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The training facilities were located in a separate building next to the SARCDA exhibition
halls at Gallagher Estates outside Johannesburg. A total of nine participants from
Tanzania, Mozambique, Ghana, and South Africa attended the AMRT. The participants
were both artisans and SME company representatives.

The attendees learnt about product development, trends, and responding to market
demands and received feedback on their product samples from design consultants. They
also had the opportunity to tour the gift fair to observe the marketplace in action. As
ATA’s first time offering such a training program in Africa, everything went smoothly;
participants commented very positively on the entire experience.

Since this was the first time for all of the trainees to go to a sophisticated and well
attended trade show, the exposure to the range of booth designs, product lines and
presentation was overwhelming but very educational. Two of the Tanzanian participants
were so impressed by the Trends seminar and the Show Tour that when they came back
to the training room after the show tour, they said

“It is just our first day, but if you put us on a plarne now, it would all have been worth it!”
- Flotea Masawe and Esther Mbiduka

Since training is a core component of every ATA project the majority of the trainees at
the MRT are from ATA projects and project countries, yet approximately one third of our
training participants are referred to us independently. Inthe August MRT in NY, 20 out
of 33 participants were non-project participants and the fee paid by them contributed to
53% ofthe total training expenses. This reflects the high level of interest from artisans
around the world to find an appropriate niche in the global market. To meet this growing
demand and deliver high quality programs on a consistent basis, ATA has focused on
gathering standard materials that can be used as building components for its formal
seminars and that can be made easily accessible to artisans in the field.

At the Field Directors’ meeting held in December 2001, staff participants reviewed
ATA'’s training goals and priorities for 2002. Field personnel were encouraged to
summarize their own needs and share their training success stories. Materials developed
in the field were included in the headquarters’ inventory and shared between field offices.

After careful review of existing resources, field personnel were provided with a diskette
of the most frequently used handouts and guidelines. These included reference materials
on getting the most out of a trade show visit, charts of standard sizes for home textiles
and accessories, internet sites for conducting market research, and target market listings
and product categories. In a further effort to standardize core field materials, each Field
Director received copies of an ATA developed slide presentation on Booth Design and
Display, and several publications: International Craft Trade Fairs, A Practical Guide,
published by UNESCO, and Edward Millard’s Export Marketing for a Small Handicraft
Business, to add to their library of ATA materials.
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Since the completion of the site took longer than anticipated at the end of Y1, ATA did
not have any African praducts on the site. ATA is however currently working to develop
the product section and is in the process of adding African products to its site. Because
ATA has never really been a direct supplier to the public, it is trying to work out a way to
distinguish between retail customers who visit our site (and would have to pay retail
prices) and wholesalers (who would be able to buy at wholesale prices).

Objective 4:
Increase ATA’s total earned income.

To meet the above objective ATA offered tradeshow participation and ATA training
programs to non-program businesses on a fee for services basis. As mentioned above, in
the August MRT in NY, 20 out of 33 participants were non-project participants and the
fees paid by them contributed to 53% of the total MRT expenses.

ATA also offered trade show participation to non-program businesses for a fee.
Participation in an ATA booth includes the following key components:

1. Direct booth costs, including space rental, lighting, electricity, furniture and display
module rental, associated labor.

2. Display costs, including booth design, with distinct displays for ¢ach participating
country or group; display materials; and signage.

3. Promotion: preparation and mailing of invitations to key retail buyers and
wholesalers; preparation and printing of black and white marketing and product
handouts distributed during the show.

4. Shipping of product samples to and from the show site, and storage of product
samples between shows.

5. Staff time to prepare, including negotiating with show management, jurying product,
establishing fulfillment arrangements, preparing wholesale project information.

6. Labor at the show including set-up and breakdown of display, sales staff, and
facilitating appointments with buyers.

7. Stafftime after the show to tally orders, report on and rank buyer contacts, and ensure
fulfillment.

A total of 9% of the NY August show expenses were covered by enterprises from outside
the ATA projects. And ATA had to say no to many interested companies because of the
limited booth space that was available to ATA. In SARCDA, with the participation of
Afrikan Dream, a non-PAED program enterprise, ATA started the process of businesses
to pay towards the Pan-African Market link tradeshow expenses. This Ghanaian SME
and other SMEs from Tanzania paid a nominal fee for participation in the tradeshow and
ATA’s MRT program.

Objective 5:
Expand market and sales opportunities for African artisans.
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ATA diversified its funding base by creating and renewing funding relationships with
non- USAID funding institutions. During the last year ATA received funds from 17
Institutions (see list in appendix) contributing to over 35% of the total funds received by
ATA during Y1.

ATA also started exploratory work for possible strategic partnerships with peer

organizations. ATA is exploring ways of working with Traidcraft (UK’s largest fair trade
organization) in Africa and other International and local NGOs.

Following is ATA’s financial profile for year 2001-2002.

Financial Profile for ATA, September 30,2002

A. Total ATA Expenditures 2001-2002
Small Project Grants 35,274
Training 78,516
Program Management 4,186,017
Indirect Costs 502,958
TOTAL WORLDWIDE PROGAM 4,802,765
B. Sources of Funds

AID Matching Grant 567,287
Private

Host/Other Gov, 290,100
Other AlD Grants/Contracts 2,583,511
Other US Gov.

Corporation/Foundation 675,577
Individual Contributions 308,227
Misc. 380,063
TOTAL 4,802,765
Mozambique:

Objective 1. Strengthen organization of artisan and export sectors and address key
weaknesses.

In ATA’s effort to meet this objective, ATA provided organizational development
training to ANARTE, the Mozambican artisans’ association. The last of a chain of
National Artisan Workshops (NAW) took place in February 2002. (See workshop agenda
in attachments). In collaboration with LINK, a local umbrella organization, ANARTE’s
Installing Committee was able to brainstorm on the statutes developed during Year 3 of
the last matching grant program (RISE), that ended in 2001. During the NAW, the
ANARTE session was co-facilitated by ATA and LINK’s OD Consultant, and this
resulted in a very interactive session with the artisans exchanging ideas and feedback on
the draft statutes. The artisans then took these comments and returned to Confederation
of Trade Associations, who is supporting their efforts by providing a pro-bono lawyer to
put their ideas into a legal document. A third draft based on the discussions during the
NAW was finalized. (See draft in appendix). During Year 2 of PAED, this draft will be

Aid ts Artisans, PAED Annsal Repors, 10
October 2002




shared with artisans in the varying provinces and members of ANARTE’s Advisory
Council that is being formed. The result will be a final document that will be submitted
to the Ministry of Finance for approval and ANARTE should be a legal working
association by March 2003. ATA believes ANARTE, the National Artisans Association,
will give the Mozambican artisans the much needed voice and will mark the beginning,
however small, of formalizing the artisan sector in Mozambique.

In addition to the NAW, the first set of regional workshops were to be conducted during
Year 1. However they had to be postponed due to high sales volumes resulting from the
July/August international trades shows (NYIGF, San Francisco International Gift Fair,
the Atlanta Gift Fair, and SARCDA in South Africa). It did not seem feasible nor
practical to take the artisans away from their valuable production time as they rush to
meet buyer deadlines in time for the upcoming holiday season. The first set of regional
workshops were therefore postponed until February 2003.

All the indicators created to monitor success toward meeting the above objective, were
met or exceeded except one - the number of trained exporters. The Y1 target was to train
one exporter through ATA’s exporter internship program. The activities and schedule for
the Export Internship Program was developed (see in attachments) and implementation of
the same began in April 2002 with one exporter. However the program was unfortunately
interrupted due to an unprecedented high number of visits to the field office during the
summer months, in the absence of the Regional Field Director (RFD) who was on
matemity leave. The local staff managed all activities on their own since no interim/
temporary hires were made to fill in for the RFD. For more details see challenges
addressed under Section 2 (Problems encountered that affected project implementation).

Objective 2: Provide artisans with business development services

Artisans were trained in business management practices through in-country workshops,
and ATA’s MRT program in the US and South Africa. Most indictor targets on this
objective were achieved. The indicator that was not met was the percent of groups with
an MOU that have a bank account. The target achieved, 52%, is actually lower than the
baseline, 56%. New artisan enterprises were added during the year, however those
added did not yet have bank accounts. This resulted in a lower percentage of groups with
bank accounts. Often it takes participation in at least two trade shows to convince the
enterprise to the benefits of having a bank account.

ATA surpassed the indicator target for Year 1 of those groups who have financial records
as the result of a new training strategy implemented at the NAW this past February and
improved follow-up by local staff. The Maputo Office collaborated with an accountant
from CTA, who reviewed our previous small bookkeeping training materials and made
some recommendations. Hardcover notepads were purchased and distributed during the
training session, a template to record business transactions was developed and passed out,
and various practical examples were demonstrated during the training. The Country
Coordinator visited groups who have a signed MOU with ATA at the end of each month
to make sure that the artisans practice what they learnt in the training. The country
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coordinator also reviewed their financial records and helped them to work through any
difficulties they had. This resulted in 76% of the groups that have an MOU keeping
written financial records, up from a baseline of 5.5% and a target of 10% for Year 1.

Objective 3: Increase the fundraising and financial management responsibility of local
staff.

Local staff is taking a more active role in developing proposals, as ATA worked toward
meeting the indicators under Objective 3. In the absence of the Regional Field Director
(RFD) while on maternity leave, the local staff returned to one of our local funders to
request additional support for the first two years of PAED. After review by the RFD, the
staff submitted it and followed-up with the potential donor on their own. Although the
proposal was not approved, the donor did say that they would be willing to reconsider
support at the end of the year. This was a good first step in building confidence and
removing the misconception that the donor is untouchable. The local staff has taken an
active role in meeting with donors together with the RFD, recognizing fundraising
opportunities and suggesting follow-up activities. Additionally, while the RFD was
absent, Aid to Artisans planned for a local financial group, KPMG, to do the monthly
financial reporting, pay bills and salaries and track vacation and sick time. The
Marketing Coordinator was also authorized to sign on banking transactions with a built in
checking system with the KPMG consultant. Upon return of the RFD, the KPMG
representative has continued to work with ATA and the local office is considering using
their services as a long-term basis. The Country Coordinator now manages the office
petty cash, which was originally managed by the RFD.

Objective 4: Develop and expand marketing and sales opportunities for Mozambican
artisans leading to revenue generation.

ATA has met or exceeded most of the targets under the above objective. During Year 1
of PAED, ATA had four designers visit Mozambique, two in the area of textiles, one for
developing new softwood techniques and designs and one to expand artisans’ hardwood
product lines that were developed under RISE. The artisans produced new product lines
both for the local market and the international tradeshow participation.

The textile designer worked with women artisans groups in Maputo teaching new
techniques of tie-dying and batik, and also worked in Manica province with a new group
that had been requesting technical and design assistance for over a year. ATA assisted
these women textile groups with the intention of helping them build their local market, as
they are not yet ready to compete internationally. The designs developed with the textile
groups sold out at the Aid to Artisans annual local fair, As M4os. The use of South
African designers has proved to be effective for developing the local market strategy.
One of the textile groups earned the most sales during the local fair and was one of six
recipients of Aid to Artisans’ awards handed out during the NAW last February (see in
appendix).
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The Tanzanian craft sector is far more developed than that of Mozambique and has more
market ready producers, however, these artisan SMEs have not had the financial and non-
financial resources to develop their businesses and compete in a rapidly expanding and
increasingly competitive global market. Poor quality of products, inefficient production
processes and technology, insufficient knowledge of market structures, trends and
expectations, and lack of access to buyers have left artisan SMEs struggling for survival.
ATA’s SME approach in Tanzania included identifying these SMEs, evaluating and
understanding their needs and providing them with relevant services.

ATA conducted a very thorough selection procedure to select the SMEs that could
participate in PAED. The selection included an application process followed by a
Diagnostic process that led to the final selection of the enterprises. A number of SMEs
were shortlisted and were invited to apply for participation. Finally a total of 8
applications were sent out for Pan African Market Link. The interested SMEs sent the
applications back to ATA along with other marketing material that ATA had requested.

A detailed diagnostic was developed for each of these SMEs which was reviewed jointly
by the Marketing and Projects Development Departments of AT A, The diagnostic
consists of two parts: detailed assessment and a scorecard. The key criteria covered in the
diagnostic included marketing, production capacity, export readiness, business
management and situational analysis. The scorecard both rated and weighed an
evaluation of the key criteria. Based on ATA's expertise, knowledge of the SMEs and
information from the applications these diagnostics were completed and evaluated to
make the final selection.

The three companies that were selected in Tanzania are:
e Mikono Industries.

o Marvelous Batik.

o Shah Industries.

Mikono and Marvelous are based in Dar Es Salaam and Shah Industries located up north
in Moshi. Though all three companies qualified to participate in the program, only two
enterprises participated in the PAED program in Y1, due¢ to raw material issues that Shah
Industries is currently trying to resolve (see section IT for constraints faced in Tanzania).
A memorandum of understanding has been signed between ATA and the two enterprises
to clearly define role and responsibilities. (See MOU in the attachments). The
participating SMEs contributed towards the cost of services provided to them by ATA.

The indicator target for Y1, to have two businesses participate in the program was met.
The progress ATA has made on all capacity building indicators for Tanzania during Y1 is
outlined in the planning matrix immediately following the text.

Objective 2: Develop and expand marketing and sales opportunities for Tanzanian
artisans leading to revenue generation.
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Objective 3: Tanzanian enterprises create marketable product for export, independent of
ATA.

Though ATA had planned in-country product development workshops in Y1, towards
meeting this objective, no in-country product development took place. The main reason
for that was the mid-year change in ATA’s work strategy in Tanzania. As described in
the DIP, ATA parted ways with its in-country partner at the beginning of 2002 and made
a decision to work with SMEs directly. The evaluation and the selection procedure for
these SMEs took longer than anticipated and as a result there was not enough time to
conduct an in-country design workshop in Tanzania. However, ATA provided product
development services to one of the enterprises long distance. The designs were sent to the
enterprise electronically, this approach provided an opportunity for the artisans to
demonstrate their ability to interpret designs on their own, which in the long run would
help them produce marketable products independent of ATA. At present (Oct 2002) an
ATA designer is working with the SMEs in-country to develop product lines for the
winter shows.

Objective 4: Tanzanian enterprises to provide effective services to commercial markets.

SME representatives participated in the AMRT that covered topics like building buyer
relationship, quality control, timeliness and customer service. Participation in the
tradeshows also provided them with an opportunity to meet with potential buyers and
understand their expectations and needs. This knowledge would eventually help the
artisans to respond to the commercial market’s demands in an effective and professional
way. There was no indicator target for Y1 to measure the percentage of buyers who place
repeat orders since every order in Y1 would be the first. But this will be tracked for Y2
and the following years using ATA’s key interview form. (See in appendix).

Flotea Massawe, Managing Director of Marvelous Batiks that is based in Dar Es Salaam
told ATA that the MRT program was very informative for her and though her sales
volumes were low, she felt that she came back to Dar with loads of information, ideas
and inspiration. On her return form the MRT, Ms. Massawe embarked on creating her
own designs and feels that she is filled with new energy and vision.

South Africa:
Objectives 1: Building BAT shop’s operational and training capacity and the ability to
respond effectively to market demands.

BAT’s Finance and Wholesale Manager, Margaret Daniel, participated in the January
Market Readiness Training Program (MRT) in NY. She gained a better understanding of
US market and export process as well as the invaluable opportunity to interface with
existing US importers — Melange, Eziba and Africo — on their booths and to get to know
the ATA Home office staff. This was her first experience of an international trade show.

In Y1, Bat staff worked in conjunction with the ATA staff to plan and implement the
AMRT at SARCDA. This provided them with the opportunity to have first hand
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During Y1, the BAT Shop Director attended strategic planning workshops arranged by
the Department of Arts and Culture (National Government) and the Council for Scientific
and Industrial Research who has been tasked to look at a Advanced Manufacturing
Strategy for the Cultural Industries sector. The next meeting to consolidate this strategy
will be held at the BAT office at the end of October.

BAT shop Director, Marisa Fick Jordaan’s work on lobbying for a Standards Generating
Body (SGB) to accredit training offered to artisans by service providers has paid off and
has become a reality. Ms. Jordaan served on the SGB Interim Steering Committee for
Art, Craft and Design until April but declined to serve on the newly constituted Board.

A National Skills Development Strategy is being implemented through the

Sector Education and Training Authority (SETA) with funds coming from a levy on all
company payrolls. BAT has been in close contact with the SETA for the craft sector and
a learnership curriculum is being developed to train emerging young designers who have
completed their formal design training to be in a position to offer product development
training in the craft industry sector. This is to address the shortage of skills in this area as
well as to encourage employment opportunities in Craft Sector. The SARCDA MRT
would form an ideal component in this 12 month Learnership curriculum and BAT is
exploring this possibility at present.

The BAT Shop and its Director Marisa Fick-Jordaan specifically was asked again to
serve on the Elle Decoration panel to select the best of SA product designs and a feature
in the widely read House and Leisure magazine on her house and art/craft collection has
been excellent publicity for the BAT Shop and the artisans/artists whose work is
represented. (See pictures in attachments). Some of BAT’s clients in Germany are using
the magazine as a catalogue. All these formal and informal networking, ATA feels are
building blocks of future relationships.

Several BAT Shop artisans and BAT Shop products featured prominently in a number of
editorials and in two new books on craft production in SA. (See pictures in attachments).
BAT also had an excellent response to a paid advertisement placed in the March issue of
House and Leisure featuring the popular ZENZULU range in ‘new’ spring colors.

Objective 3: BAT shop uses ATA website* as a marketing tool to supplement BAT’s and
ATA’s marketing efforts.

Though the ATA website is up and running, the African product information sections are
still to be added to the site. As per the DIP by the end of Y1 South African product
information section had to be developed, however because redesigning the ATA site and
installing it took longer than envisaged this target could not be met this year, However
ATA is currently in the process of developing information on South African products.

* The site will serve as a marketing tool to expand reach to buyers that are not reachable through trade
shows.
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(Valley of a Thousand Hills beaders), James Mtunjwa and Solomon Sima (Durban
telephone wire weavers) and Petros Thabethe, Bongelani Ndimande and Jeremiah
Gumede (Tembe woodcarvers) was however very productive.

Mr. Alcantara also assisted in taking digital images of the samples and other market
ready products from the Kwajobe Ilala Weavers and Ingwavuma Sisal Group. He also
made the sample selection for all the products selected for the August NYGF.

In addition to Mr. Alcantara’s design work, ATA also sent digital designs of a US based
consultant Carla Peters. This however was not very successful owing largely to Ms.
Peter’s physical absence at the time of sample production. The bead designs and the
existing techniques and skills did not exactly complement each other. And the issue of
price and global competition in this product category could have been addressed better if
the designer was present and available to the BAT staff.

During Y1 of PAED, BAT shop played a major role in providing and increasing export
services to the South African producers in addition to existing domestic market. The
Director of BAT shop along with some key BAT staff was also responsible in organizing
and providing both the AMRT and the ATA booth at SARCDA. Marisa Fick Jordan, the
Director of BAT is also a designer and she played a very crucial role in not only
facilitating ATA design work but also in giving her own design ideas and direction.

Three SA artisans attended the SARCDA MRT in Johannesburg and expressed

that they gained a much better understanding of the market demands, the export value
chain and were inspired by the variety of product on show. The meeting of peers from
other African countries was very enriching and they have undertaken to share course
notes and experiences gained with other members of their producer groups.

All artisans associated with the BAT Shop receive ongoing production support and
mentoring on a weekly or monthly basis. Quality issues are constantly addressed
and monitoring and record keeping is consistently encouraged.

