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Why Kaizen maybe more effective than other trainings 

1 Prof. Dr. Cornelia Storz 

Kaizen Other management trainings 

Starts from firm-level needs Industry best practice 

Firms’ identity is linked to 
products 

Financial literacy training, 
accounting trainings … 

Involvement of workers 
Leadership and high CEO 
discretion 



 
Impacts of Production Management Training on Micro-Entrepreneurs 
(with Rajesh Ramachandran) 
 
Marketing for Micro Entrepreneurs: A Digital Intervention 
(with Rajesh Ramachandran and Egbert Amoncio) 
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Based on own field experiments in Zambia: 
 

Suggestion to extend Kaizen trainings 
 



Kaizen has been applied in large & medium-sized firms 
 
→ not: micro firms which provide the vast majority of firms (average size 

US vs India is 45 vs 2.6) 
→ Zambia: majority created by self-employment 
 

 
Suggestion for future research:  

Kaizen in micro firms 
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Kaizen is about incremental improvements 
 
→ how to measure incremental improvements in an environment of lower 

numerical capabilities? 
→ Zambia: tools are easy to count and no underreporting 
 
 
 

Suggestion for future research:  
Innovative and context-matching measurement 
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Kaizen is a supply-side approach 
 
→ do good products sell without help? 
→ Zambia: digital platforms for market access contributes substantially to 

growth 
 
 
 

Suggestion for future research:  
Teaching complementary skills 
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THANK YOU! 
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Effect of Kaizen Training on Key Outcome Measures 

Note: The dependent variable in column (1) is a standardized index of 5S activities, namely, (i) reporting of sorting the production area at least once a week; (ii) reporting that tools are never missing during production due 
to mishandling; (iii) reporting that timber is never spoilt due to poor storage; and (iv) reporting that timber is sorted and stored. 
The dependent variable in column (2) is a standardized index of cooperative activities within the market, namely, cooperation through (i) subcontracting work to other producers; (ii) lending or borrowing machinery from 
other producers; (iii) in training workers; (iv) in product development;  
(v) In marketing products; (vi) in purchase of raw materials excluding timber; and (vi) purchase of timber.  
The dependent variable in column (3) - (6) is capturing investment into assets, namely, (i) any electric tool; (ii) electric sanders; (iii) electric drills; and (iv) other electric tools, respectively. 
(5) The dependent variable in column (7) is hours worked in a normal week in April of 2016. 
The dependent variable in column (8) is directly reported profit for a normal month in April of 2016. 
All regressions estimated using ordinary least squares regressions.  *p < :10;  **p < :05; ***p < :01 
  
 



Prof. Dr. Cornelia Storz 

Corroborating hypothesized effects through test of channels 

Note: The dependent variable in column (1) measures the reported change in expenditure on electricity comparing the reported last month of electricity expenditure at endline (March 2016) to the expenditure on electricity in 
the last month at baseline (March 2015).  
The dependent variable in column (2) measures the reported change in expenditure on electricity comparing the reported normal month of electricity expenditure at endline (March 2016) to the expenditure on electricity in a 
normal month at baseline (March 2015).  
The dependent variable in column (3) is a dummy that takes the value 1 in case the individual states that he prefers access to technology that reduces cost of production by 100 Kwachas. On the other hand, it takes the value 
0 when the individual states he strictly prefer an increase in the sale price of an equivalent amount, or considers an increase in sale price or access to technology as equivalent. Note, only 9 individuals consider both to be 
equally good.  
All regressions estimated using ordinary least squares regressions. *p <:10; **p <:05; ***p <:01 
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