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OVERVIEW
 

Ecuador's booming economy of the 1960's and 
70's has fallen short of
 

projections for continued growth in the 1980's. The boom 
of the 70's was
 

caused by the prosperity of 
the oil industry which stimulated growth in the
 

public sector, thereby creating a semblance of economic stability. Today, the
 

country is dealing with the economic crisis that has ensued# 
an imbalance of
 

trade, high inflation 
rates, and a decline in the production of domestic
 

goods. In Ecuador, the establishment of 
 strong privatea sector is cr..tical 

for continued economic growth. The government in Ecuador is undertaking a 

number of significant economic measures to encour--ge the establishment and 

development of the country's private 
sector. The largest component of the
 

private sector is the small/medium. size businesses and industries that 
are the
 

result of the past economic boom. This small/medium size industrial sector is
 

also the most vulnerable sector in the economy since it does not have the
 

financial and structural strength of the 
larger industries that make up the
 

balance of tb private sector.
 

The voice of the small entrepreneur needs to be heard by those involved in
 

the economic development of Ecuador. 
 The Federaci6n Nacional de Pequefios
 

Industriales, (FENAPI), 
 the organization that represents the small
 

industrialists of Ecuador, has the potential to be that voice. On August 30,
 

1984, AID awarded 
a contract to Creative Associates (CA) to undertake a one
 

year technical assistance effort for the institutional development of FENAPI
 

and its 
provincial chambers. CA has implemented this effort on site, in
 

Ecuador, utilizing Ecuadorean nationals 
 as staff whenever possible, and
 

assuring that the major portion of grant monies is spent in Ecuador.
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Based on CA 	and AID's assessment, FENAPI had been identified as 
the most
 

appropriate institution 
 to receive these technical services. FENAPI's
 

membership consists of 
19 chambers of small and medium size industries. These
 

chambers are located in six zones, or regions, across the country. FENAPI's
 

leadership is composed of some 
of the country's most prominent industrial and
 

business leaders. This project was designed to capitalize on the strengths of
 

that leadership and develop it into a valuable resource 
for the organization.
 

It was evident that, but for some organizational weaknesses, FENAPI had
 

the potential to become a leading industrial organization in Ecuador with
 

considerable influence in economic
the and political spheres. As a well
 

organized institution, it could participate more effectively in national and
 

local policy formation. The goal of the AID contract with CA was to help
 

FENAPI achie\ i this more effective position.
 

The original scope of work for the project included eight tasks, designed
 

to strengthen FENAPI's ability to contribute to 
and fully participate in
 

Ecuador's economic development. These tasks were as followss
 

TASK I 	 Development of a computerized national register
 
of FENAPI membership
 

TASK II 	 Development 
 of promotional and informational
 
materials consistent with a well planned public
 
relations strategy for leadership development in
 
the provincial chambers
 

TASK III 	 Organization and development 
 of membership
 
services for the affiliated chambers
 

TASK IV 	 Development and provision of technical assistance
 
in promoting Savings and Loan cooperatives in the
 
provinces
 

TASK V 	 Preparation of a feasibility study, followed by
 
development and 
 promotion of a Federaci6n
 
Nacional de Ahorro y Credito de la Pequena
 
Industria (National Savings 
and Loan Federation
 
for Small Business)
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TASK VI 	 Training in financing, identifying sources of
 
credit, granting and administering loan packages,

commercializing products, providing market
 
analysis, carrying out administration, and
 
overseeing industrial organization
 

TASK VII 	 Identification of joint ventures and 
 oppor
tunities for transfer of technology between small
 
industries in the U.S. and Ecuador
 

TASK VIII 	 Feasibility study for the development of
 
industrial parks in Ecuador
 

From the beginning of 
the proje-., FENAPI's potential as an advocate for
 

the private sector was considerable, but so, too, 
were its weaknesses,
 

especially its lack of administrative and organizational skills. When CA
 

began working with FENAPI in 
the preparation of the project implementation
 

plan in September, 1984, FENAPI had a staff of five people. 
 These people, an
 

executive secretary, a special assistant to the president of FENAPI, two
 

secretaries and a messenger, were funded by a grant from the 
 German
 

government. This grant terminated in December, 1984, 
leaving FENAPI without
 

the resources to continue to employ 
its professional staff. FENAPI then
 

requested AID and CA to restructure the contract to accomodate its new needs.
 

In January, 1985, after 
a series of meetings between AID/Quito, FENAPI and
 

CA, a subcontract for FENAPI was drawn up. 
 This new subcontract provided the
 

organization with direct funds to hire 
staff, and purchase office equipment,
 

furniture and supplies 
for the remaining seven months of the contract. A
 

second subcontract was implemented, this one with Benchmarks, consulting
a 


firm that assists organizations to achieve 
 their social development
 

objectives. Under this subcontract, Benchmarks provides technical assistance
 

and guidance to the project's activities under Tasks II, III, and IV.
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In addition, the restructuring of the project's funding 
necessitated the
 

condensing and refining of the original eight tasks. 
 The following four tasks
 

were thereby identified.
 

TASK I Development of a computerized national register 
including the purchase of a microcomputer for 
FENAPI 

TASK II 	 Development of promotional and public informatio,
 
materials and 
 public relations strategy for
 
FENAPI leadership
 

TASIX III 
 Technical assistance in the development of
 
membership services 
for the affiliated chambers
 
in the provinces
 

TASK IV 	 Implementation in
of technical assistance 

leadership and organizational development
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ACCOMPLISHMENTS
 

TASK I COMPUTER SERVICES
 

1. An assessment 
of the information needs of
and the Federation
a revision 
 of the membership 
 questionnaire
completed. were
The assessment was 
conducted through visits
the eighteen to
chamber 
members 
and meetings 
with FENAPI
leadership, and resulted in a questionnaire that requested
information and feedback. 
 (See Appendix A.)
 
2 Computer specifications 
and guidelines 
for systems design
were developed. 
 (See Appendix B.)
 
3. An IBM XT Personal Computer, 
considered 
to be 
the
appropriate most
system 
for FENAPI's 
information
needs, was processing
purchased. 
 Software 
 packages
processing, in word
database 
management 
and financial
were purchased. planning
AID assumed responsibility 
 for the
purchase and shipment of the equipment.
 

4. In March, 1985, 
 FENAPI 
 administrative 
 staff 
 received
training in basic word processing and 
were introduced 
to
the IBM PC system in a four day training seminar.
 

5. Dr. Paul Hoover 
was hired as 
the computer
responsible specialist
for the development 
and design of
computer FENAPI's
program. 
 Dr. Hoover 
also
assistance provided technical
in the installation 
of the computer,
training the
of technical 
staff and the 
utilization 
of the
computer services.
 

6. Technical assistance in the codification of the membership
information for computer input was provided.
 
7. Delivery of 
the computer, although delayed
problems, due to customs
was made and the 
computer 
was installed
FENAPI at the
offices 
 in August, 1985. 
 CA was
communication in constant
with Dr. 
Hoover, 
who explained
delays were that the
caused by 
difficulties 
with customs 
and a
backlog of goods to be shipped through Eastern Airlines 
to
Ecuador.
 

8. Dr. 
Hoover designed 
a database for 
the FENAPI membership
information. 
 The database was 
organized
extraction to allow for the
of statistical 
data as 
well as 
 to provide
direct mailing information. The 
database contains general
information about the member businesses:

about basic information
the provincial 
chambers, 
a dictionary 
of products
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produced by the small business sectorp 
a cross reference
 
table indicating which member companies produce which
 
productsy and a record of imported goods 
used in small
 
business production of goods. (See Appendix C.)
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TASK 1I DEVELOPMENT OF PROMOTIONAL PUBLICAND RELATIONS STRATEGY FOR FENAPI 
LEADERSHIP
 

1. A preliminary assessment of the promotion and public
 
relations needs 
of FENAPI's leadership was carried out.
 
This assessment was conducted through 
site visits to the
 
eighteen chambers, meetings with chambers and 
 FENAPI
 
leadership, and through conversations with representatives

from th3 public and private sectors and from the national 
media. 

2. A public relations strategy 
for FENAPI leadership was
 
developed. This strategy consisted of the following
 
components.
 

a) The addition of a fulltime 
 executive secretary

responsible for the 
day-to-day administration of the
 
organization and functioning as the central 
 staff
 
person involved with the project's planning and
 
institutional strengthening tasks. 
 Mr. Anibal Roballos
 
was 
hired by FENAPI's president for this position.
 

b) The development of a subcontract with FENAPI to
 
facilitate the acquisition of 
the executive secretary.

CA contracted to provide funds the
for executive
 
secretary salary and for office 
furniture, supplies,
 
and equipment.
 

c) The design, development, and dissemination of FENAPI's
 
newsletter. 
 In the course of the project the news
letter has expanded beyond the 
original intention of a
 
two-page publication to 
be published quarterly to be
come a four-page monthly publication. (See Appendix D.)
 

d) The 
hiring of a CA project coordinator in Ecuador at
 
the beginning of the project to provide on site
 
technical assistance to the organization in the
 
development of its administrative and organizational
 
procedures. This 
project coordinator is responsible

for producing and disseminating the newsletter 
and for
 
organizing technical assistance and training

activities. FENAPI's 
president interviewed Mr. Blacio
 
Bermeo for this position, and highly recommended himl
 
subsequently, Mr. Bermeo was hired.
 

3. Implementation activities and a 
process for information
 
dissemination were designed. A series of 
report analyses
 
was 
produced by the project coordinator about on-going

private sector and economic development strategies in
 
Ecuador. These 
analyses have been distributed to the
 
FENAPI leadership as briefing and policy papers.
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4. The thematic framework for the workshops was 
developed.

The themes selected 
 by the FENAPI president were
 
Motivation and Lobbying.
 

5. The FENAPI Leadership Institute concept 
was developed,

taking into consideration all of the developmental 
needs

of the leadership in FENAPI. A series 
of seminars was
 
designed under its auspices 
to promote and strengthen

FENAPI's leaders. 
 (See report on Task IV 
for further
 
details.)
 

6. Leadership training seminars 
in motivation and lobbying
 
were designed, written, 
translated and held 
for the

Pichincha and Azuay provincial chambers of FENAPI.
 

7. CA has completed the training of a 
cadre of Ecuadorean
 
instructors to 
go into the field and provide leadership

training to other Ecuadorean nationals 
in motivation and

lobbying. One group will work in 
and around the Quito
 
area, another in the Guayaquil area, and others 
in key

locales around the country. CA 
has been successful in

establishing an enthusiastic and skilled group of

independent Ecuadorean 
leaders. 
 (See Task IV section for
 
further details.)
 

8. CA Ecuadorean project 
staff and the president of FENAPI
 
traveled to the provincial chambers to meet with the
leaders and mcembers of FENAPI 
in an effort to become more
 
knowledgeable about 
the many needs of the membership.
 
(See Appendix E.)
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TASK III ORGANIZATION AND IMPLEMENTATION OF TECHNICAL ASSISTANCE 
DEVELOPMENT OF MEMBERSHIP SERVICES FqR AFFILIATED CHAMBERS 
PROVINCES 

IN 

IN 

THE 

THE 

1. A preliminary assessment of the membership needs for 
services and technical assistance was performed. This 
needs assessment was conducted through site visits to the 
chambers, chamber meetings and activities, and through
conversations with FENAPI's leadership and representatives 
of the membership. 

2. Training services were developed. The FENAPI Leadership 
Institute extended its services to the membership. This 
activity involved the design and development of training
seminars and materials in membership motivation and 
lobbying. All of the materials produced were translated 
into Spanish and reproduced for all the seminars held 
during the year. (A detailed description of this activity
is included in the Task IV section of this report.) 

3. Dr. Donald Smith 
responsible for 
training modules. 

was 
the 

hired 
design 

as senior training advisor, 
and implementation of the 

4. Lic. Bolivar Leon was hired as 
director with the responsibility of 
the project's training activities. 

in-country training 
coordinating all of 

5. Technical assistance was provided for the development of 
annual membership conferences and extraordinary meetings.
CA participated actively in the planning and development
of the logistics activities for two major FENAPI 
conferences, tLe 1984 annual conference in Guaranda and 
the 1985 semi-annual meeting in Ibarra. 

6. CA developed training modules on market 
management operation, business and finance. 
activities in these areas were cancelled due 
restructuring. (See Appendix F.) 

analysis, 
Training 

to project 

7. CA researched established local and international programs 
in business management training that could be adapted to
FENAPI's needs in business management training and 
development. 
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TASK IV IMPLEMENTATION OF 
 TECHNICAL ASSISTANCE IN LEADERSHIP 
 AND
 
ORGANIZATIONAL DEVELOPMENT
 

1. 	 Training activities weze initiated. In November, 1984, 
the CA project staff from Ecuador and Washington, D.C., 
spent two weeks in Washington with the senior technical
 
advisor, Dr. Donald Smith. They prepared a strategy for
 
the design and development of a five day seminar for
 
trainers. A primary 
concern was that the material would
 
be appropriate for its intended Ecuadorean clientele.
 

2. A draft outline of the seminar's content was presented to
 
FENAPI's leadership.
 

3. For each of the initial seminars, Training for Trainers,
 
Lobbying and Motivation as well as for each 
of the
 
follow-up sessions, a manual was 
drafted, incorporating
 
transparencies, hand-outs and lesson 
plans. Each manual
 
was 
first written in English, then translated into Spanish
 
and thoughtfully revised by FENAPI to insure 
that its
 
content was suited to its Ecuadorean audience. The
 
manuals were field tested in the March seminars. Finally,
 
the manuals were revised and edited again, 
in Ecuador by

FENAPI leaders. The 
end products stand as three separate
 
manuals, with transparencies included, each one for use
 
with a particular seminar and its follow-up sessions.
 

4. The FENAPI president provided guidelines for the
 
selection of training sites. 
 Quito was determined to be
 
the best place to begin the training. Future sites for
 
both initial seminars and follow-up sessions were al.]o
 
selected: 
 Cuenca in the south ant Portoviejo in the
 
north, as 
 well as several other chambers in various
 
locales, 
to facilitate the attendance of the membership
 
from outlying provinces, thereby reinforcing the fact that
 
they are an integral part of the program.
 

5. 	The dates 
for the training seminars were designated and
 
the seminars were conducted by CA staff and/or FENAPI
 
consultant 
trainers, as indicated in the explication in
 
this section.
 

March 8-12, 1985: 	 Training for Trainers seminar (Quito)
 
March 15-17, 1985: 	Lobbying seminar (Quito)
 

June 15-16, 1985s 	 Lobbying seminar follow-up (Cdmara
 
Babahoyo for participants from Baba
hoyo and Ventanas)
 

July 6-7, 1985: 	 Lobbying seminar follow-up (C~mara
 
Ambato for participants from Tungu
rahua and Pastaza)
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July 12-13, 1985s 	 Lobbying seminar follow-up (Cma
ra de Pichincha)
 

July 22-24, 1985s 	 Training for Trainers 
 seminar
 
follow-up (Quito)
 

July 26-28, 1985s 	 Lobbying seminar (Quito)
 

July 26-30, 1985s Training for Trainers seminar
 
(Cuenca)
 

August 2-4, 1985s 	 Lobbying seminar (Cuenca)
 

August 2-4, 1985s 	 Motivation seminar (Cuenca)
 

It is evidence 
 of the strong motivation of the
 
participants that in several of the follow-up sessions for
 
which CA provided only the 
trainers and the materials,
 
people willingly paid 
for their own transportation and
 
lodging. The local chambers 
were encouraged to provide

the space for the seminars and to contribute the food.
 

6. The Training for Trainers seminar was 
 designed,
 
conducted, and evaluated.
 

a) FENAPI and CA agreed on the urgency of training a cadre
 
of FENAPI members as trainers.
 

The pilot Training for Trainers seminar 
was conducted
 
in Quito, Ecuador, from March 8 through 12, 1985.
 
Members of the organization with an interest in
 
training, and some experience, if possible, were
 
suggested Os candidates. The president of 
 the
 
Federation selected eight participants, including
 
himself, and all eight successfully completed the first
 
seminar. Two of the group were 
university professors.

They all benefited from discussing the theory as well
 
as from putting it into practice. They became the
 
leaders in subsequent workshops.
 

b) Based on their performance during the training seminar,
 
and their participation in the subsequent 
workshops

with the membership, the new trainers were rated in the
 
following ways
 

OUTSTANDINGs 	 Bolivar Le6n Salvador
 
Blacio Bermeo Oliveros
 
Luis Cueva Astudillo
 

Subsequent workshops have been 
conducted, principally
 
with these three individuals, whose support,

dedication, and professionalism 
will be of great
 
benefit to the Federation.
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SUPERIOR, 
C~sar Frixone Franco (President of FENAPI)
 
Anibal Cevallos Castafieda
 

Juan Morales Oyarzdn
 

ABOVE AVERAGE, Anibal Rovayo Lemarie
 
Roberto Navarrete
 

c) FENAPI and CA identified Lic. Bolivar 
Le6n as a most
 
effective trainer 
and gave him the role of in-country

training supervisor, assistant to the senior technical
 
advisor, Dr. Donald Smith of CA. 
 (See Appendix G for
 
description of Lic. Le6n's responsibilities.)
 

d) Dr. Smith, senior advisor, followed two steps, 
referred
 
to as 
the Systems Approach to Learning, in designing
 
the seminars
 

Step ones 
 Analyze the task(s) to be performed
 
Step two, State objectives based on the task(s)
 

e) Lesson plans were designed to 
 meet the stated
 

objectives.
 

(1) The planning was done in fo'7 phases.
 

(a) An analysis was 
made of the functions of an
 
instructor.
 

(b) The functions were then delineated as the eight
 
principal roles an instructor plays.
 

(c) An objective was designed for each role.
 

(d) A lesson plan was developed to meet each
 
objective.
 

(i) Enlarged on the objective
 
(ii) Tested the attainment of the objective
 

(2) The 
goals of the Training for Trainer's seminar
 
were identified.
 

(a) The main goal was 
to assure that the FENAPI
 
trainers could explain 
in detail the definition
 
of training by presenting lessons 
to other
 
FENAPI members who planned to become trainers.
 

(b) 
Specific sub-goals were elaborated,
 

- to improve the participants' communication 
techniques 
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- to improve the participants' utilization of 
appropriate teaching techniques, aids and
 
equipment
 

- to improve the participants' ability to
 
select the appropriate leadership styles and
 
interpersonal skills
 

- to improve the participants' ability to
 
organize and plan effective lessons
 

- to improve the participants' ability to
 
recognize individual differences in learners
 
and react accordingly
 

- to improve the participants' ability to
 
teach the Federation's training program
 

(3) The format for the lesson plans for the 
Training
 
for Trainers seminar was designed.
 

(a) The topics to be covered were these:
 

- Introductions
 

- Review of training, based on its definition
 

- Trainer as communicator
 

- Trainer as learner
 

- Trainer as educator
 

- Trainer as organizer
 

- Trainer as planner
 

- Trainer ar leader
 

- Trainer as manager
 

- Trainer as model 

- Teaching demonstrations, preparation, deliv
ery, evaluation 

- Participant evaluation of Training for
 
Trainers seminar
 

- Recognition for participation in FENAPI's 
training modules 
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(b) The day by day content of the lesson plans was
 
developed.
 

- On day one of the seminar, the role of
 
communicator and the need for open and clear
 
communication would be discussed. 
 In the
 
afternoon, each participant was to be given
 
time to prepare and deliver a fifteen minute
 
speech, on any topic, using the techniques of
 
effective oral communication.
 

- Day two would develop two roles of the
 
instructor: learner and educator. During
 
the theory portion of the day, the various
 
tasks performed by members and leaders of the
 
Federation were to be listed. The point of
 
this day was to prove to the participants
 
that in order to be an effective educator one
 
must first learn about the learners where he
 
or she is coming from, where he or she is
 
now, and where he or she expects to go. Once
 
one understands the learner then one is ready
 
to begin teaching.
 

- Day three was to focus on two more aspects of
 
being a trainer, the roles of organizer and
 
planner. The theory portion would demons
trate the need for organizing effective
 
learning objectives as the basis for all
 
training, and the objective then would be to
 
plan a formal but flexible lesson plan, which
 
would identify all the necessary skills and
 
knowledge required to achieve the objective,
 
the methodology to be used to bring this
 
about, and the aids required to support the
 
training activity.
 

- Day four would deal with the roles of leader 
and manager. Today's trainer must be both. 
The application of various interpersonal 
skills would demonstrate how the trainer 
should manage the learning environmentj six 
of these skills would be identified, and 
applied to the various styles of leadership 
that the trainer must adopt depending on the 
subject matter, the level of maturity of the 
students, and the circumstances and/or
 
constraints under which the training would
 
take place.
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- The last day, day five, would begin with a
 
review of the course up to date, and then the
 
last role, that of model, would be dealt
 
with. The trainer would have to practice
 
what he taughty thus, he would have to be the
 
model instructor. (There was no intent to
 
indicate that one 
role is more important than
 
another. All are essential, and the last day
 
was 
intended to put them all together.)
 

(c) This seminar was designed to be practical with
 
the immediate application of the learning as
 
its basic objective. Therefore, the workshop
 
would be carried out by spending the morning
 
dealing with the 
theory of training, and the
 
afternoon applying that theory, using as the
 
vehicle the training modules which the
 
participants would be delivering the following
 
week.
 

f) Training aids were projected, designed, and created.
 

(1) They centered around 
the use of handouts, which
 
were 
to be presented to the participants after the
 
learning session, transparencies which outlined all
 
the essential content of the seminar, flip charts
 
and chalkboards, and the most important training

aid, the participants themselves, through their
 
active participation and willing involvement.
 

(2) The training materials were prepared 
 in the
 
following manner.
 

(a) The senior technical advisor developed his
 
lesson plans, and from them designed a handout
 
booklet for the participants.
 

(b) He also identified the material which was 
to be
 
converted into transparencies.
 

(c) He sent copies of this material, already in
 
Spanish, to CA in Washington, where it was
 
reviewed, edited and presented for delivery in
 
Ecuador.
 

