
Equity capital secures the future of the enterprise. Therefore, equity capital is 
resources as a strategic success factor for growth and business success. 

• Cash Flow:

 Cash flow is an indicator denotes the profits earned from the business of the 
respective period. Since expenditures directly associated with payments are 
already subtracted, these are the profits that can be used towards realizing 
entrepreneurial goals- investment, debt payments, and profit taking. 

29



Rate of Return on Investment:

The Rate of Return on Investment tells how much profit is 

generated from the business.  This is profit margin in  

percentage.  Higher the percentage greater the growth 

opportunity. 

30



Managing your financial future

31

Area Question Response

Liquidity In future will you strictly separate your private and your 

business accounts?

What do you think you will earn next year?

In three years?

In five years?

Discussions 

with banks, 

suppliers, etc. 

for liquidity 

facility

Do you want to expand your liquid reserves (e.g. by way of 

savings, negotiating overdraft facility with your bank, or by 

retaining earnings) so that you can take opportunities and avoid 

unpleasant surprise?

Do you regularly talk with your bank or another advisor 

regularly about your financial situation?

Do you take advantage of suppliers’ credits? 



Capital supply 

from outside

Are you taking advantage of available public funding (soft 

loans, etc.)

Are there additional ways for you to obtain equity capital (e.g. 

involving partners)?

Is leasing of machine/equipments an option available to you?

Profitability Do you regularly make estimates of earnings and profitability?

Have you committed your assets/capital in the best possible 

way? 

Do you have further ideas on how you can cut certain operating 

costs?

32



Serial 

No.

Action Responsible Person Accomplishment 

Date

Financial Performance Enhancement Plan 

(FPEP)
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Building a Successful Future

1. Observing and Thinking Ahead

2. Gathering and Communicating Information

3. Realizing Your Goals

34

Observe, think 

ahead

Gather, assess & 

communicate information
Set goals & realize 

them



Which capabilities and talents can you use to see 
opportunities better by observing and thinking ahead?

35

❑More efficient time management ❑Motivation to lead

❑More efficient organization ❑Work ethic

❑Abilities to set priority ❑Conscientiousness

❑Use of constructive criticism as a learning tool ❑Flexibility

❑More streamlined working methods ❑Pro-activeness

❑Willing to take risks ❑Resistance to stress

❑Openness to new things ❑Self-confidence

❑Promotion of creativity ❑Others 

❑Realistic self assessment

❑Eagerness to make contact with others

❑Vocational orientation

❑Motivation to compete

❑Motivation to create



Which of the following information sources and media 
have you tapped in order to recognize new developments?

36

❑Own enterprise ❑Internal accounting

❑Business partners ❑Newspapers

❑Family/friends ❑Economic journals

❑Customers ❑Trade journals and other publications

❑Competitors ❑Personal or business network

❑Banks ❑Database, internet

❑Lawyers ❑Social media

❑Associations ❑Personal sources, e.g. meetings with experts, visit to 

trade fairs, conventions and seminars, staff meetings

❑Chambers ❑Others 

❑Patents offices

❑Government agencies

❑Universities and research institutes



What are my personal and professional 
objectives? What do I personally want to attain in 
my life?

PERSONAL GOALS?

1. 

2.

3.

4.

5.

PROFESSIONAL GOAL?

1. 

2.

3.

4.

5.

37



Discovering New Strategies by 
Thinking in Context

Analyze your own perspectives with regards to 
the four entrepreneurial measures 

1. Managing Finances

2. Improving Marketing Performance

3. Improving Production

4. Building the future

38



Entrepreneurial 

Activity

Future Productivity Customers Finances

Building the 

Future

❑Realizing 

Goals

❑Offer new, 

improved 

product

❑Attract new 

customers

❑Build financial  

reserves

Improving 

Competitiveness

❑Lower profit 

margin

❑Increasing 

Output

❑Increase 

customer 

benefit 

❑Offer cheaper 

products/servic

es

Satisfying 

Customers

❑Increase 

number of 

customers

❑Tailor offers 

to customer 

needs

❑Reinforcing 

market position

❑Offer 

customer credit

Managing 

Finances

❑Avoid 

financial 

surprise

❑Save costs ❑Improve 

collection of 

receivables

❑Securing 

liquidity

Evaluation: √= I have it under control, ‽= I don’t know yet, Ẋ= I have a problem  and need to act 

Early Diagnosis Matrix

 

Grey Boxes= Main Purpose, Pink Boxes= Avoidance of weaknesses, Red Boxes= Opportunities 

resulting from the combination of two activities

39



Products/

Services

Surprises

Suppliers

Competitors

Customers

Market 

position

MARKETIN

G

Utilization of 

resources

Efficiency of resources

Quality of output

Wastage 

minimization

PRODUCTION

Liquidity

Rate of Return 

on Investment

Cash flow

Equity Capital 

Ratio

FINANCE

Abilities/talents

Behavior

Life attitude

Hobbies

Principles

Inner values

Entrepreneur'

s Personality

ENTERPRISE
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Answer the following questions

41

Question Yes No

Do you use this relationship for an active exchange of opinion,  and 

thereby for early diagnosis of opportunities? 

Does this relationship offer you important information about yourself, 

your abilities, talents, and environments?

Does this relationship offer you important information about how your 

enterprise is viewed from the outside?

Does this relationship feel right? If not, what do you need to change?

Do you get high quality and truthful advice from this contact partners? 

If not, what do you need to change?

Is there still untapped potential in this relationship?

Do you need a new contact partner?



Are you successfully avoiding 

bankruptcy?

Would you still get credit from 

bank/supplier?

Are your liquidity assets sufficient?

Do  you have your costs undr 

control?

Are your sales increasing?

Are your net results truly 

good?

Are you attracting eno 

ugh new customer?

Do you  have new 

products/services?

Do you have new 

business ideas? 

Yes

Too late Diagnosis

Late Diagnosis

Early Diagnosis

No

The Early Diagnosis Stairway

If 

response 

is “no” 

time to 

think and 

act

If response 

is “no” 

make 

improveme

nt quickly

If response 

is “no” topic 

is critical 

(enterprise is 

thretened) 
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Discovering New Opportunities 

   
    Create financial reserves and capacities

    Always strive to outdo yourself

    Ensure that your customers are satisfied

    Set realistic goal for yourself, and develop new business for 
the   future

43

Managing Finances

Boosting Performance

Satisfying Customers

Building the Future


