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PREFACE

This report is the result of a contract between USAID/Honduras
and the Zcademy for Ecducational Development (AED) . The contract
called for AED, through the subcontracted assistance of Marcos
de obaldia and William Renforth, to perform consultant services
to assist USAID/Honduras and Gerentes y Empresarios Asociados de
Honduras (GEMAHK) in evaluating the USAID - GEMAH Institutional
Strengthening Grant,

Contract services were performed under the policy guidance of
Henry Reynolde, USAID /Honduras Education Officer. Further
Operational guidance was rrovided by Ned van Steenwyk, Project
Liason Officer, Orlande ernandez, Evaluation Officer, and Ted
Landau, Project Support Cfficer. with the active Cooperation of
GEMAE and all cf its errloyees,

The evaluation, descrirticns, ccnclusicns, ang recommendations
centained in this study are the product of +¢his independent
evaluation and are the scle responsibility of the evaluators, No
2ndorserent of the material in this report by AID, GEMAH, or any
other institution is implied or inferred.
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EXECUTIVE SUMMARY

Purpcse of the Evaluation

The overall purpose of this report 1is to provide an end of
project evaluaticn c¢f Gerentes Y Empresarios Asociados de
Honduras (GEMAE). s such the gerieral objective is to measure the
resuits achieved in relazicn at the stated purposes and outputs
of the project. The specific evaluation focuses on:

GEMAH's procress in kezcming a self-financing institution, the
extent to hat it has develcped the capability of providing high
quality management tra:ir: services and is meeting project goals
in regard to the nu £ perscns trained, training courses

cffered, and mernker nir. The evaluation also document the returns
on training investrments made by large, medium, and small
business which have ccnsracred GEMAH's training programs; and
conducts an analysis cf GEMAH's Froposed activities of offering
in-plant technical zassistance and developing new course
©iferings. The evaluatizn documencs the extent to which GEMAH is
respensive  to private se

tcr needs, dependent on outside

technical assistance, 2rnd caraple of participating in small

Four study methods were used to obtain the information on which
he review is based. T ncluded:

l.- Documentary review cf AID profect related records including
the grant agreemer-, program description documents, project

files, and previcos Lrigress reports.,

2.~ Documentary review cf
statements, annual YEQRO
manuals, promoticnzl r
teaching rax

2

GEMAH records, including financial
ris, accourting records, operations
vials, and all course related

]

3.- Interviews with al. GTMAH employees, officers, and selected

members; dis with USAID staff involved in the
rroject, ins in the trzining Frograms, colvrse
participanc: RMA technical  advisor., Structured
interviews zeneral managers cof firms which have
cocntracted aining services, using a standa-rdizeg
interview rvr cre carrled cut to obtain information

related to
the quality
of GEMAH.,
associated

L ~ - - (R
miC returns on training expenditures,
: 3 € sirengths ard weaxnesses
sible costs and increased income
g were cross-checked with available
5
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financial statements and accounting records.

Direct observation of GEMAH activities, meetings and
training programs.

Major Findings
!
Financial seli-sufiiciency.

GEMAH has shcwn continued progress toward self-sufficiency

in training, with uncovered fotal (direct plus overhead)
training costs exclusive of technical assistance equivalent
to only 17% cf training revenues at Year end 1986. The 1987
budget prolects 2 surplus of ILps. 93,000 in training
activities and of Ips.57,000 for the organization as a
whole, "nese wproctactions  seenm optimistic and a more
realistic budget wruld prcject a wodest surplus in training
activities and a slight deficit for the organization

overall,

Cre prody rr2 zauzht in~-corpany, accounts for nearly
rhalf orf & xni 80% of training contribution, Public
seminars, .2Yily because of  low average attendance,
consistently cpevate only slightly above direct cost
breakever and henze 3o rnot generate significant

contribution, hut have the potential to do so with only
modest increzses in attendance. Revenue from membership

income 1is consistently below levels reeded to cover the
total <ccsts associated with that activity. Conseguently
little funds are availakle for rembership service activities
and training mUusSt Zenerate a surplus of Lps. 36,000 (basis
1987 budget) to covar the shortfall,

Tre above SSPSaE ' YAH 1s dependent on the
firancial 3 elf sufficiency. 2s of

April 2z, Z s budgeted had actually
Leen sols et abo Lps. 40,000 behind reasonable
budget for centrii.ticn from this source. There is a high
brokbability that ¢ prograrms will be cffered in June and that
a contract fcr 1 sore will re signed shortly, which would
compensate for the ecarlier shortfall.

The conclusion s thas although GEMAH 1is technically quite
clese zo self-suificiency, the balarce is fragile. The
firancial rmzdel s viaple: only attainable increases in
purplic seminzr atzerdance, in corrary programs sales, and
mentership are resisd,

The Tegucigalpa :-:7ize adppears close to financial self
sufficiency ncow. Trhe 1987 budget projects a surplus of

made of Ips. 3C,.°32 Ir likely cverestimated DIF income,

‘income over fiwxed -osts of Ips. 112,450. If adjustments are

6



Lps. 10,000 for accounting and other support services
provided by San Pedro Sula, and income from present
Tegucigalpa members is assigned to San Pedro Sula (following
the budget) then a budgeted surplus of Lps. 52,000 results,
a reasonable cushicr. Through April 31, 4 public seminars (3
budgeted) and 5 ir cornpany programs (12 budgeted) have taken
place. The shortfall of 7 in company programs represents a
loss of about Lps. 36,000 in contribution. This means that
about 60% of the l:irely budge't surplus has been used. Close
attenticn to mark ing these programs 1is required now. 1In
the long run the ‘¢yucigalpa office would benefit from a
formal membership drive and public awareness campaign. To
that end an advisory board of Tegucigalpa bu-iness people
should be established to enhance involvement.

Evaluation of technical and administrative capacity.
Administrative Czpacity Is  high, Management is well
qualified capable, and quick to react. Staff overhead is

m

reasonable and efficient. Expected management tools of
budgets, cperationz manuals, Jjob descriptions, and specific
objectives are available and used. Two aspects of
administrative Cararility are unigue and effective: A
skilled exmecutive iirector with significant private sector
experierce, and ar infeormaticn ang accounting system which

does a reascnatble -cn of providing relevant, timely data.
Overall ranzgerert effectiveness compares very well with
that of cider, well =stablished training institutions in the
region.

ianagement has rssvonded quickly and well to changing
orportunities by sirzamlining staff to levels considerably
pelow <thcse larned, ploneering the in company training
forrat in luras, responding to unanticipated public
sector training dermands, developing community service
activities. and mod: Ying membership recruiting policies.
Technical capacity for providing high gquality training is
good. Facilities In koth San Pedro Sula and Tegucigalpa are
appropriate and adecuate. The pool of local instructors is
well educated, higrly enthusiastic, and impressive for its
significant leve. z= respensible business experience. The
Courses purchased Iroxm the AMA are well designed, organized,
and proven teachir: nicles, although somewhat dated. The
high level of faction reported by participants is
reflective of a ity training program. Following the aMA

O,
e
- 0

c
model, GEMAE's ccurze portfolio is heavily weighted toward
gereral managemert tcpics of wide applicability, designed
for 2 day full--irs Fresentation. Courses aimed at top
management, focused on specifi industries, or dealing with
topics of current irterest are underrepresented. One course,

GPPO delivered in ccmpany, dominates in terms of numbers of
offerings and preiis contribution, which is a concern. A
second concern Is trat GEMAH has vet to develoo on its own
any courses, althcuzh initial steps are underway. Developing
this capacity arz cultivating additional sources of



The

purchased materials are priorities for long term technical
viability,

Project performance in regard to goals for membership,
number of persons trained, and number of training courses
offered.

Goals for the end of the project called for 400 members,
2,410 persons to fre trained, and 67 training courses
offered. Actual rerformance will be 168 members, 2,830
persons trained, and 150 training courses offered.

GEMAH has exce
critical areas

importantly, =
participants r
guality has not

ded its targets by wide programs in the
f courses offered and pPersons traired. More
neése rrograms have been wel. received and

Xt highh levels of satisfaction. Thus,
€en sacrificed to obtain quantity.

GEMAH memkership nhas heen stable at present levels for the
last three years. Tn rart this resulted fronm 4 1985 decision
to emphasize Ccrpany memberships, instead of individual
rerkerships, which was agreed to by AID, This had thie effect

: -
of reducin mencership potential, but increasing average
income (ccmpary annual dues are U§$200.00, individual
US$150.00) andg reducing attrition. This membership level
generates incore of US$3,088 per month, compared to
administrative andg cverhead expenses related to membership
activities of abcus 558,158 per month. This gap results in
iow direct exrenditures for membership activities and a need
for the trairning activities to subksidize nembership, the

reverse of the situaztion in other comparable institutions.

o

Extent to

whicn products are delivered participant
exgectatl hf

» 303 chenges needed in marxeting strategy.

Avalilarle eviience Suggests that GEMAYH delivers the products
it has tc sell ars participants believe they receive what
was advertised, as evidenced by:

= Very high participant evaluations of the public seminars

= High financial rezurns to GPPO participants

- High instances o< reépeat purchases and word of mouth
récommendation, dscumented in Section E.

= An Averacge resgonse of 1.7 (1 highly agree - s highly
disagree) to tre statement "The Training program provided
what I expected" executives interviewed.

(@]

T3
129
[

interviews ceorduce-eg reinforced this overall positive

impressicn, but three Lrzilems areas were identifiedq:

l .

Difficulty in scheduling the follow Up consulting purchased
as part of the GPrO course.

Perceived outdatedness of the multimedia programs.

8
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Perceived outdatedness of the multimedia programs.

A mix of audience characteristics at the public seminars,
which occasionally resulted in some participants feeling
the program was nrot appropriate for their needs or
expectations.

!
These okservations were mostly applicable to early stages of
the project. Corrective actions taken include developing
local instructors to assist with the GPPO work, deempha-
sizing the multimedia programs, and familiarizing
salespeople with course content arnd desired target audience.

Overall marketing strategy has functioned well. Emphasis of
the AMA relationship has enhanced Ccredibility; in plant
programs have bkezn well received and profitable; the
"top-down" entry strategy has created a very favorable
climate for progrars among the decision makers who authorize
attendance. Survey results irdicate that 80% of the managers
in GEMAH's target croup have seen GEMAH newspaper advertise-
ments and 67% hav eived the course schedule brochure,
Members are visited monthly by the membership director.

o 2
by
M
(@]

a

Marketing efforts could be finetured by:

l.- Developing new courses to fill identified training
gaps, and reach new audiences.

2.~ Experimentirg with price and schedule changes to reach
new marxet seInents,

3.- Reemphasizirg e¢fforts to attract new members.,

4.- Reviewing incintives cffered salespeople to be sure
they emphasize :increasing public seminar attendance.

Beneficiary satisfaction.

Bereficiary satisfaction is quite high, and compares most
favorably with the most well received programs at other
training institution with which these evaluators are
familiar. Financial returns attributed to GPPO courses by
managers are quite hich, which has enhanced satisfaction and
produced favorable vword of mouth recommendations. The
overall image of GEMAH is positive in the business
community, which sugzests general sati faction.

The acid test cf catisfaction is repeat purchases and
recommendations to cthers. Eviderce is satisfaction on this
point is qguite hicgh:

- 9 of the 32 institutions using GPPO have purchased more
than cne offering.



- 2 managers have usec d the GPPO course upon changlng jobs
based on pcsitive experiences in their previous companies,

- The 1986 INTAE survey of 235 firms revealed that 112 of
the 117 (96%) firss who have used GEMAH programs would do
so again.

- 70% of thcse attending pub%ic seminars indicate they have
done so upor. the recommendation of their bess.

Evaluations cempl

ted by publlc seminar participants in 1986
rated the overall ccu

using a 1 to 20 (highest) scale at
not weighted for participants),

18.45 (based cn €S,
the excellent category.

which corresponis

Econemic Zvaluzticn of Returns to Training

The firancial and :-crcocmic benefits resulting from training
Were aralyzed usirz T alternativ lethoaologles suggyested
as a resuit oI a riview of the literature and conversations
with AID perscnnel officials. The methodologies considered
training c¢osts fr:zz the perspective of both management
estimates, actual 7firm costs (including course fees, related

2 3
expenses, and value of management t;me), and social costs
(which inc3 3 2 AID technicel assistarnce subsidy). Net
benefits were va?‘:uslj calculated on the basis of a
subjective ra b estimate of time required to recover
training cos<s implies an estimated return), profit
improvements nth" ranacemenb telieved resulted dlrectly
from the tra: 3 1ence, and the overall change in firm
profits for ;e/~ immediately before and after training
(oktained freox 3lztunting records), Eight prﬂvate sector
firms, selez Iri. the 14 who had rec eived the GPPO course
in the in ¢ nYoIormat, provided the data on which the
analysis is ithough small, =th sample 1s believed
representati Cf the characteristics of firms who have
taken this course

p..
i 1
®
(6]

v
(S

4

The results of trhe =z alysis indicate that net annual returns
to the investmernt .n this training have been quite high,
averagilng 749% fzr all 8 F1rus considering all 7
methodologies. Th n 5er firm across the 7
methods rawc:a from 1Zl% to 1,¢& . The most restrictive of
i 1 flrm costs plus social

costs and res:ric: d benefit estimation to profit

improverments helievs3 o result directly from training. 1In
the Judgerent ¢f -rese evaluatcrs this is the one best,
rYeasonaktle, Ccrrevrvativ estimate avalilable. That
methodolcyy indocinas an average net annual return of 121%.

Results were dlsar.regated for comparison between large and
medium size fFir-: N0 small firnm have ever <taken the
course). The averaze return consic iering all methods for
large firms was :33%, cempared to 441% for medium size

..)Ul
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firms. This diffcrence was accounted for by substantial
differences, by firm size, among the methodologies using
actual profits in the calculation. Estimates based on
returns directly attributed to training outcomes were quite
comparable. The =snall size of the sample makes detailed
comparisons difficulz,

As is true in a:: benefit-cost studies, data are crude,
estimates gross, time periods non-comparable, and
definitions and assumptions arbitrary. Notwithstanding these
limits, the range of estimates suggests that the conclusion
of high returns is warranted. This is reinforced by the high
levels of satisfaction documented in section E of this
report.,

To put this analysis in context it is noted that returns to

vocational educaticn in  Latin America are considered

superior to thcsz “rom other types of education. Estimates

of voc-ed returns rarnze from 15 to 120%; returns to physical
b

capital ave

i
O
-+t
(e}
th
ct
tg
jeY
¥
o1
}

A

1

Imp Tnin,

€S were used to estimate employment
gererated by the zraining for the 14 private sector firms
who had received ~e GPPO course. The first approach
considered both jcis which management attributed to direct
training outcomes and also changes in overall firnm
employment for =the financial reporting years immediately
before and after =the training. The data generated suggest

bills 1

Two separate anpr

that the 14 irme identified additional jobs (7 male, ¢
ferale) as a direcs -iseqguence of the training. A net of 13
new Jchs (2 wmale, L. fermale) were created overall in the
financlal pericd f-llcwing training. This later statistic is
influenced Signlilzantly by ocne firm that reduced
employment, ZIcr ron:ins unrelated to training during that
time. Excluding to.t firm a ret cf 74 (32 male, 23 female)
Joks were created, wnich seems the best estimate.

The second approaci ccnsidered potential new jobs that could
Le generated from the financial activity resulting from the
e

de o

Course. 7TWO estimates were used here, one based on cost
reducticn or profits telieved by mznagement to have resulted
directly frem the ccurse. The second is based on change in
firm sales ketweern the financial reporting years immediately
refore and after trairing., The first estimate suggests that
a A U have reen created (62 male, 31
fe 27 male, 122 ferale), Naturally
no perfcrrarce cr sales activity
WO tlon. Fer this reascon the latter
tw ded as ceilings, with actual job
ce S.

11
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Review of GEMAK amendment proposal for in plant training.

The proposal reguests US$312,100 to present 168 in company
tralnlng programs, obtain 200 days of AMA technical
assistance, purchaze 12 new AMA couirses and train 16 new
instructors. Frorm 2 technical stand point GEMAH will have no
problems doiny <thi
likely to bhe GPP

¢. The najor-.g of the offerings are

; cther courses lr:; ated have been taught
before as puklic szrirars by local Instructors. Capacity to
absorb courses pur sed from AMA s well established. The
mcst imoortant issiue is that the arendment merely continues

C)

the status quc anu does not contrikute towards resolving the
three prerequisites for GEMAH technical self- suff1c1ency
internal cabac;t' to develop its own courses, ability to
purchase cour from other suppliers who are w1th1n GEMAH's
own means financially, nd traininz more GPPO instructors.
For this reascn it is importar:t for AID to consider
cdirecting scme of these funds towars specific mechanism to

assist these arezs,

The amcunt cf 2% “echnical € requested seems
excessive, crizrzd  To e GEMAH's previously
cevelonea second year. AID
may want xalf of the amount
requested a building fund.

50th would help irz- M inanc ~el self-sufficiency in
the future.

Several less impcr

pertant technical vpoints in the proposal
deserve atte.e-c“. First, the courses proposed for in plant
Presentation (excert GPPO) were not desigred for this
purpose and =may re::i*e modificatizn or development to be
taught ef‘e*::xe-; Secornd, the rmaiority of these courses,
in contrast <o GrFZ, deal with Cecartiment level runctlons
This implies erz:: rarticipant groups. There may be
reiuctance to incur tre costs invelved for training at this
—evel, and rmarkst L-ter=ial may s limited to the larger
firms. This sucgesTs that scme difficulty in reachi ng course
and part1c;cart TLrsls may result. Tre weer—Compan" format

is unlikely to i r T firms who desire
confldentla LiTy. Tnird, est ner of courses to be
taught seem hizh, corrared to p:ev::ws levels, especially
ccnsidering  tha= ke mas £ & more srecialized
functional courscs s rarrow. The ¢sal does not specify

if funding is ‘for z2dltional act;x-:y, or merely supplants
activity that would have taken f-.zZe aryway. This implies
that revenue estira=zs, especlially f:cr DIF, may ke hich.

“here is no reas:: to believe tn2T returns for the GPPO
course will diff:: irom previcus cffsrings. This accounts
for the majorizy < courses to ke taught. Returns for the
other funct-on 1 Zturses are -ixely to be lower, in
proportion to <ha: particular department's overall role in
the company. For sisiness as a whcle this implies a return

12
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of about 32 % of GEPO levels, assuming 3.1 departments per
company.

Private Sector Perceptions

Overall private sector perceptions are positive. GEMAH is
regarded as young, dynamic, professional and associated with
mostly medium <cized local firms and multinationals, instead
of the traditioral rusiness and commercial elite. As a young
organization GEMAH ‘g freguently associated wit: the images
of its individual rerbers and director, which are uniformly
positive.

GEMAH 1s meost closely identified by its training activities;
awareness of otrer undertakings is low. Ar effective
marketing campaicr has resulted in wide knowledge of their

training activities. High levels of participant
satisfacticn arnra resulting word of mouth reccromendations
have ernhanced this general irage. Training activities are

2 1
ciosely identified with +he AMA, which gives status,
prestige and cr dlrility, but may constitute a transition
problem later.

individuals Intervizued in connection with this study view
GEMAH as a lively, suwpensive organization with a foreign
tint. Frograms ars csen as fairly standarg, useful, and
delivered by an cwzellent rrofessor, which produces a high
degree of overall cazisfaction.

Extent to which AMi programs meet needs and identification
of unmet needs,

AMA colurses se T 2c a good job of meeting private sector
needs 1ir the areas cffered for these who have participated.
Evidence of =t rrevided by the level of financial
Lenefits reported /g above) plus very high levels of
repcrtel participa: satisfaction (35 above), wcrd of mouth
recommendations, rereat purchases, and highly ftavorable,

consistent pesitive evaluations of courses by rarticipants.
Since no one set =of cfferings can meet all reeds of all
pecple, training =zaps still remain. Few offerings have
addressed top rarzzenent, specific business functions or
industries, cr currers tcrics of business interes-. Previous
studies have idertified substartial demand, but no supply,
for training in exporting, labor law, expcr company
management, effective oral and written ccrrunication,
Lersorrel and prociuctisn., Tre interviews conduc=z3d for this
eveluaticn eviiirzed Unret neeids for <training 1in
mlcrocorputer arr.lcaticrs, quality contrcl, public
relaticns, interrazizral trzde, agribusiness, arg specific
business activit:izs areas, such as port and alrport
management, anrd travel agerncy Taragement.

Following AMA practices, alrost all courses are scheduled

13



11.

12,

Following AMA practices, almost all courses are scheduled
two days per week 8:00 AM- 5:00 PM. There is strong evidence
that managers prefer ccurses scheduled in late afternoons,
evenings, or weekends. Experimentation with different
schedules, shorter formats, and various brice levels might
increase accessibillity for many, especially in the service
and commerce sectcres.

GEMAH's capability to participate in AID's small business
Developrent Zctivities.

Five components are reguired for an effective system of
small business training:

= a well defined client group

- Carefully constructed courses with appropriate
topics, materials and instructors.

Acequate physical facilities

= A delivery system to reach clients

An effective management system to control activities,

Evaluation of GIii¥ against these requirements indicates
that it presentiy =as many of the characteristics needed to
provide small busirzss management training. These include an
excellent marag ~eam and management system which could

eren<
be extended tc theos activities, a large, appropriate local
instructor group, = eguate physical training facilities in
the two major cities, and access to the network of Latin
America instituticons doing similar work. Other critical
capacities are not present and would need to be developed.
These include the ability to access the client group, since
GEMAH's current menrzership base and networks are different
and the carpacity =5 oktain and develop teaching materials,
since current c=¢ -ngs  and Dprograms are  in no way

appropriate. Alsz Iirportant is the fact that GEMAH has no
firancial resources rto contribute, even on a cash flow
basis. Full suppcrs fo» sear:s up, materials development, and
direct ccsts would re reguired.

Several stracte
Economies of

ic s are raised by this pessibility.
cale and cost efficiency in overhead and
uit, Dbenrefiting both projects. The

facilities would resy

activity is ccecrnsistent with GEMAH's mission, 1its business
oriented irage is ravcrable, and good working relationships
with AID exist. Less positive issues are the possibility of
diverting scarc management skills into another area at a
critical stage :in GEMAH'Ss development, a possible

inconsistent imaze ¢ that preferred by some current
memtersnip, and a firancial risk if planned complete support
for the small husiress training does not materialize, The
overall conciusion Is that GEMAH is a viable alternative to
consider for this acTivity.

DCependence on Technrical Assistance

14






2 .

3.

4 .

Heavy reliance on the AMA for course development and
teaching materials.
Somewhat low menkerznip levels,

Development of irdsrendent capacity tc acguire new

courses, ,

Specific recommendaticns to facilitate trhese adjustments are:

1.

Training Programs

a. Expedite training of 4 more local instructor for the
GFr0 course.,

b. Follow throuzr ¢n establishing the proposed advisory
cemmittees Ior nusiness community input on training
needs,

c. Breoaden courss cfferings to irclude a Course directed
at top manirssent, and resrond  to  other unmet,
identified Tralning rneeds, such as exporting.

d. Modify existin: ciferings to produce new formats or
industry €nirnasls, and vary tirme schedules and prices
to attract new zuiiences,

e. Cevelop nrew, -wer COSt course suppliers, primarily

from amcng FATCIOS rembers.