(d) When he left 
in March for Quito, he carried
 
with him his own lesson plans, a complete set
 
of transparencies to be used in the 
course, and
 
fifteen booklets containing the handouts for
 
the participants.
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(e) Any other aids found to be necessary were to be
 
supplied at the training site.
 

g) A pilot program was 
field tested, the suggestions and
 
comments of the participants formed the basis 
 for
 
revisions, and 
through the evaluation the seminar was
 
validated.
 

(1) The course evaluation provided to CA indicated that
 
the pilot program met its objectives, and most
 
certainly the objectives of the participants. (A

description of the evaluations follows 
the report
 
on the course in Cuenca).
 

(2) Recommendations were made 
in the April evaluation
 
report.
 

(a) The first stated that 
no major changes in the
 
seminar were required, the theory in the
 
morning followed by practical application in
 
the afternoon was a most acceptable format.
 

The degree of participation and involvement
 
and the methodologies and aids 
used were more
 
than adequate. Such positive 
 comments
 
indicated that no changes 
were necessary before
 
the Cuenca seminar.
 

(b) The second recommendation 
stated that Quito
 
should not be 
the only locale in which to
 
conduct this training. From July 22-30, 
the
 
second seminar on Training for Trainers 
was
 
conducted in Cuenca, to 
cover the south and its
 
coast, and there 
are plans to conduct a third
 
program in Puertoviejo, to cover 
the north and
 
its coast.
 

(c) A third recommendation 
was that a follow-up
 
seminar be conducted with the first group of
 
trainers, which 
was done July 22-24, 1985, in
 
Quito, before the second workshop for trainers
 
in Cuenca. The 
 new training module 
 on
 
motivation was used effectively as a practical
 
application of that suggestion.
 

(d) A fourth recommendation identified the 
need to
 
establish a resident trainer 
position. This
 
position has been established and is currently
 
being filled by Lic. Bolivar Le6n.
 

(e) A final recommendation requested an 
extension
 
of the initial one year. One year 
can only
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initiate a programl several are needed to
 
firmly establish it. FENAPI could then br% left
 
with an in-house capability to train their own
 
instructors, develop their own programs, and
 
evaluate for themselves their effectiveness.
 

h) A second Training for Trainers seminar was conducted 
for FENAPI leaders in Cuenca, where a new group of 
fifteen leaders was trained. 

(1) On the same day, July 26, 1985, that the Lobbying
 
seminar was beginning in Quito, a Training for
 
Trainers 
 course began in Cuenca. Fifteen
 
participants were 
invited, and eleven attended. Of
 
the eleven candidates, ten were excellent, and
 
participated successfully in the two subsequent
 
workshops on lobbying and motivation. Credit must
 
be given to Lic. Luis Cuevas, from Cuenca, who
 
participated in the first trainers' course, and
 
then in the follow-up. in Quito. As executive
 
secretary of the chamber of Azuay, he worked hard
 
to attract the best and the most dedicated people
 
in his chamber for all three seminars.
 

(x.; Most of the participants in the Cuenca Training for 
Trainers course had some experience in training and
 
four were university professors. The Quito group
 
had been excellent and we thought it could neither
 
be surpassed nor equalled. The Cuenca group,
 
however, was certainly as motivated, dedicated and
 
professionalp this bodes well for 
the Federationy
 
now two groups of highly trained and excellent
 
trainers can carry the message to the membership of
 
the Federation. The Cuenca group was enthusiastic
 
and a pleasure to work withs attendance remained
 
constantp the discussions achieved remarkable
 
participation and relevancep the teaching
 
demonstrations and applications of the theory were
 
professional and entertaining. The workshop was
 
carried out, once again, by spending the morning
 
dealing with the theory of training, and the
 
afternoon with the application of that theory - the 
application being the utilization of the content of 
the lobbying and motivation workshops in which the 
participants would be training. The content of the 
course as well as the methodologies were the same 
as those used in Quito in March.
 

(3) Based on their participation, demonstrations and
 
involvement in the Training for Trainers workshop,
 
as well as on observations of them instructing
 
during the Lobbying and Motivation seminars, the
 
new instructors in Cuenca were rated as 
followss
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OUTSTANDING (surpassed all objectives)
 
Julio Jaramillo
 

Rene Osorio
 
Gustavo Cardoso
 
Gerardo Ar~valo
 

SUPERIOR (surpassed most objectives)
 
Wilson Cabrera
 
Jorge Paredes
 

FULLY SATISFACTORY (surpassed some objectives)
 
Nancy Ar~valo
 
Miguel Crespo
 
Enmanuel Manzano
 

SATISFACTORY (met all the basic objectives)
 
Herminio Ar~valo
 

i) 	 Evaluations of the Training for Trainers program 
to date and recommendations concerning sub
sequent plans were compiled. 

(1) Following is a quantitative breakdown of the 
evaluations as presented to CA by the parti
cipants on the Quito and Cuenca Training for 
Trainers courses. This breakdown demon
strates the participants' degrees of satis
faction and achievement.
 

OBJECTIVE 
 QUITO CUENCA
 

1. 	Improvement in communication techniques ............. 93% ... 98%
 
2. 	Improvement in utilization of appropriate teaching 

techniques, aids and equipment ...................... 93% ... 96% 
3. 	Improvement in the ability to select the appropriate
 

leadership styles and interpersonal skills .......... 95% ... 94%
 
4. 	Improvement in the ability to organize and plan
 

appropriate lessons ...............................
 98% ... 88% 
5. 	Improvement in the ability to recognize individual
 

differences in the learners, and react accordingly. 88% ... 96%
 
6. 	Improvement in the ability to teach the seminars
 

on lobbying and motivation ........................... 88% ... 94%
 
7. 	Practical content .................................... 
 90% 	 ... 100%
 
8. 	Logical presentation ................................ 
100% ... 100%
 
9. 	Preparation and organization of the instructor .... 100% ... 100%
 

10. 	 Practical presentations of the instructor ........... 96% 
 ... 	100%
 
11. 	 Allowance for group participation .................. 100% ... 100%
 
12. 	 Confirmation given by the instructor 
................ 93% ... 100%
 
13. 	 Congruence of the instructor ........................ 95% ... 100%
 
14. 	 Feeling of individual acceptance and appreciation
 

by the group ......................................... 
88% 	 ... 98%
 
15. 	 Environment conducive to learning ................... 90% ... 96%
 
16. 	 Appropriate training aids ............................ 95% ... 96%
 
17. 	 Degree of overall satisfaction with the training 90% ... 94%
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(2) The most outstanding elements identified by
 
the participants for the two offerings 
of
 
this workshop were as followsa
 

- "awareness of a trainer's need for 
motivation" 

- "the need to appropriately lanage the 
learning environment" 

- "all of the points presented were 
outstanding" 

- "the logic in the process of training, and
 
the freedom of expression"
 

- "the 
fact that FENAPI has an excellent
 
group of trainers"
 

- "organization and lesson planning"
 
- "enthusiasm and participation"


•"planning and leadership"
 
- "the opportunity to improve my skills"
 
- "the techniques of effective training"
 
- "everything"
 
- "the active participation and the
 

opportunity to practice"
 
- "the shared experience of all the
 
participants"
 

- "the practical applications"
 
- "the fact that everything in the seminar 

exceeded my needs"
 
- "everything was most interesting"
 
- "the magnificent communication"
 

(3) Changes suggested by the participants were
 

- "more linking with the world of FENAPI" 
- "further amplification of some of the 

points discussed" 
- "since the workshop achieved a complete

success, there is no 
 need to change 
anything" 

- "it seems to me that this course covered
 
everything for everyone"
 

- "not a one"
 
- "more time for practice"
 
- "a longer workshop"
 
- "better utilization of time  start 

earlier, stay longer, and have shorter 
lunch breaks" 

- 'more days but fewer hours per day" 
-
"more time given to audiovisual aids".
 

-19-


CREATIVE ASSOCIATES
 



(4) The Training for Trainers workshop has now
 
been conducted successfully twice in
 
Ecuador, and it would appear that it more
 
than satisfies the needs of FENAPI. Now
 
that a resident trainer has been identified
 
and hired by CA to coordinate all training
 
within the Federation, more follow-up and
 
evaluation of the training to date can take
 
place. It is also recommended that another
 
group of trainers in Portoviejo be trained,
 
to cover the north and coastal section of
 
the Republic. Once this is done, a team of
 
up to thirty well-trained and motivated
 
instructors will be able to reach all the
 
members of the Federation, and as new
 
modules are developed to meet the needs of
 
the membership, they will be delivered
 
efficiently and effectively by this resident
 
team.
 

(5) Although the participants have rated the
 
seminars favorably, we know that the real
 
proof of the effectiveness of the training
 
will be the transfer of the learning into
 
the work environment. Therefore, follow-up
 
evaluations should be conducted within 
at
 
least six months, to see if the objectives
 
of the workshops have had an impact, as was
 
intended, on the Federation as a whole. The
 
intent of training is not only to provide a
 
feeling of satisfaction, which is certainly
 
important, but also to provide the skills
 
and the opportunity to do the job fox. which
 
the training was designed.
 

7. A follow-up workshop for the Training for Trainers seminar
 
has been conducted, using trained FENAPI members.
 

a) CA, based on one of the recommendations reported above,
 
has developed a three-day follow-up training program,
 
which was conducted July 22-24, as a pilot, in Quito.
 
Of the original eight trainers, trained in March, six
 
returned to participate. For this program each of the
 
three days had its own theme, and the practical
 
application in Quito was 
an in depth study and analysis
 
of the new training module on motivation.
 

(1) Day one comprised a review of the key material from
 
the first training course for trainers. Its stated
 
objective was "At the completion of day one, the
 
trainers will be able to identify and explain the
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principal parts 
of the first training sessions the
 
concept of trainingi techniques to improve oral
 
communication; characteristics of the learner;
 
needs of the learnerp seven factors which 
affect
 
learningl how to maintain motivation; qualities of
 
well designed learning objectives, outline for a
 
lesson planp advantages of interactive instruction;
 
leadership1 interpersonal skillsi and attributes of
 
ethical behavior.
 

(2) Day two introduced new material. 
 Its stated
 
objective was "At the completion of this session,
 
the trainers will be able to apply some new
 
concepts concerning training, 
and will begin to
 
practice the content of the 
new material. The new
 
concepts included the impact of changes in society
 
on trainingl learning in the new 
 agel the
 
high-performance trainerl new to
some techniques

transfer training into practice; and an emphasis on
 
the fundemental principals of training.
 

(3) Day three centered around the concept of excellence
 
in training, based on leadership. Its stated
 
objective was "At the completion of the third day,
 
the trainers will be able to practice 
some new
 
concepts in order that their training will achieve
 
excellence resulting in improvements within the
 
Federatinn". These concepts a
new included test
 
for excellence for the Federation treating
1 

learners as individualsl new rules for 
training;
 
twenty-six guidelines the
for Federation
 
exercising leadership as well as management and
1 

characteristics of an excellent trainer/leader.
 

b) These three days of training in July were well received
 
as was the content of the seminar on
new motivation.
 
The training follow-up 
was carried out in a seminar/

workshop format, and the participants had ample time to
 
plan for the upcoming workshops in Quito. No formal
 
evaluation was conducted for this 
first follow-up, but
 
the proof of its effectiveness was demonstrated in the
 
subsequent workshops with the members of the Federation.
 

8. Leadership training was structured to focus on two
 
separate components identified 
as being important for
 
FENAPI members.
 

a) Lobbying
 
b) Motivation
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9. A separate seminar for each component was designed,
 
conducted and evaluated.
 

a) Lobbying
 

(1) Identification of focus
 

During the Fall of 1984, 
a series of studies was
 
conducted with FENAPI to identify what training

needs were apparent within the Federation. The
 
area that was suggested as the most essential, and
 
one that could to be a pilot for further training,
 
was the 
 art of lobbying. Motivation was also
 
suggested, but it was decided 
to wait until the
 
lobbying training was validated before embarking on
 
more training, which proved 
to have been a wise
 
decision. A Washington expert in the field of
 
government lobbying was hired to design a three day

module on the topic, 
and its English version was
 
considered to have 
been well designed. CA then
 
translated the modules, 
and they were forwarded to
 
L. Bolivar Le6n in Ecuador 
for him to incorporate
 
into them references to Ecuadorean culture and
 
current events. This 
was done, and in March of
 
1985, the three day seminar was presented in Quito.
 

(2) Content of Lobbying seminar (Quito)
 

The Art of Lobbying was a three day seminar which
 
covered the following topics:
 

Day One - How to influence legislation or the
 
government in favor of the Federation
 

Day Two - The development of an organizational
 
structure in order 
 to be able to
 
influence the laws and policies of the
 
government
 

Day Three - The basic concepts of lobbying
 

The seminar was designed to be a workshop providing
 
an opportunity for the participants to design action
 
plans for the various chambers which they repre
sented.
 

(3) The primary objectives of the seminar
 

- to structure a tentative agenda 
 for the
 
activities and/or changes the participants wanted
 
to implement in the government
 

-22

'REATIVE ASSOCIATES 



- to apply the knowledge acquired through the
 
seminar for the improvement of the provincial
 
chambers
 

- to apply and utilize the knowledge acquired in 
order to obtain political backing at the local 
level, and later at the national level 

- to be able to present clearly the organizational 
objectives of their chamber to a government
 
official or to any other private or public figure
 

(4) Description of pilot Lobbying workshop (Quito)
 
The pilot Lobbying workshop was conducted in Quito
 
on March 14, 1985. The participants were invited
 
from several provincial chambers, and twelve
 
attended the workshop, which was held in the Hotel
 
Quito. Most of the group was quartered at 'he hotel
 
which added to the camaraderie. Lodging,
 
transportation and meals were provided to
 
participants and trainers.
 

(a) On day one FENAPI's president welcomed the
 
participants. He explained the thrust 
and the
 
objectives of the AID-CA/FENAPI project,
 
especially its training objectives. He
 
emphasized the need to strengthen the leaders at
 
the local 
level and their need to know how the
 
laws are made, and how they work for 
 the
 
benefit, or to the detriment, of the members of
 
the Federation.
 

Mr. Bermeo, one of the two local CA 
represen
tatives, introduced himself and explained that
 
he would act as an additional instructor for the
 
workshop, introduce each session, and at 
the end
 
of the day, assist the group to come to positive
 
and relevant conclusions leading to the formu
lation of 
action plans. He then presented an
 
outline of the day's objectives:
 

- to define the meaning of lobbying
 

- to describe the legislative process and how a 
legal initiative in Congress becomes a law 

- to identify those who are responsible for
 
dictating the laws 
 and initiatives that
 
directly affect the Federation
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- to structure a tentative agenda for the 
activities to be pursued at the government 
level 

Lic. Le6n was the presenter for day one, and his
 
knowledge and experience made the day a success
 
for the entire group. He began by introducing
 
the concept of lobbying, and then he presented
 
examples of the various instruments commonly
 
utilized in the lobbying process. The
 
instruments and methods demonstrated in the
 
workshop reflected the business protocol of
 
Ecuador. An overview 
 of the Ecuadorean
 
legislative system followed. Throughout this
 
part of the training session, emphasis was given
 
not so much to the theoretical configuration of
 
the legislative process as to its application
 
and when and where the participants' lobbying
 
could be most effective.
 

In the afternoon session, Lic. Le6n reviewed
 
briefly the general concepts that were presented
 
in the morning. He then divided the group into
 
three sub-groups, to work as teams utilizing the
 
handouts prepared for practicing the application
 
of the concepts.
 

The day ended with a review and summary of the 
concepts learned and of the common goal. This 
goal was stated as "It is better to pursue one's 
goals and ideas in a group than as an ind!
vidual". The closing remarks and evaluations
 
from the participants indicated that the seminar
 
was timely and appropriate for the day to day
 
realities of small industries in Ecuador. Some
 
even pointed out that a swing in leadership
 
styles was coming, and that the seminar would
 
help to prepare those in attendance to benefit
 
from future opportunities.
 

(b) The morning session of day two began with 
a
 
presentation of the conclusions and essential
 
elements of day one, followed by an overview of
 
the following objectives for day two:
 

- to discuss the need and functions of an
 
administrative organization and its executive
 
personnel
 

- to explain the operational needs and the
 
mechanisms involved in the working of an
 
executive committee, board of directors and
 
working committees
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- to describe the possible structure of an
 
implementation committee and working committees
 

- to define the role of a working group within 
the organizational structure 

- to determine the financing mechanisms to be 
utilized in the organization's administrative 
offices 

Day two was conducted by two of the recently
 
trained trainers, and the session opened with a
 
request for each participant to describe the
 
current level of development of his provincial
 
chamber. The basic elements or main objectives
 
that should be considered, regardless of the
 
size of the provincial chamber, in the
 
establishment of sound
a organizational
 
structure were then presented. This list of
 
recommendations was made more relevant by 
the
 
presentation of a graphic sketch of the ideal
 
administrative/organizational format 
 of a
 
provincial chamber. 
 The group was then divided
 
into two subgroups, or teams, one working on the
 
delineation and configuration of a small
 
provincial chamber1 the other, 
 on the
 
delineation and configuration of a larger
 
provincial chamber. The afternoon was 
spent on
 
designing these configurations and then
 
presenting them to the entire group.
 

The thrust of day two was to demonstrate that to
 
initiate any action, one must 
 have clear
 
objectives, and that through a follow-up/
 
control/evaluation process, one could realize
 
tangible results could
that benefit the
 
provincial chamber and its members.
 

(c) Day three began with a presentation of the
 
conclusions and essential elements of the
 
previous days, and emphasisized that with a good
 
organizational structure to support the work of
 
each provincial chamber, the Federation would be
 
able to achieve greater things for its
 
membership. Then the objectives of day three
 
were introduced.
 

- to develop a network at the local level from 
which the participants can derive strength and 
clout 
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- to set up a meeting with a government official
 
or any other important political figure, and
 
to identify the strategies to be explored,
 
including those of preparation, meeting,
 
participation and follow-up
 

- to identify those facts and variables which 
may affect the manner in which decisions are 
made 

- to describe in writing, clearly and effi
ciently, the provincial chamber's concerns
 

Day three utilized three of the new instructors
 
who provided the participants with varied
 
presentations and individual assistance 
 with
 
their plans. The session started with a review
 
of the definition of lobbying and its
 
implications 
 for small business in Ecuador.
 
Next came an explanation of how to determine the
 
problems facing one's chamber, how to identify
 
the key persons involved, and how to elicit
 
support tc develop solutions. With the
 
necessary support, it was explained, one can
 
move to increase both personal influence and the
 
influence of the provincial chamber. This part
 
of the session was followed by an opportunity
 
for each member to share individual views on the
 
points covered, and suggest strategies for
 
acquiring or augmenting a favor on behalf of a
 
small business or a provincial chamber.
 

The afternoon session centered 
 around the
 
following essential components of lobbyings
 
knowing the history of the Federation and the
 
people who currently manage itl being aware of
 
times, dates, and statutesl collaborating with
 
the growing infrastructure of the locc.l
 
provincial 
chamber; using one's own personal
 
contacts when appropriate and necessaryp and
 
utilizing appropriate techniques when
 
approaching a legislator. 
An open and animated
 
dialogue resulted from the presentation, and the
 
rest of the afternoon was spent in the sharing
 
of individual and province-wide experiences.
 
The day conLluded with the group designing a set
 
of practical recommendations for successful
 
lobbying for the small business community.
 

The Lobbying seminar ended with the 
conferring
 
of diplomas on the participants from both the
 
Training of Trainers' seminar, and the
 
Lobbying/Leadership seminar. The CA project
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director and the president of FENAPI handed out
 
the certificates, and praised all the
 
participants for having made the pilot training
 
programs so successful.
 

A quantitative analysis of the Lobbying seminar
 
follows the description of the training in
 
Cuenca.
 

(5) Description of follow-up workshop
 
All six pdrticipants in the follow-up workshop 
on
 
the training of trainers, July 22-24, 1985, in
 
Quito, were to be involved in two workshops the
 
following weekend, July 26-281 one on lobbying, the
 
other on motivation. However, due to
 
organizational problems in the Pichincha chamber,
 
only one workshop was conducted, the one on
 
lobbying. Of the twenty-two persons who were to
 
have attended, only seven participated. The
 
Lobbying workshop was shortened to two days, and
 
the oral feedback was positive, but the lack of
 
commitment on the part of the Pichincha Chamber
 
left a lot to be desired. This situation was later
 
discussed, and it was agreed that the problem was
 
not so much a training problem, as a problem with
 
personalities and a lack of organization. A
 
detailed set of tasks was designed for the two CA
 
representatives in Ecuador, aimed at eliminating
 
any repetition of such an experience.
 

(6) Description of second Lobbying seminar (Cuenca)
 
This seminar was conducted August 2-4, 1985, in the
 
meeting salon of the Azuay chamber, in Cuenca, as
 
was the seminar for the new trainers. The format
 
was identical to the one described above (the pilot
 
in Quito in March) and was coordinated by CAs'
 
local training coordinator. Six of the new
 
trainers from Cuenca participated in the workshop,
 
with Lic. Le6n, Mr. Bermeo, and Mr. Cuevas acting
 
as instructors. The only new element was the use
 
of transparencies created by the instructors of the
 
pilot, and developed in Washington.
 

A special note must be stated in regards to Mr.
 
Luis Cuevas. Along with his regular duties as
 
executive secretary for the Azuay chamber, Mr.
 
Cuevas hand-picked the new instructors, and was
 
ever-present during their workshop, offering them
 
support, encouragement, and above all, a role
 
model. It was also Mr. Cuevas who recruited the
 
thirty participants for the other two workshops.
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As most of the Cuenca participants "oumnented, it
 
wes a real chamber effort. but Mr. Cuevas was the
 
catalyst, and his involvement and commitment have
 
brought a new definition to this term.
 

