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PREFACE
 

This report 
is the result of a c'ontract between 
USAID/Honduras
and the Academy for Educational 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 (GEI.AH) 
in evaluating 
the USAID - GEMAH Institutional

Strengthening 
 Grant.
 

Contract services 
were performed

Henry under the policy guidance of
Reynolds, USAD,'Honduras 
 Education Officer. Further
operational guidance 
i.'as provided by Ned 
van Steenwyk, Project
Liason Officer, 
Orlando Hernandez, Evaluation 
Officer, and
Landau, Ted
Project Support Officer, with the 
active cooperation of
GE..H and all cf 
its e.-o.-cvees.
 

The evaluation, descr'ti-cns, conclusions, 
and recommendations
ccntained in this st are 
evaluation and are 

,_y the product of this independentthe sole responsibility of the evaluators. No
ndorsement of the material 
in this report by AID, GEMAH, or any
other institution is 
implied or inferred.
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EXECUTIVE SUIIARY 

Pu rpcse of the Evaluation
 

The overall purpose 
of this report is to provide an end of
project evaluaticn 
 of Gerentes y Empresarios Asociados
Honduras (GEM.H) As desuch the general objective is to measure the
results achieved in 
relaion at the stated purposes and outputsof the project. The specific evaluation focuses on: 
GEMAIHE's progress in ze-i:.ng 
a self-financing institution, 
the
extent to hat it has 
d.. 
 loped the capability of providing high
quality management :ra services and is meeting project goals
in regard to the numher of persons trained, training
offered, coursesand me7bership. The evaluation also document the returns
on training investmenzs 
 made by large, medium, and small
business 
which have con:tracted 

conducts an analysis 

GEM"H's training programs; and
of GEMAH's 
proposed activiti' ef offering
in-plant technical assistance 
 and developing
offe.ings. The e new course 
responsive v t 

tn cument s the extent to which GET.AH isto r ...e sectcr needs, dependent 
on outside
technical assistance, and 
 ca: able of participating 
in small
business development ac-ivities.
 

Methodology
 

Four study methods were used to obtain the information 
on which
the review is based. :hese included: 

I.- Documentary reve., of AID project related records includingthe grant agree.ertme, proaram description documents, projectfiles, and Prevics r -ress rePcorts 
2.- Documentary revi cf GEMtAH records, including financial
statements, 
annu al reports, accounting 
records, operations
manuals, procococ 
 rials, and all 
 course related


teaching -ateri­

3.- Interviews with a Al -E.A emplovees, officers, and selectedmembers; discussir-s with USAID staff involved in theproject, instr n the tr-iring programs, cou:rsepart 

e 

techno -al advisor. Structured
iert A. :enerai canacers of firms which havecontra -ci -. r-In:Sg se1rvi1ces, using a standavdizedne_rv ,: ... t cc.., vere carried out to cotain informationrelated to the eccroc-ic returns on training expenditures,the quality of instruction, 
and the strengths and weaknesses
of GEMAH. 
 When _ossible costs and 
 increased 
 income
associated with training were cross-checked with available
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financial statements and accounting records.
 

4.- Direct observation 
 of GEM4AH activities, meetings and
 
training programs.
 

Major Findings
 

i.- Financial self-suf-iciency.
 

GEMIAH has shown o':oinued progress 
toward self-sufficiency
in training, ,-h uncovered total (direct plus overhead)
training costs exclusive of technical 
assistance equivalent
to only of
17% trainng revenues 
at year end 1986. The 1987
budget projects a 
surplus of Lps. 93,000 in training
activities 
an-d o.f ,ps.57,000 for the 
organization 
as a
whole. These pro3ections seem optimistic and a 
more
realistic 
budget w.'uld project a modest surplus in training
activities an. slight
a deficit for the organization

overall.
 

h.e i n-co accounts for nearlyOne of e.o-u :: 0 of ta­
of re 
 of, raf;ng contribution. Public
seminars, 
 because of
:c e low average attendance,consisten: . e only slightly above direct costbreakeven and h-_--h.n.e do not generate significantcontribution, but !ave the potential to do so with onlymodest increases in attendance. Revenue from membership
income is consistently below levels needed to cover thetotal costs associated with that activity. Consequently
little funos are 
available for membership service activities
and train-n must g:enerate a surplus of Lps. 36,000 
(basis
1987 buoet] t 
oer the shortfall.
 

The above facts 
 s est that GEM-AH is dependent on the
financial oer... n of 
GPO for self sufficiency. As of
April 31, onz, the 18 sessions budgeted had actuallyeen- sold, placi :A about Lps. 40,000 behind reasonable
budget for o from this source. There ais highprobability tha ,ra.s will be off-red in June and that
a contract for 
1_3. - :ore will be signed shortly, which wouldcompensate for the earlier shortfall.
 

The conclusion ­is at although >,A, is technically quite
close to seIf-suffciency, the 
balance is fragile. The
fi-'-nc4a mde via
S 
 e ony attainable increases 
in
public -sem:na ar eiance in com.any programs sales, and 

The Tegucigalc a :::ie appears 
close to financial self
sufficiency no'. 1987
The budget projects a surplus of
'''income over 
fixed :osts of Lps. 112,450. If adjustments are
made of Ls. =" 
 f r likely overestimated 
DIF income,
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Lps. 10,000 for accounting and other 
 support services
provided by San 
 Pedro Sula, and income from
Tegucigalpa members is assigned to San Pedro Sula 
present
 

(following
the budget) then a budgeted surplus of Lps. 52,000 results,
a reasonable cushion. Through April 31, 
4 public seminars (3
budgeted) and 5 in company programs (12 budgeted) have taken
place. The shortfall of 7 in 
company programs represents a
loss of Lps. in
about 36,000 contribution. This means that
about 60% 
of the Ikely budge't surplus has been used. Close
attention to mar':e-Ing these programs is required 
now. In
the long run the Teoucigalpa office would benefit from a
formal membership drive and public awareness campaign. Tothat end an advisory board of Tegucigalpa business peopleshould be established1 to enhance involvement. 

2.- Evaluation of technical and administrative capacity.
Administrative capacity is high. 
 Management is well
qualified capable, and quick 
to react. Staff overhead is
reasonable and efficient. Expected management tools of
budgets, opera-
 'i-' manuals, job descriptions, and specific
objectives are 
 available and 
 used. Two aspects of
a dminstrative c :'.lity- are unique and effective:
skilled executive ]irector A

with significant private 
sector
experience, an - nformation and accounting system whichdoes a reasona b of providing relevant, timely data.Overall nanage c effectiveness compares very well withthat of older, e ­established training institutions in the
 

region.
 

Management has responded quickly 
 and well to changing
opportunities by s-reamlining 
staff to levels considerably
beLow those
fornat pla-ned, pioneering the company
in H in training
fti ond'
oa, responding to 
 unanticipated 
public
sector training denands, developing community service
activities, and rod 
'ing membership recruiting policies.
Technical capacity 
for providing high 
quality training is
good. Facilities 
In both San Pedro Sula and Tegucigalpa areappropriate and adequate. The pool 
of local instructors 
is
well educated, 
h enthusiastic, 
and impressive for its
significant level' 
 responsible business 
experience. The
courses purchased 

and proven 

. tne AMA are well designed, organized,
teac .. 'eehces, although somewhat dated. The
high level sLif.
of act:on 
reported by participants is
reflective of a qity training program. Following the AMA
model, GEMAH's course portfolio is heavily weighted towardgeneral management topics wideof applicability, designedfor 2 f.day resentation. Courses aimed topat
management, focsed 
on specific industries, or dealing withtopics of current interest are underrepresented. One course,GPPO delivered 
in ::ncany, dominates 
in terms of numbers of
offerings and profit contribution, 
which is a concern. A
second concern :s 
that GEKAH has yet to develop on its
any courses, althc.-c-:., initial steps 
own
 

are underway. Developing
this capacity cnd cultivating additional 
 sources of
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purchased materials 
are priorities 
for 
long term technical
viability.
 

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

Goals for 
the end 
of the project called for
2,410 persons 400 members,
to be trained,
offered. Actual and 67 training courses
performance 
will be 168 members, 
2,830
persons trained, and 150 training courses offered.
 
GEM4AH has 
exceeded its targets 
by wide programs
critical areas in the
of courses 

importantly, 

offered and persons trained. More
these programs have been
participants wel" received and
reort 
hi:h levels 
of satisfaction.
quality has Thus,riot been sacrificed to obtain quantity. 
-EIA1n membership ras been stable at present levels
last three years. in for the
-art this resulted from a 1985 decision
to emphasize ccea:,. ,embershiPs, 
instead
.erer s, w.h..ich- %.as agreed to by AID. 

of individual 
of re.uc.no This had the effectpotential,income but increasing average(company annual dues are 
 US$300.00,
US$150.00) individual
anc reoucing attrition.
generates This membership level
income 
 oF US$3,058 
 per month,
administrative compared to
and overhead expenses 
related
activities of to membership
about US$8,158 per month. This gap results in
low direct ex-endc:ures for membership activities and a need
for the training activities to 
subsidize membership, the
reverse 
of. the situation in other comparable institutions.
 

4.- Extent 
 to wh C. nroducts are delivered
ex-eczati cs met, participantand changes needed in marketing strategy. 
Available evidence suocests h-at GEMAH delivers the products
it has to sel' an: participants believe they receive whatwas advertised, as 
evidenced by:
 
- Very high participant evaluations of the public seminars
- High financial returns to GPPO participants
- High instances of repeat purchases and word of mouth
recommendation, documented in Section E.
- An Average response of 
1.7 (1 highly agree
disagree) to - 5 highlythe statement "The Training program provided
what I expected, 1., 21 executives interviewed
 

The intervie.-s 
 ccnduced 
reinforced 

imoressicn, but 

this overall positive
ree cc;: 
ems areas were 
identified:
 
1. Difficulty. in scheduling the follow up consulting purchased 

as part of the G-?O course. 
2. 
 Perceived outdatedness of the multimedia programs.
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2. 	 Perceived outdatedness of the multimedia programs.
 

3. 	 A mix of 
audience characteristics 
at the public seminars,
which occasional!, resulted 
in some participants feeling
the 	 program 
was 	 not appropriate for their needs 
 or
 
expectations.
 

These observations were mostly applicable to early stages of
the project. Corrective actions 
taken include developing
local instructors to assist 
with the GPPO work, deempha­sizing the multimedia programs, and familiarizing

salespeople with course content and desired target audience.
 

Overall marketing strategy has 
functioned well. Emphasis of
the 	AY-A relationshio 
has 	enhanced credibility; in plant
programs 
 ell
have bcn- received and profitable; the
"top-down" entry strategy has 
 created 
a very favorable
climate for prograr7s among the decision makers who authorize
attendance. Sure, results irdicate that 80% of the managers
in GEM1AH's target group have seen GEIA 
 newspaper advertise­ments and h~ve
67% received the 
course schedule brochure.
Members are visited -onthly by the membership director.
 

Marketing efforts could be finetuned by:
 

1.- Developing ne,,! 
courses to fill identified training
 
gaps, and reach new audiences.
 

2.- Experimenting with prioe and 
schedule changes 
to reach
 
new market se-ents.
 

3.-	 Reemphasizin: 
efforts to attract new members.
 

4.- Reviewing incentives 
offered salespeople 
to be sure
they 	emphasize increasing public seminar attendance.
 

5. 	 Beneficiary satisfaction.
 

Beneficiary satisfaction 
is quite high, and compares
favorably with the well 	
most
 

most received programs 
at other
training institutions 
 with which these evaluators are
familiar. Financia-
 returns attributed to GPPO courses by
managers are quite high, which has enhanced satisfaction and
produced favorable ,.'ord mouth
of recommendations. 
 The
overall image of GE:,AH is positive in the business
community, which 
suo:ests general satisfaction.
 

The 
 acid test c satisfaction 
is repeat purchases and
recommendations 
to others. 
Evidence is satisfaction on this

point is quite hiah:
 

- 9 of the 32 institutions using GPPO have purchased more
 
than one offering.
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- 2 managers have used 
the GPPO course upon changing jobs,
based on pcsitive- experiences in their previous companies.
 

- The 1986 7l'TAE su,-vev of 235 firms revealed that 112 of
the 117 (96%) f~rns 
who have used GE!.IAH programs would do
 
so again.
 

-
70% of those attending pubic seminars 
indicate they have
done so upor. the re-ommendation of their boss.
 

Evaluations ccmpleted by public seminar participants in 1986
rated the overall course, using a 1 to 20 
(highest) scale at
18.45 (based on courses, not weighted 
for participants),
which correspon-
 to the excellent category. 

6. Economic Eva 
 a:io. of Returns to Training
 

The financial als. 
 no-'c benefits resulting from training
were ana.zea 
 - alternative 

as a result of 


7s>-:: methodologies, suggested

a r 'iew of the literature and conversations
with AID personnel 
officials. The methodologies considered
tralnin- costs 
 the perspective 
of both management
estimates, actual firm costs 
(-nc_!u6ng course fees, 
related
expenses, and 
value of management time) , and social costs
(which 
inludet= AID technical assistance subsidy)
benefits were . Netvariously calculated 
on the basis of a
subjective manageren t estimate of time required to recover
training costs 
(which implies an estimated return) profit
,

improvements which manaaement believed 
resulted directly
from the trai n-r ._xrerience, and the overall change in firmprofits for the %,'ars immediately before and after training(obtained froz. 
 ...
:unring records). Eight private 
sector
firms, selecotef ":-..he 14 who had received the GPPO course
the -nin oo y
n'o ornat, provided the ondata which the
analysis is base:. 
 .Although small, 
the sample is believed
representative 
Cf the characteristLcs 
of firms who have

taken this course.
 

The results of the analysis indicate that net annual returns
to the investment 
In this training have 
been quite high,
averaging 749% for 8
all firms, considering all 7
methodologies. The 
average return 
Per firm across the 7
methods raned 
fr: 21% to 1,87&8%. he most restrictive of
these methodol
cces considered 
full firm 
costs plus social
costs and 
 restr'-cted 
 benefit estimation 
 to profit
improvements 
be v to result directly from training. In
the judce-en 
 " e evaluatcrs this is one
the best,
reasona e, Z ativevcc t estimate available. Thatetthd ..... 
 aerace net 


Results were 


. annual return of 121%.
 

i 
 rated for ccmparison between large and
medium size 
 f no small firms have 
ever taken the
course). The avera:ie return cons
icering all methods for
large f:rms was 
 'L35%, compared to 441% for medium size
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firms. This difference 
was accounted for by substantial
differences, 
by firm size, among the methodologi.es using
actual profits ir. the calculation. 
 Estimates based on
returns 
directly attributed to training outcomes were quite
comparable. The S-£-n".,
size of the sample makes detailed
 
comparisons diffic ­ .
 

As is true in all 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 analys-s in context it 
is noted that returns to
vocational educazicn in Latin America 
 are considered
superior to 
 rhs. other types of education. Estimates
of voc-ed returns r:nce from 15 to 120%; 
returns to physical

capital average I:.>.
 

7. Impact of train.
 

Two separate a'.rc.shes were used to estimate employmentgenerated by t'e -raining for 14 sectorthe private firmswho had received the GPPO course. 
 The first approach
considered both jobs 
which management attributed 
to direct
training outcomes and changes in overall firm
also 

employment for the financial 
reporting years immediately
before 
and after the training. The data generated suggestthat the 14 firms identified additional jobs (7 male, 4female) as a o:rec: 2-::sequence of the training. A net of 13new jobs (2 mwe, "" female) wre created overall in thefinancia p-rc :ibc-.=i.ng training. later isThis statisticnfluenced 
 r I I . by one firm that reducedempIoyr ent, cr 
 :ns unrelated to training during thattime.. ............
a nt _of74 (51 male, 23 female)
jobs were created, .<.-ch seems the best estimate.
 

The second approach considered potential 
new jobs that could
be generated from t e financial 
activity resulting from the
 course. Two est--,ates were used onehere, based on cost
reduction or or-
 s--believed by management to have resulteddirectly from the czcrse. 
The second is based on change 
in
 
firm sales between the financial 
reporting years immediately
before and after tra-ing. The first estimate suggests that a ,aximum of 
c -4 S could have been created (62 male, 31female, h; sec- c (247e . 0 male, 122 female) . Naturallyno'- ara nanoial perfcrmance or sales activityw be-ouldevote : creation. For this reason the lattertwo est_ ares are Y-ost regarded as ceilings, with actual job
generation b-low tz=e 
levels.
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8.-
 Review of GE,AH andment proposal for in plant training.
 

The proposal requests US$312,100 to present 168 in companytraining programs, obtain 200 days of AMA technicalassistance, purchase 12 new AMA courses and train 16 newinstructors. From a technical stand point GEMAH will have no
problems doing. th1s. The 
majort\Y 
of the offerings are
likely to be GP; other 
cou-ses inicated have been taught
before as pulic 
:nars by local instructors. Capacity to
absorb courses -ur:;ased from M.A 
is well established. The
most imoortant 1ss-ue 
is that the anerdment merely continuesthe status quo anu does not contribute towards resolving thethree prerequisites for 
GEIAH technical self-sufficiency:
internal capacity tj develop 
its own courses, ability
purchase courses to
from other suppliers who are within GEMAH's
own means financially, and traininz 
more GPPO instructors.
For this reason It is important for AID to consider
directing some 
of these funds toward so ecific mechanism to
assist these areas.
 

The amount 
cf '": technical assistance requested seems
excessive, 
cc:- to the tasks 
an! GETAh's previously
developed ca' a;
*- s, eseciav in the second 
year. AID
may want to r
cc - .o a.u half of the amount
requested into "e'manent
a endowment, 
or a building fund.
Both would he: 
 r< OGE H finan-a' self-sufficiency in

the future.
 

Several less 
 imortant technical point s the
in proposal
deservu attentico. 
 First, the courses proposed for in plant
presentation (except-
 GPPO) 
were not designed for this
purpose and may 
reure modification 
or development to be
taught ef-fec-ive cecond, majoritythe 
 of these courses,
in contrast to .-
z. :- withdeal --- e, level
-car-ment lS functions
Thi.s iml4s
- artius There may berelutancrti-ci1pant 
aroulcu
reluctance to
leve!, and --'.reen-Tai-1aylargercosts involved for training at thisa-v
"evelm......ay.imited -1~ean 
 to the largerfirms. This suc h.t 
some difficulty in reachina course
and participant 
 -s may result. he Int -Compan formatis unlikely to aotrdctive t most firms who desireconfidentiality 
. , estmates of nurber of courses to be
hi-ared
taught seem . to prlevels, 
 especially
.. iderine ...
 f.r more
to m...e - the specialized
functional courses 
 narrow. The zrcposa1 does 
not specify
if funding is for ,tional ,
acti , ty, or merely supplants
activity that -o:,have taen olaoe anyway. This impliesthat revenue esto,:tas, especially for DIF, may he high. 

:here is no rea:.n to believe that returns for the
course will 
dif:fr
from previcus offeoIngs. This 
GPPO
 

accounts
for the maioritv c: courses to he taught. 
Returns for the
other functional 
 ::urses ie1y to
are e be lower, inproportion 
to that p:articular department's overall role in
the company. For ;:usiness as 
a whole this implies a return
 

12
 



of about 32 % of 
GPPO levels, assuming 3.1 departments per
 

company.
 

9.- Private Sector Perceptions
 

Overall private 
sector perceptions 
are positive. GEMAH is
regarded as 
young, dynamic, professional and associated with
mostly medium sized local 
firms and multinationals, instead
of the traditional business and commercial elite. As a young
oranization 
 : is frequently associated with the images
of its individual embers and director, which are uniformly

positive.
 

GEMAH is most closel'' 
 identified by its training activities;
awareness 
 of otne- undertakings 
 is low. An effective
marketing 
 .:-. s resulted in wide knowledge of theirtraining activi-' ies . High levels of participant
satisfaction 
anJ :-esultina word of 
mouth recommendations
have enhanced -hs general image. Training activities areclosely i4entifie ith the AmA, which gives status,prestige and cred~b.:ity, but may constitute a transition

problem later. 

....~nu~i
nt-..'en :nccneoton with 
this study view
GEIIAH as a - .v-x, e.:ensive organization with a foreigntint.i-deier. seen as fairly standard,wit!-useful, and 
,,eby an e:.e lent professor, which produces a highdegree of overall snn'sfaction.
 

10.- Extent 
to which proarams 
meet needs and identification

of unmet needs. 

courses. cA seem -- no:a good job of meeting private sectorneeds .n the r 
 ered for these who have participated.
Evidence of this Is provided by the level of financialbenefits reported , above) plus very high levels of
.e~crted 'r - satisfaction (5 above), word of mouth
recommendations, 
 recteat purchases, 
and highly favorable,
consistent positive 
evaluations of 
courses by participants.
Since no se: of
one offerings 
can meet all needs of all
people, traSnino ca stIll remain. Few offerings have
addressed top 
. enenz, specific 
business functions
,nustres,or cro-e: or
toc:ios of business interes:. Previousstudies have idn fied substantial demand, but 
no supply,
for training in exj-ortin 
, labor law, export company
management, effe:- ve andoral written co--z--unication, 

e ervIews
.. .... conducted for this
ea-uat i n G .Q.:e unnetU needs for training inmicroooCputer 
 ay1L iat:ons, quality 
 contrzi, public
relations, internn:_:nal trade, 
agribusiness, and 
specific
business activitIes areas, such portas 
 and airport
management, and 
 agency management. 

Following 2MA..
praoti ces, 
almost all courses are scheduled 
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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 price levels might
increase accessibility for many, especially 
in the service
 
and commerce sectors.
 

11. GEMAH's capability to particlpate in AID's small business

Development Activities.
 

Five components are 
required for an effective system

small business training: 

of
 

- a well defined client group

- Carefully constructed courses with appropriate


topics, materials and instructors.
 
- Adequate physical facilities
 
- A delivery system to 
reach clients
 - An effective management system to control activities.
 

Evaluation of againstGEXA2 these requirements indicatesthat it presenzt. hvs manv of the characteristics needed toprovide small business management training. These include anexcellent managemen: team and management system which couldbe extended to those activities, a large, appropriate localinstructor group, adequate physical training facilities
the two 
major cities, and access to the network 
in
 

of Latin
America institutions doing similar work. 
Other critical
capacities are present and
not would need to 
be developed.
These include the ability to 
access the client group, since
GEKAH's current 
mem.ership base and networks 
are different
and the capacity -o obtain and 
develop teaching materials,
since current oferings and programs are in no way
appropriate. Als- i-'ortant is fact GEMAH
the that has no
inancia 
 eso to contribute, even 
on a cash flow
basis. Full supoZ:rt f:r start up, 
materials development, and
direct costs would 
 e eulred.
 

Several strategic ues raised
are 
 by this possibility.
Economies of scale and 
 cost efficiency in overhead and
facilities 
would result, benefiting both projects. The
activity is corsistent 
with GEMAH's mission, its business
oriented 
image is favcrable, and good working relationships
with AID exist. Less positive issues are 
the possibility of
diverti'g scarce management skills into another area at acritical 
 stage in c-i!': s development, a possibleinconsistent 
 mae to that preferred by some currentmembership, and financiala risk if planned complete supportfor the small huszness training does not materialize. Theoverall conclusion is that GEIMAH is a viable alternative toconsider for this activity. 

12. Dependence on Tech.,nical Assistance
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'All Of GEMAH' ts;eaching pr nrasnased Lroif 
the'i2 American-Manage mert Associato an thi 'ruos
 

~1 
 2 '-~has 'colleted training, and 1began~ ,instrucing, on their- own,giving, 'GMA capabilities;, to handle 19~ of the24local1" 
-~courses purchased. A ,second.~ group 4of instrutor s~is , in thekfina~l ::Stages of training.I'This will rvid'atta f.4,
 

- g.-v-1--1ng--goodz-cveac -an-bacAA f6ch icaf dvha.'eenmost
ajbout 75 %4of 

,act ive'lW ivolved in'. selling 'an teaching4the offerings,, of 'theicri'tica1r GPPO, cure
 
-fl N '0rly'.one, local "instructor 
is currently4 trained and-teaching
*~--~.this course independently, although more, inare training.This, poses a capacity constraint which is a concern both now;-,
and later.
 

High costs mean that GEMAH can not cont'inue to Purchase' AMA,materials after external support ends.
demonstrated internal capacity jto develop 
Yet to date .no:~:,
 
new courses,x orPurchase courses from other. less expensive sources, excists,:.although initial .ef-forts along these, lines are underway.,.Expediting these effort must~be a priority concern.
 

GEMAH is not at all dependent on AID staff for, technical,assistance at this stage of 'the institutions development,although during the .< 'initial six months of. the iproject no 

men AtID began and crtclcagsinpronlWr
 

CONCLUSIONS AND RECOMMIENDATIONS
 

The. central conclusion of this evaluatinon is, that "GEMAH>7viable, well functioning institution- that' has,-made 
is, a 

sinfcn
~progress in a very short time., Training .programs -are of hgquality, and, most 
 importantly, 
 have ,been 'well" 'received 4 n <&4beneficial for partici'pants,l 1wh.oy rep I ,hg nd 
satisfaction. GEMA's internal, opertions~ are efficient" the
-~organization has~been quick to change and" innovat& as, conitondictated, and the businessl'ike quality" of,' manageIment, 'isexcellent. A favorable image, and good,', rellations 'exist. with,-thstagee bsness community, In 4this sense GEMAH has 
acoplse
~in ,three years whiat' it 
years 

has taken. othzer: such ora'n -aconplsh5«8to< do.' The' core activities of'courses off ered a'nd, person s 
wid' 'margins";.t~very thig 

'--­

levels of :quality. There doubt'is no the AID has received goodvalue foIr the time' and money. devoted. to. this project.,~ 

Within this overall Ahigh level of Performance, some, areasrequiring attention do'exis't, The most important of these are: 'N' 

A§-ighA> degree of dependence"-on' courseon~e offrin 
c i a 
' N N "~ 'f i n a n l p-e r f o r-ma n c e',N 

for 
~ ~ -, ­ -4 ' 



3 

2. 	 Heavy reliance on 
 the 	 AMA for course dq.velopment and
 

teaching materials.
 

Somewhat low melevels. 

4. 	 Development oft capacity to acquire new 
courses.
 

Specific recommendations to 
facilitate these adjustments are:
 

1. 	 Training Programs
 

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

b. 	 Follow throucK on establishing the proposed advisory 

comittees :r :-siness community 
input on training
 
neceSz.
 

c. 	 Broa.en 
 .to e 
a course directed
 
at t~o t and resCond to other unmet,id.-'eaee-, tnf eds, such 	 as exporting. 

d odify e>:i-sz:I offerings to ro ,ucenew formats orindustry en.<hsi and, vary time schedules and pricesto attract ne*. o'ences. 
e. 	 Develop erne,.., ... cost course suppliers, primarily 

from 	 among _:ACC::S members. 

f. 	 Deve:o other i:rams in the in-company format. 

g. 	 Deveop co: v :.o design and produce courses, 
reso~n~~ t- needs. 