£. Cevelcop cthier urourarms in the in-company format.

g. SEVELIR Capzlilty o design and produce courses,
resroncalrno T Lizal reeds.

Filirancial

a. Increase avevauye public seminar attendance to 20-25.

b, Reemphasize szles efforts for the GPPO program

c. Establish a cunrittee of members to oversee financial
performance z:-i serve as a catalyst for fund raising
prcjects,

a. increase wmenicrinin, enpha izirz 2 formal campaign and
Lisiness cirrurity invelvement -~ Tezucigalra.

Interral Maragerer-

a. Expedite inc-.llztion of thre Ticro computer, with

member servic: zctivities as a eriority, to free staff
time from routire activities.
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b L]

Stireamline accounting procedures for billing and
collecting membership dues.

AID-GEMAH Relationships

A.

lh

Recarding the amendment proposal for in-plant training:

rst year activities to include the source of

from non-AMA scurces and technical assistance
0cCai instructors develop their own courses,
ters for technical self-sufficiency.

Y increrzntal level of activities generated in
to curraent programming levels.

ramming (some part of) second Year funds
éstak.lsh & prpermanent endowment or building fund
which will asszist financial self-sufficiency.

NAH's role in AID small business

Cons.der GENALH z2g a viakle, alternative organization
for undertakiny small business training, sukject to
l1dentifled cinstraints of client access, teaching
naterial develcopment, and diversion of management

17



PREVIOUS EVALUATIONS

Previous evaluations rrovide wuseful information on the
performance record of the project and document significant
developments over the 2 vear life of the project. Three types of
evaluations were reviewss:

1. AID internal
project repor

wzrterly, semi-arnual, and annual

38

. An AID audit of GEMAH, conducted on September 11,
1986

3. GEMAH'S annual reports for 1985 and 1986, which
are informative, rather than evaluative.

In all cases the overz.: firdings and conclusions were salutary

in that the project has ccnsistently surpassed the major goals

and expectations initially formulated. Significant observations

arising out of these rzr---c are:

1. The administrative s=ructure was Streamlined and reorganized
following the resizrziion of the first executive director in

September, l19g4.

2. The need to ‘ncrezse the number of courses offered and
reduce costs in iight of 1lower than planned seminar
attendance was no%ted. Projections were for 50 and average
has been 15.

3. Tre expansion of GINAK'S GPPO course to the public sector,
especially programs receiving AID administrative assistance,
was recommended.

4. The in plant formaz was instituted, with resulting increased
demand on the natic-zl level for porgrams.

5. Funding to open a krarzh office with training facilities in

Tegucigalpa was zrrrzved to increase training impact and
achleve economies cf zczale.
6. Emphasis on securing institutioral rather than individual

(@] -
members was approves,
Tre cverall picturs rresented is of an crganization that has

c ™
been effective :ir reducing costs and responding to new
opportunities.
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DEVELOPMENT IMPACT

The development impact cf the project is discussed in sections F
and G, evaluation findincs. 1In addition to the economic and
embloyment conseguences discus:ed,there, the prcject has other
irportant impacts:

1. Impreved marnagerent efficiency for companies, government
agencies, and 1na¢v1duals. The in-company format has been
especially effective in improving overall communlcatlon,
goal setting, and ranagement effectiveness. Since recipients
are primar

ily larce companies or government agencies located
at strategic points is the ecencmy, the leverage represented
by even minor iTorovenents in operating effectiveness is
impertant for develcrrent,

2. A convincing Jdenmor _eratlon of the effectiveness of
management traininy, which contributes toward a more
favorable clirmate f:-or training in general. As documented
else ‘here in =he report, Honduran nmanagers have
traditicnally been reluctant to spend for training and

The efforts of GEMAH and the success

scepelcal of results,
néicate that this attitude is changing,
T

of lpS programs Iing

especially among LCP managers. Given the resources now being
devoted to human rescurce development in Honduras assistance
programs, the GENMAH experience has contributed by developing

receptivity for tr‘*ning. This will make more effective use
of these resources pcssible,

3. The development arz training of a corps of 42 1local
instructors. of these individuals presently teach
part-time un lve“S‘tleS this represents a
significant, ncentrzted Impact on local business academic
programs by ind: -y 1NE o'lwg their faculty.

4, Enhancement of CEMAH'S own institutional capabilities and
credibility, which ailcw it to pa*t1C¢pate mean;ncfuliy in
the deveTOHwent process, LYan* of this include public

service consult: nQ activities wit! city governments , the San

redro Sula police, and irpert authorities. The institution
also participate n  inter-institutional human resource
development effor “hich multiply its capabilities, Thus,
spin~off contriky f the expertise created in GEMAH are
delivered in otrer

Q)
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advertisements, direct mailings to members or other
appropiate prospects, and GEMAH salesmen's visits. These
brograms are held, usually, in GEMAH's facilities and are
intended to attract a diverse group, from a variety of
public and private s:ctor institutions, The original project
design for the GI!aH iraining progran contemplated that all
course offerings would follow this format. 1In Company
Programs are deliverzqd specifically to a group of employees
from one cecmpany cnly, often at their site. This delivery
mechanlism evelved guickly after

20



EVALUATION FINDINGS

A. Financial Self-sufficiency

The development of fi

]
inanclal self- suff1c1ency for GEMAH at the
end of the project is rper s t

rerha= he most important anticipated

outcome. The firarcial self su ficienc Y of GEMAH was analyzed for
the purposes of thiz veport from three perspectives:

l. Based on 1286 actual perfomance

2. Based on 1985 actual perfomance

3. Based on 1987 budgeted perfomance

4. Based cn 1%87 year to date perfomance
The analytical approach is that of contribution analysis, based
on first identifyinz tre central core of fixed costs associated
with C:KJH @s an Irstitution and then e>am1n1ng the ablllty of
incorme yprodiu ing activistizs g gensrate sufficient funds, over
and akcve the ccexts ZlreZTly associzted w;th carrying out these
activities, to s oy otie fiwed cor cverhead costs, From this
pPerspective training zctivitics are viewed as being reguired to
"contrikbute" reveriue cuer ans apove thelir direct costs to support
the overhead ard infrastricture precvided by GEMAH,

The fixed costs curren:ly incurred by GEMAH total Lps. 33,055
per ménth and hkasicallv ovide perscnnel, physical fac111t1es,
of

and f*ce supplies. Since these costs are known and controllable
by GEMAY, <they ar the rcocst logical starting point for the
ana:vsis, lMorecver, <thess Iixed cv,,s seen reasonabkle, agiven the
nature and sccpe of activities, which reinforces the idea of a
minimum fixed cost bace which qut be covered. As discussed i:
the ection o CEMALH nanagerent, *“e number of employees is
reasonar’e and a.. ars CLlafled at rrocductive levels. Indeed, in
one sense, a sign:ficant ancunt of ‘-xed ccst reduction has taken
place neva'se total persinnel and to*al salaries are signifi-
cantly below levels called for ip <he original program prcposals
in both San Pedrc Sulza ari Tegucigalpa. Also, salespeople are on
commission agains<t saiary and, herce, can be viewed as a variable
cost assigred to public cserminar revenue, Duplication of support

services, such as accounting, has keen avoided in the expansion
to Tegucigalpa.

The aralvsis is compliczazes by the fact cne set of fixed costs
H

SUpports two seprarate, identifiable activities: membership
services and traininz. The assignment of fixed costs to each
act‘vity is pr—se:tej in Table A.l. If the earnlngs of sales-
people are excluded fror the analysis, which is reasonable since
their earnings are aselinezd as commissions to the public seminars
each month, then GEMLE ~ust generate a contribution of Lps.
16,722 per month to cover the fixed costs of training program and





http:60V4~V~.VV

"2tal extluding
ilzs pzople 10425 2792
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5EAH TOTALS
Totel 6155 1els
tirlafing zales

resnis tlnamizeian 31055 16314

1831

19839

16739
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Lps. 16,316 to cover the fixed costs of membership activities.

The results of this contribution analysis are presented in Table
A.2., which focuses cn the ability of the training component of
GEMAH activities to ccuver bPresent levels of fixed costs. For the
purpose of this analysis, it seers appropriate to exclude the AID
support provided for =zinhz cost of the AMA technical assitance

directly related to Trazining. Althouch this is a cost, it is one
that will not be ccroinued at the FOP and, hence, will not
influence the crgan:izz-icn's self-sufficiency. As the table
indicates GEMAH'S trailrory activities did not cover their full
costs in either calendaw Jear 1983 or 19%86. Uncovered training
costs excluding techrn:ic:l assistance wére Lps. 89,350 and 72,252
respectively. This ghorzsy21 corresponds to 42.4% and 17.7% of
training income in <hrcse J2&rs, respectively,

i

The 1987 budget, a

(7]
m

¢ribed in Table A.2., part C projects a

substantial suplus c¢?f <»u: ing ceriribution over training costs
of Lps. 93,230, This, c* ccurse, implies self-sufficiency for the
training activities zr3i =-re crganization as a whole. In this
budget fixed and direz: cosrs are projected to remain close to
the 1986 level, whi:s FuLllc seminar revenue declines slightly
and in company seminar rivente incr Zses moderately. The primary
difference accountiny s the improvel rerformance is that income
from diagnostics, irr and follow up (DIF) is projected

o 0 programs) to Lps. 144,000

to increase fron
(for 72 programs).
Frojections of cos*s, munlic seminar income and in-company
pbrograms seem to re chzllenging, yet reasonable, goals. The
projecticn of : seems overly optimistic for several
reasons. First, <t: ss2tion is based on 4 days of additional
revenue per pro nLZh s above the average of slightly over
three to date. ©-- al. corparnles continue with the
follow-up work a course. The interviews with managers who
nave used the p ' d t-at almost all of thenm viewed
the per day c W up as guite expensive. Since
n a

everyone in Ho a rgain, several have been droping

the follow~-up (p rT sightedly) as a way of reducing the

price of the prc sc, for several the benefits of follow-

Up seemed remote nal onc the course, diagnocsis, and

implementation were o . For thls reason GEMAH might want to

experiment with <heze - Fossirle modifications to  its DIF
pricing:

1. Reduce the per da ccst of follow-up substantially. Since
there is significaiz vesistance t0 purchase at current
prices, lower pr:izzz =i ually increase revenue and
contrikuticn, if rew rri re perceived as representing

much better value., Ii-en present compensation rates (about
Lps. 150 per day) <f tre individuals likely to do the follow
up, prices could re reduced by as much as 2/3 rds from the
present level (€¢I LIps. for merkers) and still produce a
positive contrikuticn. Tf instructors currently in training
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TABLE A.2
GEMAH CONTRIEBUTION ANALYSIS, TRAINING

Lps.
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can be wused for this activity, and paid on an outside
contractor or fixed consulting fee basis, then the
attractiveness of the price reduction is enhanced even more,
Some experimentatisn to gauge the reaction to lower prices
and identify ths nrice that maximizes total follow-up
revenue will ke rezuired. The effort seems worthwhile,
however, given iz .dence to date.

(2
f
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Several executives interviewed compared these daily fees
with their own salaries and concluded that the offering was
costly. Although nct a completely rational comparison, it is
very human and reveale3 to ke cormon. Bundled pricing would

make the percepticn less obvicus, For the above mentioned
reasons, a rrojecticn ¢f no rcore <han 3 days DIF per program
seems mcre nan .ally considering that some

mentation,

tse pundled nricinz, i,e. cre price for the complete
Fackage. This wouls mirate the '"optional" nature that
scme may impute o T drchase of thre follow-up and result
in a mcre stanle, v Ctaple, revenue flow. It may also
terlper custcmer ravrzs ors cf high cost, as the price is
assocClated wWithn ne o =€ program, and not man days.

Several executivecs viewsd Compared these daily fees

Wwilh

that the offering was

-~
costly., rational comparison, it
is very rricing would make this
rercept
For the rrclection ¢f no more
than WS mcre reascnable,
esprec scre organizations are
receiving et want the same level
cf DIF les that the 1987 budget
surpiu training costs would be
Lps. self-sufficiency for
traini
Aczuzl perfomarce againss rudcet to date in 1987 is shown in
part D of Takle 2.2, 2T the <ime of this review accounting
derariment raports €re @aval.acle for only January and
February. The data reveal that CEMAH training activities
were not self-sufficient in this 2 month period, failing by
Es. 26,041 to coiver full cre-s. -nils information must be
interprete with care, novever, January, February and
cecermber are armcn: S.0WE3T ronths of the year for
program activiztias e zudgeted 2ccordingly.
Cecnsequently, this par r alarm and progress
toward self-surffic:.an best measured by
corparison o bluluetsi ormance.
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YEAR TO DATE PERFORMANCE, JANUARY, FEBRUARY, 1987

3

‘eaucigalpa Income, Lps.

Budget Actual
Public Seminars 4,900 , 6,530
In Company Seminars 16,0200 12,000
DIF e,620 1,760

San Pedro Sula Inccrme, Lps.

Public Seminars 22,000 23,150

In Company Seminars 8,000 5,000

DIF 4,800 1,760
-2gucigalpa Programs

Pukblic Seminars 2 P

In Company Seminars 4 3

San Pedro Sula Programs

Public Seminars
In Company Semirars

20 N ON
[l o

As the figures arcsve :niicate Fuklic seminars are on target in
nunber of fferirgs an? ahead of bu :dgeted income; in company
brograms are rkelow udis o) . offering in each city and

u.s*guentﬁ} shors ncome 2y Lps. 7,000. DIF is
below budget by = reflects fewer programs than
budgeted. Alt“buqn . tor March and April programs
are not available, o ison Ctual versus budgeted number of

programs is possipl

3

gulget Actual
Public Seminars 3 4
In Company Semirars L2 6
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Public Seminars
In Company Seminars

93]
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The fact that only 10 of the 18 in company courses planned in
the first 4 months cf 1987 have materialized may be cause for
some concern. Obviously geals for this critical offering must be
met if GEMAK is to » self-sufficient., Given the lead times
involved in selling Irn-company course and the fact that most

sales may involve racxages of several courses for ' one
institution, fluctuaticrs €yor the, rather simplistic budget cf ¢
in corpany procrars per ronth are to ke e¥rected. As of May 1, 2
in-company programs weve definitely centrzcted fer lay. However,
9 such ccurses are 2.z for Jurne and the Executive Director
was at the final stazes egotiation for another package of 13
courses with one ccmpany. Wher these very high probability sales
materialize, GEMAH will sssentially be back on target for
budgeted self-sufficiency, in training,

This situaticn, a.thecugh nrot alarming or unusual, underscores
three observaticns., Tirssz, the erphasis c¢n in-company programs
cver public sermirars ai-s volatility to operations, especially
since packages of ssaveral COurses per conpany are common. This
means tha Fer.cd than Just ronth to menth observations
1s needesd €T results,

Seccond, the SI prograns marketing is critical. Even
one additio sale (cr <he lcss thereof) can make a
substantial - firancial perfcmance. Since these are
big ticket il 2523 2t the general manager's level, the
active, ccntinuocus verment of the
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87 BUDGETED PERFCRMANCE

1. MEMBERSHIP

Inccnme 84,40
Direct Costs 8,80
Contrikution 7%,60
Fixed Cecsts 11,82
Unccvered lembershin fixed
2. TRAINING

Contrikution 32,40
Fixed Ccsts 302,37

Training Surplus over fixed
3. GEMAH TOTALS

-

Contribution surplus cver

Vvyeorn o™ }Nas oET T AT R Taled
YEAR TO DATE FPERFORMANCE
D T ey
1. MEIMBEIERSHTP
- -
inccme <,70¢C
Direct Cecsts ~,957
- \ - -
Contributicn 7,743
. ~ e -
Fixed Ccsts 28,63¢
Uncovered fived remrmavakd
aeavered I oxed .‘.«C..«»-’;-DA._p
o g vareas
¢, TRAZNING
C e by 4 e ~ . -
O.Ax_-...uu\_.LOu £, o9
Fiwed Cog=s 52,328
. vy - -~ ) - N N S e 3
Lhacovered training fixed co
N T
G:_.'.."‘:{ .LD-;“.:-.S
. s -3 o) -~ - —~
Uncovered Fixed Costs

£

( 36,236)

Costs 83,230
1xed losts 56,994
{January, February)
ccsts ( 10,896)
sts ( 26,041)

( 36,937)
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Executive Director and word of mouth recommendations from other
top level managers and GEIMAH directors are critical. Third, given
the above, the firancial self-sufficiency of the training
programs, althcugh reas:znaikle and attainakle, is somewhat fragile
and, as 1s trve in mcst zuzsh Srgarizations, very much a result of
recent rperfomance, ‘

Table A.3. extends <the contribution analysis to include
membership activities. 4s part of the table indicates, membership
income is insufficien= By Lps. 36,236 to cover the fixed costs
associated with . _activities. The budget assumes an

[

-
average membership c¢f 125 (pased on present composition of
company and individual rerbers) for the year, compared to 167 at
Yyear end 1%86. Ccnsidering that Terlership has heen stable at
about this level for ¢ Y=3rs arnd that net mempership has grown by
1 in the first thres :ir-rms =f =his Y€ar, this target, although
attainaktl z I To SUC L a, may ke somewhat
optimisti c seéership growth would
increazase .

For the corganizatizn s 3 whole toz- Tudzet profections imply a
total vyear end suplus - f apous Iys. 37,000, If <his surplus is
reduced by Lps. 42,207 -- 23 ust for a perharps overly optimistic
DiF sales fcrecast ari by -Fs. 10,003 to anticipate that only
ralf of the articipazes meriership growth would take place, then
GEMAH remains self-sufficient pbus cnly by the narrowest of
margins, &t least hased on reasonable budget forecosts.

Fart B of the talkle Qate results., These results
indicate that mem igntly less than budgeted
(by Zprs. <¢C2) ana are higher thran budgeted (by
rs., $iI7,. Tre uncovered fixed membership
Ccsts are abou: expected at this time of
year. For GEMAE as 2 to date operations are Lps.
2€,837 kelow tre level - ‘er Iixed ccsts,

The above

aralysis o4¥

economic self-suf ien of the qualitative
aspects of the crgan! portant in determining if
the capability exis status indicated by the
firancial inforrmatio Zitative aspects include
th gquaiit ol =manzyem ence of a responsive
inforration syszenm ol e lons, and a competitive,
well received produc e €se aspects is analyzed
in more detall els T. The discussion has
irdicatsi a very fa tnls respect, Public
SEMINErs Lritule Corglstert, alieds ToGest, contrihutiors. The
in ccrpany croarans Leern received and have
aevelcped a distinczive : in a market segment
which is precfitanle, cf competition. &
reasorakle accounting s.s<e repcrts are produced

in a reasonakly tirely fashion, The quality of management
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"LA KELEPUIONISTA IMAGEN DE LA EMPRESAT

CUKRSOD
LUGAR Y FECHA SAN PEDRO SULA 29-30 DE ENERO DE 1987
[ —x
VALORES
~T*'GRESOS L. 7,450, Q¢
13 PARTICIPANTES SOCIOS 3,900.00
_,11 PARTICIPANTES NO SOCIOS 3,550.00
1 BECADOS -0- )
_TOTAL PARTICIPANTES
CULRESOS L. 4,389.24
__ HONGRARIOS INSTRUCTOR 800.00
'_::Eaﬁigiigﬁéi:i« JAVIER HERNANDEZ 655.00
e LORENA ACURA 662.87 1,318.53
 MATERTAL L] S4CTICO 308.50
“h_;gigllLL;@gu_m TIERPQ 682.77
PRENSA 204.12 856.89
__BUFETES Y RE FRIFERIOS 516.64
e B GASTOQS DE CAJA CHICA . 68.73 585.37
. GALTOS DE VIAJE
- B . Corrd o 08
__ PRIMDCION {(BROCHURE Y CORREQ) 245 .49
. _ FOTOCGPIA 8.79 254,28
TRANSPORTE 235,65
OTROS -0-
" L. 3,060. 7¢

_ UTILIDAD NETA

_ + EPARADD POR: ZZZ;éif

_ REVISADO POR: a“”////
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LURSO ASA/ENTRENAMILNTO ey

Juirto u utn ikl

LUGAR Y FECHA

13 y 14 DE FEBRERO DE 1987

UTILIDAD NETA

2K 7

+ .PARADO POR:

REVISADO PQR: Q&J////

/

39

VALORES '
RESOS 5,750.00
S PARTICIPANTES SOCIOS 3,000.00
- PARTICIPANTES NO SOCIOS 2,750.00
BECADOS -0-
: ¢
" TOTAL PARTICIPANTES \
~£305 4,031.94 K
!
_HChIRARIOS INSTRUCTOR 800. 00
COMISIONES  VIRGILIO H. PAREDES 287.50
o JAVIER HERNANDEZ 700,97
B LORENA ACURA 340.28 | 1,337.75
MATERIAL DIDACTICO 319.19-
e FOTOCOPIAS 13.95 333.14
PUBLICIDAD DIARIO TIEMPO 682. 26
L DIARIO LA PRENSA 204.12 886. 88 B
e -
 BUFETES Y REFRIGERIOS . 324.46 2~£ 9/
_ o CAJA CHICA 55.00 379.46
GASTOS DE VIAJE _ it B
© PRIMICION  ( PAPELERIA Y EROCHURE ) 97.51 L
| FOTOCOPIAS 6.86 104.37
TRANSPORTE 187.00 187.00
_0TROS 3.34
1,718.06
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F)

G)

comparable pricinﬁ _LrU“:ure, 1CAE seminars are not offered
if attendance kelcw 25 is antlcipated (reportedly none have
been cance. in yhe last 2 vears) and average over 40
participants.

As discussed elsecwhere, there are a number of steps that
could help increase avarace attendance and contribution:

commission structure to insure that it
ional sa‘es, emphas’zes producing
s by an *nc*eas‘ng commission scale,
viewed as a motivator and not
Trhe objective cf the review
e's income, but to issue that
extry effort to produce the

wn

Review the salesrarn'
truly motivites addi
higher at*e,uaﬂ:e _eve
is clearly e
merely an
should nct

Experiment In a noiest way with different formats, hedules
&nd prices to se:s I variaticns from the stanaara 2 days,
€-5 fcrmat and Lus.:I0 (menkers), Lps. 350 (non members)
Frice will enhance attsndance.

Experiment udth "plocx bocking" i.e, selling a number of
seats in a seminar to cne company or institution, perhaps at
a disccunt.

Experiment with the APEDE developed idea of "Bonos de
Capacitacion'. This Is, in sirple terms, an advance payment
{at a disccunt c¢f arcund :l%) fer a umker, say 4, of
seminar acdmissicors ¢ ke used in any ccrb*naulon of programs
Guring the vear. Toiz -.2Y enccurage more frequent attendance
by large ccmpaniss, as costs are recduced, From GEMAH's stand
point, cash flow woul be Improved, collection problems
reduced,ard sales eficye reduceqd,

Offer special discount or "wartial scholarships" to special
groups who would ke unlikely to attend otherwise. Such
groups might include urilversity bprofessors and students,
some groups of city X emplo;ees or tbe like. Since

J Ent
direct ccsts pe Larticipant are low and caracity is not a
problem, even sukszzantial dlscounts, for those unllkely to
tlend otherwiss, could snhanze contrib bution. If p051tloned
@s a public service, resacticn from custorers raying full
price wcu** e ririrized ard sonme public relations berefits
mizht alsc resuls
Review the financizl stricture of tre public seminars with
the salespeorle <o Le zure they are aware of the importance
of increasing averzge attendance.