Objective 6: Artisans able to develop quality products for international export
independent of ATA.

South African artisans were provided with product development services and offered
ATA’s MRT program. AMRT trained them in customer service, market trends, quality
control and timeliness. This business knowledge would enable artisans to produce
products that meet buyer’s quality standards and help them work with the buyers directly.

Relationship with local implementing partner.
Mozambique: In Mozambique ATA’s local staff is primarily responsible for the

implementation of the program and it continues to partner directly with artisan
enterprises. The MOU revised under RISE has proved to be a good model of creating
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During Y1 of the PAED program, new product lines were developed and ATA and the
BAT Shop worked together to introduce BAT products into the world marketplace. Since
the majority of the BAT Shop’s buyers are South African or European, as part of the
organizational capacity strengthening and to acquaint staff with the US market, BAT staff
attended tradeshows and sold in ATA’s booth. ATA’s marketing staff and the BAT staff
worked very closely during the tradeshows and the AMRT. The BAT shop played a very
key role in helping ATA organize the first MRT and tradeshow at SARCDA.

Working arrangements: ATA and the BAT shop have defined their mutual rights and
obligations in connection with the BAT shop’s provision of institutional and financial
support and ATA’s partnering relationship with the BAT shop’s work in South Africa.
The BAT shop offices in Durban, South Africa will be base of operations for the PAED
program in South Africa in addition to the Johannesburg based Marketing Manager.
During the LOP of the project ATA will offer the BAT shop and their associated artisan
enterprises product development services and business training. (See MOU in
attachments).

During Y1 of PAED, the BAT shop assisted ATA in implementing the program in South
Africa. It monitored the project activities and collected monthly data on indicators. It
facilitated the product development workshops both in-country as well as those that will
be done via the Internet. ATA and the BAT shop have worked together to strengthen
relationships with craft organizations and expand BAT’s existing network.

Section II: Constraints, unexpected benefits and lessons learned.

Headquarters:

e To capitalize on the existing information technology to supplement ATA’s marketing
efforts, ATA’s website was redesigned during Y1 of PAED. Though ATA had
anticipated to have African as well as products from other ATA project countries on
the site by the end of Y1, it has managed to feature products only from one country so
far. The main reason for that was the time it took to revise and redesign the site. Since
the completion of the site took longer than anticipated, at the end of Y1, ATA did not
have any African products on the site. ATA is however currently working to develop
the product section and is in the process of adding African products to its site. One of
the challenges ATA is faced with is how to distinguish between retail customer
audience who visit our site (and would have to pay retail prices) and wholesalers
(who would be able to buy at wholesale prices). Though ATA would not be a direct
supplier of products to the public, it is essential to ascertain what price should be
quoted on the site, retail or wholesale.

Rapid changes in e.business environment have also led to several changes in ATA
strategy for its website.

e ATA home office underwent some restructuring at the management level due to
personnel shifts. The Director of Program Initiatives (DPI) - a position that was
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was determined that the bulletin is very important and having an impact with the
artisan sector. Two of the enterprises that participated in Aid to Artisans’ second
annual craft fair, 4s Mdos, saw the advertisement for the local fair in our bulletin and
filled out an application. Since the local fair, they have signed on to the program and
one of the enterprises’ product lines developed through an ATA design trip was one
of the top sellers in the gift fairs this past August. Artisans already have been
complaining that they have not seen the bulletin in circulation. The bulletin will be
re-instituted in Year 2 of PAED and will be published bimonthly, which should be
more manageable in relation to the workload and the information to be distributed.

e To sensitize artisans on sustainable use of hardwoods the Maputo office implemented
the first pilot project on forest management. ATA aims at helping the Maputo wood
carvers achieve Forest Stewardship Council (FSC) certification through the Djabula
Community Forest Project.

Although the Djabula Wood Accord was not yet signed, the first cut of sandalwood in
Djabula’s community forest was made March 2002, and three enterprises
participated. The artisans involved felt great relief that they did not have to hide their
raw material under firewood and pray that the police would not stop them on the way,
as they were now cutting legally with a license, that they purchased together. This
group purchase, saved time and money, as the artisans were able to purchase the
quantity and quality of wood that they needed to complete their orders. Both the
community and the artisans were pleased with this experience. Unfortunately, after
the first cut, not many large orders were forthcoming as artisans were busy producing
new samples for the August shows. The community was waiting for the next cut but
it did not come and at the same time, the Lecuati project funding came to an end and
the activity lost momentum. In July, when the artisans returned to purchase more
wood, the community no longer appeared to be organized and the artisans were
disappointed. Furthermore, it was discovered by the artisans and Aid to Artisans’
staff that the community was cutting wood from a private plot, and not from the 20
plots that was demarcated for them to cut and manage to sell to the artisans.
Apparently the 20 plots are a fair distance from the community and extremely
difficult to transport the cut wood from the forest to the place where the artisans’
rental truck stops. So the community has been entering into a nearby plot, which
although the owner is part of the community, the land on which the sandalwood
grows is private. Therefore, it i3 necessary for Aid to Artisans and the artisans to re-
strategize their plan, which will start in Year 2 with meetings with the community and
the owner of the private plot. The staff in Maputo has already discussed the options
with the donor who has provided matching funding specifically for this activity, and
has been given approval to move forward with either of the options eventually
chosen. Despite frustrations, both artisans and the community are committed:

The forest must be treated with respect because from her we can have many benefits...the wood is part of
each one's life, as charcoal, a chair, a bed, a cooking spoon
- Djabula Community Chief

Aid to Artitans, PAED Anmsual Report, 25
Odiober 2002



Buying the wood from the community is one of the solutions for the raw material problem that the artisans
Jface as we can buy in quantity and get the quality that we want and we will contribute to forest
preservation at the same time

- Maputo Artisan

Export Internship Program is to train exporters through a mentor program to
strengthen the Mozambican export sector. The activities and schedule for the
Exporter Internship Program were developed (see in attachment) and implementation
began in April with one exporter, Artes Mondlane. Both the owner and one employee
of Artes Mondlane signed up to participate. The program was unfortunately
interrupted for multiple reasons. During this time period the Regional Field Director
(RFD) was out of the country on maternity leave. The absence of the RFD, who was
earmarked to oversee and assist the Marketing Coordinator (MC), who was
implementing a program such as this for the first time, and a heavy workload on the
part of the MC, caused the program to be interrupted. The MC had to work full time
over a period of three weeks with an ATA Design Consultant, providing translation
and support for her work with three textile groups. Soon after the designer’s
departure, another ATA Design Consultant arrived in-country to work for four weeks,
and ATA’s recently hired Marketing Coordinator based in South Africa and Project
Officer for Africa from the home office also arrived. Also the exporter had less
experience than anticipated, requiring the MC to give more full-time attention to the
internship participant and therefore could not juggle all the activities at the same time.
Plans have been made to recommence in October 2002 where the program left off. It
has been challenging in the past to find willing exporters to participate in the
program, but with the recent invitation to participate in IPEX’s development of an
Export Strategy for Mozambique, where there will be a focus on crafts, we are better
able to position our program formally within the exporter community. This could lead
to existing companies’ willingness to begin exporting craft, seeing it as a viable sector
now that the government is making it a sector focus in their new strategy or
entrepreneurs who see the potential and want to start a company to export handmade
products.

Two of the enterprises were offered large orders to fulfill, one a 10,000-piece order
and the other a 3,000-piece order. Although the artisans and Aid to Artisans were
thrilled with this interest, the enterprises were unable to commit to the deadlines
requested by the importers. Lack of appropriate tools that could increase production
capacity creates barriers to receiving high volume orders. During this past August’s
trade shows, the large volume of orders, although more widely distributed, was also a
challenge. Maputo staff worked with the groups to cross-train artisans on their
product lines so that when the orders are too large, part can be subcontracted to one or
two other groups. The objective being to save the order and the buyer for
Mozambique. The training Aid to Artisans provided has expanded their
understanding of how to work in a dynamic and ever-moving marketplace.

Interestingly, when Maputo staff were assisting artisans to cross-train their colleagues
in other enterprises with the intention of making sure that orders were filled within
market deadlines, this created a sense of competition and urgency amongst the
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artisans. For the Maputo based enterprises, there was a sense of yes let's share orders
to ensure more orders in the future, and now I am going to organize myself better and
improve my production capacity so the next time I can keep the whole order. In the
case of the cooperatives based in the center and north of the country, the idea to share
orders was more based on the fact that two groups who have the capacity to produce
their orders within the deadline, are not managing to do so due to internal
organizational problems and poor management of human resources. These groups
became jealous that another group was going to produce their product, and a healthy
competition was created that will hopefully drive the groups to meet future market
deadlines.

o The local office instituted Awards for Mozambican enterprises that participated in
Aid to Artisans’ market link program, locally or internationally. The categories
included: top sales at Aid to Artisans’ local fair, 4s Mdos; product with highest
volume sold during the local fair; most popular product in international market
developed with Aid to Artisans’ design assistance; highest annual sales at
international market level with Aid to Artisans’ design assistance; enterprise that met
all deadlines with quality fulfillment; and most popular product in the international
market developed locally by the artisan. This system of awards has ended up
inspiring others to work hard during the year with the hope of being the recipient of
such an award, creating yet another means for healthy competition needed to develop
the artisan sector.

e Mozambican artisan, Mabanda was one of eight enterprises that were invited to
participate in the IUCN (The World Conservation Union) exhibition that took place at
the World Summit on Sustainable Development that was held in Johannesburg in
August 2002 this year. The main funder was Kellogg, though Ford Foundation also
supported IUCN on this event. ATA’s wood project in Djabula was highlighted in the
exhibition. Country Coordinator, Abel Dabula organized funder visits to Mozambique
where they met with Mabanda and produced a video along with other promotional
materials (see attachments). Though this exhibition was not in the main building, it
was well visited and ATA’s work got a lot of publicity. An article on ATA’s work
featured in EarthYear magazine. (See article in attachments).

Tanzania:

e Four months into the program there was a complete shift in ATA’s approach in
Tanzania. After parting ways with its in-country partner AMKA, it took ATA a good
amount of time to identify, assess and select enterprises that could participate in the
program. Though the selection of SMEs in Tanzania was completed, the absence of
any on the ground support in Tanzania posed a challenge. For on ground logistical
support, ATA hired a local coordinator in Dar Es Salaam who is currently the local
link between these enterprises and ATA. He will follow up on all orders, consolidate
and assist in shipping them to ATA. The Johannesburg based Marketing Manager,
will oversee the Tanzania activities and to do so will visit Tanzania on a regular basis
to meet with the producers and facilitate product development and other ATA training
activities.
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e Shah Industries, one of the SMEs that qualified to participate in the PAED program
could not participate in the program in Y1 because of the raw material issues that they
are dealing with. The tannery from where they bought their leather from burned down
and Shah industries is exploring other ways to access leather. The Director of Shah
Industries informed ATA that they will soon be able to resolve this issue by importing
leather from Kenya. ATA expects Shah Industries to join PAED in Year 2.

e In addition to the enterprises in the mainland Tanzania, ATA intends to work with
small producers both in mainland and in the island of Zanzibar. ATA’s projects team
has visited and met with some producers in Zanzibar and almost all of them are non-
— English speaking. Also a majority of them live in rural and remote areas and have
no access to telephone or email. This has made it imperative for ATA to look for an
in-country organization that could support ATA’s activities and help ATA work with
the producers effectively. ATA has begun discussions with a local NGO, AidNet and
is in the process of assessing what is the best way of working with them.

South Africa:

After an extensive planning stage and consultation period, that included mutual staff
visits, PAED activities with Bat shop and artisans in South Africa started in April 2002.
(Six months later than the program start date).

e During the first year of PAED, the BAT shop experienced rapid growth in all areas of
its activity, and although positive, it has also highlighted problems mainly in the areas
of staff capacity, infrastructure and intellectual property. Furthermore, the 40%
devaluation of the SA currency against the US$ in December 2001 seriously affected
the price of input costs, especially imported materials i.e. glass beads, dyes, copper
and PVC chemicals used in telephone wire production, as well as inflationary
pressure on basic foods. A comprehensive re~costing exercise was done on BAT’s
wholesale product lines and a comprehensive new price catalogue was prepared. Price
increases did not impact on the export market and despite initial fears, the local
market did not react adversely, in fact BAT shop experienced a steady growth in
sales.

e The SARCDA participation was a highly effective marketing exercise that not only
brought excellent sales but also indicated a growth in new local retail outlets sourcing
hand-made products that are well designed and are of a consistently high quality.
Melange, a US importers, wrote substantial orders at January NYIGF for the
ZENZULU range of telephone-wire baskets but market jitters due to a slowdown in
the US economy seems to have had an impact as sales at August NYIGF were down
from the January high. Price seemed to be a bigger issue with buyers than lack of
interest in product.

e Increasing demand for existing products and new product lines has meant greater
demands in the areas of production planning, timely ordering and administration of
materials (wire/beads), production schedules, buying and quality control, and
invoicing and dispatch. The volume of telephonic and email inquirics has also
increased dramatically over the period, placing further demands on BAT’s small staff.
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¢ Unforeseen problems arose in mid-June with regard to staff duplicity and crafters
selling BAT Shop exclusive products to competitors, often home based businesses
that carried no overheads or in most instances were not Tax registered. To deal with
the problem Corporate Crime Solutions Ltd. was hired to handle the investigation and
to assist in stock control measures. In addition a number of meetings were held with
weavers located in three geographic areas to discuss their willingness to sign
contracts with the BAT Shop and also to explain how this was impacting negatively
on the market and their sustainable orders. Despite initial fears of victimization, many
weavers came forward with information and all - other than a handful of culprits that
have proved to be untrustworthy — are happy to sign contracts/memorandums of
understanding. This is in the process of being implemented.

Sadly, a senior staff member who had been employed by the BAT Shop since 1997
and who had been given a 10% share in the BAT Shop when the organization was
privatized in 1999, has been implicated. This matter is now being dealt with through
the legal process. Her sudden and immediate resignation in the midst of the
investigation has left a gap in BAT’s training activities, but BAT contracted
independent trainers to fill that gap. Staff morale is improving and contracts with staff
are being looked at to avoid future recurrence of the same problem.

e To improve efficiency in the accounting and invoicing department, BAT invested in a
new computer and accounting software package. BAT is also currently head hunting
for an assistant to the Financial Manager with the necessary skills to set up efficient
systems and to implement internet banking which will cut bank charges as well as
address the growing crime problem in both rural and urban areas. At present BAT has
facilitated the opening of bank accounts for 90% of its regular producers and hope to
have all producers paid online by end the of 2003. Lack of banking infrastructure in
rural KZN remains a constraint that is receiving attention at National Government
level, this has improved with the introduction of Postbanks at Post-Offices.

e Producer productivity and production capacity in BAT’s established producer groups
has showed a marked improvement given the increase in orders received and shipped,
Production capacity and timely delivery of orders remain problematic for the Hlabisa
Ilala Basket makers in particular. The early start to the rainy season has impeded
harvesting of ilala and held up dyeing for days. BAT hopes to assist them in
production planning so that enough materials are prepared before the rains come.

¢ One of the very committed and talented weaver, Nonhlanhla Mangele, was also
mugged and robbed on a recent visit to Durban. She had collected the ATA NYIGF
orders and BAT had paid her the deposit in cash, on her way to the taxi stand the
robbers took her ID and all her money. The BAT Shop has decided to assist her by
advancing another deposit, as they will be unable to pay for their living
expenses until the order is delivered, and BAT is exploring ways to deal with the
growing vulnerability of the artisans to the growing crime problem.
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¢ Sadly BAT suffered the loss of more artisans this year. Dudu Cele, one of the first
female telephone basket weavers to gain recognition passed away in May from AIDS
and beader, Dudu Mvubu, suddenly passed away in August after a short illness. Both
artisans feature in the BAT Shop ‘Listen to Africa’ catalogue and are missed by both
staff and fellow artisans. AIDS remains a serious issue in KZN.

Section IHI Changes in ject desi

The program design in Mozambique and South Africa is the same as was proposed
originally, While there has been a change in the program design for Tanzania.

As mentioned above, in Tanzania, ATA worked with an in-country partner, AMKA for
three years. (Under RISE, ATA’s prior matching grant and in the first six months of
PAED). Although project goals were largely met, the partnership was difficult. As
described in detail in the DIP, ATA made several management changes in the program
during these three years based on discussions with AMKA but the key problems could
not be resolved. After making concerted efforts in the first four months of PAED, ATA
reluctantly concluded that to further build on its activities developed under RISE, ATA
needs to work directly with Tanzanian businesses rather than AMKA as central in-
country partner. To this end the Program Director and the Regional Field Director met
with the AMKA board members in February 2002 where the partnership was brought to
an official close. Dr. Richard Ford, a Former ATA board member and Africa Advisor for
ATA recently visited Tanzania and met with the AMKA board in an effort to keep
relation cordial and productive as both organizations have similar goals.

The new work strategy for Tanzania is two pronged. The first is based on the overall
movement of ATA towards private sector development that has become a top priority for
many countries in the developing world. And the second is to continue to work with
micro producers who do not yet qualify as SMEs.

Though ATA’s approach has changed and become more direct, the measurable objectives
remain the same. The main change in the program design is that these SMEs will be
provided with appropriate technical assistance directly rather than through an in-country
partner. The measurable objectives are still to enhance their export competitiveness and
compete successfully in global markets.

For on ground logistical support, ATA hired a local coordinator in Dar Es Salaam who
was the local link between these enterprises and ATA. The coordinator reported to the
Mozambique based Regional Field Director and the Johannesburg based Marketing
Manager. In Y2 he will report only to the Marketing Manager (MM). The MM oversaw
marketing for all three-program countries and visited Tanzania on a regular basis to meet
with the producers and facilitate PD and other ATA training activities.

In terms of the location and number of project beneficiaries, the baseline data and the
indictors for Tanzania have changed from those proposed originally. The baseline figures
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for the indicators to be monitored during PAED were initially based on the final data
collected under the RISE program. But because of the change in ATA’s the initial
figures that pertained to AMKA and its producers were no longer relevant.

Initially, under PAED, AT A worked only in mainland Tanzania, but now ATA is
exploring ways to expand its work with craft enterprises in the island of Zanzibar in
addition to enterprises located in mainland Tanzania. ATA has identified a local non-
government organization based in Zanzibar called Aid Net Zanzibar. As mentioned
earlier, ATA has begun a dialogue with them to see how ATA could collaborate with
them to reach and work with craft enterprises in Zanzibar. Since Zanzibarian producers
do not qualify as an SME and need much hand holding, ATA is planning on working
with Aid Net as an in-country central partner that would provide an organizational
infrastructure and will work on behalf of craft producers in Zanzibar.

ATA representatives visited Zanzibar and met with AidNet and Uwazi (Zanzibar
Association of small producers). A total of 94 producers are members of Uwazi, and over
75% of them are women. ATA will make the final selection of these craft producers with
the help of Aid Net and Uwazi, basis raw material accessibility, skill levels, production
capacity and willingness to work with ATA.

When ATA and Aid Net arrive at an agreement, a formal MOU will be signed defining
roles and responsibilities of the two organizations. In the meantime, ATA’s design
consultant is working with one of the Uwazi producers, to develop product lines for the
winter shows.