2. 	 Financia:
 

a. 	 increase ave,:- -, public seminar attendance to 20-25.
 

b. 	 Reemphasize s=ies efforts for the GPPO program 

c. 	 Estab ish a :o:rittee of members to oversee financialperformance an serve as a catalyst for fund raising
projects.
 

d. nrease ... . phasizr.zg formala campaign andbusiness 0..:-:-_v irnvcl;emen _n Teguci-apa. 

3. 	 int.ernal 

a. 	 E>x:edite intS::"I>-tion of the nmicro computer, withmember servi- ctivities as a priority, to free stafftime 	 from ro:tne activities. 
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b. 
 SLLeamline accounting procedures for billing and
 

collecting membership dues.
 

4. AID-GEMAH Relationships
 

A. Regarding the amendment proposal for in-plant training:
 
1. Nodify first 
year activlties to include the source 
of
materials fr=n 
non-AM.A sources 
and technical assistance
to help local instructors develop their 
own courses,
critical ste::s 
for technical self-sufficiency.
 

2. Clarify ino'-: nzal .evel of activities generated in recar to 
 c:nt program-ing levels.
 
3. Co ns&-" re::.se :a:ing (somee,. part of) second year fundsto es:ab s:-; 
 a :-ermanent endc',..'ent or building fund
whic' w'ill a_ ­sz financial self-sufficiency.
 

B. Rezardin C:-AH's role in AID small businessaotiv'' tIeS.
 

1. Consider c ,,,:: a 
a viable, alternative organization
'or.une-:ai-j small business training, subject 
to
 
enified ci::szraincs 
 of client access, teaching
Ta-eralI Ce",-I c... ent and diversion of management

attention.1 
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PREVIOUS EVALUATIONS
 

Previous evaluations provide 
 useful information 
 on the
performance record of the project and document significant
developments 
over 	the 
 v'ear 
life 	,of the project. Three types of
evaluations were revie.we:
 

1. 	 AID internal a,_rzerly, semi-annual, and annual
 
project reports
 

2. 	 An AID audit of GE.AH, conducted on September 11,
1986 

3. 	 GEIAH'S annua 
 re.orts 
for 1985 and 1986, which
 are informat-ive, rather than evaluative.
 

In 
all cases the overa:: 
findings and conclusions 
were salutary
in that the project
and expecatlons ... o..s~stentl s ssed the major goalsse 	 hemjcrgol

and expectations 
 vformulated.
arising out of these re, 	 Significant obser'vations
--":s 	are:
 

1. 	 The administrative 
:-£ucture was streamlined and reorganized
following the resi-na zion of 
the first executive director in

September, 1984.
 

The 	need to 'ncrease
2. 	 the number of courses offered and
reduce costs in "ight 
 of lower than planned seminar
attendance was noted. Prosections were for 50 and average
has been 15.
 

3. 	 The expansion of G 
 S GPPO course to the public sector,
especially programs reeiving AID administrative assistance,
 
was recommended.
 

4. 
 The in plant format ','as instituted, with resulting increased
demand on the 
 evel
la" for porgrams.
 

5. 	 Funding to open a bra:nch 
office with training facilities in
Tegucigalpa was 
ac'oved to increase training impact andachieve economies c- e.
 

6. 	 Emphasis on 
se .... institutional 
rather than 
individual
 
members was acpo" 

The overal. 
 :resented is of 
an organization that has
been effective in reducing 
costs and responding to 
 new
opportunities.
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DEVELOPMENT IMPACT
 

The development impact of 
the project is discussed in sections F
and G, evaluation findinos. In addition to 
the economic and
employment consequences ,fdiscussed, there, 
the project has other
i> ortant impacts: 

1. Improved management efficiency 
 for companies, government
agencies, and individuals. 
The in-company format 
has
especially effective in improving 
been
 

overall communication,
 
goal setting, andranagement effectiveness. Since recipients
are prinnary larce companies or government agencies located
at 
strategic oointE Is the economy, the leverage represented
by even minor c':eents in operating effectiveness is
important -for i e'.'el, cnt. 

2. A 
 convincing deonstration 
of the effectiveness 
 of
managemen.t 
 tr&inn--" which contributes toward a morefavorable 
clirate fcr training in general. As documented
elsewhere 
 in e report, Honduran managers havetraditionally been reluctant to spend for 
training and
sceptical of results. The efforts of GE>2H and the successof its pro.rams indicate 
that this attitude is changing,
especially among top ,.anagers. Given the resources now beingdevoted to human resource development in Honduras assistanceprograms, the GFk-n experience has contributed by developingreceptivity for training. This will make more 
effective use
of these resources pcssiDle.
 

3. The deve1opmen an training of corpsa of 42 local
instructors. Sinre 
mzst of these individuals presently teach
part-time in local universities, this represents asign.ficant, impact on local business academicprograms by indirecty irroving their faculty. 

4. Enhancement of GK>A-jS own institutional capabilities andcredibility, which alIcw it to participate meaningfully inthe development pocess. Examples of this include public
service consult in. t ies with city governments, the SanPedro Sula police, and airport authorities. The institutionalso participates 
 in inter-institutional human resource
development efforts, which multiply its capabilities. Thus,spn-off contri .. theor expertise created in GENIAH aredeli'ered in other .reas. 
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advertisements, 
 direct mailings to members 
 or other
appropiate prospects, and 
GEY.AH salesmen's visits. These
programs are 
held, usually, 
in GV'IH'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 GM:- :raining program contemplated that allcourse offerings .'ouKd follow 
 this format. In Company
Programs 
are de'.ared specifically 
to a group of employees
from one ccmpany only, often at their site. This delivery
mechanism evolved ouic'kly after 
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EVALUATION FINDINGS
 

A. Financial Self-Sufficiency
 

The develooment 
of fn= nal self-sufficiency 
for GEMAH at the
end of the project is 
 er as the most important anticipatedoutcome. The 
finamcial 
Zelf su ficiency of GEMIAH was 
analyzed for
the purposes of thic 
report from *:hree perspectives:
 

1. Based on 1926 actual perfomance
 
2. Based on 
1985 actual perfomance

3. Based on 1987 
budgeted perfomance

4. Based on 1987 
year to date perfomance
 

The analytical approach is 
 that of contribution analysis, based
on fs identrstno 
-.- e cen-ral core of fixed 
costs associated
with c-.- as an 
 s and then examining the ability of
income produ-n a:!s -mto enerate sufficient funds,and abo-ves v sociated with 
over 

carrying out theseactivities, to os. ,.
 e foxe cr overhead costs. From
per-p.etive trann this a.... t--
 are viewed as 
being required to
"contribute,, revenue an above their direct costs to supportthe overhead and inf - ture provided by GEMkH.
 

The fixed costs curren-y incurred GEMAH
per month by total Lps. 33,055and basicsd rovide- personnel, physical facilities,and office supplies. Since these costs are known and controllableby .O.-..,they are the mst logical starting point for theanalysis. .eover, 
 these 
fixed cos:s seen reasonable, given the
nature and scc-e 
of viti, which reinforces the idea of
mlnlmum fixed cost base which a
 
must be covered. As discussed i;
the section on 
 anaoemen:, -FMA.
the number of employees is
reasonable and 
all e oc"u:ied at productive levels. Indep.d, 
in
one sense, a sionofi.t 
 nt of
..... fixed cost reduction has taken
place because 
-o-a ne ano 
total salaries are signifi­cantly below levels 
caled for in the 
original program proposals
in both 
San Pedro Su-'.-- 7ecuc igalpa. Also, salespeople are
commission against salary and, hence, can 

on
 
be viewed as a variable
cost assigned 
to cubloc seminar revenue. Duplication of support

services, such as achas 
 been avoided in the expansion
to Tegucigilpa.
 

The anavsis is coblica:edby the fact one set of 
fixed costs
supports 
 two separate
r IentifiabLe activities: membershipservcens and ri o. 
 -he assionment of fixed 
costs to each
activity is presented in Table A. 
 If the earnings of sales­people are excluded fro)-
 the analysis, which is reasonable since
their earnings 
are asstcined as commissions to the public seminars
each month, then G._-. 
.usc 
 generate a contribution 
of Lps.

16,739 per month to 
cv.e:- 2he fixed costs of training program and
 

21
 



V % 

.LCTO OF. V«Y p<R? 

~ ~ ~ .. 

2frV < 
~ ~ ~ ~~~~~~~~I ~" S PER.V MONTH.. '~V~V *V-V*.VVtE IIR '~.< 


j. V
 

SANPE11RDVV.VV 
 SULVr 

T'EM .. VVA )V N YE B PS I TR ~I4<B'V V<V p.<.< *V4.. VVV V V< 
 <W 4 . V 


<4'E 700 4200~p 60V< 2V4VV<8
<00 
 V V <V ~ ~ .' <
 

901) '10 90 0V o 

e4.VV 95X0V
Director 39 ' 570V1;n 60V4~V~.VV A.V0V' V
 
MiV bes< Director« 
 700 * 70 to 

1.0lV91F~e o "..V tic 80VV 4rSu vi 

pcortn k'itv 375VV«~VV U6015 40V 225IA 


~~ -rreta-y, Sales Dep 55~0S E AD11SoLON5245V 70
.3 

~~~~~-r 200,' 0 ANI200 too~CdF

c o .0 .. 
V'<VV V .V~ 

E~ or 225 13 60V' .. 0 46J <V 
 <'~VV ' 

<V V6V <~17 111[~~U~7 556< 333<< 


Vfc~-e 
 iVfl 13VMV IC0 s 20 2
 
V'V. EVVVVP 1 1 0 1 6
i 
 6
 3 '471 
 1100
 V61 


.V9V 
 E 4A~ 'L8L.) 686 
 <V6.
 

Cc rsi~ pnDirector '' 00 . 0 0 3 0 0 V V
 

cO§3:t is 90erior40 0 90 too'8
'0 

CEnecreay, ~> I 225204 90 BO60 


Saleseurit o10 0 24O10r
"10 

V'.'ras I<<"Dircto '' ''00 5 0 33 000 I0 V 
 V .« *« P' 

F; hoe j :ai V 
 soV. 12 1 2 100) 
V9 


V 
 -reatiron, 
A3 


* 00 26 533 6
 
C,' h 1500 10
rAV 
 210
 

CV' t~- -----­~~~~ "b ~14Toti V 4 5Cf3',. ' 2
 
.

Ilt2 873"V~~V
 
V19 


http:60V4~V~.VV


Ir-ta: excluding 

sals Pople I0625 2792 7833 

SE .AH TOTALS 

tal 36155 16316 19839 

e: 'n, 3355.. i316 16739 

23 



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 on the ability of the 
training component of
GEMAH activities 
to cover present levels of fixed 
costs. For the
purpose of this analysis, it 
seems appropriate to exclude the AID
 
cost the
support provided for t-e of AM technical assitance
directly related to r Althouoh this is 
a cost, it is one
that will be
not con.inued 
at lche EOP and, hence, will not
influence _L
the or:: n's elf-uAtsS i-iency As the table
indicates 

7. 

GEr'5.-.. otcvities 
did not cover their fullcosts in either can year 1985 or 19S6. Uncovered trainingcosts excluding 
techn-C -Iassistance
were Lps. 89,350 and 72,252
respectively. This 
s!c- _-71'! corresponds to 42.4% and 17.7% of
training income in 
 c= 'Cears,
respectively.
 

The 1987 budget, as dsibed in

substantial suplus 

Table A.2., part C projects a
cf .:4'na contribution 
over training costs
of Lps. 93,230. 
This curse, implies self-sufficiency for the
training activities 
and the cranization 
as a whole. In this
budget fixed 
and diret-
 -:sts are projected to remain close to
the 1986 level, 
whil t c seminar revenue declines slightlyand in company seminar 
 venue increases moderately. The primary
difference 
acco nt 
 : :he improved erfomance is that income
from diagnostics, i7:,ation and 
follow up
increase fr C 7.. (for 50 programs) 
(DIF) 

to Lps. 
is projected

144,000 
to 

(for 72 proarams).
 

Projections of costs, 
 seminar income and 
in-company
programs seem he
to 
 -e .... ngi.,, yet reasonable, goals. Theprojection 
of DF m .. seems overly optimistic for severalreasons. First, te 
 - on is based on 4 days of additionalrevenue 
per program ,.h. is 

three to 

above the average of slightly over
date. Se:-.:, 
 all conpanies continuefollow-up work after with the
e ourse. The interviews with managers whohave used the nrocran '-:cared t'at almost all of them viewed
the per 
day costs forfolcow 
up as quite expensive. Since
everyone 
in Honduras loves a bargain, several have been droping
the follow-up (perhap 
 ~shr sigh tedly) as 
a way of reducing the
price of the progr:m sA.sc, 
for several the benefits of follow­up seemed remote and 7rc'inal 
once the course, diagnosis,
implementation 
-.

andwere oi i.-e. For th:s reason GE,1AHexperiment might want towith s S e modfcati ons to its DIF
pricing: 

1. Reduce the per da'2 St of follow-uc substantially. 
Since
there i s1 .s
.1- resistance to purchase 
at current
prices, lower night
4-::-- actually increase revenue 
and
contributicn, 
If .:rices 
 are perceived as representing
much better value. 
 ien present compensation 
rates (about
Lps. 150 per day" ,....e individuals likely to do the followup, prices could reduced by as much as 2/3 rds from thepresent level 
 (C L ps. for rmei-bers) and still produce a
positive contribU--.. 7 instructors currently in training 
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TABLE A.,2
 

GEMAH CONTRIBUTION ANALYSIS, TRAINING
 

Lps.
 

Tr'.',TN NIt3 IN't OrFE 
7,090
 

Pu:.bli c Semina_-rs 
 1826,290
 

in- Company Sminars 201,000
 

V: -p€r,. st icB 
 7, 200 

I m p ; ... - 1 U.,1,.=Pn ..:wt I or- 7 ,000 

Folio"c-up 
 9,0
 

",A INI NG DIRECT COET 1. 
 117,342
 

Crtr 3 but i on 
2:9,74' 

FI ED COSTS .2. 34,178 

. _ _E s ( 1 6 4 , 43 0 , l ,_-o - - r . F ij' d Co t 


S,:T r -d 
T-r inq Fi:ned C.ost, Emcluding 
 ( "2 :5r" 
Ec,~r ic -, .- t .. - . , cr 

B, .10.,5 _CTUV l ' F,FoR~1 '.
vJ-E
 

Tr".-si ir ,,S n om.1ar =
Z'I., 07)

iTn-Com-pany -isminars 
56.5710
 

w Io ­ ,
 

o ', 'Up 
 , 25 
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can be used for this activity, and 
paid on an outside
contractor 
or fixed consulting fee basis, then theattractiveness of the price reduction is 
enhanced even more.
Some experimentati-z-
 to gauge the reaction to lower pricesand identify the price that nmaximizes total follow-up
revenue will be , i red. The effort seems worthwhile,however, given r.:e ience to date. 
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Several executives interview.'ed compared these daily feeswith their own salaries and concluded that the offering 
was
costly. Although not a com.pletey rational comparison, it is
very human and reveae-i to be co.mmon. Bundled pricing wouldmake the percepz:cn ess obviucs. For the above mentioned
reasons, a zrojectiO
seems off no rcre than 3 days
semsttln Fclsc.:-uv 


more reasc::aL"e, esocz~i"vc DIF per program 
mentation, Fc! 1C...:-.! -E zip considcering that some 

2.- n- ,se e.•un-eone p1 ice for the complete

p acka e. 7.-*S ce " i n a ze t he op t iona l " na ture thatscase of he follow-up and result
 
in a more stat.'-, 
 e -be, revenue flow. It may also
te.Imier cat;cC .. ... off ,stone, aln.. 
 n cost, as the price is
assSCiated wih -:: -eee '-gram,nd not man days.. .......
with tei A c. ;no .ex co-m7pared these daily fees:a:d e.A- that the offering wascostly. 
 a competely rational comparison, itI's very hum...na . . en prio ing would make this 
perception less 

. the ah:,e - -. n ection no
- of more
than3.
1 Y - :reespeca l% reasonable,c r th.c s:7 e organiZationsreceiving sa.-.r are 
y n. want the same levelo f ? efffcrc . T-is _.':lies that the 1987 budgetsurpLus Of trail... :...e over


Ls. 
full training costs would be50,00, '::- still r st self-sufficiency for
training activities.
 

-.c.ual p e ma :-. s e  to date in 1987 is shown inpart D of TabL'e A,2. At t-e ime of this review accountingdearment rer:s ..ere avaa-cIe for only January
February. he a reveal and
that CM. training activitieswere not selff-suffffci...
in ti...s 2 month period, failing byLus. 2E,041 o=<verto full 
 osts. 7hs information must be
interpreted t-
 ar, hoevEr. January, February and
eeeare 
 a......
t... 7L:nths the year for
.S- ofProgram activ- teAs a "Gr1 Ce u -C -ccordingly.Ccnseauentlv, this Yr sc is .no cause for al2.rm and progressto..ard s-eIs 
 I .' - c date 2.s best measured by. . son off b::.e<:i ant actual erformance. 
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YEAR TO DAVPRF'TLO'CJAI :YAT '- PERFORI'ANCE, JANUARY, FEBRUARY, 1987
 

eguciaalpa income, Lps.
 

Budget Actual
 

Public Seminars 
 4,900 , 6,550
In Company Seminars 16,000 12,000

DIF ,600 1,760
 

San Pedro Sula Income, Lps.
 

Public Seminars 
 2 ,000 23,150In Company Seminars 2,000 5,000
DIF 4,200 1,760
 

-euc gca na Pr arams 

Public Seminars 
 2 2In Company Seminars 4 
 3
 

San Pedro Sula Programs
 

Public Seminars 
 4 
 4 
In Company Sem:nars 2 
 1
 

As the figures a'e n:nlicate pubIic seminars are 
on target in
ber of ofe..n c: ahead of budgeted income; 
in comoany
programs 
 are oe, et by i offering 
in each city and
ccn.se cenp yshort o= ~ezed income by Ls. 7,000. DIF is
below budget by Lps. reflects
1:,E0. This fewer programs thanbudgeted. Althcu-h
, .o.. data for March and Aril programs
are not available, c. .s, of actual 
versus budgeted number of
 programs is possible.
 

umber of Programs 

January - April 1987 

u,-,et Act;aI
 

Public Seminars 
 4 4
 
In Company Seminars 2 
 6
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5an Pedro Sula
 

Public Seminars 
 6 
 9
 
In Company Seminars 6 4
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The fact that only 10 of 
the 18 in company courses planned 
in
the first 4 months of 1987 
have materialized 
may be cause for
some concern. Obviously goals 
for this critical offering must be
met if GEYAH is to be self-sufficient. 
Given the 
lead times
involved in selling incspany course and the fact that mostsales may invo- e pCa es of several courses for ' one
institution, luctua t E fr I-te, rather si m List ic budg-,t of 6in company programs e :c.h are to be exp:ected. As of May 1, 2in-company ,,.- :aeinitel v -roc'rans for Mav.clnrcted However,9 such corses are I e 
was 

for June and the Executive Directorat the fnal stac: -ecotiation for another package of 13
courses with one ce";,, ...... these ver, high probability salesmaterialize, 
GAH essentias ly be back on target forbudgeted self-su fic e::.cy in training. 

This situaticn, althatch not alarming or unusual, underscores
three observaticns. 
 :ne
-rs- e:-mhasis cn in-company programs
over ubdlic seninars 
a,2Js volatiity to operations, especially
s nce packages of severaI courses per conmany are common.means tha a Thiscncer- th-n­ iut :onth to mcnth observationsis needed to :e2: . ' u,. . 

Second, the 1; r-7a-,- :7rccra-,s markeoing is critical. Evenone additional :-oc...::< sae (cr -e loss thereof) can makesubstantial differe:ce ain f*:nc_ perfomance. Since these are
big ticket itens, pj-:r:se at the general manager's level, theactive, continuous ...n c"ofthe 
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TABLE A.3
 
GEMA!{ CONTRIB U1,, ANALY SI S 

ALL .... :::EC, 7TI ES 

A. 1987 BUDGETED PERFOR::'ANCE 

1 I , BFKRSHI P 

inccne 
 84,400

Direct Costs 
 8,800

Contribution 
 75,600

Fixed Costs 
 1.11,826
 

U ce- r .... .. .ixed costs
ers-
 (36,236) 

2. A N7IuG
 

Contr: ution 
 50,6,cO
 
Fixed Costs 202,37O
 

raining Surpus over 
 xe costs 
 93,230
 

3. G-.EMAH TOTALS
 

Contribution surplus 
over fixed oosts 
 56,994
 

B. 1987 YEAR TO DAE PERZFJKANCZ 
(Jnuary February)
 

1. MEM:BERSHIP 

.ncome 
 c,-

Direct Costs 
 :,957
 

Ccntribut ion 
 7,743

Fixed Costs 
 :2,639
 

uncoered fixed ebership costs 
 (10,896)
 

Cc ntribution .4 ,354 

L.*,. C z-E..2r a n.-7 - e- ot ( 26, 041) 

3 . G - TO'A-LS 

Uncovered Fixed Costs (36,937) 
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Executive Director 
and 
word of mouth recommendations 
from other
top level managers and 0EAH directors are critical. Third, given
the above, fi anCiaI
the . self-sufficiency 
 of the training
programs, althcuah rea-:2fc.e and attainable, is somewhat fragile

and, as is true 
in .most oi very much a result of
 
recent perfomanv.e.
 

Table A.3. extend s the conti. rbution analysis to includemembership actAvties. As part of 
the table indicates, membership
income is insufficient 
by Lps. 36,236 to cover the 
fixed costs
associated 
with 
 activities. 
 The budget assumes 
 an
average membership 
 : 15 based on present composition
company and individua re:hers) for 
of 

the year, compared to 167 atyear end 196. Ccesr:-, that membership as een stable atabout this level for 2 years anj that net membership has grown by1in t he first t ef-ee :fs 
 thi sYE=r, this target, althoughatta.naoe oi'en one £..::1.slon In:o eiuoioalpa, bemay somewhatoptimistic. A worst 'c:.- come cf no c-:ership growth wouldincrease this 
_s -r -z. .. ... ,7
 

For the 
 -2i'-
 zan ro'ections imply
;:ci ooe: atotal en7 suu
ru Ye aor , EearT..<. If this surplusbL. is
 a perhaps overly optimistic
DIF sales fo'recast -:i, - jp. 1 C: to anticipate that only
half of the anzici:el : shic growth would take place, thenG re:.-,H se I f-sremaIns 
 b by
en bt only the narrowest of
marns, a 
 east s reasona-le budget forecosts.
 

Part B of the table -,ots year to date results. These results
n--4icate trateo
(by -90(by e s s : hly less than budgeted-'sts are t
h-aher nan budgeed (by

* 9 . .tnat s-s _uncovered fixed membershipcosts are abou L mre than expected at this time ofyear. Fo-r ,.-}:.- e ar toDas date operations are Lps.36,937 below tne 
"oval .t 
 cover ::xeft costs.
 

The above analvsis co ner
s only the quantitative aspects of
economic 
 self-sufic c' E >amination of 
 the qualitative
aspects of the 
crcani ::-cn is also important in determining if
 
the capability exiss 
 ach~e'e the status indicated by the
financial nfcr.-,ation r
es "caualitative aspects include
the au of
aty m-ne 
.... t I he exsistence of a responsiveinformation system t. _itate
f dessions, and a competitive,
well re 
eived product o-ffer-ng. 
Each of these aspects is analyzedan ,--re 
 ail e vsre:or. 
 he discussion has
a Vev 
 -tnntn.s respect. Public
se nar Sa - , c1 , - C_L 7. C S t contributonr The
 .anyrr:':
n c s -.',--een 
 vCrV ".:well received and havedeveloped a dison ,. y-- in ae advantae market segmentwhich is cr rfiave t , and free of compe-ition. Areasonal-,,,e accountn 

in a 

- ex> s and reports are producedreasona"ly t. 
 The guality of management
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exhibited by the, Executive Director2xcelent. sand ABoard, of Directors Ai~e It< iscaaceie 
b wilnness to6 'mkS.decis~ions,'q~uick- reaction' _to ,change, close Iinvolvement withi 4th~businiess Fomniy ad-atue etui an~d commitmenit to
projeIct. .In' large thepart this results. fr therfact that project~
'~managemnent~ are Vall, businessmren, wih P2 vi(:)s bottom tline>
'V' responsibility,,in significant local companies. 

4 Most :importantly-all managementS seems to have acetdteaa-sel~f6ff7ecou.micse1Lsuff~ci 
 n y--andis. act-ive-iyz,--cor itte-d--tb wr~ twa d that. end'. From this perspetiv,
 4 ive~
 
4prerequisites for fiacalsl sufficiency aedfn~:eyi 

4'4'place.'' 
, ~~ A 

Several conclusions are relevant', based on 
thea~ve1 analysis. 4 <'From the narrow andJ technical.- -perspectie,'of' incomeeceig-F4-expenses, exclusive, of,_'.echni~cali assistaceGMHi no
and h,:s not, been 'inh the past 4self, su1fficient.- 1986 .,results"'indicate that GEMAH was : 
Aactivities, a substantial 

about~ 83%' self su'fficient in 'train'ing<~F
improvement~ froml98,5. The 1987. budgetJ4~poects self'suffidiec 
foth orai~kon as ;a whole by-more
than Lps. 56,000,, 'with 4 a Lps., ,93 23 surplus .1ntrainig.4-~yAdjusting tibudgec:poeto for h semintjuof these evaluators, overly optimistic poetio, ,fDF 
~ and new memberships -resule-s 

~ 4 

in Fbudgeted selfI-sufficiencyby-olnarrowest of margins, aprxmt4the ,Ls,4 0O. e'iaca 
Aperfomance for January and Ferayi beo-~ get and off .,the~~


44pro rata pace required to meet end'of~i'ear'goals~ However 'A theseA~are ,the slowest months of year,the so~some,;_shortf all_ in cveincostsjis to be expected. of more concern ,'iis,.the -,fact'.that the~number of 'in company offerings,,through, May,15 is 4be'ow b'u'dget by~8, ,which 'is 4critical considering the hi'V 'total 
contributiont<
expected ~from
epectedlit this 
-une 

program.~ O'ffsetting, thlistha programs4 and, adlarge, contractis aboutth''ig toibesigned will put programs ahead of pln by iyear.-4 

Some speciali%~
activities, (magazines, adv'ertisements, ,etc)44considered in :which, V~ee hot ~thea above analysi-na otiu~o.~


'A, ,44Given 0loadtthe,above, it 4may wel aequsio tht 'a,pecific& technical answer~
to~4the 
 i GEMAH self-sufficient?"I will .depend on h 
4Aday the 'question is asked -nanalys'is.4 

h seifi supin o h 
4 ~dAhsecfcasmtos6
 

Th relevant question, ofcourse, -issuf ficilent f balsed~ not f --- GEk s'ion an analysis a~t any seific,,oet, self 
4,----rather 
 -if the nature -of the situation is 'such that reasonable,~jYVrelatively minor-modifications to -the basic structure;'cantimprove,>j.
'perfomance by the relatively rriinor .required, - amount~unambigiously to, :Ive~~­self -suf ficiJent, Here, there4 are, substantial grounds4,~

~ for.optimism. 14The isubstantial progress 'of,GSEAH..in, the pastthreyears and Lh at 'thri's44now
hti snwvery ,close, 4to ethpasttathat basic self,: suf'f 'ciency ~ 4-suggest 
 the model, structure, and impl~ementation~'>-~~'-valid'Aand, working'. are:Most, ilnportantly, it,'is_'the.judgement1 o~f these ,A44~$4-A-~evaluators that sev'eral relatively min~or -adjustments a'e possibl' 
toincrease financia p cfmanceY Trhis fine~tuning has4 b th 4
 

A-4 '~.I~ ~'44$ 44'A4$4~ 4-4 - F.~~F ~ .A4~36. 