(7) Participants evaluations
 

(a) Quantitatively, the participants' evaluations
 
from the Quito (March) and Cuenca (July)

seminars indicate the following:
 

OBJECTIVE 
 QUITO CUENCA
 

1. Improvement in their ability to ,;tructure
 
agendas for change ...................................
73% ... 84%
 

2 	Application of the new knowledge in their
 
respective chambers .................................. 
91% ... 91%
 

3 Skill in applying this knowledge at the local
 
and national levels ..................................
65% ... 89%
 

4 Improvement in writing skills ....................... 85% ... 89%
 
5 Practical general content .......................... 85% ... 90%
 
6 Logical presentation ................................. 75% ... 
96%
 
7 	Preparation and organization of the instructors 
 .. 85% ... 93%
 
8 Allowances for group participation .................. 92% ... 93%
 
9 Practical presentations by the instructors .......... 
85% ... 97%
 

10 Confirmation given by the instructors 
............... 82% ... 93%
 
11 Feeling of individual acceptance and appreciation
 

by the group ......................................... 90% 
 ... 91%
 
12 Environment conducive to learning 
................... 90% 
 ... 96%
 
13 Appropriate training aids ............................
85% ... 94%
 
14 
Congruence of the instructors ....................... 90% ... 97%
 
15 Degree of overall satisfaction with the workshop ... 89% ... 97%
 

(b) The most outstanding elements, identified
as by
 
the participants for the two recorded offerings
 
of 	this workshop:
 

- "how to influence'
 
-
"how to reach the necessary objectives" 
- "the art of lobbying" 
- "relationship between the directors and the
 

various sectors"
 
- "planning"
 
- "structure of the chambers"
 
- "how the chambers should function"
 
- "the techniques used to obtain the objectives"
 
- "the need for planning and having objectives"
 
- "how to help the membership"
 
- "the various types of action within the
 

chambers"
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- "how to achieve objectives" 
- "the cooperation between the new instructors 

and the chamber of Azuay" 
- "the way the instructors reached the 
participants" 

- "the concept of lobbying" 
- "how to achieve objectives" 
- "how to acquire union among members" 
- "how to intluence the government" 

(c) Changes suggested by the participants:
 

- "not a one" 
- "more examples to support the theory"
 
- "make the workshop more intensive"
 
- "clarification of some of the forms"
 
- "fewer interventions off the topic"
 
- "further amplification of some of the themes"
 
- "more audiovisual material"
 
- "more variety in instruction"
 
- "longer seminar"
 
- "more time for discussion"
 
- "a seminar on motivation"
 
- "better continuity between the chamber and the 

members" 
- "everything was great" 
- "give the workshop in other provinces as well 

as in 	Azuay".
 

b) Motivation
 

The pilot of the Motivation seminar was conducted in
 
Cuenca, and ran concurrently with the seminar 
 on
 
lobbying. Five of the new instructors trained in Cuenca
 
participated in the delivery, along 
with three of the
 
original trainersl 
two from Quito and one from Cuenca.
 

(1) 	 Goal of workshop
 
The overall 
goal of the seminar on motivation is
 
expressed as follows: 
 "Through discussion about the
 
theory of motivation, and practical exercises
 
relative to same, the participants will be able to
 
improve the climate of motivation within FENAPI's
 
membership, leadeoship, and organization as a whole."
 

(2) 	 Description of pilot workshop
 
(a) Day one centered around the theory of
 

motivation, and included the following topics:
 
the importance of motivation; ways of looking at
 
motivationp a systems view 
of motivation in
 
organizationsl the impact of past performance 
on
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behavior; various integrative approaches and a
1 

group activity, where the participants apply the
 
theory to their real situations within the
 
Federation.
 

(b) Day two concentrated on the concepts of
 
motivation for the leadership of the Federation
 
and leadership in general. 
 Creative Associate's
 
Ecuadorean staff set the stage with 
a practical
 
and enthusiastic introduction to leadership
 
durirng the morning 
sessioi. A new instructor,
 
the star of the workshops, Mr. Jaramillo,
 
carried on in the afternoon, and was both
 
motivated and motivating. Topics covered during
 
day two included the followings defining
 
leadershipj the search for leadership 
traitsp
 
the behavior of leaders1 situational factors in
 
leadership effectivenessl contingency approaches
 
to ieadershipy and, once again, a group
 
activity, following the same format as day one.
 

(c) Day three centered around the need for
 
maintaining open, clear 
 and concise
 
communication within the Federation. This is
 
seen not only as the responsibility of the
 
leadership of the Federation, but as the
 
responsibility of all members as well as
 
leaders. With the help of two of the new
 
instructors, Dr. Lion successfully concluded the
 
seminar on motivation. Topics covered during

day three included the importance of
 
communication, interpersonal communication, and
 
communication in organizationsl the session
 
ended with a group activity, to design an
 
action plan for implementing channels of
 
communication within the Federation.
 

The Cuenca seminars ended with the conferring of
 
diplomas on the participants of the Training for
 
Trainers course, 
and the Lobbying and Motivation
 
courses. The CA project director, Ms. Teresita
 
Perez, and FENAPI president, M.C. Frixone, along
 
with the local Chamber's president, Mr. R6mulo
 
Ochoa, handed out the certificates, while praising
 
the participants for their support, hard work and
 
dedication.
 

(3) Evaluations
 

(a) Of participants: The participants %ere 
highly
 
motivated small business entrepreneurs: a
 
psychologist, a travel 
and tour agent, and the
 
oldest son of Mr. Jaramillo, which created some
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positive and interesting interactions. The
 
younger Jaramillo was obviously proud of his
 
father's performance, as well he should have
 
been.
 

Based on observation of their participation,
 
demonstrations, involvement in the training for
 
trainers' workshop, and their instructing during
 
the lobbying and motivation seminars, the new
 
instructors were rated as followss
 

OUTSTANDING (surpassed all objectives) Julio Jaramillo
 
Rene Osorio
 
Gustavo Cardoso
 
Gerardo Ar~valo
 

SUPERIOR (surpassed most objectives) Wilson Cabrera
 

Miguel Crespo
 
Emmanuel Manzano
 

SATISFACTORY (met all the basic
 

objectives) 	 Herminio Ar~valo
 

(b) By participants:
 

(i) 	The participants were critical and
 
constructive, and indicated the follow
ing degrees of satisfaction with the
 
workshop and the achievement of the
 
obiectives,
 

OBJECTIVE 
 DEGREE OF ACHIEVEMENT
 

1. Explain the systems view of motivation in
 
organizations................................................
75%
 

2. Explain the behavior modification approach to
 
influencing behavior in organizations ....................... 85%
 

3. Explain the process of leadership ........................... 83%
 
4. Distinguish between the two principal styles of
 

leadership...................................................82%
 
5. Describe three contingency approaches to leadership ......... 74%
 
6. Outline a model of the communication process, and state
 

the importance of two-way communication ..................... 78%
 
7. Explain how the barriers to effective communication
 

can be overcome within an organization ...................... 85%
 
8. Improve the ability to better the motivational climate
 

among the members and leaders of the Federation ............. 85%
 

(ii) 	The most outstanding elements as
 
identified by the participants, included
 
the following:
 

- "the dedication of the instructors and 

participants" 
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- "the overall climate of motivation 
within the group" 

- "communication and its importance 
within the organizations" 

- "everything" 

- '"ll the content" 
(The day on leadership was conducted by 
Mr. Bermeo and Mr. Jaramillo, and for 
six of the twelve participants, it was 
the outstanding element - a credit to
 
both of the instructors.)
 

(iii) Changes suggested by the participants:
 

- "not a one"
 
- "more of the same"
 
- "no change, but more depth and time 

allotted" 
- "more time"
 
- "another chance to come back for more"
 
- "more action plans"
 

It would appear that with this group at
 
least, the seminar achieved its goal, and
 
contributed to motivating these individuals.
 
Five of them requested more time be given to
 
the seminar, and this will be considered; the
 
three days could become three different
 
seminars, one on motivation, one on
 
leadership, and one on communication.
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CONCLUSIONS AND RECOMMENDATIONS
 

The CA senior technical advisor has 
formulated the following conclusions
 

and recommendations concerning the 
training programs conducted by CA for
 

FENAPI.
 

1. The Training for Trainers seminar 
is meeting the needs
 
of the Federation, An excellent 
cadre of instructors has
 
been trained in the basic skills of adult 
education, and
 
should be able to serve the provinces in the central,
 
southern and coastal sections of the Republic.
 

2. Lic. Bolivar Lgon, who has been 
 appointed to the
 
position of training coordinator for CA in Ecuador, has
 
all the necessary skills and knowledge of a most effective
 
trainer, as well as credibility within the Federation. 
 He
 
therefore has the potential maintain the
to impetus that
 
the training has achieved thus far.
 

It is recommended that
 

a) Lic. L6on spend more time evaluating the training
 
conducted in the provinces the
and work with local
 
trainers to make sure 
that the training continues to
 
meet the needs of the provincial chambers
 

b) he work 
closely with the national component of
 
FENAPI, since without their the
support, training
 
activities will not 
carry the necessary harmony and
 
unity of purpose which are essential for a
 
successful training organization
 

c) he maintain close contact with the 
new trainers, and
 
be available to assist them when 
such assistance is
 
necessary and/or requested
 

d) he continue to write articles for the FENAPI
 
newsletter, which provides an 
opportunity for him to

reach the entire membership of the Federation
 

e) he follow as closely as possible duties which were
 
listed for him 
in Ecuador, outlining for him the
 
tasks which must be accomplished and reported upon
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3) Regional training
 

The only area of the Republic not covered by the training
 
component of FENAPI is the north 
and northern coastal
 
section. Once area reached, country
this is the entire 

should be able to maintain indigenous training.
 

It is recommended that
 

a) as originally planned, a Training for Trainers
 
seminar be conducted in Portoviejo early in the new
 
year so that the entire Federation will have equal

opportunity for training, and the delivery of
 
training will become a local function
 

b) Lic. Le6n be responsible for the essential follow-up
 
training for the FENAPI leadership.
 

c) in Quito, Cuenca and Portoviejo, regional training
 
coordinator positions be established 
 and
 
coordinators be identified and utilized 
to work with
 
the trainers in the respective regions, and to act
 
as regional liaisons with Lic. Loon.
 

4) Seminars
 

The two workshops on lobbying and motivation, like
 
the Training for Trainers workshop, are meeting their
 
initial objectives. 
 The need for training was
 
recognized and the topics selected 
 were excellent
 
choices from which to launch the training activities.
 

It is recommended that
 

a) FENAPI continue delivering seminars in lobbying and
 
motivation, and update the modules 
as changes become
 
necessary
 

b) new modules be added the
to training schedule, but
 
only after a thorough needs analysis has been
 
conducted
 

c) the needs analysis be conducted as soon as possible,
 
preferably before 
the six-month extension has been
 
completed, 
so that the three-year extension, which
 
is anticipated, can prepare FENAPI 
to meet the needs
 
of small businesses in the 1990s
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5) Overall
 

Before concluding this several
report, general
 
recommendations must be added.
 

a) If the training effort 
is to be successful, the
 
leadership of 
FENAPI must be involved; therefore,
 
the presidents of each chamber 
must become more
 
involved in the training activity, not only as
 
participants in the various 
 courses, but as
 
providers of support and 
encouragement to their
 
members to motivate them to attend the seminars.
 

b) If CA is to continue working with FENAPI, it 
will
 
have to take a more participatory role with the
 
Federation1 managing 
from a distance meets neither
 
FENAPI's nor CA's objectives to the degree that they
 
could be met 
if CA had a full- time project officer
 
in the office in Quito. This would give the office
 
some stability, 
 and the time to train a local
 
representative to manage effectively and efficiently.
 

c) Encouragement should be given 
to the local trainers
 
to participate in training 
 with other local
 
institutionsp sharing training is one of the best
 
ways to become trained. This will benefit 
both
 
FENAPI and CA.
 

d) Often, when there is an
a problem in organization,
 
the remedy is training, however, in many cases, 
the
 
problem cannot be resolved by training alone, but
 
rather 
indicates a need for the management of the
 
organization 
 to develop alternative solutions.
 
FENAPI needs time as 
well as training programs to
 
solve its problems.
 

e) CA has made an excellent start with FENAPI but it is 
only a beginning. Training is an activity which is 
constant, ever-changing, and dynamic - FENAPI will 
always be in need of 
new programs, new trainers 
and
 
new managers, and it is CA's to
task provide the
 
climate of motivation and support until the day that
 
the Federation will become 
self-sufficient, able to
 
motivate and support itself.
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REPORTING
 

Throughout the 
course of the project, CA has provided detailed accounts of
 

their activities in the FENAPI 
project. Three 
types of documents have been
 

periodically produced 
and sent to the AID contracting officer, AID/Quito
 

project offices and the FENAPI president.
 

These documents are as follows&
 

Quarterly Reports summarizing the activities of the 
project over the
 

reported three month period, incorporating project activities in Quito and
 

in Washington, 
D.C. Three quarterly 
reports have been produced and
 

submitted. 
The fourth is incorporated in this report.
 

Trip Reports providing a synopsis 
of activities 
on CA's field visits
 

related 
to project activities. There 
are trip reports for February,
 

March, April, May, June, July and August.
 

Training Reports explaining the methodology, implementation and evaluation
 

of seminar activities in Ecuador during the months 
of March and July,
 

1985. 
The July training report is incorporated into this document in the
 

Task IV section.
 

These documents serve 
as evaluation 
tools and help clarify and direct the
 

activities related to the FENAPI project.
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EXTENSION OF THE PROJECT
 

During the past year 
a great deal has been accomplished. FENAPI has
 

started to gain strength through the organization of its membership services
 

and training services in lobbying and membership motivation. But this is only
 

the beginning of the development, a great deal 
more is needed. The training
 

and technical assistance services provided to FENAPI 
by CA have proven to be
 

invaluable. 
A positive impact has been achieved but FENAPI and its membership
 

need continuing support.
 

In April, 1985, a proposal for a six-month extension of 
the contract was
 

submitted to Dr. Jim Finucane, Project Director for 
AID/Quito mission. The
 

extension was granted in August, 1985, by AID to 
CA to continue providing its
 

technical assistance to FENAPI. This extension runs from September 1, 1985
 

through February 28, 1986.
 

For a more detailed explanation of the activities included in the
 

extension, see Appendix H.
 

-37-


CREATIVE ASSOCIATES 



APPENDIX 
 A
 

CREATIVE ASSOCIATES
 



F EN AP I 
FEDERACION NACIONAL DE CAMARAS DE PEQUEINOS 

fNDUSTRIALES DEL ECUADOR 

Ouito, 24 de octubre da1984 
OFICIO 11 AC 26/018 - 84 

Do nuostras consideraciones:
 

Co-, es Ore su cnocimiento, la Mleracidn est.rocibjr%-ne1 o Asictecnia Tcnica en base del Convenjo FM.TAPI-
-

AID-=, qu3 propende a revitalizar y promover el desarrollo

de 'La Pecqu3s:a Industria y su rnerbricla en el pals.
 

~ste proyecto cor4lempla entre 
sus partes, un ca

p14tUlo 10cCapacitacift 7,r'osarial "Iltiplc, coni al objetode lar mna rvitivaci~n, -st-1:rulaci~. y formnaci5i Ile los diritgentes.de rMIAPI y sus. C.I~aras Prouinciales. 

Con estos fines, m~e per'nito lJle-ar a usted, para solicitarle mw,~Pncareci~lamrnntes-u colaboraci6n y la de 
-suc.miemhzos afiliados, puas es nuestro interds conocer sus
necetsidades m~s concretas de capacitaci6n, bsicamnnts en 
-
los sicqui'3ntes aspectos:
 
a.- financiami-;nto 
b.- corn..rciali~acifn 
c.- administracifn y orcjanizaci~n infustrial 
d.- estu-iio y rcvqsarrc,1lo ", uri plan de utilizaci6n de los talinres ri sotrat~vos para canacitaci6n r.o pequafios industrialor
 

Po esto rmotivo, solicito nos env~e el t&85n adjunto, inYlican-lo en orl-en las prioriclades, cu~Jles a su juicio
son las m~s irnortnntos de recibir, tanto nara la capacitaci6n -Ie *Iirirroncia cu-Lnto de emorcrsarios. 

tenaa rle Parte r~e uster~es la me-icor coiz1ronr.A.n yacoarid-a,
le riitero lons rentir-Anntos de mi mn~s alta consideracift. 

Atentamenter_ 

r~.f- y.. ,t ,V14, nn 

http:gentes.de


hi 	 FEDERACION NACIONAL DE CAMARAS DE PEQUENOS 

r-MORMAC0I~ PARA CAPACITACI'TT 
Py~'~ASISTENCIa Trc:CAd 

PE'-TAPI -AID - CA 

A cont: nuaci6n, sirvase indicar en or'ion de prioriladeBde los aspectos descritos 	 ut 
1 a capacitaci±n que 

serfan d~e su interds para rc&se im,.art.41 co-,-	 parte de lproyect6* 

PP~mrT~S 
 rMP!T SAR IC 

I.-	 'Financiam±ento 

2.-	 Conarcialiaaci6n 


3.-	 Acdinitrac4d y organiza
cift 	irldustrial 

-

4.-	 Tallores 3omonstrativas pa
ra capacitacjc61n
 

MBRP. 1)"M ArFIlA%)o)
............... 

* *. . .. * . 

CATIARA "PROVI"ICIA\r 090 06040,8 ***~* as 0606 	 **.. On ** 660 so** . 

N O T A! tn , T) 'l.7" I6M~TS T. *.*Zg 0 6 . . . . . . . . . O g 

http:im,.art.41


INDUSTRIALES DEL ECUADOR 

Quito, 23 de octuhra de 1984 
OFI(CIO '-Ti AC 26/016-84 

Sefior Doctor
 
Jos45 V.ients Troya J. 

En su lsr~ac!-o*-

De nuestras Corisideraciones:
 

fie es qrato diriairmp.a usted, con el
infrmaleqUe ?7-NAPI, estS objeto doeqcibivendo Asistencia "'~cnicade ulz DrOvicto rque trata de revitalinar 7 nuo-iovv~r al clesarrollo de l~a nequefia industrirn lel n'a1s. 

lizaci6n 
Este proyecto contemrpla Pfltrc--ssus o'artes la reade varios talleres de canacitacifnrazrqo y otras eventos de carictrr 

a nivel de lidg*
tenjco cm. arnpoilirmmul3ar las actividades de los pealieioidetalsyU

rtembrecfa. fo natilsys 

Con estos fines Seflor Sunerintendante,a usted muv. encarecidamentg, solicito 
se sirva aUtorizar a quien correspondar n'os facilite la informacidn cua maneja esa super
intenriencia en lo refnrente a: 
Estadfsticnanciamiento d r~ioyfr~el fistema financiero yL Lacasrde 'Tacio des1tinado al sector de la Peciueiaa Industria v Artesanlaitiia Mernoria 6 Informe Oficia1 la dI]?dle esa entidlad y otra inforrnaci6n q'le Pue'ia proporcionarnost
 

En espera de cue la presente, tnnga dela mejor comtnrensi6n s1i'iartay acogida, le reitero Jos sentimientosde mi mfis alta coflsideraci6n. 

Atentxn~mnte . 

Lcdo. !lacic, Sermeno Oliveros 
COORDAIN?70R PTp'Ef- FrL!API-AI..AC.
 

http:FrL!API-AI..AC
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FINAPI DATABASE-OVERALL STRUCTUE
 

**DP AFT**
 

FILES:
 
1) Di.ECTa:,IO CA:APAS
 

Nombre
 
Direcion
 
Casilla
 
Ciudad
 
Provincia
 
Fonol, Fono2
 
Gerhente
 
rumero Afiliados
 
Nu.ero de afiliados 
en cada sector
 

2) DIRECTORIO PRODUCTOS
 
Producto codigo
 
Nombrc de producto
 
Sector Ze producto
 

3) DIUCTOWU, PflODUCTOS IMPORTADA
 
Procucto codio
 
Nombre de producto
 

Sector de producto
 

4) DIRECTORIO E:IPRESES
 
Camara codio
 
Emprese codigo
 
Frovincia
 
Canton
 
Parroque
 
Calle
 
Casilia
 
Fono
 
Representante nombre
 
Representante calle
 
Representante 
canton
 
Rapreseatante casilla
 
Representant, parroque'
 
Representante fono
 
Propio?
 
Fecha Afiliado
 



5) ACTIVIDADE3-.ODUCTOS
 

EZmprese coui-o
 
Sectorl, Sector2
 
Produc codios (5?)
 
Export status
 

6) ACTIVIDADES- I:.iPORTS/INPUTS
 
Emprese codi o
 
Producto codilo (5?)
 

7) ACTIVIDA)ES-CREDITO Y SERVICIOS
 
Emprese codio
 
Re-estrados
 

Creaitos
 
Servicios
 

3) ACTIVIDADES-PERSONNEL
 
Emprese codi--o
 
Tuniero auministracive
 
Numero ?roductiun
 
Numero sales
 

INPUT SCRE11'S
 

1) CAI!A:APAS
 
2) DIRECTORTO PRODUCTOS
 
3) DIRECTORIO PVRODUCTOS INIPOuTADES
 
4) ETNPRES ES

5) ACTIVIDADES (One input 
screen for all 4 activity files)
 

NOTE: Almost all info.ation will be entered only once. 
 Where information
such as the emprese codigo 
is repeated in different files, that
be transfered by data will
the software. 
The files suggested above represent what
seems to .ieto be 
a logical segmenting of
groupinv does the data. This particular
not limit access to 
the data. 
 New files 
can be readily
created by relating existing files 
in a variety of ways:
intersected, joined, appended, subtracted, 
files can be
 

products etc. The directories of
can be built as 
data is entered. Product codes 
can be checked by
the software against existing directory entries. 
 If the code is not
present, it and the 
product nazie 
can be added.
 



-----------------------------------------

--------------------------------------

----------------- ------------------------ 

REPORTS
 

l)'IAIL 1A2L,3lL
 
2) RODUCTS CLASSIFIED 
 1Y SECTOR
 
3 )INPORTS/IFU7TS CLISSI7IED BY SECTOR
 
4)FiuTs CLSIFIED 3Y PROVI NCE5 )FI FRINIS(C I' PRVCE 
AND/OR CA'HARA USING CREDIT OR SERVICES 

NOTE: What I need is some 
idea of those reports which ill be regularly

desired. 
 Ad-hoc reports can also be generated of course, but may not
justify the time and effort required to develop a good looking format. 

AUTO:'!TI::G THE SYSTEM 

,'hen the files, input screens, report forms, 
and coding have been
completed and the system tested with sample data, 
menu screens and
automation can be designed. A sam~ple menu 
organization is shown below.
 