Review the <cocmrissicn structre to insure that sales
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Implement the fecomrendations contained in the section of
this report discuss: "9 the seminar Programs. Espec1ally
important areng these zr

A) Broaden «=ne Coranm Offerings o include g, Course
directes arc top nagement and ©fferings for which
Previcus styug: €3 nave indg *caeed an unmet demang exists,

such as €Xporting, which could e€asily be the topic of

Several sew Clurses,

B) Modify sc-¢ SMNIST1INng courses Lo produce new formats
or indus:r; enplasis thar might make these mat terials
more arrealirg =g “hreached market Segments.

C) Develop ne , -cwer cost Subpliers of Course
materials, Primarily from amoeng  PACCIOS members,
Specific tecihinical assitarnce funds should pe
availatle o FEXTIT GEMAH to vigit these irstitutions
maxe arrargerents for the use of Frograms, finance the
trave CoOsts  ang Frofessional fees of foreign
+hstructors =- -*itially t€ach the Ccourse in Honduras
and worx s -ooal instructors to develop Capakility
O teach tre -- rse ing Pendently,

D) Develop antiher in—cnmpan§' Program similar to GPPpoO.
Fossible dreas o Cirsider iwclu:e Quality Circles
Sales fcrze jexelopment, raZ nlug departament
Cevelorrent - Slrecs Corsulting aet1v1t es,

WO Capacity to design ang Produce its
, -Cnding to local needs. Thig would
ha SShENIsm te assd St the course development
efforts o+ iccal 1nstructors by prov1d1ng Some
flnanc1al Corfensation for Course development access
- tatter trains ng if needed, ang outside
aivize co review cf Prcpesed ma_erﬁals

E) Develop CIMzur g

a seminar program advisory
Pecrie. This will Provide
uUseful in des;onlno the above

rembers which wWould oversee
ost importantly, Serve as g3
fund raising Projects,

Consider PEETInY  some of the special Projects which
deénerated pesit ive ccntribution inp the past, Such as the
magazine ang the National Maragement Congres Or more

T
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traditional fund raising activities of the type carried on
by civic clups.

From the perspective of AID the above financial analysis
implies several considerations. First, even if the project
reaches its goal of self-sufficiency by the end of this
budget year, which is quite pessible especially on a cash
flow kasis, that seli-sufficiency is fragile. This suggests
that the ducisicn o extend tre prolject termination date to
permit use ©f unsren LC reguest modest additional
furding of zhout S fer rext fiscal year is well

cne good work, exceeded its

gcals, and is wvery close to full self-sufficency. All of
this was dene crniy three years, a much shorter period
than reguired for comparable organizations with 1lower
activity levels, Thus, the re_latively modest additional
amounts reguested now would sclidify the results produced
to daze,

Secord, It Is important that any acdditional funds available
be directed at zthe areas ¢ entified as critical for
financial self-sufiiciency in the long term. Obtaining more
days cf AML techn: assistance or additional AMA courses
alcne is not sufficient. This, In term, may reguire that
GLMAH use scme porzicn of the furids T0 contract courses and
technical assistarce froxm otrer supp.iers.,

Third, It may ke useful to censider establishing a permanent
e€niowmert, elither in additicn to or instead of the proposed

-
$100 - 150,000 additional technical assistance. Assuming a

cre time AID contrirution of S122,000, plus a $50,000 GEMAH
challenge match cortributicon (raised by contributions
earrarred for =whis Furpcse or ry a surplus of inconme over
exrernses; ard a 1i% real annual return, Lps. 40,000 would be
produced annually, ~sithough relatively modest, this amount
is eguivalent to 33% of uncovereq training fixed costs in
~%€€, Thus, it S reascnarle contribution to help

sec a
insure eccnonric se f-sufficiency.

A variant of this apcrocach would be to use the resulting USS
. Y
H i

200,000 to chtain a bui ding or permarent office space in
San Pedro Sula cor -&Zuclgalpa. If suitable facilitries are
available in =tniz price rante, thls would reduce renta)l
costs of Lps. 20,10( per vear in eitrer clty. The alterna-
tive Is even more attractive <€ Pt of the building and
lover flocr could re reanted to cthers, 4 definitive analysis
cf this alterrn S 2d rezulre data which is meyond the
sccre cf *thils reinoy CwWinersnic of a bullding is one
important element <f <«he firancial rodel which produces
seli-sufficiency for AFEZDE, a well established, successful
comparable institution in  Parara. The idea does merit
follow=-up ky AID and ZENMAH.

Fourth, the above analysis sugcests that the basic financial

43


http:GF-,-.AH

model is viakle with only relatively adjustments. For this
reason it vould be counterproductive, given limited
management time, for GEMAK to embark on major, new,
unrelated projects solely for the purpese of financial
coentribution., The &f rt, ccsis, and risks involved would be
unlikely to prciuce sults superior to those resulting from
improvenent of existinz activities., This is not to say that
new initiatives =rnzuld not be considered, but merely that
they should ke <valuated Jdn their own merits and not
usively as revsnue sources,

v
RS
© O

In private n t organization such as GEMAH it is
sometimes ter 0 strive to reduce costs by holding
salaries lkelcw rmariet levels. One of the strengths of the
organization i at 1t has attracted high quality,
enthusiastic ment from the business community. Such
qualified peo course, have alternative employment
cppcrtunities. the likely difficulty and disruption
invelved in locatin replacements for Xey individuals, care
must e taken TO xeep compensation at bresent levels which

FINANCIAL SELF-SUFFICIENCY OF THE TEGUCIGALPA OFFICE

TABLE A.4. presenzs <the results of the contributicn analysis
for the Tegucigalra ofifice, disaggregated by training and
ramfership activitiss, Based on Janruary and February, 1987
rerZomanrce, <tctal fiuwed costs of Lps. 11,325 per month
(10,625 excluding the sales person) are incurred to support
this office. These fixed costs include only those directly
assoclated with creraticns carried out in Tegucigalpa. Not
included are fiwei costs related to accounting services and
memrzership s wWhich are provided by the San Fedro Sula

reasonable, kased on the fact that

cffice. The excly
fi are incurred in San Pedro Sula, the

no additional

SUpport activitie: thare have sufficienz caracity to absorb
the work, the extra cffort egquired is gquite menor, and many
©f the activities would be dore anyway, given some
Prexisting activitiecs in Tegucigalpa,.
The 1987 kudget pro-scts training income of Lps. 305,000 in
Tegucigalpa:

Public Seminars Lps. 49,000

In Company Szrminars 160,000

DIF 96,000

TOTAL 305,000

1 training related fixed costs of

When compared with annua
rect training ccsts of Lps. 70,050, a

ILps. 93,996, and 3:

44



TABLE A.4

TEGUCIGALPA OFFICE CCNTRIBUTION ANALYSIS

lps.
A. 1987 BUDGETED PERFOMANCE
1. TRAINING
Trainirg Inccre 305,000
Direct Training Costs 70,050
Contripution 234,550
Fixed Ccsts 93,¢¢6
Training Surrlus cver Fiwed Cests 140,854
2. MEMEERSHIF
Membersnip Inzorme 7,200
Membershinp Direct 2,200
Costs
Contricutoar 5,000
Fixed ccs<ts 33,304
Lnccvered Membership Fixed Costs ( 28,504)

66 Additicnal members reguired to cover this

3. TOTAL CFFICE

Budgeted Surplus Over Fived Costs 112,450
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l. TRAINING

Trainirg Inccre 202310
raining Cos=s 8,470
Contributicn 11,840
Fixed Czosts 15,666
Uncevered Trainirng Fixed Costs
2., MEMBEZSHIE
Membershiy Incore 1,150
Memkcership Diresce 501
Costs
Corntriruticr 649
Fixed costs 5,584

Uncovered Mremkership Ffixed Ccosts
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1987 YEAR TO DATE ACTUAL PERFORMANCE (January, February)

( 3,286)
( 4,935)
( 8,221)



surplus of Lps. 14 resuits. Analysis of the budget

[gh]
\¢)
D;w
NS

suggests that pro-ected income from DIF may be optimistic.
If a more realistic inceme es“i“ate of 46,000 is used, the
likely surplus is Lps. 60,¢5 in tralnlng act1v1ties.
Estimates of other incorme seen challenging yet attainable.

Fixed costs a
F

Llocated to rmexkership activities in the
Tegucicalra o - 3 4

3 ber Yyear. Membership
,2C2C and direct membeLshlp cost

inccre is budgeted a ps.

at Lps. 2,20¢C AT budgeted level this results in Lps.

28,504 of urncoversd fixed membership costs per year.
o

c
Baﬂoetea memtersilp income of 7,200 per year (equivalent to
\Y [

17 members payiny an averac of Lps. 36 per month) seems
guite low. Prcgrarn nlans call for 105 memkbers per year to be
added. Additicn of cnly 66 memzers would cover these fixed
memZership ccst,

T -

It is in = n : the dues income of the 24
existing Tezuciza.va rmenbd 'as applied to San predro Sula

income i ess, The approximately Lps.,
10,400 2 s, 1f applied to Tegucigalra
cperatic rortfall to Lps. 18,000, or
< Tenrer &l
Overall bpu for a surplus of income over
fixed co 50 for 1987. If adjustments
of Lps, ¥ Zixel verestimated DIF income and Ips,
10,00 for AT Ing : . Pedro Sula office support

service a

is Lps. 52,000.

This is a encies and a strong
indicatic

Firanclal 2= k : the fir two months of the

Year indicate <tha- memiersalip activities are pe*form*ng as
budgeted, with crnly a Lps.50 hortfall in ant1c1pated
irccme. Inccne fron public seminars is ahead of budget,
refiecting the fact that no income was _budgeted for January
aithough 1 progranm was scheduled, DIF income and in company
income are below cudaoec,

rerfomance to dazes and brogress towarded the budgeted goal
of sell-sufficierzy is perhaps Judged best by comparing
numcer cf rprogram offerings aga.inst rudget. Through April,
four public sexinars have been offered, compared to 3
plarned. The shcortfa: £ 7 In conpany pr ograms rerresents a
lcss ©f akzu-= C20 in anticipated Yyear to date
centributicon £ and an acditional lgoss of Lps.
16,822 in DIf 2T over half of tre anticirated
reascnakle cversl urplus has been used.

The conclusicn o is
office is today self-fuf
of margins. Maintenanrce

an"lvs's is that the Teguc cigalpa
T only by the narrowest
lf-sufficiency depends on



targeted income levels being met for the rest of the year. A
short fall in orly crne or two in company programs would
change this conclusicn.

t the analysis assigned program
r

revenue to the € the program was given, but

salary ccsts = Tegucigalpa which is arbitrery but
reasonabkle, Differerc assiqnment of «costs for shared
resources couid ernhance the apparent self-sufficiency of one
office at the exyerse of the cthers,

In the gualitative sense the Tegucigalpa office appears
efficient and arpropriately staffed, following the San Pedro
Sula model. 9 ¥act TO San Fedro, however, the same
degree of identi-v visibility and support within the
cusiness conmnunioy 32 not vet been developed. Although
this I1s und : .e uiven GEMAH's recent formal entry

into Tezu sore concern that few activities,

other tran alrlnz =0 10 be planned. More attention to

rublic : i wltivating pusiness support seems

apgropri nclude:

I, ADE cr a poara of advisors from the
tus Aslde from providing valuable
adv plans such a grour would also
prov rpecrle who want to be involved in
GEMZ activities. Conversations with
several business pecrle revealed that they
were suppborters, lad indicated interest
and : be 1involved, but had received no
follow=-ur., T ‘ : would provide one
mechanisn tTo caritalize or =nis expressed interest.,

rs campalign to develop
cerhaps coupled with a formal

[\
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Sula indicated tha: personnel are under some moderate time
pressure and appear nearly fully occupied. This was most
evident in the case of the membership director. She spends
two weeks per menth visiting current members and is also
responsible for maintaining membership records, producing
informative membership mailings, producing the bulletin and
magazine, recruiting new members and managing membership
events. If GEMAH =« rship gctivities expand in the future

] 3 ance may be reguired in this area,

some additiona
especially to harndle zhe Lpcomling activities associated with
computerizaticn,

GEMAH Is in the process of installing its own computer and
terminals, which ras the i9ng run potential to reduce some
of th routin werxload in  membership management and
accounting functions. However, parallel accounting
operations will e reguired until the system is fully
implemented. oOu Z¢ assistance to develop systems and
implemert operat S cn the computer may be required, which
would also provide an useful opportunity to review and
streamlire procedures.

At the time ©f this evaluation the accounting records were
30 days behind {(March registers were just being completed in
late April)., Thie is an acceptakle, but not outstanding,
perfomarnce which dces €rresent an improvement over the two

ol o r
month delay rotei in  an evaluation last September,
Additioral attentic ay be required to insure that these
delays do nct recone cnger so that accounting records are
Up to date and maragement receives timely information for
decisions.,

bk }

A review of the accounting pProcedures and financial records
ral mincr problems which would benefit from

attention.,

1. As described in the section on membership, below: back
dues payable by members seems high, In part this may be
the result of an awkward billing system. Current pro-
cedures call for a copy of the receipt for payment to
be sent each mcrnth, with the notation "Para tramite de
pago". Ereciiic account statements are sent only after
@ remier s Il aays behind in dues. It is recommended

that a a tatement be sent to each
member : the month, indicating the
previous aues for the current month.
This cou Y Implemented with the new

It may also ke useful to follow the practice of other
assoclations in Central America by publishing every 3
or 6 months a list of members who are delinguent. Since
no cne likes to see their name listed in this context,
it mey provide some incentive for prompt payment.
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Appropriate warnings and reminders to pay, accompanied
by the adronition that the names will be published
later should, orf ccurse, be given. Also, some incentive

ced ent, such as a discount or gift, could

for advarced rayrent,
be offered, esrecially  for company members. Since
quarterly or s=zemiannual payments would greatly
simplify <the <collection process, they should be
encouraced. ,

The messencer s paid, a 5 percent ccmmission for the
Checks he rpicxs up from menmbers. Since it is part of
the Jjob of the messenger to pick up and deliver
documents to nembers, this practice seems unnecessary.
If 1t is desired <o increase this individual's inceme,
a salary increzse would be more appropriate.

As desc X, the financial report on each
semirar ©€S not ccntain a charce for fiwed
ccsts With facilities, maragement, or
general bevelcpment of a standard cost or
charce noseminar for its proportional share
of cver: ~€& éarpropriate and present a clearer
picture n¥ program financial perfomance. The
form or 1ncome ard direct, wvariable costs,
The dif n termed net profit, but is in reality
only a css  rrofit or contribution. This may be
presenting .mpression that semirnar programs are more
profitab ney actually are.

No accecuntirng rprovisions exist to charge the
Tegucicalpa cffice for support services provided, an
apprepriate g! the executive director's tirme, or
other shars: aa. If it Is the intention of
managersnt S&ra tne two operations as Separate
profit ce: nen some allocation, perhaps on a
standard per program, 1is necessary for
adeguate evaluation. This would have the
effect of the allocation of shared overhead
in advansz Sin & goal of AID support is to make
the Tezucigalra office self-sufficient, it would be
useful to stipulate the mechanism for these necessary
allocations ncw. That would facilitate both rroject
nanagement and Iinal evaluation.

-OW, the cormission structure for public
Y not be motiviting <+he performance
“2Je attendance of 20. This structure
i t0 ke sure <that i+ supports and

reguiresd, i,
NS
should

L
b
ermghasizes

The above «rincr ckservations notwithstanding, the
overall gualizy cf pr ject wanagement is quite good,
Near exceilert. NManagement effectiveness compares very

favorably with that of other ranagement training
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institutiors in the region, including these who have
been established much longer. High quality management
is to be expected (but usually not achieved) in a

program that rrcfesses tc provide management training.
That it is prrsent here is on strong indicator of
project viakility,

2. RESFINSIVEINESS TC CHANGING CONDITICN
t

The existence of zn adeguat ‘
pPerscral characteristl of ht are _ _armarks of an
organization <that is capable of response to changing
conditicns. Clcse ties with the business community exist and
provide the input necessary for feedback and response. More
convincing evidence is that the organization has demon-
strated respcrdsiveress re €atedly in the past. Five

infermation systex and the
e

[re}

Supbstantive adaptaticns to cranging circumstances have

occurred in the preoiect's 2 year histcry.

1. A sigrnificant mzdification of drganizational structure
and staffiny levels from thcse of the original
sropcsal, neT oresult ~eaner, more efficient
crganizzticr. livs ' salaries in the San
Fearc Sula crer.tic o 1/2 that specified in
the crigiral urcociecs ¢zslc¢n, even though a greater
number level oI activities is taxing place. This is a
notewecrohy adlustment, considering normal
organizaticral <tendencies to expand staff and the
smportance of "cheamkza" in the Honduran environment.

2. A significant new training program delivery mechanism
nas been develcred., As describeg in the section on
training prcgranms, in-corgany programs were not
considered In original program design. Early
experience with <he GEPO program as a public seminar
revea.ed that an unanticipated demand for this offering
in the in ccrpzany forpat existed 1in the market. GEMAH
responced guicxly the success of this offering

o0

an
indicates that a s<ro sly unmet need is now
&

being f:ii:

On a lesser level, zhe sen:
< < o N

eEXeCutive secretaries are targeted at an audience not
consicdered part of GIMAK'S original client segment. The
relatively high attendance a+t these public seminars
indicates that a new market has been developed at this
level. Deenphes ¢f the Multimedia delivery fcrmat, due
to dated matarials ana poor marret response, is other
evidence c¢f adzptakbilicy,

3. Emphasis on ccmpany, instead of individual merperships.

The bacxgrcocund ci this development is described in the
section on mesbership,



4. Delivery of the GPPO course to government and public
sector instituticns. To date approx1mately half of the
GPPO sessions taught have been in government or
non-profi institutions, a market not considered for

emphasis in cricinal plans. Further development of this
new market should ke enchanced by the activities of the
Tegucigalrz cifiice.

5. Sponscrsihi "Corversatorios Institucionales",
which are dialogues between GEMAY members
representin rrivate sector and government
1nst1bu_*:ws, alired at solving mutual problems. To date
two such cconversatorios have been held in San Pedro
Sula, c¢ne with the peclice and one with the airport,
Both programs vresulted in significant follow up
activity ¢ werk coo:e*a*lvexy toward resolving

roblers Zdiszussed. This has rcven to be an effective
p -

I :-”1ng CV”ZH in communlty affairs and
€3l In visipillity and positive public

~s described In the s.ction on Seminar prodrams,GEMAH
1S now rerinlng o set uUp a series of advisory boards
com - ness people in a specific functional
are ol these ccxmit:ees is to review
re 4 seminars, identify unmet t*alnlng

nee: Yy assist in communlvau‘on rom the
! This new developrent can also

bus-ncss Crornanlity,
enhance reésiins.veness to changing conditions. Greater
L lnvolvement In  GEMAY t*alnlng act1v1t1es,
Lgn an oversight committee, would also help
ret conditions. This will insure that
the fee X lcop and inforrmation flow hecessary to
continue the responsiveress demonstrated in the past
are in place

memcershi
perhaps thr:z

- -

L0 monito
-3
(e

3. QUALITY OF TRAINING SERVICES AND OTHER ACTIVITIES

GEMAH to date hasz cffered 23 4if feren; courses or training
Programs, <trhe malcrity repeated verzl times. Takle B.1.
lists these 23 ccurses, indicates the symbol used in GEMAH
record te lcsntiiy the course, and specifies the
individuals who rnave T&.gat eazch ccurse. Table B.2. provides
additional chronmcizzical irnfermation about GEMAH training
program offerincs, This ztakle irndicates, by calendar year,
the nurker of tirzsz each Course was offered, and the number
of perticirants f:r cach course.

These courses arz Zelivered in one of two formats: Public
seminars, or in-conpany Fregrams. Public seminars are
exactly what <the <erm imnli es, 1,e. a seminar open to

o imp
anyone, usua..y wildely publicized by newspaper
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early experiences with offering the Participative Management By
Objectives (GPPO) course indicated that much greater benefits
would result 1if the management dgroup of a specific company
participated together. This facilitates on the job implementation
by everyone of the concepts discusged, which is necessary for the
successful use of any NMBE2 YFeé Dbrogram, and also allows course
exercises to be focused on upecific company reeds.

In practice the GFFO offeri ng has envolved beyond a seminar or

training activity into an intervention ori lented, organizational
development consulting esercise. As pn&xmtq'din“exn‘ﬂwtzxo

"course'" is in reality a OD exercise package composed of 4

elements:

A diagnosis of organizaticral development problems and needs,
usually carried out ky the instructor ang 1nvolv1zJ 1nterv1ewc
with all ccmpany menagers., Aside from orlent\ng the instructor to

the company, the diagrcsis helps to identify specific company
needs, tailor the rreserntation to trese fnex3s, and also prepare
participzants by Suggestiny relevarnce and Lenefits.

Course delivery, a twe day seminar emphasizing de\eloplng,
writing and regotiatirg oklectives, with a highly participative
teaching method,

Implementation, Usually 15 days after the course, designed to
check 1if gcals and okcjectives were negotiated with managers,

provicde any clarification or information that might be useful,

and facilitate comrurication.

Follow-up, wusuvaily 3 mcnths after implementation, to monitor
Frogress and reinfcrce commitrment to +he project.,

The akove descrired ¢
for delivering M

ttess is, of course, =he appropliate method

B in

academic and rprac
s

-
ming and it 1is preferable from both

8]

tic ferspectives. The fact that GEMAH is
deliverinrg this peclilc program in this manrer is a good
indicator of a ommiTirert to guallity training and adapting

c
procedu es toc serv

-
-
©f the business community for
application cor.ercesd r

The development of this format has pr v;ded several bkenefits.,
First, business peck-e cuickly recogrize tre advantages of the
: Je and prOdJC;WU results. Interviews

approach fcr intro

ci nue
With gereral maragers whe Fad introduced the course in their
F

companies reveazied that the "in ompany'" format was a critical
factor in their purchase decision and that the course would not
be beneficial in ctrer circumstances. Second, training results
are mcre obvious ard demostrable, which contributes to user
satisfaction and clves GIMAH talkin g points for conv1wc1ng other
firms to buy the ccurse also. Third, this format gives GEMAH on
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unique, differentiated product and a distinctive competitive
advantage. The authors of this evaluation did not identify any
other supplier of a similar service in Honduras. In contrast the
market for public semirars is highly competitive, with at least
22 identified suppliers cfferirg courses that, at least on the
surface, appear directly conpetitive with some GEMAH offerings,
Finally, in company ccurses Fhave proven  more irnancially

attractive, on the averace, than most pukblic offerings for GEMAH.
The incompany course fece o7 73S 2,400 (merters) per 2 day course,
provides a fixed, cwrolncere, with additional incerme possibkle

for diagnostics, irx and folleow-up (USS 3C0 per cay

each for members). Ccn 2 publlic semirars, costs are much
lower since advertising, prcerotion and scme sales commissions are
avoided and faciliticsz ard fcod costs are absorbed by the
participating ccrmpany. Mcre freguent offerings are also pessible.
This rmakes the in-czorany GPEO course th leading ‘'profit

! Afi product lire on a total contribution
and an unit asis (except for the mest highly attended

e

Of the 23 courses listed in table B.]1. 21 were obtained from the
American Maragement Asscoiatiors irternatioral as part of the
GEMAH - XMA technical lLscics-arce Contract. The two exceptions are
FLF, which was chtained from the local cffice of an international
accounting firm, taughs Ly o trern, and marreted by GEIMAH on 50-50
profit split kasis anz <l wnich is the collection of lectures
given &t a conference <n the rossikilities and effects of
devaluatvion. A deta:lcd review of all 21 course nmaterials
Suggesis that the AMYX ccurses are basically "off the shelf"
preducts, clearly idertified as AMA materials previously
t:anslated into Sparish cr cdeveloped and used by AMA training
centers In Mexico <or Puertc Ricc. Most  have early 1970
Copyrights. As such a.. have tre standard characteristics that
have «ccre to ke éxpected of the well Kknown, established,
respected AMi training raterials. Fach course is tased on a
participant's manual, usuaily 50~-75 pages long. The manuals are
well organized ang nIrmaily Include a  statement of course
cbjectives, a table cf certents, and 4-7 topics or teaching
modules that form the heav: of each ccurse. The overall emphasis
is practical ardg pragratoz. Faterials usually focus on a basic
explanation of the zcoric, give exarples, and then provide simple
exercises to apply the rla.s learned. Forms and procedures to
apply ideas in  tr FIrticipant's  own company are usually
integrated into the raterlals. Little management theory, as such,
is presented. That which is irtroduced is simple, expliained in
its kasic, stardard fors-, ars evrrasizes aprlications.