~~~ ~~ . SHOR~T-TE 

.. .. .. 

~ Increase Membersi~oapxmtl 5.Asecion"6A'~ 4~ ~..~discussed inthsetin nmember-shlpi thisj'i's the 'level\required to rcover~>.,.,'overhead 'associ~ated with~membi)er' service-activities. 
new mem~bers requiremnent, is, bdsically the planned 

Th23 
'the~ Tuciga.Ipa. target for~ '~eepansionj -pl-us about 751"h, s~Alh 

~ this is a critfcal~ a ta'n ab goal The~/ W~ establishm~ent of a nieibership~t committe :2reevaluation "of~7
memnber 
satisfaction 'and benefits, plus~~personina1'-recut
effor-ts by~directors an'd members,:s desrie rgal~r,required. ~A formnal mmesicmagi.prps'time -d, toi<&coincide with the arnnual meeting, shudb'osdrdperceived cost benefit value of 
h

membership 'coul&-be 
-'enhance~d,.-by offering each new 
membr the~right toaea 'hlrh-i
recipient for 'a public program. GivenM prsn ttnacl'evels, these sholarships' could be eail acon ae 6ver' -.. the 
36 'annual offerings and might beuseful in~atracting


members. 

V.2. increase public~ sem~inar attendance to avlerage,an of
paying participants, The, 1987 budget assumnes 20
 
average seminar~JK
attendance, of, 
17.5 in San'jPedroQ'Sula-,and '.16.3
Tegucigalpa, based on inthe conservative me 4fee of, Lps'. ~~ 300 per program. :'I 
 this average could be lncr'eased.modest-ly,to 20, .10 4 nmore participants .wouldreul-seminars' annualy. since ~~are now only slightly aboveKbeakeven, attendance,almost all of the narginal, revenue 'of, Lps. 3112010-1would:Igo4.directly to contribution. 1987j pu~bli'c-seminar,,-contribuinis budgeted for Lps, 61, 600. 
These very mbdest" increases in 

. 

attendance, would increase' public~sma -contribution50%. by -~~ 

'i 

The dramatic increase 
 in contribution -possible with
increased attendance 
' is illustatd b~y the I",Informe~~&Fiaci l for 2 GEMAH seminars held in. late January andearly 'February, 1987. As~the internal,,f inancia, report'. of 

proit" (ore'crretly
temed'a gross~ profit": or ~~~contribution)-and 
..;as, 'in 'that !sense, successful. Costs ,foreach seminar were 'approx~imatel1 equal,. The JanuZary, seminarat'tracted 24 paying Participants. and geneIrated,'a. 
I contribution 
of' Lzs. 3,,061., The-.February seminar, trce'18 paying participants, but g4enerated 'contribu ' ion's~ofLps, 71,718. In, t.iis texampleU.an increase -Iof- ,only.

only
6participants increased, contribution by 78 percent.Gie 

-­

th etaepsis~ 
 on producin 
 Gihratedneiven
logical proiyta 
 cnproduce 
bottom l-ine r-esult~s7'. 
uikl an~ihltl arial:e~o The exp~rerl.cet of 

increased- 'attendancethat !is Possbe oerain "with a 
I a ~ oss~le ~Or~37 
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_____ 

"GRESOS 


13 PARTICIPANTES SOCIOS 


11 PARTICIPANTES NO SOCIOS 


1BECADOS 

TOTAL PARTICIPANTES 


1,ESOS 


H0,i RAI0S INSTRUCTOR 

CONISI0N [S __ 

:ATE,':L PjlucCTICO 

P: I C DD 

BUFFT[S Y REFRICERIOS 

G,-',s~ v,AJE 

_PjCION (BROCHURE 

TRANS-PORTE 

OTROS 


UTILIDAD NETA 

-. EPARADOPOR: 

LUHSU "LA HLLLILIUNISiA IMAGLN DE .A E S,XrA" 
LUGAR Y FECHA SAN PEDRO SULA 29-30 DE ENERO DE 1987 

VALOR ES
 

L. 
 _7450,Q!
 
3900.00_
 

.3,550.00
 

-o­

_ 

L. 4,389.2i 

800.00 

JAVIER-HERNANDEZ 655.00 
LORENA ACURA 662.87 1,318.53 

308.50 

TI ENO 682.77 

PRENSA 204.12 886.89 

_ 516.64 

GASTOS DE CAJA CHICA 
 -, 68.73 585.37
 

Y CORREO) 
 245.49
 

. I 254,2
TI 8.79 


235.65 

__ . 

L. 3,060.71 

. REVISADO POR:11 
38
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LURS0__ k JL LSO 

LUGAR Y FECHA 13 y 14 DE FEBRERO DE 1987
 

VA LORE S 

rRESOS 
 L. 5,750.00
 

PARTICIPANTES SOCIOS 
 3,000.00
 
PARTICIPANTES NO SOCIOS 
 2J750.00
 

27500--

BECADOS 


TOTAL PARTICIPANTES
 

,ESOS 
 L. 4,031.94 

hCCAR1OS INSTRUCTOR 800.00
 

c u IS1 ;ES VIRGILIO H. PAREDES, 
287.50 

JAVIER HE NANDEZ 70Q97 

LORENA AC;FA 349.28 1,337.75 

ML_IIA_7ZL D _AICO 319.191 __ _ 

FOTOCOPIAS 13.95 333.14 

PUSLIC IAD DIARIO TIEMPO 682.76 

DIARIO LA PRENSA 204.12 886.88 

BUFETES Y R[FRIGER!OS 324.46 /
_ 
' -


CAJA CHICA 55.00 379.46
 

IAS1OS DE VIAJE " 

PPM C1:N (PAPELERIA Y BROCHURE ) 97.51
 

FOTOCOPiAS 
 6.86 104.37
 
TRA SPORT E 
 _187.00 
 187.00
 

OTROS 3.34
 

UTILIDAD NETA L. 1,718.06 

PARADO POR: REVISADO POR: 
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A) 


B) 

C) 

D) 


E) 


F) 

G) 

comparable pricingi structure, I::CAE seminars 
are not offered
if attendance belo. 25 is anticipated (reportedly none havebeen cance" in the last 2 years) and average over 40 
participants. 

As discussed elsew..here, there are a number of 
steps that
could help increase average attendance and contribution:
 

Review the salesman's commission structure to 
insure that it
truly motivies 
 ona sales, emphasizes producing
higher attendance levels by an increasing commission scale,
is clearly urcers:cd, anz viewed as a motivator and notmerely an c e---,5- sa arv e ol)4ective of the reviewshould nocc- t,-ez,:v anx'one's incoe, but to issue thatt..e can ac : -. ' : -. :es extra effort to produce the
attendance levels dcsr- . 

Experiment .c:est differentIn a 'ay with formats, schedulesaria prices se rfarac onsto c from the standard 2 days,
: CrM-at an, Lms 3 ,e-mters) , Ls. 250 (non members)pricee wi e-.nce. aend-nce. 

Experiment with 'bock booking" i.e, selling a number ofseats in a seminar to one company or institution, perhaps at 
a dis-cunt. 

Experiment with the 
 APEDE developed idea of "Bonos deCapacitacion". This Is, in siole terms, an advance payment
(at a discount cf around %%) for a number, say 4, ofsemar admissions -c be used in any combination of programscrlng cne year. .s may'erge m~ore frequent attendance
by large . .ascsts are reduced. From GEMAH's stand
point, cash flo'...-'ould be improved, collection problems
reouced, and sales effort reduced. 

Offer special discount or "partial scholarships" to special
groups who ,
would unlikely to attend otherwise. Such groups might include university professors and students,some groups of city government employees or the like. Sincedirect costs per participant are low and capacity is not aproblem, even substantial discounts, for those unlikely toatt-end otherwise, co.. ci enh:-:ze contribution. If positionedas 
a public soe-.ec;, reaction from customers payina fullprice wu b .... a .c relations benefits
 
mcont aIsC r .. -

Review the fcnanc cL s-ructure of the public seminars withthe salespeoIe to :esure the'.' are aware of the importance
of increasing average attendance. 

Review the commission structre to insure that sales
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developed n i&1ibwakins, 
or thog h efrso
>other' stff~ae c redite'd as OffIce com iss ions:.2~ 

S'especially membership 'dues. 

{> 49A 

4 Remain vigilant i.-otroling oper-ating Costs, 
suc s~ 
~ hotocoples t e--erhon,aetc,,'Al.tho~uoh-a

~are" reas'6inable, 
n 

co'n'tr Iol effortis shouldicontinue',<. 

Exedt nstallation of GEM4AH'1s 9 own>aria'>an~ 
 maicro
>computery.In GEMAH Is 'contcex~t the, use of, their own;,computer­>4will 
 not reduce personnel requirements and4 costs, 
..but oshouldfree time to allIow 
in~dividuals tofcso~ciia 
reas.

,For this reason, priority &n implem'entation and applications

should go to:
 

A) Mailing list, address labels, and. form 
letters; for
members. This would relieve. thel membership directorof >several time consuming tasks and -make. more rnember jservice and recruiting activities>poss ible. 

B) Membership dues billing, ,which,;hud ipiy an
unduely complex process and improvet cashiflow.
 

C) The seminar management process (participant rosters,
financial report,. and, tabulation of; evaluations) 
* 

* which would ffree accounting time for more rapidturnaround of financial reports., 
'> 

6. Investigate bulk mailing rates nor> free mailing privileges9 
41as. a non-profit institution. Mailinigs 'for_>seminar 'promotion >4 &<and miember comnmunacation are significant. Cost, reduction,if possible, would be useful. 

4" 1 
7.0' Determine if the 5% commission paid, to the GEMAN messenger~4
for 'p cking up member's
considering, the passive> dues checks is,' appropriate, *~nature of the> collectionefot 

_ ~~involved and the Iandividual's normal duiti'es.,<> 
'' 

8. Expedite the, traini.ngj of GEMAH- instructors for 'the GPPOcourse,, to insure' delivery capacizy, for .,this, criti-cal program., "" 

9.Emphasize marketing Of the an company programs'
critical responsibil-Ity 

as a 
of the Executive Director,' Board. ofDirectors, 'and program instructors iAll seem aware 

'" 

of these
responsibilities, 
 but' contix. ual reinforcement may. ~>-be 

>> '"V 

V ~ ~ *"'''"" i 
* ~ appropriate.~ > 

>4 '" - - '' ' - 9~ ~<-TV': 

http:computery.In


LONG - TER! 
1. Implement the reco.endatins 

this contained
report indisc;ssng the sectionthe ofseminar 
programs.
important Especially
among these 
are:'
 
A) Broaden 
 he C-r off-ersdirected at tg to includemanagement, a courseprevcus stuci-e and offeringshave indicated for whichsuch as anexzor-­ no, which unmet demand exists,
could easily be
several the topic ofnew
 

B) Modify 
 sc-7 Co r i ndu'; S 
. -stinacourses to< ZrV. .- that produce new formatsl 
 mightmore makemaeteematerialsa eal '- these: rreached mazr-ket segments.C) Develop 

c,,; eormateria s cost suppliers of-'iy course
Speifc 4 : from among PACCIOS
c- caI ass members.tance
v.t funds 
 should
mak-:e sit these bearrne-e-. 
'r 

institutions,
- s the use of programs, 
finance the
tr av el c C3S
0
 prcfessionai
andstr Jors i '-n fees
ay teach the of foreign
course
nnstructors in Honduras
to 
teach to develop capability 
D) Develop 

­

anher 
-- c 
 r\. pr 
 a similar 
to GPPO.Poss ib'--e C ­ .im Pr.asales 

Sae%-es: - incluie quality circles
fc' eJeeopment,
,7. ,-ect training
Consulting activities.departament
E) Develop 

.... capacity 
to design and produce its
rwl- a 
 t
d ing assistto local Thisneeds.
efforts the
o course Would

financial Ccal instructors development

corce:,sation by providing
to sub~ect for course some:'azer development
training access
academic if needed,adv~ 
e cr rev'iew outsideof propcsed 
and 

materials.
 
F) Inp e"ent tan 
 for a seminar program
Committee advisory

feeaaTin2 S -.,ess usef.C . -e. peo
I f in This iil providegning the above
 
2. a 
s h, a 
f 


the finac-,a cff ,.e.mbersaes which wouldand, oversee source most i
of :eas t 
 serve
a- yst as a
 
Consider 

for fund raising projects.
reEa-, 
 srme

generated of the special
pcsiti ',e projects
cntribution which
 
magazine in the past,
and the such
'atonal as the
1anagement 
Congress, 
or 
more
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traditional fund raising 
activities of the carried
type on
 
by civic clubs.
 

From the perspective 
of AID the above financial analysis
implies several considerations. 
First, even 
if the project
reaches its of
goal self-sufficiency 
by the end of this
budget year, which :s 
quite possible especially cash
flow on abasis, that self-suffic4,ency is fragile. This suggeststhat the to-cisin extend the project termination date topermit use of un_:. 1uns and to reouest modest additionalfunding of about SCK- 150,000 for next fiscal year is wellbased. The organizatein has done good work, exceeded itsgoals, 
and is "l close to full self-sufficency. All ofthis was _cne three
-. years, a much shorter periodthan reci ecJ or co:,parabe organizations with lower
activity levels. Thus the relatively modest additionalamount-s re:uestec o ,wouldsolidify 
 e results produced
 
to date.
 

Second, it is 'zrnt that any additional funds available
be directed at e areas identified as criticalfinanc-a self-suf fciency in 
for 

the 1ong term. Obtaining more
days of ...,A 
 assistance or additional AM!A courses
alone s 
n sr ent. This, in term, may require thatGF-,-.AH use m -_. thesc.e of fu,'is to contract courses and
t .nncal assistance IT- other supliers. 

Third, it bem.ay .;sful to consider establishing a permanentendow.ert, eiter In 
addition to or 
$100 - 150,C00 auODcional technical 

instead of the proposed 
assIstance. Assuming 
a
 

c'
one time AIZ csntri ution of S150,010, plus a $50,000 GENIAHa en e :.at- c c Yri' " ioCn ia-'Se~ yyr 7e. n t r i b u t o n s
earm.arked 
 for t'n I u r-ose or by a surplus of income 

i 
overex:.enses] and a 10% real annual return, Lps. 40,000 would be
roduced annually. Although relatively modest, this amountis eauivalent to of55% uncovered training fixed costs in . Thus, it see::s a reasonable contribution 
to help
insure econormc self-sufficiency. 

A variant of this an:.roach would be to use the resulting US$200,000 
to obtain a building or permanent office space inSan Pedro Sula .r eIf 
 suitable facilities areava n tn-S "labl"erce ranoe, tnIs would reduce rentalcosts of L-s. 2C per year in 
tv -

either city. The alterna­
-:tractveif
' o : f l o o r pa : of the building and.lo f. c. r ent e - 3 te - s ..others. definitive analysisto A .te . . . 

of this a'terna:i.. shoud recuire oata which is beyond thescope cf this re::. 0..nership of a building s onei-cortant e eme:. : :-the financ:a! model which producesselff,-fficency 
 -, a ..'el- established, successfulcomparable izitution in Panaa. The idea does merit
follow-up by A:r and 3EMAH. 

Fourth, the above analysis suggests that the basic financial
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model is viable with 
only relatively adjustments. For this
reason it woul be counterproductive, 
 given limited
management 
 time, for GEMAH to embark on major, new,
unrelated projects solely for the 
purpose of financial
contribution. The effort, costs, and risks involved would be
unlikely to prcouce results superior to those resulting from
 ..Provenent of exis-:in activities. This 
is not to say that
new intiatives 
 : not be considered, but merely that
they should Le x'. 12ated 5 n their own 
merits and not

exclsivey as 
rC-ee sources.
 

in private 
non-:rcfit organization such as GEMIAH it issometimes terpting 
to strive to reduce costs by holding
salaries belo_%.. 
 lcvels. One the
of strengths of the
organization 
is that it has attracted high quality,
enthusiastic 
man ement from the business community. Suchqualified people, of 
 course, have alternative employment
c.runt.
:es. Given the likely difficulty and disruption
involved in 
locating replacements for 
key individuals, care
must be taken to k-eep compensation at present levels which
 
are market co:r etie.
 

2. FINANCIAL SELF-SUFFICIENCY OF THE TEGUCIGALPA OFFICE
 

ABLE A.4. prese.s 

for 

e results of the contribution analysis
the TeuciaQ:c office, disaggregated by training and
mambership activ-tles. 
Based on 
January and February, 1987
perfomance, total 
 fixed costs of Lps. 11,525 per month
thisofie7](10,625 excluding the sales person) are incurred to support
ofIce. These 
fixed costs include 
only those directly
associated with 
cera-ticns 
carried out in Teauciaalca.
.ncluded are f,-e 
Not
 

costs related to accounting services and
reem-ershiz 
 -- 11\_e
-.wic_ are provided by t}h. San .PedroSula
he Sr
office. 
The exclusion Is reasonable, based on 
the fact that
no additi.onal 
f cost are incurred in San Pedro Sula, the
suzport acti 
 trc have sufficient capacity to absorb
the work, the extr-a effort reauired is quite menor, and many
of the activi 
 ouldu be done anyway, given some
prexistIng act\ 
 _-. :n Tegucit 


The 1987 budget e:ts _-__ Lps.trainina income of 
 305,000 in
 
Tegucigalpa:
 

Public Seninars 
 Lps. 49,000
 

In Company Seminars 
 160,000
 

DIF 
 96,000
 

TCTAL 
 305,000
 

When compared 
with annual training related fixed 
costs of
Lps. 93,996, and dJrect training costs of Lps. 70,050, a
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TABLE A.4
 

TEGUCI3ALPA OFFICE CONTRIBUTION ANALYSIS
 

Lps. 

A. 1987 BUDGETED PERFOX1ANCE 

1. TRAINING 

Training income 
305,000 

Direct a.nu-c Costs 70,050
 

Contribut:-; 
 234,950
 

Fixed Costs 
 93,996
 

Trainin TSur:'us 
over Fixed Costs 
 140,954
 

2. EEM ERS: P
 

1e mb 
 er she - ...e 7,200
 

Membersp 
 2rec200 
Costs
 

C3 nz .It t : . 5,000 

Fixed ccsts 
 33,504
 

uncevere.e.. Fi>:ed Costs (28,504) 
66 Additional members required to cover this
 

3. TOTAL OFF:CE
 

Budgeted Surplus Over Fixed Costs 
 112,450
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B. 1987 YEAR TO DATE ACTUAL PERFORMANCE (January, February)
 

1 
 TRAIT :
 

Training :ncom-e 
 20,310
 

Training Cocs 
 8,470
 

Contribution 
 11,840 

Fixed Cos:s 
 15,C66
 

Uncovered Tr'-
 nfnq Fixed Costs 
 ( 3,286) 

Me.bershi lnce'" e 1,150
 

-....- 501
C0 resh~ >zCosts 502 

Cor.tri 3:zn 649 

Fixed costs 
 5,584
 

Uncovered Ie ... ership Ffixed Ccosts 
 (4,935)
 

3. TOTA IC -O-C 

Uncovered Fixed Costs 
 ( 8,221) 
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surplus of Los. "4C, 54 results. Analysis of the budget

suggests that 
prot ected income from DIF 
may be optimistic.
If a more realistic income estimate of 46,000 is used, the
likely surplus 
 is Lps. 90,954 in training activities.
Estimates of other income seer challenging yet attainable. 

Fixed costs al1oca-:ed to mEmbershiP 
activities 
 in the
Teaucigalpa office Lps.
are 33,504 
per year. Membership
income is 
 a s"uDcetenLs. 7,2"C and direct membership cost
at Lps. 2,200. A cudgeted .evels this results in Lps.28,504 of unco'ered fixed membership costs per year.
Budgeted membershic income of 
7,200 per year (equivalent to

17 memers , an averac of Lps. 36 per month) seems
quite low. Ca' 105=rns ffor members per year to beadd'e-3. Additi ... orly 66 me2.ers 
would cover these fixed
memership cos-. 

is i t. rte. tha. the dues income of the 24 
exioeng .eciE"- appliedoers was to San Pedro Sulaincome. n c-process. The approximately Lps.10,400 -ee-.: :,. - men..r-,
operaions, if applied to Tegucigalpacu' 2 thisrei4uce shortfall42 :emoe-s a...e...r: -. to Lps. 18,000, or
nab" coa.a
 

Overall 
buI et pr e:t-:cns call 
for a surplus of income over
fixed costs of abo:- Ls. 112,450 for If1987. adjustments
of Lps. 50,010 for lik:ely overestimated DIF income and Lps.10,C00 for acoctI:ing and San Pedro 
Eula office support

serVicea. 
 u surplus is Lps. 52,000.
 

This is a reasona;>e c~shion for contingencies and strongaindiction....... 
 sel -su:iciencv-.
 

:ca__ e for 
the firsz two months of the
year i.icate h
buc. eted, wth :ersip activities are performingn r., . a, d 5- ' ast.50 shortfall 
 in anticipated
incme.. noCC ,ubl seminars is ofahead budget,reflecting the 
fact that no income was budgeted for January
although 
1 program w,:as scheduled. DIF income and 
in company

income are below bud et. 

oerf omafnce 0odate progisress towarded the budgeted goalo4 seL-suf" perhaps, judged bestnumber of by comparingproIram offerinas aga:nst budget. Through April,four public seionars have been offered, compared to 3plann .e 7 el h.rh of ....
S= of 7 in c-. programs re-rcsents aC.ut... a1 Lrate Sn a,: year to datecontriuti..n, fr oo:.rses anJ an a itioral loss of Tos.16,8: In eans that Z'..T' of theo.er half anticirated
-reaSona--ee - a su.rpls has been used. 

The conclusion of this analysis is thethat Tegucigalpaoffice is today self-fufficient, but 
only by the narrowest
of margins. ,aintenance of this self-sufficiency depends 
on
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targeted income levels being met for the rest of the year. A
short fall in onlv one or two in 
company programs would

change this conclusion.
 

It must be poi-:e_ out that the analysis assigned 
program
revenue w4"ie theto the where program was given, butsalary costs to -egucigaipa which is arbitrery butreasonable. 
 DiffereZ% assignments 
 of costs for shared
 
resources cou> 
-_me te apparent self-sufficiency of
office at the exiue:-se of the thers. one 

in the qualitative sense the Tegucigalpa office appearsefficient and a'ppriately staffed, following the San PedroSula model. 
 .act to San Pedro, however, the samedegree o.f 
 I z : , isibi I tV and support withinbusiness cc,.>.:-. '.. ;-s 
the 

not vet been developed. Althoughth:s undersi:;-:vere gsiv' GE;,'AH's recent formal entryinto T c-sore concern that few activities,other than tri,-.- , seen to be planned. More attention to 
pulc-i 
 a 
, US iness support seems
 

-. Ao;:ointi:. <t- 7ers or a board of advisors from the
business c .: t V. Asie from providin valuableadv.ce an a.Y- ­ plans such a group would alsoprovide a ve'icle for people who want to be involved inGEMAH's -a'.pa actiVties. Conversations withseveral - uciaIpa business pecole revealed that theywere enth sIs -ic supporters, 'ad indicated interestand ss to be involved, but had received nofol low-ur. T av: sory com irtee would provide onemechani t: :e on... ;i exoressed interest. 

2..An enha.- ..... relations campaign to develop% " Iit : e , erhas coupled with a formal
 
S. er s1I e. 

48
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B. TCHNIAL ND AMINSTRAIVE APAILIT FO 

1. A-B'ITECHNCALIYND<CAPABILITY 

* ~ ~ E A ' ra n z toV~ PROVDIe e t o h s 

Thvlaos dmntae HIGHicl i of-----2h J d eI4NAEMN TRII~': oUfIT 

~ 
TheGEMAHa judger entutlof these->.
PlceOorganization,th
evalatos, dheoensrate auctln of 

h
the Bardctfr stircorsa 

and the* ErgncutioD l tructorndseiis rpteatoivtivits ofequirdepment A L deasacript azaion ihae spiFucoae
exoits whic provipesitannappropriate. ndssion 
 staeme, ,
outalne thdertn
opresonlipolicies 
ofd theiorgais.tionM

dter appbes theenera fuctonsa itoteBard 
o DirectOrs'
 

activities and this .has resulted in a focusedstremlined,~
cooperative organization.,-


-

GEMAH' has two ,haracteristic&' which are somewhat unique 
among managempent training institutio'ns:4 

K
information -accounting'~ systemV good''V'manaemen 
pragrainatic, results 2and~ an exceptionjally­oriented director. The,< business,,* 

.instead of academic, 4 background of GEMAX'rmanagementlarge part contributed 1.to "its. success tko 
has 1i

date>"
executive director, Lic. Te. filo Castil'lo V.",, whoiq'as also' 
The 

a>previous GEM4AH president, is~a wel qulfedp-esinl 
-­

~with significant successful business'F experience. He combines''V.2 
Finternal management skl' ihvery go xe-ra er­slentational abilities, There: is little roon to doubt'that'h­- highly: Totivited, enthusiasticVi and~ -. exerci'ses h~is~>­

-management 
 responibil-'ties ~Kat a high' 1 l oprofessionalism. 