FI.API DATABASE 

MAIN VENU 

1. ADD/UPDATE RECO'DS
 
2. SELECT DATA
 
3. PRINT REPORTS 
4. QUIT
 

UPDATE I:E"U SELECT LE1'rU REPORT MENU 
-

I. A/U C.AtARA ----------------------I. S/ CAIIARAS BY SECTOR 1. P/ LABELS
2. A/U DIR PROD. 2. S1 
EMPRESE BY PROD. 
 2. P/ REPORTI
3. A/U DIR IIRTS. 3. S/ PROD. BY SECTOR 
 3. P/ REPORT2
 
4. A/U ETC.
 

Each of these menus, may have again a sub menu which gives options, e.g.
under A/U CAM1APRA the options mi-lit be the choices: 

I. REIIOVE A RECORD 
2. UPDATE A RECOCD 
3. QUIT
 

If you chose to remove a record the screen would prompt thefor dataneeded to seiect the correct record for reroval, display tie record andquery if ce:ut .;Lfor you ;ant toe record 2.%'oved fro,.i tnie database.you caose to update, a7.in data is requested wit-i whici: to select the 
If 

correct record and the data input screen would be displayed with thecurrent -:ecord's values filled in so you could chanv;e those items to be 
updated. 



Push [ESCi when uone with this data 
DIRECTOIO EfPRE9S-DB: FINAPI 


REL: EMPRESES
 

CAIIAIl CODIGO: 

EIMPRESE CODIGO:
 

EMPRESE COIIBRE: 

PROVI:NC IA: 

CANTON 
REPRES. NON!BRE: 

PARROQUE : 
CALLE: 

CALLE 
PARROQUE: 

CASILLA 
CASILLA: 

FO.O 
FONO: 

PP,OP IO? (S/N,) : 

FECIRA AFILIADO: 
 FECIIA CO,'aL: 

Push [ESCI when done with this data 
DIRECTORIO E: RESES
 

DB: INAPI 
REL: E PrESES 

CAP A CODIGO: 197 EMIPRESE CODIGO: 
12345
 

EN'TPRESE NOI:BRE: Productos Quimico Deval 

PROVINCIA: , rja 

CANTON1 : Loja REPRES. NOIBRE: Delgado Valdivieso Cornelio 

PARROQUE : El Sagrario CALLE: Pasaje Sichona Y Rocafuer
 

CALLE 
 : Via Zamora 
 PARROQUE: "l Sa7ario
 

CASILLA 

CASILL: 

FOO 397-76C 
FO1O: 09 622-791
 

PnO'IC?(S/ii): N 

F1 CM:A AFILIADO: 
FECIA COIPL: 3/i/,14 



BORRADOR DE DATOS PARA EL 
SISTEMA DE INFORMACION PARA FENAPI
 

Y REPORTES REGULARES
 

PROGRAMA 1
 

Afiliaci6n de 
los socios  para 6sto se utilizarg la informa
 
ci6n del formulario de carnetiza 
ci6n. 

LISTADOS A) 1. Alfab6tico Macional de 
Empresas

2. Alfab4tico Nacional de Empresarios (Represen
 

tantes)

3. Alfab~tico Provincial de Empresas
4. Alfab6tico Provincial de 
Empresarios
 

B) Sectores
 

1. Alfab~tico Nacional de Empresas

2. Alfab6tico Nacional de 
Empresarios

3. Alfab~tico Provincial de Empresas

4. Alfabtico Provincial de Empresarios
 

C) Empresas
 

1. Nombre
 
2. Direcci6n completa
 

D) Representante
 

1. Nombre
 
2. Direcci6n Completa
 

E) Sector que pertenece
 

F) Qui~nes utilizan servicios del Sector Pdblico
 

- Por Provincias
 
- Por Sectores
 

G) Qui6nes reciben servicios del 
SECAP-CENAPIA-B.N.F.
 
IESS-BCO5-FTUANCIERAS_ 
BNCOS PRIVADOS-INEN
 

Sectores: 
 Alimentos 
 31
 
Textil y cuero 
 32
 
Madera 
 33
 
Gr~fico y papel 34
 
QuImico 
 35

No Met~lico 36 
Metal 35sico 37 
Metal Mec5nico 
 38
 
Otras Industrias 
 39
 

.../ .. 



.2 . 

H) Quienes utilizan servicios de instituciones de Cr~dito
 
Por Provincia.
 

SI USA NO USA 

Sectores: Alimentos 
Textil y cuero 
Madera 
Gr9fIco y papel 

31 
32 
33 
34 

Qu~mjco 
No Met~lico 
Metal Bdsico 
Metal Mec~nico 
Otras Industrias 

35 
36 
37 
38 
39 

I) Cugnta mano 
de obra utilizan
 

1. SECTORES 
 M.O. CALIFICADA 
 NO CALIFICADA
 
Alimentos 

Textil y cuero 31
 

32
Madera 
 33

Gr~fico y papel 33
 
Qulmico 34
 
No Met~lico 

Metal Bgsico 36
 

Metal '-ecgnico 37
 
38
Otras Industrias 

39
 

2. Por Provincia ............
 

J) Clasificaci6n de 
productos
 

Qu6 producen: Por Provincia
 
Qu6 producen: Por Sector
 

K) Para exportaci6n:
 

Qu6 productos
 
Qu6 Sector
 

L) Materias Primas:
 

Nacionales
 

Productos
 
Provincia
 

Importadas
 

Productos
 
Provincia
 



.3. . 

2. 	 PROGRAMA DE PRO'#OCION DE EXPORTACIONES
 

(BOR ADOR)
 

Para ello se 
debergn utilizar nuevamente las encuestas
pondientes al estudio de corres
 
ductos de 

"Promoci6n de Exportaciones de
la 	 Pro--
Pequefia y Mediana Empresa",
en 10 Provincias del pals y que 
realizado por PENAPI
 

preguntas y 1.100 
contiene aproximadamente


encuestas; para 	 48 
realizar otras
riables y obtener otros 	 cruces de va
Indices y resultados 
 Esta informaci6n dispone FENAPI.
 

3. 
PROGRAMA CONTABLE Y DE CONTROL PRESUPUESTARIO
 

Los resultados 
que se 
esperan obtener son:
 

-
 Balance trimestral y anual
 
- Flujo de 
Caja

-
Liquidaci6n del Dresupuesto anual
- Control de presupuesto por proyectos
 

4. SERVICIOS PE CO'PUTACION PARA LAS CAARAS PROVINCIALES
 
Se 
podrla vender servicios cuando las Cgmaras necesiten hacer
listados de 
informaci6n a 
sus miembros 6 de
des y sus 	 sus contabilidacostos 
de 	operaci6n y otros 
que requieran.
 

5. 	PROCESAiMI,!IITO 
DE LA PALABRA
 

Elaboraci6n de 
cartas

Boletines de 	

a las Cdmaras y Nicleos.
Prensa, reproducci6n 
para las Cgmaras y archivo
 en 	diskets.
Boletines indormativos, reproducci6n para las Cgmaras y archi
vo en diskets.
Comunicaciones: 
realizar un 
archivo electr6nico de 
los oficios
enviados y recibidos 
en 	FENAPI.
 
6. 	PROGRA!.!A 
DE 	CONTABILIDADY DE CARTERA, 
PARA COOPERATIVAS DE
AHOROY 
 CREDITO.
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Database Development and

Office Automation for 

FENAPI 

Report and Recommendations
 

by
Dr. Paul S. Hoover 

The major database 
that at FENAPI contains informationis, small industries about members,and businesses in Ecuador.the database will be used Once automated,to extract statisticalnumber of metalworking shops with 

data, e.g., the more
particular than 5 employees, to targetsubgroups of associatesservices to for services, and tothe local support"Camaras" to whichare presently on members belong. Membersurvey forms dataand a major task will be codifyingentering these data. and 

The membership database 
information on 

has been designed to include allthe existing forms. 
 In addition, information about
the Camaras has been included. Tables in 
the database are 
the
following:
 

Empresa--general 
information about the business:
telephone, representative, name, address,ownership,and number of employees,date of affiliation. camara,These data are entered usingdesigned on-screen a speciallyform which will help insure accuratethe paper forms. entry fromEach firm must be given a
present paper forms. code which is not on the
This "empresa codigo" appears in
is the manner by which data in 
each table and
different tables can
reports are generated be linked when
or inquiries made. 
 This code does not have to
have any special significance. 
 It 
only needs to be unique for each
firm.
 

Dictprod--a dictionary of products which gives a product code in
one column and the product name
exported products in a second. Both importedand materials andwilldictionary will be be codified for entry.translate Thethe codes into productwill be assigning codes to 
names. A major taskthe products presentlyforms. listedThis categorization on the papermust 
be consistent to be useful.
data is entered Beforemuch in the product tables100 (see below),or- so products listed a sample ofon the paper formsexplore the problems involved 

should be codified toin the processNB-entry of the Empresa data (above) can go 
of categorization. 

product categorization ahead even while theprocess is being developed and tested. 
Froprod--the sector and products procluc:edtable by the firm.will simply have Thisthe firm code and product codes.
 
Impprod--products 
 and materials importedsimply the by the firm, againcodefirm and product codes. 



Servrep--ser-vices used by the firm including credits or-
 loans,
 

and registrations in 
various organizations.
 

Camaras--name, address, phone and major 
officers of 
the camaras.
 

Each table has 
a data entry form. Although data is entered andrelated in separate tables, all data can belisting linked. For example,the names and addresses of producers of bread products inprovinces of Loja and theCotopaxi requires linking the data in theProprod table with that in the Empresa table. This can beaccomplished by "joining" the two tables using the firm codecommon which isto the tables and then "selecting"
in the for those firms which aretwo provinces and which have the product codes for" bread
products. 

If one is familiar with the database software, manipulating datais quite straightforward. However, for casual users, takingfurther thestep of creating menus, prompt messages,
makes the and help screensdata accessible without any significant knowledgedatabase software. I recommended that this be done for 

of 
application thisat FENAPI. However, for me to dorequired much more than 

this work would havethe five days available. What I have done,is to design the database, design the menus, organize the data intothe above tables, create the major data entry screen, and the overallsystem plan for implementing a menu driven system. 

My recommendation is 
that Sr. 
Nelson Navas, information analystat FEDEXPOR, be hired to complete this work and implement the menudriven system. He has gained extensive experiencedatabase software, has 
witlh RBase, theimplemented a menu driven system for FEDEXPOR,and has shown himself to 

weeks of part 
be a hard and reliable worker. Roughly six
time work (approximately 100 
 hours) will be required toimplement and test the system. An additional 30allocated hours should befor modifications and additions,


and to new reports, for example.
training following implementation. 
 Nelson can develop thesystem using FEDEXPOR's equipment
at 

which is entirely the same asFENAPI. thatIf he can start as soon as possible, I can spend sometime with him reviewing the implementation when I am next in Ecuador. 

The following are additional recommendations based on myexperi ence with other Ecuadori an organizations and 1 imi tedconversations with FENAIPI staff. 

Creativ'e:'s plan to have an individual familiarprocessnnin with dataand with organizing information work with FENAP[ over aperiod of several months: is a
Ecuador 

good idea. Smaller organizations indo not seem to h avi,' had much a" paricnc:ca organiuing data orinformation for rap id rotri -val and anal yas. ALutomation wi.11 onlywork well when the paperr 5ystems being aut ninomated
thouht are carefl 1v-ut and functioning. By ri troduc:n.ng computers one asks formair change in both ahow nformation is used and in how theornaniat ion func:tions. Frovidinq assistance while Lhe transitionbeing maoe is 
is 

o ;,-entil for- success. 
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It would be 
a good idea for this person to be famliar with the
software and hardware FENAPI 
will be using. 
 Because Creative Assoc.
does not have the software, I suggest that Anne 
 spend a few days
here working with the 
software 
(database, word processing, and
spreadsheet) and with 
the 	major database application prior
starting work 	 towith FENAF'I. 
 I can asssit her rapidly learn the
software and familiarize her with FENAPI's information nz-ads.
Lodging is very ine:pensive here, (about $25/day at 
a local country

Inn).
 

While the major database application will
require little knowl edge 	
be menu driven andf the database, I recommend that onemore staff at 	 or
FENAPI be trained 
to use the database softwarecreating new applications. 	 for 

There inevitably will
FENAPI will want 	
be new applications


to implement but they 
are 	unlikely to implement new
applications if 
it 
is necessary for them to seek outside assistance
every time. Training will 
also be required 
 for 	the word processing

and 	spreadsheet software.
 

The final software 
area that has been discussed, but not
resolved, is accounting. Accounting software is available 
locally
written for Ecuadorian organizations. 
 What is not clear to me is how
well this software can 
meet the specific needs of 
FENAPI. 
 I would
suggest that Anne become aquainted with FENAPI's present accounting
practic:e and 
assist them evaluate locally available software. 
 If
this software is inadequate, US accounting softw.are 
can 	probably be
adapted, or 
bids for custom software development in Ecuador could be
requested. 
 It is quite likelv that the accounting system, like the
present system for 
handling information, will 
require considerable

updating and revision before automating.
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1985 Federaci6n Nacional de Cimaras de Pequefios Industriales del Ecuador 

IMPORTANCIA DEL DESARROLLO ECONOMICO DE LA PEQUERA INDUSTRIA
 

EN LA REACTIVACION DE LA ECONOMIA ECUATORIANA
 

En nuestro pals, sobre todo actualmen-
te, mucho se habla de la Pequefia Industria, 
como uno de los sectores m-is importantes 
de la economia ecuatoriana. 

Cuintas cosas pueden decirse en favor 
de la Pequefia Industria, asi como la aten-
cibn y apoyo que se le puede dar, habida 
cuenta de la significaci6n que sta tiene, y 
que podriamos resumirla en: 

- La pequefia industria y artesania gene-
ran empleo en corto plazo, caractersti-
ca de gran importancia en un pais en 
vias de desarrollo; por lo que, una po-
Utica que motive e incentive ]a genera-
ci6n de puestos de trabajo impulsaria 
las actividades y la organizaci6n de 
este sector productivo. 

- La pequefia industria tiene una vital 
importancia para el desarrollo socio, 
econ6mico nacional, porque constituye 
el laboratorio en que se combinan nues-
tras aut~nticas realidades y sus fuerzas 
mis vitales. 

Es tambi~n un engranaje para el desa-
rrollo social y econ 6 mico de un pais, no 
s6lo por el gran aporte -n fuentes de 
trabajo, dando mis em'leo por unidad 
productiva que la gran industria, sino 
tambi~n por su capacidad de creaci6n, 
su contr;'uci6n al desarrollo de nuevos 
empresarios y lo que cs de gran impor-
tancia, sus posibilidades de complemen-
tacion con industrias grandes y de su 

r'opio estrato. 

Por otra parte, esti comprobado que en 
todos o en la gran mayoria de los paises, 
se necesita por Io menos un cierto grado de 

industrializaci&n, en el cual, particularmente 
en las econom ias en desarrollo como la nues-
tra, la pequefia industria desempefia un 
papel de singular importancia. 

Esta, como sabemos aporta economias 
significativas en el empleo de capital, asi 
como, tiene la particularidad de acumular 
un capital que er otro caso no existiria o 
seria destinado a actividades con limitada 
capacidad de generar empleo y valor agre-
gado nacional. 

El sector promueve el ahorro intemo 
y Io transforma en inversion productiva, 
que tiene su origen en un disciplinado sis-
tema de ahorro familiar y dom~stico. 

Este dinero invertido productivamente 
genera impuestos, ingresa al sistema moneta-
rio, se transmite creando riqueza a travs 
de la produccibn y el trabajo, creando im-
portantes efectos multiplicadores y forti-
ficando la economia nacional, con su im-
portante aporte al Producto Nacional 
Bruto. 

Asi, podemos ,:oncluir, que el sector 
de la Pequefia LSadstria, impulsa y coad-
yuva a desarrollo de la economia y el creci 
miento industrial de las fuerzas productivas 
del pais, p(rque luchando por este resultado 
posibilita: 

a. El desarrollo de tecnologias apropiadas; 
b. Canaliza el ahorro interno 

ci6n nacional; 
en la produc-

c. Genera mles de puestos de trabaijo con 
menor inversi6n para cada uno de estos; 

d. Despolariza la actividad industrial, pro-
duciendo un impulso y mejoramiento de 

las condiciones de vida del sector geo
grifico donde esta actividad emerge; 

e. 	 Utiliza materias primas nacionales; 
f. 	 Satisface las necesidades primarias del 

consumidor nacional; 

g. 	 Se presenta como un potencial exporta
dor de nuestros productos manufactu
rados para darle mis poder de compe. 
tencia a la producci6n nacional; y, 

h. 	 Coadyuva a la mejor distribuci6n de 
la riqueza. 

Asi, concomitantemente con esto, en 
los tiltimos afios, FENAPI y las Cimaras 
Provinciales han impulsado decididamente 
el fortalecimiento de la organizaci6n gremial 
de la Pequefia Industria; para ello se han 
formado nuevas Cimaras, se han creado 
Nitcleos Cantonales y directorios provincia
les, logrindose una mayor participaci6n de 
los empresarios en su organizaci6n gremial. 

La Federaci6n, con el apoyo de algunas 
entidades nacionales y organismos interna
cionales, esti fortaleciendo su estructura 
ad,.iniitrativa y t&nica; realizando progra
mas de capacitaci6n de dirigentes y semi
narios de liderazgo y tiene planes de corto y 
mediano plazo en capacitaci6n, promoci6n 
y mejoramiento de su desarrollo ins:itucio
nal. 

FENAPI esti conformada por 19 Ci
maras Provinciales y 9 Ncleos Cantonales 
que agrupan aproximadamente a 8.000 
pe,,iefios industriales; y a su organizaci6n v 
consolidaci6n contribuhnos con ,udas nues
tras posibilidades en beneficio de la pequefia 
industria y el progreso del pais. 

Av. 6 de Diciembre 1585 y Wilson - Edificio CENAPIA, Planta Baja
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ACTIVIDADES DE LA FEDERACION
 

El Presidente de FENAPI, Ing. Ccsar 
Frixone Franco, fue invitado a participar 
en la Reuni6n Regional Latinoamericana 
sobre Fomento de la Pequefia Empresa que
organiz6 el Banco Mundial en Quito, en 
coordinaci6n con la Corporaci6n FinancieraNacional, y que se llev6 a cabo dcl 23 al 26
de abril dyl presente ai eno el Hotel Coln 
Ineraiol.delmeliebros, 


Ie dion 

tes All" se dieron varias iuniones y deba-sabre aspectos muy importantes, relati-
vos a lapequefia empresa en los que se dis-
cutieron aquellos elcmentos tn vitales y del 
momeonaqucotieent teveranvls acdel-
momento, que tienen que vet con las activi-

dades del sector. Sin embargo, es de lamen
tarse que la Federaci6n no fue invitada a 
participar con sus ponencias, lo cual habria 
sido interesante, en la medida en que preci-
samente es el gremio elque ha realizado 
pronunciamientos importantes que a no 
dudarlo, son de preocupaci6n nacional, ya 
que los problemas de ]a Pequefia Industria, 
son los problemas del pais y debe dirseles 
atenci6n inmediata y efectiva por elbien
del amplisimo sector econ 6 mico-social que 
representa. 

l a 
Almuerzo organizado 

Se lev6 caba n importante Foro-
par FENAPI para enctentran visitando nuestro pai's. Asistic-

los medios de comunicaci6n, el dia 16 de rnaens ersnatsdlBnoCntral, Banco Nacional dcabril de 1985, en el Hotel 	 Fonmcnto, FECOAC,***Col6n Interna- ran adcmis, representantes del Banco Cen-

SE COMPLETO EL DIRECTORIO 
DE FENAPI 

En la sesi6n del Consejo Nacional de 
FENAPI, realizado el16 de abril del aio en 
curso, ee decidi6 completar el Directorio 
de ]a Federaci6n, pues el mismo estuvoi 
ncompleto por renuncia de dos de sus 

La elecci6n de los nuevos directores 
Dl las 
Dominguez, como Vicepresidente (el cual 
venia actuando como Vicepresidente Encar-
gado), y 

recay6 en personas del doctor Oswaldo 

en ]a sefiora Marieta Espinosa COmOProsecretaria. 

La capacidad, entusiasmo y conoci-
miento que tienen de la Peqcefia Industria, 
asi como su reconocido prestigio como er-
presarios, califican suficientemente a estos 
flamantes miembros del Directorio. Confia-
mos en que sabr-in brindar todo elaporte 
nccct-ario y elimpulso requerido a las acti-
vidades de laFederaci6n y del gremio 

El Presidente de FENAPI, Ing. CUsar
Frixone, foe invitao a una reuni6n de cama-
raderia en la casa del Sr. Udo Derichs, Re-
presentante de la Fundaci6n Konrad Ade-
naier, en la misma que se homenaje6 a tresimportantes parlamentarios alemanes que se 


y
cional, al cual asistieron los directores INSOTEC, Ciimara de Pequefios Industriales 
representantes de los principales medios de de Pichincha y otros invitados. 
a Federaci6n present6 el documento: 

"Importancia Socio-Econ6mica de la Peque- Entre las varias entrevistas hechas por
ha Industria", en elmismo se hacen impor- los medios de comunicaci6n social del pals,
:antcs consideraciones sobre el sector, pues al Presidente. de la Federaci6n, y a trav~s
!s indudable que en los 6 ltimos afios se ha de las cuales se puede proyectar a la ciudada-
)roducido un cambio notable en elproceso nia la problemitica del gremio; en estosieindustrializaci6n del pais. iltimos di'as, Ioha tenido con representintes 

de importantes diarios del pais, canales deNo se puede dejar de considerar cl televisi6n y radiodifusoras, asi como tam-hecho de que el sector pequefio industrial bi4n de dos muy conocidas revistas de circu-ie presenta con una importancia alternativa laci6n internacional. 
par la economia del pais, ya que 6ste coad-
,uva a] desarrollo y promueve la dinimica 
nterna de nuestra estructura; puesto que El Presidente de FENAPI. Ing. C~sar!s una escuela de capacitaci6n de recursos Frixone Franco, ha sido invitado a participar
lumanos no calificados, orienta el ahorro en la Conferencia Taller Internacional sobre 
nterno hacia la producci6n, eleva la produc- Apoyo a la Pequefia y Mediana Empresa, la,ivilad, acelera el crecimiento industrial, misma que se Ilevarii a efecto en Alajuela,
!s generadora de empleo, y distribuye el Costa Rica, entre los dias I y 6 de julio del 
ngreso nacional. presente afio. Para este importante evento 

se ha estructurado un documento sobre las 
Corporaciones de Garantia Crediticia, por 
ser 6sta una provechosa alternativa para la 
pequejia industria y que podria tambi~n 
aplicarse en muchos otros paises. Esta Con
ferencia es auspiciada por la Fundaci6n In
teramericana y organizada por elPrograma 
de Pequefna y Mediana Empresa del INCAE. 