Section IV. Budget and expenditures
Core
AID Budget AID Actual PVO Budget PVO Actual
Year One 163,493 190,707 252,828 278,526
Mozambique
AID Budget AID Actual PVO Budget PVO Actual
Year One 278,767 283,094 181,149 337,741
Tanzania
AID Budget AID Actual PVO Budget PVO Actual
Year One 98,240 38,483 89,957 54,590
South Africa .
AID Budget AID Actual PVO Budget PVO Actual
Year One 26,945 55,002 48,197 70,371
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Total

AID Budget AID Actual PVO Budget PVO Actual
Year One 567,445 567,286 572,131 741,228

A summary of budget to actual for each of the country programs is included in the
attachments. Country data sheet and financial profile for ATA is also included in the
attatchments.

The total award from USAID for PAED Y1 was $ 567,445 and the total match funds
raised by ATA amounted to $ 741,228.

Wide discrepancies do occur within line items, but overall the overrun was balanced by
all the other line items that were underspent, the main reasons for these deviations from
the original budget included:

1. Since it was the first year of the program implementation a lot of planning went into
it. ATA HQ met with field staff and local partners to discuss the program and get it
off the ground. For this a number of country visits had to be made which included an
oversight visit both by the Projects Director and Project Officer to the region. BAT
Shop’s Managing Director also visited the US to consult with the ATA team the
various program requirements and procedures.

2. Towards the middle of Y1, ATA created a new Marketing Position (MM) to back up
for the PAED program in South Africa by providing direct oversight of all facets of
the export and Pan-African Market Link components of PAED. The MM position is
based in Johannesburg with frequent travel to Mozambique and Tanzania. This
position was not budgeted for initially. The MM also visited the US for orientation
and that travel cost too was not originally budgeted for.

3. Change in ATA’s work strategy for the Tanzania program. ATA parted ways with its
in-country partner in Tanzania in February 2002. During the last few months, ATA
has invested a lot of time in exploring other ways of working in Tanzania. This
included visits to Tanzania by the Projects team both in HQ and in the region.

Examination of the country budgets (AID) reveals that in Core, Mozambique and South
Africa ATA spent more than budgeted. This largest line item overrun came under
salaries (MM) and travel.

In Tanzania, ATA budgeted for $ 89,240, and spent only $ 38,483. Leaving a balance of
$ 59,756. The change in the work strategy in Tanzania that has been discussed earlier
contributed to this. No in-country product development took place in Tanzania in Y1,
which resulted in savings on the designer trip expenses.
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Section V: List of Attachments

DIP Planning matrices:
e Headquarters

e Mozambique

e Tanzania

e South Africa

Training and Trade shows:

MRT Brochure.

Training assessment tool.

SARCDA Gold Award certificate.
Invitation cards for NYIGF and SARCDA.
SARCDA reception Invitation card.

ATA SARCDA Training certificate

Media coverage:

e Elle Décor.

Tableware today.

Sundance catalogue.

Earth Year.

BAT shop’s media features. (South African magazines).

MOUs:

e Artisan MOU (Mozambique).

e SME MOU (Tanzania).

e BAT shop MOU (South Africa).

ATA financial Reporting

o Financial profile of ATA

e Country Data sheet

¢ Budget to actual ledger for PAED Y1.

Others:

ATA’s award certificate for the local fair ( Mozambique)
Draft statues for ANARTE. (Mozambique).

NAVW agenda (Mozambique).

Activities and schedule for the Export Internship Program.
Annual Craft Fair posters (Mozambique).

Advertisement for the local craft fair (Mozambique).
TUCN brochure and card.

ATA’s key buyer Interview.

ATA Newsletter, fall 2002.
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PAED planning Matrix — Headquarters

Goal: To alleviate poverty in artisan communities in Southern Africa.

Major Planned Activities Objectives Indicators ‘Measurement and data
Management Methods
HQ/ Capacity building
» Review and analyze current Improve ATA’s ability to * Standard Artisan enterprise » Mid-term and final

training curriculum.

v Identify artisan training needs
and adapt existing curriculum
to a more user-friendly level.

*  Network with peer
organizations to improve and
value add to the existing
training materials.

produce training materials
and deliver training to
artisans and business
partners.

curriculum and training
modules established and
accessible to field and
headquarters staff by Y2

Y1: In an effort to standardize core
field reference materials, the
existing ATA training resources
were reviewed and standard
handouts and guidelines were
produced and provided to the field
personnel to use.

= Number of times curriculum
used in the field.

Y 1: The curriculum was tested

in South Africa MRT and in

India.

* Number of trainees that pay
to go for training.
Y1:InNY
Jan MRT, 4 out of 13
Aug MRT, 22 out of 33
In Sarcda, 1 out of 9.

evaluations
» Standard Training modules

* Hands on training for small
producers through site visits to
potential mentoring locations.

* Create a Market Readiness
Training Program in South
Africa,

Diversify and expand ATA’s
training programs

" Number of participants
from outside PAED project
countries.

Y1: 1 ( from Ghana) out of a

total of 9 in AMRT.

= Mid-term and final
evaluations

= Trainee evaluation

1 Standard training modules

1 Aid to Artisans/ PAED Year 1 planning matrix for Headquarters,
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* Training the partner

organization to manage and
implement the AMRT.

= Handover the AMRT to the
BAT shop in Y4.
Y1: BAT staff assisted ATA in
organizing the MRT. Bat Director
also conducted training sessions at
the MRT.

Finalize relationship with an
e-commerce partner, build an
ATA wholesale website.
Train ATA staff in customer
training and to maintain the
site.

Conduct long distance design
consultancies via the Internet.

Capitalize on existing
information technology

to supplement ATA’s
marketing efforts and
develop product lines cost
effectively.

» ATA wholesale Internet
site! developed in Y1.
Y 1: Site developed®

= 400 products on site by
EOP.
Y1: A few products are available
on the ATA site and ATA is in the
process of adding more’.

ATA website inventory.
Long distance design
workshop reports.
Quarterly website update
and maintenance by US
marketing department

Trade show participation
Cost analysis of trade shows.
Promote ATA’s tradeshow
and training programs.

Offer trades show and MRT
participation to non-program
businesses for a fee.

Increase ATA’s total earned
income.

*  Non-program businesses
pay for 30% of Pan-
African Market Link
tradeshow expenses by
EOP.

Baseline: 0

Y 1: Non-program businesses

paid 4.4% of the Sarcda

tradeshow expenses.

Financial statements.
Tradeshow reports and
cost analysis.
Mid-term and final
evaluation.

Training reports

HQV/ Service Delivery

Exhibit at major US,
European, South African trade
shows

Expand market and sales
opportunities for African
artisans.

»  # of craft businesses with
exposure in international

Trade show reports
Website inventory

*  Promote ATA through PR trade shows.* Mid-term evaluation
events and its products » # of African products on Final evaluation
through the website.. site.

*  Promote MRT in US and SA Baseline: Nil

»  Develop and promote the Pan- Target Y1:50

! The site will serve as a marketing tool to expand reach to buyers that are not reachable through the trade shows.
2 Though the site is ready, it is still undergoing some redesigning and new features are being added to it.

* The site currently has Haitian products up and African products are being added to it.
* Baseline and target figures for each country are listed in the country matrices.

2 Aid to Artisans/ PAED Year 1 planning matrix for Headquarters,
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African market link program
in the US, Europe and SA.

Actual Y1 : 50°

=  # of new shows for Pan-
African craft collection®

Target Y1:1

Actual Y1: 1 ( Sarcda)

= # of buyer visits per
country7.

Public relations campaign.

Influence public impressions
through appearances in
trade, consumer and news
media

= #of media features
promoting Africa as a
source of innovative
products.

Baseline: 2 (during RISE)

Target Y1:1

Actual Y1: 1

= #of product placements in
a trade publication
(catalogue, tradeshow
directory).

Baseline: 2 ( during RISE)

Target Y1:1

Actual Y1:1

Articles or features in
media. (US and regional
press)

Mid-term and final
evaluation.

% 50 African products have been selected to put on the ATA site and are in the process of being added to the site.
¢ New shows will incude SARCDA, Atlanta Gift fair, Ambiente and SIAO
7 Refer to the country matrices for countrywise targets.

3
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HQ/ Sustainability

Research, cultivation and
stewardship of potential new
partners.

Develop a plan to charge
artisan enterprises fee for
services.

Continue to diversify ATA’s
funding sources and build
strategic alliances.?

= #of new funding
relationships developed or
renewed with non-USAID

funding institutions.

TargetY1:5

Actual Y1: 4

= Non-program businesses
pay for 30% of Pan-
Afncan Market Link

tradeshow expenses by
EOP.

Baseline: 0

TargetY1: 6%

Actual Y1: 4.4%

Financial statements
Mid-term and final
evaluations

MOUSs with peers

4

® Strategie alliances or partnerships with peer organizations to join resources and efforts to do collaborative work.
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PAED YEAR 1 Planning matrix - Mozambique

Goal: To alleviate poverty among artisans in Southern Africa by opening new markets.

Major Planned Activities Objectives Indicators Measurement and data
Management Methods
Mozambique/ Capacity building
o Foster organization through Strengthen organization = #of competent exporters o Key artisan
artisan workshops and of artisan and export available to artisans. interviews
training sectors and address key | Baseline: 0 e Monthly marketing
e Train exporters through weaknesses Target Y1: 0 and M&E field
mentor program Actual Y1: 0 reports
e Provide Organizational e ANARTE reports
Development training to » ANARTE' implementing
ANARTE, the artisans annual local fair by EOP
association (including Target Y1: n/a
development of statutes, Actual Y1: n/a
Board of Directors, OD
training, strategic plan *  #of trained exporters
development) Baseline: 0
o Transfer export activities to Target Y1: 1
private sector Actual Y1: 0

s # ofimporters by EOP
Baseline’ : 4
Target Y1: 6
Actual Y1: 6

e % of wholesale buyers who re-
order within 9 months

Baseline: 50%

Target Y1: 60%

Actual Y1: 80%

! Please refer to the Mozambique text in section B1.2 for more details on ANARTE, the Mozambican artisans’ association
? Baseline is RISE Y3 active importers.
1 Aid to Artisans/ PAED Year ! planning matrix for Mozambigue,
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e Train artisans in business Provide artisans with e % of groups with MOU that ¢ local training &

management practices through | business development have a bank account. MRT participation

in-country workshops, and services. Baseline: 52°% records

MRT program in USA and Target Y1: 60% e monthly M&E

SA, and production mentoring Actual Y1: 52%* reports

e Develop and produce training ¢ mid-term and final
materials ® % of groups with MOU that evaluations
keep written financial records. e access to artisans'

Baseline®: 5.5% monthly and annual
Target Y1: 10% financial records
Actual Y1: 76% e pre-post MRT Test

o Business knowledge gained in
SA or US MRT program®

Baseline: n/a

Target Y1: develop test

Actual Y1: test developed, have

not tested

e # of artisan
enterprises/associations
registered with the Ministry of
Finance.

Baseline: 0

TargetY1: 0

Actual Y1: 1

3 As described in the text, the baseline figure has changed from 56 to 52, due to the addition of new groups that did not have bank accounts.
4 Please see the text on Mozambique that explains the change in base figures that contribute to this fgure of 52%.
% Only one group out of 18 kept written financial records.
8 Knowledge gained (average increase between end of show result and 6 months afterwards) will be measured by the craft business assessment tool to be
prepared by HQ and field staff by end of Y1.
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¢ Train local staff on grant Increase the fundraising | ¢ # of local funders e Monthly field
writing and fund raising and financial identified/developed or renewed reports
strategies. management by the local staff. e Proposals developed
e Mentor local staff to take on | responsibility of local Baseline: 0 and submitted to
increasing responsibilities on | staff Target Y1: 1 donors
financial management. Actual Y1: 1
e Phase out the US national at
the end of Y2. e # of proposals developed by the

local staff (with HQ and RFD)
Baseline: 0
Target Y1: 1
Actual Y1: 07

e Local staff managing financial
reporting independently by Y2

Target Y1: n/a

Actual Y1: n/a

7 Though the local staff was involved in fundraising activities, it did not develop any proposals, essentially due the absence of the RFD who was on materntiy
leave for a few months this year.
3 Aid to Artisans/ PAED Year | planning matrix for Mozambigue,
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Mozambique / Service Delivery

e Develop and promote the Pan- | Develop and expand o # of craft businesses with exposure e Trade show
African market link program | marketing and sales in international trade shows by EOP reports
in the US, Europe and SA opportunities for Baseline®: 10 e Website

e Develop and expand local Mozambican artisans Target Y1: 15 inventory
market opportunities through | leading to revenue Actual Y1: 17 e Buyer
local annual holiday fair & generation interviews
promotion through local retail o # of businesses with expasure in e M&E
venues. Mozambican annual holiday fair. Monthly

e Participation in MRT in US Baseline: 10 Reports
and SA Target Y1: 18

e Mozambican products Actual Y1: 18
displayed on the ATA's
website and updated on a e Annual local fair sales in USD
quarterly basis. Baseline: $ 2,200

Target Y1: $3,500
Actual Y1: $3,878

o # of buyers visits
Baseline: 3

Target Y1: 4
Actual Y1: 2

e Total cummulative sales by EOP
Baseline’: $ 33,000

Target Y1: $75,000

Actual Y1: $60,000

Cummulative EOP Sales'’: $950,000
Cummulative Sales to Date: $60,000

® RISE Y3 figure as baseline.
® Baseline is RISE Y3 sales.
19 Cummulative sales for all five years of PAED.
4 Aid to Artisans/ PAED Year 1 planning matrix for Mozambique,
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e Review artisan groups and
sign MOUs with new groups

e Expand distribution artisan
information bulletin (As M3os
Falam)

Scale up and expand the
impact of ATA's work in
Mozambique

e # of artisans served during the
LOP!.

Baseline'2: 1,350

Target Y1: 1,800

Actual Y1: 1,350"

Mid-term and final
evaluations
Monthly reports
Training reports

Mozambique / Sustainability

o Trade show participation.

e MRT training in US and SA.

e Scouting and national account
building.

e Export sector development
activities.

e Training in booth
management and responding
to customer inquiries at the
local fair.

e Sensitizing artisans on
sustainable use of hardwoods

o Implementation of 1* pilot
project on forest management

Artisan entrepreneurs
continue to reach and

expand markets after

PAED project ends

¢ Annual Mozambique craft
fair managed locally

independent of ATA support.

e ANARTE to publish artisan
information bulletin

e Maputo wood carvers
achieve FSC certification
through the Djabula
Community Forest Project to
promote their product.

Target Y1: n/a

Actual Y1: n/a

Review of exporter
Purchase Orders
After project annual
evaluation
(minimum of up to
2 years after EOP)
ANARTE annual
report on activities

e Design consultancies both in-

Artisans able to develop

e #of new product lines accepted

Consultancy reports

country and via Internet. quality products for in the international market. Annual reports
e Product development training | international export Baseline: 0 Mid-term and final
workshops. independent of ATA Target Y1: 14 evaluations
e Training in quality control and Actual Y1: 29 Key buyer
timeliness. * % of orders that meet buyer interviews
quality control standards. Marketing reports
Baseline: 60%
Target Y1: 65%
Actual Y1: 70%
! Aritsans provided with business development training, product development & design, or marketing services.
12 Baseline figure is the total number of artisans reached during the three years of RISE.
13 Refer to the text for detailed explaination.
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PAED Planning Matrix — South Africa

Goal: To alleviate poverty amongst artisans in Southern Africa by opening new markets

Major planned activities Objectives Indicators Measurement and Data
Management Methods
South Africa / Capacity building
*  Customer service and The BAT Shop to respond * % of wholesale buyers = Key buyer interviews

Marketing training: BAT
Shop staff attends trade
shows.

= BAT shop staff to attend
the ATA’ s MRT program
in the US.

* ATA marketing staff
fosters new buyer
relationships.

effectively to market
demands.

place repeat orders (within

= Trade show reports
* Mid term and final
evaluation.

= BAT Shop Managing
Director works in
partnership with ATA
Staff to plan and
implement the AMRT at
SARCDA

Building BAT Shop’s
operational and training
capacity.

9 months).
Baseline: 100%
Y1: N/A'
* #of buyers visits to South
Africa.
Baseline?; 6
Target Y1:1
Actual Y1:1
» 25 trainees to attend the
MRT? program by EOP.
Baseline: 0
Target Y1: 4
Actual Y1:4

» Detailed traiming reports

! First orders were made in August 2002.
2 Baseline figure is the current BAT buyers.
* MRT both in NY and South Africa.

Aid to Artisan/PAED Year I planning matrix for South Africa,
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ATA and BAT Shop ATA builds a network of =  Active participation of = MOU’s
strengthen relationships strategic alliances® in South South African designers’ » Field Reports
with craft organizations Africa to use regional talent in
and expand existing providing design and
network within the crafts technical assistance.
and export sector. Baseline:0
Target Y1:2
Actual Y1: 3
» # of Craft Organizations
visited and assessed® by
EQP.
Baseline: 2
Target Y1: 2
Actual Y1: 0’
BAT Shop staff receive The BAT Shop uses ATA =  South African product * Training evaluations
training in digital imagery | website® as a marketing tool to information section »  Website review by US
and product specification | supplement BAT’s and ATA’s developed by Y1° marketing department
guidelines marketing efforts. * Mid term and final
Training in how to use evaluations.
ATA's website
» Customer Service
Training
= Quarterly update of the
site.
4 Strategic alfiances with designers, exparters, producers and craft organizations to build a functional regional netwurk.
% Local designers who are qualified to offer product design and development will be identified to work with artisans.
¢ Depending on the assessment, ATA would include select organizations in the PAED program.
7 The program implementation started 6 months into the year.
¥ The site will serve as a marketing tool to expand reach to buyers that are not reachable through trade shows.
? The South African preducts are being added to the site.
2 Aid to Artisan/PAED Year | planning matrix for South Africa,
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SA/ Service Delivery

* MRT inUS and SA

= Participation in ATA's
website

* Conduct market-driven
product development with
artisans using information
technologies

= Develop and promote the
Pan-African market link
program in the US,
Europe and SA

= Develop and expand local
market opportunities
through local fairs &
promotion through local
retail venues.

= Exhibit existing and new
market ready BAT Shop
products at US, European
and SA Trade Shows.

Develop and expand marketing
and sales opportunities for
South African artisans.

»  (Craft businesses with
exposure in international
trade shows by EOP
Baseline'’: 3
Target Y1: 6
Actual Y1: 6

» Increase in the # of
importers,

Baseline: 8
Target Y1: 2
Actual Y1: 2

» Total cumulative sales of
by EOP.

Baseline'': $ 200,000
Target Y1: § 225,000
Actual Y1: $ 219,000

Buyers feedback

FOB sales

Trade show reports
Website inventory
Buyer interviews
M&E Monthly Reports
Mid term and Final
evaluation

» Train artisans in business
management practices
through in- country
workshops.

» MRT in NY and South
Africa.

= Participation in the
production mentoring
program.

= Design and Production

Provide artisans with business
development services.

= % of orders meeting
buyer quality control
standards by EOP.

Baseline: 70%

Target Y1: 75%

Actual Y1: n/a'?

= # of artisans served during
the LOP".
Baseline'*: 700

Regular visits to artisans
and

Monthly field reports
Marketing reports
Mid-term and final
evaluations

Key buyer interviews.

1® BAT shop working currently with 3 producer groups that export.

! Baseline figure is the current yearly sales for the BAT shop.

12 Orders received in August have not yet been shipped to assess this.
3 Aritsans provided with business development training, product development & design, or marketing services.
!4 Baseline figure is the total number of artisans reached currently by BAT shop.
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consultancies.

SA/ Sustainability

Target Y1: 950
Actual Y1: 8821°

= Business knowledge
gained in SA or US MRT
program'°
Baseline: n/a
Target Y1: Develop knowledge
assessment tool
Actual Y1: tool developed,
not tested.

