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I. EXECUTIVE SUMMARY 

The USAID-hded HACER projeq deslgned and implemented by Aid to Artisans (.4TA), ar;ts 
launched in April 2001 and completed in Septemba 2003. In this 2 %-year period, the project 
conmbuted to an increase in sales in handcrafted products of approximately US$614,000 for 
Honduran artisans, while generating 802 jobs in the artisan sector. O r g d y  designed to be a 
three-year project, HACER's work is expected to generate an additional USS200,OOO in mles in 
the next duee to six months remaining in that time frame, thus meeting or surpassing the 
original project goal of US$800,000. In addition, the HACER project worked viith 
entrepreneurs, designers, exporters, artisans and institutions working in the sector, strengthening 
the craft enterprises that will continue to generate jobs and incomes for Honduran artisans, whde 
increasing sector coodmation and awareness of Honduras as a source of innovative craft 
product 

Through activities such as product design and development, trade show participation, buyer 
trips, market-readiness training production management and @ty control workshops, and 
ongoing mentoring through the design and commedzing  processes, HACER can be credited 
with providing much-needed support to catdyze the sector, surpassing all of the remaining 
project indicators on@y established for the three-year project In total, the activities 
completed through the HACER project have benefited more than 2,000 artisans in 
approximately 60 micro, small and medium craft enterprises. 

This final report and project evaluation summarizes the work done in the HACER program, 
oudines constraints, as well as key success factors and lessons learned during the project, while 
evaluating the progress made during the course of the project with relation to the stated project 
objectives. Finally, though the HACER project achieved its goal of promohng sustainable 
economic development by strengthening the craft sector in Honduras as measured by the 
increase in sales, jobs and income generated, as well as by the increase in the capaaties of the 
artisans and enterprises it supported, there remain many obstacles to success for the artisan 
sector of Honduras. For that reason, this report also oudmes the needs that remain in the sector 
in terms of artisan enterprise development 
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11. PROJECT BACKGROUND AND OBJECTIVES 

Cooperative Agreement #522-A-00-01-0028500 between the US Agency for Intemarional 
Development (USAID) and Aid to Artisans (ATA) was s p e d  in -March of 2001 and ran 
through September of 2003. The USAID Honduran Artisans Ca+g Economic 
Revitalization (HACER) project was onginally intended as a >year, shortened to 2Eyear, 
US1.2 million project designed to promote sustamable economic development by strengthening 
the craft sector in Central Honduras, from Santa Barbari to Choluteca in the South. 

The goals of HACER were identified as the following 
To increase employment opportunities and market access for low-income artisans in 
rural and urban areas; 
To enhance local capacity for the production and marketing of Honduran crafts; 
To integrate Honduran artisans into the global marketplace. 

ATA's project goals were identitied to correspond closely with USAID's goals of broad-based 
economic g r o h  and management of the environment for long-term %stamability and 
reduction of poverty. 

To acheve these goals, HACER identified the following project objectives: 
0 Increasing employment and incomes of artisans through craft production 
0 Increasing production q d t y  and capacity of craft enterprises 

Improvmg business skills and the ability to create market-driven products 
0 Strengthening market Ids between Honduran craft producers and local/international 

buyers 
Developing export markets for Honduran handmade products 

0 Strengthening and starting micro, small and medium enterprises 

HACER worked to enhance production capacity and qualttty, improve enuepreneurial slulls and 
organizational development, as well as establish market Ids befween producers and buyers. 
These goals were designed to be achieved through HACER's integrated strategy of providmg 
technical assistance in product development and design while providmg trauung and marketing 
services. The successful accomplishment of these objectives will foster long-lasting business 
relationshps and secure a niche in local and international markets for Honduran &. 

Project activities focused on artisan communities selected on the basis of craft skills, need for 
technical assistance, and marketability of products. They include: 

0 Product development and design 
Production effiaenq and q d t y  control workshops 

0 A Honduran-based Production Training Program and LTSbased M e t  Readiness 

program (MRP) 
0 International trade shows and the development of aport  markets 

Each of these activities was expected to address key craft sector weaknesses where the project 
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was well-positioned to make a favorable impact. ?he project also planned to co[taborare with 
public and private sector institutions, as counrrrp;nt support for the project is important for 
success and sustainability. In achieving the project's objectives, H K E R  worked to create the 
local structures and processes necessary to ensure the sustainability of project results beyond the 
program term. 

The HACER project was also designed to b d d  on the craft sector development initiated by 
ATA's initial project in Honduras, a two-year, USALD-funded project completed &om 1% 
1986. The goal of that first project was the long-term enhancement of local incomes and 
employment opportunities through an increase in Honduran product penetrations in both 
national and export markets. The project had at its core four project tasks: 

1. Identification of export market opportunities for Honduran products and product 
development actions re@ to meet these opportunities through the export marketing 
of well-finished Honduran craft industry products; 

2 support actions to producer groups; 
3. Commercial management support to a private sector ATA counterpart company, 
4. Development of Honduran professional capacities for p d u c t  development. 

The objectives of ATA's initial project in Honduras were specifically to: 
1. Increase number of participant beneficiaries; 
2 Increase of product varieties and production volumes; 
3. Penetration and maintenance of export markets; 
4. Honduran institutional and professional development to continue project objectives in 

the future. 

This project worked pnmardy in the following materials: cornhusk, natural fibers, ceramics 
(terracotta), leatheq wood and stone. Key participants in this project included: Holland ,Wlis 
(owner of Atuto), Memo Andreus, V i  and Ricardo -artinez, and Romane Brandt (Lganddra 
Leather). The trading company formed as a result of this project, A Mano, has siice been 
dissolved, although Atuto, established shortly dmeafler, represents a sgnhcant result of AT-Ys 
initial project in Honduras. Consultants who worked with this project and/or with these groups 
shortly thereafter indude: Chns Costello, Docey h, and Leyla Odeh (now Honduras' 
ambassador to Spain). Ckre Brett Smith, ATA's President was also gready involved ul this 
project 

111. EVALUATION OBJECTIVES AND METHODOLOGY 

Ongoing program management for the HACER programs induded a monitoring and evaluation 
system whereby ATA has tracked and reported key indcators (sales, job creation, artisan 
enterprises impacted by the program, etc) on a quartedy basis. Therefore, the KkCF-R project 
evaluation activitydombining in-country and US-based data collection and analys- 
desped to b d d  upon data collected during the come of the program to g m  a broader 
perspective with regards to the overall achevements and impacts of the program, both foreseen 
and unforeseen. 
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The objectives of the HACER proiect evaluation were m: 
Measure the duect and k d w c t  impact of ATA's HACER program accordmg m its 
stated objectives; 
Explore the sustainability of the impact achieved, 
Identify additional, unanticipated effects the HACER program may hare had on 
Honduras' handcraft secmr, 
Determine lessons learned from this propun to apply to ATA's ongoing work in other 
countries and the organization's institutional capacities; 
Assess what needs remain to be addressed in Honduras' hand& sector, as -1T.4 hopes 
to continue to support craft enterprise development in the country and w o n  as part of 
a future project effort. 