As such almost all rmatarials are ciearly aimed at mid level,
Creratlicna. nan&Zenent, C©r in scre cases iower level srecific job
functicns, such as retail store salesperson, executive secretary,
or receptionist. Naturally, the yuality and characteristics of
each course vary, as :is to Fre exrpected., Scme courses are ketter
organized than others, sore participant's nmanuals are more

complete and contain rcre iliustrations, while others are more
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like lecture notes. A1l are clearly acceptable and most are guite
good, in terms of topic coverage, presentation, and pedagogical
approach. Given that all of these materials have been through a
period of develorment and use (in some cases for 15 years) the
materials are proven and effective. The fact that each course was
initially taught by an 2Ma instructor and that in some cases
instructer's guides are available also contributed to the
introduction of an estTarlished, fuctional seminar progranm.

Naturally, the cverall nizn guallity of these materials should not
oVesiadow trhe need Icr fine tuning in scme areas, The material
for several ccurses scens scmewhat extensive to cover in only two
days, especially 1if y: T.Clipants have different backgrounds,
experiences and levels of xrowledge. In other cases, statistics
and factual information zve clearly outdated and reed revision.
(i.e. advertising, statistics Presented in MNM are 20 years out
©f cdate; some accourtirg rrirciples have changed since original
Courcse design, dates on icrrns, memcs are 10-15 years old). Sorme
material of limited lsavel relevance is included. Overall the
quality of physical reproduction (printing) in some of the
materials is less than ideal and read ability is diffcult. All of
trhese can e easilly ccrrected with Listle effort. This was the
case wiinh the GEFF2 crourse materials, which were edited to
"localize" scre data ari czse examples by using Honduran currency
units, and aprrcepiate iniustries as case examples,

It is useful ¢
of these AN ar
may ke approrriacte
in cne day or half

e

consilder the long ternm development and refinement

S. In scre areas condensations of materials

© Zevelop shorter modules which can be taught

day fcrrmats. In others cases the generic AMA
-

material could ke refireqd by providing a specific industry or
business fzzus, i.e. marxeting for hrotel executives, collection
ana credit Iin kanks, perscrnel ranagement 1in banks, or the like.
It is Impcrtant that these courses be continually modified by
local instructors on tre hasis of their experiences and changing
circumstances. With the exception of the GPPO course, 1little
modificaticn to the stardard AMA package has been done. Although
this dces aot detract from the quality of the central ccre of the
materials, a general editing of each rarnual to update infcrmation
and statistics, delete cpul usly irrelevant material, and insert
local exarmrles ‘

:nCce the perceived timeliness, relevance,

and saxzrea terials. Such editing could easily be
included £&€ and regulirement in the instructor
trainirg pr re In small cgroups of 2 or 3 intructors
Per course Suld not ke rurdensome and could be a
worthwhile r.ence &y encouraging a close, critical,
appiicatis view ©f teaching materials. The small
grcup rev: ¢ Lrcaden irstructor familiarity with
differer: ~CLils, besldes his speciality, thereby
improving TCr back up capabilities.

Table B.2. ilustrates the number of times each course has been
taught in 1984, 1985, 1986, and 1987 to date. As the numbers
indicate both course offerings and participants have grown
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rapidly and exceed Frocect targets easily. 1987 plans cal. for a
total of 108 programs, : public seminars per month (2 in San
Pedro Sula and 1 in Tegucigalpa) and 6 in company programs per
month (4 in Tegucigalpa and 2 in San Pedro Sula). Several
observations are relevant based on the data presented in this
table.

First, average attendance rer seminar is low. Attendance is not a
critical variable fer in company '‘programs, as it is limited by
the nature of the program and the financial consequences are
covered Ly the fixed fee arrangements. However, it is critical
for public semirars. Average participation (including
scholarships) in public rFrograms has been 13.6 in 1985, 13.9 in
1986 and 19.4 through asoril of 1987, Although the first 4 months

of 1987 show improvermernt, it must be ncted that most of that is
due to 1 sesion c¢f 1 course (ACA), which attracted 43
ver In 1985, 1986, and 1687 only 2 programs

participants. Mcrecve
attracted an average cf 10 or more participants; 6 programs
averaged 10 or fever,

This low tterdance i a concern for two reasons. First, on
pedagogical grounds public seminar with few participants are
difficult to teach effectively. Opportunities for discussion,
exchange of Iideas, wecrk in groups, and break out activities are
reduced. Although estiraczes vary by subiect matter and teaching
methodclogy, mo instructors consider 20-25 the minimun

i oy
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numter of participa cr elfective teaching and learning and
feel attendarce car rezch 63-70 {assuming appropriate physical
facilities) withzout fetruzting from acadenmic quality.

Second, such low attendarnce levels are unattractive economically.
As discussed in <the se2-izn on firnancial self-sufficiency, one
Key characteris=ic zf DUNLLC seminaries is a nigh ratio of fixed
Costs tc wvariakle costs. Sirce most GEMAH public seminars are
Operating at levels ornily slightly above direct costs, even
relatively sxmall irncreazes irn average attendance can increase
centribution dramatic

amatica..y. Fresent attendance levels suggest
total seminar contribution can be more easily enhanced by
increasing average semirar attendance than by increasing the
number of seminars offeres.

A second observation is that there is a heavy emphasis on one
course, GFPPC, in rterrs of both number of cfferings and
participants attracted, z: indicated by the folowing:
GFPO as a nocrtion of total GEMAK activities
%84 ~555 198¢ 1987 (4 months)
% of courses 67 Z6 41 40
¥ of participants 63 32 47 39

Moreover GPPO has accounted for 42 % of seminar revenues since
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June 1, 1984, and an even higher percentage of seminar con-
tribution. The 1987 GENAH Budget calls for in Company Programs

(primarily GPPO) to provide a contribution of Lps.190,000, plus
Lps. 144,000 for diauncstics, implementa-tion and follow-up.
Public seminars are FLrudzeted to contribute only Lps.61,839.

Assuming these budget prc ections are reasonable, this means that
oneé program accounts Icr Ti: of training program contribution or
84% of training prouran contribution 1if the add ons for

diagnostics, (etc. are considered.

This heavy reliance on ore Erogram pcses a number of issues. On
the positive side it is an attractive offering from both supplier
and user perspectives. 2also, its low cost, high contibution
characteristic kalances the nature of public seminars. Since GPPO
is de facto the core duct in GEMRH's training portfolio, it
provides a viakble retrenchnent strategy 1f financial difficulty

is encountered. Tre cuve related to public seminars could be
elimirnated, thcse sar:i- urtalled, and pcsitive contribution
could still ke gereratesd, nough at the cost of a vVery narrow

training imracs.

ve side, this deperdence also poses a number of
Y L3nce on AMA technical assistance, The
course a nd esigned by Jcse Urdaneta, the AMA
adviser, in early 1970's, In Honduras he has personally
taught the vast maiority of the sessions of this offering and has
also been instrumental in the prccess of selling the course to
companies. Conversations with managers who have introduced the
course in their ccmpanies indicate, without exception, that the
experience, credibility, and perscrality of this individual was
an influential factocr :n the purchase decision. Replacing this
individeal wich 1. CCunterparts  when the AMA technical
assitance agreer €ris l1s critical to insure the financial
viabilizy, train: IGEE Yo 3 er benefits of GEMAH. To date
GEMAH has tral iy dividual who is now giving the
course independe: ' nd without assistance. The training
inveolved a semi: aSW York, and a pericd of apprenticeship
like work with D anetta. The Key point is that this course
organizational development work and
hence reguires an uctor skilled in this area. Experience is
important in deve ing =his skill, Although at 1least 2 other
members of GEMAH's grour of instructors are in various stages of
preparation, their training is not yet complete.

involves a high de

This situation may pose scme capacity constraints at the end of

the technical assistarce Fericd. GEIMAEH plans call for 6 in
COompany programs a monti, 1St of which wiil pe the GFrC course.
Allowing 2 days fcr =he clurse, and 1 Zazy each for diagnosis,
implerentation, and foll- up regulircs 5 instructor days per
course. Since the Cccurse runctions beas :f one instructor stays
with a program frorm ! $-nhing TOo end, hudget plans seem to exceed

e
1ty, even assuming Lerfect scheduling, and

resent delivery capac:
J +
the Instructor, such as selling programs or

no '"down time" for
other tasks.
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The evident competence enthusiasm, and dedication of the GEMAH
instructor notwithstanding, the goals set require more people.
This 1is exacerbated by the fact that only the one completely
trained local instrucutcr is a full time GEMAH employee. The
others come from GEMAH's lccal instructor group, have full time
Joks in other fields, and work for GEMAH on a per course basis.
It is unlikely that ny one of these individuals would be
advailable for nore than ore program per month.

For this reason it is imperative that GEMAH emphasize completing
the training of at leas:t four members cof the instructor's group
for the GPFO course, while the AMA technical assistance is still
s and supervision. If the AMA technical
are extended, trainin cf these GPPO
& specific, priority component of the

available for tutor:
assistance activitie
instructors should re
acreerent,

Market saturation is azrcther risk. By its very rature the course
is most attracrive -o -arge and medium large ccmpanies and
goverrrent agencies, whe can afford the Course, are sufficiently
Ccmr.ex to kenefit Zfronm =%, arnd have a management team of at
~€ast § perscons. e LTEL O AMA L study (A study c¢f Maragement

Training leeds ard X1eTing Resources in Fenduras) suggests that
there are prokably no rore than 2500 companies ang gcvernment
agencies that might ¢ sidered as potential candidates fcr the
course. Only a fracticr cof +h

L £ s

ese will actually purchase it. By
the end of 1¢87, Dian are met, the course will have been
taueht 127 times, which suzgests that some saturation is

inevitable.
a rrckler tce
r

i tre Iutu

ithough there is no compelling evidence that this is
2 GLMARE should stars anticipating this ressibility

-lante on a rarriw custcrer base is also a risk. Conversations
th the Executive Dirsctor indicated that 32 of the 56 cfferings

1S course vwere elther to AID itself, paid by AID grants to
er institutiocns, or undertaken at AID's urging. Although this
€S not detract from the value and quality of the training
received, it dces indicate a perhaps higher than desirable
reliance on 4« funding scurce which may not be stakle in the
future,

Several additional chservations and comments are relevant
regarding GEMAH's training offerings. First, the overall scope
and gquality of courses is impressive. GEMAH has made much
prcdress, gquite rapigd: its scope of business cof training
activities in E wrag 1s now more extensive thar INCAE's 1in
country progranms ~.nk has been active for mcre than twenty
Years, with a greater firancial and instructor resource base. The
technical assitance has Leen meost succesful in producing a group
1l receivid courses.

oY
'G

£
4
3
m
¥

Second, as 1is to ke expected, these are still gaps in course
¢
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PREFERED SCHEDULE

Morning 3.2 %

Afterncon 13.9 %

Night 48.1 %

Comrlete Day 8.6 %

Any 10.1 %

Nore 16.0 %

PREFERED HOURS

8:00 A.M. - 5:00 P.M. 13.9 %

5:3C P.M. - 9:30 P.M. 52.9 %

Any 10.7 %

Others 3.7 %

Nore 18.7 %
The Ying on a standard time format,
espec lnars, CEMAH may be 1nadvertently
makin roups to participate. This may in
part Gance at scme programs. The point
is tha wnich 1s inherently superior or
optim ICUups have different preferences.
Altho ray nave been influenced by the

L 1a ign *rstchtoLs, that constraint
will ke woved Nete i ructors takXe over. At that time
GEMAH ; : ‘ 2 variet Y cf scheduling options,
monitc ccordingly.

Tre same okservaticn nay hbe true for pricing, which has been
relatively standard ard i“”a*;&h .+ Although present pricing seems
in lire with the Cerpetliticn and more or less Ccomparable to that
charged by similar crgar 1zat*ons in other countries, it may still
be worthwhile to exreriment with oﬂfferent price levels to
measure the effect cn Semand, espec1ax Y for the public seminars.

Given the eccncmics of
if pric decreases wi
monitered charnges in b
inc*eas‘ng revenue and
empirical guesticn, scre ew

these seminars, it is very useful to Xnow
- creacse attendance. Some carefully
lcing may have the effect of both
dance. Since this is essenti ally an
ri

Ferimentation may be worthwhile.
A firzl obser” 2TlSn concerning  GEMAH course offerings is
presented in Takle E.3, Th.s char=s applies the well-know Boston
Ccnsulting Group Lraduct  portfolio matriy to GEMAH course

L% N
offerings. The matriw zcrts course offerings into four grougs,
based on high or low sales volume and hlgh or low costs. The
courses in guadrant A are these with high current costs, due to
recent development and/or adquisition and as of yet have
geénerated little reverue. These are basically newer courses or
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those just beginning to develop a following in the market. The
hope 1is that these courses will produce more revenue in the
future, but their present situation is unattractive. The courses
in guadrant B are fairiy recent, with either as yet unrecovered
acquisition costs or heavy marketing expenses, but seem to have
been successful in develoring sales and a market following. These
can be expected to bkeccre significant contribution generators in
the future, if marXet accertance continues, as associated costs
will decline. FPrograns in guadrant C are cash cows: they produce
significant contribut

ion hecause current costs are low and market
acceptance 1is high. Although few in number, these four courses
generate almest all of the training program's contribution. They,

thus, support the other courses and contribute to covering GEMAH

overhead. In a firancizl sense they are the core of the program.
Courses in guadranrt D have low costs and low revenues. Although
they mcre or less cover <reir direct costs, they have never
developed markxet éccertante or produced significant revence., The
situaticn of these ccurszes ey suggest a lack of interest in
these topics or that =he raterial should ke redesigned to better
meet the perceived reedis cf the training terget in that
particular area., Either 3rHeting nmethods for these courses have
Peen pocr or the course 1tself s deficient. These courses,
okviously regulire redesign, rew marxketing strategies, or

The placement of the courses in the guadrants represents the
Judgerent of the Executive Director, supplemented by
conversaticns with the Senminar Frogram Director, and a review of
seminar revenue reccrds. As such it seems a reasonable
breserctation of the situation, but is essentially judgement

Lased.

Severa. o érkropriate, based on this presentation.
First, as & usse , the reliance on a few cash cows is a
concern which must ke reinfcocrced based on this analysis, Second,
the relztively Rign rmumrer of 32gs reguires some attenticr. These
Courses snhould be exanineid to see if they can be modified,
refcrmated, or marxeted rore succesfully., In some cases this may
be as simple as marxeting the seminar as an in-company product),
rather than a public cffering. VDM and TDO are logical candidates
for this. In other cases reduction in length, tc say 1/2 day, or
placing the hasic ccrcerts in a specific industry or business

.

;
setting may be useful., Fzor some the topic may be too specialized
to gererate sufficient in-erest (MRC, PE, MNM). The critical
point is -reee should be revised and adjusted before

-
t
they are of

Third, and mcst imporzanst, tre . trix suggests a continuing need
for new course develcrrment. Given the relatively small size of
the training market, the pcssikility of emerging competition, and
as of yet unmet trainin needs in some areas, GEMAH must
continually develop new curses if it is to accomplish its
objectives. The fact is that all GEMAH offerings have been

66


http:develco.en

Purchased as canned "off the shelf" products from other
developers. Twenty one of the 23 offerings listed were purchased
from the American Management Association as part of the technical
assitance grant. Although there is no inkerent restriction on
continuing to buy AMA courses using GEMAH's own funds after the
agreement expires, it would be unwise to rely on the AMA as the
sole source of new courses, for, several reasons. First, AMA
courses and foreign instructor costs are high, both in absolute
terms and relative to %ne income thar could be produced. S5econd,
AMA ccurses do not cover th range of formats, topics, and level
of target audience desired. Third, other sources are available
which can provide appropriate materials at lower costs. Finally,
the development of arlility to produce its own materials is a
critical step in GEMAH's cwn growth and maturity. Development of
a capacity to obtain n course materials is perhaps one of the
two most critical issues in GEMAH's seif-sufficiency. This
development mus:t worx simultaneocusly in two directions:
identifying the specific courses/materials to be developed and
establishing an interral mechanism to obtain the materials once
identified.

=
-

-
v~
N

Pane

Ty
.

To date GEMAH has wa3 initial steps in these directions,
Discussions have been reld with GEMAH instructors to start the
develop.ent of 7 procra: 2y them:

-

Control of Prcducticr Costs
How to Export tc =he USA
Directing Executive Meet ngs

Practical Course c
Seminar for the Eanxing
Human Behavior :in X

Seminar cr Maragevent Control

nistration for Credit Managers
Executive Secretary

Each instructor was civen a brief outline form (really a course
market prespectus) © describe the course to be developed and

then tasked te produce zhe participant's manual for the course.
The manual is to be reviewed by the Executive Director, the AMA
technical adviser, anz GEMAH's Board of Director before the
course is offered.

MAH instructors are developing short 1/2
C topics. These modules are 4 hour
-

IS

day modules on sSpec

ST

condensations of AMA materials and deal with:
Effective Closes :ir Ferscral Sellinc
Effective Delega<tizr in Modern Administration
Collection
Freventative Maintzsnarce

At the last Executive Board meeting GEMAH discussed establishing
9 commissions, each one dealing with a functional business area.
Each commission would consist of 1 instructor, 1 GEMAH board
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member, and 20 bu.iness people. The ccmmission would identify
Problems, suggest training needs, and review program ideas. The
purpose is to insure that brograms speaks to real business needs.
Secondary benefits irclude involving mcre GEMAH members in the
training program and "preselling" courses to businessmen. This
market ocientation is a very necessary and overdue step, which
GCLMAH shouvld be encour ged to implement. This will do much to
insure tha: course offerings are pade to a receptive market. In
the past trere may have keen a slight tendency to obtain courses
because thu:y were read:ily availakle frcm the AMaA suppliers, and
not necessarily bkecause they were the most appropriate.

implementation will need to be worked out,
help establish GEMAH's capacity to
21y, It is likely that GEMAH will need to
le suppliers on a continuing basis to
ment efforts. For the reasons mentioned
Cevelop relationships with a number of
different instituiors feor course acquisition. Key aspects of the
acquisiten procedure should include training of a GEMAH
instructor to eventua.ly teach the program, an initial program
presentation in Honduras, and a continuing right for GEMAH to use

Although details of i
these activities shcu
replenish its course su
obtain courses frem ou
complement its own devel
above it will ke userfu:
e F

the course and materias cn its own. Several PACCIOS members are
familiar with GEMAH z2n3 weuld be logical gquality suppliers at
lower cost than the i, These include ATFEDE in Parnama, IPAE in
Lira, and IESA in Caracas as the most promising. Other
institutions worth €Xr.oring course acguisition with are ITESM in
Monterrey, Nexico, AacsIN in Glerndale, Arizona (a generalized
sermirar program), ESAN ‘n lima, Florida International University
in Miami (exportirc, accounting programs, Lenking and
hotel/tourisnm management!. The International Center and World
Trade Center of Miz= JENDOXrTing), the University of Miami

- 15
(Banking) and Louisiar: ~nlverslty (Banking) are other good
contacts. Many multinaticnal firms have well developed training
materials and may be willing to work with GEMAH for joint
presentation or the lire.

In determining what specific courses to develop, GEMAH should
review the training gaps Identified in the 1984 AMA study. Many
of the opportunities identified in that document still remain.
The input provided by the 9 propcsed commissions will also be
vaiuable guidance. In <tre strategic sense of course portfolio

management the imporzant task is to attempt to develop an
additional cash cow. The success O©f the GFPO course has revealed
an unanticipated, attractive marker niche for company specific,
intervention orierces prcgrams  which go beyond traditicnal
training to inciude identificzation of srecific company problems,
presentation of a ztrairirca program which seeks to develop the

tocls and sxills tzo a with that crroblem, and follow-up
assitance 1in implementing the technigues learned. Such ney
programs should deal with typical problem areas that are likely
to be present in many firrms. Development of quality circles,

quality control, and production efficiency is one such area.
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Another is sales force management,

The program "Nature of the Free Enterprise System" also has the
potential for multiple pr sentations, especially if external
support for presentation in schools and workplaces can be
arranged. GEMAHK should bursue the implementation of this course,
which was acquired fronm APEDE in Parnama. ’

If the technical assistance agreement with AMA is to be extended,
it is important thac it include mechanisms which speak to
enhancing GEMAH'Ss capacity to maintain a continuing, wviable
product portfolio. Herely acguirirg more AMA courses will only
prolcng the present situation. Specific provisions that wculd be
useful in any extended technical assistance are:

1. A specific committment to train, tutor and supervise the
development of 4 additional instructors for the GPPO course
SO that GEMAH will be left with a total of 5 such
instructors,

2. Specific training for the instructor group in developing
course materials, writing effective participant's manuals,
case writing and the like, all aimed at ennancing skill in
producing, and not just bresenting, material.

3. Specific cognitive Erairing for instructors in identified
areas, aimed a+« developing or updating knowledge. This would
provide forgal study, most likely though seminar attendance,
to enhanze the Knowledge needed for course developrent.

4, Financing to vis: cther relevant training institutions and
burchase ccurses and technical assistance for introduction
in Honduras., The key here is to develop new suppliers which,
given a low cost sctructure, may be accessible to GEMAH on a
self-financed basis,

o 1

5. Provision for review of GEMAH developed material by either
MA subject fielq €Xxperts or others, most likely university
professors. The review would be for technical accuracy,
completeness, and clear Presentation., This is analogous to
the texthbuok reviey bFrocess followed by publishers and is a
low cost, quick method oI obtaining the input of subject
matter ewperts, Such reviews are commonly done by mail, at a
cost of USS 300 - 500,
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B.Instructors

GEMAH has carried out an extensive program to identify and
develop local instructcrs to teach the AMA courses after the
initial technical assistance enrds, A pool of potential
candidates was identified and screened. Those candidates
selected as vpossible instructors were then involved in a
training program leadinz to AMA certification as a qualified
instrutor. This prograr included:

ct

1. Completing the AMA "Training the Trainer" Couse, taught in
Eonduras,
2. Developing a series of teaching modules and presentation of

classroom activities which were bresented before a group of

GEMAE instructors, critiqued and evaluated.