* Trade show participation
and making market links.

* Training in customer
service and MRT training
in US and SA.

* The BAT Shop continues

The BAT shop provides
training, design consultancies
and market link services to
artisans after EOP.

» ATA leveraged buyers
working directly with the
BAT shop on Product
development and
marketing by EOP.

Review of BAT shop’s
Purchase Orders

After project annual
evaluation (minimum of
up to 2 years after EOP)

. "
ta-nravidadnceranced
L av tJLU VANV TR RANV I RGN

export services to artisan
sector in addition to
existing domestic market.

e Product development &
design consultancies both in-
country and via Intemnet.
Training in quality control and

timeliness.

Artisans are able to develop
quality products for
international export
independent of ATA

» # of new product lines
accepted in International
market.

Baseline: 10
Target Y1: 15
Actual Y1: 15

* % of orders meeting
buyer’s quality control
standards'’.

Consultancy reports
Annual reports
Mid-term and final
evaluations

Key buyer interviews
Marketing reports

' Only artisans who received ATA’s services are added to the baseline and not all BAT artisans.

'8 Knowledge gained (average increase between end of show result and 6 months afterwards) will be measured by the craft business assessment tool to be prepared by HQ and field staff by end of Y1.
Y Refer to the quality control indicator in the service delivery section above.
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PAED Planning Matrix - Tanzania

GOAL: To alleviate poverty amongst artisans in Southern Africa by opening new markets

Major planned activities

Objectives

Indicators

Measurement and data
methods

Tanzania/ Capacity Building

» Identify, evaluate, and
work with craft-based
enterprises on a
business services
basis, possibly
including AMKA’s
trading wing, Kwanza
Collection Co Itd.

= Mentor business
partners on customer
service

= Provide services to
AMKA on a fee for
service basis.

ATA works directly with
artisan-based enterprises
that provide effective service
to commercial markets.

* Increase in the number of
enterprises selected!.
Baseline: Nil (ATA has been
working with producers
through AMKA so far.)
Target Y1: 2 businesses.
Actual Y1: 2 businesses.

* Number of businesses
with repeat orders.

Baseline: Nil.

Target Y1: N/Ain Y1

»  Number of artisans served
during LOP”.
Baseline:nil
Target Y1: 300
Actual Y1: 286

= Key buyer interviews,
quarterly

® Trip reports, 2-4 times
annually

* Company data
reporting, 2x/year

! A larger number of enterprises will be indentified and evaluated to then make a final selection of those who qualify to participate in the program.
? Artisans provided with business development training, product development and design & marketing services

1 Aid to Artisans/ PAED Year ! Planning matrix for Tanzania,
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Tanzania/ Service Delivery

= Product development
and design
consultancies, both in
Tanzania and long-
distance through the
Intemet

= Market linkage
services, including
trade shows in US,
Europe, and SA; and
sales representative
work.

= Business training in
South Africa and US

Develop and expand
marketing and sales
opportunities for Tanzanian
artisans, leading to revenue
generation.

= Total cummulative sales
by EOP.
Baseline: Actual sales for 2001
for the 2 selected enterprises
$130,000.
Target Y1: 160,000
Actual Y1: 547*

= Number of artisans trained
Baseline: 5 artisans and
entrepreneurs trained in US in
three years.
Target Y1: 2
Actual Y1: 1°

= Business knowledge
gained in SA or US MRT
program®

Baseline: n/a

Y1: Business knowledge
assessment tool
developed.

Trip reports, 2-4x/year
Show reports, 2-6x/year
Company data reporting,
2x/year

Tanzania/ Sustainability

= Product Development
and design
consultancies both in-
country and via

Tanzanian enterprises
create marketable product
for export independent of
ATA.

= Number of new product
lines accepted in
International market.
Baseline: Nil

? Total sales figure includes local as well as export sales.

* This figure does not include local sales or the sales SMEs made on their existing product lines. Since in Y1, ATA was not able to provide Product development

services to the artisans except one group, this figures just reflects sales from minimal presence of Tanzanian products in the tradeshows.
5 Due to change in ATA’s work strategy in Tanzania mid year, no Tanzanian artisan participated in the NY MRT in Y 1of PAED.
¢ Knowledge gained (average increase between end of show result and 6 months afterward) will be measured by the craft business assessment tool.
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Internet.

Target Y1: 5,
Actual Y1: 17

® % of orders meeting
buyer’s quality control
standards.
Baseline: Nil
Target Y1: 60%
Actual: N/A®

» Training in quality
control and timeliness

» Training in customer
service and MRT

training in US and SA.

» Trade show
participation and
making market
linkages.

Tanzanian enterprises
provide effective service to
commercial markets.

= % of wholesale buyers
place repeat orders (
within 9 months).
Baseline: Nil
Y1: N/A°

Key buyer interviews,
quarterly

Company data reporting,
2x/year

? Due to changes in the Tanzanian program that are described in the text, no in-country design work was done in Y1. Only a few product lines were developed

long distance that were exhibited in the shows.
¥ Very small size of orders to measure this.

® All sales in Y1 are first time sales.
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Aid to Artisans — Pre/Post Training Assessment for PAED Rev. 2

Participant Name: Business/Group name:

Training and dates attended How long in business?

Assessment: (Please circleone) a. Pre-assessment
b. Post training assessment
c. 6 month assessment

Part | — Traditions and Trends in designs and color concepts reflect consumer tastes and
buying patterns. Read the statements below and determine if they are true or false.

1. A design concept can last from 1 to 20 years or more. True False
2. A trend may be short-lived. True False
3. Traditional designs do not appeal to mainstream US customers. True False
4. Atrend often has a very big initial impact True False
5. Trends have greater appeal in rural areas True False
6. Traditional designs will provide consistent sales over the long run. True False
7. Atrend may be a good way to attract a buyer’s attention. True False
8. Pastel colors have consistent appeal in the US market True False

9. Themes from nature, such as leaves, flowers, and butterflies
are not common in the US market. True False

10. Give one example of where you can research trends.

Part Il - Product Development

11. Why is new product development important to your business?
New products can help to increase your profits

New products help you to respond to market demands
New products require minimal investment

All of the above

aandb

Pa0ocow

12. What are the characteristics of a well-developed product line?
Products are varied and unrelated

Products are available in different sizes and shapes
Products are available at different price points

All of the above

Band C

P00 oo
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13. What must you consider to determine a price for your product?
cost of raw materials and labor

the price your buyer is willing to pay

overhead expenses

profit

all of the above

®Poo o

14. Where can you get ideas for new products?
a. copy the designs of your competitors
b. go to trade shows for inspiration
c. ask your customers for new ideas
d. all of the above
e. aandb
f. bandc

15. To assure quality control for production you should have
a. Just one finished sample to give to the customer
b. One finished sample for the artisan producers and one for the customer
c. One finished sample for the customer, one for the artisan producers and one for
yourself.
d. A photograph of the sample

Part lll - Product Categories give structure to the market, reflect consumer lifestyles and also
influence buying patterns. Match the products listed on the left with the list of product
categories on the right. Categories may be used more than once.

Products Category

16. ____ Christmas tree ornaments A. Tabletop

17. ___ Place mats and napkins B. Home textiles

18. ___ Serving bowls and baskets C. Floral and garden
19. __ Wreaths D. Bath

20. ___ Scarves - E. Seasonal

21. ___ Guest towels and soaps F. Personal accessories
22. ___ Plant containers

23. ___Lawn ornaments

24. _ Eyeglass case

25, Cushion or pillow covers

Aid to Artisans Training Resources



Part IV - Product Promotion
Marketing and promotional materials should present which of the following:

26. As many products as possible True False
27. Photographs or drawings of the products True False
28. Product codes True False
29. Prices True False
30. Product Description True False
31. Product dimensions True False
32. Contact information True False
33. A distinct company identity True False
34. Delivery terms True False
35. Products with at least 4 hang tags True False

V. Trade shows
List 4 different things you can learn from visiting a trade show

36.

37.

38.

39.

If you are an exhibitor, what is your main goal in booth design?

40.

List 5 important elements for a booth display

41.

42.

43.

44,

45,
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46.

47.

48.

49

50

Aid

Buyer/Seller Relationships True or False

You should not give your customer any bad news because
it will only make him unhappy. True

You should respond to communication from your buyer within 2 days True

If you cannot deliver your product on the date you promised, you should

just send it when you can and hope they will understand. True
. ltis easier to get a new customer than keep an old one. True
. When your customer places an order, he/she will expect it to look

similar to the sample you exhibited. True

to Artisans Training Resources

False

False.

False

False

False.



Aid to Artisans - Post-Training Assessment Scoring Sheet

Project name:

Business/Group name:

Training and dates attended How long in business?
! Traditions and Trends ____ outof 10

I Product Development _____outofb

i Product Categories _____outof10

v Product Promotion _____outof6

Vv Trade Shows out of 10
\'! Buyer Relationships out of 5
SCORE out of 50

46 - 50 excellent (90% retention
41-45 very good (80% retention)
35-40 average (70% retention)

Below 35 needs review
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Part VIl - Export Readiness

1.

Do you sell products outside of your native country?
If so, where?

Do you have customers in the US?
If yes, please list

Does someone in your business speak English well?
Does your company have a bank account?

Do you have an export license?

Can you make products that are consistently alike?

Can you guarantee assure that quality will be maintained
if you increase production?

Do you have producers training in
international sales / exporting?

Can your company survive for two years without making
a large profit or by just breaking even?

10. Are you able to change your product to meet the

demands of the US market?

VIl - The Export Distribution Channel
Identify who is responsible for each of the tasks listed:

Retailer Artisan/producer Importer/Wholesaler End Customer

11. Is responsible for Quality Control

12. Sells the product in a store

13. Handlés all customs and landing logistics

14. Promotes the product to international buyers

15. Promotes and markets the products at trade shows
16. Packs and labels orders for export shipping

17. Buys the product from a retail store

18. Prepares all export documentation

Responsibility

(circle one)

Yes

Yes

Yes
Yes
Yes

Yes

Yes

Yes

Yes

Yes

No

No

No
No
No

No

No

No

No

No

Exporter

Who is responsible?
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19. Packages the product for distribution to the retailers

20. Pays for international shipping costs and insurance

21. Purchases the product from the importer/wholesaler

Part Vil - Understanding Export Pricing Terms
Match each of the pricing terms below with the correct

RETAIL F.O.B. LANDED WHOLESALE C.F EX-FAGTORY

22. The cost of the product as it leaves the workshop or factory

23. The cost of the product as it leaves the country of origin

24. The cost of the product when it lands at the port of the
customer country and before it clears customs

25. Price of the product after is has cleared customs
and is delivered

26. The price at which the product is sold to the retail store

27. The price at which a store will sell the product to the end
customer who will use it in their home.

28. A general rule to determine RETAIL PRICING is to determine the F.O.B. price and multiply it
by .
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AID TO ARTISANS

331 WETHERSFIELD AVE. HARTFORD, CT 06114
T 860.947.3344 - F 860.947.3350
www.aidtoartisans.org - atausa@aol.com

THE GIFT FAIR IN ATLANTA
GEORGIA WORLD CONGRESS CENTER
BOOTH 813-815 JULY 12-15 2002

SAN FRANCISCO INTERNATIONAL GIFT FAIR
HANDMADE/MOSCONE CENTER NORTH
BOOTH 6607-6609 AUGUST 3-7 2002

NEW YORK INTERNATIONAL GIFT FAIR
JACOB JAVITS CONVENTION CENTER
BOOTH 5012-5024 AUGUST 11-15 2002

FEATURING FINE HOME COLLECTIONS FROM
CAMBODIA, El SALVADOR, GHANA,
HAITI, HONDURAS, INDIA, MACEDONIA, MOZAMBIQUE
SOUTH AFRICA, TANZANIA,VIETNAM




AITD TO ARTISANS

Dedicated to creating opportunities for artisans
in developing comnmmities wor{dwide

Please join Aid to Artisans celebrating its first trade show exhibition and market readiness
training programme in Africa.

We would be delighted if you would join us on Thursday 22 August 2002 between
16h00 and 18h00 in our booth at SARCDA, hall 4, stands 42-44, Gallagher Estate, Midrand.
Drinks will be served in the nearby VIP foyer.

Ihyou intendto come, please advise us as soon as passible so that arrangements can be macde
Joryouto be issuedwith avisitor’s card as the show isa strictly “trade only”” show andyou will not be admitted
t0 SARCDA unless coramgements foryour admission are made in advance.

Contact Frances Potter at the following rambers:
tel: 011 788 8748
faoe: 011 7880024
francespotter(@intekom.co.za
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MEMORANDO DE ENTENDIMENTO
entre
Aid to Artisans, Inc.

€

Este memorando de entendimento € assinado para, por, e entre Aid to Artisans, Inc. adiante
(designada por "ATA") com sede em 331 Wethersfield Avenue, Hartford, CT 06032, USA
e escritorio regional da Africa Austral na Av. Base N'tchinga, 725, Bairro da Coop, Maputo,
Mog¢ambique, e com

oficina

CONSIDERANDO, ATA ser uma organizagio sem fins lucrativos, oferece uma assisténcia
pratica a artesdos através de treinamento nas areas de desenvolvimento do produto, produgao
e comercializagiio com o objectivo de providenciar uma sustentabilidade econdmica e
beneficios sociais para os artesdos.

CONSIDERANDO, , que ocupa o nivel ”( para mais
detalhes quanto ao nivel, veja o apéndice)que trabalha com ,
desejar consolidar e desenvolver a sua empresa artesanal.

NESTES TERMOS E MUTUAMENTE ACORDADO QUE:

A ATA juntamente com o(s) artesdo(s) acordardo em e aderirdo, conforme viavel, a um
programa de trabalho.

A seguir serfio os topicos que poderdo ser cobertos nos workshops da ATA. Os artesdos irdo
participar em algumas ou em todas as sessdes. A participagdo dos artesdos sera determinada
pelo staff da ATA e sera baseada nas necessidades e no potencial dos artesdos. As areas de.
formagfo da ATA incluirdo, mas nio se limitarfo a:

1. Desenvolvimento e Concepgio do Produto Destinado ao Mercado: Membros do pessoal
da ATA e consultores desenhadores e de mercado da ATA trabalhardo em estreita
colaboragio com o(s) artesfo(s)/empresa artesanal para o desenvolvimento e
melhoramento da comercializagdo e da qualidade de seus produtos. Os produtos serfio
seleccionados pela equipa de comercializagdo da ATA antes de participagdo em qualquer
evento comercial organizado pela ATA.

1.1. A empresa/artesdo tem por obrigagio, a responsabilidade de comparticipar com o
montante de US$16,00 nos custos pela criagdo de uma nova linha de produtos e/ou pela
capacita¢io na drea de produgio,



2. Formagdo em Comercio de Artesanato: Formagdo sobre o custo/preco, técnicas de
produgio, controle de qualidade, embalagem, exportagio, servico de compra e gestdo de
comércio de artesanato.

2.1. Ataxa de participagdo dos artes@ios nos workshops da ATA realizados a nivel
nacional é de US$ 9,00 por dia.

2.2. As taxas de participagdo de artesfios em outras formag¢des da ATA fora de
Mogambique, podem ser consultadas no apéndice.

3. Ligagdes Comerciais: A ATA ira trabalhar no sentido de fazer ligagdes comerciais a
nivel local, regional ou internacional para os produtos aprovados pela ATA.

3.1. A empresa/artesdo, devera pagar uma taxa de US$20,00 para participar na feira
anual local.

3.2. A empresa/artesdo, devera pagar uma taxa ainda ndo estipulada até ao presente
momento, € logo que estipulada ser-lhe-4 avisado com antecedéncia de 30 dias.

3.3. A empresa/artesdo sujeita-se a uma multa pelo atraso na entrega das encomendas
nos prazos estipulados a data da recepgao( para mais detalhes, veja o anexo).

Em troca da formacio e ligaciio de mercado, os arteséos irdo responsabilizar-se pelo
seguinte:

e Honrar o Memorando de Entendimento e honrar o desenvolvimento do seu negdcio.

¢ Comunicagdo regular e pontual com a ATA e com os compradores quando, necessario.

e Participagdo em sessdes de monitoriza¢do e de avaliagdo a serem levadas a cabo pelo
pessoal e/consultores da ATA. Estas requererdo o preenchimento de formulérios de
avaliagdo e encontros com quaisquer outros avaliadores.

e Partilha de informagio comercial, incluindo o mapa mensal de registo financeiro.

e Partilha de qualquer outra informag@o que a ATA necessite para desenvolvimento do seu
programa de formagéo artesanal em Mogambique e avaliagdo da realizagdo do projecto.

ALTERACOES

a) De acordo com a monitorizag¢do mensal que a ATA faz, trimestralmente se fard uma
revisdo para reenquadramento do nivel do seu grupo.

b) A ATA reserva-se o direito de proceder as alteragdes as taxas acima referidas,
avisando-o com 30 dias de antecedéncia.

DURAGCAO DO MEMORANDO DE ENTENDIMENTO

Este memorando de entendimento revoga o anterior e entra em vigor a partir da data de sua
assinatura, , no entanto produzira efeitos retroactivos a partir de 1 de Margo de 2001 e devera
cessar por uma das seguintes razdes:



a) Este memorando de entendimento podera ser terminado por qualquer uma das partes por
escrito com 30 dias de antecedéncia. A nota tem de descrever todos os motivos e datas da
retirada.

b) Pelo cumprimento do programa e objectivos do projecto.
COMO TESTEMUNHA, as partes aqui identificadas, através de seus oficiais devidamente

identificados, assinaram este acordo em duplicado, devendo considerar-se cada um deles
original, que entrara em vigor no dia € ano abaixo indicados:

Aid to Artisans, Inc.

Posigdo Posigio

Data Data



APENDICE

l. Niveis de Grupos para o Memorando de Entendimento da ATA

Grupo A:
Minimo de 3 encomendas para exportagdo com um valor superior a US$ 2.500 a saida

da fabrica e que tenha um Memorando de Entendimento com a ATA.

Os membros do Grupo A terdo de produzir trés amostras de qualquer nova linha de produto,
duas das quais deverdo ser entregues a ATA e a terceira devera permanecer na empresa
como amostra de controlo de qualidade, ndo podendo ser vendida. Todos os custos (100%)
de produgao das amostras deverao ser suportados pela empresa de artesanato.

A emnpresa devera ter uma conta bancaria.
A empresa devera ter registos contabilisticos escritos apresentando vendas, despesas e
lucros, por més.

Grupo B:
Minimo de 1 encomenda para exportagao com um valor compreendido entre US$ 700

e US$ 2.499 a saida da fabrica e que tenha um Memorando de Entendimento com a
ATA.

Os membros do Grupo B terdo de produzir trés amostras de qualquer nova linha de produto,
duas das quais deverao ser entregues a ATA. A ATA pagara 2 das 3 amostras de linhas de

produto, enquanto a terceira sera contribuigdo do artesdo e permanecera na empresa como
amostra de controlo de qualidade, ndo podendo ser vendida.

A ernpresa devera ter uma conta bancéaria.
A empresa devera ter registos contabilisticos escritos apresentando vendas, despesas e
lucros, por més.

Grupo C:
Nivel de entrada, sem encomendas para exportagdo a data ou com um Minimo de 1

encomenda para exportagio de valor inferior a US$ 700, que tenha recebido apoio de
concepgao e tenha um Memorando de Entendimento com a ATA.