El Secretaria j cui o d FENAPI,S ce ai Ejecutivo de E A I 
Econ. Anibal Rovayo, se encuentra asistien
do en representaci6n del Presidente de la
Federaci6n, a las reuniones convocadas porci Director General de lntcgraci6n del MI-

CEI, en las que se analiza la factibilidad de 
lacreaci6n iela Bolsa Nacional de Subcon
trataci6n como parte del Programa de Sub
contrataci6n Regional auspiciado por la 
Junta del Acuerdo de Cartagena. La Sub
contrataci6n en laindustria puede favorecer 
a la coml)lementacion industrial (relaciones 
horizontales), as, como tambi~n a la especializaci6n (relaci6n vertical), involucrando 
a las industrias grandes, medianas y peque
fias,
propendiendo de esta manera a la inte
graci6n del sector manufacturero. Seria
 

conveniente entonces, racionalizar debida 
y coherentemente su estructuraci6n, a finde que sus posibles beneficios scan compar
tidos en la foria miAs adecuada. 

*
 
La Federaci6r, conjuntamente con la 

Cimara de Peque.ios Industriales de Imba
bura, se encuentra realizando las slltimas gestiones dentro de Ia preparaci~n de Ia IV Con
venci6n Nacional Extraordinaria de Peque
fios nsial Ecaoriaia que 
fios Industriales del Ecuador, la misma que
 
se efectuarzi en Ibarra, los dias 23 - 24 y 25 
de mayo. A este importante Evento cuya

trascendencia es vital para lavida institucio
hal de FENAPI, han sido invitadas autori
dades nacionales, seccionales y de organis
mos relacionados con elgremio. Ademis, 
cabe recalcar 'ue han ratificado su asistencia 
las delegacio.ies de todas las Cimaras Pro
vinciales y Nficleos Cantonales, afiliados a 
FENAPI. Para ]a Convenci6n se ha previsto 
una agenda que complementari los aspectos 
inherentes a su convocatoria, con jornadas 
de esparcimiento y confraternidad entre la 
familia pequefia industrial ecuatoriana y sus 
invitados. 

NOTICIAS DEL GREMIO
 

En elN6cleo Cantonal de Santo Domin- Industriales de esa importante capital can- Promesa de Compra-Venta de un terreno,go de los Colomdos, a travs de su Presiden- tonal, en el que posteriormente se procederi ate, sefior Tcodoro Jarrin, se estlin realizando 
gestiones para conseguir del I. Municipio 	

construir Iasede tielos Pequefios Industriales 
de ese Cant6n. l)esde la Federacion, recide esa ciudad, un terreno como donaci6n, En la ciudad de Quevedo, elNicleo de 	 ban nuestra cordial felicitaci6n por ese priel mismo que scri destinado a ]a construc- esa localidad, mediante la acci6n manco- mer logro alcanzado para esos fines y dlcsdeci6n de la sede del Nicleo de Pequefios munada de sus directivos, ha realizado una ya les auguranos xitos en las siguientes ges .I
 



LIUIICS y tareas que se naV ropuest0. iga-
mos adelante! 

nl ]a Cinara de Pequefios Indlustriales
de Manabi, el Vicepresidente, sefior Vicente 
Cedefio, encargado (ic latiene desde sus note\'as funciones,Presidencia, estre-manuna 
cha relaci6n con esta Federacin, dI Io coal 
nos congratulamos, ya qe sa os ia lo 

mn de fortaicer aluereta t
as ejor 

anera ealgrio, atraves dIe 
lor vinculos directos con el organisino quelo epesnt.erceifCOi~lo representa. Merece nencion especial el
trabajo que desarrolla si Presidente, para 
obtener una reorganizaci6n interna que le 
permita mayor efectividad para las tareas y 
objtivos cuc csa C~iinara so ha ilanteado. 

Cabe destacar el trabajo qcue des;urolla 
el Nicleo Cantonal dc Manta, presiclido por 
el sefior Ing. Washington Zavala, en su afuin 
por conseguir ull mejoram iento de su estruc-
tura y organizaci6n para dar on mejor y 
eficiente servicio a sis afiliados. Sc han 
efectuado cursos y seminarios, especial-
mente ie cr&lito. 

Hay que indicar tainbien, que an par-
ticipado en el Seminario de Liderazgo, el 
"Arte (1el Cabildco", organizado por la Fede-
raci6n, los sefiores: lng. Washington Zavala, 
Victor Villacis y Jos6 Guillbn, miembros tie 
esa Caimara. 

Luego (ie vatnas reuniones que FENAPI 
ba tenido con funcionarios clef MICEI, a 
quienes se habia encargado Ia coordinaci6n 
de los planteamientos sobre reformas aran-
celarias, asi como tamlbien con el L'con. 
Xavier Neira M., Ministro de Industrias, 
Comercio e lntegraci6n, se ha podido con-
seguir que mis de quinientas partidas aran-
celarias, sigan siendo conside,adas como de 
prohibida imlportacion, propendi~ndose -e 
esta manera a brindar cierta protecci6n a los 
productores nacionales y dentro de ellos a 
los pequefios inolustriales ecuatorianos, cuyas 
actividades generan on alto valor agregado 
y consecuentemente requieren de incentivos 
y protecci6n efectiva, (, parte de los orga-
nismos del Estado que tienen a sit cargo lIa 
ejecuci6n de las politicas industrial y de 
comercio exterior del pais. 

Se expidi6 por parte de la Superinten-
dencia de Bancos, el Reglamento de las Cor-
poraciones ie Garantia y Retrogarantia 
Creiticia,Franco
el Registro Oficial No. 162 del 13 de abril 
del presente afio. Este instrumento, nor-
mara, y regular, el funcionamieno de las 
Corporaciones antes citadas, posibilitando 
ademAs, hi democratizaci6n dlel cr6ditIo, 
orientado a hit pequefia industria y artesanlia. 
Cabe recalcar que 6ste ha sido up impor-
tante logro conseguido en base al constamte 
trabajo de casi cuatro afios, mantenido por 
la Federaci6n, contando con el apoyo eC dero, suscribi6 en Washington, el Convenio 
Expertos de la Fundaci6n Konrad Ade- Constitutivo de la Corporaci6n Interameri-

ae i aKpliarcea eXmai 
y la participaci6n de tcnicos nacionales. 

El Ing. Gerardo Ar~vaio Ilidrobo, miem-
bro de la Cinara de Pequefios Industrialesdel Azuay, ha sido designado por FENAPI 

para que asista como) su representainte y en 
calidad de Consejero T~cnico de la delega-
ci6n ecuatoriana, a li 7lava Reuni6n de la 
Conferencia Internacional (ti Iralajo a rea-
lizarse en Ginebra - Suiza, del 7 al 27 de

i r 
jpuianeto dl presente afio, en lia que discu-setirin y analizar;in importantes aspectos (iCinters grem ial v nacional. 

-

Se constituy6 en Gualaquiza el N6cleo 

de Pequefios Inclustriales de ese importante 
Cant6n oriental. Consideramos de vital 
importancia este hecho, que a no cludarlo 
es de gran significaci6n para li provincia de 
Morona Santiago y el gremio, ya quo este 
es el paso inicial con cl que se posibilitara 
la rnotivaci6n necesaria, a fin de potter orga-
nizar la Ciinara Provincial. 

La Federaci6n, con sus directivos nacio 
nales, estuvo presente en el acto tic pose-
si6n de a Primera Directiva (li Nicleo, 
contanclo con li presencia de las principales
autoridades old Cant6n. 

La presidncia (l0 Nficleo, la ejerce el 
sefior Alfonso llerrera, quien con el apoyo 
decidido (1e los socios, esti dispuesto cola-
borar integramente y trabajar por los nobles 
intereses (l grcmio. Nuestra mis sincera 
felicitacion a estos esforzados pequeflos in-
dustriales que han dado on ejemplo ole valen-
tia al responder con 6xito al reto que se 
habian propuesto. Obviamente, siempre 
tenctrin el apoyo de la Federaci6n y pueden 
estar seguros ce que estas acciones conjun-
tas, son las que nos fortalecen y animan 
para trabajar mis en pro de los intereses del 
gremio. 

Sc efectu6 una reuni6n en la Lmnajada 
ie la Rep'iblica (ie Chile, con la finalidad 
de reactivar las acciones binacionales de la 
Cdtmara de Comercio Ecuatoriano Chilena, 
tenienoto como prop6sito el de intensificar 
las relaciones comerciales, impulsar el inter-
cambio entre los odos paises hermanos. 

Se constituy6 el Directorio Provisional 
que esti presiclido pot el Ing. Csar lrixone 

ex-C6nsul lonorari del Ecuador 
-Antfa- y actual Pdt (I FE-

NAPI, as coo de otros connotados ciuda-
c I ecuatoriatos Cue tiien elaos y chilenos 
firne prop6sito ie revitalizar los hist6ricos 
lazos entre ambos pueblos. 

1 Presidente Constitucional de la Re-
pblica del Ecuador, Ing. Le6n Febres Cor-

n O vrsosIMunur TNt10 
aporte econ6mico, tecnol 6 gico y de asesoria 
a la pequefia y mediana empresa. 

Es aspiraci6n del Sector, que la firma 
de este Convenio rinda los mejores frutos en beneficio de los empresarios ecuatorianos. 

**** 

Se rcnov61 a Directiva del Sector Metal-
Mecinico de li Ciimara de Peqoefios Indus
triales de Pichincha, quedanldo 6sta estructurada de la siguiente manera: 

Prsde : Econ. I uniherto SinchcezPresidente: n eVicepresidente: Sr. Mario Picerno 
Secretario: Sr. Fernando Nlecias 
Tesorero: Sr. julio Ron 

A siu vez se posesion6 tanibien la nueva 

directiva del Sector Maderero de la C~imara 
le Pequefios Industriales de Pichincha, la 

que esti compuesta por las siguientes per
sonas: 
Presidcnte: Arq. Marco Suirez 
Vicepresidente: Lcdo.jorge Iiaz 
Secretario: Arq. Bolivar Sinchez 
Iesore-o: Ing. Vicente Rios. 

A estos directores, les descamos 6xitos 
en los objetivos propnestos. 

Un importante Senminario sobre el 

tema: "Parque Industiial, un Mecanis
mo dcli l)sarrolho", sc realiz6 el li 

i 
ciudad ti CuenGi, ci 16 y 17 dc nayo
tic cste afno. 

El Evento lo organiz6 el Parque Indus
trial de Cuenca, con el auspicio del Centro 
de Desarrollo Industrial del Ecuador, CEN-
DES. En el Seminario participaron impor

- d 
El Centro (IC Roconversi6n Econ6epica del 
Azuav, Cafiar y Morona Santiago; la Asocia
ci6n Ecuatoriana (I Parques Industriales 
(ASEPI); fue invitada tambi6n la Fecleraci6n 
Nacional (Ie C4maras de Pequefios Inolus

triales del Ecuador, FENAPI, en a persona
de so presidentc, lng. C~sar Frixone Franco. 

En el evento se dictaron interesantes 
conferencias, a cargo de las entidades parti
cipantes. Cabe destacar, que la actuaci6n 
del Ing. Csar Frixone foe muy aplaudida 
ya que h aizo refloxi6nona bastante objetiva, 

sentes y que tienen que ver con los Parques
Industriales y con la Peqoefia Industria. 

cncion6 aenis una sntsis cocreta 
1i real situaci6n de los parques industriales 
del Ecuador, de los cuales tenemos co0o 
excepci6n los del Azoay y Chimborazo, ya 
que los restantes "no funcionan", pues se 
hlan quecdado en la etapa de preparaci6n. 

Concluy6 so intervenci6n, pasando re
vista de agunos aspectos actuales de la 
economia (de pais, cuyos efectos han im
pactaclo en el sector Pequefia Industria. 

"Colegas pequefios industriales: La unidad y Ia coherencia en la defensa de nuestros intereses y la 
b6squeda de nuestros ob/etivos, nos permitird obtener los mejores resultados para el gremio, con 
los que indudablemente contribuimos a tener una industria nacional fuerte que a no dudarlo, es 
la alternativa para el progreso socio-econ6mico del patis. 
Por ello, impulsa tu Cdmara y tu Federaci6n, con tu activa participaci6n'" 



Este es el priniero de una scric de 
articulos que el Ledo. Blolivar Le6n :)Itva-
dor, Asesor de Caixicitaci~n (lei Proyecto
AID-CA / FENA P1, Cscrihc para el Iloletf 
die FENAPI, sabre temas die Capacitaci6n y
Asistenicia Tcci, (lif lit Fleeracion con-
sidera dec iniportancia fundamiental para el 
ticsarrallo N, coiisolidacion grernial de 
FEN.-\PT, sils Cinaras Provincialvs NNVideos 
Can tonia I s. 
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portantes; (lite Vva dil eC eI ilu C nltL dICl 
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Totia persona reqtriere capaicitarsC y 
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RESUMEN DEL VIAJE DE 
VISITA A VARIAS CAMARAS PROVINCIALES Y
 

NUCLEOS CANTONALES
 

Cumpliendo parte de 
las labores 
previstas a desarrollarse 
en 
esta etapa del proyecto para FENAPI, donde 
se establecen
 
visitas a las Cgmaras Provinciales y N~icleos Cantonales, a

fin de conocer de cerca al 
gremlo en cada agrupaci6n provin

cial y local; y con 
el fin de tener contacto directo 
con 
los afiliados v 
auscultar sus opiniones,inquietud2s, necesi
 
dades concretas y sus 
greas especificas y las as,)iraciones
 
que sien'.en, acompan6 una
a delegaci6n de 
FENAPI, compuesta

por el 'ng. C~sar Frixone, Presidente; Sr. Angel Loalza, Te
 
sorero, y Econ. Anibal Rovayo, Secretario Ejecutivo- Ademgs

estuvo en la comitiva el Senor Gino 
Lofredo, Coordinador 
del equipo de trabajo de AID-Misi6n Ouito, encargado de rea

lizar un estudio dia n6stico de las 
condiciones actuales de

la Pequena Industria v detectar 
en base a ello, las posibi
lidades,alternativas, 
mediante 
las cuales la Agencia Inter
nacional de Desarrollo de 
los Estados Unidos de Norteameri
ca, estaria dispuesta a prestar 
su avuda y asistencia t~cni
 
ca al 
sector de la penuefia industria del pals, 
con el fondo
 
econ6mico que lo ha determinado para el efecto.
 

La mecnica de trabajo que se emple6, 
fucla siguiente:
 

1.- Presentaci6n 
de la comitiva visitante por el Presiden
te de cada C~mara o Ncleo.
 

2.- Saludo v presentaci6n por el Presidente de FENAPI.
 

3.- Presentaciones mutuas: 
a) De la comitiva
 
b) De todos los asistentes
 

La comitiva se present6 as!:
 

- Nombre
 
- Funci6n
 
- A quien sirve o 
para quien trabaja
 
- Que vinculaci6n 6 qu6 
tareas cumple para la Federaci6n y 

el gremio. 
- Cu~l es el prop6sito de su visita. 

Los miembros de las C5maras de 
presentaron as!:
 

- Nombre
 
- Qu6 clase de empresa tiene
 
- Ou6 produce v d6nde comercializa, sus productos
 
- Cuntos trabajadores y empleados tiene
 
- Cu5ntos aFlos 
tiene en la Pequefla Industria
 
- Cudles son sus principales problemas
 
- Qu6 espera 
de la C5mara y la Federaci6n
 

As! 
puedo sefalar, que visitamos las siguientes C~maras y N5
 
cleos Cantonales:
 

http:sien'.en
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1.- NCicleo de 
Danto Do-mingo de los Colorados, donde nos 
reu
nimos con 15 miembros de la C~mara, de 
los que 5 personas eran representantes da 
los sectores mas importantes:
Maderero, Confecciones, Agroindustrial, Alimenticlo y 
-Metal-mecnico. 
 En total, el NCcleo tiene 72 
socios.
 

PROBLEMAS DETECTADOS: Obtenci6n 
de cr~ditos y financia
miento, Asistencia T~cnica para 
-
sus 
empresas y de motivaci6n gremial.
 

En la localidad existe un 
Parque Industrial Maderero 

una Asociaci6n Industrial Maderera que tiene 11 

y
 
ahos de
vida. 
 Trabaja paralelamente al Nfcleo de Pequefios 
In

dustriales. 
 No colabora efectivamente.-


Se entreg6 el 
Boletin Informativo de FENAPI 
y otros ma
teriales. 

2.- NCcleo de Quevedo, reuni6n con 
12 miembros de la Cgmara,
 
en total son 100 socios.
 

Asistieron representantes de 
los sectores: Alimenticio,

Maderero, Bloques 
v Hormig6n, Muebles de Madera, Metalmedanico.
 

PROBLE .AS DETECTADO: 
Sistema y obtenci6n de cr6ditos,
 
cu~l es la forma de utilizarlos y
c6mo hacer la 
solicitud y presentarla al 
Banco Nacional
de Fomento; a pesar de 
haber 6 bancos privados, no tie

nen acceso al financiamiento.
 

Problema 
legal y laboral. Desconocen leyes laboralsic6
 
mo usarlas y no tener problemas de juicios con 
los operarios o con 
el Estado, por incumplimiento.
 

Insisten en 
reafirmar la "ideologia del gremio" 6 la fi
losofla que 
la orientan y motivarse para cohesionar su-

Camara y la Federaci6n.
 

No reciben asistencia t6cnica de parte del Estado. La 
-
quieren recibir a trav4s de FENAPI, quien se encargarla

de todo el 
proceso de preparaci6n.
 

Se entreg6 el Boletln Informativo de FENAPI y otros ma
teriales.
 

3.- C~mara de Babahovo, reuni6n con 
12 miembros de 
la Cimara
 
en 
total son 180 socios.
 

Estuvo presente el flerente General de la Sucursal del -Banco Nacional de Fomento, 
Senor C6sar Guerrero Bajafia,
asistieron represenantes del 
sector agricola industrial,
grifico, Metal-mecinico, Maderero y Confecciones.
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PROBLEMAS >'TECTADOS: Solicitan asistencia t~cnica para
 
sus empresas y para los dirigentes
 

No conocen t6cnicas parlamentarias ni cabildeo; no exis
 
te suficiente actividad de los en
sbcios, internamente 
su C~mara, a pesar de que estdn bien oiganizados; tienen 
buenos dirigentes en especial el Presidente Sr. Julio -

Ramirez.
 

Es una de las pocas Cdmaras bien atendidas por el Banco
 
Nacional de Fomento, que s! les confiere cr6ditos.
 

INFORMACIONES:
 

Del Gerente General del Banco de Fomento:
 
- Indica que en 
el CONADE - Consejo Hacional de Desarro
 

lio - adscrito a la Vicepresidencia de la Rep5blica,
 
tienen 13 nuevos 
proyectos integrales de desarrolllo
 
agro-industrial, listos para que el B.N.F. 
los finan
cie.
 

- 'stin completos los estudirs de un Parque Industrial 
para Babahovo, faltaria solamente ubicar los terrenos 
a los usuarios y que la Municipalidad provea los ser
vicios bdsicos: luz, agua potable, telecomunicaciones 
etc., que esta empefiados en que inicie a operar den
tro de este aflo. 

Existen solo 3 bancos privados.
 

4.-	 C~mara de Loja, reunidn con el Presidente de la Cdmara
 
Ing. Edgar Maldonado Larre~tegui y dos miembros.
 

No hubo sesi6n por no estar preparada la reuni6n y no
 
asistieron los socios.
 

Solo se reunieron el Presidente, Tesorero y S'cretario
 
Ejecutivo de FENAPI.
 

No estuvieron presentes, Gino Lofredo y Blacio Bermeo, 
por tratar 5nicamente asuntos gremiales y muy particu
lares de la C~mara. 

S61o dejamos el Boletin Informativo de FENAPI y otros
 
materiales.
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5,- NUCLEO-DE YANZATZA
. Reuni6n con 
20 miembros del na
cleo, en total son 40 
socios. -

Tambi4n asistieron 
10 afiliados
de la Cgmara de Zamora, 
 Asisten los representantes del
sector maderas y de aserrio, carpinteria y muebles, 
me

talmecinico, alimenticio.
 

PROBLEMAS-DETECTADOS: 
 Ausencia total de 
cr6dito, pidei
 
que se tramite la 
instalac!6n 
-

de una sucursal 
del Banco Nacio
nal de Fomento. Solicitan Asesoria 
 de c6mo hacer la sc


licitud de credito,
 

Se observa escasa 
formac!6n de
los dirigentes pero 
un gran 
deseo de trabajar.
 

Se entreg6 el 
boletin informativo de 
FENAPI y otros materiales.
 

6.,-
 NUCELO D-GUALAOUIZA.-
 Reuni6n con 
25 miembros, asistie
 
ron tambi 
n el Jefe Politico def
 
Cant6n y el Presidente de
En esta Zamora
sesi6n Solemne se posesion6 a la Directiva oficial de 
la C~mara y se entreg6 una 
placa de reconocimien


la labor desarrollada.
to a La placa entreg6 FENAPI.
 

PROBLEMAS DETECTADOS: 
 Los 
pequefios industriales piden
 
que el Banco Nacional de Fomento
 
envle un funcionarlo para que
les explique c6mo usar las lineas de cr~dto del 
Banco;
asl tambi6n 
solicitan informaci6n de 
la Ley de Fomento a 
la Pequefia Industria y 
 sus beneficios. 
 Como 
es un nfl
cleo en formaci6n, 
no tienen afln 
la suficiente organiza

ci6n interna, pero ya 
lo han empezado a hacer.
 