3. Woerking with ANX  instructors who were 1in Honduras and
atiending trhelr serinzr sessicns as a sort of tutorial for
additicnal irnforrazion and insights into the course taught.

In additicn, GEIMAHE nus had several individuals attend the AMA
"Training the Trainer" zzurse in New York. These individuals are
now availakl to direzs nstructer training in Honduras and

n- .

present the "Trazinin ne Trainer" materials locally.

Q ]
ct

Table B.4. summarizes tre background and characteristics of the
43 individuals who have completed or are currently involved in
this trairing. These Craracteristics, identified from a review of
available resumes of the instructors, Suggest an ususually well
cualified group. Many have advanced degrees in business related
subjects and most have studied outside of the country. Most
importantly, the majority have significant management experience,
defired as general rmarzzer on cerartment head pesitions, or
involverent in perscnal rusiness activities,

[

The review of <the resumes and quaiifications of these 43
bof®)

instructors indicates =& ¢roup high on the scale of academic
training and precfessiz-z: experiences related to busiress.

Their professional Exyer.ences represent a gocd mix of
commercial, service, iriistrial and government activities. Many
are employed by large, rsspected local firms, which adds to their
credibility. The relatively young age Suggests an active, dynamic

group.

A review of the cocurse evaluation sheets of those instructors
who have ccmpleted ¢ ning and taught shows these qualifications
are translated into effective teaching performance. Formal
evaluations are very high, averaging over i8 on a 20 point scale,
and written respcnses <o Ccpeén ended questions frequently show
such favcrakble commenis azs "excellent bPresentation" "very dynamic
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instructor" and other such praiseworthy comments. It is the
impression of the authors of this report that these participants
evaluations compare most favorably with those of instructors in
similar seminar programs in Central America,

These characteristics are supplemented by a well designed and
useful training progran. The program not only enhances instructor
skills, buy also serves o increase commitment, provide a source
of personal develcopmert, and alse ernhance espirte de corps among
instructors. Both the rurier ang quality of instructors developed
exceed program expectations. The development of this group of

trainers is a valuaple xr= erduring output of the proiject.

Interviews with instruczzors confirs the impression conveyed by
the formal 1list c¢f cuzlificaticrs. kside from professional
competence, most noteworthy is the personal enthusiasm of these
individuals fer teaching, contributing to the development of
Honduras by improving ruman résources, and a strong belief that
what they are doing is worthwhile, both rersonally,
professionaily nd  sccoially.,  This sprirt of professional
voluntarism 1is irportant, considering that the instructor
honcrariums involves (L. 00 for a 2 day serinar), although

reascnble, are not arn cverriding inducement, taking into account
Preparation time, trainirz time, course repetition frequency, the
quality of the peocuyle irnvelved and competing demands for their
time.
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INSTRUCTOR CHARACTERISTICS
Sex

Male 2.0 %
Female 8.0 %

!
Average Age
36.6 yrs.

dighest Academic Degree

Ph. D. 0 %
Masters 25.0 %
Bachelcrs 68.0 %
None 3.0 %

Place Wnere Highest Degree Earned

Henduras 20.0 %
Foreign 70.0 %
Significant Business Experience
64.0 %

Frevious Teaching Experience

42.0 %
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10.

11.

12,

TAELE B.4

GZMAH INSTRUCTORS

NAME

SAN PEDRO SULA

-—-—----_———--—-—--————_-—-.-—_---—_——--——--.—-------——-——--———-——-

Arturo Arana

Carlcs Habkencio Fernandez

Ricardo Truzillo V.

-

Luis Alonso lLcrez

Feisal Rishrawy
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TOPICS TAUGHT

TOC, TAM y AP

TVP y VDM
TAM

TVP y TAEV
TAM y 8Sys
DCD y ENJG
RIE y LSE
PE y EXITO
TMP y PCP
PEF y FNF
GPPF

TMP

bpeh

TAEV

PCP



16'-

17.-

1. -

19. -~

21.-

22.-

24.-

25, -

27.-

28, -

Lic.
Lic,
Lic.
Lic,

Ing.

Lic,
Ing.
Ing.
Ing.

Lic.

Lic,

INSTRUCTORS COMPLETING TRAINING

Francisco H. Franco
Maria Guadiure Funez
Mario Ramire:z

Mario Guillerso Fajardo
Jecse Tuliz Corez
Juan Jese xguirre
Carlos Rene Flores

Luls Caraccizli Perla

Carles Young

W T - ~ e am ]
1.0 B, Faredes

Vir

@2

TEGUCIGALPA

Jose Tercers D!

r
3]

Wilson Abdalah
Carlos Avila

Allan Greerrterz
Kristire a&. Currie
Luis Felipe Mclina

- h Y e g
Lrrnesto A. Vaszliez L,
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TAM y GPPF
COBRANZAS Y SYS
TMP y GPPO

DCD y EXITO

DCD

TAM

TOC


http:V,'as-.ez

INSTRUCTORS COMPLETING TRAINING

8.~ Lic. Carlos Rokerto Valle

Iad

9.- Ing. Marcio Jose aguirre
10.- Lic. Carlos Albertc Martinez
1l.- Lic., Allan Pascua

12.- Lic. Luis Rafael Ru:iz

13.- Lic. Matilde de Izaguirre

- "
\_au

+h

14.- Lic. Paul Schi
15.- Lic. Zulema de Soto

TOTALS

22 Instructors trained and have taught at least one course.

21 Instructors in later stages of training.

75



MEMBERSHIP

As of March 31, 1987, GEMAH membership rolls listed 168 total
members distributed as follows:

Individuals 75 active
San Pedro Sula 70
Tegucigalpa 5

Companies 93 active

San Pedro Sula 74

Tegucigalpa 24 168 Total

Membership in past Years has been:

1987 = 1986 =*=* 1985 =*+*
Individuals 75 81 99
Coumpanies 93 86 65
Total 1€8 167 164

* As of March 31 ** As of December 31

As the above inforrav:-n indicates memkership has been
approximately stakle sirce 1985. That is, the number of new
members recruited has €xXceeded by only a small margin the number
of memkers leaving the crganization. There has been, however, an
important chage in t-a composition of membership over this
period. In 1385 23% of =he memoers were firms; in 19587 55% of
members were companies. 2uring this period the absolute number of
individual memkers declired from $9 to 75; company memberships
increased from 65 to ¢2,

This emphasis on company menberships resulted from a decision in
1985 to focus recruiting efforts on firms. The stated reascns
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for this decision included the belief that companies were less
likely than individuals to leave the organization after joining
and were also more likely to pay monthly dues promptly. Also
important was the fact that company membership dues of $300 per
Yyear are twice thcse for individuals ($150 per year). Conse-
quently, more incorme could be produced with the same amount of
administrative effor: for dugs collection and membership
services. The understanding was that the emphasis on company
memkerships, while perhars reducing the anticipated growth in
membership numbers, would, nonetheless, still result in meeting
menbership fee income gcals.

The emphasis on company membership also corresponded with a
growing focus on the firm in other GEMAH activities. as
discussed in another section of this report, the seminar and
-50 recriented to emphasize in company
nrioyees from one business, rather than

T o

L
programs Ifcr orouprs
v
:

public serminars oren tc individuals from a variety of organi-
zaticns, as originally vlanned. Marketing efforts also followed
this di on. I espects this 1is the most important
transs ivities in recent years, since it has
moved

m n o organization of managers, as
icn of cempanies.

Several cbkservations are apprepriate concerning these membership
statistics., The aksclus umber of members of all types seems
somewhat low., The menke ip of 168 today is below the goal of
400 planned for trhe ernd of precject in June, 1987. Also, the
stability in membershir numbers since 1985 means that the goal of
290 new memrkers per year by the end of
ned

"

having the capacity to adg

project will not e avtzired. Of Course, to some extent this
shicrtfall in rmerkershipy rurkers iz a direct conseguence of the
decislcn te enrhasize -<hLany memberships, which was discussed
with AID and agresdes =: at the: tima. Consequenrtly, it is not
apzropriate to call GEM-Y to task for not meeting a membership
gca. which Is nc leonger csrerational. However, 1t is appropriace
to point out several ~-Tportant conseguences of this level of

memkership,

@es is low. The assumption that it
recruiting higher income produc-
il meet membership fee income plans

First, income from memier
wouid ke possikle to emp
ing/icwer cost members ar bl
did not work out in rractice. Criginal project plans call for
$60,300 income fron mermzership fees in the third year of the
project. A reascnakle =stirate is that S 26,700 gress membership
' at .n this period. This estimate was

]
v
. D
D

o1

inccre will ke cernex 2

calculited &y assurinc -he March 21, 1987 level o©f 168 menbers
Will rprevall for tre antire y&ar and calculating dues inceome
vased on 75 indiviiuals as $150 per year, 16 firms at $150 per
year, and 77 firms at $309 per year. Of course, this estimate
will ke low if net menrership increases during the rerainder of

the project period., On the cther hand, the estimate does not
conside:r tiie 5% comrmission pald to collect the checks of members
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who pay monthly, or the possiblity that not all dues payable will
actually be collected (61 members are 120 days or more behind in
payments) .

The central point nls analysis is not that membership dues
income has failegd T a specific predetermined target, bhut
that income, from whatever mix of members, may be insufficiently
high to cover fixed ccsts associated with membership activities
and also provide an acceptable level of services to members.

ct O
O

-
ool
- -
MEE=ESE

Table A.l1. summarizes the overhead expenses of GEMAH, by city,
and attempts to allocate each éxXpense category pro rata to the
two activity areas of membership services and training. For this
burpose overhead expenses are defined as those identified as
Gastos administrativos in GEMAH budget dccuments. As the table
indicates the primary ccoponents of these expenses are related to

salaries ard cghysizal faciliries. Salaries were allocated to
either merrershin cor trazining activities kased on the time each
individual spent cn  that respective activity. The specific
allocation was mzde ZY & consensus of the *two evaluators, based
on a review of the Ich Zescriptions for each position considered,
discussicn with eao- rndividual about how his/her time was

r review of time allocations with the
ions related to physical facilities
n of total available space primarily

ity. Depreciation was allocated according
to the p.imary use of the associated asset. The other category
consists of a number of smaller, miscellareous items (paper,
supplies, travel costs, €tc.) vhich were allocated based on their
Pro rata est.maeted use in each category.

actually spent, ars o
Executive Directc 2
were based on the propo

Naturally a-sy such allozation of overhead expenses to shared
activities wa re scrmewhait arbitrary. In this case only one
allocation hes =<he rotential to infltence the anelysis
materially. Tre allccation is  that of the salary of the

Executive Directcr, rF-» <«nig reascn th allocation was alsc
Cross-checked with twc merbers of the board of directors rfor
reasonablerness, ner, sensitivity analysis of the allocation
indicates that even if sie £xecutive Director devoted all of his
time to the training rrograms, arnd none to rembership service
relateu activities, the cen=ral conclusion of the analysis would
not change.

A
a1}

As calculazed previously, current memtership income is

reasoraply estimated at S3,058 per month. The above analysis

indicates adrinis=ratzive and overhead exrerses related to

membership activities are akour $6,158 per mcrih. Furthermore, an

average of ancut S$T60 per manth is budgeted as a direct cost for

mermbership activiztiez c<f «hre orcanization. This suggests that
v

owth is requircd before any enhanced

Q2

ct
additional rmembership
memcership servi activities will be possible. Based on the
current proportion cf remkers between individuals and firms, 283
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new members, or a total of 451 members, will be required to cover
membership overhead costs. This assumes that each member pays
average dues of $18 per month, the present average, which is
equivalent to the current 45% individual 55% company split.

A noteworthy point of *“he above analysis is the high ratio of
fixed overhead costs (¢ g,158 ) to direct costs for membership
services ($360 per mcnth ). This underscores the importance of
attaining a larger meriership base. Until sufficient numbers
exist to ccocver the fiwesd Costs, additional member services will
require outside firanciry or need to be self liquidating, which
constrains memker activities, Other similar organizations seek
to return about 3C% of membership dues income by specific
identifiable services to members. The uncovered fixed costs in
this case restrict the direct benefits available to members to
the present level, at best.

ar lew in a relative sense, compared
6 and companies who are potential
24, study (A Study of Management Training
raining Resources in Honduras) conducted for

P
alader.
-

to the numker of gxana
members. A June, 1
Needs and Etxisting

AID by the Arerican

Membership levels alsc anre
e cer

S
T
I Asoclations International Division

e

ent
estinmated that there =zre approximately 11,000 managers in the
private sector in Hornduras, exclunding acgriculture. Of these,
approximately haif are :n nmedium sized and large companies, the
logicel <target for arrau membership. A census of business

conditions conducted ky the Ministry of Labor indicated that 38%
of Horduran companies are located in the San Pedro Sula district.

This implies approximately 2,090 managers working in the San
Pedro Sula area in mediun and large firms. Until recently GEMAH
membership recruiting activities have focused on San Pedro Sula,
So the 2,050 figure iz the nmost appropriate estimate of the
potential membership base. Of this number 70 individuals and 74
corpanlies are GEMAH renbers. Although company membership may
cover several manacz in one company, it appears that
approximately 7% cf rer: nip potential has been reached. It is
difficult tc judge a what is a reasonable share of this
potential. However, the Ilgures do suggest that ample potential
for memtership exparsior dces exist, even in the geographic area
where GEMAH has besrn roz- active, The 1984 AMA study also
suggested that an
maragers exists .
potential in the Tegucizalra

v

{

o egual number of private sector
ertrai District. Thus, nemrership
area is also attractive.

GEMAE records indicate <that 349 individuals or companies have
been renkers at one <time or arother since the orgarization's
founding in late 1%8cC, Tris Suggests a turnover, or dissertion,
rate averaging approxiracts Y 30 merbers per year, or 18% of the

€& pel year. Membership turnover is natural
o) . organization's life., The current rate
appears slightly high, rased on that of comparable organizations
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BENEFICIOS OTORGADOS A SOCIOS DE GEMAH

Las empresas y personas asociadas participan de los siguientes be-

neficios:

10.
1.
12,

13,

14,

Descuentos especiales en cursos, seminarios, charlas de capaci-
tacién que desarrollamos continuamente.

Envio de correspondencia técnica/informativa referente a temas
de negocios.

Contactos con hombres y empresas de negocios, nacionales e in-
ternacionales. ‘

Facilidad para usar nuestra Sala e Conferencias para eventos -
propios de su empresa,

Participacién de su personal técnico y profesional en becas, que
son ofrecidas a los miembros de nuestra organizacién por la --
Agencia Internacional para el Desarrollo (AID) y otros organis-
mos internacionales.

Uso gratuito de nuestra Biblioteca Gerencial.

Obtencién de libros de gerencia a precios especiales.

Participacién en eventos sociales, sesiones de Junta Directiva, -
Asambleas, etc.

Opcion a ser electo en.cargos de la Junta Directiva.

Elegir miembros para la Junta Directiva.

Banco de Curriculums para seleccién de Ejecutivos.

Informacién sobre valoracién en el mercado de Sueldos y Salarios.
Participacion en Intercambios Gerenciales gue se realizan el Gltimo

jueves de cada mes, con temas de actualidad y con distinguidas -
personalidades.

Participacién en Conversatorios Insijtucisnales.

* k k k& % &
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elsewhere that average about 10% attrition per year. Given
GEMAH's stated goal of recuriting 5 new members per month, half
of this effort is needed to maintain membership equilibrium.

There has been no systematic study or survey of the reasons for
which members leave <th organization. Since it is oftentimes
easier to retain presernt members than recruit new ones, such
information may ke use:ful in planning GEMAH's activities and
designing a "package cf rerefits" that is optimally appealing for
memkbers, The next S¢ _lsts the present benefits designed for
members, Review of the offerings, based on membership desires
and satisfaction, seers appropriate.

‘T
j$Y)
“+
O Hh

ing is formally identified as the
irector and the seminar salespeople,
who are assigned recruiting targets (5 new members per month) and
receive a commission c¢f L., 50.00 for each new member recruited.
Given the heavy workloczd of these individuals in visiting

existing members (the membership director devotes 2 weeks per
r

-
[

Presently membership recrul
concern of the merkership d4di

menth to member visits), p omoting seminars each month and other
related activities, sufficient time may not be available for this
activity., Morecver, the czcrnission offered for new members

(L. 53.00) Is slightly W the average ccmmission now paid per

\

seminar Gparticipan “t L. 35.0C based on the average

commission charged to serirars in February). Most importantly the
interviews with GEMAH nembers indicated that the majority have

joined because of <the strong recommendation of a respected
Colleague or friend, cr a favorable experience with a GEMAH
program.

¢scribed above have indicategd that
tzers are required to cover administrative
overnead <that canrnnot bpe allocated to the training programs.
ls level of membership the training programs will
subsidize the membevrshiry activities. This may have the effect of
making membership activities, the «central thrust of the
organlzation, deperdernt cn  th financial performance of the
training programs. For this reason comparable organizations that
combine borh training an management association activities seek
to insure chat each ccrponent is independently self- sufficient
financially.

-—

Il
-

Givern this situation it :s important for GEMAH to attract new
members. The recent expansion to Tegucigalpa has the potential to
move CGEMALH toward this runb

er, 1f the taget of 210 new members
there in the next twc yvezars is reached. For this reason it is
recomrended that G:Iriy ecstablish a working Committee on
Membership to streruzien its recruiting activities. This
Committee should rev:.ew menmber satisfaction with activities,

suggest new progranms

that might attract new members and most
importantly, become persona
e

1ly involved in recruiting new members
rs to do likewise. There are a number

of larger,important kLkusiress that are not yet GEMAH memi-*s.
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¢ be targeted for special attention by this

)

These firms shou
committee,

The emphasis on compary wmembership may mean that in some cases
outstanding mid-level executives or department heads in larger
Ccompanies or business coroups may not be specifically identified,
receiving informatior, or directly involved in all GEMAH
activities. A special zffort should be made to identify these
people and insure they are included. One way to do so is for
compary members to ncmirate additional executives who could be
included in additica to the general manager, perhaps with an
extra fee of L, 10.00 per person.

Although it is [rportant to attract new membership, care must be
taken to not o nange <the fundamental characteristics of the
present membersnlp kas:z In an effort to build numbers. An image
of prestige, Lrofessicnalism, status, and some degree of
exclusivity must ke rectained to mairtain the interest of top
management of large znd medium sized firms in participating in
GEMAH activities,

h cod Jjob of attracting a number of
€nergetic, young, w d memkers who are enthusiastic ang
supportive of trne cr ion. This has provided a critical mass
or central core of Ternkership which is essential. With some
strengthening in recrulting activities and growth in membership
numbers GEMAH is well pcsitioned to continue increasing its
services to members and to the community.

To date GEMAH

—~
—
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Attainment of Project Goals in Membership, Persons Trained,
and Training Courses Offered

Year One Year Two Year Three Total
Project
Activity Plan Actual Plan Actual Plan Actual Plan
Total Members 160 153 225 153 400 168 400
Persons Trained 560 370 770 1074 1080 1386 2410
Courses S 23 22 41 36 86 67

The above table, based on years of June 1-May 31, indicates
actual versus planned rerformance for each Year and the project

- @S a whole in terms of the three critical variables specified in

the scope of work., aAs the table indicates the project has
exceeded its targets by wicde margins in the two most important
activities. Number of courses exceeds plan by 224%, persons
trained exceeds plan by 17%. Mzst importantly, these high levels
of activity have been ac ompanied by high levels of participant
satisfaction ard guaiity program offerings.

+

YO

¢

The formal gecal of 422 active members was not met. This

shortfall, in part, vresulted from a change in membership
strategy in the seccrnd year of the project to emphasize
companies, instead of individuals. Since this change was
concurred with by AID, the original target 1is no longer
operational. A mcre ccunlete aralysis of this decision is

contained in the section on membership. To some extent the
higher fees paid by companies have offset part of the financial
impact of this decision. However, present =z nuci income from
membership dues of US$35,700 is below the prc; :ted level of USS
6C,000.

The project also called for a number of other activities:

- 32 local instructcrs were to be trained. To date 42 have
been trained or are :in the final stages. Local instructor

-

quality is excellen=.

- Issues of a magazine published. To date 4 kulletins and 1
magazine have been produced.

- a 700 book library established. To date approximately 336

books are available on shelf in the San Pedro Sula office
for memkers to borrow. Of these, 77% are in English.
Almost all of those consist of the AMCOM series published by
the American Mangement Association. To date use of the
library has been low: in part because most books are in
English, no cataloy of holdings exists so the shelves must
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be scanned tc see what is available, and little promotion of
their availability has been done. Approximately 500 Spanish
books have been ordered and should arrive at any time. If
the library is to he well utilized it is necessary for the
books to ke <ca%taloged by a professional 1librarian,
Alernatively the Naticral Employment Service of CADERH has
a computerized lihrary manage software available for sale.
The program, wiich has been used previously, is available

with installa=-icn ags.stance, and seems well suited to GEMAH
needs. Tris pacvaze alse has th capacity to include a
several hundred vird descriptive abstract with each listing,
This 1is a wvery atstractive feature for GEMAH, since s
duplicate corpuzsr disih could be held in the Tegucigalpa
office which would permit memebers to select and order books
there.

To further enhance its iibrary activities, GEMAH should create a
library committee armcng its members. The committee could among
other things sclicit dontations of books from publishers,

embassies, or individuzls, as well as support library development
generally.,

84



Assessment of the extent to which GEMAH delivers the
products it has to sell, whether recipients believe they
received what was advertised, and changes needed in
marketing strategies.

Available indicaticns suggest that GEMAH is delivering the
products it has to sell. 'Public seminars, which are
announced and scheduled six months in advance, with only 1
exception in the life of the project, have been given when
and where announced. The exception was caused by the death
of a close family member of the instructor shortly before
the scheduled which was -« bsequently rescheduled and
offered.

Participants in both public and in-company programs are
quite satisfied with the programs themselves, as indicated
by very high participant evaluations of the courses, the
significant economic returns for businesses whick have
received the G220 program, and the very favorable
impressions reportesd by participants who were interviewed
for this evaluaticn. These reacticns are described in detail
in sections E and F.

The 1in depth interviews of company managers and others
confirmed this overall impression, but did indicate three
relatively minor problem areas which some companies had
encountered in the past.

Difficulty in screduling the follow up consulting purchased
as paert of the GPPO package. Several companies mentioned
this proklem, indicating some difficulty in scheduling and
delivery of this service as promised. It is worthwhile that
these few comments were noted in the first half of the
project's life and nhave ro- arreared more recently. To some
extent this can be explained, but not excused, by the fact
that only 1 individual, the AMaA consultant, was available to
do this work until fairly recently and scheduling of his
time was constraired by his presence in Honduras for only 2
or 3 weeks of each ronth. With the training of a local
instructor, capacity and scheduling flexibility has been
increased and the problenm seems to be resolved.