Os membros do Grupo C deverdo produzir trés amostras de qualquer nova linha de produto,
duas das quais deverdo ser entregues a ATA. A ATA financiara adiantadamente 50% dos
custos de produgao das trés amostras das linhas de produto solicitadas, pagando o
remanescente no acto de entrega. A ATA ficara com 2 das amostras e devolvera a terceira
a empresa, que a devera manter como amostra de controlo de qualidade, ndo podendo ser
vendida.

A empresa devera manter registo das vendas mensais.

Os membros do Grupo C nao poderado permanecer neste nivel mais de um ano, nem se
atingirem os critérios dos Grupos B ou C. Se uma empresa ndo conseguir «a promog¢do» ao
nivel seguinte apds um ano, deixara de receber 0 apoio do designer da ATA e né&o
participara mais em feiras internacionais até conseguir demonstrar a sua capacidade
concorrencial, embora possa continuar a participar nas acgdes de formagao da ATA.
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Grupo D: .
Nivel de entrada, sem encomendas para exportagdo até a data e sem um Memorando de

Entendimento oficial. Participa em workshops de formagao mas nao recebera apoio
especifico de concepgédo ou de ligagdo a mercados.

. DATAS-LIMITE

Devido ao desafio que se coloca aos artesdos no cumprimento de prazos, estabelecemos
um conjunto de critérios que serao utilizados como um incentivo para cumprir tais prazos. O
_que se segue é aplicavel a todos os grupos que receberam encomendas para exportagao
devido aos esforgos da ATA.

Se o valor da encomenda a saida da fabrica for...

Inferior a US$ 100 — a empresa pagara uma multa de US$ 5,00 por cada semana (semana
laboral) de atraso

De US$ 101 a US$ 500 — a empresa devera pagar 0,2% do valor da encomenda por cada
dia de atraso.

De US$ 501 a US$ 1.500 — a empresa devera pagar 0,15% do valor da encomenda por
cada dia de atraso.

Mais de US$ 1.500 — a empresa devera pagar 0,1% do valor da encomenda por cada dia
de atraso.

Por exemplo, um artesdo tem uma encomenda no valor de US$ 50 e atrasa-se uma
semana; num caso destes, devera pagar uma taxa de US$ 5,00. A ideia subjacente é a de
que se a encomenda é de um valor inferior a US$ 100, entdo é porque se trata de uma
encomenda pequena e o artesdo devera ser capaz de a terminar dentro do prazo.

Se um artesdo tem uma encomenda de US$ 350 e se atrasar cinco dias, entido
devera pagar uma multa de $3.50.

Se um artesdo receber uma encomenda de US$ 1.000 e se atrasar cinco dias, entdo
devera pagar uma multa de US$ 7,50.

Se um artesdo receber uma encomenda de US$ 2.000 e se atrasar cinco dias, entdo
devera pagar uma multa de US$ 10,00.

lll. FEIRA LOCAL DA ATA

Todos os artesdos, com ou sem um Memorando de Entendimento e independentemente do
Nivel de Grupo, deverdo pagar uma taxa de US$ 20,00 de participagdo na feira anual local
da ATA. A participagdo das empresas de artesanato dependera da qualidade e
exclusividade dos seus produtos, do prego competitivo e da capacidade de criar stocks.

IV. FORMAGAO

Os artesdos que participem localmente nas ac¢des de formagéo da ATA deverdo
comprometer-se com o seguinte:

¢ Disponibilidade para dar formagao aos seus funcionarios ou membros relativa
aos conhecimentos adquiridos no seu nivel de grupo durante as workshops
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» Disponibilidade para distribuir o Folheto de Educacgao informal da ATA aos
artesdos das suas provincias respectivas
e A taxa de participagédo dos artesdos nas workshops da ATA é de US$ 9 por dia.

Os artesaos que participem no programa de formagao em prontidao para o mercado da
ATA, nos Estados Unidos, deverao:
o fazer uma apresentagido a outros artesdos durante as workshops calendarizadas
da ATA
e viajar com dinheiro pessoal no valor de US$ 100, para cobrir 2 dias de estadia
em Nova York

V. DESENVOLVIMENTO DE PRODUTOS

Os artesdo deverao pagar US$ 16,00 por cada nova linha de produtos criada ou pela
capacitagdo na area da produgéo. Esta taxa devera ser paga apenas pelas empresas de
artesanato que tenham ja criado uma nova linha de produtos com o apoio da ATA.
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Small and Medium Enterprise Pan African Market Link Program

Memorandum of Understanding
Between

Aid to Artisans, Inc.
And

COMPANY NAME

This document represents the full understanding between COMPANY NAME with its
headquarters at COMPANY ADDRESS and Aid to Artisans, Inc. (hereafter “ATA”) with
its headquarters at 331 Wethersfield Avenue; Hartford, CT 06114 USA.

This document outlines and defines the responsibilities for implementing the activities
that are required to achieve the SME Pan African program objectives in August 2002 of
offering an African Market Readiness Training program and exhibition at the SARCDA -
Christmas 2002 Trade Exhibition (hereafter “SARCDA”) and the August 2002 New
York International Gift Fair (hereafter “NYIGF). The present document, when properly
executed by duly authorized representatives of COMPANY NAME and ATA, constitutes
an agreement between these two parties.

ATA’s Small and Medium Enterprise Pan African Market Link project is funded by a
variety of funders, including but not limited to, the IFC and AID. In keeping with the
terms of those grants and contracts, the standard provisions that apply to ATA are hereby
incorporated and made party of this sub agreement.

Therefore it is mutually agreed that:

1. PROJECT IMPLEMENTATION

ATA agrees to offer an African Market Readiness Training program and supply

exhibition space at the SARCDA and NYIGF trade shows in August 2002 to COMPANY

NAME for the sum of $250 US dollars. The sum of $250 represents a reduced rate for

training program and trade show participation. In order to receive this special rate

- COMPANY NAME agrees to pay in a timely manner as per the schedule outlined on
page 6. For this sum, ATA and COMPANY NAME agree to be responsible for the

following:

Trade Show Activities

Negotiations with the SARCDA and NYIGF fair management
ATA will be respon51ble for arranging and paying for the booths, utilities and drayage,
and general supervision.
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Supplying finished booth space with appropriate display items
ATA will be responsible for providing backdrops pedestals, lighting, drapes, signage and
flooring for both the SARCDA and NYIGF shows.

Samples for exhibition at trade shows
Your company will be responsible for all costs associated with the production of all
samples (including counter samples) prepared for the shows.

Labeling your samples A
Prior to shipping your samples to NYIGF and SARCDA, you will be responsible for
printing and affixing to each on€ of your samples, a clearly identified sticker printed with
the product code number. Labels should be affixed on the product and not on the packing
materials. An extra set of your product code labels should be included in your sample
shipment in case the labels detach during shipping.

Arranging shipping of samples to and from the NYIGF & SARCDA trade shows
Your company will be responsible for arranging shipment and all necessary
- documentation of your samples to and from the NYIGF and SARCDA trade shows.

ATA will be responsible of your sample shipment costs to both the NYIGF and
SARCDA trade shows, including import and fair handling charges. ATA must pre-
approve the freight charges prior to your shipment. Your sample shipments must be sent
Freight Prepaid. Upon receipt of an invoice based upon the agreed freight charges, ATA
will reimburse your company for shipping to the shows only. Shipments sent without
prior ATA approval of freight charges, will not be accepted.

Your company, not ATA, will be responsible for all costs associated with shipping your
samples from the NYIGF and SARCDA shows back to COMPANY COUNTRY. After
the show closing your company is also responsible for arranging for return transport of
your samples back to COMPANY COUNTRY or for arranging for local storage or for
arranging selling/offering your products outside exhibition hours after the show. Please
note that SARCDA management strictly prohibits selling off samples from the booth
during the exhibition.

Aid to Artisans will notify your company with the exact dates for shipping and receipt of
your samples. If samples are not received by the advised date, your exhibition space will
be forfeited. ATA will send you specific sample shipping instructions and information.

Set-up of the booth, merchandising and booth display -

ATA merchandising staff will recommend the most marketable products from your line
for you to send for exhibition in the NYIGF and SARCDA booths. ATA merchandising
staff will be responsible for unpacking your samples as well as the initial placing of your
products in the NYIGF and SARCDA booths. ATA will be responsible for booth
merchandising and final display of your products. ATA reserves the right of final
approval of the product selection and booth display.
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Breakdown of the booth and disposition of samples

ATA staff or hired personnel will be responsible for repacking your samples at the close
of the NYIGF and SARCDA shows. Your company will be responsible for arranging the
disposition of your samples (return transport, storage, selling off outside the show etc),
therefore, it will be required that you advise ATA of your plans so that we may facilitate
the return of your samples accordingly. If you do not advise ATA of this information,
ownership of your products will be forfeited to ATA. ATA will advise you the deadline
date by which we need to receive your instructions.

Promotional material ‘

"ATA will be responsible for compiling a mailing list of buyer clients. ATA will be
responsible for producing and mailing promotional material to buyers for both the
NYIGF and SARCDA shows.

Price lists

ATA will be responsible for creating and printing FOB price lists for your company to be
distributed to buyers at the show. You will be responsible for sending to ATA your FOB

price lists in US dollars. Your price lists should also include your product codes, product

description, dimensions, colors, minimum initial purchase order amount and your sample
order minimum order. ATA will also provide you with recommended sales terms.

Product visuals and business cards

Your company will be responsible for creating and printing product visuals (such as
brochures, catalogs, product sheets) and business cards to be distributed to buyers at the
show. We recommend you print 100 copies of your product visuals and 200 business.
cards for distribution at the shows. You will be responsible for sending copies of the
materials to ATA (for the NYIGF) and sending or hand carrying copies of the materials
to South Africa (for SARCDA). ATA will advise you of exact dates by which we need to
receive the product visuals and business cards. v

Sales staff and customer service ' ‘

ATA will be responsible for supplying sales staff for NYIGF and SARCDA who will
provide continuous coverage of your products in the booths for the duration of the fairs.
The ATA sales staff will handle all sales inquiries and will take any orders on behalf of
your company. '

Fulfillment of sales orders

The NYIGF and the SARCDA fairs are both wholesaler shows selling to individual retail
stores. Your company will sell at wholesale prices. Therefore sales orders written need to
be received and distributed by an importer. If you have an existing importer in the US or
South Africa, we can negotiate if ATA will act as your importer. If you do not have an
existing importer in the US or South Africa, ATA will act as your interim importer. If
ATA acts as your importer, ATA will be responsible for payment of goods and final
distribution to the retail customers. ATA will be responsible for compiling all sales orders
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into one purchase order and submit it to your company. The wholesale mark-up must be
approved by ATA.

Inquires from importers

If you receive an inquiry from an importer interested in establishing a direct import
relationship with your company, ATA will supply both parties with pertinent contact
information.

Sales information and marketing leads

Your company will be required to share with ATA all sales information and importer
marketing leads (such as names of buyers, actions taken from leads) resulting. from the
NYIGF and SARCDA shows or from other sales inquiries resulting from ATA product
development outside of the shows. The information will be requested from youon a
quarterly basis for the duration of the SME Pan African Market Link program.

Training Activities

African Market Readiness Training

ATA will be responsible for organizing an African Market Readiness Trammg Program
(MRT), which will include seminars, presentations and guided SARCDA trade show and
store tours. The African MRT will be a 3-day program (Aug. 22-24, 2002) held in South
Affica.

ATA will be responsible for all MRT fees and costs (i.e. training materials, presenter
fees, fair entrance badges), which will cover 1 representative from your company to
attend the MRT program. Your company is limited to sending only 1 representative to
attend the African MRT program. Your company representative is expected to attend and
participate in the seminars and tours planned for the African MRT program.

ATA will provide transportation for the MRT group for the guided tours and transport
to/from the hotel and the MRT room at the SARCDA exhibition hall. ATA will send you
further information regarding the African MRT program. ATA reserves the right to make
any changes in the MRT program content or schedule.

Hotel accommodations

ATA will be responsible for arranging and paying for hotel accommodations in the area
of SARCDA for 1 representative from your company (arrival 8/21/02, departure 8/25/02)
to attend the African Market Readiness Training program and associated activities. Hotel
accommodations will be double occupancy rooms to be shared with other program
participants.

You will be responsible for any hotel charges other than room charges, including but not
limited to: telephone, fax or internet charges, room service or mini-bar charges, laundry
or valet services, video/movie rental, and transportatlon (other than what is provided by
ATA as noted above).
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Other costs for fhe African MRT and SARCDA
You will be responsible for all costs associated with airfare, visas, meals and personal
insurance for your company representative to attend the African MRT in South Aftica.

If you decide to send any additional company staff or representatives to attend the
NYIGF or SARCDA trade shows, you will be responsible for all costs associated with
that person(s), including but not limited to - airfare, fair entrance tickets, hotel
accommodations, transportation, visas, meals, and personal insurance.

2. USE OF PROPRIETARY INFORMATION

Each of the parties agrees that it will use reasonable efforts to protect the proprietary
information of the other party. Disclosure of such information shall be restricted to those -
individuals who are participating in the project efforts identified herein.

Neither party shall be liable for the inadvertent or accidental disclosure of proprietary
information if such disclosure occurs despite the exercise of the same degree of care as
such party normally takes to preserve and safeguard its own proprietary information.

The provisions under this heading shall survive any Agreement termination for twelve
months.

3. PAYMENT SCHEDULE
Total payment for your August 2002 African MRT program, SARCDA and NYIGF
participation is US $250.00 duc on July 15, 2002. This fee is non-refundable.

If the total payment is not received by July 15, 2002, the booth space will not be held for
you. :

Please remit payment via wire transfer to:
Aid to Artisans, Inc.
Account # 9369202201

Fleet Bank

781 Farmington Avenue
Farmington, CT 06032
USA

ABA¥# 011900571

In the alternative, payment may be made using MasterCard, Visa or American Express
credit cards. Please provide the following information:

Credit Card (please check): MasterCard Visa - American Express
Other (please advise name of card) _
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Credit Card Number:
Expiration Date:
Name as it appears on Card:

4. DURATION OF THE AGREEMENT

This Agreement shall be in full force and effect from the date hereof and shall be
terminated in writing upon the advent of any one of the following:

a. Termination of funding or change in funding that augments or impedes the Small
and Medium Enterprise Pan African Market Link project.

b. Any significant change in the financial capability of either party, Wthh in the
opinion of the other party, seriously affects the party’s ability to fulfill its
responsibilities under this Agreement.

c. Conclusion of the Small and Medium Enterprise Pan African Market Link project.

IN WITNESS THEREQOF, the parties hereto, through their duly authorized officials,
have executed this agreement in duplicate, each of which shall be considered an
original, effective as of the day and year shown below:

Signature: Name, Title ‘ ~ Date
Company Name ‘

Address

Aid to Artisans, Inc. Date

Please sign and fax this MOU by Wednesday July 3, 2002
to Mai-Ning Thayer at ATA, fax# 860-947-3350
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Memorandum of Understanding
Between

Aid to Artisans; Inc
And
The BAT shop

This Memorandum of Understanding (hereinafter “Agreement”), and its attachment #1 “ATA/
BAT Shop Financial Understanding” are entered into by and between The BAT shop, 45 Matitime
Place, Small Craft Harbour, P.O Box 6064, Durban 4000, South Africa and Aid to Artisans, Inc.
(hereinafter “ATA") with its corporate headquarters at 331 Wethersfield Avenue, Hartford, CT
06114 USA.

WHEREAS, Aid to Artisans is a non-profit organization with programs in Africa, Europe, Central
and Latin America and recently began the second phase of its program in southern Africa.

WHEREAS, The BAT shop is a for - profit, Craft Development and Marketing enterprise that
provides setvices to rural crafters and helps them market their products.

WHEREAS, ATA and the BAT shop wish to define their mutual rights and obligations in
connection with the BAT shop’s provision of institutional and financial support and ATA’s
partnering relationship with the BAT shop’s work in South Africa.

WHEREAS, ATA recognizes the BAT shop’s experience in marketing South African products and
wishes to join efforts to increase the range of services offered to artisan enterprises and the number
of enterprises assisted.

ATA has received a grant # HFP- A-00-01-00023-00 from the US Agency for International
Development for the purpose of assisting artisan enterprdses in southern Africa. Implementation of
this grant requites the signing of this subordinate agreement between ATA and the BAT shop. In
keeping with the terms of the grant between ATA and USAID, USAID’s standard provisions that
apply to ATA are hereby incorporated and made party of this sub-agteement.

IT IS MUTALLY AGREED THAT:

1. Project Implementation

The BAT shop offices in Durban, South Africa will be the base of operations for ATA’s Pan-
African Artisan Enterprise Development (PAED) country program in South Africa in addition to
the Marketing Coordinator who will be based in Johannesburg.
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During the life of this PAED project # HFP- A-00-01-00023-00, as it relates to South Africa
(October, 2001 — September, 2006), ATA will offer the BAT shop and their associated
artisan enterprises:

11 Market — Driven Project Development and Design Workshops: Artisan enterprises
identified by the BAT shop and ATA will participate in design workshops. Members of
ATA staff and ATA consultants will work hand in hand with the artisans/artisan enterprises
to develop and improve the marketability and quality of their products. Products will be
merchandized by ATA’s marketing team prior to participation in any ATA-related marketing
activities.

1.2 Craft Business Training: Trainings will be offered in costing/pricing, production
techniques, quality control, packaging, exporting, customer service and craft business
management. Trainings will be conducted by ATA consultants and staff.

13 Market-link: ATA will subsidize exhibit space at local, regional and international Gift Faits
for artisan enterprises who have received design and business training.

14 Institutional Strengthening: Members of BAT staff will be trained with a goal of overall
capacity building for BAT shop.

During the life of the PAED project # HFP- A-00-01-00023-00, as it relates to South Africa
(October, 2001 - September, 20006), the BAT shop will provide the following assistance to the
PAED program and ATA:

15 Coordination: BAT shop will advise on activities, people and institutions and will
coordinate day to day activities.

1.6 Identification: The BAT shop will assist AT'A in identifying artisan producers and assessing
their training needs and in identifying and assessing South African designers.

17 Monitoring and Evaluation Efforts: The BAT shop will share business information,
including monthly sales figures and buyer contacts to help ATA monitor and evaluate their
interventions.

1.8 Information sharing: The BAT shop will share other relevant information ATA might
need to develop its craft training program in South Africa and measure accomplishments of
the project. '

1.9 Protocol: All communication with funding organizations, including USAID, will be routed
through ATA, and/or communicated in conjunction with ATA..

110  Financial Understanding: The BAT Shop and ATA will provide financial support for key
activities as outlines in Attachment #1 “ATA/ The BAT shop’s Financial Understanding”.
This support will be a combination of cash and in-kind donations.

BAT shop will invoice ATA quarterly for expenses and provide a financial report of
expenses and in-kind contributions
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1.9 Fundraising: ATA and BAT shop will jointly pursue funding leads and attempt to develop
proposals that meet agreed upon objectives. ATA will take the lead on US funders and BAT shop
will pursue SA funders.

2. Non Solicitation Agreement

During the term of this Agreement, neither party involved shall, directly or indirectly, hire or
attempt to hire any employee of the other party by any means other than a subcontract arrangement
with the other party for a period of six months after this agreement is terminated except by mutual
consent in writing.

3. Use of Proptietary Information

3.1 The patrties anticipate that in order to perform this agreement, it may be necessary for either
party to transfer to the other information of a propdetary nature. Proprietary information shall be
clearly identified at the time of disclosure; provided however, that all information relating to the
cost/price structure is determined to be proprietary whether or not identified.

3.2 Each of the parties agrees that it will use reasonable efforts to protect the propretary
information of the other party. Disclosure of such information shall be restricted to those
individuals who are participating in the project efforts identified herein.