To achieve these evaluation objectives, the methodology employed sought to capture both 
qdta t ive  and quantitative data, combining directed interviews, and workshop, office and retail 
store visits with targeted data analysis. Interview subjects included approximately 140 artisans 
and artisan group leaders, export partners and ATA staff in Honduras, plus several US-based 
importers/buyers and ATA staff that have worked with the project over its three-and-a-half-year 
lifespan. Survey tools were designed to p d e  the discussion, providmg a framework for 
capwing a wide range of information. Phase sa oitorhmcnntrfm I n t m i c m  List and In&, Gnih 
incliakd in this ewlrodon. 

Building on this methodology, this report is structured to present both the results of the 
HACER project to date and the program inputs or interventions that were completed to execute 
the program to achieve the best results possible for the resources a d b l e  to the project. It is 
hoped that this additional context will serve as a useful tool for ATA as well as for project 
funders, to be able m apply the lessons learned h t h  achievements and disappointrnents--to 
future work in developing Honduras' handcraft sector. 

S p e d  care was taken in the evaluation 
process to note the relationship between 
the activities and subsequent results of 
the HACER project, and .4T.4's initial 
project in H o n k ,  which took place 
from 1984-1986. ms first project 
succeeded in catalyzing the craft sector in 
Honduras, and also proved that 
Honduras' artisans could d&ver h&- 
quafity, innovative products that could 
successfully compete in the international 
marketplace. As one intemmee 
observed, "any and a4 cfaft exports] that 
exist in Honduras are b ecause of .%TA's 
tirst project." When designing the 
HACER project, the successes and 
lessons learned from this initial 

I I experience were taken inm account. 
Subsequendy, in order to give a complete picture of the achievements and shordalls of the 
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HACER project, this tinal evaluation process included this basic information as well. Finally, the 
long-term impact of ATA's cumulative work in Honduras is a component in an independently- 
funded project to examine ATA's methodologies and strategies, which includes evaluations o i  
projects in Armenia, Russia, Hungary, Pent, Ghana, Central Asia as well as Honduras. The in- 
county evaluation process for this case study was completed in conjunction with the H4CER 
project final evaluation. It is expected that tlus study d l  be completed and pubhshed in 2001. 

IV. PROJECT INPUTS 

The HACER project was designed to offer a combination of product development, d i g  and 
marketing activities to project participants, as well as work with sector participants for increased 
coordination among craft-related enterprises. As can be seen in the table below, the K4CER 
project met or surpassed the olrget results for each of the indicators measuring completion of 
these activities. 

Table 1. HACER Project Input Summary. 

Enterprises Participating 
in Product Design 
Local Deskners - 
Mentored 

A. PRODUCT DEVELOPMENT 

None set 

6 

Buyer Visits 

Peopledays of Direct 
Training 
Individuals Trained 
Indirecdy 

Throughout the HA= project, Aid to Artisans coordinated wih international and local 
designers to provide market-dnven designs and product development workshops, in order to 
bring new and innovative products to the global market for handcrafts. Over its 10 project 
quarters, ATA coordinated international design consdtancies bringing dght professionals from 
the @, accessories and home furmshings industries to Honduras for intensive product 
development workshops. A s~gruficant achievement during the final two of the project 
is that several producers, after receiving intensive product development training dunng previous 
quarters, continued to develop new collections for their customers or presentation at upcoming 

60 enterprises, representing 
2,029 artisans 

12 
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482 

105 

11 

1,748 

953 



shows. In total, HAHACER consultants and project participants generated 76 new product lines, 
many of which were marketed in the US and Europe, whde others were sold locally. In m y  
cases, these consultants worked one-on*ne with artisans to teach them new techniques in their 
medq introduce new materials to expand their product offering with their existing skills, 
and/or worked with artisan groups to introduce or reinforce concepts @g production 
management, quaiIty control, pricing and costing international design trends, buyer expectations, 
and international distribution channels for crafts. In addition, ATA's home office and iniountry 
staff coordinated additional consultancies specifically addressing technical issues in production, 
introducing new techmques and increasing effiaenaes across medn such as ceramics, n d  
fibers and wood. These international consultant-led workshops were supported by ongoing 
suppoa from HACER field staff, to reinforce key issues and assist the artisans in applying these 
concepts to their work as needed. 

FoUowing is a summary of design and technical consultanaes completed as part of HACER: 

In Apnl to June of 2001, US designer Lyn Nelson aaveled to Honduras for duee week to 
work with comhusk artisans. Ms. Nelson worked with 11 producers to create a collection of 
comhusk floral arrangements. Three new lines were created as a result of the trip that induded 
arrangements, wreaths, swags, and gift items. These new lines were then extubited at the -Idan% 
San Francisco, and New York International Gift Fairs. She also reviewed previouslydereloped 
lines of cornhusk flowers and vegetables, and made recommendations that would make them 
more appropriate for the US market 

In July 2001, Ron Rivera visited Honduras to help artisans improve production in ceramics. In 
preparation for his visit, Mr. Rivera interviewed 52 ceramicists to assess their speafic aaining 
needs, and determine their capabilities. After his initial assessment, he worked with artisans to 
improve the efliaenq of their production techniques, introduced alternate day and slip 
processing methods, and increased the @ty and quantity of the pottery being produced. LW. 
Rivera also assisted in the construction of two new kilns in the area of La Rinconadz 

Mid-year 2001, Peruvian designer and ceramicist Sonia Cespedes developed and instructed 
artisans in the production of new ceramic designs for potters in the Paso Hondo region of 
Honduras. Designs were supplied m groups who sell to both Acta de Honduras and Atuto. In 
total, three new lines were produced, and new methods of production for these lines were 
introduced. The use of a slab roller, and component molds was taught to artisans as a means of 
facilitating timely and accurate production of pieces that were shghdy larger than those that the 
potters were accustomed m making. Both ATA and Atuto provided Iinanaal support for the 
construction of slab rollers for different communities foUowing this consultanq. 