-


~ "~V'The information and accountin{g.system,-doesaaVreasonable jobKK' , of providing timely' fodaa manaemen , eiin.eiamanagement procedures inclu~de& asy'stemV" for tracking, sales-~'-V­
- ' -'...~leads, -and,- a financial report~~f~ea~ri4the: ec~nmc'Q~

results 'of' each'I program, IA detail'd budget, exists "and4 amonthly report compares actual perfonance with 'that budget,~ 

444V'~"4~' ''-K'VThe 
<~. ~ tV~fLSula specific positions .of the 11 people,:,in ,the San Pedro'-­4 in 

.-'described in the' attached organization- chart, ' F 

off ice~ and t A.peopl'e tlheTegucigalpa office'arie ~&­

"-

Obevto fth ucinn of -4the~ office 4in San Pedro~ 
415 F.2 

V 
 '''- F'-F''-'-' .V'
 



Sula indicated that personnel 
are under some moderate time
pressure and 
appear nearly fully occupied. This was most
evident in case of
the the membership director. She spends
two weeks per month 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 GEY.H membership qctivities expand in the 
future
some additional assrtance 
may be required this
in area,
especially to hand'e 
 he upcoming activities associated with
computer{za:cn
 

GEAH is in the 
,_rocess of installing its 
own computer and

terminals, whi .
 as the long run potential to reduce some
of the 
 routine .orkload 
in membership management and
accounting fIunct'ns. H,.owever, 
 parallel accounting
operations 
will e requi red until the system is fully
implemented. Outside 
 assistance 
 to develop systems and
imp lemert Operations on the 
computer may be required, which
would also 
provide an useful opportunity to review and
streamline proceures.

At the ti-l, e of -va-ua, 
 .
 

.ts evaluation 
the accounting records 
were
30 days behindLatea rc-.
l recgisters were be ng c mp
just-'being completed in
e ed i
ate 
 rh. 
 .A is an acceptable, but outstanding,perfomance whicn 
not 


oces re esent an improvement over the two
month delav note/ in an evaluation 
 last September.
Additional attentcn 
may be required to insure 
that these
delays 
do not . Iecnger so that accounting records 
are
up to date and management for
receives timely information 

decisions.
 

A review of the accounting procedures and financial records
indi.cated 
several mncr problems which would 
benefit from
 
attention.
 

. descr .ein.the section on membership, below: back
dues payable by members seems high. In part this may be
the result of an awkward billing system. Currentcedures call for a copy of receipt 
pro­

the for payment to
be sent each mnth, with the notation "Para tramite de
paoo"l. Scstateen.s 
 are sent only after
a memer :ay's in,s behind dues. It is recommendedthat a -Cs:r2_I account statement be sent to eachmem:er e f Iorst of the month, indicatingprevious balance, and the dues for 
the 

the current month. .s f ic:e.tl ie nIey with the new

com7;uer sy<-.­

it may also be useful to follow the practice of otherassociations in Central America by publishing every
or 6 months 
a list of members who are delinquent. Since
3
 

no one likes 
to see their name listed in this context,
it may provide some incentive 
for prompt payment.
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Appropriate warnings and 
reminders to 
pay, accompanied
by the admonition 
that the names will 
be published
later should, of course, be given. Also, 
some incentive
for advarcent, 
 such as a discount or gift, could
be of fered, Es:ecialy for 
 company members. Since
quarterly 
 or se-miannual 
 payments 
would greatly
simplify 
 .e col-ection process, they 
 should be
 
encouraced.
 

The messenger is paid, a 
5 percent commission for the
checks 
he pic-.s up from members. Since it is part of
the job the
of messenger to pick and
up deliver
documents to 
members, this practice 
seems unnecessary.
If it is 
 -esired
to 
increase this individual's income,
a salary increase would be more appropriate.
 

2. As des ce C', the financial report on each
.... .es not. .
 contain a charge for fixedcosts S 
 with facilities, management, 
 or
general 
 evelcpment .o
.
 a standard cost or
charge 
 seminar for its proportional share
of over' e appropriate and oresent a clearer
pCt1,re f:-oara-form f nac perfomance. The--n,. re-m
formonl
rcsr-s income 
and
an direct, variable costs.The differe:-ce teried net profit, but is in realityonly a gross 1:rof it or contribution. This may be
presenting an -mpression that seminar programs are more
profitable than they actually are.
 

3. No 
 acccunoing provisions 
 exist to charge the
Tegucial.a 
of for support services provided, anappropr-:-e 
 .cof the executive director's time, 
or
other seaa . rnead..v -f it Is the intentionmanaC-.--... ranard tne two operations as separate 
of 

profit centers . .n 
so..e allocation, perhaps a
on 
stanard 
CSztnsis per program, is necessary for
adecuate 
 - :se evaluao~on. 
This would have the
effect of sefvino the allocation 
of shared overhead
in advance. 
 nc one 
goal of AID support is to makethe Teau--
 office self-sufficient, 
it would be
useful 
to st'ulate 
the mechanism for 
these necessary
allocations 
n. 
 That would facilitate 
both project

management a-
-inal evaluation.
 

4. 
 As discussed below, the commission structure for public
seminar sales may be
not motiviting 
the performance
eouiredi e. 
E.wer.. ea.
attendancE..
of 20 This structuresnould te re-.ie 
 sure
to be that it supoorts and

ejmrpasizes7,-

The above 
 7.ncr observations notwithstanding,
overall the
cuai:, of project management is quite good,
near excellent. 
Xanagement effectiveness compares very
favorably with that 
 of other management training 
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institutions 
in the region, 	including these who have
been established 
much longer. 
High quality management
is to be expected (but usually 	 in a
not achieved)

program that 
professes to provide management training.
it is .rcsent
That 	 here is one strong indicator of

project viabtil-ity'. 

2. RES?:uI:E';--STO CHANGING CONDITION 
I 

The e>:'stence 
o- -a euate 	 in-fornmation system and thepersonal characteristics 
of manaaement are armarks of an
organization that 
 is capable of response to changing
conditions. Close ties with the business community exist and
provide the input necessary 
for feedback and response. MoreCol incing evidence is that the organization has demon­respcn.V:_eness repeatedly in 	 the past. Fivesubstantive adap: t ions to changing circumstancesoccurred in thecrcet's 3 year history.	 
have 

1. 	 A s ia.1fi c an t m iCat_:- I ­
...c.f.. 
-cn of organizational structureand staf'n 	 "evels fro_ those ofprocsa" 	 the original-h n resut a eaner, more efficient 

oranz ic i r I:t salaries in the San 
Wa
-edro c .:-.re a ls,2 that specified inthe or' :4cI c-Cdes- , even though 	 a greaternumber e\ o 	 aleel.fities is taking place. This is ar;otew rthy -u stment, considering normalorganizatio--,a 	 zendencies 
 to expand staff 
 and the
imoortance of "'ca -a' in 'he Honduran environment. 

2. A significant no',,' training 
program delivery mechanism
has been deve :zed, As described 
in the section 	on
tra ining p rC1ra s, in-cor pany programs were not
considered in original 
 program design. Early
experience ;,'it! the GP program as public
a seminar
revealed th t -an unanticipa ted demand for this offeringin the 
in c7:.. nv format existed in the market. GEMAHresponded 
quickl and the success of this offeringindicates 
thai a strong, previously unmet need is now 
being fille-. 

On a lesser 
 the
:e.-, seminars for receptionists and
executive secretaries 
are targeted at an audience not
 
consrtered o, \_.,..A.,S orhginal client segment. The
relatively hih 
attendance 
at these public seminars
indicates that ,:arket has
a new 
 been developed at this
level. eemhe of the I'ultimedia delivery fcrmat, dueto dated rfrI,.s andepoor market response, is other

evidence Cf a;:taa i ity, 

3. Emphasis on 	 cc-.pany, instead of individual memberships.The cgc c this development is described in thesection on jbershio 
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4. Delivery of 
the GPPO course to government and public
sector institutions. 
To date approximately half of the
GPPO sessions taught have 
been in government or
nor-profit institutions, 
a market not considered foremphasis in original plans. Further development of thisnew market sin:u1d be enchanced by the activities of the
Teguc4aa'a' ice. 

5. S2onsors 
 "Corlversatorios 
 Institucionales",
which ar e ai y dialogues between GE.,A:i members
 represe-
e :in private sector and government
institut:Znss:>ed at 
solvin mutual problems. To date
two such ccx rsatorios 
have been held in San Pedro

Sula, onei-, the police and 
one with the airport.
Both pr rog.s resulted in significant follow up
activity 
 -:z,ork coo, eratively toward resolving
Prob , czc.:sSed.
e-s 
 This has proven to be an effective
v'ehi.cle fri 
 GE.,AH in community affairs and
has 
 resultedE n visibility and positive public

relations.
 

A t con On seminar programs,GERAJH
is no..'keC : se' -'-isnost a e l 0u, a seres of advisory boards
compose-- :ness peoe in a 
specific fuctiona
area. :e. 
 of these coi2ttees 
is to review
present a -::sec seninars, identify unmet 
training
needs, :-
 rell. assist in communication 
from
business c...zy. This 
the
 

new development can 
 also
enhance res'-n~veness 
to changing conditions. Greater
 
rh .....n .. vement n ,H training
perhaps. thrsuch a-, activities,
to oversig ht committee,wolasohpoerigh s Tis would also help 

to monitor Mark-et conditions. Thisthe will insure thatfeedback "op and information flow necessary to 
co, ethe responsiveness demonstrated in the pastare in place.
 

CT SERVCES3. Q ::. 3:R:N,_, AND OTHER ACTIVITIES 

A. Seminar Programs 

GEI.'H to haSdate offered 23 different courses or trainingprograms, 
the r:v repeated several times. Table B.1.
i'sts these 23 cour-es, inlcates the symbol used in GEMAH
records toIoce:-.:,: 
 the course, and specifiesindividuals who hae taug~ht each course. Table 
the 

B.2. provides
additional ch -- 1on.c.=" information about GFMuA trainingpro:ram of:er-,n hfs tal---Ie inicates, by calendar year,the number of times each 
corse was offered, 
and the number

of parz:c*a,-Its f... each c - . 

These courses are deiivered in one of two formats: Publicseminars, or i-co.oany programs. Public 
 seminars are
exactly what 
 the term imples, ie. seminar
a open to
anyone, usua widely
" 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 if the management group of a specific 
company
participated together. This 
facilitates on 
the job implementation
by everyone of the concepts discusqed, which is necessary for the
successful use of MEany type proaram, 
and also allows course
exercises to be 
focused on specific company needs.
 

In practice the GPPO offering has envolved beyond 
 a seminar ortraining activity into an intervention oriented, organizationaldevelopment consultingo Peise. Apresent.y del ive-rei the GO"course" 
 is in reality a OD exercise package composed of 4
elements:
 

A diagnosis of organizational development problems and needs,
usually

with all 

carried out by zhe instructor and involvii.j interviewscompany managers. Aside from orienting the instructor to
the company, 
the d-,csis helps to identify specific companyneeds, ta 
 .r...on to these nJ.Ss, 
and also prepare
participants by suz&es-.:: relevance and benefits.
 

Course 
delivery, a t;.c day seminar emphasizing developing,writing and negotiating objectives, with a highly participative
teaching method.
 

Implementation, usually 
15 days after the 
course, designed to
check if goals and objectives were negotiated with managers,
provide any clarification 
or information 
that might be useful,

and facilitate communication.
 

Follow-up, usually 3 months 
after implementation, 
to monitor
 progress and reinforce commitment to the project.
 

he abo.e describe 
 : es is, of course, the appropiate method
for delivering MBO training 
and it is preferable from both
academic 
and practical -erspectives. The 
fact that GEMAH is
delivering this 
 specifi program in this manner 
is a good
indicator of a commi:t~ent to quality 
training and adapting
procedures to ZReserve needs of the business community forapplication cr:ented, sts focused proarams.
 

The development 
 of this format has provided several benefits.First, u,.siess people quickly recognize the advantages of theapproach for introducin h andonange producinz results. Interviewswith e..eral anaers . had introuced the course in theircompanies revealed that the "in company" format was a criticalfactor in their purchase decision and that the course would notbe beneficial in cther circumstances. Second, training resultsare more obvious and demostrable, which contributessatisfaction and gives to userZ::.Ai talking points for convincing other
firms to buy the course 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 seminars is highly competitive, with at 
least
22 identified suppliers offering courses 
that, at least on the
surface, appear direct, cpetitive with 
some GE.AH offerings.
Finally, in Comm=oan '- have
rses proven more financially
attractive, on the a-ea, than most public offerings for GENAH.
The incompany course fee Of 
'SS 2,_0 (mebhers) per 2 day course,
provides a fixed, k .ccme, 
 with aiditional income possible
for diagnostics, i eet:on, 
and follow-ur (US$ 300 per day
each for members). C'-'ared to 
public seminars, costs 
are much
lower since advertising, prcmotion and 
some sales commissions are
avoided and facilitIeS a .d 
food costs are absorbed by the
participating company. More frequent offerings are also possible.This makes ny GPPOthe in- G: course the leading "profitcontributor" in the 3E: product line on a total contributionbasis and an unit basis lexcept for the most highly attended

public seminars).
 

Of the 23 courses Listec in table B.l. 21 were obtained from theAmei. nternat a -onal as part of theA:-A -technica, A tance Contract. The two exceptions are
P F which was obtDaie.. e n.. o of. eoc ffce an international 
accounting fir, y Za. . anJ mark:eted on
by GEMAH 50-50
prof it spit asis an4 o'::, which is the collection of lecturesgiven at a conference 
 n the cs sIiiies and effects of
devaluauIcn. 
A deta~. review of 
 all 21 course materials
su gests that the A.A 
courses are basically "off the 
shelf"
products, 
 clearly identified 
 as AlMA materials previously
tzanslated into 
Spar. s :r de.veloped 
and used by AMA trainingcenters _n Mexico or er Ic cc. Mst have early 1970 
cr rahts. As such a- ..ave the standard characteristicshave ccme to be expected thatof the well known, established,respected 
AMA training materials. Each 
course 
 on a
participant's manual, usually 50-75 pages 

is based 

long. The manuals are
well organi ed .ncrm4.llv
and nnclude 
 a statement 
of course
objectives, a 
table o ccntents, and 4-7 topics 
or teaching
modules that 
form the heart of each course. 
The overall emphasis
I's practical and r.aterials 
 usually focus on 
a basic
explanation of the tocic, ive examples, and then provide simpleexercises to apply the tera 1s earne d. Forms and procedures toapply ideas i. 
 t.he oa-tic 
 nt s own company are usuallyintegrated into the mazrias. Little management theory, as such,is presented. That wnich 
-s introduced is 
simple, explained in
its b-asic, stancdar .
fr, and emhasizes applications. 

sal st al! n -_r.als are clearly aimed at mil level, 
cPeratocna" anaoenent, cr in so:me 
cases lower level specific job
functions, such as etail sztore salesperson, executive secretary,or recepotion-st. 
N -aturaly,
the quality and characteristics of
each course 
vary, as is to be expected. Some courses 
are better
organized 
 than others, some participant's manuals are more
complete and contain cre 
 'llustrations, while are more
others 
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like lecture notes. All 
are clearly acceptable and most are quite
good, 
in terms of topic coverage, presentation, and pedagogical
approach. Given that all 
of these materials 
have been through a
period of development and use (in some cases for 15 years) the
materials are proven and effective. The fact that each course was
initially taught by an "M-'t instructor 
and that in some cases
instructor's guides are available 
 a'so contributed 
to the
introduction of 
an esacished, fuctional 
seminar program.
 
atu -, th.e cvera__cvesha-ow quality of these materialsthe neec.. fcr fine tuning should notsome areas. The material 

for several courses sce:os somewhat extensive to cover in only twodays, especially if r::cioants have different backgrounds,experi ences and oflevels kncwledge. n other cases, statisticsand factual informat , _re clearly outdated and need revision.(i.e. advertisng, statis tics presented in MNM are 20 years outof date; some account n , principles 
have changed since original
course desiqn, dates 
on :orms, memos are 
 10-15 years old). Some
material 
of limited level relevance is included. Overall thequal ity of physical reproduction (printing) in some of the
materals is 
less than ideal and read ability is diffcult. All
these can 
 itle 
case wi: 

he 
the 
easilly 

G.u> 
corrected 
course materials, 

with i effort. This was the
of 

which were edited to
"localize" sonTe 
data and case examples by using Honduran currencyunits, and aonroziate "n.ustries as case examples.
 

It is useful 
to consider the long term development and refinement
of these AA courses n areas
some condensations 
of materials
may be appropriate to cevelop shorter modules which can 
be taught
in one day or half day formats. In others cases the generic AMA
material 
could be refined by providing a specific industry
business fc-.'.. or , i.e. 
 for hotel executives, collection
and credit in banks, personnei management in banks, or the like.it is 
 ir'crt ant that these courses be continually modified by
localuor 
 on 
the basis of their experiences and changing
circumstances. 
With the exception of the GPPO 
course, little
moifi .a.to the standard AMA package has been done. Althoughthis does ,not detract from the quality of the central core of the
materials, a general editing of each manual to update information
and statistics, delete 
obviously irrelevant material, and insert
local exam-les .would en-nce the perceived timeliness, relevance,
and a:ceal of the triaIs. Such editing could easily be
included as an exe- se and re-urement in the instructortraiing proira-. 7 cn 'n small groups of 2 or 3 intructorsper course the work w.ud benot burdensome and could be aworthwhile trainin' e:.:-erience b encouraaing a close, cr1tical,applicaticn oriented review* c " teaching materials. The smallgroup re v ew would asc hroaden instr-uctor familiarity withdifferent mater'a.s 
and_czics, besides his speciality, thereby
improving G.,A.'s instructor back up capabilities.
 

Table B.2. ilustrates the number of 
times each course has been
taught in 19e4, 1985, 1986, and to As
1987 date. the numbers
indicate both 
course offerings and participants have grown
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rapidly and 
exceed protest targets easily. 1987 plans cal for a
total of 108 programs, - public seminars per month (2 Ln San
Pedro Sula 1 inand 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 per seminar is low. Attendance is 
not a
critical variable 
for in company 'programs, as it is limited 
by
the nature of the 
program and the financial consequences are
covered by the fixed fee arrangements. However, it is critical
for public seminars. Average participation (including
scholarships) 
in public -rograms has been 13.6 
in 1985, 13.9 in
1986 a.nd 19. 4 th,.ou h: of 1987. Although the first 4 months
of 1987 show iIrove en:, 
 t must be noted that most 
of that is
due to I sesiCn c I course (ACA) which attracted 43
participants. >-oreo.er 1935,
in 1986, and only1987 2 programs
attracted an avera e 
c: Z3 or more participants; 6 programs
averaged 10 or few:er.
 

This low attendance 
 concern
Is a for two reasons. First, on
pedagogical 
grounds p c seminars with 
few participants are
difficult to teach effectively. Opportunities for discussion,
exchange of ideas, 
work In groups, and break 
out activities arereduced. Althouch 
estnates vary by subject matter and 
teaching
methodology, most se--nar Instructors consider 20-25 the minimunnumber of par-icipants - r effec-ie teaching and learning and
feel attendance 
car 65-70 (assuming appropriate physicalfacilities) without
e:ns 
 from academic quality.
 

Second, such l . a:ten-ar.ce levels are unattractive economically.As discussed in - -­
key 

the se: n on financial self-sufficiency, onecharacteristoc
S 
 c seminaries is 
a high ratio of fixed
costs to var-ae cos:s. S-nce most GEI.2H public seminars areoperatn at 
 eves nly slightly above direct costs, even
co~ntributionrelativey salldranatoa nincreases average attendance can increase
v rset atedne 
a nces
aat c;, Present attendancetotal semi-'nar contribution levels suggest
can be more easily enhanced by
increasing average 
seminar attendance 
than by increasing the
number of seminars offerei.
 

A second observation 
is that there is a heavy emphasis on one
course, GPPO, 
 in 
 both
terns of number of offeringsparticipants attracted, as 
and 

indicated by the folowing: 

GPPO as a :Dcrtion of total GERAH activities
 

19 4 "Iq5 1986 1987 (4 months)
 

% of courses 
 6 26 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
tribution. The con­1987 GE!:AH Budget calls for in 
Company Programs
(primarily GPPO) to provide a 
contribution of Lps.190,000, plus
Lps. 144,000 for diacincstics, implementa-tion and follow-up.
Public 
seminars are buicezed to contribute only Lps.61,839.Assuming these budget pr cections are reasonable, this means that
one program accounts 
fcr -5.% of training program contribution or
84% of training proc'ran contribution 
 if the add ons for
diagnostics, (etc. are considered.' 

This heavy reliance on one program poses a number of issues. On
the positive side it is an attractive offering from both supplier
and user perspectives. Also, low
its cost, high contibution
characteristic balances th-e 
nature of public seminars. Since GPPO
is de facto the core -rccuc in EYAH.'s training portfolio,provides a via!De rcaE-noh::ent strategy 
it 

if financial difficultyis encountered. :he cv- -. -; related to .ublic seminars could beeliminated, those se. :-, curtailed, and pcsitive contributioncould still b e rco:c, although at the cost of a very narrow
training 4iac. 

On the negative side, this dependence also poses a number ofrisks. One is heavv reiance on A-% technical assistance. Thecourse was orlclnaaec -4a,",3 designed by Jose Urdaneta, the AMAadviser, in earl,.,
the 1970's. 
in Honduras he has personally
taught the vast majority of the sessions of 
this offering and has
also been instrumental 
in the process of selling the course to
companies. Conversations with managers who have introduced thecourse in their companies indicate, without 
exception, that the
experience, credibility, and personality of this individual wasan influential factor in the purchase decision. Replacing
individual 
 wi th lcca cc JnterFars when 
this 

the AMA technicalass.tance aareement: en s critical 
to insure the financial
viability, trainino i:.z, and user benefits of GEMAH. To date.'-Z~Has traIneJ c cnIocal='e individual who is now giving thecourse n 6 ee ­nc nt. y . hourcean without assistance. The traininginvvCIed a seminar In U:e, kork, and a ofperiod apprenticeshiplike work with Dr. Urdanetta. 
The key point is that this course
involves a high degree 
of organizational development work
hence requires an instructor skilled in this 
and
 

area. Experience is
important in developing this 
skill. Although least
at 2 other
members of GEIA,'s 
aro-u of instructors are in various stages of
preparation, their 
 training is not yet complete.
 

This situation 
may pose some capacity constraints at the end of
the technicaltce 
 eriod. -.. plans call for 6 incomcany programs a mcn:,.: sct cf ill the GPOwhich be course.Allowing 2 days for e c:urse ach or diagnosis,
mp eme,,Iton, a.:no , u'c recu instructor daysrs n percourse. SInce tne cousre :unctlons best iZ one instructor stayswith a progran from be-::ro-ng to end, budget plans toseem exceedpresent delivery capaci ty, even assuming perfect scheduling,no "down time" for the Instructor, such as selling 
and 

programs or 
other tasks.
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The evident competence enthusiasm, and dedication 
of the GEMAH
instructor notwithstandinc, the goals set 
require more people.
This is exacerbated by the 
fact that only the one completely
trained local 
instruc-or 
is a full time GEMAk employee. The
others come from G-MA-ns local instructor group, have fulljobs in other fields, and work for GEMTAH on 
time 

a per course basis.It is unlikely that any one 
 of these individuals 
would be
available for nore than one program per month. 

For this reason it is imperative that GEMAH emphasize completing
the training of 
at least four members of the instructor's 
group
for the GPPO course, while the 
AMtA technical assistance is still
available 
for tutorils and supervision. 
If the A2.tA technical
assistance a ctiv4tes re extended, training ofinstructors should these GPPObe a specific, priority component of theagreement, 

Market.. saturation isis most attractive risk. By its very nature the course.. .... aned.um !arge ccrmpanies and
 
government agences, w:ho affcrdua; the course, are sufficientlyccme x to benreft r.-. t, and hav,'e a management team of atleast 8 persons. -he 1E4 AK.A study (A Study of ManacementTrainingc .eeas -:Xis-incand Resources in Honduras) suggests thatthere are probably no .7iore than 2500 companies and governmentagencies that might be consiered as 
potential candidates for the
course. Only a fraction of these will actually purchase it. Bythe end of 1987, p_ ans met,- are the course will have beentauOht 127 times, %hi ch 
 suggests that some saturation is
inevitable. a prct Although there is no compellinga....e.t.der -o4 ,---..- so.old start evidence that this is-.--... 
 anticirat 
 this 

n the f,ture.
 

Re ia:ce on a narro-.. , cust::er base is also a risk. 

thi moibilj! 

Conversations 
-f 

the courseExecutivewiththis- -irec:r indicated that 32 of the 59 offerinas;,'r e -- to "_ e fAI pai "'to
 
3-rs .. t A pa;dother institutions, or undertaken at AlD grants to
AID's urging. Although this
does not detract from the 
value and 
quality of the training
recei.'ed, it 
 does indicate perhaps
a higher than desirable
reliance on a funding 
source which may be in
not stable the
 

future.
 

Several additional observations 
 and comments are relevant
regarding 
GEMAH's training offerings. 
First, the overall scope
and quality of courses Is iz.pressI, e. GEIMAH has made muchprogress, quite rapDv, its scope 
 of business cf training
activities in isnr-n:zus now more extensive than INCAE 's in
country pro.rams, 
an: .. has been active for more than twentyyears, with a greater ionncial and instructor resource base. Thetechnical assitance has been most 
succesful in producing a groupof quality, well recev,.d, courses. 

Second, as is to be expected, these are still gaps in course 
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Scoverage vand trangneeds w-hich are urnmet. These ~gaps can~bey~viee aln sevra die'slhn. nterms- offGMH manaent,1vl>fIferngs: seem focusto onag dl III"e oertional'Jmanagement'or insome cases YJwer~levei 
.,administrative funct io
 (secrai."aies, 
receptiolists,,,warehouse, management),. These&are 
no.
offerin4s' w,hich~ appea1 to top managers, Trhe' 194-~needsasses sment of,, management: traning .in- Honduras, identiied
management. tr6n:.ng. courses d6-sge.- xlsye----b '1excuies-as a,,- fet need,''_an area, wit''in'sn xsigo
andsomthig fr wich',managersm are - willincourses, provided,~however, o,, payj The! A14A-L'k 

:Although this 'did 'not, follow-up on thi~s opportunity-\...type~of: p rogram is among4 the -most dif ficult and~ycostly to present , GEM.AH Is developed credibility and position .in:the 'business community through its membership network make this4.an attractive segment *to pursue.,
 

In terms of, business function, miost courses' focus 'ongeneric management, gnrl,without any specific. business ,or~indusyfocus, Development of materials related a,:specificto uins
(Hotel, Restaurant Marketing, FoodServfceOperations, Management~~
for DoctorsBanking) w,,ould 'add .another dimnension, .to Qcours&~,offerings. Specific. course gaps "demand "but no. upyidentified by the A.1MA study are ' market 'researh, -internationadistribution, Iand export~ regulation requiremfente~ for, -exportingcompanies, ,Honduran lbrlw xor rettoeffective oral, written, core : and+. an neproa 
 omncto 
 kills.'
 