3.3 Neither party shall be liable for the inadvertent or accidental disclosure of proprietary
information if such disclosure occurs despite the exercise of the same degree of care as such party
normally takes to preserve and safeguard its own proprietary information.

3.4 The provisions under this heading shall survive any Agreement termination for twelve months.

4. Restrictions

4.1 This agreement shall relate only to the Pan-African Artisans Enterprise Development (PAED
project) and to no other effort being currently undertaken by the parties jointly or separately.

4.2 This Agreement may not be assigned or otherwise transferred to a party.

4.3 This Agreement shall not preclude either party from bidding or contracting independently from
the other on any other Funding Agency or industry program

5. Duration of the Agreement
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This Agreement shall be in full force and effect from the date hereof and shall be terminated upon
the advent of any one of the following:

a) By mutual agreement of both parties in writing.

"b) Any significant change in the financial capability of either party which, in the opinion of
the other party, seriously affects the party’s ability to fulfill its responsibilities under this
Agreement.

c) Termination of grant, or grants by Funder. Aid to Artisans may unilaterally termninate
this agreement in whole or in part if Funder exercises their termination rights in
accordance with the provisions of the referenced grant.

d) This MOU will be in effect for the period of 12 months, October 1% 2001 to September
30" 2002, at the end of which it will be reviewed and changed if necessary.

IN WITNESS THEREQF, the parties hereto, through their duly authorized officials, have executed
this agreement in duplicate, each of which shall be considered an onginal, effective as of the day and
year shown below:

The BAT shop Aid to Artisans, Inc.
Marisa Fick - Jordaan Keith Recker
Manaping Director Executive Director
Date Date
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ATTACHMENT 1 - ATA/ BAT shop’s Financial Understanding

The objective of this attachment is to highlight direct support BAT shop and ATA have
agreed upon. It is not a comprehensive list of the services each partner will provide or
the value attached to those services.

All expenses submitted for advance or reimbursement, must be directly related to the
PAED program. Expenses not listed below must be approved by ATA prior to being
expended and/or reimbursed.

ATA’s Direct Support to PAED

In acknowledgement that BAT shop will incur additional office related expenses while
implementing the PAED program, ATA will provide the following support and financial
contribution upon receipt of advance requests and financial report.

$75.00/month for courier.

$300.00/month for office supplies.

$300/month for communication expenses.
$1000/month towards the expenses of BAT staff.

In addition, ATA will provide reimbursement for, or purchase of, a computer, printer,
digital camera up to $3500 for use by the PAED program and BAT shop. Some payment
for domestic travel, as agreed upon.

BAT shop’s Direct Support to PAED

BAT shop will provide/pay for local transport and translator services for ATA
consultants and ATA staff ( PAED Regional Field Director, Regional Marketing
Coordinator, ATA Executive staff) in South Africa.

BAT shop will pay for computer support, copier access, utilities, communication expense
for the PAED project if expenses incurred are above and beyond ATA’s stated
commitment detailed above.

BAT shop will provide furnished office and warehouse space to PAED program
estimated at $ 600 a month.



Financial Profile of the PVO
September 30, 2002

Year 1
A. Total ATA Expenditures 2001-2002
Small Project Grants 35,274
Training 78,516
Program Management 4,186,017
Indirect Costs 502,958
TOTAL WORLDWIDE PROGAM 4,802,765
Year 1
B. Sources of Funds
AID Matching Grant 567,287
Private
Host/Other Gov. 290,100
Other AID Grants/Contracts 2,583,511
Other US Gov.
Other
Corporation/Foundation 675,577
Individual Contributions 306,227
Misc. 380,063
TOTAL 4,802,765
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© PVO PROJECT REPORTING INFORMATION
ON AID SUPPORTED PVO PROJECTS
: Project Infoxmation
Name of Organization

_A_id tn Ar‘i--iqm"\q Tne .

HFRieR 21 _00023-00 : Grant/Contract Number |

Staxi Date (MM/DIVYY} End Date Q834/DD/YY) AID Project Officer’s Name
Mary Herbert

10/1/01 - 8/30/02
AID Obligation Bv AID 1]
FY A_ll\‘flqé)UNT Y AMOUNT
' <UUT 20U g 9,Uhs
b

s
s

- Project Purpesc . .
business Capacity and Sustainability of African Craft Business

' _-COUNTRY INFORMATION :
: X, ocation in Country (Resgion, Distyict, Village) |
' Maputo, Mozambique

Local Counterpart/Host Counivy Agency

£ 1A Joa Ton

Core

FVO Represcatative's Name

Sonu Rangnekar

COUNTRY FUNDING INFORMATION,
Year  2001-2002

’%288’,‘5

INKIND TI680

LOCAL

TOTAL AAQ23%
Em?mn(Heﬂwrﬂunpnﬁu&puqm&&

2

I

|

|
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| =
|

|

|
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: FOR OFF¥ICIAL USE ONLY.
on TYPE SUBPROJ
FUND TYPE
%YC I3 TECH CODE :
PROT OFFC NON ADDL NON ADDZ

AID 1550-11 (3-85)
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I Cooperative Agreement No. HFP-A-00-01-00023-00

PYO PROJECT REPORTING INFORMATION
ON AID SUPPORTED PVO PROJECTS

I Pruoject Information
Aid ko Artisasps,Inc.
Project Namber ‘ Grant/Coatract Nenher
HEP=A-0Q-01-00023-00
Start Date (MM/DIVYY) End Date (HM/DI/TY) ALD Project Officer’s Name
1Q/1/01 9/30/02 . Mary Herbert
AID Obligation By ATD FY (5000}
FY AMOUNT FY AMOUNT
l 20012002 S 278 767 :
s
s S
S 3
Project Purpose

‘Agribusiness Capacity and Sustainability of African Craft Business

COUNTRY INFORMATION :
l Comtry ' L acation in Country (Region, District, Village)
Mozambique ' Maputo, Mozambique
PVO Representative’s Name Local Counterpart/Hoat Couniry Agency

Scnu Rangnekar

COUNTRY FUNDING INFORMATION

Yeur_ 2001=-2002 )

AIDS_ 287 (04

PVCs 504,147

INKIND __3_A00

LOCAL

TOTAL 620,836
Purpose (if other than project purpasc)

Statua

BPVoTYRE SUBPROJ
APPN FUND TYPE
CNTRY CODE TECH CODE :
PROJ OFFC NON ADD1 NON ADDZ
AID 1550-11 (8-85) .

I FOR OFFICIAL USE ONLY

Page 66 of 66
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Cooperative Agreement No. HFP-A-00-01-00023-00

PVO PROJECT REPORTING INFORMATION
ON AID SUPPORTED PYO PROJECTS

Project Informadion

Name of Organization |
Aid tao Arptisans, Inc,
Grant{Contract Number

BpiectNumben 1 _00023-00 -
AID Project Officer's Name

Start Date (MM/DIVYY) End Date Gf3/DD/YY)
Mary Herbhert

10/1/01 = 9/30/02
AID Ohligation Bv AID FY_(5060)
Y AMOUNT

Einie

FY
ZU0T=2UUL

o [ fon Jon
A Jun fua fon

P Prrpose
Aégfﬁﬁs1ness Capacity and Sustainability of African Craft Bu51ness

|
COUNTRY INFORMATION
l Comntry ) L acation in Country (Region, District, Village)

Mapubto, Mozambigue

South Afrina
FVO Representative's Name Local Countterpart/Host Coontry Agency

Sonu Rangnekar

COUNTRY FUNDING INFORMATION

Year 2001~ 2002

AIDS _ce noo
PVOS 4,255

INKIND 27,3OQ

LOCAL
TOTAL 8, 784’112% 374

chfﬂeﬂrrﬂunpmsm!mm!

Statos

FOR OFFICIAL USE ONLY

PVO TYPE P10 ;150510
APPN FUND TYPY,
CNTRY CODE TECHCODE _____

NON ADD1 NON ADD2

PROJ OFFC
AID 1550-11 (5-85)

Page 66 of 66
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B cooverative agreement No. BFP-a-00-01-00023-00

I PYO PROJECT REPORTING INFORMATION
QN AID SUPPORTED PVO PRCIECTS
I Pruject Information
KlJ %3 Arblsans, Inc.
B ) -01-00023-00 - Gront{Cantract Namber
W ﬁWWM}’) Officer's Name
I sa?m D 51’ : Mary H‘e;?ber tr )
OMA&W} — :

FY
2001 =2007 s 98"'240

M jia loh
oA 1 Ja fon

Project Parpose
Agribusiness Capacity and Sustainability of African Craft Business

) . COUNTRY INFO%TION .
Comiry i L acation in Coentry (Region, District, Villase)

Tanzania Maputo, Mozambique
PVQ Represcotative's Name Local Cousterpart/Host Country Agency
Sonu Rangnekar -

COUNTRY FUNDING Momnoxv

Yer 2001-2002
AlDs 00, 404
VoS - 54,590,

INEIND
LOCAL
TOTAL 9%, 074
Purpose (if sther than project parpose) .

YRES

FOR OFFICIAL USE ONLY
PVOTYPE SUBPROY
FUND TYPE
mgx CODE ~ ‘TECH CODE .
PROJ OFFC NON ADD1 _NON ADDZ

AID 155011 (8-85)

I Statas

Page 66 of 66
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T T T T T T T T
PAED Project
Budget to Actual Yr One
To September 30, 2002 (r10/9/02)
I I
Core Strengthening Mozambique
Line item AID Total Exp Bal PVO PVO AID Total Exp Balance PVO PVO
Budg 8/30/02 Budg Actual g 9/30/02 Budg Actual
|._Program El t
a. 74,894.00 108,566.15 -33,672.15 120543 118,088.50 97,566.00 118,999.19 -21,433.19 14500 45,664.20
b. Fringe Benefits 0.00 0.00 0.00 14,585.00 0.00 14,585.00
c. Travel, Transp, Per Diems 3,490.00 12,830.78 -9,340.78 2640 26,844.00 15,170.64 11,673.36 25747 23,045.00
d. Subcontracts 0.00 0.00 0.00 487645 10,890.00 0.00 10,890.00 10890 11,400.00
. Other Diract Costs 3,299.00 16,320.84 -13,030.84 13900 ‘ 32,097.00 41,189.99 8,192.09 41847 89,084.97
SUBTOTAL: Program El 81,683.00 137,726.77 -56,043.77 137083 193,730.33}, 182,882.00]  175,350.82 7,522.18 92984 170,084.17
il. Training

a. Workshops 14,000.00 0.00 14,000.00 3500 13,037.78] 11,000.00 5,250.00 5,750.00 11000 29,894.00)
b. Salarles 18,865.00 210.00 18,655.00 10753 . 0.00 0.00 0.00
¢. Travel, Transport, Per Diems 637500 523185 1,143.45 23200 1,749.9 6,240.00 12,216.84 -5,976.84 21085 14,346.00
d. Other 1,500.00 208.98 1,201.02 13400 6,375.00 19,100.26 -12,725.26 4875
SUBTOTAL: Training 40,740.00 5,650.53 35,080.47 50853 15,687.76 23,615.00 36,567.10 -12,952.10 36960 44,240.00

1tl. Procurement
a. Consultanci 0.00 0.00 0.00 0.00 1,200.00 -1,200.00 15,742.00
b. Vehicles and Equipment 0.00 0.00 0.00 3,300.00 748.00 2,552.00 5300 20,000.00
¢. Supp : 1,000.00 0.00 1,000.00 3600 1,390.00 0.00 1,390.00 1990 3,865.03
SUBTOTAL: Procurement 1,000.00 0.00 1,000.00 3600 0.00 4,690.00 1,648.00 2,742.00 7290 39,607.03
SUBTOTAL: Direct Exp 123,423.00 143,377.30 -19,954.30 191536 208418.08 211,187.00 213,874.92 -2,687.92 137234 253,941.20

IV. Indirect Costs 39,635.00 47,329.92 -7,604.92 61292 69,107.97 67,580.00 69,219.32 -1,639.32 43915 83,800.60
SUBTOTAL: Indirect Costs 39,635.00 47,320.92 -7,604.02 61292 69,107.97 67,580.00 69,219.32 -1,639.32 43915 83,800.60
TOTAL PROGRAM EXPENSES 163,058.00 190,707.22 -27,649.22 252828 278,526.06 278,767.00]  283,004.24 -4,327.24 181149 337,741.80
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: : 'PAED Pro]ec[t :
Budget to Actual
Tanzania South Africa
Line ltem AID Total Exp " Bal PVO AID Total Exp Bal PVO PVO Total Exp  |[TOTAL PVO
Budg 9/30/02 Budg: Budg 9/30/02 Budget Actual 9/30/02 ©/30/02
{ Program El

10,050.00 11,586.18 -1,536.18 10,050 2,400.00 14,241.67 (11,841.67) 6,413.00 253,393.19 183,186.79
b. Fringe Benefits 0.00 0.00 0.00 - 0.00 0.00 0.00 0.00 0.00]
c.Travel, Transp, Per Diems 10,330.00 8,773.76 1,656.24 13,330 2,134.00 8,319.67 (6,185.67) 2,889 45,094.85 23,045.00/
d.Subconts 2,200.00 0.00 2,200.00 2,200 0.00 0.00 0.00 5,000 0.00 16,276.45
. Other Direct Costs 35,654.00 431117 31,342.83 31,404 12,904.00 11,860.04 1,043.96 19,648]  36,192.00 73,691.04 207,888.26
SUBTOTAL: Program El t 58,234.00 248671141 33,562.89 56,984 17,438.00 34,421.38 | {16,983.38) 27,538 42,605.00 372,179.08 430,396.50

[Tki
a. Workshops 1,%50.00 1,988.00 -238.00 1,750 875.00 1,750.00 (875.00) 875 8,988.00 50,713.98}
Salari 0.00 0.00 0.00 0.00 0.00 0.00 210.00 14,346.00
c. Travel, Ransport Per Diems 8,440.00 9203.34 7,536.66 7915 1,900.00 2,380.63 {489.63) 4,300 5,438.00 20,741.36 11,154,098
d. Other 5,000.00 1,372.61 3,627.39 500 0.00 1,383.62 (1,383.62) 22,065.47 0.00
SUBTOTAL: Training 15,180.00 4,263.95 10,926.05 10,165 2,775.00 5,523.25 (2,748.25) 5175 5,438.00 52.004.83 76,214.96
1. Procurement
a.( ] 0.00 0.00 0.00 0.00 200\00 (400.00) 4,868.00 1,600.00 26,839.00
b. Vehicles and Equipment 0.00 0.00 0.00 0.00 0.00 0.00 748,00 20,000.00
. Suppli 1,000.00 0.00 1,000.00 1,000 200.00 0.00 200.00 3,800 0.00 3,865.03)
SUBTOTAL: Procurement 1,000.00 0.00 1.000.00 - 1,000 200.00 400.00 (200.00) 3,800 4,868.00 2,348.00 50,704.03
SUBTOTAL: Direct Ex; 74,424.00 28,935.06 45,488.94 68149 20,413.00 40,344.63 {19,931.63) 52,911.00 426,531.91 557,315.49
IV. Indirect Costs 23,816.00 9,548.58 14,267.42 21,808 6,532.00]  14,657.72 (8,125.72) 11,684 17,460.63 140,755.54 183,914.11

SUBTOTAL: Indirect Costs 23,816.00 9,548,558 14,267.42 21,808 6,532.00 14,657.72 (8,125.72) 11,684|  17,460.63 140,755.54 183,914.11
TOTAL PROGRAM EXPENSES 98,240.00 38,483.64 59,756.36 89957 26,945.00 55,002,35 (28,057.35) 48,197|  70,371.63 567,287.45 741,229.60
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ANARTE-MOCAMBIQUE — Associacao Nacional dos
Artesaos

ESTATUTOS

_ CAPITULOI )
DENOMINAGAO, SEDE, AMBITO E DURAGAOQ

Artigo1
Denominagao

A ASSOCIACAO NACIONAL DOS ARTESAQS abreviadamente por “ANARTE-
MOGAMBIQUE”, é uma pessoa colectiva de direito privado, sem fins lucrativos, dotada
de personalidade juridica e com autonomia administrativa, financeira e patrimonial,
constituida nos termos da lei em vigor na Republica de Mogambique, regendo-se pelos
presentes Estatutos e demais legislagao aplicavel.

_ Artigo 2
Sede, Ambito e Duragéo

1. A ANARTE - MOCAMBIQUE tem a sua sede na Cidade de Maputo, podendo, por
deliberagdo da Assembleia Geral, tomada por uma maioria simples dos seus
membros presentes e votantes, estabelecer delegagGes e/ou quaisquer outras formas
de representagdo social onde e quando o julgar conveniente, no territério nacional ou
no estrangeiro.

2. A ARTE-MOCAMBIQUE é uma associagdo de ambito nacional. A ANARTE-
MOCAMBIQUE.

3. A ANARTE;MOCAMBIQUE é constituida por tempo indeterminado, contando-se a
partir da data da sua constituigdo legal em associagdo, conforme as leis vigentes na
Republica de Mogambique.

CAPITULO II 5
OBJECTIVOS E ATRIBUIGOES

Artigo 3
Objectivos

1. A ANARTE-MOGAMBIQUE prossegue os seguintes objectivos:



a)

b)

c)

d)

g)

h)

i)

k)

Promover o desenvolvimento das actividades de produgio e
comercializacdo artesanal em beneficio dos seus membros;

Estudar e contribuir para a solu¢do dos problemas que interessam ao
desenvolvimento dos seus membros, contribuindo para a defesa dos seus
interesses;

Promover e realizar acgbes que contribuam para o conhecimento dos
problemas que afectam o desenvolvimento dos pequenos € médios artesdos
com vista a proporcionar solugdes concretas;

Promover e realizar acgbes que estabelecem para a capacitagdo dos seus
membros;

Promover o desenvolvimento da cultura artesanal, salvaguardando e
defendendo sempre e acima de tudo os interesses dos seus membros; junto ao
governo e outras instituicoes;

Participar ou contribuir para a divulgagio da actividade de produgdo e
comercializagdo dos produtos artesanais nos mercados internos e externos em
beneficio dos seus membros;

Promover e participar na concepgdo e materializagdo de iniciativas e
oportunidades de negoécios de ambito nacional, regional e internacional
favoraveis 4 projecgao dos artesdos e do artesanato, em particular dos seus
membros;

Promover e participar, apenas para sua sustentabilidade, na imp]ementagéo de
projectos de investimentos e outros de indole econdémica, wsando )
fortalecimento da capacidade institucional da associagao;

Promover o desenvolvimento de acgbes continuas destinadas ao
estabelecimento e ou manutengao da comunicagio entre os artesios, de modo
particular entre os seus membros;

Disseminar informagdes sobre a Economia de Mercado e a importincia do
artesanato para o desenvolvimento econémico, social e cultura de

Mogambique;

- Promover e defender a cultura de bom ambiente de negédcios, sobretudo no

seio dos artesaos.

Artigo 4
AtribuigGes

Na materializagdo dos seus objectivos, a ANARTE-MOGAMBIQUE propde-se,
designadamente, as seguintes atribuigGes:

a) Colaborar activamente com a Administragio Piiblica em todos os casos em que a

sua colaboracdo for solicitada ou proposta;



b) Desenvolver relagdes com entidades nacionais e internacionais, ptblicas e
privadas, que se revelem com interesse para a realizagio dos objectivos da

associagdo;
c) Filiar-se em associages, federagdes, uniGes, confederagdes e organismos
congéneres nacionais, regionais e internacionais, estabelecendo parcerias e

intercimbios com essas organizagoes de acordo com as suas necessidades para a
realiza¢io dos objectivos da associagao;

d) Contribuir para a divulgagdo da actividade econémica nacional e promover a
colocagio dos seus produtos nos mercados internos e externos, estimulando o

comeércio externo;
e) Organizar e desenvolver exposigdes de artesanato.