Perceived outdatedness of the Multimedia programs. Several
comments suggested that the films and tapes seemed outdated,
in terms of physical setting, fashion, mannerisms of
characters, and standards of presentation. Review of these
materials by the evaluators supports this observation.
Although this does not detract from the central quality of
the concepts presented, it is distracting and presents an
outdated image to the viewer. GEMAH has responded by
deemphasizing the role of this particular program in its
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offerings and assuring that customers preview the materials
before contracting for their use.

Several comments indicated that public seminar attendees
sometimes felt that material presented was insufficiently
responsive to their nreeds and expectations upon enrollment.
To some extent this outcome is inherent in the nature of
public seminavrs. Material must ke prepared in advance for a
broad, diverse audience, whcse specific characteristics are
unknown, but mixed. Thus, some sacrifice of specificity and
focus 1is necessary for brocad market appeal. This can be
especially troublesome in business envionments like
Honduras, which are small and characterized by a range of
firm size and puclic-private sector mix,

In part this must also be attributed to salespersons's lack
of familiarity with offerings 1in early years. Many new
programs were intrcduced and taught by foreign instructors
in a short time. Sometimes only brief outlines or
descriptions of the program were available for marketing
purposes. This lack of information, the uniqueness of some
of the offerings, and enthusiasm to gernerate attendance may
have resuited in rarticipant expectations which, in
retrospect, were unrealistic, especially in terms of
academic level and public-private focus. This situation
seems to have reen corrected as salespeople are more
familiar with the ccntent of programs and appropriate
audience characteristics. To this end GEMAH has encouraged
salespeople to attend seminar sessions, review materials,
and discuss the program with instructors. The approval
process for new locally developed seminars requires that a
market prospectus describe the appropriate audience, which
will reduce the possibility of this problem for these
offerings.

Notwithstanding these observations, overall participant
reaction seems to be that what was delivered was as
promised. As part of the interview process participants were
asked to indicate their degree of agreement or disagreement

with the staterment "The training program provided what I
expected" using the 5 pcint Likert scale described below:

1 2 3 4 5
Highly Agree ccmewhat Neither Agree Somewhat Highly
Aare or Disagree Disagree Disagree

The average vresponse of 21 subjects was 1.7, which
reinforces the conclusion of a high degree of satisfaction
in this area. As part of the analysis of this topic, the
evaluators reviewed all of the promotional materials and
brochures used to market the program in the last year. It is
their judgement that the materials describe offerings in a
reasonable, fair, and accurate, vyet positive, manner. That
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this is so is no surprise, since the promotional materials,
like the courses thenselves, are "modifications" of AMA
materials used elsewhere.

The overall GEMAK marketing strategy seems to be effective
and working well. Three ley elements of this strategy have
been to: 1., Emphasize the AMA relationship to establish
credibility. \

Focus initial eforts on reaching top management, and then
allow that individual to persuade others in the firm,

Emphasize in-company programs and the GPPO course.

In retrospect this strateqy was well founded in an

envionment where kusiness has been reported to be sceptical

of the ben:fits of training and reluctant to spend money,
rr.  in

Although long-te rature, this entry strategy is
producing results in that a number of general managers are
now enthusiastic supporters. About 70% of public seminar
participants report they attend on the recommendation of
their boss. Recepticn for the GPPO course, which plays to
the strength of <he AMA technical assistance, is positive
and has produced specific berefits for users. This has
resulted in enthusiastic wcrd of mouth support and
recommendations.

In business usage, marketing strategy refers to decisions
about product offerings, price, distribu-ion, and promotion.
Specific recommerndations ard evaluations of each of these
elements of GEMAK'S activities have been presented in
sections A and B. By way of summary, four primary marketing
related reccmmendations stand out:

1. Develop the capacity to generate new course offerings,
both internally and from new outside supliers, to fill
identified trairing gaps, reach new target audiences,
and reduce supplier/product dependency.

2, Experiment with price and schedule changes in an
attempt to reach new market segments.

3. Reemphasize marketing efforts (and not change strategy)
for selling in-cocrpany programs and memberships,

to salespeople tc¢ be sure

4. Review incentives a
attendance at public seminars.

~ € >
L -
they motivate ircreasing

A final insight into the efficiency of GEMAH'S markcting
activities is provided by the results of a 1986 survey
conducted for GEMAH by ITAE. The results of two survey
questions, shown below, are relevant.
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Have you seen GEMAH Advertisements?

San Pedro Sula Tegucigalpa
Number Percent Number Percent
Yes 145 77 44 92
No 42 23 4 8
Total 187 100 48 100

Have You Received Brochures Describing GEMAH Course?

San Pedro Sula Tegucigalpa
Number Percent Number Percent
Yes 113 60 44 92
No 74 40 4 8
Total 187 100 48 100

The sample is reasonrably large and heavily weighted towards
medium and large sized firms, since 81% had 20 or more
employees,

Although ro= representative of the general business
populaticn, it s highly indicativ of GEMAH'S target
group. Tre percentage of cocmpanies being reached by the

advertising and brochures is quite high in both cities. This
lends suppert to the notion that promotion activities are
effective.
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Asses beneficiary satisfaction with training provided.

The conclusion of <his evaluation is that beneficiary
satisfaction with tre training is gqguite high and that the
training proarams have donre an excellent Job of meeting
client expectations. Four specific pieces of evidence
support this conclusicr. '

First, financial vre-irns to training are quite high, as
documented in secticr F. Managers are aware of this and are
well satisfied on this dimension. Managers interviewed also
viewed the training as producing highly positive qualitative
changes in communication, centributing to a more pleasant
work envirorment, and nigher employee morale and motivation.

The interviews rwrcg

< ol anecedotes indicating that
satisfaction is high w.th

C offering:

T

(1]

¢
LI
'J

- The vast maicrity of firms are continuing to use the
course materials and follow up with implementation on
the Job.

- A fire damaged cne firm shortly after the course.

~
Eimployees workei through the weekend to repair the
damage without any resulting disruption in production,
Management attributes the effort to the effects of the
course in building enployee morale, motivation, and
identification with the busiress,

= One manager replaced his desk with a conference table
after the grouras to drarmatize hie commitment to two
way communicatlicr.

- Subcrdinates dramatic changes in

supericr's nmanas

- AID/Honduras h: ] .f implemented the program and
recommends it L

wn

- Several firr ive provided letters documenting the
effects c¢cn <thszir business as testimonials for
promotional purrcses, srn unusual practice by Central
American standaris,

Second, as docurentei in section K, the image of the

training programs :: rositive in the busiress community,

which suggests a nizh lev ©f participant satisfaction.

Third, instances cf regeat purchases and recommendations to
others, the ultimate zcst of csatisfaction, have been high:

- Nine of the 32 institutions who have rurchased the GPPO
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course have bought more than one offering.

- Two managers have used the GPPO course upon changing
jobs, based on positive experiences in their previous
companies.

- The ITAE survey documented a high level of willingness
to repurchase on the part of managers who had used

GEMAH programs among the 235 firms included in that
survey, as follcws:

Will Your Firm Return To Participate in Other GEMAH Training
Programs?

San Pedrc Sula Tegucigalpa
Nurber Percent Number Percent
Yes 78 41.7 34 70.8
No 2 1.0 3 6.2
Have never 107 57.3 11 23.0
Participated
Total 187 100 48 100

Overall 112 of <the 117 (96%) of the firms who hava
contracted GEMAH training are willing to do so again.

- Information supplied bky bublic seminar participants

19
indicates that 70% do so at the suggestion of their
kecss,

Finally, evalua“ticn sreets compieted by participants at the
conclusion of public seninars indicates a high regard for
these offerings, Participants are asked to indicate their
overall reaction toc each Frogram on a scale ranging from 1
(lewest) to 20 inighest). The average for 1986 courses
(based on courses, rc=t weluhted for rarticipants) was 18.45,
which correspeonds to the ewcellent category. These uniformly
high average ratings comppare very favorably with the pest
ratings of conparab.e programs of which these evaluators are
aware,
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Economic evaluation of returns to training.

The financial and economic benefits resulting from training
were analyzed using 7 alter“a_lve measurements suggested as
the result of conversations with AID officials:

Percentage net annual return, based on management estimated
costs and estimated payback period.

Percentage ret, annual return, sased on management estimated
costs, and ect T'“"ﬂ payback perlod ad]usted to compensate
for differernce ke=-ween raragement estimated costs and total
costs,

Percentage net anrnuzl vreturn kbased on total ccsts and
profits attributed tc trzining by man agement.

wrn based on total financial costs and
e firm In the financial reporting
Lere and after training.

Percentage nret recx
pro‘it change fcr
periods immedia% ely

€d orn total financial costs plus
Y of Lps.8000 per program) and

FPercentage net re-urn ktas
social ccsts  (AID2 suksid
attributed profi:s

Percentage net resturn pased on total financial costs plus
social costs, and profit change for the firm before and
after training.

on total financial costs plus
"ent  estimated payback period
r differ ence between management
financial plus social costs.

Percentage ret returr ks
social costs, ari rara
adjusted to cormpensa

estimated ccsts and total

As is true in all types of benefit/cost analysis, the
resuits of the =zrzlyslis are neavily dependent on the
approach used, the gquality of data obtained, and the
specific assumptiors inherent in the technigue. For this
reason no one measure 1is -n‘crently superior, aad a variety
are presented tc civen an idea of the range of results
possible. Metho -les cn maragerent estimates of course
costs and ar eC*‘ I the tirve recaired tO recover those
Costs throuoh g

payback rpericd es=zirate s
reflects the judzserernz <

€. Its advantage 1is that the
a subljective construct which
ne one best informed individual

N~ D2 .

H

[ (1

in t*the corpany =z:ouz tre value of the benefits which
resuited. N::aﬁc 'fovere asned "Hew long did it take to get
back the costs cf =he course tarough benefits produced?"

iV is perhaps the one best

The answer is =suhie T
indicator of tui ; dividual's appreciation of the
financial consec en:es. The disadvantage is that cost
estimates are uoaa’lv unders ated since many managers think
only in terms of course fee. (averaging Lps. 4,000 per

(8]
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course, plus Lns. 3,000 for diagnosis, implementation, and
followup). Other costs (food, site, travel, and salaries of
attendes, are not usually considered. The assumption of the
method 1is that knowing managers estimates of cost and
payback period, net returns can be easily and unobtrusively
calculated.

Method B refines this apprcach by using actual firm total
costs, described above, to pro rata adjust the payback
period and recalculate returns based on this higher recovery
t.me and management costs estimates. This approach builds on
Method A by wusing full cests and comparing this with
anagemént's estimate of costs, Any difference is then used,
prorata, to adjust the estimated payback period.

Method C relies cn a direct management estimate of the
specific profitc centry ti f training by measuring t h e

financial conseguences of o tcomes that can be directly
attributed to the training experience, such as cost saving
ideas impreoved effizenc » wWaste reduction or profits from

re total firm financial costs. The
£eclfy the direct outcomes uniquely

increased sales. Cos<ts
method is an atternrt to
related to trairing,

n Q<

Method D utilizes tctal firm costs and measures benefits by
the overall cempany profit change (before taxes and
depreciation) reccrded in financial statements for the

reporting pericds befcre and after training. This broad,
company wide impact measure is approrriate to the general
nature of the training provided and :is readily available,
specific and verifiakle. The disadvantages are that firm
records may nc:t alwvays reflect reality and the indirect
connection with =zhe training. Many other factors influence
profit performance, and most could be more important than

“raining.

Method E refines Method C by including the value of AID
support (estimated by AID at ILps.8000 per course), which
subsidizes the program,. Thus, this method includes an
estimate of social costs. The result is a more realistic
Cost estimate since more costs are involved than merely
those paid by the firm.

Method F 1is similar to Method = but uses reported firm
profit charces, instezd cof profit conseguences directly
related to trainiru azs <he reasure of benefits,

-

Method G refines Matho3d 3 2y including the cost of the AID
subsidy. It is the opinion of the evaluators that this is
perhaps the ocne test estimate in this situation, since it

ima 1
considers all costs and uses a alobal, although subjective,
estimate of benefits arising directly from the training.
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Firm data were collected from private sector firms who
utilized the GPPO course in company. This sample frame was
considered appropriate for three reasons. First, GPPO is the
most frequently offered course and, hence, accounts for the
majority of impact. Second, the private in company level
focus of the course is consistent with the measurement
techniques used. Third, data availability and access were
reasonable, considering time ang resources available. The
methods used to collect information are those described in
section G, and the limits on the data discussed there apply
here also. Of the 8 firms which provided data 5 were large
(100 or more employees) and 3 were medium sized (20 -99
employees). No small private firms have taken the course,
which is understandable, considering its nature and costs.
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TABLE F.1.

COSTS, PAYBACK AND PROFITS

Maragement Management Total

Estimated Estimated Attributed Profit
Firm Totzl Costs Costs Payback Profit Change

Lps ks (Month) Lps Lps

1. L 14,600 8,000 3 178,000 231,000
2. L 10,400 7,000 1 395,000 620,000
3. M 15,600 i5,¢00 12 10,000 300,000
4. L 11,420 12,000 2 60,000 170,000
5. M 13,000 10,000 1 120,000 177,464
6. L 26,025 14,000 4 168,000 700,000
7. M 8,600 6,000 6 40,000 20,000
8. L 8,120 7,000 6 30,000 40,000

L = Large, M = Mediun

Management Estimated costs and Mana
managers response to

the cuestions

gement Estimated Payback are bas
"How much did the training cost?

"How long did it take to recover Costs based on benefic received?"

Attributed profit is based on marnagement's estimate of first year p
consequences of the training.

Total profit change is <he difference in firm profits reported i
financial period immediately before and after training.
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TABLE F.2

RETURNS TO TRAINING

Method
A B c D E F G
Firm % % % % % % %
1L 299 118 1100 1482 687 922 41
2L 1100 710 3600 5861 2046 3289 361
3 M 0 -3.3 -36 182¢C -57 1171 -94
4 L 500 421 600 1388 311 775 208
5 M 1100 523 823 1265 471 745 471
6 L 200 62 545 2689 393 1957 24
7 M 100 50 365 132 141 20 -27
8 L 99 71 269 392 86 148 =13
Average 425 280 908 1878 509 1125 121
Overall average, all 7 methocs 749 %
LARGE FIRMS
Average 43¢ 7€ 12232 2362 705 1414 124
Overall average, all 7 methods 935 %
MEDIUM FIRMS
Average 40°C 236 384 1072 185 645 117

Overall average, all 7 methods 441%

ach method (A-6) of calculating returns
iocucs page.

Specific procedures for
are described on thz pre

< o

{
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The data inputs utilized are in Table F:]. Table F.2 presents
the results of the analysis. The reurns to training measured
are high, ranging from 121% to 1,878%. It should be pointed out
that methods D (1878 %) and F (1125%) are outlying high average
rates of return. The eccnomy as a whole was starting recovery
from 4 years of essentially no, growth at the time of the
training, which may have resulted in unusually large profit
increases for some firrs, which are not representative of
training impacts. Alsc, results zre influenced by 2 firms which
attributed significant rrofit impact to the training. The annual
return estimates probably understate returns somewhat, since
benefits may continrue fcr some tinme.

g

The overall averace return for all eight firms, considering all
seven methods was a very high 749%. Even the lowest estimate
(and perhaps the mest indicative) reveals an attractive 121%
return.

Table F-2 also disaggregates the information by large and mediunm
sized firms. Overall returns averaced 935% for large firms and
441% for medium firms. Differences in return contrats between the
two groups varied ky tezsure used, The nmeasures focusing on
management estimates cof retyrn vere Very comparable; those using
profit measures showed the greatest differences. The small size
of the sample precludes Gereralization based on these differ-

ences, however.

To put these figures intc context social rates of return to
higher education in develcring countries average 14.9% and range
from 8.5 to 23% (Psacharopoulos, 1980). Returns to physical
capital average 12.8%. 2 1978 Inter American Development Bank
report indicated that vocational training programs in Latin
America produce cost benefit returns that are superior to other
forms of education, ranging from 15% to 120%. This suggest that
GEMAH project perforrmarce, even considering the most pessimistie
estimate, is comparable to the bes* performace of alternative
° (=)

Naturally the above decsribed
benefits. As docuren+tex

eturns measure only financial
-~ bl
produced other benefits ¢

S icn  E, these programs have
S are subjective ang qualitative, but
nonetheless real. It is cignificant to note in this regard that
managers from eight firrs have written letters expressing their
thanks and satisfaction fcr the help received from the program.
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G. Impact Of Training on Employment

The impact of the training received on employment was analyzed
using two general approaches:

‘ 1
AN Direct Employment Generation
2. Employment Generated from Increased Economic Activity

Direct employment generation was measurd in two ways. The first
method focused on the changes in employment that could be
identified as a direc- consequerce of the course, such as a
decision based on objectives set to expand or reduce activity in
a specific function, or the like. The second method focused on
the change in firm employment for the financial reporting year
immediately before and after the date of the training. This
provides a more general indicator of uverall firm perfomance, as
is suitable for the cempany wide, MBO type of training provided.

Employment generaticn from increased economic activity was
estimated by firs< determining the financial effect of the
training on the firz and <+hen relating that to potential
employment generaticr viz a stardard macroeconomic ratio of
economic activity per -“ob. Two measures of the financial effect
of the training were used: first, by the cost savings or profit
generation imputed by ranacement to the training: second, by the
change in firm sales Letween the financial reporting years
immediately before and after the training. The ratio of economic
activity per job used is that suggested by Villanueva of Lps.
26,064 per job (EBen-camin Villanueva, "Cambios en las Relaciones
entre El Estado y la Ecocnomia en Centro America" Ocassional
Papers Series, LACC, Miami, Florida, 1986)

¢t \Q

Data were obtained through interviews with the general manager of
firms who had receivei in plant programs, using a structured
interview protocol :o guide discussions and standardize
responses. If pcssible the information provided was verified by
examining copies of company annual reports and financial
statements, and/or discussicns with other company managers. Eight
of the 14 private sectcr firms which had received training were
interviewed. Of the six firme not included, 1 declined to
participants, 2 hag uncergone sicnificant reorganizations and
management changas sc thas participates in the program were no
longer with the firm, and 3 were unavailakle during the period of
the evaluation. Two indicators suggest that there are no mayor
differences between =re firms interviewed and those not
interviewed. First, ccurse intstructors, who are familar with
each company through the diagnosis, course implementation
sequence, reviewed the list of Companies and indicated no know
major different characteristics. Second, the "last respondent"
techigue indicated no differences between early and late
participants, which supports the notion of similar responses to
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the training.

Results of the analysis are presented in table G.I. Estimates of
the employment impact range from 6 jobs created (4 male 2 female)
to a high of 211. If the results of the interviews are
extrapolated to all 14 firms, the range from 1l new jobs (7 male
4 female) to 270. .

As is to be expected the estimates of job creation directly
attributed to the training are positive, but modest. This is to
be expected, given the nature of the training, which focuses on
general, overall firm management and not specific functional
ectivities. Six new jobs (4 male, 2 female) were direct results
of the training.

The firms interviewed reported a net gain of 7 jobs ( 1 nale, 6
female) in their firm, rased on comparision with previous year
perfomance. This extropclates to 13 jobs (2 male, 11 female) for
all training recipients. It should be pointed out that this total
is strongly influenced Py one firm which reduced employment, for
reasons not attibuted <o the training, by 35 (28 male, 7 female)
in the year foilowiny = rogram. If this one firm ie excluded,
employment impact &by <thi estimate 1is 42 jobs (25 male, 13
female) extropolated te 74 51,23) for all firms receiving
training.
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TABLE G.1
EMPLOYMENT IMPACT
FIRM EMPLOYMENT CHANGES ACTIVITY CHANGES (LPS.)
Direct Overall Direct Overall

Male Femalas Male Female

1. 2 1 3 1 178,000 364,000
2. 1 1 2 2 395,000 1,800,000
3. 0 0 4 3 10,000 600,000
4. . 0 0 8 2 80,000 200,000
5. 0 0 -23 -7 600,000 6379500
6. 1 0 4 1 168,0001 2,100,000
7. 0 0 o 1 40,000 30,000
5. 0 0 8 3 30,000 200,000
Totals 4 5 7T 7o 1,501,000 3,951 500"
Job Equivalent 54 211
Private
Sector
Totals 7 4 2 11 2,626,750 10,380,125
Job FEquivalent 94 370

Higher estimates of enmplovment impact are generated through
consideration of econcuic activity indicators. Improvements in
financial pPerfomarce (either cost sSavings or profit improvements)
belived to be directly related to course outcomes totals
Lps.1,501,009 for the firms interviewed, or Lps. 2,626,750 for
all participants, This is equal to 54 or 211 potential jobs,
respectively. overal] financial impaszt in the year after the
training totels Lps 5,931,500 for the firms interviewed and is
estimated at Lps. 10,300,000 for all participants; equivalent to
94 and 370 job, respectively, The disaggregation of these jobs by
sex 1is not know, but can be assumed to be comparable to that
Produced by direct empioyment, approximately 2 ;ale jobs per 1
female job. It must e enphasized that these measures are based

99



on the generation of the financial potential for job creation as
a result of the training, and nct actual jobs created. Logically, -
some part of this pcotential may have been used for other
purpose.s, such as capital investment, advertising, or the like.
Hence the above data are somewhat optimistic and are best
regarded as maximum potential estimates,

Naturally, some caution nust be used in interpreting the data.
First, a large number of factors other than training could have
influenced “he results roted. Most important is the rerfomance of
tthe overall economy, which had experienced very little growth
(0.9% in GNP 1681-1¢84) before the training period, and was just
beginning rezovery at the time training programs started. Second,
the purpose of "the training focuses on general management
planning, establishing objectives, and enhancing communication.
Employment is on« pcssikle secondary outcome for the process, but
is not a specific ohjective., Indeed, there may be instances in
which course cutcomes could result in improved firm perfomance,
yet reduced employment, cor this reason it ig difficult to judge
Course quality by emrlovrent Consecguences.

Thrid, deta were genesrated from interviews, Thus, management
recall may be imperfecc, The information, however, was cross
checked with firnm records, other managers, and course
instructors, and is bhelieved to pe reasonably accurate, Fourth,
item p:riods are not comparable. Firms received the course at
various times, some fairly recently. There are undoubtedly time
lags before results are produced and some firms may have had more
time to accumulate benefits than others.

These limitations not withstanding, the overall conclusion is

that positive modes émployment generation has resulted fronm a
very cost efficient breccess,
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H. Review the GEMAH Amendment Proposal for Providing In-plant
Technical Assistance and the Anticipated Returns on
Investments for rarticipants

I. Amendment Proposal Evaluation.

The GEMAH Amendment Proposal requests US$312,100 to
establish and suppcrt a "consulting" division and purchase
new AMA course material. The specific components cof the
activity are:

1, Presentation of 168 in-company programs over 2 years,
with an average of 5 days DIF per program. Programs are
to be drawn from GEMAH's existing base of AMA purchased
Courses, including GPPO and 16 others, which GEMAH is

experienced ir rresenting.

2. 300 days for techinical assistance by the aMA
consultant, D2r. José Urcaneta, averaging 2 weeks per
month for : years. The activities planned for the

consultant are:

8., - Assist in coodinating and organizing the
consuliting area.

b. - Advise and develop the GPPO offerings

C. =~ Recommend the selection of 12 new courses to be
purchased from the AMA.

Cecsts of this ceormpzrent tozal ~55218,100, including salary,
travel and per Sienm.