Also in July 2001, Los Pinos Group Leader Clcotilde Jimena instructed artisans partiapating 
in Ms. Cespedes' workshops how to use a wheel to improve production effiaenq. Of pamcular 
interest to the potters, who had previously hand-bu~lt all of their ceramics, was the possibility of 
burnishing the round pieces on the wheel to improve speed and consistency. 

In October 2001, Denyse Schmidt worked with natural fiber artisans in Santa Barbara to 
develop new collections in junco and tule. Ms. Schmidt also evaluated the artisans' aaining 
needs based on current capaaties and group goals. This assessment was the i n i d  step in the 



process of HACER's support for the ardsans who would form Empresa Cornunitaria Y a h d .  

In November 2001, international designer Jane Gf i ths  (currendy ATA's Vice President of 
Marketing) developed 6 new collections in cornhusk. These deslgns were shown in the r\danta 
and San Francisco $/home show, and the New York International Gift Fair. Ms. Griffiths also 
evaluated potenual export partners interested in receiving project support, and assisted them by 
providing iniual product deslgn and development ideas based on current collections. 

In November 2001, Gary DiPasquale worked with groups of Lencan potters that produce for 
Acta de Honduras. Five new collections were produced that included 25 new products. These 
products were exhibited at ATA's next round of international gift shows in the spring of 2002 

In February 2002, the HACER staff performed a remote consultanq with groups of junco and 
tule weavers in the department of Santa Barbara Technical assistance along with product 
development and design was provided via Internet, fax, and courier service. Products 
incorporating new designs and color ways were developed. 

In May 2002, international design consultant Rhea 
Alexander traveled to Honduras to work with producer- 
exporters In Vitro, Lesanddra Leather and Acta de 
Honduras, among others. This consulmq yielded several 
new product lines in leather, metal, ceramic, wood and 
fiber. In November 2002, following initial market 
introduction of these products in international made 
shows, Rhea Alexander completed a Follow-up, remote 
design consultanq to continue m b d d  upon these 

onginal collections. F i e  new product collections were 
produced as a result of this consultanq. 

AsamplewiWhliomRhea 
Akxandrds d e w  blp to Harduas, 
May 2002 

In November 2002, international furniture specialist Kathy Rose traveled to Honduras and 
worked with duee fum~ture and home accessory producers: In Vitro, INDLLW% and, PROLW. 
This consultanq combined product development - yieldmg seven new collections -with a focus 
on furmhlre-specilic market research and training with regards to the US furmture and home 
accessories markets. As noted below, Ms. Ross continued to work with these producers, one-on- 
one in the US and remotely, throughout the remainder of the HACER project 

In December 2002, international design and marketing consultant Mimi Robinson visited 
Honduras for three weeks to develop product collections and conduct marketing-based training 
workshops (e.g. costing and pricing, market research to identi$ CS buyers) with duee producer- 
exporters: Zacapa Arte e Industria del Mueble, Yahamali, and Acta de Honduras. A mal of 19 
new product collections were developed. 



B. TRAINING 

The HACER project offered project pamcipants training opportunities to+ l,748 direct 
training days designed to match their specific needs, but with consistently market-&en 
content and a practical approach. These training events combined market-bed and field-bed 
events, formal and informal formats, and were led by ATA's international and local consultants, 
and staff. Project participants who benefited from direct training i n d o n  with project st.& 
and consultants often returned to their communities to share this information with fellow 
artisans and/or applied this knowledge to their enterprise to indirectly yield an additional 953 
indirect training days for the project 

HACER training actmities evolved and adapted over the course of the 2 %-year project, 
responding to the changing needs, challenges and stated objectives of the various p u p a t i n g  
artisans and enterprises. For example, early in the project, workshops focused pnmanly on 
product development and technical assistance to catalyze the export process. As the project 
progressed, several enterprises needed increased assistance with business sldlls assodated with 
export, organizational development, and even more focused attention on techn~cal problems that 
arose as a result of increased order sue and frequency. F d y ,  training in the second quarter of 
Year 3 of the project focused on strengthening producer-.xporter capacities in produrnon and 
business management ?his assistance - desgned to support their anticipated increases in 
sales and subsequent demand on their customer setvice and production management sldlls, due 
to international exposure, and anticipated end of the HACER project 

Nine producers and exportus interested in accessing the US market, plus four HACER staff, 
attended Aid to Artisans' flagship training program, the Market-Redmess Trairung pmgram, 
held twice each year in conjunction with the New York International Gift Fair (S9lGF). 
Through the I or 10-day program (held in New York and New York pius Connecticut, 
respectively), participants gained awareness of market segments in the US, costing and pricing, 
techniques for competitive analysis, current design trends, impom and retailer eqemtions, and 
other topics key to the export process. In addition, they had the opportunity to visit the AXIGF 
in person, interact one-on-one with ATA's marketing staff and consultants, and meet 
representatives from producer groups, exporters and NGOs from elsewhere in Latin America 
and around the world. In most cases, project p a p a n t s  provided a substantiaJ financial 
contribution to their participation in the program, ranging from paymg for per diem and travel 
costs, to purchasing their plane ticket and/or covering a portion of the US$1,250-1,7M program 
fee. In h e  case of project staff, this event served as a critical training program to equip field staff 
to support artisan enterprise development efforn in-country during the course of the project, but 
also serves as an investment in the development of professionals to strengthen the capadty of 
Honduras' craft sector with regards to export activity. The table below summarizes both project 
participants and staffwho attended this USbased training program. 



Table 2. HACER Market-Readiness Training Participant Summary. 

I I 
Alessandra Foletti I Acta de Honduras I 5-da? Pi7 

I 

I I 

CristinaHemandez I HACER Project Staff I 5-da? (?;l3 I 

I I 

Guillermo Valle I HACER Project Staff I lo-day 

August 2002 

I 

iday w) 
5-day Pk? 
5day Pi? 