A ANARTE-MOGCAMBIQUE poderi ainda:

a) Constituir e administrar fundos destinados a fazer face as necessidades dos
membros afiliados, nos termos que vierem a ser regulamentados;

b) Ter participagoes financeiras em sociedades comerciais;
c) Angariar fundos em organizagOes nacionais e estrangeiras.
CAPITULO III
MEMBROS

SECCAOI
CATEGORIAS, ADIMISSAO E EXCLUSAO DOS MEMBROS

Artigo 5
Categorias dos Membros

Os membros da ANARTE-MOCAMBIQUE agrupam-se duas categorias distintas,

nomeadamente:

a) Membros Fundadores: os que tenha assinado a acta da reunido da Assembleia
Constituinte bem assim como a escritura piblica dos presentes Estatutos na data da
constitui¢io legal da ANARTE-MOGAMBIQUE;

b) Membros Efectivos — os que tenham aceitado os Estatutos da Associagio e,
simultaneamente, tenham sido admitidos para Membros da ANARTE-
MOCAMBIQUE nesta qualidade; e

¢) Membros Honorarios ~ os que tenham prestado relevantes servigo ao

desenvolvimento da cultura do associativismo e da actividade empresarial nacional,
tendo-se, simultaneamente, distinguido por servigos excepcionais prestados a
ANARTE-MOCAMBIQUE.



Artigo 6
Membros Efectivos; Formalidades de Admissio

Pode ser membro efectivo da ANARTE-MOCAMBIQUE qualquer individuo ou
pequena ou media empresa desde que satisfaga integral e cumulativamente os
seguintes requisitos:

a) Aceite os presentes Estatutos;
b) Tenha sido admitido nesta qualidade, pelo Conselho de Direcgdo da Associagio;

¢) Comprometa-se a pagar a jéia no momento da sua admiss3o e as quotas mensais,
bem como a cumprir com os deveres estabelecidos nos presentes Estatutos.

O pedido de admissdo na qualidade de membro da ANARTE-MOGAMBIQUE deve
ser feito por escrito, devidamente assinado e dirigido, pelo candidato, ao Conselho de
Direcgio da Associagdo, o qual, por sua vez, o dara a devida consideragao.

. Tendo o pedido sido favoravelmente considerado, o interessado sera admitido
provisoriamente na qualidade de membro efectivo da associagio sob decisdo de uma
maioria simples de votos dos membros presentes e votantes do Conselho de
Direcgao, cabendo ao respectivo presidente o voto de qualidade em caso de paridade.

. A decisdo do Conselho de Direcgdo da Associagdo que aprova a admissdo proviséria
na qualidade de membro efectivo da associagdo é notificada, por escrito, pelo
presidente do Conselho de Direcgio, ao membro efectivo provisoriamente admitido,
com o conhecimento dos outros membros da associagio.

A decisio da admissio provisdria do novo membro efectivo devera ser aprovada pela
Assembleia Geral, ap6s a qual aquele membro tomard a designagdo definitiva do
membro efectivo.

SECCAOII
MEMBROS HONORARIOS

Artigo 7
Membros Honorarios; Eleigdo

Os membros honorarios da ANARTE-MOCAMBIQUE sio eleitos pela Assembleia
Geral, sob proposta do Conselho de Direcgao ou de, pelo menos, um tergo (1/3) dos
membros efectivos, sendo a decisdo da Assembleia Geral tomada por uma maioria de
2/3 de votos dos seus membros presentes e votantes.

A decisio da Assembleia Geral da ANARTE-MOGCAMBIQUE que aprova a eleigdo do
Membro Honorério da associagao é notificada, por escrito, pelo Presidente da Mesa
da Assembleia Geral ao interessado, com o conhecimento de todos os membros da

associagao.



SECCAO III
JOIAS E QUOTAS

Artigo 8
Joias e Quotas

1. Todo aquele que for admitido na qualidade de membro efectivo da ANARTE-
MOCOMBIQUE esta sob a obrigagdo estatutaria de uma @nica vez e imediatamente
ap6s a notificagdo da sua admissdo na associagio, pagar a joia a favor da associag@o,
nos valores a serem estipulado pela Assembleia Geral.

2. Todos os membros efectivos da ANARETE-MOGCAMBIQUE estdo sob a obrigacao
estatutaria de, uma vez ao més, pagar as quotas, a favor da associagdo, no valor a ser
estipulado pela Assembleia Geral.

CAPITULO IV
DIREITO AVOTO.

Artigo 9
Direito a Voto

1. O voto é um direito de todo o membro efectivo da ANARTE-MOGCAMBIQUE, sendo o
seu exercicio um dever civico.

2, O direito a voto é igual, livre e secreto, cabendo cada membro efectivo um tnico voto.

3. Os membros honorarios ndo tém o direito a voto.

CAPITULOV
ORGAOS SOCIAIS

SECCAOI
MANDATO E OBRIGAGAO DO EXERCICIO DE CARGOS E RESPONSABILIDADE
PELOS ACTOS DOS MEMBROS DOS ORGAOS SOCIAIS

Artigo 10
Mandato dos Membros dos Orgaos Sociais

Nos termos dos presentes Estatutos, o mandato dos membros de qualquer 6rgdo social
da ANARTE-MOCAMBIQUE é de 3 (trés) anos.

Artigo 11
Obrigacao do Exercicio de Cargos

1. O exercicio de cargos em qualquer 6rgéo social da associagio é obrigatdrio.

2, Os membros dos érgdos sociais da ANARTE-MOGCAMBIQUE nio serdo remunerados
pelo exercicio dos respectivos cargos.



Artigos 12
Responsabilidade dos Membros dos Orgaos Sociais pela Pratica ou Omissao de Actos

Os membros de cada 6rgao social da ANARTE-MOCAMBIQUE tém poderes iguais e
estdo sob as seguintes formas de responsabilidade:

. Responsabilidade solidaria — pelos actos, cumulativamente, praticados e aprovados
pelo 6rgao social em que estes estejam a servir; e

. Responsabilidade individual — pelos actos praticados ou omitidos individualmente
no exercicio das fung¢Ges, por ineréncia do cargo.

. A responsabilidade dos membros dos érgios sociais da ANARTE-MOCAMBIQUE
cessa quando a Assembleia Geral aprove os seus actos.

) _ SECCAOII 3
ELEICAO E REELEIGAO DOS MEMBROS DOS ORGAOS SOCIAIS

Artigo 13
Elei¢do dos Membros dos Orgaos Sociais

Todos os membros dos 6rgdos sociais da ANARTE-MOCAMBIQUE sio eleitos pela
Assembleia Geral, mediante propostas apresentadas pelo Conselho de Direcgdo ou de
grupos de 10 (dez) membros efectivos da ANARTE cada, por uma maioria de 2/3
(dois tergos) de votos dos presentes e votantes.

. Os novos membros dos 6rgaos sociais da ANARTE-MOCAMBIQUE tomam posse
imediatamente apds a sua elei¢do, cessando, assim, o mandato dos membros

anteriores.

Nenhum membro da associagdo pode ser eleito, no mesmo mandato, para mais de
um 6rgao social da associagao.

. A Assembleia Geral que eleger os membros do Conselho de Direcgdo devera, por uma
maioria de 2/3 de votos dos membros presentes e votantes, indicar quem de entre os
membros deste Conselho assumird as fung¢Ges de presidente e Vice-Presidentes,
respectivamente.

Nos termos dos presentes Estatutos, o presidente do Conselho de Direcgdo é o
Presidente da ANARTE-MOCAMBIQUE.

. A Assembleia Geral que eleger os membros do Conselho Fiscal devera, por uma
maioria de 2/3 de votos dos presentes e votantes, indicar quem de entre os membros
deste Conselho exercera as fungdes de Presidente, vice-presidente e Vogal Efectivo,
respectivamente. '

Em caso de o niimero de componentes de qualquer érgio social da associagio seja
inferior 4 metade, proceder-se-a a elei¢do para o preenchimento dos cargos vagos até
ao final do mandato. A eleigdo efectuar-se-a4 dentro de 60 (sessenta) dias posteriores

a ocorréncia.



Artigo 14
Reelei¢io dos Membros dos Orgéos Sociais

Nos termos dos presentes Estatutos, é permitida somente uma tnica reeleigdo sucessiva,
para o mesmo 6rgdo social da ANARTE-MOCAMBIQUE.

N _ SECCAomm :
ENUMERAGAO, COMPETENCIAS E COMPOSICAO DOS ORGAOS SOCIAIS

: Artigo 15
Enumeragio dos Orgdos Sociais

Sdo 6rgidos sociais da associagao, nomeadamente a Assembleia Geral, o Conselho Fiscal,
e o Conselho de Direcgio.

1.

a)

b)
c)

d)

e)

g)

h)

Artigo 16
Competéncias dos Orgdos Sociais

mpete 4 Assembleia Geral:

Eleger, exonerar e demitir os membros da Mesa da Assembleia Geral e o seu
presidente; os membros do Conselho Fiscal e o seu Presidente; e os membros do
Conselho de Direcgao e o seu presidente;

Definir e adoptar o plano Estratégico e a politica associativa;

Votar a dissolugdo da associagdo e, quando aprovada, eleger a Comissdo
Liquidataria;

Aprovar a emenda ou alteragdo dos Estatutos, do Regulamento Geral Interno, do
Regulamento Eleitoral e demais regulamentos da associagio que entenda
conveniente;

Propor e atribuir, sob forma de resolugao, louvores ou outros actos de
reconhecimento a quem julgue dignos de tal pela sua conduta irrepreensivel e
exemplar ou pelo trabalho abnegado realizado a4 causa da associagdo e/ ou da
promogao e consolidagdo do Sector Empresarial, em geral,;

Apreciar os recursos para o qual tenham sido submetidos;

Decidir, sob proposta do Conselho de Direcgdo, apds o parecer do Conselho Fiscal
e de acordo com os requisitos legais, sobre transa¢ées de maior vulto de compra e
venda ou troca de bens imoéveis da ANARTE-MOCAMBIQUE, contratagio de
empréstimos, constituicio de hipotecas e consignagiao de rendimentos;

Conceder ao Conselho de Direcgio as autorizagbes necessérias, nos casos em que
os poderes a esta atribuidos se mostrem insuficientes;

Conhecer as escusas de cargos para que os membros tenham sido eleitos e
proceder ao preenchimento das vagas que se verifiquem nos 6rgaos sociais da

associagdo;



1)

k)

1)

Aplicar as penalidades da sua competéncia e propor as que sejam da competéncia
dos outros 6rgaos sociais;

Resolver as ddvidas suscitadas na interpretagdo e aplicagdo dos presentes
Estatutos e deliberar sobre todos e quaisquer assuntos de interesse da ANARTE-
MOCAMBIQUE para que tenha sido convocada;

Apreciar e votar o relatério, o balango e contas anuais do Conselho de Direcgdo, e
o respectivo parecer do Conselho Fiscal, bem como deliberar sobre a aplicagio
dos resultados liquidos do exercicio econémico findo na prossecugio do fim e dos
objectivos da ANARTE-MOCAMBIQUE;

m) Aprovar a eleigdo dos membros honorérios;

n)

0)

Aprovar o programa de acgdes e o orgamento da ANARTE-MOCAMBIQUE para o
ano seguinte; ,

Exercer todas as demais fun¢bes que lhe sejam atribuidas pela lei e pelos
estatutos e as que nao sejam da competéncia de outros 6rgios sociais da

confederagdo.

. Compete ao Conselho Fiscal:

a)
b)

g)
h)

i)

Velar pelo cumprimento das disposigoes legais, estatutérias e regulamentares;

Emitir pareceres sobre relatérios das realizagdes trimestrais e o balango e contas

~ trimestrais do Conselho de Direcgdo, os orgamentos ordindrios e suplementares

bem como parecer sobre o balango financeiro anual e contas de exercicio da
ANARTE-MOCAMBIQUE;

Emitir parecer sobre o orgamento para o ano seguinte;

Emitir parecer sobre as operagoes financeiras ou comerciais a desenvolver pelo
Conselho de Direcgdo, nos termos do Regulamento Geral Interno da ANARTE-

MOCAMBIQUE;

Examinar a escrita e documentagao da associagdo e os servicos de contabilidade /
tesouraria da ANARTE-MOGCAMBIQUE sempre que o julgue conveniente;

Pronunciar-se sobre todos os assuntos que lhe sejam submetidos pela Assemblela
Geral ou pelo Conselho de Direcgio;

Solicitar a convocagdo da Assembleia Geral quando conveniente;
Participar nas reuniGes do Conselho de Direcgdo, mas sem direito a voto;

Exercer todas as demais atribuigdes que lhe sejam cometidas pela lei ou pelos
presentes Estatutos.



3. Compete, especificamente, ao Conselho de Direccao:

a)
b)

c)

d)

e)

g

h)

j)

k)

D

Representar a associagdo em juizo e fora dele, activa ou passivamente;

Prestar todos os esclarecimentos e coadjuvar os restantes orgdos sociais da
associagao; :

Decidir sobre a admissdo e exclusdo de membros efectivos, e propor 4 Assembleia
geral a elei¢do de membros honorarios;

Cumprir e fazer cumprir as disposigGes e as deliberagdes da Assembleia Geral;
Submeter 4 Assembleia Geral os assuntos que entender por convenientes;

Praticar todos os demais actos necessarios ac bom funcionamento da associacao
e com vista ao cabal cumprimento do seu fim e objectivos;

Adquirir, arrendar, onerar ou alienar, mediamente parecer favoravel do Conselho
Fiscal, os bens moveis e iméveis que, respectivamente, se mostrem necessarios
ou desnecessarios 4 execugdo das actividades da Confederagdo, obedecendo-se ao
disposto no Artigo 161, no 2, do Cédigo Civil e aos demais requisitos legais;

Preparar e propor 4 Assembleia Geral opgGes estratégicas para a associag¢do, bem
como politicas das dreas de negécios;

Elaborar a politica de gestdo da associagao nos seus diversos dominios, visando a
concretizagdo das estratégias aprovadas; ,

Elaborar ou fazer elaborar os regulamentos, c6digos de conduta-ou outros actos
normativos que forem considerados necessérios, os quais vigoraréo apés a sua
aprovagao pela Assembleia Geral;

Constituir conselhos, comissGes, grupos de trabalho ou outros o6rgios,
permanentes ou eventuais, e convidar para neles participar os seus membros ou
pessoas individuais ou colectivas, exteriores da associagdo, definido-lhes os
objectivos e as respectivas atribuigdes, bem como aprovar os respectivos

regulamentos;

Constituir, sob sua inteira responsabilidade, mandatarios nos quais podera
delegar, provisoriamente, uma parte dos seus poderes, para a pratica de
determinados actos, definidos a extensido dos respectivos mandatos;

m) Aplicar as penalidades da sua competéncia e propor as que sejam da

n)

competéncia, respectivamente do Conselho Fiscal e da Assembleia Geral;

Exercer quaisquer outras atribuigoes que sejam conferidas pela Assembleia Geral
nos termos da legislagdo em vigor na Repiblica de Mogambique e dos presentes
Estatutos.
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Artigo 17
Composigao dos Orgaos Sociais

A Assembleia Geral é o 6rgao supremo da ANARTE-MOCAMBIQUE e é composta

por:

a) Todos os seus membros efectivos no pleno gozo dos direitos sociais
estatutoriamente estabelecidos; e

b) Todos os seus Membros Honoréarios, mas estes sem o direito a voto.

. A Mesa da Assembleia Geral é constituida por 3 (trés) membros, nomeadamente um
Presidente; um vice-presidente; e um Secretario.

. O Conselho Fiscal é composto por 3 (trés) membros, nomeadamente um Presidente,
um vice- Presidente, e um vogal efectivo.

. 0 Conselho de Direcgéio é composto por 5 (cinco) membros, nomeadamente 1 (um)
Presidente; 1 (um) vice-presidente; e 3 (trés) Vogais Efectivos.

) SECGAO IV 3 )
REUNIOES E CONVOCATORIAS, QUORUM E VOTACAO NOS ORGAQS SOCIAIS

Artigo 18
Reunides dos Orgidos Sociais e Convocatérias

A Assembleia Geral redne-se, ordinariamente, uma vez ao ano, no mais tardar, até o
final do primeiro trimestre de cada ano. '

A Assembleia Geral é convocada pelo seu presidente, por meio de antincios, donde
conste a ordem de trabalho, publicados nos jornais de maior circulagdo, com, pelo
menos, trinta dias de antecedéncia, em relagio 4 data marcada para a sua realizagio.

. Até 7 (sete) dias antes da data marcada para a reunido da Assembleia Geral deverdo
estar disponiveis aos membros da associag@o, na sede da ANARTE-MOCAMBIQUE,
os documentos necesséarios a4 discussdo e aprovagao do or¢amento, 4 discussio e
votagdo do relatério de contas, e ao balango anual das actividades.

Os Membros Honorarios poderao participar nas reunioes da Assembleia Geral, mas
sem direito 4 voto.

A Assembleia Geral podera reunir-se extraordinariamente quando ocorra uma das
seguintes situagdes:

a) Por convocagdo do seu Presidente da Mesa;

b) Por convocagido do Conselho de Direcgao, a qual devera ser feita por consenso e
unanimidade dos seus membros;
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¢) Por convocagio de, pelo menos, 2 / 3 dos membros efectivos da associagdo no
pleno gozo dos direitos estatutirios, por motives que se julgarem necessérios;

Para todos os efeitos legais, qualquer convocagdo da reunido extraordiniria da
Assembleia Geral, constante no niimero anterior, dever4, necessariamente, indicar a
data e a agenda da reuniao.

O Conselho Fiscal reunir-se uma vez em cada semestre, por iniciativa do seu
presidente, nas datas da sua conveniéncia, para emitir os pareceres sobre o balango
trimestral das contas da associacdo. Para todos os efeitos, as reunides do Conselho
Fiscal terdo lugar antes da realizagio da reunido ordinaria anual da Assembleia

Geral.

O Conselho de Direcgao retine-se, ordinariamente, uma vez ao més, na primeira
semana de cada més, sendo a reunido convocada pelo seu presidente, pelo menos, 48
(quarenta e oito) horas antes da realizagdo desta, por meio de fax, telefone, ou E-
mail, devendo na convocatoria ser anexo a agenda da reunido.

O Conselho de Direc¢ao podera reunir-se, extraordinariamente:
a) Por iniciativa do respectivo presidente; e
b) A pedido, por escrito, de 1 (um) dos seus membros.

Artigo 19
Quorum dos Orgaos Sociais

A reunido ordiniria da Assembleia Geral s6 podera ter lugar em primeira
convocatéria quando nela estejam presentes ou devidamente representados, pelo
menos, a maioria simples dos membros fundadores e efectivos da associagio no
pleno gozo dos directos sociais estatutoriamente estabelecidos.

Nio se verificando as presengas exigidas, a Assembleia Geral funcionar4 em segunda
convocatoéria, 15 (quinze) minutos depois da hora marcada para a primeira, neste
caso com qualquer nimero de membros da associagdo presentes. A reunido
extraordinaria da Assembleia Geral, convocada nos termos de uma das alineas do
nimero 5 do artigo 18 dos presentes Estatutos, s6 podera realizar-se quando nela
estejam, pelo menos, 2/3 (dois ter¢os) dos membros requerentes.