Only one of fering ,related to 'curren~t,. ,topicaldeveloped (devaluation). Short, 

issues has bee
focused' briefings, sll b
someone especially knowledgeable, or- directl'y 
 involved,. and"''
related to a current topic of businss~ ineetae nte ain,course offerings. Examples

executive and company 
of, such. briefings mightY includej, 2security, a'n annual~ economic , for'ecast anoutlook for interest rates, commiodity, prices, etc., -andY.privatization.
 

Almost all GEI4AH programs to dt have been, delivered informat only: one
Two full days, 8:00 A..t,:0PM 
hr s-sm
evidence that this is not the format most-desirdb'h :mrktThe 1984 AM4A study, which intervi'ewed o'e,20'aagrcnld
that 45% of managers prefer'red that train 'iig,aepacof wiorking usdhours; 27%' expressed a preference for training 4iduring."' 4 Tworking h'ours, Managers 'of 'firms~inthe' commerce' sector. and,'theservice,~ sector seem~ed, particu'larly. relu~ctant'6to hv tanntake" plac6e' during -working "hours.~ Only, 12%,and 6%, respectively,


'~~of. "i"the managers interviewed 

during the 

in those two, sectors wanted, training'day., A 1986 market !study conducted by ITAE for!GEMAH '*~'-~~reinforced this~point., The survey 'of 187 managers, revealed, the
Sfollowing preferences:y 

4' ' 6 3 
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PREFERED SCHEDULE
 

Morning 
 3.2 % 
Afternoon 
 13.9 %
Night 
 48.1%
 
Complete Day 
 8.6 %

Any 
 10.1%
 
None 
 16.0 %
 

PREFERED HOURS
 

8:0Z A.M. - 5:00 P.M. 13.9 %
 
5:20 P.M. - 9:30 P.M. 52.9 %

Any 
 10.7 %
 
Others 
 3.7 %
 
None 
 18.7 %
 

The ccnclusion 

es.ec all 

is- zhat y reying on a standard time format,
-':or t-h.e - seminars, ,-
 H may be inadvertently
making it difficu'ltf 
 some Oroups to participate. This may in
part help to ex-ia n ow attendance at some programs. The point
is that there is no one tome which is inherently superior oroptimal, but that iifferent rod perences.
Althouihhe ~ in ~nave ifferent prefeecsount n e Past VchE fo;uLl m have been influenced thein county aZy by 
as lcal foreign instructors, thati.beremoved instructors constrainttake over. At that timeGE!.: shouIl" exer-: with a variety of scheduling options,monitor the results, an- react accordingly. 

.he samen ma 1_-e true for pricing, whichrelatively standard ano has beeninvariant. Although present pricing seems
In.ie... 
 conc tition a more or less comparable tocharged by thatsimil.ar organizations in other countries, it may still
be worthwhile to experiment with different price
reasure levels to
the effect on demand, especially for the public seminars.
Given the economics of these seminars, it is very useful to knowif price decreases 
wIlI increase
monitored at tendance. Some carefullychanges oT n T'crmay have the effect of bothincreasing revenue ano attundance. Since this is essentially anempirical questicn, sore experimentation may be worthwhile.
 
A final o bservaticn conernIn a GEIAF course offerings ispresented in Table B. .
 
Consulting Group 

h-s chart applies the well-know Boston
prouc portfolio matrixofferings. :he mAtrix sorts 
to GEMAH course 

based high or 
course offerings into four groups,low sales volume and highon 

or low costs. Thecourses in quadrant A are 
these with high current costs, due
recent development to
and/or adquisition and
generated little as of yet have
revenue. These are basically newer courses or
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TABLE B. 3. 

GEMAH COURSE PORTFOLIO
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those just beginning 
to develop a following in the market. Thehope is that these courses will produce more revenue in the
future, but 
their present 
situation is unattractive. The 
courses
in quadrant 
B are fairly recent, with either 
as yet unrecovered
acquisition costs 
or 
heavy marketing expenses, but seem to have
been successful in develocing sales and a market following. These
can be expected to beco.e significant contribution generators inthe future, if market
will decline. 

acceptance continues, as associated costsPrograms in cuadrant C are cash cows; they producesignificant contributo because current costs are low and marketacceptance is high. Although few in number, 
these four courses
generate almost all 
of the training program's contribution. They,
thus, support the other 
courses and contribute to covering GEMAH
overhead. in a financial sense they are the 
core of the program
Courses nauan 'at
D he low costs and low revenues. Althoughthey more less
or coe!r 
their direct costs, they have neverdevelcoed marKet acs -te or produced significant revenue. The
situation of these c_--rses may suggest a lack of interestthese topics or th the in
r:"-al should be redesigned to bettermeet the perceive the training target in thatarea. -articu..ar i methods thesefor courses havebeen poct c-urse tSe'for t.e is deficient :hese courses,obviously, requIre redeson, n.ew marketing strategies,

e-imination. 
or 

The placement of the courses in the quadrants represents thejudgement 
 of the Executive Director, supplemented by
conversations with 
the Seminar Program Director, and a review of
seminar revenue 
 records. As it
such seems a reasonable
presentation 
of the sItuaton, but is essentially judgement

Lased.
 
Ceve rai conuson are
 

l conclusions ar based
First, as -rate, on this presentation.
c:s sea ear.ier ..e reliance on 
a few cash cows is a
concern 
which must be rei:=fcrced based on this analysis. Second,
the ret ..
. h..... 
 :f- aos rezuires some attention. These
cuurses should 
be exannec to see if they can be modified,reformated, or marketed more succesfully. in this maysome cases
be as simple as 
market-no the seminar as an in-company product,
ather than a public of-ering. \'1 and TDO are logical candidates
for this. in other cases reduction in length, to say 1,/2 day, or
placing the basic ccnce:ts in a specific 
industry or business
setting may be useful. FZr some 
the topic may be too specialized
to generate sufficient :,terest 
 (RC, PE, 
MNN) . The criticalpoint is tha' these ccurses should be revised and adjusted beforethey are offered again. 

Third, and most i-portat, the matrix suggests a continuing needfor new course develco.en t. Given the relativelythe small size oftraining market, the possibility of emerging competition, andas of yet unmet traninc 
needs in some areas, GEMAH must
continually develop ne., courses if it is to accomplish its
objectives. The fact 
is that all GE.nAH offerings have been
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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 inherent restriction on
continuing to buy AMA 
courses using GE74AH'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 absoluteterms and relative to the income that could beA.MA courses produced. Second, 
of 

do not cover the range of formats, topics, and leveltarget audience desired. Third, other sources are availablewhich can provide ao roriate materials at lower costs. Finally,
the developmnt 
of a ity to produce its own materials is a
critical step in GE1,.A..'s cwn 
growth and maturity. Development of
a capacity 
to obtain ne,,7 course materials is perhaps one of the
two most critical iss'es 
 in GE.A Is self-sufficiency. 
This
development must 
 wor simultaneously 
 in two directions:
identifying the specific courses/materials 
to be developed and
establishing an internal 
mechanism to obtain materials
the 
 once

identified.
 

To date GE..H has irade initial steps in these directions.
Discussions have been held with 
GEI,.AH instructors to start

develop,-ent of 7 prI.r-::,s by them: 

the 

Control of Production Costs
 
How to Export tc the USA
 
Directing Executive 
 eetinas
Practical Course on Acministration for Credit Managers
Seminar for the zankino Executive Secretary

Human Behav or rn -

Seminar or. ana~ere:-. Control
 

Each instructor was gi ven 
a brief outline form (really a coursemarket prospectus) to describe the course to be developed and
then tasked to :heproduce participant's manual for the course.
The manual is to be reviewed by the Executive Director, the AMAtechnical adviser, and GEMAH's Board of Director before the
 
course is offered.
 

At the same time other CEMAH instructors are developing short 1/2day modules on specific topics. These 
modules are 4 hour
condensations of AMA mazerials and deal with: 

Cffective Closes Personal 

Effective Deleatio.n !odern 


P SelLina 
in Administration 

Collection
 
Preventative Maintenance
 

At the last Executive Board meeting GEMAH discussed establishing9 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 bu
20 iness 
people. The commission 
would
problems, suggest training 
identify


needs, and review program ideas. The
purpose is 
 insure that programs speaks
to to real business needs.
Secondary benefits 
inclue involving more
training program GEMAH members in the
and "preselling" courses to businessmen.
market o:ientation 
is a very necessary 
This
 

and overdue 
step, which
GEMAH shoold be encouraged to implement. This will do much to
insure 
thai: course offerings are 
pade to a receptive market.
the past there may have been 
In
 

a slight tendency to obtain courses
because th,,y 
were readily available from 
the AMA suppliers, and
not necessarily because they were the most appropriate.
 

Although 
details of implementation willthese need to be worked out,activities 
 should help establish GEIMAH's capacity
replenish its course to
suily. t is likely that GEMAH will need to
obtain courses 
wrcm ' .esuppliers 
on a continuing basis
complement its to
own oevelo-,.ent efforts. For the reasons mentionedabove 
it will be usefu 
 tc develop relationships with a number ofdifferent instituions ror course acquisition. Key aspects ofacquisiton procediur e should the
include training of a GEMAHinstructor to eventua Iv teach the program, an initialpresentati on in 'Honduras, and a continuing right for 

program 
GEIAH to usethe course and materials on its own. Several PACCIOS membersfamiliar with areCE'- =na wud be logical quality suppliers atlower cost than the A . ese include APEDE 
in Panama, IPAE in
Lirr.a, and IESA in 
 Caracas 
 as the most promising. Other
institutions worth exgloring course acquisition with are ITESM in
Monterrey, IMexico, _:in 
c-endale, 
Arizona (a generalized
seminar program), ESAN in 
 ima, Florida international University
in v iami (export.*n, accounting programs, banking and
h/ourism man e... Te
. Thternational Center and 
World
Trade Center of ,i e>:ort in), the University of(Ban....n. and :ou;isia S}:-e 

Miami
niverSIty (Banking)contacts. Many murtinationa! are other good

firms have well developed trainingmaterials and may be w1,1ing to work with 
GEMAH for joint
presentation or the like.
 

In determining what specific courses develop,
to 
 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 proposed commissions will also be
valuable guidance. In zhe strategic 
sense 
of course portfolio
management the 
 ipcr-ont 
task is to attempt to develop
additional cash cow. an7he success of the GPPO 
course has revealed
an unanticipated, 
attractive 
market niche for 
company specific,
intervention 
 oriented crcgrams which go beyond traditional
trainina to include ietifiationf secFic company problems,
presentation of a tra=ninq program which seeks to develop thetools and skills t: deal with that problem, and
assitance in impIemen-in, the techniques learned. 
follow-up
 
Such new
programs should 
deal with 
typical problem areas that are likely
to be present in many firs. Development of quality circles,
 

quality control, and production efficiency is such area.
one 
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Another is sales force management.
 
The program "Nature of 
the
potential Free Enterprise System" also has
for multiple presentations/ the
especially
support if external
for presentation 
 in schools 
 and workplaces 
can be
arranged. GEMAH should pursue the implementation of this course,
which was acquired from APEDE in Panama. 
If the technical assistance agreement with AMA is to be extended,
it is important 
 that 
 it include 
mechanisms
enhancing which
GEMAH's capacity to maintain 

speak to
 
product portfolio. Merely a continuing, viable
accuiring
prolong the present 

more A-MA courses will onlysituation. Specific provisions that wculd be
useful in any extended technical assistance are: 
1. A specific committment to train, tutor
development of and supervise the4 additional instructors for the GPPO course
so thtt G::AH wil be left with 
 a total 
 of 5 such
instructors.
 

2. Specific training 
for the 
instructor
course materials, group in developingwriting effectivecase participant'swriting manuals,and the like, all aimed at enhancing skill
producing, inand not just presenting, material.
 
3. Specific cognitive training 
for instructors 
in identified
areas, aimed at dcveloping or updating knowledge. This would
provide formal study, most likely though seminar attendance,
to 
enhance the knowledge needed for course development.
 
4. Financing 
to visit other rolevant


purc.hase training institutions and
ccurses 
and technical 
assistance
in Honduras. The for introduction
e% here is
given to develop new suppliers which,
a low cost 
structure, may be accessible to GEMAH on a
self-financed basis.
 
5. Provision for review of GEMAH developed material by either
:.IA subject field experts or others, mostprofessors. likely universityThe review wouldcompleteness, be for technical accuracy,
and clear presentation.the textb.ok This is analogous toreview process followed by publisherslow cost, cuick and is amethod of obtainingmatter evperts. Such the input of subjectreviews are commonly done by mail, at a
cost of US$ 
300 - 500.
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B.Instructors
 

GEMAH has carried out an extensive program 
to identify and
develop local instructors 
to teach the AMA courses after the
initial technical assistance 
 ends. A 
 pool of potential
candidates 
 was identified 
 and screened. Those 
 candidates
selected as 
 possible instructors 
 were then involved in a
training program Ieading to AMA certification as 
a qualified

instrutor. This program n-cluded: 

1. Completing the A-. "Training the Trainer" 
couse, taught in
 
Honduras.
 

2. Developing a series of 
teaching modules and presentation of
classrcom activities which were 
presented before 
a group of
GE-MH instructors, o--rtiqued and evaluated. 

3. Working AMAwith instructors who were in Honduras andtheiratt.z~~ sa-ar sesscns as a sort of tutorial forS in o 7 n and4.in-ghs into the course taught. 
In additin, A.. --.
 hd several individuals 
attend
"Training the rainer" 22rse in New York. 

the AMA 
These individuals arenow available to ie: instructcr training Hondurasin andpresent the "Training :he Trainer" materials locally.
 

Table B.4. summarizes the background and characteristics of the43 individuals who have completed or are currently involved inthis tra-iina. These characteristics identified from a review of
available resumes the
of instructors, suggest 
an ususually well
qualified groop. Many have advanced degrees 
in business related
subjects and most have 
studied outside 
of the country. Most
importantly, the majority have significant management experience,
defined as general 
:anoaer on deoartment head 
positions, or
involvement in personaL z,
usiness activities. 

The review of the resu:es and qualifications 
 of these
instructors indicates a group high on the 
43
 

scale of academic
training and 
 experiences related 
to business.
Their professona exo:erLences represent 
 a good mix of
commercial, service, 
:niostrial 
and government activities. Many
are employed by large, resected local firms, which adds 
to their
credibility. The relatively young age suggests an 
active, dynamic

group.
 

A review 
of the course evaluation 
sheets of those instructors
who have completed trainina and taught shows these qualifications
are translated 
 into effective 
 teaching performance. Formal
evaluations 
are very hih, averaging over 18 
on a 20 point scale,
and written responses to open 
ended questions frequently show
such favorable comments as 
"excellent presentation" "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
similar seminar programs in Central America. 
in
 

These characteristics 
are supplemented by 
a well designed and
useful training progra 
.
 The program not only enhances instructor
skills, buy 
also serves to increase commitment, provide a source
off personal dexelocmen-, 
and also enhance espirte de corps among
instructors. Both the 
 and quality of instructors developed
exceed program expecta-:ins. The development of this group of
trainers is a valuable enduring output of the project.
 

Interviews with 
 srs confirm the impression conveyed
the formal list by
cf >ua14ficaticns. 
 Aside from professional
competence, 
mcst noDewD,-hy 
is the personal enthusiasm of these
individuals 
 for teach- contr 
 to the development of
Honduras by improving hu:an resources, and a strong belief that
what they are o o is worthwhile, 
 both personally,
professionally 
 an C 1,al1y. This sprirt of professionalvo1untarism is icr tant, considering that the instructor
hon-rariums involved (L. F30 for a 2 day seminar), althoughreasonble, are not an -.-r...ing inducement,preparation taking into accounttime, train.n time, course repetition frequency, thequality of the people invclved and competing demands for their
time. 
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INSTRUCTOR CHARACTERISTICS
 

Sex
 

Male 
 92.0 %
 
Female 
 8.0 %
 

Average Age
 

36.6 yrs.
 

Highest Academic Degree
 

Ph. D. 
 0 %
 
Masters 
 29.0 %
 
Bachelors 
 68.0 %
 
None 
 3.0 %
 

Place W-here Highest Degree Earned
 

Hcnduras 
 20.0 %
 
Foreign 70.0 %
 

Significant Business Experience
 

64.0 %
 

Previous Teaching Experience
 

42.0 % 
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--- -----------------------------------------------------------

TABLE B. 4 

GM-, -INSTRUCTORS 

NAME 
 I TOPICS TAUGHT
 

SAN PEDRO SULA
 

1.- Lic. Arturo Arana 
 TOC, TAM y AP
 

2.-
 Lic. Carlos Habencio Fernandez 
 TVP y VDM
 

3.- Lic. 
Roberto Perez Santiesteban 
 TAM
 

4.- Lic. ,arcos Odio- Avila 
 TVP y TAEV
 

5.- Lic. Antonio B. Sw-zo TAM y SyS
 

6.- ic. Ricardo .ar:-. e DCD y ENJG
 

7.- Lic. Delmy de Seo-,,:a 
 RIE y LSE
 

8.-
 Lic. Ricardo Truiillo V. 
 PE y EXITO
 

9. - ng. Jorge A Lopez TMP y PCP
 

20.- CPA. Anthony F. Vick 
 PEF y FNF
 

ii.- Lic. 1ariano !-' GPPF
 

12.- Lic. Hector Caste- :ns 
 TMP
 

13.- TLi
reof 1 Cast- - '. DCD
 

14.- Lic 
 Luis Alonso Lcr.ez 
 TAEV
 

15.- Lic. Feisal R-sh:m 
 PCP
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INSTRUCTORS 
COMPLETING TRAINING
 

16.- Lic. Francisco H. Franco
 

17.- Lic. Maria Guadiupe Funez
 

18.-
 Lic. Mario Ramirez
 

19.- Lic. Mario Gui e-.-o 
Fajardo
 

20.-
 Ing. Jose Tulio Gcez
 

21.- Ing. Francisco Ovic 
Paz
 

22.- Ing. 
Juan Jose Acu.irre
 

23.- Ing. Carlos Rene Flores
 

24.- Lic. 
Luis Caraccicli Perla
 

25.-
 Lic. Evelio Betanco-rt
 

26.-
 Lic. Ricardo Gra-nillo
 

27.- Lic. Carlos Young Reyes
 

28.- Lic. Virgilio H. Taredes
 

TEGUCIGALPA
 

1.- Lic. Jose Tercer::ias 
 TAM y GPPF
 

2.-
 Ing. Wilson Abdalah 
 COBRANZAS Y SYS
 

3.- Ing. Carlos Avila 
 TMP y GPPO
 

4.- Ing. Allan Greenzerc) 

DCD y EXITO
 

5.- Lic. Kristine A. Currie 
 DCD
 

6.- Lic. Luis Felipe ]cIii TA4
 

7.- Lic. Ernesto A. V,'as-.ez L. TOC
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INSTRUCTORS COMPLETING TRAINING
 

8.-
 Lic. Carlos Roberto Valle
 

9.- ing. Marcio Jose Aguirre
 

10.- Lic. 
Carlos Alberto !,,artinez
 

12.- Lic. Allan Pascua
 

12.- Lic. Luis Rafael Ruiz
 

13.- Lic. Matilde de Izaguirre
 

14.-
 Li-c. Paul Schiftan
 

15.- Lic. Zulemra de Soto
 

TOTALS
 

22 Instructors trained and have taught at 
least one course.
 

21 Instructors 
in later stages of training.
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MEMBERSHIP
 

As of March 32., 
 1987, GEH' membership rolls listed 168 total
members distributed as 
follows:
 

Individuals 

75 active
 

San Pedro Sua 70 

Tegucigalpa 
 5
 

Companies 

93 active
 

San Pedro Sula 
 74
 

Tegucigalca 
 19
 

Total
 

San Pedro Sua 
144 
Tegucigalpa 24 168 Total
 

Membership in past years has been:
 

1987 
* 1986 ** 1985 ** 

Individuals 
 75 
 81 
 99
 
Companies 
 93 
 86 
 65
 

Total 
 168 
 .67 164 

• As of X<arch 31 
 ** As of December 31 

As the above infrmat:n indicates membershio has been
approximately stable since 1985. 
That is, 
the number of
members recruited has exceeded by only 
new
 

a small margin the number
of members leavina 
the cr-anization. There has
important chage been, however, an
in te cop1,0stion 
of me mbershi
period. in ~85 over thisof the members were 
firs; in 


stated reascns
 

1987 55% ofmembers were companies. 21-ring thi eriod thindividual members de:i 
increased from 65 to 92. 

ned from 99 
s p

to 75; 
e absolute number of 
company memberships 

This emphasis 
to focus 

on company me-berships 
recruitingi efforts on 

resulted 
firms, The 

from a decision in 
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for this decision included 
the belief that companies were less
likely than individuals to the
leave organization after joining
and were also more !ikely to pay monthly dues promptly. Also
important was the 
fact that company membership dues of $300 per

twice for
year are those individuals 
($150 per year). Conse­quently, more income could be produced with the same 
amount of
administrative 
 effort for duets collection and membership
services. The understanding 
was that the emphasis on company
memberships, while perha s the
reducing anticipated growth in
membership numbers, 
would, nonetheless, 
still result in meeting


membership fee income goals.
 
The emphasis on company membership also corresponded with a
 
growing focus 
 on t-e firm in other GEI.AH activities.discussed in another section this 

As
 
of report, the seminar and
training programs were also 
reoriented to emphasize in 
company
proarams for groups o:-:f oyees from one business, rather thanpubi{c sem-inars ocen c individuals from a variety of organi­zaticns, as oricinal lv 
planned. Marketing efforts also 
followed
this direcitcn, in sine respects 
this is the most important
transformation 
in GM<AX zativities in recent years, since it 
has
moved 
 th e isZttin fr-om an organization of managers, asindividuals, to 
an asscclaticn o)f c.m.anies.
 

Several observations are appropriate concerning these membership
statistics. The absolute 
number of of types
members all 
 seems
somewhat low. The membership of 168 today is 
below the goal of
400 planned for the end of 
project in June, 1987. Also, the
stability in membership: numbers since 1985 means that the goal of
having the capaoity to add 230 new members per year by the end of
project will not be 
a:taimed. Of to extent
course, some this
shortfall in mei ersh-- 'uz:zers is a direct consequence of the
decisicn to o::jpanye:nasiz memberships, which was discussedwith AID and agreeded : at th&: time. Consequently, it isapzropriate to call OEMYK to task for 
not
 

o.a >.hich. is no locnor not meeting a membersh-i
s;-er-- onal.
e-rat- or' However, it is appropr :e, :. a p o r zeto point 
out several irootant conseauences of 
this level of
 
membership.
 

First, 
income from membershio fees is 
low. The assumption that it
would be possible to enchasize recruiting higher income 
produc­ng/ lo..er cost memberS a.. stili meet membership fee income plans
did not work out in frac:tce. Original project plans for
$60,200 income from ership in 
call 


mem. fees the third year of the
pro.'ect. A reasonable estmate is that $ 36,700 gross membership
Ln-ce wil be
I cene 
rtEda n t is period ThiS estimatecalculte wastssu" by" .... e ':arch 21, 1987 level of 168 members
wi" .reva - f r t.e ­. re year and calculating dues incomebased on 
75 indiv duals at S150 per y'ear, 16 firms at $150 peryear, and firms $00D77 a: per year. Of course, this estimatewill be low if net membership increases during the 
remainder of
the project On other
period. the hand, the estimate does not
consideL the 5% commission paid 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 of this 
analysis is not that membership dues
income has failed to reet a 
specific predetermined target, but
that income, 
from whatever mix of members, may be insufficiently
high to 
cover fixed costs associated with membership activities
and also proviie an accep able level of services to members.
 

Table A.1. summarizes the 
overhead expenses of GEMAH, by city,
and attempts to allocate each expense category pro
two activity rata to the
areas of membership services and training. For this
purpose overhead expenses 
are defined as those identified as
Gastos administratiiLs 
fn GEXAH budget dc'cuments. As the table
indicates the primary c..onents of these expenses are 
related to
salaries and 
physical facilities. 
Salaries were allocated to
either me...ere o or tra-ning activities based on time
the each
individual spent 
Cn oha: respective activity. The 
 specific
allocation was 
made z- a consensus of the two evaluators, based
on a revoew cf the .cZ oesorimtions for each position considered,
discussion 
win easn iividual about how 
his/her time was
actually slen., ar.d 
a f...her review of time allocations with the
Executive Directcr. 
Allocations 
related to physical facilitieswere based on the proportion of total available space primarily
dedicated to each activity. 
Depreciation was allocated according
to the p-.mary use the
of associated asset. 
The other category
consists of a number 
of smaller, miscellaneous 
items (paper,
supplies, travel costs, etc.) 
v'hich were allocated based on their
 pro rata est*mated use 
in each category.
 

'Naturally a.-y such allocation of overhead expenses to sharedactivities na" be scme.hz .rbit in. rar. this case only oneallocation 
 has the 
 eoentia! to influence the analysis
materially. :he 
 a11cca- cn is that of the salary
Exe utLv Df e t . 7-_ of theExecutive Director. -:- -his reason ,, a-the allocation, was alsocross-checked 
with two members of the board of directors forreasonableness. Further, sensitivity analysis of the allocationindicates that i- t:.eeven Executive Director devoted all of his
time to the training programs, and none to Tembership servicerelateo activities, the 
central conclusion of the analysis would
 
not change.
 

As calculate-
 previs, current membership income isreasonably estimated at perS3,058 month. The above analysis
indicates adin .st rative and overhead exoenses elated
nembership act v o-es are to
about $8,158 per month. Furthermore, anav.eraee f f bu S mnt.h is budgeted as a direct costmembership activities cf the organization. 

for 
This suggests thatadditional membershipmemuership growth is requircd- -,e\, before any enhancedm emership service 4SCOO ties will be possible. Based on thecurrent proportion of 
rem-ers 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 $18 month,
of per 
 the present average, which is
equivalent to the current 45% 
individual 55% company split.
 

A noteworthy point 
of the above analysis is the 
high ratio of
fixed overhead costs '$ E,58 ) to 
direct costs for membership
services ($360 per 
mcnh ). This underscores the importance of
attaining 
a larger ensership base. 
Unti2 -ilfficient n:mbers
exist to the
cover fixed costs, additional 
member services will
require outside finanoino or need to 
be self liquidating, which
constrains member 
activities. 
 Other similar organizations seek
to return 
about 30% 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.
 

