
ADBI Workin
 

g Paper 187  Pasadilla 

11 

Figure 1: Characteristics of SMEs: by Establishment and Ownership (in %) 
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How important are exports in SME activities? I grouped the firms in the BEEP Survey into 
those that export directly as well as those that export indirectly16. The sample contains few 
firms, only 14% of the total, that directly or indirectly export (i.e., with positive export sales). 
But for these few firms, average direct and indirect exports constitute 45% and 28% of their 
total sale, respectively. Direct exports as a share of total revenue range from an average of 
27% for Kazakhstan to 62% for Tajikistan, while indirect export revenue is between 14% 
(Uzbekistan) and 45% (Kazakhstan). Only 10% of SMEs in the sample directly export,17 yet 
in these firms, exports are a significant portion of their income. What is particularly striking is 
that, in Uzbekistan and Tajikistan, the share of export sales in small firms of 58% far 
exceeds the Central Asian sample average. In the Kyrgyz Republic, large firms’ exports 
dominate their total sale, while in Kazakhstan and Tajikistan, large firms’ exports were 
roughly a third of sales (Table 5).  

Source: BEEPS (2005). 

 
16 Indirect export is when firms sell to a distributor or direct exporter.  
17 This is merely the targeted quota for exporters in the sample. 