Se entreg6 el 
boletin informativo de 
FENAPI y otros materiales.
 

Se sugiri6 que la Cooperativa de
Ahorro y Cr6dito papa pequeos industriales se forme en
 
la localidad.
 

CAMARA DE-AZOGUE-Z.-
7.-
Sesi6n Ampliada de 
la Cgmara y 
homenaje 
a un pequefio industrial;
 
tienen 200 miembros y asistieron
150 personas aproximadamente, 
 Se realiz6 
en el Sal6n de
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la Provincia, del Local de 
la Prefectura Provincial de

de Azoguez.
 

Asistieron.-


Se entreg6 una 


Prefecto del Azuay,
 
Reprcsentate de la 
C~mara de Comercio -
Azuav. 
Delegados del IMinistro de Industrias y 
_
 
Comercio.
 
Gerente Regional del Banco de 
Fomento.
 

mencl6n 
de honor de la Provincia al Sr.
Rodrigo Mendieta, gestr de 
la PequeFia industria 
del -
Cafiar y fundador Ae 
 i Cimara hace 
mns de 
10 afios. -
Fue reconocido por el Gobierno Nacional, 
en 1984, como
uno 
de los 15 Mejores industriales del 
pals.
 

Fenapi tambi~n entreg6 una 
placa de reconocimiento a 
-
labor industrial 
y gremial cumolida por ei Sefor Men
dieta.
 

Esta C5mara 
est,! bien organizada, tiene 
un cuerDo directivo que labora 
activamente y su 

Domlnuez R. ha cumplido 

presidente, el Dr.
Oswaldo 

una dirigencia adecua


da y firme para manteneria bien.
 

Han obtenido avuda crediticia por parte del 
Banco Nacional de Fomento, y se 
sienten bien atendidos 
en cuan
 
to a cr6dito.
 

Sinembargo solicitan 
man ayuda para la formaci6n de di
rigentes y la 
realizacj6n de 
eventos, 
por cuenta pro
pia.
 

Es una 
c~mara que tiene suficiente fuerza % que 
s! co
labora con 
la Federaci6n.
 

Se entreg6 el boletin 
informetivo de 
FENAPI y otros ma
 
teriales.
 

9.- Camara de 
Cuenca: 
Se hizo la reuni6n 
con 20 miembros.
 
Estuvieron 
coma asistentes, tambi6n
 

los sefiores:
 

R6mulo Ochoa, Presidente de 
la C~mara del Azuay
Ing. Uda Derichs - Representante do 
la Fundaci6n Kon
rad Adenauer 

Econ. Janeth Palacios - Cerente 
Carantia 

Ing. (1ino Lofredo - Consultor doEcon. Anibal Rovayo - Secrotario 

de la Corporaci6n de -

Crod itcia 
A.I.D.
 
jecutivo de FENAPI
Econ. Blacio -Bermeo Coordinador del Proyecto AID-CA/ 

FEHAPI. 

Debo indicar quo nosotros habiamos anunclado nuastra -
llegada a esa C5mara y nos 
hablan confirmado que 
nos esperaban, pero 
no conoclamos que 
iba el equipo de 
 -
INSOTEC para 
hablar y promocionar su Corporaci6n de 
Ga

rantla Crediticia.
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Primero 
se 
hizo la presentaci6n 
de las Comitivas por el
Presidente 
de la C~mara 
(para INSOTEC) 
y por el Presiden
 
te de FENAPI
 

Luego, intervenci6n del 
Presidente de 
la Federaci6n
ra pahacer una 
explicaci6n de 
la posici6n de
Industria respecto la Pequeha a 
la poiltica econ6mica 
en general,
del Gobierno Nacional y trat6 al mismo 
tiempo varios 
mas especificos como 
te
 

los Aranceles.
 

Seguidamente, present6 
un documento de 
la Importancia
Socio-Econ6mica de la Pequefa Industria, 
que fue presen
en el foro con
tado los periodistas, 
en Quito, 
en dfas
 
anteriores.
 

Luego trataron 
asuntos netamente gremiles y de 
la Coma
ra en el que se dio en 
foro abierto para discutir 
sus
 
asuntos 
internos.
 

En 
general surgieron opiniones de c6mo darle
cia al m~s presen
gremio; c6mo 
tener mejores beneficios y c6mo 
con
seguir que el Estado acepte a la 
pequefia industria en la
dimensi6n e importancia que 
6sta requiere.
 

Se observa que 
es una C~mara muy 
bien organizada, 
con lo
cal propio (todo un piso 
de un edificio), tienen
perativa de su Coo
Ahorro y Cr6dito, el personal administrati7
vo b~sico para 
poder funcionar y los 
ingresos econ6micos
 
necesarios para 
su gesti6n.
 

Sin embargo, solicitan, 
v asi lo manifestaron que 
haya
m~s asistencia 
en 
preparaci6n de dirigentes,
ras a las Cma
y estdn muy seguros de que tendrdn en julio pr ximo
el Seminario de Cabildeo 
o Motivaci6n ya 
anteriormente
 
ofrecido por FENAPI.
 

N'os retiramos 
unos momentos antes 
de que iniciara,

el INSO'YEC, con su explicaci6n 
y promoci6n de 
que"
son las Corporaciones de 
Garantla Crediticia.
 

Entregamos el 
Boletin Informativo de 
FENAPI 
y otros do
 
cumento s.
 

Ouito, 25 de abril de 1985 

Blac 
 erm e" live as 
COORDINADOP PROYE- ASISTENCIA
 
TECNICA AID-CA/FENAPI
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FENAPI MANAGEMENT TRAINING CURRICULUM
 

A Three Part Management Training Program

Focussed on Practical Techniques
 

for Improving Profitability
 
in the Current Business Environment
 

INTRODUCTION
 

The purpose of this; coursethree day is to respond to FENAPI member 
requests for an integrated approach to three business problems: (1) Market 
Analysis and Research arrd (2) Business Planning and Control and 
 (3) Business
 

Financing. 
 All three problems are intimately related. clarket 
analysis and
 
research 
is usually considered 
the most difficult 
to prepare because 
it is 
time consuming and frequently costly, but isit the basis for sales 

projections and consequently, financing requirements and, th'erefore, must be 
done with as 
 -nuch accuracy as possible. 
 Without business planning and
 
control, the 
business 
lacks criteria for organizing, scheduling.annd managing
 

its activities 
to achieve its 
market and 
profit goals. And without a clear
 
picture of financing requirements 
and methods the research and planning and
 

control 
are useless.
 

The intent of 
each segment of the 
course is to indicate why and how it 
is
 
done. This 
is accomplished procedurally 
in a step-by-step outline 
on how to
 

do each of the three segments followed by 
a case 
study of a typical ecuadorian
 

company which illustrates the practical steps previously outlined.
 

Time will 
be available 
to discuss 
in detail the procedural steps in each
 

segment and the 
case study.
 

(At this point we suggest 
 that the person making this presentation,
 

outline a typical 
cuadorian business which 
is trying to 
decide whether- or not
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it should 
expand production 
or introduce 
a new product by reviewing what 
it
 
has done and not 
done in terms of market research 
and analysis, business
 
planning 
and control, 
and business financing 
as they relate to production
 

expansion or a new product.)
 

(The purpose is to 
generate audience 
interest 
in a practical situation
 
that they are all familiar with (i.e.) 
 their own business)).
 

A K 1: MARKET RESEARCH AND ANALYSIS
 

Sizing Up Opportunities for Profitable Business
 

Purpose of Market Research and Analysis:
 

to ensure Lhat 
the businessman produces 
only those products/services 
and
 
serves only 
those markets 
with enough profit potential 
to warrant the
 

investment.
 

Situations.,
in which Market Research and Analysis are appropriate
 

o when 2kimg at an app*artvm for seInmq existing

products to new customers
 

o when aaIkimq at am a *rtui/ty to dkuiDma 
 and mnit new
 
products
 

o when namkim at sigmilficamn, 
 dimm 
 in tmn existing

product/service line
 

Wh1 do market research and analysis?
o It As an q-r, 
 to thk w* an 
m t3 of
product/service A new
without 
the actual expense of tb'ai l and
error operation. 
 (.g. research shmuaadmarket for a biomedical pkejut was 
that tfr major 

lim nursing hmmas
in ihispsjit emergency not
 
r-r 
 as had been previously


supposed.)
 

o It As aim a jr*bxrd4 to test 
tIe motJimatinm 
 commitment,
and technical exprtise of mm Wo-istiiyr members leI the

business team who will implement the activity.
 

o The -,, wtnm zzmpi]1 wn6 ip*t tim im
used to assist in securing outside 

markotlnq rIan,, can be 
thtFT=ri af a 

financing ir the pwmakVse~rice by giwIM the financingsource confidence that the necessary work has been done.
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o The marketing plan will 
 also serve 
 as a guide to
management 
to make sure implementation 
is going as planned
and 
to indicate where corrections are necessary.
 

How/where To Get Market Research Information
 

o Independent 
 Specialists 
 -
 Trade association 
 research
departments, 
 financial institutions, 
 major consulting

firms, lobbyists, law firms:
 

o Governmental Agencies 
- Commerce, regulatory, financial
 

o Material Suppliers (Ask 
how much they sell, to whom, and
 
when)'
 

o Competitors outside 
the market 
area (an excellent source
if they can be convinced that you are not a threat).'
 

o Competitors in 
the market area 
(it is surprising how much
information they 
can give - also misinformation)g
 

o Retired 
former employees of competing firms 
now in other
 
business:
 

o Key person 
in an existing competing firm - Try to hire
 
them away:
 

o Existing end 
users - Source for other users, potential
users, suppliers, likes 
 and dislike3 
 about existing

product/service:
 

o 
Source of Purchase commitments, product/service testing;
 

o Potential 
End Users - Source of 
purchase commitments,
 
product/service testing1
 

CASE STUDY
 

Using the previously outlined market 
research and analysis format, present
 
an (Icuadorian company which wants to; (A) introduce a new product or service,, 
and/ort (B) begin selling 
an existing product/service 
 Be sure that each part
 

of the case study ties back 
into the Format.
 

The Basic Activities 
in Market Research and Analysis
 

o Identifying 
 product/market 
 opportunities 
 that appear

attractive,
 

o Analyzing these opportunities for profit potential
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o Determining whether 
 investment 
 in and pursuit of new

opportunity is appropriate to business goals
 

o Formulating market 
strategy for the 
product/service in 
its

market(s) on 
the basis of the conclusions reached
 

The Steos 
to be Taken in market Research and Analysis
 

1. Clearly define the 
market analysis issue to 
be resolved
 
- the question(s) to be answered, the criteria 
to be
 
used, the decision to be reached, e.g.,
 

- what is the business, or 
 profit (return on

investment), objective 
 for the new/revised

product/service?
 

- what are 
 the market "segments", 
 or
customer/geography 
combinations, 
 to be considered
 
(local, regional, national, export)::
 

- how many units 
can be sold at what price?
 

- what limits on capital investment and payback period
 
will be used?
 

Market
 

2. Determine 
 the total 
 size of the market for the
product/service being 
investigated 
in the market areas
being explored (e.g., total 
annual and unit 
sales in
 
sucres in Ecuador),
 

3. Break this market down 
 into its major segments

(relatively homogenous groupings of 
customers organized
by location, income, product useage, and other relevant
 
characteristics).
 

4. Determine trends in 
the u~eage and purchase of the

product/service 
for each 
of the major segments over
 
recent months 
or years.
 

5. Interpret 
 these trends in light of 
 past business
conditions 
 and develop conclusions for use in
product/service market 
analysis; for instance, surge in
demand 
for competitive domestically produced 
products

during import controls, with implications 
on these

products when import controls are 
lifted.
 

6. Project future trends 
in the 
market and its individual
 
segments 
on the basis of such 
trend analysis,
 

Customers
 

7. 
 Identify the customers 
to be served 
 in the markets
 
being investigated 
(what types of customers are being

looked at as potential buyers?).
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8. 	 Determine, why these customers use 
(or would use) this
 
kind of product/service 
 (what needs does/would the
 
product/service satisfy?).
 

9. 	 Determine the basis for their decisions to purchase

similar (competitive) products/services to meet these
 
noeds (what combination of price, quality, service
 
availability, personal selling, brand 
 loyalty,

accessability/availability, 
 etc. appeals to these
 
buyers of similar products?).
 

10. 	 On the basis of this customer analysis, what kinds of
 
customers, 
 or which market segments appear most
 
attractive to target 
 for the marketing of the
 
product/service being investigated?
 

Competition
 

ii. 	 Identify and characterize 
 the 	 other, similar
 
products/services 
 in the markets being considered;
 
consider such characteristics as 
 price, quality,

performances, 
customer appeal, reputation, reliability.
 

12. 	 Identify the sources 
 of Lhese competitive
 
products/services.
 

13. 	 Determine the approximate share that each such
 
competitor holds of the 
various markets being analyzed,

and, if possible, trends in these market shares.
 

14. 	 Estimate, from this information, what the market
 
strategy of each 
of these competitors is and has been
 
and what the relative degrees of success 
of each have
 
been.
 

Market Potential
 

15. 	 Determine, from assessment of the various 
products,

competitors, 
 and trends, what the key elements of
 
su~ess in this market 
(these markets) appear to be
 
e.g., lowest price, competitive price with good

quality, competitive price with adequate quality 
and
 
aggressive direct selling, etc.
 

16. 	 Given 
the resources, experience, and capabilities of
 
the business, 
and given the current competition in the
 
markets being analyzed, select the "position" (business
 
product's price, quality, image, 
 performance, etc.)

relative to those of other competing products) 
in the
 
market(s) at which Lhe product/service being considered
 
appears to the
have best chance of successful market
 
peneLration.
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17. Estimate the level of $ sales and our units attainable

in this market position, or "riche", by year For atleast three years, considering such market factors as: 
- market(s size and trends 
- customer loyalty to existing products
 
-
 comparative appeal of product/service being planned
 

Product/Service Investment Feasibility
 

18. Clarify business' 
 criteria for assessing

feasibility, or likelihood of business 

the
 
success of the


prcduct/service investment 
 being considered, e.g.,
profitability, counter-cyclical diversification, target

return on investment, break-even within x years, 
etc.
 

19. Estimate calculate the additional production,

marketing, and administrative costs that will 
 be
associated with the 
introduction of the product/service

in the selected market(s) at the expected levels.
 

20. By comparing these costs 
 (step 19) with 
 the sales
 revenues (step 17) 
 in a cash flow projection for at

least three years, determine the cash consequences and
 
- with adjustments For non-cash costss and accounting

conventions 
- the profitabiliy of the product/service
given the preliminary market strategy selected. 

21. Identify and cost out any significant "negative" 
risks

that appear possible in this initiative and decide if

their probability and their 
size and scope effectively

jeoperdize the 
investment opportunity.
 

22. 
 Determine whether the investment being considered meets
 
the criteria selected.
 

PART 2: BUSINESS PLANNING AND CONTROL
 

Successfully Capitalizing on Business Opportunities
 

Purpise of Business Planning and Control:
 

to ensure that business 
 resources und act.ivities are organized,
 

scheduled, and managed so as to 
achieve the business market and profit
 

goals.
 

The Uses of Business Planning and Control
 

For guiding the design/development
o 
of a new
product/service, 
the production of this product/service,
 

and its introduction into the selected markets.
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o To guide the 
business activities for any (plan) period 
so
 as to effectively capitalize 
 on the opportunities

available during that period.
 

The Major Activities in 
the Planning and Control Functions
 

c Forecasting the 
economic, financial, 
and market conditions

in which the business will operatc- for a given period,
 

o Reviewing, 
 and revising 
 as necessary, existing

business/market 
 strategies 
 in light of expected
conditions, and setting sales goals appropriate to both.
 

o Establishing operating plans 
 for the marketing,

production, and 
financing activities needed to meet those
 
goals.
 

o Monitoring activity 
and progress against these plans and
the sales goals, making 
changes necessary to Adapt to

exteinal changes or to correct deficiencies as necessary.
 

The steps to be Taken in Business Planning and Control Planning
 

1. Review economic, political, and other business related

trends and forecast the conditions that are expected to

characterize 
 the sales, financial, labor, 
 raw

materials, etc. markets during 
the period being planned.
 

2. Review business strategy 
in light of the forecast and

revise as necessary (e.g., 
new emphasis on exports 
in
 response to sucre devaluation or improvement 
in export
 
insurance).
 

3. Estimate sales 
 revenue and 
 costs for factors of
production (labor, materials, capital, 
facilities) For
 
the strategy to be used.
 

4. Develop a marketing 
plan -for reaching sales revenue
 
goals, including:
 

o target market 
segments, price schedules, advertising
 
program, sales 
methods, distribution p.lan, 
and other
 
marketing elements.
 

o responsibilities for each marketing activity
 

o sales objectives for sales 
force arid sales managers
 

o budget for 
sales and marketing expenditures
 

o schedule of key 
events and targets for the marketing
 
program during plan period
 

0 0 9 6pOlO285fck7
 



5. Develop a production plan for producing 
the volume of
 
product/service required, including:
 

o level and 
 timing of the production required to
 
support the sales goal,
 

o design/development work to be 
completed prior to
 
production, with schedule and budget,
 

o retooling and/or capacity expansion 
to be completed

prior to production, with schedule and budget,
 

o use of contracts, joint ventures, or other
 
mechanisms for obtaining needed inventory or
 
finished product from affiliated sources,
 

o cost-volume projections 
 by period (week, ,nonth),

with purchasing, inventory control, and work 
Force
 
aspects of the plan detailed and costed.
 

o designation 
of management responsibility for key

elements of the plan,
 

o specification 
of the volume, productivity, quality,

and (unit) cost targets to be controlled against,
 

6. Develop a Financial 
plan for the period, including a
 
plan for the financing of the assets 
needed to meet the
 
sales goals including:
 

o 
a profit and loss projection covering
 

-
 sales levels and cash receipts
 
- production costs
 
- marketing costs
 
- administrative costs
 
- other unallocated overhead 
 costs with the
 

assumption 
upon which the projection is based
 
clearly specified,
 

o a cash flow projection to assist management 
 in
 
deciding when 
cash from sources other.than sales is
 
needed to finance operations during the period, with
 
key assumptions clearly specified about 
such factors
 
as recognition of receivables, 
payment of vendors,
 
levels 
 of wages, timing of purchases, timing of
 
price changes, and the like,
 

o a balance sheet for the 
close of the period being
 
planned, if necessary 
to support .n cpplication for
 
credit to be needed during the period,
 

o a breack-even chart, if a new product/service isbeing planned, to show the level of sales needed to 
fully cover the costs 
of the product/service.
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Control
 

1. Assemble the 
 key targets, events, assumptions, and
other monitoring points 
For inclusion 
in a monitoring
schedule to be used by the business' managers.
 

2. Clarify responsibility 
 For both the monitoring of
performance against 
 the plan and 
 the control of
business activities 
to correct for variances observed.
 
3. Carry out the management control 
function during plan
implementation 
 continuallly comparing planned
actual 
results and either change activities 

with
 
if the plan
is still valid or change 
 the plan if business


conditions have substantially changed.
 

CASE STUDY
 

Using the previous case study 
company (from 
market research analysis)
 
(INsERr B) present a business planning and 
control case study using steps
 
outlined in the business planning and control planning format.
 

(INSERT B) or another case 
study from a different industry.
 

-RA:r-3 
 Business Fim-wu=ii - Providing the resources 
needed to capitalize
 

on Business opportunities.
 

Purpose of Business Financing:
 

to acquire 
the people, equipment, and materials needed to capitalize 
on
 

business opportunities at minimal cost to the business.
 

Situations in which Business Financing is Appropriate
 

o when capitalizing 
a new business 
venture and acquiring the
initial capital assets of the business,
 

o when faced with the 
rined to acquire now assets 
(plant,
equipment, inventory) 
in order to 
increase production for
 new market opportunities,
 

o when cash is needed 
 Lo find business activity in an
off-season or down cycle of 
a cyclical business.
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The Basic Activities in Financing the Business
 

o Establishing the return on investment potential of the 
business, the 
new market, or the product/service.
 

o Detormmining the 
kind of financing that is appropriate to
 
the need.
 

o Developing the financing proposal 
 for the prospective
 
source(s).
 

o Investing the financing proceeds 
 (cash) so that the
investment works for the
both business and 
its financiers
 
(investors, creditors).
 

o Continually working to 
strengthen the capital 
structure of
the business and 
to reduce 
its cost of capital.
 

The Canital Structure of the Business
 

o The different kinds of capital in any business (roview).
 

o 
The functions appropriate to each.
 

" General guidelines for use the
of various kinds of
financing (capital), 
 e.g., short-term 
 lines of (bank)
credit should 
be drawn only 
when management 
is contident
the credit can be repaid 
within a business cycle (e.g.,
 
seasonal).
 

o Significant variations by industry (if needed).
 

Financinq New Business Opportunities
 

o 
The tie to the business plan (i.e., determination of kind
 
and value of assets to be finished).
 

o 
The role of the different types of capital in 
new ventures
 
-
 new equity for risk capital
 

- long-term debt 
for tangible capital assets
 

- working capital 
loans to purchase materials, labor, etc.
 

-
 lines of credit for financing accounts receivable
 

-
 trade credit for Financing receivables
 

0 0 9 6pOlO285fcklO
 



INSERT D
 

CASE STUDY
 

Develop a 
case study of an ecuadorian company which needs 
to acquire new
 
assets 
in order 
to increase production 
For new market opportunities 
or a new
 

product line.
 

Alternative Approaches to Traini q 
in Credit/Caital/Finance 
Subjects
 
Alternative 1: 
 The Role of Credit in Small Business Operations
 

The Subject Areas and 
 Topics 
to be Covered

1. The Role of Credit 
 in Capitalizing 
 a Business 
 and
 
Financing its Operations
 

o 
Debt and equity 
in the capital structure
 

o Various kinds of 
debt and 
the functions appropriate 
to
 
each
 

o The consequences of 
changing business operations (e.g.,
growth, exporting) on 
tho financing of business assets.
 