I 

February 2003 

Anabely Castellanos 
Rosales* 
Katherine Agurda 

Maria del Carmen Zacapa 

Iris Van Dyke 

Luis Albert0 Rivera 

I I I 

' Anabely CasteDanor Rosales, an ardsso fmm the communitg of Arda in Sgata Bartrxi, wss du &of LIIC 
fint-zver banduPfD conast, olgamPd by H A W  m SeptCmber-Ocmkr 2002, for which she he a pmjm- 
funded x h h i n p  m participate in he MRT progmm. he her ~ccessful compktion of the MRT , M. 
CasteDanos hPI, fhgced buupedmes with odwm m Empmn Comlrniepdn Y n W  m dl ss otbcr &am in 
and m u a d  A d a  

Zacapa Arte e Indusaia del 
Mueble 
PROPAITH / IHAH 

Taller de Arte Sigto XVI 

I Ricardo Floresgomez 

Comunttaria Empresa Y a h d  

HACER Project Staff 

August 2003 

Doris Lideny Lopez 

In addition to the USbased MRT Aid to Artisans organized several in-country workshops 
designed to strengthen export capacity and the business skdk assoaated with administering a 
CraFt enterprise, as f0Uows: 

Bahia (Mayan Enterprises) I kEly pi-) 

(XX) 

*Y 0-7 
Danelia Pineda Deras I Comurutaria Empresa Yahamak I 5-day (3-7 

In July 2001 Field Coordinator G d e r m o  Andreus introduced 12 women in the south m 
the techmque of terra sglatta, .which added a unique finish to their ceramics. Mr. 
Andreus was actually taught this technique by a consultant that came to Sabanagrande 
during the h t  ATA project to work with his family in their ceramics workshop. 

Fundaa6n Poltgono 

In August 2002 HACER field staff worked with local craft b y ,  Atum, m orgarwe a 
two-day Production Management and Business Slulls Development Wonkhop. ?he 
event was held at Atuto's factory in Sabanagrande from August 1-3. 

lo-dag (CT&\X) 

RACER Total Muket Readiness TrPiaiag - TrPiaiag D~gs 73 



Seven participants attended, including representatives from export parinen In Vim, 
Lesanddra Leather, Acta de Honduras, La Lucikrnaga, Zacapa Arte e Industria del 
Mueble, Muebles Rusticos, and Productos Manufacturados. HACER's Field 
Coordinator, Gistina Hernandez, and Project Assistant, Katherine Agurcia fadktated the 
workshop, and Country Director, Guillermo Valle presented pacis of the operung and 
closing sessions. 

In March 2003, ATA's international marketing consultant Carol MacXulty traveled to 
Honduras to lead an Export Training S m a r  from March 3-8. ?he went included the 
participation of nine artisan enterprises as well as the Honduras national artisan 
association: Asodacibn Nacional de Artesanos de Honduras (ANAH.), .eta de 
Honduras, La Luci- Lesanddra Leather, INDUMA, In V I ~  (& Papel6n), 
Productos Manufacturados, P R O M ,  PROPAITH and YahamaL This workshop 
focused primarily on the business management and muketmg ski& reqwred to 
successfully access the US market, and also s e n d  as a more formal marketing 
assessment process, through which HACER's export partners and their products were 
M e r  segmented based upon their export capacities, product collections, enterprise 
goals and subsequent target markets, m reflect the increasingly segmented nature of the 
international marketplace. 

Following on this in-countcy business skills workshop, in May 2003 ATA conducted a 
Pre-Show Marketing Orientation in coniunction with the fmt SOURCES FOB trade " 
show. ?his orientation provided Honduran participants with the opportunity to act as in- 
person sales representatives in an international trade show, supported by ATA 
&national n;arketing consultant, Carol MacNulty, and  AT^ Marketing s d f ,  who were 
on-hand for the event The chibiting participants-Alessandra Folem (Am de 
Honduras); Regma Agdar (In Vim); Anny B. de Lucker and l!hab& de Pascua 
(INDUMA); Erick Kalie (PROIMI); and Maria del Carmen Zacapa (Zacapa ,4rte e 
Industria del Mueble)----~ere coached on export and trade show loptics, presentation 
techniques, and customer service before the show opened to assist them in handhg 
buyers and writing orders during the show. 

In August through mid-Octobr 2003, Carol MacNulty completed K4CER's final 
consultanq, a remote (via Internet/emaJl) consultanq m assist Honduran arporm in 
developing a basic business plan, based upon their current situation, strengths, 
weaknesses and potentd W e  many of the enterprises were unadable, due to the 
need to fullill pending orders, Ms. MacNulty corresponded with Alessandra Foletti to 
provide guidance in completing a basic business plan for A m  de Honduras. 

In the period April m August 2003, HACER Field Coordinamr, Cristina Hernandez conducted 
nine one-day workshops: 

La Campa, h p k  Costing Pricing, and Wty Conml, 17 pamapants. 
Nueva CeWac, Santa Barbara: Costing Pricing and Q d t y  Conml, 8 participants. 
Arada, Santa Barbara. Quahty Conml for Production of Natural Fiber Ccafts, 38 
participants. 
Los Pinos, Siguatepeque: Molds as well as Costing, Pricing, and QuaLty Conuol, 25 



participants. 
Costing, Pricing and Q d t y  Control workshop, 10 participants. 
Quality Control for Production of Natural Fiber Crafts, 12 participants. 
Los Pinos, Siguatepeque: Molds, as well as Costing, Pricing and Qual~ty 
Control workshop, 25 pamcipana. 

0 Costing, Pricing and Quality Control workshop, 10 partidpants. 
0 Q d t y  Control for Production of Natural Fiber C h ,  12 pamapants, one day. 

As part of integrated, ongoing training activities, HACER staff continued mentonng partner 
enterprises and entrepreneurs in basic business fundamentals such as: costmg and pricing how 
to export, trends, sales analysis, packagmg, shipping, product development and successful 
export strategies. 

Local Designem Mmtored 

In order to ensure that the supply of innovative, marketdriven products would continue hom 
Honduras to the world market, the HACER project incorporated an ongoing designer 
mentoring component, whereby twelve design-oriented individual6 w i h  partner producer- 
exporter enterprises who served in the primary design function were specifically assisted in 
further developing this capacity. In many cases, these persons were also the prinapals or owners 
of the enterprise, as well as leading international marketing initiatives and buyer interaction. Since 
building and maintaining international buyer relationships depends paraally on the ability to elicit 
and interpret new product designs, this capacity was critical to the long-term success of these 
enterprises. 