3. Purchase 12z new aMa courses, and provide a foreign
instructer for the initia teaching of each course.
Costs total UsSs$¢s,000, including US$48,000 for course
purchasss and US$46,000 for instructors fees, travel
and per diem.

Expected benefits cver rtwo Years are 168 in-company courses
taught, 2,856 people traired, and 16 new instructors trained.

From a technical standpoint the capacity of GEMAH to carry out
the proposed activities seems clear and well established. All of

the courses are present.’ In the GEMAMH portfolio, with experien-
ced local instructors. ©any o ef the 1T courses included in the
in-plant program ave resn  taught iocally before, in both

Tegucigalpa and San rodr:- 5ula. irieed, as discussed in Section
B, GEMAH is very clezz ~r already nas self-sufficient technical
capacity in these arezs. -+ g to e expected that the GPPO
course will accourt for ¢k mayority of these programs, and
GEMAH's ability to deliver this prcyram is established,


http:in-iti-.al

Several relatively minor, potential technical problems in the
concept may need attention. First, as described in Section B,
GEMAH's capacity to deliver the GPPO course at the levels
contemplated is strained. even considering the presence of Dr,
Urdaneta. This wunderscores the need to train more 1local
instructors for the course. Second, in contrast to GPPO the
remaining 16 courses +“ha« are included in the program were not
designed specifically for in-plant, application oriented
presentation. This wmeans that in some cases the exercises,
teachirng materials, and tocls for application may not be

bresent and will need development. In other cases, 1t may mean
that the subject matter is such that no specific inherent
advantages result from in-plant presentation. Although exceptions
are possible opased on specific firm characteristics, the
in-company applicaticn “occus of the material in such courses as
Professional Secretary Tezhniques, or Marketing for Non-Marketing
Executives seems less =han ceatral in these areas. In such cases,
there is some risk thas +re bregram will be little more than a
public seminar taugh: tc a closed audience. Although this is not
bad per se, benef:-s ro>n  the DIF phase may not be cost
effective. The pcint is tha- no= all topics or materials reguire
the unique advantagez cof <he in-plant format. Some consideration
should be given t+o irsuring thas only those that do are included.
To do otherwise risks diluting the quality, results oriented
image of the progreims.

LIRS

A final technical consideration is the likely :=rall size of the
participant group for mest of these programs. Two programs focus
on top management isstes *hat relate to the entire company; the
others have a departrernt focus and relevance to only that sub-
group. Consequently, particirant numbers in these courses will be
low. Aside from implicaticns of cost and market size, thig
carries two implicaticre. First, teaching techniques may need
modification to Ltecome more individualized and tutorial like,
Second, GEMAH may exnperience diffizulity in reaching the planned
total number of participants without increasing the number of
offerings over the leve] rlanred. The planned average of 17,
which is average GPPo atterdance, seems high for many of these
offerings. Although low attendance carries no financial implica-
tions for GEMAH, it dces effect reaching participant targets.
The inter=-company techrigue descriked in the proposal (allowing
several companies to do ore program together) is an attempt to
address this issue, Although effective in theory, its use is
likely to be restricted to affiliated companies or firms with
common ownership, which are relatively few.

These technical proklzrs are relatively minor and easy to acco-
mmodate. The central ccrnzlusion isg that GEMAH has done what the
proposal calls for :in th past and should be able to continue
doing it in the future.
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Several additional observations relate to the substance of tha
proposal. First, the amount of the technical assistance requested
seems quite high, relative to the tasks required. This ig
especially true since local capability to present the courses
that are the core of =<re Fropcsal has largely been developed.
Only fine tuning, corrletion of training for back up instructors
already in progress, and assistance in adapting familiar programs
to the in-plant formaz:t seen required. The danger in this amount
of technical assistance is that the advisor will continue a high
level of involvement in selling and presenting programs at a time
when this activity should be diminishing. It is the judgement of
these evaluators that th e results could be accomplished in six
months to a year at the outside. It is suggested that total weeks
be reduced by abou= half, either by limiting the assistance
overall or by reducing the level of involvement in the last half
of the period.

Second, the estimates of courses to be taught seem quite high, in
both aksoulte and re.ative terms. In 1986 41 in-company programs
were taught. The 1927 ~udcet calls for 60 in-company programs and
offerings through APYi_ are short of this ¢oal. Although 1986 and
1987 offerings were rredominately GPPO, it is likely that this
will remain the case wung this program, Nowtwithstanding the

addition of 16 courses +«o the In-plant roster, many of these will
likely have 1limited =warkets. Reaching these targets may be
difficult, especially the goal of 96 for the second year.

Several other facts suppert this conclusion, First, the nature of
the 16 additional courses limits the market. GPPO is a generic
management technigue, applicable in a variety of private, public
and government institutions. Applicability of many of the other
Ccourses seems limited to one specific department of private
sector firms.

Second, proposed price levels ray ke a constraint in the market.,
Interviews with GFPo purchasers indicated that the program was
seen as costly, but djustifiable in terms of number of managers
served and benefit potential for the company as a whole, Many
expressed’ the opinlon tha+t the course wculd be useful at the
department level, bu‘ couid not justify the experse, given the
few people involved ard likely lesser bkenefits. To some extent
this may reflect the of*en observed reluctance of Honduran mana-
gers to support training at any other level than the top. It
also, to some extent, reflects cthe reality of higher costs per
trainee and likely lcwer berefi< ievels for department level
programs. For this reason GEMAE may want to consider reducing
prices or adjusting ¢cals downward.

This 1is especially the =ase for DIF activity and income which is
budgeted at 5 days per program and Lps. 600 per day. As discussed
in section A, there is strong evidence of resistance to this
price level and folicw Up is frequently omitted, Adjustment of

103



prices or reduction of projected income Zrom this source seams
advisablgialso. -

- .
Second,ftpc proposal dces not indicate if the anticipated level
of activities are in addition to or include the programs that
would take placa without the funds requested. The initial project
financed the development of GEMAH capacity to offer the GPPO
course in-company and also teach the other 16 courses in the
package. Presumably this was intended to result in a continuing
level of activity, eumewhere arouni that of 1986 actual (40 GPPO
courses) ol 1987 budget (60 in company course) If the proposal
calls for additional courses beyond the assumed level of conti-
nuing activity, then income estimates seem very overly optimis=~
tic. If proposed activity level includes the courses that would
be taught anyway, then the funds requested seem to be used, to
some axten.,to surplant, rather than supplement activities that
could be expected to take place anyway,

The most important issue, of course, is that the proposal and
additional funds do not spuask to what was identified in mection B
as the critical issues for GEMAH technical self-sufficiency: thre
capacity to developr rew courses internally and purchese courses
from a variety of lower cost external suppliers. For this reason
AID may want to consider adjusting the proposal to in@ludeEQha
elements described ir sectiocn B. Also, the possibility &2 repro-
gramming some of the funds requested to provide a permanent
endowmant or building should be consldered as a better
alternative use of resourses. The rationale for this is provided
in section A.

Three minor observaticns are also in order:

l. - The description of benefits indicates that 16 instructors
are to be trained, but no procedurss to do so are specified.
Also, rasponsibility for this is not placed and no funds
are requested for costs that mey ke involved. Further
elaboration of this important activity is advised.

2. - Ths description of benefits ard projected income statements
do not- imdicate that the newly purchas- courses will be
offeted aes public seminars, A likely m: * and additional
revehle could-be available here.

3. - Redi&haibility for selection of the AMA courses is given
only “to the AMA advisor. Tha business community advisory
boards, instructors, and GEMAH management should share this
responsibility to insure that courses selected are
responsive to local needs.
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H.II, Anticipated Returns For Participants

The GPPO course is likely to account for at least half of the
programs in this propcsal. There is no reason to believe that
the benefits and financial returns for these participants will
differ in any material way from those described in section F.

Returns for cther cources are likely to vary, given the range of
subjects involved and, most important, their narrower, depart-
mental focus and hence smaller field of action. Returns will also
vary according to the importance of the specific subject matter
to the acztivities of the firm, 1i,e. marketing and sales topics
may be most Lkerneficial to a consumer products firm, and
secretarial courses of lessexr impact.

Given the department focus, it is likely that benefits will be
lower than these of overall company programs, to which alnost
any positive cranye in any area of activities can be imputed.
The resulting berefits, hewever, will be nore focused, more
directly associated with the training received, more measurable,

and more easily idantifible. Hence, they are likely to be
perceived as more solid angd tangible, although of lessger
magnituds. ¢

Given the above, th: mos* reasonable estimate is that, compared
to the benefits produced DY GPPO, returns here will be proportio-
nal to the importance of that area or department receiving the
course to the company as a whole. That 1is, department focused
returns are pro rata reflections of overall company returns.,

Naturally, this proportion will vary by department and by conmpa-
ny. For the econcmy as a whole, it is reasonakie to assume, for
the purposes of this analysis, that departments (at least those
represented by the course areas) are equally important. This
suggesis that the returrns, compared to GPPO overall, are related
to the number of departrents in the average Honduran company.
The 1985 AMA study identified 7,930 managers in 5,645 medium and
large firms, the logical participants. Assuming 1 manager per
department results in a estimate of 1.4 derartments per business,
This implies that returns to these courses will be 71% of the
CPPO level,

Naturally, the assumptions and data on which the estimate are
made are crude and arproximate. Even if the estimate of number
of departments per firr s of¢ by 10C%, returrs to these course
would be 35% of GFPO levels,

Data collected from managers interviewed for this evaluation

indicated an average of 3.1 departments per company, which
implies returns at 325 of GFPO levels,
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Notwithstanding the problens inherent in this estimate, the
order of magnitude as such that the conclusion of attractive

returns to training investments for these courses seenms
justified.
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I. Assesment Of The Private Sectors Perception Of GEMAH

The qualitative interviews conducted as part of this evaluation
revealed an overall positive image for GEMAH in the private
sector. The impressicn conveyed was that the organization 1is
regarded as dynamic, innovative ang professional in what it does.
It is considered a2 young crganization, both itself and in terms
of its membership. Mexzbers are viewed as coming from mostly
medium sized 1local firms and larger multinationals; no
association with the "traditional® business and commercial elite
is noted.

As 1is true throughout Latin America "personalismo" is important
and institutions are cf:zen identified with the characteristics
of the individuals associated with them, This is the case here.
Interview requests tc describe GEMAH often evoked a description
of one of the pecple active in the organization. In this GEMAH is
quite fortunate in that <le descriptions provided were uniformly
positive. The respconse does indicate, however, that a distinct
image of the orgarization itself has not vyet been fully
developed, which is logical censidering its age and size. -

As an institution GEMAH is nmost often perceived in terms of itg
training activities. Indeeg, eéxcept for those directly involved,
few managers were aware of other GEMAH activities. Knowledge of
GEMAH training programs is fairly widespread in the business
community, as documernted in Section D. Beneficiaries are quite
satisfied by the training received, regarding it as high quality
and professionally delivered. This perpception enhances the
general image of GEMAH,

GEMAH training programs and instructors are closely associated
with the American Managerent Jsssociation. Indeed interviewees
consistently referred to the courses and programs as AMA
materials. This, of course, is reinforced by GEMAK's enphasis of
the AMA relationship in promotional activities. The result of
this close identification with the AMA has been that GEMAH has
developed a port of status, credibility, and "seal of approval"
that it might not otherwise have. Managers indicated that this is
an important factor in the decision to purchase GEMAH training.
This image has unccubtedly facilitated GEMAH's growth and
development to date. Cn tke other hand it may also hinder the
development of a distin-tive identity for GEMAH and constitute a
transition problem when the technical assistance ends.

As a final measure of private sector perceptions, 27 individuals
were asked to indicate their feeling and reactions to GEMAH and
its programs using a serantic differential scale. The specific
items making up the scale and the average reaction is indicated
below.
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The solid line connects the average responses on each item,

a. Cheap . Expensive 4.3

b. Localized Foreign 3.7

c. Lively Boring 1.3

d. Advanced Elementary 3.2

e. Satisfied Dissatisfied 1.8

f. Useful _ Not useful 2.3
g. Excellent Average Prof.l.9
Professor
1 2 3 4 5

These reactions characterize GEMAH as a gquite lively, expensive
organization with a fcrelun rint. Its programs are seen as falrly
standard, useful, ané delivered by superior prcfessors, which
results in a high degree oI cverall satisfaction. s

A complete evaluation of GEMAH's role in providing management
training is presented in sections B and D. The type of training
needed is discussed in sectiocn J.
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Evaluation of the Extent to Which AMA Training Programs Meet
Private Sector Needs and Identification of Unmet Needs.

Several observations and comments are relevant regarding
the extent to which GEMAH's , AMA provided training courses
have met private sector needs. First, the overallscope and
quality of courses is impressive. GEMAH has made much
progress, gquit rapidly. Its level of business training
activities in Hon<duras is now more extensive than INCAE's in
county programs, and INCAE has been active for more than
twenty years, with a greater financial and instructor
resource base. The technical assitance has been most
successful ir producing a group of quality, well received
courses,

Second, as is to be expected, these are still gaps in course
coverage and training needs which are unmet. These gaps can
be viewed alcng several dimensions. In terms of management
level, GEMAH offerings seem to focus on mid-level,
operational manacerent or in some cases lower level
administrative functions (secretaries, receptionists,
warehouse managerent). There are ro offerings which appeal
to top managers. The 1554 AMA needs assessm 'nt of management
training in Honduras identified manacement *“raining courses
designed exclusively for chief executives as a felt need, an
area with no existing offerings, and sorething for which
managers are willing to pav. The AMA courses provided,
however, did noct follow-up on this opportunity. although
this type of program is amorg the most difficult and costly
to present, GEMAH's developed credibility and position in
the business community through its membership network make
this an attractive segrment to pursue.

In terms cf husiress function, mest courses focus on ceneral
management, without any specific business or industry
focus. Development of materials related to a specific
business (Hotel, Restaurant Marketing, Food Servi-e
Operations, Management for Doctor, Banking) would add

another dimension to course offerings. Specific course gaps
in this area idertified by the AMA stuiy are rarket
research, international distribution exprcort  reuulation
requirements for experting companies, Honuurss lacor law,

export orientaticn curses, and effective or.l, written,

d = e s sy ey ey N - ‘re
and interperscnal conrunicaticr sxile.

Only ore offsring related to current, topical issues has
been developed {develuation). Short, focusey criefings,
usually by somecne especially knowledgeakle cr directly
involved, and related to a current topic of Lusiness
interest are ancther gap in course offerings. Exanples of
such briefings might include executive and company security,
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K. Review AID's Flans for a Small Business Development Activities
and Evaluate GEMAH's Technical and Institutional Capabilities

for Participating In the Pro ject.

The development strategy for small and micro enterprises in
Honduras proposed by Robert R. Nathan Associates has correctly
recognized the imporcant contribution of small (5-19 employees)
and micro (1-4 employees) business in the lacal economy. Such
firms account for the majority of enterprises and are essential
contributors to employment generation, economic growth, balanced
development, and social equity. The study also revealed that
there are presently no training institutions with established
support services that have a SME focus. This is regarded as a
critical coustraint in implementing SME development programs.
SME training needs include both specific, functional training
related to core productive activities and training irn business
and management fundamentals, Experiences of other training
Institutions suggest that § key components are involved in the
design of an effective System to support SME training in basic
management skills.

A well defined client group
= Well designed courses which include appropriate
topics, teaching materials, and instructors
~ Adequate physical facilities
—- A specific delivery system to provide access to
SME's, obta:n participants, and provide follow up assistance
for one~the-job implementation of what is learned
An effective management system to plan, control, support, and
monitor activities.

These experiences also suggest that four elements are essential in
Implementing the above system:

Specially developed teaching materials which emphasize
implementation of very practical, simple techniques of immediate
benefit. Such materials function best i{ explanations are kept to
the mininum for basic understanding, and packaged in short, coacice
modules which include the forms or worksheets necessary for on the
job application,

Inclusion of extension like follow up and personal contact to assist
in applying the concepts learned.

Coupling with a natural "hook" or incentive to motivate
participation. This might logically be referal by a lending agency
as a prerequisite to obtaining financing, or Integration with the
activities of a cooperative or union, or insistence of a key
customer, The Carvajal Foundation in Colombia has, for example,
been successful 1in liniking eligibility for 1its graunts
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and loans with training. APEDE in Panama designs fts initial

course sequence to culminate in the preparation of a bank loan
application. APEDE's experience reveals that about 60% of SME's who
intend to apply for loans at the beginning of the training actually
do not do so at its conclusion. The most cowmon explanation is that
they have learned through the course that the business does not have
the capacity to repay or that the loan is not needed APEDE savings
of bankers who have loaned to those completing training indicate
that loan approval rates are higher and collect:on problems fewer
for those with the training than those without. This reinforces the
natural, mutually beneficial, 1link between funding and training,
This extra incentive is critical in attracting SME participants, who
are busy and not naturally inclined towards formal education,

Adequate external funding, especially for start up costs in the

early period. Given reduced participant capacity to pay, few such
programs can recover more than the direct costs assoclated with the
training itself., Subsidies for material development, facilities and
management overhead are usually required initially,

Evaluation of GEMAH against these characteristics suggests that {t

1s quite well matched agalnst these requirements in several
dimensions:

1. A management team, information system and accounting system,

which 1s in place, quite good, experienced in Supporting
business related trajning, and flexible 1in responding to change

and absorbing technical assistance.

2, A large group of local instructors who are enthusiastic, trained

as teachers, and appear suited to this Ltype of teaching, given
their own business experience.

3. Physical facilities which are avallable, appropriate, and well
equipped. Training facilities, physical presence, and
management support 1In both San Padro Sula and Tegucigalpa is
another advantage.

b, Access, via its membership in PACCIOS, to the network of
Insti:utions who are doing comparable training in Latin America.

This evaluation also indicates several areas of concern:

1. No appropriate course miterials, The AMA provided courses can,
in no way, bhe effectively used by SME's, Moreover GEMAH has not
demons irated capacity to develop materials on its own. Thus,
substantial external assistance would bae required in this area.



2, No mechanism for accessing the client group, GEMAH's present
membership 1s almost exclusively from the large and medium sized
segment, Marketing strategies for recruiting participants
would, most likely, not reach the SME segment effectively,

3. No available funds for supporting such activities, even on a
cash flow basis.

4, Limited management time and no redundancy in top management
personnel,

These deficiencies are not disqualifying, but merely indicate the
type of external support needed to develop necessary capabilities,

From a strategic point of view there are several factors that are
relevant from AID's perspective;

1. There are real cost savings and economies of scale available by
working with GEMAH in such areas as facilities, instructor
training, accounting, and top management. Since these costs are
more or less fixed per institution created, savings are possible
and project coste could be reduced. Also, GEMAIl could spread
its fixed costs over a greater level of activity on a cost
sharing basis, which wou:d assist 1ts own finances,

2, The proposed activity Is a logical complement to GEMAH's present
activities. Tndeed, many other comparable institutions serve
bath levels. Thus few problems from a shift in central mission
or organizational activities would result.

3. GEMAH has a ravorable, business oriented image, which would add
credibility,

4, Favorable working relationships, understanding of procedures,
and mutual knowledge of the other constraints have been
developed.

5. GEMAR's top management free time is limited, Moreover, GEMAH
1tself 15 at a critical stage in its own development, which
requires significant management attention for marketing programs
and developing new products. Undertaking significant new
activities now may divert scarce management attention from these
critical Issues, to the eventual detriment of both projects.

6. GEMAH has to some extent developed an image of prestige, status,
and high quality which scems valued by its membership,
Expansion into SME training has the potential to
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dilute that image. Consequently, it would be important to
"position” the program carefully in the eyes of wmembership, perhaps

as a public service activity,

7. The financi. 1 implications of the project may be detrimental
for GEMAH, As discussed in section A, GIMAH is self-sufficient
only by the narrowest of margins in the best of clrcumstances,
No surplus exists to subsidize SME activities, elther on a cash
flow or direct cost. FEven if the project were designed to cover
all costs, and appropriate transfer price mechanisms designed,
the ultimate burden of imperfect plans would fall on GEMAH,
This risk is especially relevant 1in estimating revenue, There
are few guidelines and indications are that recipients may be
reluctant to pay at any level., To avoid unacceptable financial
risks for GEMAH requires a carefully designed financlal strategy,

The final decision on GEMAH's possible participation will depend on
the characteristics of alternative institutions and the constraints
Involved in developing a new institution, That evaluation is
outside this scope of work. For the purpose of this analysis the
conclusion is that GFEMAH is a viable participant, but not
necessarily the ideal or most outstanding. Several advantages
exist, but substantial effort would be required to develop materials
and a delivery system. Moreover management and financial
consider.tions would need careful consideration to avoid negative
impact for ongoing activitiec.



This situation is, to some extent, the natural outcome of a
project design that emphasized purchase of preexisting
materials from only 1 supplier and focused on developing local
delivery (but not course development ) capabilities,

The development of new courses; along the lineg outlined in
Section B, is critical if GEMAH 1is to be financially

sel f-supporting and also achieve its mission of high quality
management training, Although GEMAH will definitely continue to
exist without further technical assistance, the transition could
be facilitated if a relatively modest amount of further
assistance could be provid:d that would speak to the concerns
expressed above. The specific characteristics of the
appropriate technical assistance required have been discussed in
Section B, which deals with support for training programs, and
Section A, which deals with additional support for Insuring
self-financing.

GE{AH does not appear to be at all deperdent on AID staff

for technical assistance. No AID staff work directly for the
project. Only the usual project liaison and administrative
communication seems to be taking place.

The evaluators were in GEMAH offices for approximately 3 weeks,
During that time only 1 AID visit took place and that was in the
nature of a courtesy call by the project 11aison officer, who was 1in
San Pedro Sula for another purpose. Telephoae contacts are more
frequent with about 4 calls per week, Most of these focused on
getting information for AID reporting requirements, ad justing
funding, pProcessing a proposed amendment, or expediting the work of
the evaluators. No evidence of direct technical assistance was
observed. Although, contact was undoubtedly much more frequent
during earlier stages of project development, and at key stages of
fnstitutional change, there {s no reason to believe that AID staff
assistance 1s in any way central to GEMAH's techaical viability now.

N
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LESSONS LEARNED

There is little room to doubt that GEMAH has been successful,
Consequently, the lessons learned are really an identification of
the factors that proved to be critical to this success. Four
factors seem especially important:

1. The specific nature of the technical assistance provided:

a. Implementation (teaching the courses) was emphasized
initially, instead of advice, assistance or development of
local capacity. This not only got the project off to a fast
start, but allowed an effective transfer of know how through
example, observation and apprenticeship,

b. The use of preexisting, standard teaching programs that were
well developed and proven. The fact that materials were not
developed reduced costs, lowered vrisk, and simplified
start-up.

c. A prestigious, locally recognized 1U.S. contractor. The
prestige, image and respect for the AMA is high in Honduras,
and this was heavily traded on to galn credibility, status
and receptivity for the triining programs., AMA courses,
taught by AMA instructors, effectively overcame initial
scepticisn,

d. A subtle, unusually high stake in successful outcomes bty the
technical assistance provided. The AMA zealously covets its
reputation. The fact that its profile is so high in this
project undoubtedly motivated greater involvement and
interest in meeting project goals than would have been the
case under other circumstances.