2. The Small Business and the Ecuadorian Capital Markets
 

o The financial 
 system within 
 which 
 small business
 
operates
 

o The Financial 
 institutions 
 providing 
 credit 
 and
affecting credit availability locally
 

o The kinds 
of credit nominally/actually 
available 
from

each such source
 

3. Becoming an Attractive Applicant for Credit
 

o 
What every lender needs 
to know.
 

o 
Profile of a desirable credit risk
 

o Organizing 
 and presenting 
 the support necesary 
 for

credit approval
 

(o Optional: 
 Workshop on 
credit cpplication, if 
competent

training 
resources available)
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Optional 4. Strengthening Your Business' Balance Sheet
 

o 
Working for safe debt/equity ratios
 

o 
Matching financing maturities with asset 
lives
 

o 
Forming business capital rather than borrowing money
 

o Working to minimize the cost 
of the capital the business
 
needs
 

(o Other topics related to typical ecuadorian problem areas)
 

Optional 5. Obtaining Credit for Export Sales
 

o 
The kinds of credit used 
to finance export activities
 

o FThe way that each 
works for small 
business (e.q., 
 how
trade credit or 
export insurance 
is used correctly by a
 
small business)
 

o The locally available sources for 
each such 
type of export

credit
 

(o Optional: Workshop 
on obtaining 
and using appropriate
 
export financing)
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DRAFT
 
FENAPI 

CURRICULUM DE ENTRENAMIENTO EMPRESARIAL
 

Un programa de trabajo enfatizando "Casos de Estudio" y "Ensehanza
 

Modulada", enfocando en la ganancia de la economia ecuatoriana a traves de la
 

pequeha industria.
 

INTRODUCCION
 

Las oportunidades que se le presentan actualmente al hombre de P-mpresa
 

ecuatoriano lo obligan a buscar nuevos puntos de vista y respuestas creativas
 

y met6dicas a los problemas.
 

En particular, el empresario que esta persiguiendo objativos de
 

crecimiento y ganancia a trav6s de nuevos mercados locales o extranjeros o a
 

trav6s de la introducci6n de nuevos productos o servicios, necesita valerse de
 

modernas y probadas t6cnicas de anglisis de mercado, planificacio6n y control
 

de negocios y financiamiento, si es que pretende evitar problemas tan comunes
 

como demandas deficientes, competencia excesiva, niveles de producci6n
 

excesivos o inalcanzables, costos de comerciLalizaci6n excesivos a inadecuados 

mtodos de financiamiento de los negocios.
 

En respuesta a estas necesidades, FENAPI y Creative Associates Inc! han
 

desarrollado un programa de entrenamiento para los empresarios miembros de
 

FENAPI. El entrenamiento ha sido disehado para prestar 6tiles y practicas
 

gulas en la selecci6n de productos y mercados para la empresa, el desarrollo y
 

uso de planes de trabajo efectivos, y el financiamiento adecuado de los
 

activos necesarios para un neaocio.
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El programa de entrenamiento, aunque fu6 disehado como un documento 6nico,
 

se presenta en la forma de tres m6dulos, cubriendo cada uno las siguientes
 

actividades de una empresa:
 

- Investiqaci6n y An6lisis de Mercados;
 

- Planificaci6n y Control de Empresas; y
 

- Financiamiento de Empresas.
 

Cada uno de los m6dulos destaca el prop6sito y la importancia de estas
 

actividades en el manejo de empresas como asi tambi6n ilustra las funciones y
 

procesos que son necesarios para su cumolimiento. Adem~s, cada m6dulo incluye
 

el anglisis exhaustivo de un caso que represente la condici6n tipica de una
 

empresa ecuatoriana que deba realizar una investigaci6n de mercados o deba
 

planificar sus actividades o lograr financiamiento de sus activos. En donde
 

se estima conveniente, se presenta informaci6n y ayudas adicionales como ser
 

fuentes de informaci6n de rercados, fuentes locales de credito, etc.
 

Cada unn de los m6dulos requiere aproximadamente unas seis horas para su
 

presentaci6n y dis- jsi6n y preferentemente los tres m6dulos deber~n
 

presentarse en diais crinsecutivos.
 

El objetivo del Programa de Entrenamiento de FENAPI es que sus
 

participantes entiendan el papel trascendente que la investigaci6n de
 

mercados, la planificaci6n y la efectiva financiaci6n juegan en el desarrollo
 

de las actividades de una empresa. Se pretende que los participantes
 

desarrollen cierta familiaridad con los conceptos y t6cnicas presentadas y
 

desarrollen al mismo tiempo un criterio para aplicar las nuevas metodologias a
 

stus prnpias empresas.
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DIA I: INVESTIGACION Y ANALISIS DE WERCADOS
 

Descubrimiento de Oportunidades
 

Proo6sitn de la Investiqaci6n y An6lisis de Mercados:
 

Asenurar que el empresario produzca solo aquellos bienes y servicios con
 

suficiente demanda y potencial de ganancia que justifiquen su inversi6n.
 

Casos en donde la Investigaci6n y An~lisis de Mercados es apropiada:
 

- Cuando se analiza la oportunidad de vender productos
 
existentes a nuevos clientes;
 

- Cuando se analiza 
productos; 

la oportunidad de desarrollar nuevos 

- Cuando se analiza 
significativos en 

la 
la 

posibilidad 
linea de 

de introducir cambios 
productos o servicios 

ofrecidns actualmente.
 

Pnr qu6 investiqar y aalizar mercados? 

- Permite descubrir varios aspectos importantes de la comercializaci6n de los 

productos y/o servicios sin la necesidad de incurrir en egresos financieros 

que se desprenden de errores de apreciaci6n de la situaci6n a enfrentar. 

Ejemplo: La investigaci6n de mercados para productos bio-m6dicos mostr6 que 

la demanda de importancia estaba constituida por hogares de ancianos y no por 

salas de Pmergencia de hospitales como se habla supuesto en primera instancia. 

- Es una oportunidad para poner a prueba el inter6s y la capacidad t6cnica de 

las personas encargadas de implementar la actividad.
 

- Los datos recavados en la investigaci6n, una vez organizados, analizados e 

incorporados a un plan de comercializaci6n de un bien o servicio, sirve como
 

un immportante documento de apoyo al momento de procurar financiamiento para
 

nuevas actividades. Las fuentes de cr6dito se sienten mas confiadas en el
 

proyectn y en el profesionalismo de la firma.
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- El plan de comercializaci6n de un producto o servicio es de gran utilidad 

para la direcci6n de la empresa pues indica si la implementaci6n se va 

desarrollando tal cual se habia planificado o si existen greas en donde 

correcciones son necesarias. 

Fuentes de Informaci6n:
 

- Especialistas - Cgmara de Comercio, Instituciones de Investigaci6n,
 

InstituL-iones Financieras, Firmas Consultoras, etc.
 

- Agencias de Gobierno - Agencias Comerciales, Agencias Reguladoras, etc.
 

- Competencia Indirecta - Esta es una de las mejores fuentes de informaci6n si
 

es posible convencerla que el proyeoto no presenta un peligro directo.
 

- Competencia Directa - Gran cantidad de informaci6n puede obtenerse de la
 

comnetencia aunque se debe teier precauci6n de considerar informaci6n falsa
 

que ocasionalmente puede proporcionarse.
 

- Proveedores de materiales - Es posible obtener informaci6n de las cantidades
 

vendidas, qui4nes son los principales clientes y cuando se realizan esas 

ventas.
 

- Empleados de la Competencia actualmente retirados.
 

- Personal estrat4gico de la competencia - Muchas veces es posible 

cnntratarlos para su compahia si se procede con tacto. 

- Usuarios de los Productos - Los actuales usarios de los productos son una 

buena fuente de informaci6n en Io que hace identificaci6n de aspectos
 

positivos y negativos de los productos, otros productos utilizados, productos
 

sust;.tutos, etc.
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Las Actividades Basicas de la Investigaci6n de Mercados.
 

- Identificar oportunidades de explotaci6n de productos o
 
servicios en mercados que se muestran atractivos; 

- Analizar el potencial de ganancia le estas oportunidades; 

- Determinar si la oportunidad estg de acuerdo con los 
objetivos de la empresa; 

- Determinar si la inversion es conveniente; 

- Formulaci6n de la estrategia de mercadeo mas apropiada en 
relaci6n a las conclusiones obtenidas anteriormente.
 

Pasos a Seguir
 

1. Definir con precisi6n el problema a resolver, las preguntas concretas que
 

se pretenden responder con la investigaci6n, los criterios a emplear y el tipo
 

de decisi6n a tomar.
 

* Cuales son las normas de aceptaci6n o rechazo que la compahia fija para 

inversi6n en el desarrollo y la comercializaci6n de un nuevo producto o
 

servicio. (Ejemolo: tasa de retorno de la inversi6n, rentabilidad, periodo
 

de repago, etc.)
 

* Cuales son los segmentos del mercado o las combinaciones de 

productos/regiones geogr~ficas que la compa~la desea persuadir. 

* Qu6 vol6men de producci6n puede venderse y a qu6 precio? 

* Qu6 limites de inversi6n de capital se han fijado? 

Presentaci6n de un Caso 

Usando el formato de Invescigaci6n y Anglisis de Mercado presentado, analizar 

una firma Ecuatoriana que: 

a. desea introducir un nuevo prcducto o servicio al mercado; o
 

b. expande la venta de un producto o servicio existente.
 

Asegurarse que el analisis del caso siga el formato presentado por el
 

instructor.
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MERCADOS
 

* Determinar el tamaho del mercado a ser investigado en relaci6n al 

producto o servicio a ofrecer y a la cobertura geogrifica esperada. 

* Dividir al mercado en seamentos que tiene elementos en com6n como: 

ingresos similares, igual culti',a o costumbres, lugares cercanos de
 

residencia, iquales actitudes o predisposiciones en relaci6n al uso del
 

producto, etc.
 

en
* Determinar las tendencias del uso o compra del producto o servicio 

cuesti6n para los 61timos meses o afios. 

* Interpretar las tendencias en relaci6n a condiciones del mercado y la 

empresa en el pasado. Elaborar conclusiones pertinentes al an6lisis y la
 

investigaci6n de mercados.
 

Ejempln: Analizar la demanda de un producto manufacturado en el Ecuador
 

mientras existieron restricciones de importaci6n y cual seria el impacto sobre
 

la demanda si posibles medidas econ6micas eliminaran dichas restricciones.
 

* Proyectar tendencias futuras de la demanda en relaci6n a cada segmento 

del mercado en base al an~lisis efectuado anteriormente. 

CLIENTES 

* Identificar quienes son los clientes dentro del mercado a servir. Qu6 

tipo de caracteristicas tienen los clientes de nuestros productos. 

* Determinar el criterio decisorio que los clientes emplean para comprar 

el producto o servicio. Qu' los lleva a comprar un producto de una marca y no 

el de la competencia. Qu6 combinaci6n de las siguientes caracteristicas el 

consumidor juzga como mas atractiva: precio, calidad, promoci6n, envase,
 

disponibilidad, servicio despu6s de la compra, etc.
 

0134oOl1785fck DRAFT Page 6
 



* En base al anglisis que se present6, que tipo de cliente o que 

seomentos del mercado deben ser persuadidos por la empresa para los productos 

o servicios en cuesti6n.
 

COMPETENCIA
 

* Identificar a la competencia que ccmercializa productos y/o servicios 

iguales o similares. Identificar sus caracteristicas como: politica de
 

precios, calidad de los productos o servicios, reputaci6n en el mercado,
 

relaci6n con los clientes, confiabilidad en los plazos de entrega, etc.
 

* Determinar el tamao del mercado que la comoetencia ha captado. Determinar 

que segmentos y si es posible, evaluar las tendencias de cambio para cada uno
 

de los seomentos.
 

* Estimar, en base a este anglisis, cual es la estrategia de comercializaci6n 

de cada comnetidor y cuales son los aciertos y desaciertos de los mismos. 

MERCADO POTENCIAL
 

* Determinar en base al an~lisis de la competencia, productos sustitutos, 

tendencias, etc. los elementos determinantes de 6xito en esa mercado. Por
 

ejemplo: bajo precio, calidad de primera, fuerza de venta experimentada y con
 

contactos, servicio despu6s de la ventaja, etc. Que juzga el consumidor como
 

imoortante? Ou6 elementos son imprescindibles para el 6xito en un mercaddo y
 

con un tipo de consumidor determinado?
 

- Tomando en consideraci6n todas las condiciones del
 
mercado, ]a ccmpetencia y los recursos disponibles, se 

procede a seleccionar la estrategia de posicionamiento del 

prodi cto o servicio que mas posibilidad de 6xito 

presente. El posicionamiento del producto o servicio
 
surge de la comhinaci6n del precio, caracteristicas,
 
calidad, imagen y distribuci6n del producto.
 

/
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- Tomando en cuenta el posicionamiento del producto
 
seleccionado en el punto anterior, estimar las ventas (en
 
sucres v en unidads) que es posible concretar para el
 
pr6ximo ano y hacer una proyecci6n para los futuros tres
 
ahos, considerando:
 
- el tama~o del mercado y sus tendencias;
 
- lealtad del consumidor a !as marcas actuales;
 
- ventajas o caracteristicas 6nicas de los nuevos
 

productos o servicios a ofrecer.
 

Como Juzqar la Conveniencia de la Inversi6n
 

* Estinular con presici6n cu~les ser~n los parametros de aceptaci6n o rechazo
 

de la inversi6n. Por ejemplo: rentabilidad de la inversi6n, tasa interna de
 

retorno, perlodo de repago, objetivo3 de diversifaci6n, etc.
 

* Estimar cuales ser~n los gastos de producci6n, comercializaci6n y 

administraci6n que la nueva inversi6n causarg al momento de introducir el 

nuevo producto o servicio dl mercadc, considerando los segmentos a persuadir y
 

los niveles de venta proyectados para esos segmentos.
 

* Se deber~n comoarar las ventas esperadas con los gastos adicionales que la 

inversi6n requiere. La diferencia nos mostrar5, con los ajustes contables 

correspondientes, las exigenrias de "flujo de caja" y !a ganancia esperada 

para la estrategia de comercializaci6n seleccionada. 

* Identificar y estimar aquellos riesgos que puedan afectar sensiblemente el 

desarrollo de la inversi6n y de los resultados esperados. Determinar si los 

riesgos son probables y determinar asimismo si son determinantes del posible 

fracaso de la inversi6n. Estimar el costo de posibles pdrdidas.
 

* Determinar si la inversi6n en consideraci6n satisface el criterio de 

aceptaci6n que se habia fijado anteriormente.
 

Presentaci6n de un Caso
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DIA II. PLANIFICACION Y CONTROL DE EMPRESAS.
 

COMO APROVECHAR OPORTUNIDADES EXITOSAMENTE.
 

Prop6sito de la Planificaci6n y Control: asegurar que las actividades y
 

recursos est6n organizados y sincronizados de manera tal de poder cumplir
 

con los objetivos de la empresa en terminos de ganancias y cobertura de
 

mercados.
 

Aplicaciones de la Planificaci6n y el Control:
 

* 	Servir de gula en las tareas de desarrollo de nuevos
 
Productos y/o servicios, producci6n de estos nuevos
 
productos o servicios y su introducci6n a mercados
 
estrategicamente seleccionados.
 

* Servir de gula para las actividades desarrolladas para asi
 

poder aprovechar efectivamente oportunidades que se
 
presentan.
 

Actividades de la Planificaci6n y Control:
 

* 	 Preveer las condiciones econ6micas y financieras del 

mercado y el contexto en el cual operr la empresa. 

* 	 Revisar las estrategias de comercializaci6n en vistga a 
cambios de los escenarios esperados al momento de la 
formulaci6n de dichas estrategias. 

* 	 Supervisar las actividades y el grado de cumplimiento de 
los planes, efectuando cambios y corrigiendo deficiencias.
 

Pasos a Seguir en la Planificacihon y Control de Empresas:
 

Planificaci6n
 

1. Revisar tendencias y proyecciones econ6micas, politicas y otras variables 

relacionadas al mundo de lo negocios que puedan tener impacto en las ventas, 

condiciones financieras de la empresa, clientes y proveedores. 

2. Revisar las estrateqias de comercializaci6n seleccionadas en vista a
 

nuevas condiciones en el mercado si es que estas difieren de las condiciones
 

proyectadas. Ejemolo: poner 6nfasis a exportacionps a raiz de la devaluaci6n
 

del sucre.
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3. Estimar las ventas y los costos de producci6n (mano de obra, materia prima
 

y gastos nenerales) nara la estrategia a ser empleada.
 

4. 	Desarrollar un plan de comercializaci6n que incluya los siguientes puntos:
 

senmentos del mercado a persuadir, precios, programas de promoci6n,
 

sistema de ventas, sistema de distribuci6n y otros elementos de la
 

comercializaci6n de los productos.
 

-	 responsables para cada actividad de comercializaci6n. 

- metas de ventas para el personal de ventas, tanto como para los vendedores 

como para los gerentes de ventas. 

- presupuesto de ventas y otras actividades de comercializaci6n. 

- proqrama de eventos importantes y fechas de cumplimiento de objetivos de 

ventas y otras actividades de comercializaci6n.
 

5. Desarrollar un programa de producci6n en relaci6n a la demanda prevista 

para el nuevo producto o servicio que incluya los siguentes puntos: 

- nivel de cooperaci6n y sincronizaci6n en el tiempo del proceso de 

producci6n para apoyar eficientemente el esfuerzo del Departamento de 

Ventas. 

- trabajo de diseho o desarrollo del nuevo producto en forma previa al 

proceso de producci6n. 

- reequipamiento de la capacidad productiva a realizarse en forma previa al 

comienzo del proceso productivo. 

- uso de terceros u otros recursos para obtener los niveles de inventario 

apropiados para hacer frente a la demanda. 

-	 oroyecciones de vol6menes de producci6n y costos asociados para el perfodo 

de planificaci6n. Considerar los aspectos de compra de mater-.as primas, 

contrnl de inventarios, mano de obra necesaria, etc. 
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- asiqnaci6n de responsabilidades directivas de acuerdo a los elementos 

principales del plan. 

- esnccificar los voltmenes de producci6n, productividad, niveles de calidad 

y costos uniLarios de producci6n que ser~n empleados como patrones de 

medida para juzqar el desarrollo futuro del plan. 

6. Desarrollar un plan financiero para el periodo que ircluya, adem~s de un
 

plan para financiar los activos, los siruientes puntos:
 

- una nrovecci6n de futuras ganancias y/o pdrdidas considerando lo siguiente:
 

* niveles de ventas e ingresos a caja;
 

* costos de producci6n; 

* costos de cagercializaci6n;
 

* costos administrativos;
 

* gastos generales no directamente asignables. 

- una proyecci6n del flujo de caja que permita a la direcci6n identificar 

cuandn se necesitar6 recurrir a fuentes externas para financiar
 

temporalmente las operaciones durante un cierto periodo. Se deber6n tener
 

en cuenta las politicas de cr~dito y pago a terceros, el momento en que se
 

realizan compras a proveedores, los cambios de precios por estaci6n del
 

ano, etc.
 

- un balance y un cuadro de resultados proyectados a la finalizaci6n del 

perledo para el cual se est6 realizardo la planificaci6n. Estos dos 

documentos podr~n tambi~n ser utilizados en ocasi6n de recurrir a fuentes 

de cr6dito para el financiamiento del proyecto.
 

un dianrama de punto de equilibrio que indique el vol6men que se necesita
 

vender para cubrir los gastos ocasionados por la venta. (Punto de
 

ganancia nula).
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CONTROL
 

1. Identificar metas, actividades suposiciones sobre el contexto que deben
 

ser controladas. Incluirlas en una agenda de control a ser usada por la
 

direccion de la empresa;
 

2. Clarificar las responsabilidades de control y toma de decisiones
 

correctivas que disminuyan los desvios entre lo planificado y la realidad
 

observada.
 

3. Llevar a cabo la tarea de control en forma continua, permanentemente
 

conparando lo planificado con la realidad y tomando las medidas necesarias, ya
 

sea cambiando las actividades o cambiando el plan si esto .es lo mas
 

aconsejable.
 

ESTUDIO DE UN CASO
 

El instructor presentar5 un caso que ilustre la situaci6n de una tfpica
 

empresa ecuatoriana para la cul se exigirg que los participantes realicen un
 

esquema de planificaci6n siguiendo los puntos presentados en esta sesi6n. El
 

instructor deberg decidir si la misma empresa utilizada en la sesi6n de
 

Investigaci6n de Mercados es apropiada para el trabajo de esta sasi6n.
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DIA III. FINANCIAhIENTO DE NEGOCIOS
 

Como Obtener Recursos para Aprovechar Oportunidades
 

PROPOSITO:
 

Adouirir recursos humanns, equipo y materiales para aprovechar oportunidades
 

mfnimo costo.
 

Situaciones en donde el financiamiento es necesario:
 

- Cuando se necesita activo fijo para iniciar proyectos o incrementar el
 

nivel de producci6n;
 

Cuando se necesita financiar las operaciones en temporadas de escaso
 

movimiento. De especial importancia en negocios de tipo estacional.
 

Las Actividades de Financiamiento:
 

1 Deterninar el financiamiento mas apropiado a la necesidad.
 

2 Determinar el monto de la financiaci6n que se persigue.
 

3 Desarrollar y presentar una propuesta de financiamiento 
ante las fuentes de cr~dito apropiadas. 

4 Hacer uso apropiado del monto financiado de acuerdo a los 
criterios de la fuente de financiamiento. 

5 Refinanciar la deuda existente para reducir su costo 
utilizando distintos mercados de capital seg6n varien las 
condiciones reinantes.
 

Revision de Algunos Conceptos Financieros Importantes.
 

* 	 La estructura de capital de una empresa. 

* 	 Distintos tipos de caoital para financiar activos y 

actividades de una empresa. 

* 	 Los costos de distintos tipos de capital. (Ejemplo: 

intereses de los distintos tipos de capital, control, etc.) 

" 	 Indicadores de la inversi6n, 6tiles en la planificaci6n, 

desarrollo y presentaci6n de una propuesta de 

financiamiento. (Ejemplo: rentabilidad de la inversi6n, 
tasa de retorno, etc.) 
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APPENDIX G
 

CREATIVE ASSOCIATES
 



IN-COUNTRY TRAINING COORDINATOR - BOLIVAR LEON
 

Job Description
 

A. PLANIFICACION Y COORDINACION DE ACTIVIDADES DE CAPACITACION
 

1. 	Planear el horario, lunar 
 y fecha de los seminarios de
 
capacitaci6n.
 