Design mentoring was offered through partidpation in product development workshops, remote 
(via Internet) interaction with international design consultants, the U S h e d  MRT (with a s p e d  
emphasis on the design aspects of the program), and ongoing feedback from -4T.4 staff in 
Honduras and the US with regards to market feedbadr rrgardtng new product ideas and 
modifications of existing product. ?he following designers participated in this program: 

Regma Maria Agutlar, In Vim (San Juanato) 
Iris de Destephen, Produc~~s Manufachrrados (Teguagalpa) 
Alessandra Folet& Acta de Honduras Feguclgdpa) 
Erick Kafie, PROIMI (Tegu@pa) 
Anny B. de Lucker and ELizabeth Bahr de Pascua, INDUMA (Teguagalpa) 
Danelia Pineda, Anabely Castellanos Rosales and V i  Perdomo, Empresa Cornunitaria 
Y M  (Santa W) 
Dora Sarmienm, Cooperatin La Luciimaga (El Hatillo, Teguagalpa) 
Maria del Carmen Zacapa, Zacapa Arte e Industria &I Mueble (San Pedro Sula) 
Marco Antonio Rodriguez Zhga, Lesanddra Leather (Valle de Angeles) 

HACER FinaI Rpo?i and Pv'u i  Edukim, Namrlxr 2003 
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C. MARKETING 

The HACER project was designed to bring Honduran crafts and the ardsans who produced 
them into the global marketplace through a combination of Marketing activities which were 
closelv intemated with the k rodua  ~&elooment and Trainine Acdvities o u h e d  above. ., 
Because the target markets (and buycn/importen/rctailers) 
were primarily located in the CS and Europe, a significant 
portion of the marketing and sales activities were conducted 
there. These include exhibiting in wholesale and FOB trade 
shows, ATA staff and H4CER project participants "scouting" 
or visiting additional specialized trade shows to meet with 
potential buyers (for a cost-effedre, targeted approach), 
completing ongoing sales meetings and markehng efforts 
(direct mailings, presentations to potential buyen) conducted 
by US- and Europe-based sales represmtatires, and 
coordmating buyer visits to the region. In addition, ATA's role 
as "sympathetic importer" to emerging producer-exporters 
facilitates market testing for new products, prorides support 
to groups who may be new to the expomng process (and thus 
more likely to make mistakes) and, most importantly, allows 
groups time to develop sustainable links to the international 
marketplace while they develop the skills, systems, and 
resources reuuired to mow. In the HACER nroiect all of " L , ,  

these activities were conducted through a combination of 
MademUn,S-alVH) NYK;F, 

consultants, with the ongoing support of ATA's US-, Europe- - .. 

and Honduras-based s d f .  

Zacape exhibit at SOURCES FOB 
show, May 2003. 

Trade Show Participation and Scouting 

In r o d ,  K4CER exhtbrted m eighteen international 
made show events, wth  booths at the San Frannsco 
lntemanonal Gtft Fau (SFIGF). Atlanta G ~ t i  and Home 
Furn~shlng Market, Cal~forma Internaoonal GIFI Fur 
(C.4IGQ and Xew Yo& Int~rIIahond Gtit Far 
O'YIGFJ, as well as the ihgh Pomt Internaoonal f lome 
Furntshmp Market m HI$ Pomt, Sorth Carolma (CS- 
based wholesale trade shows) In addmon, H4CER 
pamcrpated tn two FOB shotbs in Frankfurt, German! 
(Tendence and Amb~ente) 

In May 2003, .AT.\ fncrlrtated the parbcipaaon o t  fire 
Honduran handcraft exporters in a new FOB show, 
SOL'RCFS, held in Xew \‘ark. AT.\ facilitated a pre- 
show Marketing Onenration at this ment, to suppon 
participants in approachmg buym, negonating 
payments terms, semng up an effectire display and 



promoting their business through communicative marketing materials. 

These latter events consist of exporter exhibitions, whereby importers (and importing retaden) 
can place orders directly, as opposed to the wholesale shows, which feature p r i d y  US-based 
importers, selling to US retailers. 

The table below summarizes the US and European trade shows in which Honduran product 
and/or exporters were exhibited through the HACER project. 

Table 3. Trade Shows Featuring Hondurao H d d  Product During. HACER PFoject. 

In addition to exhibiting Honduran handcrafts in these trade shows, ATA also scouted several 
additional shows on behalf of the HACER project parhcipantr, seeking new importer/retailer 
con- thatwould be appropriate for the Honduran producer capacities. These showx include 
specblued venues such as the International Contemporary Furniture Fair and the Fashion 
Accessories Show. 

HACER FinolRpf  md Pmjcn Et%dia&, N m b a Z O O 3  
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Ongoing Export Sales and Marketing 

To follow up on initial contacts made at trade shows, ATA's Marketing team, including one C S  
and one Europe-based sales representative, continues communications with buyers to pursue 
feedback regarding interest in project-supported sample purchases, production orders and visits 
to the regon. Due to its global portfolio and long history in the industry, ATA can often gain the 
attention of small, medium and large importers (wholesale, retail and catalog companies) who 
may have interest in sourcing product from a particular country. In the case of HACFR, this 
buyer follow-up was played a key role in initiating relationships with Honduran producers- 
exporters and, in turn, in supporting these groups as they continued to develop and soh* 
relationships with these clients. Specifically, ATA's Marketing Director, Colleen Pendleton, plus 
Sales Representatives Lori Grey and Geraldme Hurez were in constant communication with in- 
country staff, pducer-exporters and the buyers themselves, to factlitate communication and 
relationship-buildmg as possible. Activities included: 

Researching new clients and target markets appropriate for HACER pamcipants 
0 Initiating presentations to buyers of HACER / Honduras product portfoho and 

producer capacities 
Requesting buyer-designed samples, pricing and production capacity to be generated by 
Honduran producer groups and delivered to potentla1 buyers 
Solicihng buyer feedback regarding Honduran product samples produced and delivered 
Coordinating buyer visits to Honduran handcraft workshops, including following up 
with buyers to gain post-trip feedback 

0 Inquiring to producers and exporters about progress in purchase order fulfillment, sales 
results, and reorder possibilities 

In some cases, as the HACER project evolved, these activities were more and more initiated by 
the Honduran export partners. However, throughout the life of HACER, ATA Marketing and 
Sales staff, as well as Honduras-based field staff, devoted significant resources to such aointies, 
contributing to the project's results, outlined in detad below. P h e  sa OaOrhmnLrfm aiz+h o/ 
Hondumrpmdr,dpkumtnt and me& @mnnnsgmrmtcd @ HACER 

field staff time and expertise during this process 
was Ley to its success, in their ability to foUow up 
M y  with arttsans who, at fimes, were difficult 
to contact via international communications ( e n d ,  
phone, fax). In other cases, field staff supplied 
valuable on-site review of product samples or 
fulfdlment, to ensure qual~ty control and accuracy 
in documentation, for example. Finally, UCER's  
Honduras-based staff is also credited with 
identifying and developing international buyers 
outside the ATA home office/sales staff, includ~ng 

purchase orders completed for Canadian-based 
importer Amisa Trading Company. 
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Buyer Visits 

Once producer-exporter enterprises had begun to expand their product offerings, increase their 
export readmess through ATA's market-oriented txaining programs, and successfutly commence 
entrance into the US and European markets, ATA's HACER project was able to coordinate a 
total of e l m  international buyer visits. These visits were often initiated at or immediately 
after aade show participation, and have the potential to yield the w e s t  volume sales and long 
lasting market links for the H o n k  enterprises involved. 