2. A business like organization, run by businessmen:

a. This enabled the training programs to bulld on a natural
common perspective and networks with {its client group, since
they were virtually one and the same. This facilitated two
way ceamunications and a sense of identity with the business
community that wmight not have been as easy to achieve If
another type of organization were involved.

b, The significant business experience of GEMAH's personnel and
members resulted in high quality, bottom line oriented
project management that was quick to adjust to changing



conditions. This not only made a significant difference 1in the
project itself, but also projected a business like image that
enhanced credibility,

An emphasis on programs that are of immediate, practical use to

businessmen. The instructors' perspective helped to insure that
causes were relevant and well received.

A willingness to revise plans and ad just programs and policies
in response to changing circumstances and priorities. GEMAH
today Is different in terms of its organization and membership
emphasis, significantly streamlined with an in-company training
focus, and public sector training 1s also different than planed
only three years ago,

More timid, less alert project and AID personnel would have
been slower to respond to opportunities, This has made a ma jor
difference In performance.

The quality of the people involved. GEMAH's staff and AMA
advisors are proven professionals, with significant records of
relevant accomplishments. Although expensive, the decision to
go with "top of the line" human resources is well justified, It
Is difficult to conceilve of the project having the same success
without comparable personnel.



ANNeX 1

PRESUFPONSTO PARA 1987 - mEStAOGR

CAN S.P.S. - TECUCIGALPA

ENERO FEB. MARZO ABRIL MAYO . JUNIO JULIO AGST. SEPT. OCT. NOV. DIC. TOTAL
IBCRESOS
CEMAH
San Pedro Sula Lps. 15,800. 31,650. 29,425. 32,200. 29,975. 32,750. 30,525. 33,300. 31,125. 33,875. 31,650. 10,625. 342,900.
Tegucigalpa - 30,500. 30,300. 30,500. 30,500. 30,500. 30,500. 30,500. 30,500. 30,500. 30,500. - 305,000.
SUXAM Lpsa. 15,800. 62,150. 59,925. 62,700. 60,475. 63,250. 61,025, 63,800. 61,625. 64,375. 62,150. 10,625. 647,900.

DOMACIONES AID

—

o~

. —

San Pedro Sula Lpo. 6,100 6,100. 6,100. 6,100. €,100. 6:100. - - - - - - 36,600.

Tegucigalpa $,900. 8,900. 8,900. 8,900. 8,900. 8,900. 8,900.  8,900. 8,900. 8,900. 8;900. 15,400. 113,300.

SUMAN Lps. 15,000. 15,000. 15,000. 15,000. 15,000. 15,000. 8,900. 8,900. 8,900. 8,900. 8,900. 15,400. 149,900.

TOTAL INGRESOS Lps. 30,800. 77,150. 74,925, 77,700. 75,475. 178,250. 69,925. 72,700. 70,525. 73,275. 71,050. 26,025. 797,800.
“ERESOS

San Pedro Sula Lps. 27,280. 34,85S. 30,080. 32,055. 31,380. 32,255. 30,280. 31,905.. 30,430. 31,905. 30,030. 29,155. 371,610,

Teagucigalpa 11,975. 19,325. 19,475. 19,075. 19,075. 19,475, 20,225, 19,875. 20,275. 120,225. 19,875. 12,375. 221,250.

TOTAL EGRESOS Lpa. 39,255. 54,18C. 49,555. 51,130. 50,455. 51,730. 50,505. 51,780. 50,705. 52,130. 49,905. 41,530. 592,860.

UTILIDAD NETA Lps. ( 8,455) 22,970. 25,370. 26,570. 25,020. 126,520. 19,420. 20,920. 19,820. 21,145. 21,145.(15,505.) 204,940.




oros

Diagnéstico, implemen-
tacibn y seguimientos

INGRESOS POR DOMACIONES

A.L.D.

TOTAL INCRESOS

I1. CoSTOS

————

MEMBRESTA

SEMINARIOS

En sede
Honorarioe
Comisionas
Material didiccico
Publicidad
Refrigerios-bufaces
Gastoa de viaje
Promocidn

instructor

Lps.

Lps.

Lps.

Lps.

Lps.

Lps.

Lps.

PARA 1987

GRAR TRCUCIGALPA
ENERO FEB. MARZO ABRIL MAYO JUNIO JULIO AGST. SEPT. OCT. NOV. DIC. TOTAL
- 4,900. 4,900. 4,900. 4,900. 4,900. 4,900. 4,900. 4,900. 4,900. 4,900. - 49,000.
- 16,000. 16,000. 16,000. 16,000. 16,000. 16,000. 16,000. 16,000. 16,000. 16,000. - 160,000.
- 20,900. 20,900. 20,900. 20,900. 20,900. 20,900. 23,900. 20,900. 20,900. 20,900. - 209,000.
B
- 9,600. 9,600. 9,600. 9,600. 9,600. 9.600. 9,600. 9,600. 9,600. 9,600. - 96,000
8,900. 8,900. 8,900. 8,900. 3,900. 8,900. 8,900. .8.960. 8,900. 8,900. 8,900, 15,400. 113,300.
8,900. 39,400. 39,400. 39,400. 39,400. 39,400. 39,400. 39,400. 39,400. 39,400. 39,400. 15,400. 418,300.
100. 100. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 2,200.

-

- 800. 800. 800. 800. 800. 800. 800. 800. 800. 800. - 8,000.
- 900. 900. 900. 900. 900. 900. 900. 900. 900. 900. - 9.000.
- 300. 300. 300. 300. 300. 300. 300. 300. 300. 3oo. - 3,000.
- 850. 850. 850. 850. 850. 850. 850. 850. 850. 850. - 8,500.
- 550. 550. 550. 350. 550. 550. 550. 330. 350. 550. - 5,500.
- 350. - - - - 350. - - 350. - - 1,050.
- 50. 50. 50. 30. 50. 50. 50. 30. 50. 50. - 500.
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PRESUPUESTO PARA 1987/CEMAM TEGUCLIGALPA

11. CosTos

2. Seminarios /a. En gede ...

.‘. Otros

b. En Compaifas

Comisionss

- Material didlctico
e Gastos ds viaja

5 Otros

Sueldos

Seguro Social
Depraciactén
Alquilezes

Energfa eléccrice
Papalaerfa y Geiles
Correo, taliéfono
Mancenimiento oficina
Gastos da viaje
Cafatarfia

Mant. y rep. equipo
Fotocoplias

Seguros

Intercambio Cereccial
Contingencias

TOTAL COGEOS Y CASTOS ANMDN .
BIFERINCIA INCRESOS - GASTCS

Honorsarios instructor

¢ W e

ENERO FEB. MARZO ABRIL MAYO JUNIO JULIO AGST. SEPT. OCT. NOV. DIC. TOTAL

- 50. - 50. 50. 50. 50. 50. 50. 50. 50. 0. - 500.

Lpa. - 3,850. 3,500. 3,500. 3,500. 3,500. 3,850. 3,500. 3,500. 3,850. 3,500. - 36,050.
Lps. - 800. 800. 800, 800. 800. 1,600. 1,600. 1,600. 1,600. 1,600, - 12,000.
- 400. 400. 400. 400. 400. 400. 400. «00. 400. . 400, - 4,000.

- 1,200. 1,200. 1,200. 1,200. 1,200. 1,200. 1,200. i,200. 1,200. 1,200. - 12,000.

- 400. 400. 40C. 400. 400. 400. 400. 400. 400. 400. - 4,000.

- 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. - 2,000.

Lpa. - 3,000. 3,000. 3,000. 3,009, 3,000. 3,800. 3,800. 3,800. 3.8C0. 3.800. - 34,000.
™
)

Lyps. 6,575. 6,575. 6,575. 6,575. 6,575, 6,575. 6,575. 6,575. 6,575, 6,575, 6,575. 6,575. 78,900.
200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 2,400.

800. 800. 800. 800. 800. 800. 800. 800.4 800. 800. .800. 800. 9,600.

1.500. 1,500. 1,500. 1,500. 1,500. 1,500, 1,500. 1,300. . 1,500. 1,500. 1,500. IQSOO. 18,000.

300. 300. 300. 300. 300. 300. 300. 300. 300. 300. 300. 300. 3,600.

200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 2,400,

600. 600. 600. 600. 600. 600. 600. 600. 600. 600. 600. 600. 7.200.

150. 150. 150. 150. 150. 150. 150. 150. 150. 150. 150. 150. 1,800.

700. 700. 700. 700. 700. 700. 700. 700. 700. 700. 700. 500. 8,200.

100. 100. 100. 100. 100. 100. 100. 100. 100. 100. 100. 100. 1,200.

100. 100. 100. 100. 100. 100. 100. 100. 100. 100. 100. 100. 1,200.

100. 100. 100. 100. 100. 100. . 100. 100. 100. 100. 100. 100. 1,200.

50. 50. 50. 50. 50. 50. 50. 50. 50. 50. 50. 50. 600.

- - 400. - - 400. - - 400. - - - 1,200.

500. 1,000. 1,000. 1,000. 1,000. 1,000. 1,000. 1,000, 1,000. 1,000. 1,000. 1,000. 11,500.

Lpa. 11,875. 12,375, 12,.75. 12,375. 12,37s. 12,775. 12,375. 12,375, 12,775, 12,37s. 12,375, 12,175, 149,000.
Lpa. 11,975, 19,325. 19,475. 19,075. 19,07s. 19,475. 20,225. 19,875. 20,275. 20,225. 19,875. 12,375, 221,250.
Lpa. ( 3,075.) 20,075. 19,925. 20,325. 20,32s. 19,925, 19,175. 19,525, 19,125. 19,1/5. 19,325. 3,025. 197,050.

\l



IECRES0S

1.
a.
b.

Mambres{s
Socios axistentes
Muavos socios

Seainarios
En sede
Ea Companfas

Octros

Diagnéstico, implemenca-
cién y saguimieato
Revista - publicidad

Donaciones
~=Znclones
AID

TOTAL INGRESOS

Seminarios

Ea sede

Honorarfos instructor
Comisionas

Macerial didiceico
Publicidad

Lps.

Lps.

Lps.

Lps.

Lps.

Lps.

Lps.
Lps.

Lps.

&

PALESEPEESYO PaRA 1987
———01" TANA 5’

CEMAM - SAR PFDERO Sma

—_— T THA) SluA
ENERD FEB. MAR20 ABRIL MAYO JUNIO JULIO AGST. SEPT. OCT. NOV. DIC. TOTAL
3,300. 3,300. 3,300. 5,300. 5,300. 5,300. 3,300. 3,300. 5,300. 3,300. 5,300. 5,300. 63,600.
- 550. 82s. 1,100. 1,375. 1,650. 1,925, 2,200. 2,525. 2,775. 3,0s0. 2,825. 20,800.
5,300. 5,850. 6,125, 6,400. 6,675, 6,950, 7,225, 7,500. 7,825, 8,075. 8,3s50. 8,125. 84,400.
10,500. 10,500. 10,500. 10,500. 10,500. 10,500. 10,500. 10,500. 10,500. 10,500. 10,500. - 115,500.
- 8,000. 8,0060. 8,000. 8,000. 8,000. 8,000. 8,000. 8,000. 8,000. 8,000. - 80,000.
10,500. 18,500. 18,500. 18,500. 18,500. 18,500. 18,500. 18,500. 18,500. 18,500. 18,500. - 195,500,
- 4,800. 4,800. 4,800. 4,800. 4,800. 4,800. ‘,800; 4,600. 4,800. 4,800, - 48,000.
- 2,500, - 2,500. - 2,500. - 2,500. - 2,500. - 2,500. 15,000.
- 7,300. 4,800. 7,300. 4,800. 7.300. 4,800. 7,300. 4.800. 7,300. 4,800. 2,500. 63,000.
6,100. 6,100. 6,100. 6,100. 6,100. 6,100. - - - - - - 36,600.
21,900. 37,750. 35,525, 38,300. 36,075. 38,850. 30,525. 33,300. 31,125, 33,875. 31,650. 10,625. 379,500.
400. 400. 400. 500. 500. 500. 600. 600. 6G0. 700. 700, 700. 6,600.
1,600. 800. 800. 800. 800. 800. 800. 1,600. 1,600. 1,600. 1,600. - 12,800.
1,750. 1,750. 1,750. 1,750. 1,750. 1,750. 1,750. 1,750. 1,750, 1,750. 1,750. - 19,250.
550. 550. 550. 550. 550. 550. 550. 550. 550. 55G. 550. - 6,050.
1,600. 2,100. 2,100. 2,100. 2,100. 2,100. 2,100. 1,600. 1,600, 1,600. 1,600. - 20,600.

eeod...
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* PRESUPUESTO PARA 1987/GEMAH - SAN PEDRD

I1. CosSTOS
2. Seminarios ...
a,. bufetes ~ refrigerios
a. . Prowocida -
n7. Ocros

TOTAL

b. Za Compaiifas

bl. Honorarios instructor

bz. Comisiones

b3. Material didiccico
%. Gastos de viaje
bs. Ocree

TOTAL

3. Ravista

I1I. ASISTERCIA YECYICA
Fuara de Honduras

TOTAL COSTOS

Lps.

Lps.

Lps.

Lpa.

Lps.

SULA
ENERO FEB. MARZO ABRIL MAYO JUN1O JULIO AGST. SEPT. OCT. MOV. DIC. TOTAL
300. 650. 650, 650. 650. " 650, 650. 300. 300. 300. 300. - 5,400.
150. 150, 150. 150. 150. 150. 150. 150. 150. 150. 150. - 1,650.
100. 100. 100. 100. 100. 100. 100. 100. 100. 100. 100. - 1,100.
6,050. 6,100. 6,100. 6,100. 6,100. 6,100. 6,100. 6,050. 6,050. 6.050. 6,050. - 66,830.
- 400. 400. 400. 400. 400. 400. 400. 400. 400. 400. - 4,000.
- 400. 400. - - 400. 400. - 400. - - - 2,000.
- 500. 500. 500. 500. 500. 500. 500. 500. 500. 500. - 5,000. g}
- 400. 4Q0. 400. 400. 400. 400. 400. 400. 400. 400. - 4,000.
- 100. 100. 100. 100. 100. 100. 100. 100. 100. 100. - 1,000.
- 1,800. 1,800. 1,400. 1,400. L,800. R00. 1,400. 1,800. 1,400. 1,400. - 16,000.
- 1,875. - 1,875. - 1,875, - 1.675. - 1,875. - 1.875. 11,250.
- 3,300, - 600. 1,800. - - - - - - - 5,700.
6,450. 13,475. 8,300. 10,475. 9,800. 10,275. 8,500. 9,925. 8,450. 10,025. 8,150. 2,575. 106,400.




FEESUPUESTO PARA 1987
CEMAR SAE PFDRO SULA

ENERO FEB. MARZO ABRIL MAYO JUNIO JULIO AGST. SEPT. OCT. NOV. DIC. TOTAL
1V. GASTUS DX ADMINISTRACTION

Sueldos Lps. 12,600. 12,600. 12,600. 12,600. 12,600. 12,600. 12,600. 12,600. 12,600. 12,600. 12,600. 12,700. 151, 300.
Seguro Social 3oo. 300. 300. 300. 300. 300. 300. 300. 300. 300. 300. 300. 3,600.
Depreciacién 1,100. 1,100. 1,100. 1,100. 1,100. 1,100. 1,100. 1,100. 1,100. 1,1c0. 1,100. 1,100. 13,200.
Alquileres 1,670. 1,670. 1,670. 1,670. 1,670. 1,670. 1,670. 1,670. 1,670, 1,670. 1,670. 1,670. 20,040.
Energ{a eléctrica 400. 400. 400. 400. 400. 400. 400. 400. 400. 400. 400. 400. 4,800.
Papelerfa y dtiles de oficina 400. 400. 400. 400. 400. 400. 400. 400. 400. 400. 400. 400. 4,800.
Correv, teléfono 1,300. 1,300. 1,300. 1,300. 1,300. 1,300. 1,300. 1,300. 1,300. 1,300. 1,300. 1,300. 15,600.
Mantenimiento oficina 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 2,400,
Honorarios legales Yy pro-
fesionales - - 200. - - 200. - - 200. - - - 600.
Gastos de representacidn 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 2,400.
Gastos de viaje - 600. 600. 600. 600. 600. 600. 600. 600. 600. 600. 600. 600. 7,2z00.
Cafeterfa 100. 150. 150. 150. 150. 150. 150. 150. 150. 150. 150. 150. 1,750.
Mantenimiento y reparacidn de . - :
equipo 3oo. 300. 300. 300. 300. 300. 3oo. 300: 300. 300. 300. " 300. 3,600.
Fotocoplas 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 2,400.
Comisiones 400. 400. 600. 600. 600. 860. 800. 800. 800. 900. 900. 800. 8,400.
Seguros 60. 60. 60. 60. 60. 60. 60. 60. 60. 6h0. 60. 60. 720.
Intercambios Gerenclales - 500. 500. 500. 500. 500. 500. 500. 500. 500. 500. - 5,000.
Contingencias 800. 800. 800. 800. 8u0. 800. 800. 1,000. 800. 800. 800. 6,000. 15,000.
Cuotas y suscripciones 240. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 200. 2,400.

TOTAL Lps. 20,830. 21,380. 21,780. 21,580. 21,580. 21,980. 21,780. 21,980, 21,980. 21,880. 21,880. 26,580. 265,210.

TOTAL COSTOS Y GASTOS Lps. 27,280. 34,855. 30,080. 32,055. 31,380. 32,255. 30,280. 31,905. 30,430. 31,905. 30,030. 29,155. 371,610,

DLFERENCIA INGRESOS - EGRESOS (5,380.; 2,895. 5,445. 6,245. 4,695. 6,595. 245. 1,395. 695. 1,970. 1,620.(18,530.) 7,890.
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ANNEX II

CENADNR

ESTABO BE EFSULYADOS

MES DE FERRPRO BE 1987 Y ACTRENLABO
— TSR R 13 Y ACtEN ARO

GC E M A H A 1D
S.P.5. TEG. TOTAL S.P.5. TEG. TOTAL QONSOL 1DADO

coMceEPTO FEB. ACUMULADO ‘FEB. ACUMULADO | ACUMULADO FEB. ACUMULADO FEB. ACUMULADO | ACUMULADO GEMAR/ALD
CUOTAS ASOCLADOS L. 4,125.00 8,550.00 550.00 1,150.00 9,700.00 - - - - - 9,700.00
SEMINARIOS 11,950.00 23,150.00 3,000.00 6,550.00 29,700.00 - - - - - 29,700.00
SEMIMARIOS EN CIA. - 5,000.00 - 12,000.00 17,000.00 - - - - - 17,000.00
COMSULTORIA Y ASESORIA - 600.00 -~ - 600.00 - - - - - 600.00
IMPLEMENTACION - - - - - - - - - - -
SEGUIMIENTOS 600.00 600.00 600.00 600.00 1,200.00 - - - - - 1,200.00
DIAGROSTICO - 567.00 - 600.00 1,167.00 - - - - - 1,167.00
PUBLICIDAD EN REVISTA 4,950.00 4,950.00 - - 4,950.00 - - - - - 4,950.00
DORATIVOS EN ESPECIE - 461.80 - - 461.80 - - - - - 461.80}1™
DONATIVOS AID/LEMPIRAS - - - - - - 14,953.50 21,792.10 5,105.00 9.830.00 31,622.10 { 31,622.10
OTROS INGRESOS 379.25 3%0.50 359.63 559.63 950.13 - -~ - - - 950.13
INTERESES GANADOS - - - - - 1,419.44 3,193.75 - - 3,193.75 3,193.75

SUMAN INGRESOS ..... L.J 22,004.25 44,269.30 4,709.63 21,459.63 65,728.93 16,372.94 24,985.85 5,105.00 9,830.00 34,815.85 }100,544.78
COSTOS
COSTO SEMINARIOS L 8,050.64 17,588.43 3,085.49 8,283.96 25,872.39 - - - - - 25,872.39
COSTO REVISTA 4,625.00 4,625.00 - - 4,625.00 -~ - - - - 4,625.00

SUMAN COSTOS Ly 12,675.64 22,213.43 3,085.49 8,283.96 30,497.39 - - - - - 30,497.39

SUB-TOTAL 9,328.61 22,055.87 i,624.14 13,175.67 35,231.54 16,372.94 24,985.85 5.,105.00 9,83C.00 34,815.85 | 70,047.39
CASTOS DE OPERACION
GASTOS DE ADMON. L. 15,661.927 32,841.55 3,332.71 6,655.32 39,496.87 8,092.08 15,183.29 5,809.56 11,239.12 26,422.41} 65,919.28
ASISTENCIA TECNICA 88.15 726.75 - - 726.75 7.753.50 7,910.50 - - 7,910.501 8,637.25,

SUMAN GASTOS L. 15,750.12 33,568.30 3,332.11 6,655.32 40,223.62 15,845.58 23,093.79 5,809.56 11,239.12 34,332.91} 74,556.53

SUPERAVIT DEL MES L. €6,421.511 (11,512.43) (1,708.57) 6,520.35 (4,992.08) 527.36 1,892.06 (704.56) (1,409.12) 482.94| (4,509.14

‘4"”%’“’
OMAR D. SOLO

CONTADOR -~ Carpet #8264-4
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ANNEXTTI

ORGANIGRAMA

CERENTES Y EMPRESARIOS ASOCIADOS DE HONDURAS (GEMAM)

ASAMBLEA

JUNTA DIRECTIVA

DIRECCION EJECUTIVA

l SECRETARIA EJECUTIVA

A_M.A.

1
PROG. SEMINARIOS |

mg—

DTO. DE VENTAS
SAN PEDRO SULA

|

ADION. FINANIAS

MBM. EVENTOS

SRS ERREN- |

AUXILIAR 1

l

CONSERJE

TEGUCIGALPA

DTO. DE VENTAS
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Tedfilo Castilla
Viroilio Faredes

LTI eng

™,

Ned Van Steenwyk

Ted Landau

Marcia‘Bernbaun
w T e
Orlandb Merander

L4

T st
Henry, Reyndlds

Wesley EBoles

Juan Butara

ANNEX IV

FERSON INTERVIEWED

1. GEMAH
v, Evecutive Director
T, Frogram Director

Finance Directar

~

Adminmistrative,
Membercship Director

Conzulting,Tequcigalpa
Df+ice Director

AMA Adviser

Fresid=nt

Z. AID

Froject Li Dfticer

L

son
Froject Support Qfficar
Evaluation Officar

Education Dfficer

Economi =t
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Fobert Vimelli

Foberto Laiva

Arture Arana

Joee Hendrichs
Gebri1ll Kattan

Antonio Hardar

’ #”

Prospero Diaz ,

L ( A
Delmi ae Seqovia

Arquimides Jimeérie:x

Joze Tercero Diarz

BUSINESS COMMUNITY

General Manager,
Embotelladora La Reyna

Executive Director, CADRERH
Manager, Honduras Fosforera
Owner, Honduras Fosforera

Country S=acretary for
Honduras, INCAE

Assistant Manager,
Fanificadora BEimbo

Genersl Manager,
Embutidos Delicia

Finance and Credit Manager
CEMCOL

Erecutive Sub Directaor, INFORF

Gerneral lManager,
Earnco de Honduras

Z
by
+
N

N

icnel Employment Service

Manager, DIMA

)
]
o

ner

General Manager,
Laboratorics

UNAH
Hondutel
Zamor ano

As ant Manager,
Em 1lad

sist
bote dora La Reyna.
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