Membership levels 
also appear low in a relative sense, compared
to the number of managers and comoanies who are potential
members. A .u., 1934, study (A Study of Management TrainingNeeds and 1xisting Training Resources in Honduras) conductedAID by the American for!anae.ent Asociations International Divisionestiated that there -re approximately 11,000 managers in theprivate secto .n s, exclunding agriculture. Of these,approxinately haf are :n edium sized and large companies, thelogical target for membership. A ofcensus business
conditions conducted by the 1M:inistry of Labor indicated that 38%of Honduran companies are located in the San Pedro Sula district. 
This implies approximately 2,090 managers working thein San
Pedro Sula inarea medium and large firms. Until recently GEMAHmemlershipreruiti act~v-ties have focused on San Pedro Sula,so the 2,090 figure is the most appropriate estimate of thepotential nembership base. this 70Of number individuals and 74

comoanies are GEX:.H members. Although company 
 membership maycover several manaers in one company, it appears thatapprcxi atelv of7% shiz potential has been reached. it isdif.icult to judge a priori what is a reasonable share of thispotential. However, the fgures do suagest that ample potential
for memership expansi 
n does exist, in
even the geographic area
where GE!MH has st
been active. The 
 1984 AMA study also
suggested that app=.-a ely
an 
 equal number of private sector
managers exists in e Central District. Thus, membershippotential in the :eguc _-a a area is also attractive. 

3hatGEM.IH records indicate 249 individuals or companies havebeen members at one zi me or a nother since the organization'sfounding 
in late 198C. >is suggests a turnover, or dissertion,rate averaging approxilmat.y 30 members per year, 
or 18% of thecurrent 
merJbe-ship case ter year. Membership turnover is naturalin the early years of an organization's life. Tho ratecurrent 
appears slightly high, based 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: 

1. 	 Descuentos especiales en cursos, semiharios, charlas de capaci­
taci6n que desarrollamos continuamente. 

2. 	 Envro de correspondencia t6 cnica/informativa referente a temas 
de negocios. 

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

4. 	 Facilidad para usar nuestra Sala te Conferencias para eventos ­
propios de su empresa. 

5. 	 Participaci6n de su personal t~cnico y profesional en becas, que
son ofrecidas a los miembros de nuestra organizaci6n por la --Agencia Internacional para el Desarrollo (AID) y otros organis­
mos internacionales. 

6. 	 Uso gratuito de nuestra Biblioteca Gerencial. 

7. 	 Obtenci6n de libros de gerencia a precios especiales. 

8. 	 Participaci6n en eventos sociales, sesiones de Junta Directiva, -

Asambleas, etc. 

9. 	 Opci6n a electo cargos de laser en 	 Junta Directiva. 

10. Elegir miembros para la Junta Directiva. 

11. Banco de Curriculums para selecci6n de Ejecutivos. 

12. Informaci6n sobre valoraci6n en el mercado de 	 Sueldos y Salarios. 

13. Participaci6n en Intercamb!os Gerenciales que se real~zan el 61timo
jueves de cada mes, con temas de actualidad y con distinguidas ­
personalidades. 

14. Participaci6n en Conversato;'Ios Insiituc, nales. 
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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 survey of the
or 
 reasons for
which members leave the 
organization. 
Since it is oftentimes
easier to retain present members than recruit new ones, such
information may useful planning
be in 
 GEMAH's activities and
designing a "packace cf benefits" that is optimally appealing for
members. The 
 "ists present
members. Review of these offerings, based on membership desires 
and satisfaction, 

next 1aac the benefits designed for
 

seems appropriate.
 

Presently membership recruiting 
is formally identified as the
concern of the membershic director and 
the seminar salespeople,
who are assigned recruitUong targets (5 new members per month) and
receive a commission Cf L. 50.00 for each 
new member recruited.
Given the heavy 
wor*-_d of these individuals in visitingexisting members (the nembership director devotes 2 weeks permonth to member visits; , promoting seminars each month and other
related activities, sufficient time may not be available for this
activit. Moreover 
 . c issin offered for new members
 
(L. 55.00) is si'ghtly be -wesemilnar average commission now paid per
participant 
 :a --. L. 55.00 based on the average
commission charged to se-inars in February). Most importantly theinterviews with O .emers-,- indicated that the majority havejoined because 
 of the strong recommendation of a respectedcolleague or 
friend, or a favorable experience with a GEMAH
 
program.
 

The calcutations 
described above 
 have indicated that
apprc..ately 450 
 em.ers are 
required to cover administrative
overhead that cannot ce allocated to the training programs.Without this level of membership the training programs will
subsidize the membership activities. This may have the effect of
making membership activities, the central thrust of theoraanozatlon e:,en,:e.. thecn 
 financial performance of thetraining programs. For this reason comparable organizations thatcombine both training and management association activities seekto insure chat each cc....nent is independently self- sufficient 
financially. 

Give,. this sitiation s mportant GEY.HA tofor attract newmembers. The recent 
ex....son to Tegucigalpa has the potential toGEMIH toward this number, if the tagetmove of 210 new members
there in next.the t.' ears is reached. For this reason it isrecommended that GE:AH establish a working Committee onMem'bership to strenei-ren its recruiting activities. This
Committee should reve member satisfaction with activities,suggest new proarans tht might attract new members and most
importantly, become personally involved in recruiting new members
and encouraging other -'emers to do likewise. There are 
a number
 

of larger,important business that 
are not yet GEMAH mem;.-.s.
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These firms should be targeted for special 
attention by this

committee.
 

The emphasis on 
company membership may mean that in 
some cases
outstanding 
mid-level executives or department 
heads in larger
companies or 
business grcups may not be specifically identified,
receiving information; or directly 
 involved in 
 all GEMAH
activities. A special 
effort should 
be made to identify these
people and insure they are included. One way to do so is forcompany members to r.ate additional executives who could beincluded in addition to the general manager, perhaps with anextra 
fee of L. 10.C0 per person.
 

Although it is impcrtant to 
attract new membership, care must betaken to not -ange the fundamental characteristics of the
present membersipu base in an effort to build numbers. An imageof prestige, ro3 essIcnaism, status, 
 and some degree of
exclusivity 
must -e retained to maintain the 
interest of top
management - ,
of large ar medium sized 
firms in participating in

GEMAH activities.
 

To date GE1:f,'. has done a good 
job of attracting a number of
energet ic, 
 cun, <eLLl aced members who are enthusiastic 
and
supportive of t-e 
or-an 
zation. This has provided a critical mass
or central core of >azbership which is essential. Withstrenthening somein recrting activities and growth in 
membership
numbers GEMAH 
is well positioned 
to continue increasing its
services to members and to the community.
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C. 
 Attainment of Project Goals in Membership, Persons Trained,

and Training Courses Offered
 

Year One Yqar Two 
 Year Three Total

Project

Activity 
 Plan Actual Plan Actual Plan Actual Plan Act
 

Total Members 
 160 153 225 153 400 168 400 16
Persons Trained 560 370 
 770 1074 1080 1386 2410 283
Courses 
 9 23 22 41 36 86 67 15
 

The above table, based on years 
of June 1-May 31, indicates
actual versus planned performance for each year and the 
project
as a whole in terms of 
the three critical variables specified in
the scope of work. 
As the table indicates the project has
exceeded 
its targets by wide margins in 
the two most important
activities. Number 
oF courses exceeds plan by 224%, persons
trained exceeds plan by 
17%. >ost importantly, these high 
levels
of activity have been accompanied by high levels 
of participant
satisfaction and quality program offerig
 

The formal goal of 400 active members 
 was not met. This
shortfall, in part, 
 reSulted from a change in membership
strategy in the second year of the 
 project to emphasize
companies, instead 
 of individuals. 
 Since this change was
concurred 
 with by A7D, the original target 
 is no longer
operational. A complete
more 
 analysis 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 
F:"nui income 
from
membership dues of US$35,700 is below the prce', 
ted level of US$
 
60, 000.
 

The project also called for a number of other activities:
 

32 lo(al instruct-rs .,.,ere 
to be trained. To date 42 
have
been trained or 
are in the final 
s-ages. Local inntructor
 
quality is excellent.
 

Issues 
of a magazine published. 
To date 4 bulletins 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 members to borrow. Of these, 77% 
are in English.
Almost all of those consist of the A.MCOM series published by
the American Mangement Association. 
To date use of the
library has low; part
been in 
 because most books are in
English, no catalog of holdings exists 
so the shelves must
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be scanned to 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 be well utilized it is necessary for the
books to be cataloged by a professional librarian.

Alernatively the 
:aticnal Employment Service 
of CADERH has
a computerized !i 
 arv manage software available for sale.
The program, ihas 
been used previously, is available
 
with instaiai assstance, and
needs. This seems well suited to GEFIR
ca u a~sc .as the capacity to include aseveral hdr ... escriit-tve abstract with each listing.This is a very a tractive feature for GEMAH, since aduplicate co.p'- -is: cou!d be held 
in the Tegucigalpa
office which 
 'nrmitenebers to select and order books
 
thcre.
 

To further enhance its library activities, GEMAH should create a
library committee 
a~mng its members. The committee could among
other things s.c... c 
 tations of 
 books from publishers,
embassies, or individu-FKs, as well as 
support library development

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

Available indications 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 which have
received the 
 GPPO program, and the 
 very favorable
impressions reported by participants who were interviewed
for this evaluation. These reactions are described in detail
 
in sections E and F.
 

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

encountered in the past.
 

1. 	 Difficulty in scheduling the 
follow up consulting purchased
as part of the GPPO package. Several companies mentioned
this problem, indicating some difficulty in scheduling and
delivery of 
this 	service as promised. It is worthwhile that
these few comments were noted in first of
the half the
project's life and h.ve no: 
appeared more. recently. To some
extent this can be explained, but not excused, by the fact
that only 1 individual, the AMA consultant, was available to
do this work until fairly recently and scheduling of his
time was constrained by his presence in 
Honduras for only 2
or 
3 weeks of each month. With the training of a local
instructor, capacity 
and 	scheduling flexibility has been
increased and the problem seems 
to be resolved.
 

2. 	 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 detract
not 
 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 of
role this particular program in its
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offerings and assuring that customers preview the materials
 
before contracting for their use.
 

3. Several 
comments indicated 
that public seminar attendees
sometimes 
felt that material presented was insufficiently

responsive to their needs 
and expectations upon enrollment.

To some extent 
this outcome is inherent in the nature 
of
public seminars. Material 
must be prepared in advance for a
broad, diverse auiience, whose specific characteristics are
unknown, but mixed. Thus, 
some 
sacrifice of specificity and
focus is necessary for broad market 
appeal. This can be
especially troublesome 
 in business envionments like
Honduras, 
which are small and characterized by a range of

firm size and pub'ic-private sector mix.
 

In part this must also be attributed to salespersons's lack
of familiarity with offerings 
in early years. Many new
programs were introduced and taught by foreign instructors
in a short time. Sometimes only brief outlines or
descriptions of program
the were available for marketing

purposes. This lack of infornation, the uniqueness of some
of the offerings, and enthusiasm to generate attendance mayhave resulted in participant expectations which, in
retrospect, ere unrealistic, especially in 
 terms of
academic level and public-private focus. 
 This situation
seems to been
have corrected as salespeople are more

familiar with the content 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 see-s be
to that what was delivered was as
promised. As part of the interview process participants were
asked to their ofindicate degree agreement or disagreementwith the statement "The training 
program provided what I
expected" using the 
5 point Likert scale described below:
 

1 2 3 4 5 

Highly Agree Somewhat Neither Agree Somewhat Highly

ciree or Disagree Disagree Disagree
 

The average response 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, theevaluators reviewed of
all 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, yet positive, 
manner. That
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this is so is no 
surprise, since the promotional materials,
like the 
courses themselves, are "modifications" of AMA
 
materials used elsewhere.
 

The overall GEMAH marketing strategy seems 
to be effective

and working well, Th.ree key elements of this strategy have
been to: 
 1. Emphasize the M<A relationship to establish
 
credibility.
 

2. 	 Focus initial 
efforts on reaching top management, and then
 

allow that individual to persuade others in the firm.
 

3. 	 Emphasize in-company programs and the GPPO course.
 

In retrospect this strategy was well founded 
 in an
envionment where business has 
been reported to be sceptical
of the ben;fits of training and reluctant to spend money.
Although long-term in nature, this entry strategy 
 is
producing results that
in a number of general managers are
 now 	enthusiastic suporters. 
About 70% of public seminar
participants 
report they atte id on the recommendation

their boss. Receptlon for the GPPO 	

of
 
course, which plays to
the strength of 
the r. technical assistance, is positiveand has produced specific benefits for uIsers. This has
resulted in enthusiastic 
 word of mouth support and
 

recommendations.
 

In business usage, marketing strategy 
refers to decisions

about product offerings, price, distribution, and promotion.
Specific recommendaticns 
and evaluations of each 
of these
elements of IS
GE1H activities 
 have been presented in
sections 
A and B. By way of summary, four primary marketing

related recommendations stand out:
 

1. 	 Develop the 
capacity to generate new course offerings,

both internally and from 
new outside supliers, to fill
identified training 
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 
.n-ccFanv trograms and memberships.
 

4. 	 Review inc:.tives offered, to salespeople tc be sure

they motivate increasing attendance at public seminars,
 

A final 
insight into the efficiency of GEMAH'S markcting

activities is provided by 
the 	results of a 1986 rurveyconducted for 
GEAH by ITAE. The results of two survey

questions, shown below, are 
relevant.
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Have you seen GEXAH 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 reasonably large and heavily weighted towards
medium 
and large sized firms, since 81% had 20 or more 
employees.
 

Although no reresentative of the general business
population, it 's highly injicative of GEMkH'S target
group. The percentage of companies being reached 
by the
advertising and brochures is quite high in both cities. This
lends support to the notion that promotion activities are
effective. 
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E. 
 Asses beneficiary satisfaction with training provided.
 

The conclusion of t*is 
 evaluation 
 is that beneficiary
satisfaction with the training is quite high and that 
the
training programs have an
done excellent job of meeting
client expectaticns. Fo',r specific pieces of evidence
 
support this conclusion.
 

First, financial returns to training are quite high,
in asdocumented 
 section 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, contributing to 
a more pleasant
work environrent, 
and higher employee morale and motivation.
 

Tha interviews rrcd'_: e several anecedotes indicating

satisfaction is h e 

that 
offering: 

The vast ratoritv of 
firms are continuing to use the
 course materials and follow up with implementation on
 
the job.
 

A fire dama.ge one firm shortly 
after the course.
Eimployees wor:Ked 
 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 
employee morale, motivation, and

identification with the business.
 

- One manacer : ae his desk with 
a conference table
after 
the pro,-7 to dramatize his commitment to two
 
way com.municatL:n.
 

Subordinates 
 have observed dramaticsupe -,a- changes inr or s -e - tY1­

AID/Honduras 
has itself implemented the program and 
recommends it tc :Lients. 

Several 
firms -_'.,e m-oided letters documenting the
effects cn teir business as testimonials 
 for

promotionai u.zcses, an unusual practice by 
Central
 
American standar-s.
 

Second, as docente :n section X, the image of the
training 
programs s2 -csiti.,e the
in business community,which suggests a .. .. participant satisfaction.
 

Third, instances of 
repeat purchases and recommendations toothers, the ultimate test of satisfaction, 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 the
on part of managers who had used
GEMAH progrars among the firms235 included in that 
survey, as fo'clws: 

Will Your Firm Return To Participate in Other GEMAH Training
 

Programs?
 

San Pedro Sula 
 Tegucigalpa
 

Number 
 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 have
contracted GEMAH training are willing to do so again.
 

Information supplied by public seminar participants

indicates that 70% do so at the 
suggestion of their
 
boss.
 

Fina.1y, evaluation sheets completed by participants at theconclusion 
of public seminars indicates a high regard for
these offerings. Participants 
are asked to indicate their
overall reaction to each program on 
a scale ranging from 1
(lowest) 
to 20 hi hest). The average for 1986 courses
(based on co*.rses, n.t we.i..ed for participants) was 18.45,
which corresponds to the excellent category. These uniformly
high average ratrncs compare very favorably with the bestratings of copparab'e programs of which these evaluators are
 
aware.
 

90
 



F. Economic evaluation of returns to training.
 

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

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

B. Percentage net, 
annual return, based on management estimated
costs, and estirrated payback period adjusted to compensatefor difference between raiaement estimated costs and total 
costs. 

C. Percentage 
net annua= return based on total costs and
profits attri utei to training by management. 

D. Percentage net return 
brased on total financial costs and
profit change for 
 the firm in the financial reporting
periods immediately beiore and after training.
 

E. Percentage net return 
based on total financial costs plussocial costs (A:: subsidy of Lps.8000 per program) and 
attributed profit-. 

F. Percentage return
net based on total financial costs plus
social costs, 
and profit change for the firm before and
 
after training.
 

G. Percentage net return based total
on financial costs plus
social costs, ano 7anacleme-t estimated 
 payback period
adjusted to coopensa te for d ff erence between management
estimated costs and -total financial plus social costs. 

As is true in all types of benefit/cost analysi., theresults of the ana'ys-s are 
 heavily dependent on the
approach used, 
the quality of data obtained, and the
specific assumptions inherent -n the technique. 
For this
 reason no one measure is inherently superior, a:id a varietyare presented to aiven an idea of the range of resultspossible. Method A re'ies cn -anagement estimates courseofcosts and an est :ne e required recovera~ of :-. to thosecosts throuh r . hnef itS. Its advantage is that thepayback period :.s a suzjective construct which
reflects the 
 -u-f the one 
best informed inidividual
in the cor.an' - the value of the benefits whichresulted. Eanaer 
"e as'e:l "How long did it take to getback the costs cf -he course through benefits produced?"The answer is su e e, b ut is perhaps the one bestindicator 
of this key individual's appreciation of thefinancial consequences. :he disadvantage is that costestimates are usually unerstated, since many managers thinkonly in terms of course fee. 1averaaing Lps. 4,000 per 
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course, plus Lps. 
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 is that 
knowing managers estimates of cost and
payback period, net returns 
can be easily and unobtrusively

calculated.
 

Method B refines this approach by using actual firm total
costs, described above, to rata
pro adjust the payback
period and recalculate returns based on this higher recovery
time and management costs estimates. This approach builds 
on
Method A using
by full 
 costs and comparing this
anagement's estinate cf 
with
 

costs. Any difference is then used,
prorata, to 
adjust the estimated payback period.
 

Method C relies on direct
a management estimate 
of the
specific pro-ft ot.ution of training by measuring t h e
financial consegu.ences of outcomes 
that can be directly
attributed to the training experience, such cost
as saving
ideas improved eff.cency, w..aste reduction or profits from
increased sales. 
Costs are 
total firm financial costs. 
The
method is an atte 
 to specifv the direct outcomes uniquely

related to t 
 ' ' .
 

Method D utilizes total 
 firm costs and measures benefits bythe overall company 
 profit change (before taxes and
depreciation) recorded in 
 financial statements 
 for the
reporting periods before and after training. This broad,company wide impact n:easure is appropriate to the general
nature of the trainin provided 
 and is readily available,specific and verifiale. The disadvantages are that firmrecords may no: aways reflect reality and the indirectconnection with the training. Many other factors influence
profit performance, and most could be more important than 
training.
 

Method E refines Method 
C by including the value of
support (estimated by AID

AID at Lps.8000 per course), which
subsidizes 
 the program. Thus, this 
 method includes
estimate of social costs. The result is 

an 
a more realisticcost estimate since costsmore are involved than merelythose paid by the firm. 

Method F is similar to M'ethod E but uses reportedprofit changes, instead of profit 
firm 

consequences directly
related to training as the neasure of benefits. 

Method G refines .eth. B^b, including the cost of thesubsidy. It is AIDthe opinion 
of the evaluators 
that this is
perhaps 
the one best estinate in 
this situation, since it
considers all 
costs and uses 
a global, 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.
most First, GPPO is the
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 and resources available. The
methods used 
to collect information 
are those described
section G, and the in
limits on the data discussed there apply
here also. 
Of the 8 firms which provided data 5 were 
large
(100 or more emiloyees) 
and 3 were medium sized (20 -99
employees). 
No sa 1 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
 

Management Management 
 Total
Estimated 
 Estimated 
 Attributed 
 Profit
Firm Total Costs Costs Payback Profit Change

Lps Ps 
 (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 
 15,000 
 12 
 10,000 300,000
 
4. L 11,420 10,000 
 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 = Medium 

Management Estimated costs and Management Estimated
managers response Payback are bas
to the questions 
"How much did the training cost?
"How long did it 
take to recover costs based on benefic received?"
 
Attributed profit 
is based on management's estimate of first 
year p
consequences of the training.
 

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

RETURNS TO TRAINING 

Method 

A B C D E F G 

Firm % % % % % % % 

1 L 299 118 1100 1482 687 922 41 
2 L 1100 710 3600 5861 2046 3269 361 
3 M 0 -3.8 -36 1820 -57 1271 -94 
4 L 500 421 600 1388 311 775 208 
5 M 1100 823 823 1265 471 745 471 
6 L 200 62 545 2689 393 1957 24 
7 M 100 40 365 132 141 20 -27 
8 L 99 71 269 392 86 148 -13 
Average 425 280 908 1878 509 1125 121 

Overall average, all 7 methods 
 749 %
 

LARGE FIRMS
 
Average 439 2-6 
 1222 2362 
 705 1414 124
 

Overall average, all 7 methods 935 %
 

MEDIUM FIRMS 
Average 
 400 2.36 384 1072 185 645 117 

Overall average, All 7 methods 441% 

Specific procedures for each method 
(A-6) of calculating returns
 are described on th, previous page.
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The data inputs utilized are in Table 
F.-l. 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 economy as 
a whole was starting recovery
from 4 years of essentially no, growth at 
 the time the
training, of
which may have resulted in unusually large profit
increases 
 for some firms,

training impacts. 

which are not representative of
Also, results are influenced by 2 firms which
attributed significant pnr 
fit impact to the training. The annual
return estimates 
probably understate returns 
 somewhat, since
benefits may continue for 
some time.
 

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

Table F-2 also disaggregates the information by large .nd 
 medium
sized firms. Overall 
returns averaged 935% for 
large firms and
441% for medium firms. 
->ifferences in 
return contrats between the
two groups varied 
)cy:Te 
 re used. The measures focusing on
management estimates 
 f return %.ere very comparable; those using
profit measures sc'ec the greatest differences. The smallof the sample precl'udes generalization 
size 

based on these differ­ences, however.
 

To put these figures o context social rates 
of return to
higher education in developing countries average 14.9% and rangefrom 8.9 23%to (Psacharopoulos, 1980). Returns to physicalcapital average 12.6%. -978
A inter American Development Bank
report indicated that 
vocational training programs
America produce cost benefit returns 
in Latin
 

that are superior to other
forms of education, ranaing from to
15% 120%. This suggest that
c-EMAH project performance, 
even considering the most pessimistie
estimate, is comparable 
to the best performace of alternative
training programs in L;tin America. 

Naturally the above d6e_ ribed returns measure only financialbenefits. 
As docur-ente 
 in Secicn E, these programs
produced other havebenefits that are subjective and qualitative, butnonetheless real. It is significant to note in this regard thatmanagers from eight 
firms have written letters expressing their
thanks and satisfaction for the helo 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. 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 direct consequence 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 emp. oyment 
for the financial reporting 
year
immediately before 
and after the date of the 
training. This
provides 
a more general indicator of 
iverall firm perfomance, as
is suitable for the company wide, MBO type of training provided.
 
Employment generation 
 from increased economic activity 
was
estimated 
by first determining the financial 
effect of the
training on frn
the and 
 then relating that to potential
employment generaticn 
'ia a standard macroeconomic ratio of
economic activity per 
 b. Two 
measures of the financial effect
of the training were 
used: first, by the cost savings or profit
generation imputed by management to 
the training: second, by the
change in firm saies 
 between 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 (Ben-arin Vi.lanueva, 
"Cambios en las Relaciones
entre El Estado y .a Economia en Centro America" 
Ocassional
Papers Series, LACC, Miami, Florida, 1986)
 

Data were obtained through interviews with the general manager of
fir-ms who had received in plant programs, using 
a structured
interview protocol 
 to guide discussions and standardize
responses. If pcss'ble the 
information provided was 
verified by
examining copies 
 of company annual reports 
 and financial
statements, and/or disc,sscns with other company managers. Eight
of the 14 private sector 
firms which had received training were
interviewed. 
Of the six firms not included, 1 declined to
participants, 2 had 
undergone 
significant reorganizations and
management changes 
sc that participates 
in the program were no
longer with the firm, and 3 were 
unavailable during the period of
the evaluation. Two inoicators suggest 
that there are no mayor
differences 
 between :he 
 fi rms interviewed 
 and those not
interviewed. 
First, course intstructors, 
who are familar with
each company through t-he dagnosis, course implementation
sequence, reviewed the 
list of companies and indicated 
no know
major different characteristics. Second, 
the "last respondent"
techique 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 impacc 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 11 
new jobs (7 male

4 female) to 370.
 

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
aztivities. 
Six new jobs (4 male, 2 female) were direct results

of the training.
 

The firms interviewed reported

female) in their 

a net gain of 7 jobs ( 1 male, 6fhm, based on comparision with previous year
perfomance. This extropolates to 13 
jobs (2 male, 11 female) for
all training recipients. 
it should be pointed out that this total
is strongly influenced by .n.
e firm which reduced employment, for
reasons not attibuted to the training, by 35 
(28 male, 7 female)
in the year followina :s progralm. 
If this one firm ir excluded,
employment impact 
 this
b . estimate is 42 jobs 
 (25 male, 13
female) extropolated to 74 
 51,23) for all 
 firms receiving

training.
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TABLE G,
 

EMPLOYMENT IMPACT
 
FIRM EMPLOYMENT CHANGES 
 ACTIVITY CHANGES 
(LPS.)
 

Direct 
 Overall 
 Direct 
 Overall
 
Male 
 Female 
 Male 
 Female
 

1. 2 
 1 
 3 
 1 
 178,000 
 364,000
 
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 -28 
 600,000
-7 637p500
6. 
 1 
 0 
 4 
 1 
 168,0001 
 2,100,000

7. 
 0 
 0 
 0 
 1 
 40,000 
 30,00b

8. 
 0 
 0 
 8 
 3 
 30,0oo 
 200,000
 
Totals 
 4 
 2 
 1 
 6 
 1,501,000 
 5,931,500
 

Job Equivalent 

54 
 211
 

Private

Sector
 
Totals 
 7 
 4 
 2 
 11 
 2,626,750 
 10,380,125
 

Job Equivalent 

94 
 370
 

Higher 
estimates 
 of e2!ement
consideration impact
of economic are generated
activity through
indicators.
financial Pefomance Improvements in
belived 
 to be directly 
(either cost savings or profit improvements)
related
Lps.1,501,000 to course 
 outcomes
for the totals
firms interviewed,
all participanlts. This or Lps. 2,626,750 for
is equalrespectivey. to 54 or 211 potential
Overall financial jobs,
training impact in the
totals 
Lps 5,931,500 year aLter the
for the
estimated at Lps. firms interviewed
10,300,0C0 for and is94 all participants; equivalent to
 sex 

and 370 job, respectively. The disaggregation of these jobs by

is not know, but can be assured
produced by direct to be comparable 
to that
employxent, approximately 
2 1ale
female job. It must be enp"isized jobs per 1that these measures are based 
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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 potential

purposes;, such as 

may have been used for other
canital ilivestment,
Hence advertising,
the above data or the like.
are somew..hat optimistic 
and are 
best
regarded as maximum potential estimates.
 