A summary of HACER's buyer visits is as follows: 

In Februarg 2002, buyers from Expbria visited Honduras aFter requesting samples OF 
junco dolls from S a m  Barbam, candles from La Ludhaga, and loofahs from 
Fundaci6n Pohgmo. Exploris buyers returned in September 2002 to coordinate product 
development effort! with Lesanddra Leather, crating a new collection marked  by both 
Lesanddra and Amm. 

In May 2003, Jerry Marlowe, representing H o o k  Furniture visited furniture 
workshops P R O M  and INDUMA. Mr. Marlowe was introduced m the two enterprises 
by ATA consultant Kathy Ross at a High Point scouting trip sponsored by HACER. 

May 2003 -John Carrel May, a designer for Bake Fnrniturr also traveled to Honduras 
to visit P R O M .  During this visit, P R O M  owner Erick Kafie leamed about deslgn 
trends and standards from Mr. May, and wz supplied with some Qslgns for future 
production. 

Following an initial introduction generated by ATA at the May 2003 SOURCES show, 
Design Workshop owner David Cadton visited Honduras in June 2003 and placed 
sample orders with export partners INDUMA, PROIMI. In Vim, and Zacapa A t e  e 
Industria del Mueble. These products were consolidated into one 40' container and 
shipped during the first weeks of July for exhibition at trade shows in Adanta, San 
Francisco, Chrcago, and New York. After his initial visit, Mr. Carlton also continned that 
he would return to Honduras for foUow up in July. 

Mr. Carlton's second visit to Honduras occurred in early September. The purpose wz to 
follow up with his k t  mp in June and the pun-base orden he aIready p!aced with the six 
proctucers he had begun working with, parhculady with INDbLA, P R O M  and In 
Vitro. ?his, as previously indicated, is a huge accomplishment for the project, as Mr. 
Carlton's company has a proven track record of single-handedly supporting artisan 
enterprises. This was the case in 1998, during Mr. Carlton's tirst collaboration with ATA 
in Romania Since that time, he has placed purchase orders for over L'Sfl.0 .%on 
FOB from one Romanian manufacturer. FPulWhng his orders has completely consumed 
the production capacity of d-h enterprise, and as a result, the artisans are doing p t e  
well. Since Mr. Carlton sells over $10 -Million worth of wholesale goods to major 
furnihlre retailers in the US every year, his collaboration with RACER could result in 
steady and dependable sales for many of its artisans. 



As result of Mr. Cariton's second tip, Design Workshop authorized continuation of the 
initial purchase orders and sent payment in the form of wire transfer in the first mpo 

weeks in October. Ths product was shown in trade shows in Adanta and Los Angeles, 
as well as in Chicago, San Francisco, and New York. David Carlton plans to develop his 
capaciq in Honduras to serve as a complement and also as a catalyst for p w t h  along 
with the producers he already has in Europe (Romania and Portugal) and Asia 
(Thailand), from which he already imports over 125 full-container loads per year. 
HACER/ATA anticipates several substantial fume purchase orders, resulting from the 
upcoming trade shows, which will result in stgruficant sales for these producers. 

In July 2003, soon after the SOURCES show and following lengthy ATA sales and 
marketing efforts, Cost Plus' World Market Vice President Gail Fuller and CoUectibles 
Buyer Annette Brockman visited Honduras for a county-wide scouring nip. Several 
producers were visited as well as the local m d e t  Ms. Fuller felt that dm relationstup 
could be extremely beneficial to these exporters, as World Market is a company with 
approximately 200 stores, a solid reputation within the indusny whose business is 
growing and actively developing new sources in Honduras and Central Amexica. They 
currendy import from over 50 countries and selected several products from La 
Ludknaga, Muebles Rhticos, PROIMI, the A.NA.H. pavilions, as weU as a small 
selection from both Acta and Atuto. 

In August, HACER partiupants received a visit from A h a  Qualita, a fair d e  
organization (FTO) in Italy, interested in all produrn from the HA- producen in 
Honduras, as well as in El Salvador and Guatemala. Buyers Marcella Ferrem and David 
Cambioli, on a combined scouting t i p  to Central America, visited: ANAH.  Pavilions in 
Valle de Angeles, ATA showroom, A- de Honduras, Atum. Bahii In Vim, La 
Luu- PROPArrH, and Yahamdi. 

Finally, HACER-ATA received a buyer visit from both the owner and a buyer from 
Mepopolitan Dehure in September 2003. These buyers, who expressed their primary 
interest in garden and home accessories, mainly worked with Atuto, and are espected m 
place an order with that company for approximately US$25,000. 

ATA expects stgruficant export sales and lasting business relationships will result h m  these 
buyer visits, if the Honduran enterprises involved can respond to the needs and interest of the 
international buyers in a timely and professional fashion. Most of these relationshps are in a 
critical test phase, whereby the importers/rerailers will assess the export, production and 
customer service capacities of their potend export partner, and decide whetfier the long-tmn 
benefit will be worth further investments in sample production, technical worfrshops, and design. 



Local Sales and Market Development 

In addition to the export marketing programs outlined above, HACER i n t o u n q  project staff 
led efforts to develop opportunities for local handcraft sales through targeted events and sales 
through tourist, gift and home furnishings shops, as well as to increase awareness in the 
domestic market of the qual~ty and cultural heritage associated with Honduran crafts. 

An example of such actinties includes an 
effort to motivate new product design, 
cultural education and local sales through the 
successful first insrdhtion of what is 
intended to be a bi-annual event tided 
" P e a  Concwso y Eqmeici6n Naciooal 
de Artaania 2002" Held for the tirst time 
in October UX)3 and coothated by RICER 
project staff with the collaboration of 
PROPAITH (IHAH, Ministry of Culture, 
Acts and Sports), as weU as the .%istr)- of 
Industry and Commerce, the Minktry of 
Tourism (Institute Hondurerio de Turismo) 
and FUNDARTE - Galeria Nacional de 
Arte, this contest seeks to rearard innoratme 
design with public recognition and prizts. 