A reunido ordinaria do Conselho de Direcgdo s6 poderd ter lugar quando nela
estejam presentes, pelo menos, a metade dos seus membros.

Nio se verificando as presengas exigidas, o Conselho de Direc¢do deliberara, em
Segunda convocatdria, 15 (quinze) minutos depois da hora marcada, com qualquer
nimero de membros presentes. A reunido extraordinaria do Conselho de Direcgéo,
convocada nos termos de uma das alineas do niimero ¢ do artigo 18, s6 tera lugar
quando nela estejam presentes os requerentes.

As decisoes da Assembleia Geral, com excepgao daquelas respeitantes as elei¢Ges dos
membros dos 6rgaos sociais, & alteragao dos Estatutos da ANARTE-MOCAMBIQUE
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e 4 dissolugdo da associagdo, serdo tomadas por uma maioria absoluta de votos dos
membros efectivos presentes e votantes.

. As decisdes do Conselho Fiscal serfo tomadas por unanimidade de votos dos seus
membros.

As decisoes do Conselho de Direcgdo serdo tomadas por uma maioria simples de
votos dos seus membros presentes e votantes, cabendo ao respectivo pre51dente 0
voto de qualidade em casos de paridade.

CAPITULO VII
DIRECGAO EXECUTIVA

Artigo 20
Direcgdo Executiva

Ser4 contratado(a) um(a) Director(a) Executivo(a), podendo ou ndo ser um membro
da associagdo, mas, sendo, para todos os efeitos, considerado como empregado da

- ANARTE-MOCAMBIQUE.

. A decisdo do Conselho Directivo sobre a contratacdo do (a) Director(a) Executivo(a)
da ANARTE-MOCAMBIQUE sera tomada por uma maioria simples de votos dos seus
membros, cabendo ao respectivo presidente o voto de qualidade em caso de

paridade.

O Director Executivo prestara contas das suas actividade, directamente, ao Conselho
de Direccio, em particular, ao seu presidente, bem como aos outros érgéos sociais da

associagao.

CAPfTULO VIII i
REPRESENTACAO DA ASSOCIAGAO

Artigo 21
Representagdo da Associacdo

A ANARTE-MOCAMBIQUE representa todos os seus membros e assume com
empenho as suas fungGes, em todos os organismos ptblicos o e privados, nacionais e
estrangeiros que, por lei ou a convite dessas autoridades, lhe sejam atribuidas.

. A ANARTE-MOCAMBIQUE fica, legalmente, obrigada:

a) Pela assinatura do Presidente do Conselho de Direc¢do ou, no caso de auséncia
ou impedimento, dum dos seus Vice-Presidentes;

b) Pela assinatura de um membro do Conselho de Direcgdo a quem tenha sido
delegado os poderes para o respectivo acto pelo mesmo Conselho;

c) Pela assinatura de um procurador especialmente constituido e nos exactos
termos do respectivo mandato.

d) Os actos de mero expediente poderao ser assinados pelo Director(a) Executivo(a)
da ANARTE-MOGCAMBIQUE ou por alguém qualificado para tal.
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_ CAPITULOX
EXTINGAO DA ANARTE-MOGAMBIQUE

Artigo 22
Extingdo da ANARTE-MOCAMBIQUE

1. A ANARTE-MOCAMBIQUE extingue-se por acordo dos seus membros e demais
casos previstos na lei. Extinguindo-se por acordo dos seus membros, a Assembleia
Geral deliberarad sobre a forma e o prazo de dissolugdo e liquidagdo, bem como o
destino a dar ao patriménio da ANARTE-MOGCAMBIQUE nos termos da lei.

2. A reuniio da Assembleia Geral que deliberard sobre a dissolugdo e liquidagio da
ANARTE-MOGCAMBIQUE serd designada uma Comissdo Liquidatiria que
representara a Associagdo em todos os actos exigidos por lei para a liquidagio.

CAPITULO XI
DISPOSICOES FINAIS

Artigo 23
Disposigdes Finais

Os direitos e os deveres especiais dos membros dos o6rgios sociais da ANARTE-
MOGCAMBIQUE, as condigOes e requisitos de elegibilidade dos membros dos membros
dos drgdos sociais e as regras para as eleigoes dos mesmos, bem como as regras a
observar no preenchimento de vagas verificadas nos 6rgdos sociais da ANARTE-
MOCAMBIQUE durante o mandato serdo fixados no Regulamento Geral Interno da
ANARTE-MOGCAMBIQUE.

CAPITULO XII
OMISSOS

Artigo 24
Omissos

Qualquer guestao omissa sera resolvida de acordo com o disposto no Cédigo Civil quanto
as associagbes de cardcter ndo lucrativa, de acordo com a lei sobre as associagGes de
natureza nio lucrativas bem como outra legislagdo complementar sobre a matéria em
vigor na Republica de Mogambique.

Maputo, aos 30 de Agosto de 2002.



AID TO ARTISANS

IV WORKSHOP NACIONAL DE ARTESAQS

MAPUTO - 25. 26 e 27 de Fevereiro 2002

Agenda
Dia 25 Segunda -Feira Dia 26 Terca-feira Dia 27 Quarta-feira
Ice breaker 08:30h | Revisdo dos Boletins 08:30h ANA{{TE- Acordo com a Djabula
e Precos e custos a

Orientagdo 09:00h | Experiéncias de outras provincias
Resumo dos pontos abordadosno | 09:00h | Registo financeiro/contabilidade e Onde adquirir madeira
ultimo workshop relativos a o Experiéncia de participantes ¢ Constrangimentos
ANARTE e Modelos ideais o Solugdes aplicadas
Apresentagdo do relatorio de visita
a Tanzénia
Intervalo para café/cha 09:45h | Intervalo para café/cha 09:45h | Intervalo para café/chd
Discussdo dos estatutos da 10:00h | Registo financeiro/contabilidade | 10:00h |e Desenvolvimento de produto
ANARTE e Gestdo do Caixa Vs. Poupanga e Tendéncias de mercado

.| Intervalo para Almogo 13:00h | Intervalo para Almogo 13:00h | Intervalo para Almogo

.| Continuagdo da discussdo dos 14:00h | Experi€ncia de participagdo no 14:00h | Consideragdes finais da ANARTE
estatutos curso de marketing( EUA)
Intervalo para café/cha 14:45h | Experiéncia da feira local 15:00h | e Boletins

Dezembro de 2001 e Avaliagdo do workshop
Desenvolvimento organizacional 15:30h | Intervalo para café/cha 15:30h | Intervalo para café/cha
Fecho do debate relativo a 15:45h | Premiagoes aos artesdos 15:45h | Distribui¢8o de certificados
ANARTE 16:30h | Fecho da sesséo de trabalho 16:00h | Encerramento
BEST AVAILABLE COPY



IV Workshop Nacional de Artesfios

Orientaciio

O workshop sera conduzido em 7 sessdes

Discussdo dos estatutos da ANARTE

Registos financeiros

Experiéncias de participagdo em Feiras( locais/internacionais)
Acordo de compra de madeira com a comunidade de Djabula
Desenvolvimento de produto

Tendéncias de mercado

Boletins

NSOV R~

1. Discussdo dos estatutos da ANARTE

A primeira sessdo serd orientada pelos membros da comissdo instaladora. O
objectivo desta sessdo ¢ de procurar buscar ideias e opinides dos participantes
quanto aos interesses € objectivos que irdo dar forma a associagdo.

2. Registos financeiros

Uma vez mais iremos abordar a questdo dos registos financeiros, dentro da
perspectiva de sucesso de negdcio. Esta sess@o sera facilitada pelo Sr Neil( da

LINK) e sera orientada pelo Sr Abel

3. Experiéncias de participacio em Feiras( locais/internacionais)

o objectivo & de tentar mostrar qudo importante € a participagdo € diferentes
inventos. Estdo convidados a Sr Gilda da Tritique € o Sr Mabanda para apresentar
a experiéncia que colheram na sua participa¢do na Feira Internacional de Nova

Torque.
Outros artesdos serdo convidados na plateia para dar a sua opinido em relagdo as

feiras locais.

4 .Acordo de compra de madeira com a comunidade de Djabula

Iremos falar da negociagdo entre a ANARTE( artesdos de Maputo) e a comunidade
de Djabula, para o estabelecimento de um acordo de compra de madeira dentro de

uma base sustentavel.

Mabanda e Daude serdo os nossos convidados para esta sessdo, que sera orientada
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5. Desenvolvimento de produto

Esta sessdo seré orientada pela Sra Chila. O objectivo sera basicamente de mostrar
a importéncia do desenvolvimento de produtos. Métodos e formas de desenvolver

um produto.

6. Tendéncias de mercado

A sessdo seré orientada pela Sra. Chila. O objectivo € mostrar quais a novas
tendéncias de mercado internacional em termos de cores, produtos e outros.

7. Boletins

O objectivo desta sessdo € de fazer uma reflexdo em torno dos boletins. Pretende-
se saber até onde eles tem chegado, como estdo a ser entendidos e colher algumas
sugestdes quanto a temas a serem abordados nos proximos nimeros.
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MAPA DE REGISTO DE DESPESAS E VENDAS
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Aid to Artisans

EXPORTER INTERNSHIP PROGRAM
ATA MOZAMBIQUE

Dear Exporter,

ATA'’s Exporter Internship Program is designed to help the craft exporter succeed in doing business in the
global marketplace through direct contact with importers/wholesalers. The activities of a craft exporter are
ongoing and do not lie only with the receiving and shipping of an order. The internship will provide the
craft exporter with experience in carrying out the following tasks that are fundamental to running a
successful export business.

»

»

»
»
»
»

»
»
»

»
»
»
»

Developing promotional materials of product lines (lines developed by artisan groups independently
or through exporter/buyer design input)

Promoting product lines to international buyers/importers (through trade shows, catalog/brochure,
website, samples)

Communicating with the buyer/importer
Receiving and confirming purchése orders (POs) or sample orders; and bank transfers (50% deposit)
Writing and distributing POs to artisan groups, together with 50% deposit

Monitoring production and quality control of orders disiributed to artisans, to stay within buyer
deadlines

Receiving completed orders from artisan groups and conducting final quality control
Labeling and packing orders for export shipping

Preparing all export documentation (including packing list, commercial invoice, certificate of origin)
and arranging the international shipment (payments of air freight & airport tax)

Arranging transportation of cargo to the port of exit
Faxing of export documentation, including airway bill number, to buyer for import purposes
Confirming arrival of shipment

Preparation of final invoice, including shipping fees, collecting payment from the buyer
and distributing final payments to the artisans

Contact: Aid to Artisans, Av. Base N’tchinga, N° 725, Bairro da Coop, Maputo. Tel. 417179 Fax 419505

E-Maii: ljohnson@ata.virconn.com


John M
Rectangle


Some of the above tasks are ongoing, while others are dependent on the market and purchase order cycle.
As a result, the schedule of activity for the internship will not run during consecutive days, rather a tentative
schedule has been developed with room for flexibility in order for the exporter to experience all aspects of
the buyer-fulfillment process. The participant(s) will work together with our Marketing staff. Below is a

preliminary schedule of participation:

February Qrientation to ATA work and intemnship process
Communication (this is an ongoing activity between the exporter, the artisans and the
buyers)
Receiving and distribution of POs from international shows in the US
Timetable: 2 days per week during the entire month

March Follow-up on order fulfillments
Product Development process
Timetable: 1 day per week during the entire month
April Receiving products and conducting quality control
Packing ‘

Preparation of Export Documentation and shipping
Product Development process
Timetable: 2 days per week, and on an as-needed basis.

May Pricing & Costing preparation
Promoting new products to existing clientele in preparation of upcoming shows
Receiving and distribution of POs from international show in UK (Top Draw)

Timetable: 1 day per week

June Pricing & Costing preparation
Shipping of samples for August trade shows
Development of promotional materials
Timetable; 1 day per week

July Preparation for trade show
Follow-up on outstanding orders to be shipped
Timetable: open

August Trade show experience (preparation process, booth display, customer service)
SA MRT Training
Trade show follow-up
[imetable: To be determined

Your company may have different employees who perform the varying tasks that may make it more

practical for you to identify which employee should receive training in which task. It is important that all
employees are aware of all the tasks involved, even if they are not directly responsible for any particular one.
This will enable your company to run smoothly. It is expected that whoever is trained through this program
returns to their company to share their experience with their colleagues in order to ensure success.

We look forward to receiving a response from you with regard to your interest and ideas that will make this
experience fulfilling and productive for us all. Please respond in writing by January 30, 2002.

Cantact: Aid to Artisans, Av. Base N’tchinga, N* 725, Bairro da Coop, Maputo. Tel. 417179 Fax 419505
E-Mail: ljohnson@ata.virconn.com
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POTENCIAIS EXPORTADORES DE ARTESANATO

Classica, Lda
Rua Principal D/36
C.P. 110 - Nacala
Tel.; 06-52 64 44
Fax: 06-52 62 63

Contact/
Contacto: Acdcio Ramos Naluco

Products/ '
Produtos: Shell sea and handicrafl/ Conchas marinhas e artesanato

Cooperativa de Producéio Artesanal Arte - Makonde

Av, Marian Ngouabi, 798

Maputo

Tel.: 01-41 63 31

Contact /

Contacto: Adelino A, Kapela

Products /
Produtos: Wood handicraft / Artesanato de madeira.

Lusodfrica, Lda

Mocone

C.P. 52 - Nacala

Tel.: 06-52 60 80

Fax: 06-52 60 81

Contact/

Contacto: Anténio Manue]

Products/

Produtos: Shell sea and corals / Conchas marinhas & corais

Mocambique Arte, Lda.

Loja Franca do Aeroporto Internacional do Maputo
C. P. 1174 - Maputo

Tel.. 01-46 57 21

Fax: 01-42 94 43

Contact /

Contacto: Parbudas V. G. Samgj

Products /

Produtos: Handlcraft, mineral water, beer, juices and cashew nut/ Artesanato, agua mineral,
cerveja, sumos e castanha de cajn.

Original Technology, Lda.

Av. Karl Marx, 1902

Tel:01-42 53 88/ 42 53 94
Fax: 01-42 53 88

Contact /

Contacto: Mdrio da Silva Santos

Products /

Produtos: Timber and handicraft articles/ Madeira e artigos de artesanato
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e -
. noticias
l NEGOCIOS ! Sexta-feira, 27 de Setembro de 2002 ECONOMIA E NEGOCIOS PAGINA 2

( As empresas de artesanato de Mogambique continuam a obter o sucesso nos mercados D)
internacionais, sustentando o seu nome dentro do mercado de artesanato de qualidade, uma
indiistria de USD 13,8 bilides, a0 mesmo tempo que ¢ria 0 seu proprio nome na Africa do Sul. No
passado més de Agosto, e mediante a assisténcia técnica ¢ de concepgdo prestada pela ATA,
participaram em feiras intemacionais 13 empresas de artesanato, representando 100 arteséos, o.
que resultou em vendas de USD 40.000 FOB. Com o suporte do PODE, o Projecto para o

_ Desenvolvimento Empresarial, os consultores de design da Aid to Artisans prestaram assisténcia - H
a empresas de artesanato em Maputo, Sofala ¢ Nampula, no desenvolvimento de colecgdes de
produtos de qualidade para o lar a serem exibidos na International Gift Fair de Nova Iorque; na
International Gift Fair de San Francisco, na The Gift Fair em Atlanta, e na feira SARCDA em
Joancsburgo Com a aproximagdo da época festiva, os retalhistas dos-EUA e da Africa‘do Sul
exigem que oS produtos estejam nas suas prateleiras até ao final de Novembro. Este desafio vai
mesmo de encontro as necessidades dos artesdos, que se sentem agora mais confiantes para

h acrescentarem mais trabalhadores as suas mi crbcmprcsas em crescimento permanente € para

trabalharem juntos no sentido de cumprirem os prazos estabelecidos pelo comprador. Os arteséos
estio a aprender como melhorar a eficiéncia dos seus sistemas de produgdo ¢ a genr as suas

receitas, de modo a assegurar a conclusio a tempo e horas das encomendas. Mesmo com a

formagiio cruzada prestada a grupos, para que mais de um grupo possa preencher uma
determinada linha de produtos, a Aid to Artisans teve que atrasar uma encomenda de um
importador do Reino Unido até ao ano que vem. A Aid to Artisans, uma organizagdo sem fins
lucrativos que oferece assisténcia pritica a grupos de artesios através do desenvolvimento de

produtos, de formagio de negdcio e aptidio para o mercado, ¢ de ligagdes ao mercado, estd a

trabalhar em Mogambique desde 1998, no &mbito de um programa de Subsidios Comparhclpados

(Matching Grants) da USAID. Este subsidio requer que a Aid to Artisans angane o montante

igual ao fundo atribuido pela USAID para que possa atingir o seu objectivo de criagdo de
emprego sustentavel para o artesdos da Africa Austral. Financiadores como o PODE, a Fundagdo

Ford, a Fundagio Kellogg, a Fundagio West e outros, ajudam a tornar possivel o programa da

Aid to Artisans, tormando os sonhos dos artesios uma realidade. A inovagdo do design; a

capacidade de produgfo, com pregos competitivos e um mercado preparado, sdo a chave do seu
sucesso global. Fique  espera da terceira feira anual de artesanato da Aid to Artisans, As Méos,
que tera lugar em Dezembro proximo, € prepare-se para comprar maravilhosos, inovadores,
decorativos e funcionais artigos para a sua casa ou escritorio dos empresarios de artesanato em

projecgdo.

Aid to Artisans
Maputo, 26/09/02
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AS MAOS

Uma Feira de Artesanato para
Epoca Festiva de 2001

Venha pronto para comprar produtos feitos a mao,
unicos e inovadores ... decorativos e funcional
artesanato em madeira e téxteis

Local
Associacao Mogcambicana de Fotografia
Av. Julius Nyerere, 618, Maputo

Data
Sexta-feira, 30/11, 10h00 - 19h30
Sabado, 1/12, 8h00 - 19h30
Domingo, 2/12, 10h00 - 18h30

Um projecto da
Aid to Artisans
com suporte da USAID

A Aid to Artisans, uma organizacao sem fins
lucrativos,
oferece uma assisténcia pratica, em todo o
mundo a
arteséos que trabalham em parcerias visan-
do promover as
tradigbes artisticas, a vitalidade cultural e 0
bem-estar das
respectivas comunidades. Através de ac-
¢oes de formacgéo
e da colaboracgao para o desenvolvimento,
produgao
e comercializagao de produtos a Aid to
Artisans
proporciona beneficios econdmicos e soci-
ais sustentaveis
a artesaos, com respeito para com a cultura
e sensibilidade
para com 0 ambiente,
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ATA key buyer interview
Date:
Buyer:

Interviewer:

Our goal at ATA is to link producers with markets, and as part of that process we
would like to talk with you about your business with (country ot
business). The sales information you give us will remain confidential as we add all
the sales by country and report on it only by country. We also want to know the
things that are working well and those that are not, so that we can use this
information to plan activities.

In the last six months, how many shipments have you received from ?

What was the value of those shipments (US$ FOB)?

Did you place any orders in the last six months? Y N
For how much at US$ FOB

Do you intend to re-order? Y N

How many lines are you cartying from now? What are they? Did
you do the design?

On a scale of 1-10, with 10 being completely satisfied and 1 being never ordering
again, how satisfied are you with the orders overall?

Quantity of communication
Quality of communication
Timeliness of communication
Packaging

Packing

Timeliness of order

Quality control

Breakage

Design
Other:

Overall satisfaction (if not answered earlier)




































