2. Hacer los arreglos necesarios para la organizaci6n de los
 
seminarios con las camaras y con FENAPI.
 

3. 	Identificar las necesidades 
 de capacitaci6n de las
 
camaras.
 

4. 	Identificar a coordinadores y capacitadores locales que
 
est4n en condiciones de dictar seminarios.
 

5. 	Desarrollar la agenda 
 de traba.jo con los capacitadores
 
para la ejecuci6n de los cursos.
 

6. 	Coordinar 13 de
producci6n materiales, invitaciones y
 
programas para los seminirios.
 

7. 	Mantener un 
 record de asistencia de participantes a los
 
seminarios.
 

B. DISENO
 

1. 	Diselar y adaptar cursos de acuerdo 
a las necesidades de
 
las c~maras.
 

2. 	Investigar si otras oreanizaciones ofrecen cursos
 
semejantes que se puedan utilizar en ]as camaras.
 

3. Presentar el disefto de los seminarios a los coordinadores
 
de las camaras y obtener su aprobaci6n del contenido.
 

4. 	Preparar los materiales necesarios para las sesiones de
 
capacitacion: manuales, transparencias, programas, 
etc.
 

5. Coordinar la reproducci6n de materiales con el
 
coordinador administrativo del proyectu.
 

6. 	Asegurarse que todos los materiales necesarios lleguen a
 
su 
destino a tiempo y estn completos y organizados.
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C. EJECUCION DE LOS SEMINARIOS
 

1. 	Trabajar con los coordinadores de 
las ca'maras para asegurarse
 
que los seminarios se l1even a cabo.
 

2. 	Capacitar a los 
 nuevos capacitadores de las camaras 
cuando
 
sea necesario. 
 Se 	debe tratar de solicitar la ayuda de los

capacitadores que hayan asistido a seminarios anteriores.
 

3. 	Asi~nar 
 los cursos a enseffase en los seminarios a los
 
capacitadores.
 

4. 	Utilizar los materiales 
diseftados en el adiestramiento de
 
nuevos capacitadores.
 

5. 	Desarrollar una 
agenda para cada seminario en las camnaras.
 

6. 	Participar como capacitador en los seminarios 
 cuando sea
 
oportuno y necesario.
 

7. 	Reclutar a capacitadores y fomentar su participaci6n en los
 
seminarios.
 

8. Mandar cartas de agradecimiento a las camaras y a los
 
capacitadores despues de cada seminario.
 

D. EVALUACION
 

1. 	Asegurarse que el contenido de los cursos 
sea util, vigente y

pertinente.
 

2. 	Asegurarse que los 
 materiales de capacitaci6n se encuentren
 
al dfa y que se 
haya hecho todos los cambios requeridos.
 

3. 	Confirmar el cumplimiento y realizaci6n de 
los capacitadores

durante las sesiones. Discutir los puntos 
m6s importantes
 
que requieran atenci6n especial 
con los capacitadores.
 

4. 	Evaluar la tecnica de 
 capacitacion de los capacitador2s
despu6s de cada seminario. Comentar sobre el uso y la
 
aplicaci6n de las 
tecnicas presentadas.
 

5. Comentar las evaluaciones individualmente con cada uno de los
 
capacitadores.
 



E. SEGUIIIENTO
 

1. 	Mantener listas al 
dfa de todos los capacitadores.
 

2. Mantener comunicaci6n con los capacitadores y responder 
a las
 
preguntas que 
 tengan en relacion a los materiales y a las
 
t6cnicas de capacitacidn.
 

3. 	Mantener a los capacitadores informados sobre las actividades
 
del proyecto mediante 
un 	reporte mensual.
 

4. 	Diseflar y dictar un 
 seminaro de se~uimiento sobre temas
 
especfficos que se relacionen 
con el desarrollo de los
 
capacitadores. Pueden 
ser cursos de medio dia a nivel 
de
 
c amara. 

D. REPORTES
 

1. 	Mandar a la Directora del Proyecto 
un reporte mensual de las
 
actividades completadas.
 

2. 	Mandar 
a la Directora del Proyecto proyecciones de activida
des a cumplirse durante el mes siguiente.
 

3. 	Mantener control 
 del presupues'o de las actividades de
 
capacitaci6n.
 

4. Proveer al Coordinador Administrativo reportes financieros
 
mensuales de los gastos de capacitaci6n.
 

5. 	Escribir un reporte final en Febrero de 
1986 describiendo
 
todas las actividades de capacitaci6n que se hayan Ilevado 
a
 
cabo.
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June 4, 1985
 

Dr. James Finucane
 
Private Sector Officer
 
USAID/Mission to Ecuador
 
Quito, Ecuador
 

Dear Dr. Finucane:
 

I am pleased to submit for your consideration and approval a detailed plan
of activities for the proposed six month 
extension of the AID/CA/FENAPI

contract No: 518-0011-C-00-4115-00.
 

As discussed previously with you, 
the proposed extension will begin on
September 1, 1985 and end on February 28, 1986. 
 The purpose of this extention
will be to concentrate and intensify the training 
 activities of the project

currently underway and 
to continue with the organization support provided to
 
FENAPI oy CA.
 

I will be happy to 
discuss these proposed activities with you as well as
the progress of the entire 
project on my next visit to Quito in June 18

through June 25, 1985.
 

Thank you for your interest and support.
 

Sincerely,
 

Teresita Perez
 
Project Director
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I INTRODUCTION
 

Efforts are underway in the restructuring and restoration of Ecuador's
 

depressed economy. In the past 
year, international development institutions
 

such as 
the World Bank, the Interamerican Development Bank and the Agency 
for
 

International Development, have been working with the Ecuadorean government in
 

the development of strategies and policies 
that will impact and improve the
 

country's depressed economic conditions. 
 Some of the most important economic
 

strategies proposed were directed towards the development and strenghtening of
 

the private sector and the national institutions that support it.
 

At the onset of these efforts, in September, 1984, AID awarded 
a contract
 

to Creative Associates 
to undertake a one year technical assistance effort for
 

the institutional development of 
 the Feoeraci6n Nacional de Camaras de
 

Pequehos Industriales del Ecuador, in 
order to enhance the organization's
 

ability to contrioute and fully participate in these economic development
 

activities.
 

In collaboration with AID, CA 
identified FENAPI 
as the most appropriate
 

institution to be the recipient of 
these technical services. 
 This selection
 

was made based on our 
assessment of FENAPT's accessibility to the small/medium
 

size industrial 
sector of the country and its growing reputation among
 

Ecuador's private and public sector officials. It was evident that FENAPI had
 

the potential to become a 
leading industrial organization in Ecuador with
 

considerable influence 
in the economic and political spheres, but for 
some
 

organizational 
 weaknesses. As a well organized institution, it could
 

participate more effectively in national and local policy 
formation. Through
 

the contract with 
AID to provide technical assistance in Institutional
 

development to FENAPI, 
CA assumed the responsibility of helping FENAPI achieve
 

this position.
 



The membership of FENAPI consists of 18 
chambers of small and medium size
 

industrialists. These chambers are located in six 
zones or regions across the
 

country. The member chambers are: 
 Azuay, Bolivar, Ca~ar, Carchi, Cotopaxi,
 

Chimborazo, Esmeraldas, 
El Oro, Guayas, Imbabura, Loja, Manabi, Pastaza,
 

Pichincha, Tungurahua, Los Rios, Zamora Chinchipe, and Napo.
 

It should be noted that FENAPI's leadership is composed of some of the
 

country's most prcminent industrial and business leaders. This project
 

intended to capitalize on 
the strengths of that leadership and develop it into
 

a valuahle resource for the organization. In addition, it was 
expected that,
 

by the end of the contract period, PENAPI's leadership and its staff would be
 

equipped to provide training and 
 technical assistance services to its
 

membership and to be anle to represent 
their interests in the political and
 

industrial arenas.
 

At the onset of this project, FENAPI's development potential as the
 

country's leading 
advocate institution for the 
private industrial sector was
 

considerable, but 
 so too were its weaknesses, especially its lack 
 of
 

administrative and organizational 
skills. The primary objective of this
 

project was to strengthen the institutional capaoilities of FENAPI and to
 

assist 
it to carry out its mandate of representing its membership and
 

developing economic opportunities for them.
 

There are 
four principal tasks that were delineated in the project for the
 

provision of technical assistance for institutional development to FENAPI.
 

The project's scope of 
work reflected the needs identified by CA as a result
 

of numerous interviews, meetings, and conversations between FENAPI, AID/Quito)
 

and CA. 
 These four technical assistance tasks are:
 

Task I. Develooment of Computerized !Jational Register.
 

Task II. Development of Promotional Public
and Relations
 
Strategy for FENAPI Leadership.
 



Task III. Organize and Provide 
Technical Assistance in the

Development of Membership Services 
 for the

Affiliated Chambers in the Provinces.
 

Task IV. Implementation of Technical Assistance in Leader
ship and Organizational Development.
 

During the past 
year a great deal 
has been accomplished. FENAPI has
 

started to gain strength through the organization of 
its membership services
 
and training services in advocacy and membership motivation. But this is only
 

the beginning of the development; a great deal more 
is needed. The training
 

and technical assistance services provided to FENAPI 
by CA have proven to be
 
valuable. A positive impact has 
been achieved through them, but 
FENAPI and
 

its membersioip need more support.
 

Because of this continuing need, CA proposes 
a six-month extension of the
 

project. The purpose 
of this extension is to intensify the training 
and
 

technical assistance activities 
that commenced as a result 
of the AID/CA
 

contract in September 1984.
 

The follcwino sections 
of this extension proposal will outline 
the first
 

year's accomplishments of the CA/AID/FENAPI project, the proposed 
scope of
 

work for the six month extension, and related budget.
 



II PROJECT ACCOMPLISHMENTS
 

(Sept. 1984 - Aug. 1985)
 

TASK I Computarization Services
 

In order to develop the proposed computerized national register of the
 

FENAPI membership, CA performed the following activities:
 

1. An assessment of the information needs 
of the Federation

and revision of membership questionnaire (survey) 
was

performed. This assessment was conducted 
through visits
to the eigtheen chamber members 
meetings with FENAPI
 
leadership, 
and mailings requesting for information and
 
feeoback.
 

2. The previous needs assessment resulted in the 
development

of computer specifications, guidelines 
for system's design

and purcnasing.
 

3. An 311 XT Personal Computer was 
selected and purchased as
the most appropriate system for 
 FENAPI's information
 
processing needs.
 

4. FENAPI administrative 
staff was trained in basic word

processing and introduced to the IBM PC 
system in a four
 
day training seminar.
 

5. Dr. Paul Hoover was hired tihe
as computer specialist

responsible for the 
development and of
design FENAPI's
 
computer program. Dr. also
Hoover provided technical

assistance in the installation, staff training and
 
follow-up of the computer services.
 

6. Provided Technical Assistance 
 in the codification of
 
membership information for computer input.
 

TASK II 
 Development of Promotional and Public Relations Strategy for FENAPI
 
Leadership.
 

1. A preliminary assessment 
of FENAPI's leadership promotion

and public relations needs was performed. This assessment
 was conducted through site 
 visits to the eighteen

chambers, meetings 
with chambers and FENAPI 
leadership,

conversations 
 with public and private sector
 
representatives and the national media.
 

2. As 
a result of the previous needs assessment, a public

relations strategy 
for FENAPI leadership was developed.

This strategy included:
 



a. The additiun of a 
 fulltime Executive Director
responsible for the 
day-to-day administration 
of the

organization and to become 
the central staff person

involved with the project's planning and institutional
 
strengthening tasks. 
 Mr. Anibal Roballos was hired for
 
this position.
 

b. To facilitate the acquisition of the Executive
 
Director, CA developed a sub-contract with FENAPI which
provided 
funds for an executive director 
salary and
 some additional supplies 
and equipment needs of the
 
organization.
 

c. Design and development FENAPI's
of newsletter. This
newsletter is published monthly and has expanded in 
the
 
course of the project from two pages to four pages.
 

d. A CA Project Coordinator was in
hired Ecuador at the

begining of the project 
to provide on-site technical
assistance to the organization in the development 
of
its administrative and organizational procedures. 
 This
Project Coordinator is responsible for the newsletter

production and lissemination, ano organizing technical
 
assistance and 
training activities. Mr. Blacio Bermeo
 
was 
hired for this position.
 

3. Implementation activities 
and 
information dissemination.

A series of report analyses have been produced by
Project Coordinator about ongoing private 

the
 
sector and
economic development strategies. 
 These analyses have been


distributed to FENAPI
the leadership as briefing and
 
policy papers.
 

4. Development 
of FENAPI Leadership Institute 
concept. The
 
concept for this Institute was develooed taking into
consideration 
 all of the developmental needs of 
 the

leadership in FENAPI. 
 A series of seminars were designed

under 
its auspices to promote and strenghten FENAPI's
 
leaders.
 

TASK III Organization and Implementation of Technical Assistance in the
Development of Membership Services for Affiliated Chambers in the

Provinces.
 

1. A preliminary assessment of the membership 
needs for
services and technical assistance was performed. This
needs assessment was conducted through site 
visits to the

chambers, chambers 
meetings and activities, and through

conversations wito FENAPI's 
leadership and representatives
 
of the membership.
 



2. The previous needs assessment resulted in 
the development

of training services. The FENAPI 
Leadership Institute
extended its services to the membership. This activity
involved 
the design and development of training seminars

and materials in membership motivation, advocacy 
 and
lobbying. All of the materials produced 
were translated
 
into Spanish and reproduced for all seminars held during

the year.
 

3. Dr. Donald Smith was hired as 
the Senior Training Advisor,
responsible for the design 
and implementaticn of the

training modules and training for trainers activities.
 

4. Mr. Bolivar Le6n was hired as 
in-country Training Director

with the resoonsibility of coordinating all 
 of the

project's training activities.
 

5. Provided Technical Assistance in the development of annual
membership conferences and extraordinary meetings.

participated actively 

CA
 
in the planning and develooment of
the logistics activities 
for two major conferences, the
1984 Annual Conference in Guaranda and 
 the 1985
 

semi-annual meeting in Ibarra.
 

TASK IV 
 Implementatirn of Training in Leadership and Organizational Develop
ment
 

1. Training for Trainers Seminars: twenty natinnal 
trainers
have been identified among FENAPI's leadership and trained
 
to conduct the lobbying/advocacy 
and notivation seminars.
Two five-day training 
 for trainers seminars and one

three-day follow-up seminar have been held 
in the Quito,
Guayaquil, and Cuenca 
regions. Each national trainer 
has
been provided with 
a training kit containing the training
manuals, instructions for trainers, and a set 
of visual

aids or transparencies for the seminars.
 

2. Membership Seminars: 
 A minimum of four advocacy/lobbying

seminars 
were held in Quito, Cuenca, Loja, Ambato and
Imbabura 
regions. Two additional seminars 
in membership
motivation were held in the Quito/Cuenca/Guayaquil regions.
 



III PROPOSED SCOPE OF WORK FOR SIX MONTH EXTENSION
 

Creative Associates will intensify its efforts in the six months proposed 

for this extension period. This will be the 


Ecuaoor and supported
 

case in all areas of its present 

activities but especially in the area of training. This new, expanded scope 

of activities will be carried out through the use of additional ecuadorean 

consultants based out of Creative Associates office in 

by CA administrative personnel. 
 The scope of activities proposed for the six
 

month extension will ne as follows:
 

1. Institutional Develooment.
 

CA will continue 
to support FENAPI financially by the

purchase of services necessary for its successful performance

of the AID contract. Funds made available to FENAPI will

enable it to continue to retain the services of its present

Executive Director and to continue 
to publish the monthly
FENAPI newsletter which has recently been expanded from two 
pages to four. 

CA will develoP a series of income-generating alternatives
for FENAPI during 
the months of September through February
with the goal of acnieving FENAPI self-sufficiency in funding

the Executive Director position and the newsletter.
 

Ms. Teresita 
P6rez and Mr. Thomas Scanlon of Benchmark
will continue to make periodic visits to 
Ecuador for the
 
purpose of monitoring and contributing 
to the CA technical

assistance efforts 
with FENAPI. They will work 
intensively

with FENAPI leadership during October 
when the organization

may be going through This
a critical change in leadership.

role will also include assistance in
 

a) identification of new training modules for FENAPI;
 

b) assisting FENAPI 
to relate its activities to overall

national plans and strategies aimed at developing small

business and small industries.
 

c) identification of bottlenecks to FENAPI's further
growth and development 
as a public advocate for small

industry in Ecuador. Also 
 the identification 
 of
 
resources, materials 
and personnel in the ''ited States
 
and elsewhere which can be useful 
to it, c tion.
 



2. Comouter Assistance Services
 

CA will deliver continued computer assistance services 
to
FENAPI in a way which is consistent with CA's emphasis in
increasing its 
presence, visibility direct
and services in
 
Ecuador.
 

CA will recruit and place "on-site" in FENAPI's
headquarters for three period
a month 
 a highly skilled,

bi-lingual technician who will assist FENAPI 
to maximize its
 use 
of the computer equipment provided under the terms of the
 
present AID contract. This technician will:
 

o 
train and upgrade present staff skills in word processing,

o complete computerization of information 
 on FENAPI's
 

membership,
 
o assist staff to 
 become proficient in retrieval and
 

analysis of uomouter data, and
 
o identify other uses 
of the computer for the institutional
 

needs of FENAPI.
 

3. Trainino
 

Based on the experience of past services to FENAPI, it is
clear that training of several kinds is the need 
 perceived

by FENAPI's leadership and memoership 
to be of greatest

importance.
 

CA has enjoyed a highly favorable response to its public
advocacy or "Lobbying" training program which has been

described in previous sections of this work plan. 
 Its module

for motivational 
training will be field-tested in July 1985.
The trainino activities 
proposed for the extension period

will be:
 

-highly intensive (2 weeks pe nonth)

-conducted by a cadre of Ecuadorian trainers who
 
have been trained by CA
 

-marked by continued development of new modules
 
in response to the expressed needs of FENAPI
 
members.
 

a) Intensified Trainino 
Effort: frcm September through

February, CA will conduct a total of 12 
 weekend

training cours-s, six in
sessions public advocacy and
 
six in motivation. 
 This will enaole FENAPI and CA to

provide a training session 
in every local chamber which

is a FENAPI member. 
 Many will receive both courses.
 

It is evident at this point the
that most critical
 
task in the development of FENAPI 
as a strong influence
in the national economic and political life of Ecuador

is to strengthen the member chambers. 
 The CA/FENAPI

intensive grass-roots training initiative will directly

address this critical need.
 



b) A Cadre of Ecuadorian Trainers:
 

The CA training efforta during the extended period will
 
utilize trainers already trained in the use of the

motivational and public advocacy curricula. 
CA and FENAPI
will have eight trainers (four in the Quito area and four

in Guayaquil) 
who will be prepared to continue these
 
grass-roots courses. 
 These trainers will be rotated so

that the intensive training effort is not 
an undue burden
 
on them. 
This activity will be coordinated by Mr. Bolivar

Leon, the CA Training Director Quito.
in Logistics will
be handled by Mr. Blacio Bermeo, who will also assist with
 
the training programs.
 

c) Develooment of Executive Training for 
 Small
 
Industrialists:
 

Another need of FENAPI members and local chambers is in
 
training to 
improve their business management or executive
skills. Creative Associates will develop an 
additional
 
training program in executive management during the

six-month extension. CA has developed a highly 
creative

and promising approach to accomplishing this: It will

consist of 
the following steps: (for scheduling of these
 
steps, see the enclosed implementation schedule Pages

11-12).
 

o Executive Profile: 
 Using training techniques already

estaolisneo as effective, CA will 
conduct a three-day

work session in Ecuador with 
a cross section of FENAPI
 
members. During session,
this which is essentially a
brainstorming session, 
an attempt is made to identify

the activities and needs which are most common to 
those

individuals in running 
their businesses. Through this

3-day 
process, a rough guide is developed about which

business executives training exercises are most
 
necessary. 
 The results of the executive profile

development session 
are then configured and checked
 
against the realities in Ecuador. 
 When fully

developed, it represents 
an excellent guide to the
 
special training needs of FENAPI's members.
 

o 
Search for Other Modules: A number of already
courses 

exist for tne raining of 
small business managers.

There are institutions in Ecuador which offer such
 
courses. CA will do 
an alternative 
and model search
 so as to avoid duplicating 
efforts made elsewhere. It
 
will then match the best of 
 this material to the
 
required needs in the Executive Profile of a FENAPI
member. The result will be a business and executive
 
management course uniquely for
tailored FENAPI's
 
members.
 



o Field Testing: 
 Within the six month period proposed in
the extension, CA will develoo 
the Executive profile,

the executive business training 
course 2nd field test
 
the course in Ecuador.
 



PROPOSED SIX MONTHS TRAINING SCHEDULE
 

SFPTEMBER
 

Supt 1 - 11 Preparations/Set up of Executive Profile Meeting
 

ScL. ' - 15 Executive Profile Meeting
 

Sept 16 - 30 Analysis/Configuration of Profile
 

(Note)* 
 Schedule additional training activities in motivation
 
and public advocacy. A minimum of semina-s will
two 

be held.
 

OCTOBER
 

Oct 1 - 15 Validation Activities of Executive profile in 
Ecuador by CA
 

Training Director
 

Oct 15 - 31 Final configuration of profile data base on input from Ecuador.
 

(Note)* Same as above
 

NOVEMBER
 

Nov 1 - 29 Design of small 
 industry executives seminars based 
 on
 

executives profiles.
 

(Note)* Same as above
 



FEBRUARY 

Feb 1 - 14 Implementation of pilot seminar for small industry executives 

Feb 14 - 28 Analysis of results of pilot test and refining of seminar
 

modules.
 

(Note)* Same as above
 

DECEMBER
 

Oct 1 - 30 
 Detailed development of Small 
Industry Executives seminars
 

(Washington, D.C.)
 

(Note)* Same as above
 

JANUARY
 

Jan 1 - 31 Ecuadorian validation of small industry 
executive seminar
 

(Ecuador)
 

(Note)* Same as above
 