Naturally, 
some caution 
must be
First, used in interpreting the
a large number of data.
factors other than 
training could have
influenced the re.;ults noted. Most important is the rerfomance of
the overall 
economy, 
which had experienced very
(0.9% in GNP I981-i984) little growth
before the training period, and was just
beginning recovery at the time training programs started. Second,
the purpose 
of the training focuses 
 on general
planning, establishing management
objectives,
Employment is and enhancing communication.
on ­ pcssible secondary outcome
is not a specific objective. Indeed, 

for the process, but
 
which course citcomes could result in 

there may be instances 
in
improved
yet reduced emplo:net. For this reason it is 
firm perfomance,
 

difficult to judge
course 
quality by emtzioyrent consequences.
 
Thrid, d?.ta 
 were generaed 
from interviews.
recall may be imperfect. Thus, management
The information, however, was
checked 
 with cross
firm records, other
instructors, managers,
and and course
is believed to 
be reasonably accurate.
item p.triods are not Fourth,
comparable.
various Firms received
times, some the course at
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,
that positive modes the overall conclusion
employment is
oeneration has 
resulted 
from a
very cost efficient process.
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H. 
 Review the GEMAH Arieniment Proposal 
for Providing In-plant
Technical Assista-nce 
and the Anticipated Returns on

Investments for Participants
 

I. Amendment Proposal Evaluation.
 

The GEMAH Amendment Proposal requests 
 US$312,100 to
establish 
and support a "consulting" division and purchase
new AMA 
course material. 
The specific components of 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 dra..,n 
frcT G MAH"s existing base of AMA purchased
courses, iY:cing GPPO and 
16 others, which GEMIAH is
experience: i:- resentinq. 

2. 300 days for .h.nical assistance by the AMA
consultant, Dr. Urdaneta,
7c's 
 averaging 2 weeks permonth for Z years. rhe activities planned for the

consultant are:
 
a. - Assist Jn coodinating and organizing the
 

consulting area.
 

b. -
Advise and develop the GPPO offerings
 

c. - Recommend the selection of 12 new courses to be 
purchased from the AMA.
 

Costs of this 
cc....nent otal USS2S,100, including salary,

travel and per de2.
 

3. Purchase 12 
 AMA courses, and provide 
a foreign
instructor for -he in-iti-.al 
 teaching of each course.
Costs total US$c4,000, including US$48,000 for course
purchases and US$46,000 for instructors fees, 
travel
 
and per diem.
 

Expected benefits over years
two are 168 in-company courses
taught, 2,856 people trained, and 16 new instructors trained.
 

From a technical standpoint the capacity of GEMAH 
to carry out
the proposed activities sees clear and 
.ell established. 
All of
the courses are presenty n the
-- G7.,.AH portfolio, with experien­ced local instructcors. 
 o f' -e- courses included in thein-plant program 
 _r2 tau 't locally before, in bothTegucigalpa and San 
 P>e::- Sula. P-.eed, as discussed in Section
B, GEMAH is 
very c'_:. airead', has self-sufficient technical
capacity in these areas. 
:t is to b'e expected that the 
GPPO
course will 
account for the maycrity of these programs, and
GEMAH's ability to deliver this program is established.
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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 levelscontemplated is 
strained, even considering the presence of Dr.
Urdaneta. 
 This underscores 
 the need to train more local
instructors 
for the 
course. Second, in contrast
remaining 16 courses that are 
to GPPO the


in6luded in the program were not
designed specifically 
 for in-plant, application oriented
presentation. 
This means that 
 in some cases the exercises,
teaching materials, and tocls for application may not be
present and will 
need development. 
In other cases, it may mean
that the subject matter 
 is such that no specific inherent
advantages result from in-plant presentation. Although exceptions
are possible 
based on specific firm characteristics, the
 
.n-company application focus of
Professional Secretary :ezhniques,the material in such courses as
or Marketing for Non-Marketing
Executives seems 
less than .entralin these areas. In such cases,
there is some risk the
:hnt orogram will be little more than a
public seminar taught

bad 

to a closed audience. Although this is not
per se, benef- fLro 
 the DIF phase may not be
effective. The point cost
is :Wat no: all topics or materials require
the unique advantages o-f the 
in-plant format. Some consideration
should be given to insuring that only those that do are 
included.
To do otherwise risks 
diluting the quality, results oriented
image of the progr;,ms.
 

A final technical consideration 
is the likely zrall size of the
participant group 
for most of these programs. Two programs focus
on top management issues that relate to the entire company;
others have a depar-mein- focus and relevance 
the 

to only that sub­group. Consequently, partici.an- numbers in these courses will be
low. Aside 
from im" caticns
p of cost and market size, thiscarries two impiicatcns. First, teaching techniquesmodification may needto become 
rnnre individualized 
and tutorial like.
Second, GEMAH may experen e 
 LoClUy in reaching the planned
total number of participants without 
increasing the number of
offerings over the 
level planned, The planned
which average of 17,
is average GPPO attendance, seems 
high for many of these
offerings. Although low attendance 
carries no financial implica­tions for GEMAH, it does 
effect reaching participant targets.
The inter-company technicue 
described 
in the proposal (allowing
several companies to do 
one program together) is an 
attempt to
address this 
issue. A'though effective in theory, its use is
likely to be restricted to affiliated companies or 
firms with
common ownership, which are 
relatively few.
 
These technical problexs 
are relatively minor 
and easy to acco­mmodate. 
The central zon:2sion is that GEMAH has done what the
proposal calls 
for "n the past and slould be able to continue
doing it in the future.
 

102
 

http:partici.an


Several additional observations 
relate 
to the substance of the
proposal.'pirst, the amount of the technical assistance requested
seems quite high, 
relative to the tasks
especially required. This is
true since local capability to present the courses
that are 
the core of the proposal has largely 
been developed.
Only fine tuning, corn,:etion 
of training for back up instructors
already in progress, and assistance in adapting familiar programs
to the in-plant format 
seem 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 about 

overall 

half, either by limiting the assistance
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 absoulte and relative terms. 
In 1986 41 in-company programs
were taught. The 7927 
.......t calls for 60 in-company programs And
offerings through A-': are'short of this goal. Although 1986 and1987 offerings were 1oz:enately GPPO, 
it is likely that this
will remain the case 
undr this program. Nowtwithstanding the
addition of 16 
courses to 
the in-plant roster, many of these will
likely 
have limited markets. Reaching these 
 targets may be
difficult, especial'% 
the goal of 96 
for the second year.
 
Several other facts support this conclusion. First, the nature of
the 16 additional courses 
limits the market. GPPO is 
a generic
management techniaue, applicable in a variety of private, public
and government institutions. Applicability of many
courses of the other
seems limited to 
 one specific department of private
sector firms.
 

Second, proposed price _evels may be 
a constraint in the market.
Interviews 
with GPPO purchasers indicated that 
the program
seen as costly, but was
ustif ;able i, terms of
served number of managers
and benefit potential for the 
company as a whole. Many
expressed' the opinion 
that the course wculd be usefuldepartment level, at the
but could nct justify the expense, given
few people involved and likely the
lesser benefits. To 
some extent
this may reflect the often 

gers 

observed reluctance of Honduran mana­to support training at any other level than the top.
also, to some extent, reflects the reality of higher costs 
It
 

trainee and per
likely e benefit levels 
for department level
programs. For reason
this GE!,lh nay wvant to consider reducing
prices or adjusting cjcals downwarj.
 
This is especially the 
case 
for DIF activity and income which is
budgeted at 5 days per program and Lps.
in section A, there 

600 per day. As aiscussed
is strong evidence of resistance to this
price level and follc.' up is frequently omitted. Adjustment of
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prices or reduction of projected income from 
this source seems

advisabl*also.
 

Second, 'too proposal does 
not indicate if the anticipated level
of activities 
are, in addition 
to or include the programs that
would take place without the funds requested. The initial project
financed the developrent of GEMAH capacity to offer the GPPO
course in-company 
and also teach the other 16 courses in the
package. Presumab. this was intended 
to result in a continuing
level of activity, Esuewhere around that of 1986 actual 
(40 GPPO
courses) o2 1987 budget (60 in company course) 
If the proposal
calls for additional courses beyond the 
assumed level of conti­nuing activity, then income estimates 
seem very overly optimis­tic. If proposed activity level 
includes the courses 
that would
be taught anyway, then the funds 

some 

requested seem to be used, to
axten',to surplant, rather than supplement activities that
could be expected to take place anyway.
 

The most important issue, course,
of is that the proposal and
additional 
funds do not spuak to what was identified in section P
as the critical issues 
for GEMAH technical self-sufficiency: the
capacity to develop 
new courses internally and purchas CoUXres
from a variety of lower cost external suppliers. For this reaion
AID may want to consider adjusting the proposal to include *heelements described 
in section B. Also, the possibility 6 repro­gramming some of the 
funds requested to provide a permanent
endowment or building should be 
 considered as a better
alternative use of reSourses. The rationale for this is 
provided

in section A.
 

Three minor observations are also in order:
 

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

2. - Tha description of benefits and projected income statements
do not itdicate 
that the newly purchap- courses will be
oftered as polic seminars. A likely m, 
 Z and additional

revia ould e available here.
 

3. - ResOns4Jbility for selection of the AMA courses is given
only to the AMA Theadvisor. business community advisory
boards, instructors, and GEM.A 
 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 an,"- financial 
returns for these participants will
differ in any material way from those 
described in section F.
 
Returns 
for other courses are likely to vary, given the range of
subjects involved 
and, most important, their narrower, 
depart­mental focus and hence smaller field of action. Returns will also
vary according to the importance of the specific subject 
matter
to the aztivities 
of the firm, i,e. marketing and sales 
topics
may be most beneficial 
 to a consumer products firm, and
secretarial courses of lesser 
 impact.
 

Given the deoar ment fclC s, it is 
likely that benefits will be
lower than those 
of overall 
company programs, 
to which almost
any positive ctan-je in area
any of activities can be 
 imputed.
The resulting benefits, however, will 
be more focused, moredirectly associated with the training received, 
more measurable,
and more easily identifible. 
 Hence, they 
 are likely be
perceived to
as more solid and tangible, although of lesser

magnitude.
 

Given the above, thce most reasonable estimate is 
that, compared
to the benefits produced by GPPO, returns here will be proportio­nal to the importance 
of that area or department receiving 
the
course to the corpany as 
a whole. That is, department focusedreturns are pro rata reflections of overall company returns. 
Naturally, this proportion will vary by department and by compa­ny. For the economy as a whole, 
it is reasonable to assume, 
for
the purposes 
of this analysis, that departments (at least those
represented by the course 
areas) are equally important.
suggests that This
the returns, compared to 
GPPO overall, are related
to the number of departments 
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 departments per business.
This implies that returns to courses will be 71% of the
these 

OPPO level.
 

Naturally, the assumptions and data
made are on which the estimate are
crude and approx'na Even
mate. 
 if the estimate

of departments per fir, s off by 

of number
 
0C0%, returns to 
these course
would be 35% 
of GPO levels.
 

Data collected 
from managers interviewed 
for this evaluation
indicated an 
 average of 3.1 departments per company, 
which
implies returns at 320 of GPPO levels.
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Notwithstanding 
the problems inherent 
in this estimate, the
order of magnitude as such that 
the conclusion 
of attractive
returns 
 to training investments 
 for these courses seems
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 impression conveyed was the
that organization
regarded as dynamic, innovative an 

is
 
professional in what it does.
It is considered 
a young organization, both itself and 
in terms
of its membership. Yemrbers 
 are viewed as coming from mostly
medium sized 
 local 
 firm s and larger multinationals; 
 no
association with the "traditional" business and commercial elite


is noted.
 

As is true throughout 
Latin America "personalismo" is 
important
and institutions 
a-e cften identified with tho 
 characteristics
of the individuals associated with them. This 
is the case here.
Interview requests describe
to 
 GEMAH often evoked a description
of one of the people active in the organization. In this GEMAH is
quite fortunate in that the descriptions provided were uniformly
positive. The response 
does indicate, however, 
that a distinct
image of the organization itself 
 has not yet been fully
developed, which is logical considering its age and size.
 
As an institution _GEMH
is most often perceived in terms 
of its
training activities. indeed, except 
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 documented 
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 
Management issociation. 
Indeed interviewees
consistently referred to the courses 
and programs as AMA
materials. This, of 
corse, is reinforced by GEMAi's emphasis of
the AMA 7elationship in promotional activities. 
The result of
this close identification with the AMA has been that 
GEMA-H 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 GEX4AH training.
This image has undou1tedlY facilitated GEMAH's growth and
development to date. 
On the other hand it may also 
hinder the
development of a distintzive 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 senrantic 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.
 

Expensive 4.3
 
a. Cheap 


Foreign 3.7
 
b. Localized 


Boring 1.3
 
c. Lively 


Elementary 3.2
 
d. Advanced 


Dissatisfied 1.8
 
e. Satisfied 


Not useful 2.3
 
f. Useful 


Average Prof.l.9
 
g. Excellent 


Professor
 
1 2 3 4 5
 

quite lively, expensivecharacterize GEIMA-M fairly
These reactions . _ Its programs are seen as
a forei . tint. 
as a 

organization with 


useful, ana deiv.ered by superior professors, which
 
standard, 


a high degree of overall satisfaction.
results in 


in providing management

A complete evaluation of GEM..1-I's role 


B and D. The type of training

training is presented in sections 

needed is discussed in section J.
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J. Evaluation of the Extent to Which A1A Training Programs Meet
Private Sector Needs and Identification of Unmet Needs.
 

Several observations 
and comments are relevant regarding
the extent to which GEMAH's,,AA provided training 
courses
have met private 
sector needs. First, the overal!Iscope and
quality 
of courses is impressive. GEMAH 
has made much
progress, quite rapidly. 
Its level of business training
activities in Honduras 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 in producing 
a group of quality, well received
 
courses.
 

Second, as is to be expected, these are 
still gaps in course
coverage and tra-.ini 
 needs which are unmet. These gaps can
be viewed along several dimensions. In of management
terms

level, GE :AH offerings seem to 
 focus on mid-level,
operational 
 .n 
 or in some cases lower level
administrative 
 funztions (secretaries, receptionists,
warehouse management) . There are no offerings which appeal
to top managers. The 19S4 AMA needs assessni'nt of management
training in 
Honduras identified management training 
courses
designed exclusively for chief executives as 
a felt need,
area with no an


existing offerings, and something for which
managers are willing to pay. The AMA 
courses provided,
however, 
did not follow-up on 
this oppor
this type of program is among the most difficult and costlyto present, 
GE.AH's developed credibility and position in
the business community through its membership network make
this an attractive seg-ent to pursue.
 

:n terms of business function, most courses focus on general
management, without any specific business or industryfocus. Development of materials related specific
to a
business 
(Hotel, Res:aurant Marketing, Food Servi~e
Operations, Management for Doctor, Banking) would add
another dimension to course offerings. Speciiz7 course
in 
 this area iden-ified by the AMA stu ...7' 
gaps
 

.arket
research, international distribution eC.I: 
 rlationrequirements 
for exporting companies, h'cnIur-i; .aL3or law,
export orientation courses, 
and effectivec 
 " ".ritten,
and interpersonal ....... cat
:cn
 

Only one offerino related current,to topicxj issues hasbeen developed (de'aluation) . Short, focused briefings,
usually by someone especially knowledgeable or directlyinvolved, 
 and related to a current 
 topic of business
interest are another gap in course offerings. E>:a '.ples ofsuch briefings might include executive and complny security,
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~ayanua1, economic forecat and otlo~ad 
 for iterest, rates, j
 

pres 
 etad 
 rvtiain
4,dcmodt 


Ante ieyexample wouil'd 
be semiinars, discusassi'on how~the~
 
exor 
 mport) permission procedures o~f th1e- about'-to beuestalised 
 entro Uniccode~ Tr~mite willoperate. Since 

-Willi, ~e f~f ect many~bus inesses, ia good orsoneIo
da briin woulddbel'eli T s.opotnt
exploited 4independently1>b :GEM on
,$'4ora~~coptrai'e basis 

'2'' .~ with" the'4-instituion 6involved. 
 " '"'46Y,6'' 6 6 

~"""r,~ Indeed, the: entire ar'ea of 'export opertij"&n is, current~ly 4topical1..An'other -oppor~tun'ity ,wou& 
'"-

beY't '4o:dye1opi a seinarii~
focusing on, what happens to products after 1theyK'reach the'-" 
'U.S., emphasizing evaluation of' mak inomain

loitcl requirements, oaaeeB>ofj istribution"-''
channels, and,. legal,' procedures..' the .- Internaional Center '&o4f' Miami has, developed such,a, 'curse rand wol cpeaei
making-i available to Hon~duras,; '
"" '"44' 

Almost :all GMHporm todate have been deliv~ered in one 4 "" format only:, ','Two full"4da'ys,6,:400 ASIM. to 5":00 P].. Theire is,some, evidence 'that 4 this Iis', not ;,the 'format mosr- desired b~y the,­market.. The11984 AMA 'study, which' intervie"wed;,IOv ir : 00 maager~concluded that! :45% of managers prefrred, that _training>take
plac 'e outside 4of workin'g hours,*, 27% expressed a -p'referecefo
training during working hours., Mana4gers 'of :im 1 the co.-merce~>44 sector 4and-,:the serk ice secto seedprtclV 
 4'Ufti-I$
have training, "take. plac'e during woki~ l2 a "bri 6 %,'
 

4 '4 1 inrespectively, ofth mnesitveed 
wanted training during the day. A 19.86~ maktsuy 

' 

by 'ITAE for 'GEMAH' 1reinforced ''this 4 point. T si o,managers revealed the' following prfrecs 

~~PREFERED SCH-EDULE'4 
"""">'<> /",'2""4':;6 . : 

~' ' -~ Afternoon , 13 
9 

%"44~L'' "";4'"~4~~44~ '~4

Night''~"~~ 48.11%4 6 """ 

'44 ' Complete Day "''" ""8.'"6'%A i:"~ 41" 

Any-' 
 '4*~%C 144 "Q 

'Non' 
 16 .' '"6"06 

'~'' 52.9 % ~- :~.4"~"iu~""", 30 P. M. -, 9:>0 P,"M. ­

4''64",46441 Any'~'4 ­ 10.7 4%"4 

44<44-4>4~4 ~ ohers'. ~ ~ 13. '"''%14" ""- A6 

Ii' 4 4 4 .4 ;j 



-- 

-- 

--- 

-- --

Thie cohclusjoi is' that by relying 6nJ a,stan' d .'i 
maig i dlifficult for~ some groups topr cp ~? Ti.y'ay.i~part6 help, to explain~ low atten~dance at some Pr 2as The point 

optimal, but' that different - grou~s have. dif-Ye r)n t f~~n~s 

W'ili be relvda local ins.1tructors ta, over,~At thatk tim~eGEMAH should experiment wih - ait fshdlin options.
monitorh'reuttand react 'accordijgJfy
 
The ,same7,-observat ion. may-:be true' for pricing, 'whichq has~beenv­reailystandardY'-, .and invariant. A~1lholugh prsn rseems .inlinelw'iththe competition and mor~ir~g copaabe&
to tha chargedc by simi.lar orqani'zations ni tironresit'~
May stillbe worthwhile to experiment with diffeil' 

4to, mea'sure thie onffc dea9se -' ~~~, seminars.', Given te con , ein, seii'A~i.7th~e 0nincs of,. these, semir4<i ~ isp~~eyuseful, to,know ifprice 'decrae wil'increase r~ lij~ Someo>ce. 
-~ 

careful~ly~moni'tored, 'canges in~pricing, -may hay ste ffct of~
both increasing 'revenue, and attendanceSic it.l.e. 
 Ji t2~a 11y{~an emnpirical quest ion,_ somie experimentto~~ii~ 

-- <-- VAdditional unmet training- needs,suyundertaken, by. were identiffc-'d in t-c18GEM4AH and" :ITAE. On the ja'sis ,,of,incevt w
"with :235 'business in 'San [PdrO 'Sula2 and Tgcglafollowing two general areas, 'not hcurrently G ,1 H pCindicated as .significn trii_~eds:
 

-Personnel (22- % of the;.topics metoic' 
- Production t('12 of 4meA~ntions) 

In adtothe foll'owing specific topics,, nothAAcourse pot"oireceived at-_,theec~- ~ 
sgetosfor coUrsels were'.requested:-

Exporting. ~ Socia"1YSecurity system

Produ tion ,Planning A--~'---

Market Research' A~~AA ~ 
AdvertisiVng 


V 

- VV-Inventory Management 4 K"AYA4A­
<VSales " Forced Trlaini'ng ~~V4 

V ~~Quality Control 

Aj:---y-) AVUV> 

-- VV~~flporting 

A-A~~VV~V Safety-A.3 

-kA 



As a final~ inia o ne n eeds, wthe, fol Qowing tooicsireceived mul~tipl~e mentionis during~the interviws Conducted forPthic evaluation. Only those topics not urrently ofedar 

B" ... im~pementation of Microcomputer 
 ons 
.'~ VYQuality "ControlPublic.Relatiois~ r 

Internat'ional .:Trade and Exporting;: 
SalesiForecasting
Wage and Salary.Administrati'on >i 

r Labor Law and. Relat'ions 
PortManagement>

Airport Manageet~. 
 '9j

SuprviorySta ifTraining
International Loan Neg"6tiation.

.,Agribusiness Management'
Travel Agfency Management 

B 

The above ~infornation, collect.ed from three~distrc Sources Ond~compared with: AMA 'progr'ams suggests that,.there4 a.retraining needs. an brofwhich are. not currently~ met.- ont~ 
to xpettha A]'L/GEAHofering shouldprivate sector , mneet evly 'expressedtra iningr need., td~ieT4:,r~ia1
conclude,_ thowever, tehat Iaiple.,room for nhew prdJram ,dcvelopnent' 

SAs' do
discussed in Section B', GEM1AN must 4 three tictoenhanceits capacity to'repond to,
"~4 these unmet needs:~ 


:ti.;.; :experiment :with 'diffferent 
 course formats, sclle Lil es, and 
2-. Ehne'its inenlcapacity to. develop ne-- o.rssadopurchase mnaterials. from other suppliers. 
 "'~''' ">" 4' 

S3 Expedit-e the establishment of thto
advisory boards, and membership o ,ers ~fora ize a ,channel ,for getting" tbi '~t-' -and.Y'>~Vreacti4jns-to proposed courses, 
 4 

'j 

' 4 1'4 
1 1 2
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K. Review AID's Plans 
for a Small Business Development Activities
and Evaluate GEMAH's Technical and Institutional Capabilities
 
for Participating In the Project.
 

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 local 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 acritical constraint in implementing SME development programs.
SME training needs include both specific, functional. training

related to core productive activities and training in business
 
and management fundamentals. Experiences of other 
training

institutions suggest that 5 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
 

SMIE's, obtain 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 If explanations are kept to
 
the minimum for basic understanding, and packaged in short, concise
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 log'tcally be referal by a lending agency
as a prerequisite to obtaining financing, or integrati.on with the
activItes of a cooperative or union, or insistence of a key
customer. The Carvajal Foundation in Colombia has, for example,
been successful in linking eligibility for its grants 
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atid 	 loans with training. APEDE in Panama designs its initialcourse sequence to in theculminate preparation of a bank loanapplication. APEDE's experience reveals that about 60% of SME's whointend to apply for loans at the beginning of the training actuallydo not do so at its conclusion. The most cognmon explanation is that
they have learned through course thethe that business does not havethe 	capacity to repay or rhat the 	loan is not needed APEDE savings
of bankers who have loaned to those completing training indicate
that loan approval 
rates are higher and collection problems fewer

for those with the training than 
those without. This reinforces the
natural, mutually beneficial, link between funding and training.

This extra incentive is 
critical in attracting SME participants, who
 

busy and not naturally inclined towards
are 	
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 associated with the
training itself. 
Subsidies for material development, facilities and
 
management overhead 
are usually required initially.
 

Evaluation of GEMAH against these characteristics suggests that it
 
is quite well matched against these requirements in several
 
dimensions:
 

1. 
A management team, information system and accounting system,
 
which is 
in place, quite good, experienced in supporting
business related training, and flexible in 
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 type of teaching, given

their own business experience.
 

3. 	Physical facilities which are 
available, appropriate, and well
 
equipped. Training facilities, physical presence, and
 
management support in both San Pedro Sula and Tegucigalpa is
 
another advantage. 

4. 	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 materials. The AMA provided courses can,
In no way, be effectively used by SME's. Moreover GEMAH has not
demonsurated capacity to develop materials on its own. Thus,
substantial external assistance would required thisbe in area. 



2. 	No mechanism for accessing the client group. 
 GEMAH's present

membership is 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:
 

I. 	There are real cost savings and economies of scale available by
 
working with GPIAH 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 costs could be reduced. Also, GEMAU could spread 
its fixed costs over a greater level of activity on a cost 
sharing basis, which wou~d assist its 
own 	finances.
 

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

3. 	 GEMA}! his a tavorable, 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. 	 GEMAH's top management free time is limited. Moreover, GEMAH 
itself is 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. 	 GEMAII has to some extent developed an image of prestige, status, 
and high quality which seems valued by its membership.
 
Expansion into SME training has the potential to
 



dilute that image. Consequently, it would be important 
 to
"position" the program carefully in the eyes of membership, perhaps
 
as a public service activity.
 

7. The financi, 1 implications of the project may be detrimental
 
for GEMAH. As discussed in section A, GMAH is self-sufficient
 
only by the narrowest of margins in the best of circumstances.
 
No surplus exists to subsidize SME activities, either on a cash
 
flow or direct cost. Even 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.
 
Thils risk is especially relevant in 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 financial 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 GFRMAH 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 activities. 



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

The development of new courses; along the lines outlined inSection B, is critical if GCMAH is to be financially
self-supporting and also achieve its mission of high quality
management training. 
 Although GDIAH will definitely continue to
exist without further technical assistance, the transition couldbe facilitated if a relatively modest amount of further
assistance could be provid.2d that would speakexpressed above. to the concernsThe specific characteristics of theappropriate technical assistance required have been discussed inSection 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 dependent on AID stafffor technical assistance. 
project. 

No AID staff work directly for theOnly 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 I AID visit took place and that was
nature of a courtesy call by the 
in the
 

project liaison officer, who was in
San Pedro Sula for another purpose. Telephone contactsfrequent with about 4 calls per week. 
are more 

Most of these focused on
getting inforuqtion for AID reporting requirements, adjusting
funding, processing 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
Institutional change, 
there is 
no reason to believe that AID staff
assistance is 
in any way central to GEMAH's tcchaical viability now.
 