In addition to event-based sales, local staff sought to create new artisan-retailer relationshrps m 
Teguc~galpa. Local sales activities also included HACER staff efforts to place Honduran 
handcrafts in existing local craft and gift stores, as well as w o h g  with project partiapants ffi 

modify projectdeveloped products appropriately for the local Honduran rrdet.  For example, 
several HACER-influenced products -ceramic candle votives, lamps - could be seen in Acta de 
Honduras' store in TegucqIpa 

One example of h is  - La Placita en la Villa - is a relatively new store h c h  is c a m  
produfts from Honduras and other Central American counmes, located near a c o d  
center in Teguctgalpa The owner of the store attended the contest and exposition event oudmed 
above, held in October UW)& and found products/artisans that she now promotes in her shop. 
As one Honduran described it, this shop is "very different from other stores in Tegucigalpa" in 
the qualrty of handcraft that it canies; its success so far is an indication that there may be more 
potential for domestic market development. 

V. ENTERPRISES ASSISTED 
-. 

HACER-ATA worked with business and non-governmental export partners as a means of 
increasing project reach and impact. The HACER project focused the majority of its efforts in 
facilitating exports from ten export partners. Activities completed in conjunction with these 
enterprises included product development, enterprise leader/designer training, and/or 
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actively marketing their product collecdons and production capacities. P h t  set ntlorhmntrfm a 
'Vmpletc kit lfortug &%I by mrpnic. 

Acta de Honduras is a non-profit organization that 
seeks to c o m r n e r c ~ e  artisan products as a means 
of providing support in the social and economic 
developmdt of the artisan groups it assists. Acta 
works in ceramics, textiles, junco and tule with over 
370 artisans, 236 of whom the HACER project 
trained or assisted and are thus included in the 
project indicators reported. Acta has exported 
several shipments, prirnanly of its Lencan ceramics, 
produced in the south of Honduras. HACER 
supported Ada's participation in U S  and Europe- 
based trade shows, inc luhg  SOURCES (and the 
SOURCES pre-show Marketing Orientation), the 
NYIGF (and the MI-based Market Readiness 
Trainiig program) and Tendence. Acta's principal, 
Alessandra Foletti, has received significant training 
and mentoring through international design and 

business training consultancies, plus pmcipation in 
FOB shows (with on-site support from ATA 
Marketing sraff), and market-based feedback dunng 
the sales and fulfillment process. 

New coU&ons developed with Acta included candle votives and filled candles--produced 
through an HACER-facilitated collaboration with Fundaci6n La Luci&mg+-as well as new 
tile, tabletop and decorative pieces. Late in the project, Acta also started promotmg its d e  
couection, produced by the EACI artisans in El Cacao, Intiuca, through international fam 
such as SOURCES, and through its new website. In colhboration with the HACER project, 
Ada received visits from buyers such as Cost Plus, Altra Qualita and Metropolitan Deluxe 
and sample orders from importers and retailers such as Phdlips CoUection and Storehouse. 
In August-October 2003, Acta also participated in Carol MacNulty's remote consultancy, 
designed to assist HACER's export parmers in the development of a business plan. At the 
dose of the HACER project, Acta de Honduras had made significant progress in developmg 
its export capacities though, as Ms. Folem indicated dunng the evaluation process, the 
organization remains in a difficult point in its lifecycle. 

Atuto works with approximately 700 artisans, (about 100 of whom work in Amto's 
Sabanagrande factory) 275 of which are included in HACER's results reporting, in the 
m d u m s  of day, comhusk (a product h e  o r p a l l y  inmduced by ATA's i n i d  project in 
Honduras), metal and wood. Approximately 50% of Amto's production capacity is within its 
factory, while the remainder is completed by artisans nearby and in d areas in the north 
and south of Honduras. The company currendy exports approximately USfl.5 d o n  FOB 
annually, shipping an average of two to three containers each week. Started in 1994 by 
Holland Millis, following his participation in ATA's o r ipa l  project in Honduras, Atuto is 
the HACER export parmer and producer with the most experience in the craft sector. 
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Over the past ten years of the company's existence, Atuto's management team has developed 
sophisticated costing pricing and production management systems, as well as hq$y 
respected customer service standards. Production volume which lead m economies of scale, 
the factory's location in a previously-negotiated free trade zone, and its continuous 
relationship-building with its main clients have been key to its finanaal success. In fact, at 
the start of HACFiR, Atuto was the only craft export enterprise competent enough m service 
international buyers and importers and thus was the leadmg source of sales in reaching 
project export sales goals. During the course of the HACER project, the services that ATA 
provided to Abto were Lunited to marketing support (i.e. trade show space for Atuto 
products, inclusion in promotional materials used during sales meenngs/contacts) and 
occasional product development assistance, though these services, too were l i d  actmities 
compared to support provided m other Honduran craft enterprises. 

Atuto's proficiency has been demonstrated by continued commercial relationships with and 
sales to importers such as RiverFolk, Metal Urges, EKploris, Country Orpals and Shen 
Wues. Atuto continues to show products at several trade shows, includmg its August 2003 
participation in the NYIGF as part of the 'Tm +W booth. This was a new venture 
designed to promote and sell crafts from Atuto, along with two other export partners in 
Guatemala and Nicaragua Though the future of ttus entity is uncertain at this point, Atum 
will continue to sell crafts from the Lencan artisans in the south of Honduras and in 
Ojojona, as well as from the many rural ardsans it works with in Sabanagrande and Santa 
Barbara, for example. 

Atuto has developed new relationships with other producers and exporters from K 4 C m  
including In V~tro, I N D W  La Lucihaga, Lganddra Leather, Tejeros de San Juan 
Inuiuca, as well as several artisans in Santa B&bara (mcludmg several from Ceguaca and 
others that are members of Yahamaki. HACER assisted Atuto duough limited design work 
by Lynn Nelson, Jane Griffiths and indirectly through technical assistance prorided to 
artisans Atuto sources from in rural areas (e.g. Santa Barbara dyes, technology for ceramics 
production in the south). It should be noted that at one point, cornhusk-based products 
initiated in ATA's k t  Honduras project represented approximately 60% of Amto's total 
sales revenues, while currendy these product h e s  provide only US$6-8,000/month in sales. 
HACER provided limited support to M e r  develop this product category in order to focus 
on the development of other craft enterprises; however, ATA beLeves that tfits Rmains a 
material with additional export sales potential, produced by artisans living in extreme poverty 
that would likely benefit from additional marketing support. 