V 

http:provid.2d


LESSONS LEARNED
 

There is little room to doubt that 
GPIAH 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. 	 Implementat:ion (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 risk, and simplified
 
start-up.
 

c. 	A prestigious, locally recognized U.S. contractor. The
 
prestige, image and respect for 
the AMA is high in Honduras,

and this was heavily traded on 
to gain credibility, status
 
and receptivity for 
the trIining programs. AMA courses,
taught by AMA instructors, effectively overcame initial 
scepticism. 

d. 	A subtle, unusually high stake in successful outcomes by 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 build on a natural 
common perspective and networks with its 
client group, since 
they were virtually one and the same. This facilitated two 
way 	 co Imunications and a sense of identity with the business 
community that might 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 
 in 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.
 

3. 	A willingness to 
revise plans and adjust 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 is 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 major

difference in performance. 

4. 	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 conceive of the project having the same 
success
 
without comparable personnel. 

N,
 



ANNEX I 

PUW PAUL L971 - i987 

Q~w s.r.s. - Tec&mcLPA 

E.NER.._.__O FEB. MARO ABRIL MAYO JUNI0 JULIO AGST. SEPT. OCT. NOV. DIC. TOTAL 

GD4AH
San Pedro SuLa 
Tegucigalpa 

SUN" 

DONACIONEi 
AID 

Lps. 

Lps. 

15.800. 

-

15.800. 

31.650. 
30,500. 

62,150. 

29.425. 
30,00. 

59,925. 

32,200. 
30.500. 

62,700. 

29.975. 
30,500. 

60.475. 

32,750. 
30,500. 

63.250. 

30.525. 
30,500. 

61,025. 

33,300. 
30.500. 

63,800. 

31.125. 
30.500. 

61,625. 

33.875. 3t.650. 10.625. 
30,500. 30.500. -

64.375. 62.150. 10.625. 

342,900. 
305.000. 

647.900. 

San Pedro SuLa
Tegucigalpa 

SUMAJ 

TOTAL INGIESOS 

Lp. 

Lps. 

Lps. 

6.100 
.,900. 

15,000. 

30,800. 

6,100.
8,900. 

15.000. 

77,150. 

6,100.
8,900. 

15.000. 

74.925. 

6,100.
8,900. 

15,000. 

77,700. 

6,100.
8,900. 

15,000. 

75,475. 

6,100.
8.900. 

15,000. 

78,250. 

-
8.900. 

8,900. 

69.925. 

-
8,900. 

8.900. 

72,700. 

-
8,900. 

8.900. 

70.525. 

- -
8.900. 8;900. 15.400. 

8.900. 8,900. 15,400. 

73.275. 71,050. 26.025. 

36.600. 
I13.300. 

149.900. 

797,800. 

San Pedro SuLa 
Teguclgalpa 

TOTAL ECIBESOS 

UTILIDAD META 

Lpu. 

Lpa. 

Lps. 

27,280. 
11,975. 

39,255. 

(8.455) 

34.855. 
19,325. 

54,180. 

22,970. 

30.080. 
19.475. 

49.555. 

25,370. 

32,055. 
19,075. 

51,130. 

26,570. 

31.380. 
19.075. 

50,455. 

25,020. 

32,255. 
19.475. 

51.730. 

26,520. 

-

30.280. 
20.225. 

50,505. 

19.420. 

--------­

31.905.. 
19,875. 

51.780. 

20,920. 

30,430. 
20,275. 

50.705. 

19,820. 

31,905. 30,030. 29.155. 371.610. 
20,225. 19,875. 12,375. 221.250. 

52,130. 49,9C5. 41,530. 592.860. 

21,145. 21,145.(15.505.) 204.940. 

i--------­



PEFEMPAUL 1917 

Q - ThGOCXU1A 

ENER FEB. KAIZO ABRIL MAYO JUNIO JULIO AGST. SEPT. OCT. NOV. DIC. TOTAL 

I. SMIUI OS 
A. ED ad* 

b. En compalf-

2. o'7os 

Diagnoacico, 
Lmplemn­

taci6a y Sexulentom 

3. IGIGESOS POR DONACIONES 

A.I.D. 

TOTAL ImrC"LSOS 

II. I 

1. MD:/f ESlA 

2. SEIINARIOS 

a. En soda 
a - aomorarios instructor 
a 2 ComiaLonas 
a3 . atcanal dJdictico 
a4 . Publicidad 
a. ,,friar.lno.-bufaces 
a 6 . Gastoa do viaje 
a. Protoc.L6 

Lps. 

Lps. 

Lps. 

Lps. 

Lps. 

Lpa. 

Lps. 

-

-

-

8,900. 

8,900. 

100. 

-
-
-
-
-
-

-

4.900. 

16,000. 

20,900. 

9.600. 

8.900. 

39.400. 

100. 

800. 
900. 

300. 

850. 

550. 

350. 

50. 

4.900. 

16,000. 

20.900. 

9,600. 

8,900. 

39,400. 

200. 

800. 
900. 

300. 

850. 

550. 

-

50. 

4.900. 

16.000. 

20,900. 

9,600. 

8.900. 

39,400. 

200. 

800. 
900. 

300. 

850. 

550. 

-

50. 

4.900. 

16,000. 

20,900. 

9.600. 

3,900. 

39,400. 

200. 

800. 
900. 

300. 

850. 

550. 

-

50. 

4,900. 

16.000. 

20,900. 

9,600. 

8,900. 

39,400. 

200. 

800. 
900. 

300. 

850. 

550. 

-

50. 

4.900. 

16.000. 

20,900. 

9.600. 

8.900. 

39.400. 

200. 

800. 
900. 

300. 

850. 

550. 

350. 

50. 

4,900. 

16,000. 

23.900. 

9,600. 

"8.90. 

39.400. 

200. 

800. 
900. 
300. 

850. 

550. 

-

50. 

4,900. 4.900. 4.900. 

16.000. 16,000. 16.000. 

20.900. 20.900. 20.900. 

9,600. 9,600. 9.600. 

8,900. 8.900. 8,900. 

39.400. 39.400. 39,400. 

200. 200. 200. 

800. 800. 800. 
900. 900. 900. 
300. 300. 300. 
850. 850. 850. 
550. 550. 550. 
- 350. -
50. 50. 50. 

- 49,000. 

- 160,000. 

- 209.000. 

- 96.00r. 

15,400. 113,300. 

15,400. 418,300. 

200. 2.200. 

- 8.000. 
- 9.000. 
- 3.000. 
- 8,500. 
- 5,500. 
- 1.050. 

- 500. 

. .. 
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PLESUI'UESTO PARA 1987/CEKAM TEGUCIGALJPA
 
1I. COSTOS 
 ENERO FEB. MAZZO ABIRIL MAYO JUN10 JULIO AST. SEPT. OCT.2. Seinarios /a. En node ... 

NOV. DIC. TOTAL 
a8. Ocroa - 50. 50. 50. 
 50. SO. 50. 
 50. 50. 
 50. 
 - 500.
Lpu. 
 - 3.850. 3.500. 3.500. 3,500. 
 3.500. 3,850. 3.500. 
 3.500. 3.850. 3.500. 
 - 36.050. 
b. En Coup ffs
 

b1 . Lonorarios inacruccor 
 Lps. 
 - 800. 800. 800. 800.
b2. Comisionas Bo. 1.600. 1.600.
- 1,600. 1,600. 1.600.
400. 400. 400. - 12.000.400. 400.
b3. Macerial. didiccico 400. 400.
- 1.200. 1.200. 1,200. 
400. 400. 400. - 4.000.b4. Gascoo 1.200. 1.200. 1.200.
de viaje 1.200. 1.200. 1.200.
- 400. 1.200.400. 400. 400. - 12.000.b5. Otroo 400. 400. 400.
- 400. 400.200. 200. 400. ­200. 200. 200. 4,000.
200. 200. 200. 
 200. 200. ­ 2,000.
Lpa. 
 - 3,000. 3.000. 3.000. 3,000. 
 3.000. 3,800. 3.800. 3.800. 3.8C0. 
 3.800. ­ 34.000.
 

II . Q -Zl 7na o 
Sualdom 
 - Lps. 6.575. 6.575. 6.575. 6.575. ChinIX1 

Seguro Social 6.575. 6.575. 6.575. 
 6.575.
200. 200. 6.575. 6,575. 6.575.
200. 200. 200. 6.575. 78.900.
Depreciact6n 24)0. 200. 200.
800. 200. 200. 200.
800. 800. 800. 200. 2.400.
Alquileles 800. 800. 800. 800.1.500. 1.500. 1,500. 1.500. 

800. 800. 800. 800. 9.OO.
1,500. 1.500. 1.500.
Energla eliccrica 1.500. 
 1.500. 1.500.
300. 300. 1.,500.
300. 300. 300. 1,500. 18,000.
Papelerfa y ucilee 300. 300. 300.
200. 200. 200. 300. 300. 300. 300.
200. 200. 200. 3.600.
Correo, tolfono 200. 200. 200.
600. 600. 200. 200. 200.
600. 600. 600. 2.400.
ManreniMLLjnro oficlna 600. 600. 600.
150. 150. 600. 600. 600.
150. 150. 150. 600. 7.200.
Gastoo do vLaje 150. 150. 150. 150.
700. 700. 700. 150. 150. 150.
700. 1.800.
Cafae rf,, 700. 700. 700. 700. 700.
100. 100. 700. 700. 500.
100. 100. 100. 8.200.Kanc. y rep. equipo 100. 00. 100.
100. 100. 100. 100. 100.
100. 100. 100. 100. 1,200.
Fococoplas 100. 100. 100.
100. 100. 100. 100.
100. 100. 100. 100. 100. 1.200.
Sesuro° 100. . 100. 100. 100. 100.
50. 50. 50. 50. 50. 100. 100. 1.200.
IUcarcmabio GereacLal 50. 30. 50.- 50. 50. 50.- 400. - 50. 600.CoucJiamacia - 400. ­ - 400. ­500. 1.000. 1.000. - - 1.200.1000. 1.000. 1.000. 
 1.000. !.000. 
 1.000. 
 1000. 1,000. 1.000. 11500.
Lps. 11.875. 12.375. 
 12.75. 
 12,375. 12,375. 12.715. 12.375. 12.375. 
 12.775. 12.375.
MTMLQ T caEs m 12.375. 12.175. 149,000.cal= . Lps. 11.975. 19,325. 19.475. 
 19,075. 19.075. 
 19.475. 20.225. 19,875. 
 40.275.
5I1EFE]WMM x 20.225. 19.875. 12,375. 221.250.- at1DI Lps. (3.075.) 20.075. 19.925. 20.325. 20,325. 19.925. 19.175. 19.525. 
 19,125. 19.1;5. 19.525. 
 3.025. 197.050.
 



KM~n=u PAMA IM7 

EN
EN ROI . 

ERO 

a. Sociog axiacengag Lps. 5.300.b. Uu-vos soclom -

2. Semtnario, Lps. 5.300. 

A .-EG made Lp . 1.500.EQ a.10,5.b.b. E--Contag 
-

Lps. 10,500. 

3. Ocros D l 6s tico . laylass uca--
c16n y saguimiento Lps. -b. ,vmtan - publicidad -

4. Pnaciones Lps. -

AID 
Lps. 6.100. 

TOTIL IAGRESOS Lpa. 21.900. 

___
FEB.F0LEB 

5.300. 
550. 

5.850. 

8.000. 

18.500. 

4,800. 
2.500. 

7,300. 

6.100. 

37.750. 

A ZOArRO1 

5.300. 
825. 

6.125. 

0,500
10.500.8,060. 

18.500. 

4.800. 
-

4,800. 

6.100. 

35.525. 

AB IL 

5.300. 
1.100. 

6.400. 

10.500.8.000. 

18.500. 

4,800. 
2.500. 

7.300. 

6.100. 

38.300. 

A__. JU_ ._ .OM Y 

5,300. 5.300. 
1,375. 1.650. 

6,675. 6.950. 

!(.0o 0.500.
1500.10,508,000. 8.000. 

18.500. 18.500. 

4,800. 4.800. 
- 2.500. 

4.800. 7.300. 

6,100. 6.100. 

36,075. 38.850. 

JULIO 

5,300. 
1.925. 

7.225. 

10, . 
8.000. 

18.500. 

4.800. 
-

4.800. 

30.525. 

A1ST. .. 

5.300. 
2.200. 

7.500. 

10500. 
8,000. 

18.500. 

4,800. 
2.500. 

7.300. 

-

33.300. 

ST_:_OTOVE . O ASEPT. OCT. NOV. DIC. TOTAL 

5.300. 5.300. 5.300. 5.300. 63,600.2.525. 2.775. 3.050. 2.825. 20.800. 

7.825. 8.075. 8.350. 8.125. 84.400. 

10. 0 .
500. 10.500. 10,500. - 115.500.8.000. 8,000. 8.000. - 80,000. 

18.500. 18,500. 18.500. - 195.500. 
1 . 

4.600. 4.800. 4.800. - 48,000.
- 2.500. - 2.500. 15.000. 

4.800. 7,300. 4.800. 2.500. 63.000. 

- - 36.600. 
31.125. 33,875. 31.650. 10.625. 379.500. 

11. 

I. Manbreao 

2. Saminarioz 
a. Ei -*ad. 
I l onorarios ifnstructor 

a2. Comisionas 
a3. Material dildictco 
a4. Publicidad 

Lpa. 400. 

1.600. 
1.750. 
550. 

1,600. 

400. 

800. 
1.750. 
550. 

2.100. 

400. 

800. 
1,750. 
550. 

2.100. 

500. 

800. 
1.750. 
550. 

2,100. 

500. 

800. 
1,750. 
550. 

2.100. 

500. 

800. 
1.750. 
550. 

2.100. 

600. 

800. 
1.750. 
550. 

2.100. 

600. 

1.600. 
1,750. 

550. 
1.600. 

600. 

1.600. 
1.750. 
550. 

1.600. 

700. 

1.600. 
1.750. 

550. 
1,600. 

700. 

1,600. 
1.750. 

550. 
1,600. 

700. 

-
-
-
-

6,600. 

12,800. 
19.250. 
6.050. 
20.600. 

.1.°. 
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PLESUPUESTO PAIA 1987/GFKAfH - SAN PEao SULA 
II. COSTOS 
 ENED F MAR20 AUIL MAYO JUN10 JULIO AGST. SEPT. OCT. NOV. DIC. TOTAL 

a5• bfatete - refrigerio$ 300. 650. 650. 650. 650. 650, 
 650. 300. 
 300. 300. 
 300. - 5,400.6. cj6-a Ocroa 	 150. 150. 150. 150.100. 	 150. 150.
100. 	 150. 150.
100. 100. 100. 100. 	 150. 150. 150. ­100. 100. 	 1.650.
100. 100. 
 100. 
 - .1O. 
TOTAL 
 Lpa. 6.050. 6,100. 6.100. 6.100. 6,100. 6,100. 6.100. 
 6.050. 6.050. 
 6.050. 6.050. 
 - 66.850. 

b. En Compaf[as
b -"o--rariosinstructor
. 	 Lps, - 400. 400. 400. 400. 400. 400.
b2 . Coaalones 	 400. 400. 400. 
 400.
- 400. 400. 	 - 4.000.- - 400.b3 ' Material didictico 	 400. - 400. ­500. 500. 	 - 2.000.500. 500.
b4 Gaatonde viaje 	 500. 500. 500.-	 500. 500. 500.400. 4QO. 400. 400. 	 - 5.000
b5 . Otras 	 400. 400. 400. 400. 400. 400.
- 100. 100. 	 - 4.000.100. 100. 100. 100. 
 100. 100. 100. 100. 
 -	 1.000.TOTAL 
 Lps. - 1.800. 1.800. 1.400. 1.400. L.800. 
 R00. 1.400. 1.800. 
 1.400. 1.400. 
 - 16.000. 

3. &*vita 1.875. ­ 1,875. 
 - 1.875. - 1.875. - 1.875. - 1.875. 11.250. 

111. 	 ASSEKX 1]FMC& 

fuara da Honduran Lpa. 
 - 3,300. ­ 600. 1,800. ­ - - - - 5.700.
 
TOTAL COSTOS 
 Lps. 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.
 



f m PAA 1987 

GMAI SAI fl SMJLA 

IV. caiu hwl sm r 

Sue Idoo Lps. 
Seguro Social 
Depreciaci 6 

n 
Alquileres 

Energfa slictrica 
Papelerfa y dtIles de oficina 
Corre., celifono 
Kantenimiento oficina 

Honorarios legales y pro­
festos 

Gascom de represencac16nGastos de viaje -
Cafeterfa 
Kancenimiento y reparac16n de 

equipo 
Fotocopias 

Comisiones 
Seguros 
Intercambios Gerenciales 
Cantingencias 

Cuotas y suscripciones 

TOTAL Lps. 

TOTAL COSTOS Y GASTOS Lps. 

DIFERENCLA INGRESOS - ECRESOS 

ENERO 

12,600. 

300. 
1,100. 
1.670. 

400. 
400. 

1,300. 

200. 

-

200.600. 

100. 

300. 
200. 

400. 
60. 

-

800. 

200. 

20,830. 

27,280. 

(5,380.; 

FEB. 

12.600. 

300. 
!,100. 
1.670. 

400. 
400. 

1,300. 

200. 

-

200.600. 

150. 

300. 
200. 

400. 
60. 
500. 

800. 

200. 

21,380. 

34,855. 

2,895. 

NARZO 

12,600. 

300. 
1,100. 
1,610. 

400. 
400. 

1,300. 

200. 

200. 

200.603. 

150. 

300. 
200. 

600. 
60. 

500. 

800. 

2UO. 

21,780. 

30,080. 

5,445. 

ABRIL 

12.600. 

300. 

1.100. 
1,670. 

400. 
400. 

1,300. 

200. 

-

200.
600. 

150. 

300. 
200. 

600. 
60. 

500. 

800. 

200. 

21,580. 

32.055. 

6.245. 

MAYO 

12,600. 

300. 
11100. 
1,670. 

400. 
400. 

1,300. 

200. 

-

200.
600. 

150. 

300. 
200. 

bOO. 
60. 

500. 

800. 

200. 

21,580. 

31,380. 

4.695. 

JUNIO 

12,600. 

300. 
1.100. 
1,670. 

400. 
400. 

1,300. 

200. 

200. 

200.
600. 

Ito. 

300. 
200. 

800. 
60. 

5o0. 

800. 

200. 

21.980. 

32,255. 

6,595. 

JULIO 

12,600. 

300. 

1,100. 
1,670. 

400. 
400. 

1.300. 

200. 

-

200. 
600. 

150. 

300. 
200. 

800. 
60. 

500. 

b10. 

200. 

21,780. 

30.280. 

245. 

AGST. 

12,600. 

300. 
1,100. 
1.670. 

400. 
400. 

1,300. 

200. 

-

200. 
600. 

150. 

300; 
200. 

800. 
60. 

500. 

1,000. 

200. 

21.980. 

31,905. 

1.395. 

SEPT. 

12.600. 

300. 

1,100. 
1,60. 

400. 
400. 

1,300. 

200. 

200. 

200. 
600. 

150. 
15 . 

300. 
200. 

800. 
60. 

500. 

800. 

200. 

21,980. 

30.430. 

695. 

OCT.OT 

12,600. 

300. 
1.100. 
1,670. 

400. 
400. 

1.300. 

200. 

-

200. 
600. 

150. 
10 

300. 
200. 

900. 
60. 
500. 

800. 

200. 

21.880. 

31,905. 

1,970. 

'NOV. IC. TOTAL ____ OV I. OA 

12,600. 12,700. 151.300. 
300. 300. 3.600. 

1.100. 1,100. 13,200. 
1,670. 1,670. 20,040. 
400. 400. 4,800. 
400. 400. 4.800. 

1.300. 1,300. 15.600. 
200. 200. 2.40U. 

- 600. 

200. 200. 2,400.
600. 600. 7,200. 
150. 150. 1,750.5 . 5 . 170 

300. "300. 3.600. 
200. 200. 2.400. 
900. 800. 8.400. 
60. 60. 720. 

500. - 5.000. 
800. 6,000. 15,000. 
200. 200. 2.400. 

21,880. 26,580. 265,210. 

30.030. 29,155. 371.610. 

1.620.(18,530.) 7.890. 

,. 

C4 
-

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



ANNEX II 

GEKANI 

G Z MAM 
-IN manM W iSMi iat rzm iK 197 Y "-----AD. 

I D
G E M A HA 

TEG. 

cFEB.oAoCUULAO 

CUOTAS ASOCIhDOs 
SEMNINAIOS 

SEK1N"zOS EN CIA. 
COUSLrLTO3IA Y ASESORLIA 

IMN L M A I N-
SEG.UIMIEWTOS 
DIA OSTICO 
PUBLICID D EN 3.EVISTA 
DOMATIVOS EN ESPECIE 
DOMATIVOS AID/LEDLRAS 
OTOS INGESOS 
INTELESES GAMADOS 

SUHAN LNGRESOS ..... 

L. 

L. 

4.125.00 
11,950.00 

-
-

600.00 
-

4,950.00 

-

379.25 
-

22,004.25 

-

8.550.00 
23,150.00 

5.000.00 

600.00 

600.00 
567.00 

4,950.00 

461.80 

390.50 
-

44,269.30 

-

FEB. 

550.00 
3.000.00 

-

600.00 
-
-

-

559.63 
-

4,709.63 

-

ACUULADO 

1.150.00 
6.550.00 

12.000.00 

-

600.00 
600.00 

-

559.63 

21,459.63 

--
ACUMULADO 

9,700.00 
29,700.00 

17,000.00 

600.00 
-

1,200.00 
1.167.00 
4,950.00 
461.80 

950.13 

65,728.93 -

s-u- .......... A ZLy
FEB. ACUHULADO FEB. ACUMULJDO 

-
- -
- _ - -

-- -

-
- _ -
-
- _ -

-14.953.5021.792.0 5,105.00 9,830.00 
-
- -1,419.44 3193.75 

16,372.94 24,985.85 5,105.00 9,830.00 
-;-4 9 4 , 9 . 5- -

ACUULADO 

-

-
-
-

-
-
-
-

31,622.10 
-

3,193.75 

34,815.85 

3,1. 7.5 

GUI/ALD 

9700.00 
29,700.00 

17,000.00 
600.00600 O 

1.200.00 
1.161.00 
4,950.00 

461.80 
31.622.10 

950.13 
3193.75 

00,544.78 

3,1934.75 

COSTOS 
COSTO SDEINARIOS 

COSTO REVISTA 

SU.AN COSTOS 

SUB-TOTAL 

GASTOS DE OPACION 

L 

L. 

8,050.64 

4,625.00 

12,675.64 

9,328.61 

17,588.43 

4,625.00 

22,213.43 

22,055.87 

3,085.49 

-

3,085.49 

i.624.14 

8,2C3.96 

-

8,283.963 
13,175.67 

7 6 7 

25,872.39 

4,625.00 

30,497.392 

35,231.54 

30,43 

-
-

-3-,6635.00­

16,372.94, 

_ 

_4.625.00 

24,985,85 5,105.00 9,830.00 34,813.85 

25,872.39 

30497.39 

70,047.39 

GASTOS DE ADHON. 
ASISTENCIA TECNICA 

SUAM GA.SATOS 

SUPERAVJT DEL MES 

L. 

L. 

L. 

15,661.97 

88.15 

15,750.12 

16,421.51 

32,841.55 

726.75 I 
33,568.30 

(11,512.43 

3,332.71 
-

3,332.71 

(1.708.57 

6,655.32 

-

6,655.32 

6.520.35 

39.496.87 

726.75 

40,223.62 

(4.992.08 

8,092.08 
7.753.50 

15,845.58 

527.36 

15,183.29 
7,910.50 

23,093.79 

1,892.06 

5,809.56 

-

5,809.56 

(704.56) 

11,239.12 

-

11.239.12 

(1.409.12" 

26,422.41 
7,910.50 

34,332.91 

482.94 

65,919.28 
8.637.25. 

74.556.53 

(4,509.14 

OMAR D. 9LOLRZAl4-
CONTADOR - Carnat f8264-4 



ANNEXII 

ORGANIGRAMA 
GERENTIES Y 2 ~AJS W ASOCIADOS DE HONDURAS (GIAH) 

JUNTA DIRECTIVA-----------[ .A-II 

DERECCION IEJECUT IVA 

SECRWTARIA EJEaJITIVAI 
J 

INSTRUCTOAUXIUA EMA IRG 

CONSERJE 
FT.DEVIA;S 

DTO. DE VENTAS 
[SAN EDRO
ULAITEGUCIGALPA 

-

F-ASEADORA 



ANNEX IV 

PERSON INTERVIEWED
 

1. GEMAH
 

Tebfiio C.stillo V. Eecctive Director 

Viroilic F'rdes T. 
 F'rogr.m Director 

Om~rSoi:',ranoAdministrative, Finance Direcztor 

Ilse Dr.wert 
 Membership Director
 

Cerlos Avila M. 
 ConsultIg,TegL 3,? pR
I 

Office D5rector
 

.o Urdd r>mt. 
 AMA AdvIser
 

Pere e Ma-tinez 
 Fresid=nt
 

2. AID
 

Ned Yan Steenwy 
 P'rc je-t Liieson O44icer
 

Ted Landau 
 Project Support Officer-


Marciahbernb 'Un 
 Former Frojirt Oficer 

Orl'andb 'HertAndez E'?1u-4 t ion 0- fi,-r 

Henr-. Reynids Education Of4ice-


Wes Iey Boes 
 Pri v-t Se,--,zr Ad isor 

.ILan ELtDr2 rEconcmi .t
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BUSINESS COMMUNITY
 

Robert Yinelli General Manager, 
Embotelladora La Reyna 

Ricardo Castillo EnecuLtive Director, CADERH 

Leonel BEndeck Manager, Honduras Fosforera 

.. . enoec Ower, Honduras Fosforera 

Caar Gon..lez Country Secretary for 
Honduras, INCAE 

Feisal Rishmaxy Assistant Manager, 
F'3ani 4 icdora Bimbo 

Roberto Leiva Gener 1 Maniager, 
Embutidos Del icia 

Arturo Arana Finance and Credit Manage-
CEMCOL 

Rola5ndo Aplicano M. E-ecutiv',e Sub Director, W,.FO-

Marie Ldia Solar o Gererai Manager, 
Banco de Honduras 

.Jost Hendricks Notioni Employment Service 

GEbrill1 Kattan Genoral Manager, DIMA 

Anton o.io,1n e"r General Manager, 
Labor ator ios 

Prospero Diaz *. UNAH 

Delmi W Segovia Hondutel 

Arq:;imides 3imtnriez Zamorao 

,Jcst Tercero Dia. Assistant Manager, 
Embotelladora La Reyna. 

130
 