BaMa Exports (Mayan Enterprises) is a company that began as a result of the owners' 
interest in foundmg a craft export business, based upon their joint experience in retail sales 
and the tourism sector of Honduras' Bay Islands. Following their initial contact with 
HACER the couple decided to work with artisan enterprises supported by HACJX, m offer 
a range of products m the regional and US markets. At the end of the project, they had set 
up their own website, bahtaexports.com, in order to more effectively promote the crafts 
from Santa Biirbara (mitially from Yahamak'), In Gtro and Papelbn, Acta de Honduras and 
Lesanddra Leather. Bahia principals Cristina Cundiff and Ricardo Floresgomez have 
participated in trade missions to New Orleans and ATA's five-day MRP (Ms. Cundiff 
attended and scouted the NYIGF). HACER's local staff provided sector information, 



practical training in craft export processes, and mentoring with regards to m a n a p g  ban 
production, for example. Additionally, Bahia Exports is acting as an export agent for recent 
purchase orders for Yahamali, obtained through ATA's trade show and ongoing marketing 
efforts. ATA anticipates that Bahia will grow significandy in the coming yean and will thus 
also provide income and employment for the artisans, developing relationships with other 
producers and alliances with other exporters in the sector. For example, Bahia met with Cost 
Plus during their recent visit in order to offer several products for their World Market stores. 

I UNICEF buyers msit La LuciBmega. I 

Cooperativia La Lucitmngq a 
candlemalung shop (that also provides 
funds to a battered women's shelter) in 
the hills above Tegucigalpa, was another 
key recipient of HACER's services over 
the course of the project. Local K K E R  
staff provided ongoing mento- 
product development and marketing 
guidance to La Luciknaga's management 
team. In early April 2003, La Lucikmaga 
shipped various purchase orders for US 

Edlr trade client Ten T?~ousand Villages. 
Dwine the final quarter of HCER La 

I I v 

Lucikrnaga received two additional 
purchase orders from Ten Thousand V i ,  an order from I d a n  buyer Sotto Sopra, and 
has, with HACER's mentoring, developed a new candle collection for LXICEF's 2003 
catalog. This last effort resulted in a purchase order for 8,500 sets of candles and 
candleholders, and required the local development of a speclalued packing system, all of 
which was done with the assistance of HACER's staff. At the close of the project, ATA 
believes that La Ludirnaga is poised for local and international growth, based on the 
organization's saong entrepreneurial orientation, dingness to I a n  and espenment, and 
understanding of customer service. 

Emprcsa Cornunitaria Y a h d h  is a group of 240 artisans based in Santa F h b r j ,  
organized in twelve groups, who work in natural fibers (mainly junco and tule). .\T.%'s 
HACER project has worked extensively with this organization to provide its artisans with 
product development and technical assistance--through local and international expemw- 
while providing business-oriented capaaty-budding efforts to its manager, group leaders, and 
key artisan members. In addition, HACER has advised the group in its o m  organizational 
development and strumre. In the last six months, for example, Y a h d  restructured its 
board, to ensure the effective and less political management of the group; since this time, 
ATA has noted a greater orientation towards the comrnercd nature of the organization. 

As reported throughout the project, Y a h d  has received notable market interest from the 
US and Europe, through ATA's marketing efforts at trade shows and sales presentations. In 
the final quarter, for example, the US trade shows generated US$3,838 in purchase orders for 
ATA-imported product, plus orders from Baskets of Camb&/Check Imports (US$2,718) 
and Sotto Sopra in Italy. 



Key to this organization's success will be its ability to form a mudy-beneficial relationship 
with a Honduras-based export agent. During the h a l  six months of the project, K X E R  
worked with YaharnaUs manager to evaluate several potenbal export partners and to date 
have continued working with Bahia Exporn. As noted above, Bahia Owner Christina 
C u n u f  is currently coordinating production and export of most of their ATA-generated 
purchase orders. 

Over the course of the project, HACER also assisted Y a h d  in obtaining computers and 
other equipment to use in improving their organizational management, customer service and 
production capacities. For example, in the h a l  quarter of the pro;- HACER gained 
support for Y a h d  from PROPAITH, which donated three sewing machines for the 
communities of Santa C m ,  Santa k t a  and San Geronimo. PROPAITH's D i r ,  Iris Van 
Dyke also traveled to Santa Birbara to delmer the donation and meet the artisan groups. 
After meeting the groups and seeing the @ty of the goods, Iris made a purchase order for 
Yahamali crafts to be marketed at the three artisan craft stores that PROPAITH manages 
throughout the country. HACER has also worked with h e  women of Yahamali to introduce 
improvement in production processes, such as centralized dye centers in each of the three 
cokmnities where the a~&ans Live 
and work. This centrdized system 
has greatly improved the consistency 
of the colors in Yaharnali's 
production, and is especially 
important to allowing the group to 
accept and deliver increasingly latge 
orders to the US, for example. 
HACER also provided personal 
protection gear- face masks, g o d e s  
and gioves-to the women who dye 
the junco and tule, to minimize their 
exposure to the chemicals used in 
this process. 
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In V i m  (and Plpd6n), located in 
San Juancito, began as a nonprofit 

~ m p g ~  y m  
HAcER-devetopedpodud. 

artisan school designed to "spin off' 
independent artisan workshops, and has evolved into an income-generating job training and 
production facility. The artisans there create products made from handmade paper, metal, 
glass, wood and combinations of these materials. Regina Aguilar, In V~tro's founder, has 
participated in several project activities including product development consultanaes (with 
international designers MUTU Robinson and Rhea Alexander, for example) and business 
training receiving ongoing mentoring in design and business management (with an export 
focus) from local and US-based ATA staff. In May 2003, In Viao pardcipated in the new L'S 
FOB show, SOURCES (mdudmg ATA's pre-show Marketing Orientation), presendng 
several new collections, indudmg fused glass trays, handmade paper and m e d  lamps and 
picture frames (the latter marketed in collaboration with Atuto). In V~tro received a purchase 
order from Deslgn Workshop's David Carlton during his visits to Honduras in 2003, that 
was shipped in October. In July m 3 ,  Aurora Rornero joined In Vitro as the new business 



manager. Recommended m Ms. Agdar by HACER's staff, Ms. Romero brings management 
and production experience, and is seen by ATA as a positive addition to the organization's 
management structure, especially in regards to managing increasing production danands for 
export order fulfillment. ATA-initiated product development, buyer contacts and 
increasingly professional management capacities, as well as Ms. Aguk's design talent and 
low artisan-employee turnover are important conmbutoa to In Vim's success thus far, and 
will be important m its continued growth inm the future. 

INDUMA is a mid-sued furniture producer based in Tegungalpa wirh orer 20 yean OF 
experience that began c o b r a t i o n  with the HACER project in October 2002 I S D M  
currently employs approximately 35 individuals in their factory operation, plus 14 salaried 
workers, who provide sales and administrative support. Following participation in ATA's in- 
couniry consultancy with international furrumre specialist, Kathy Ross, INDCMA received 
scouting support at the April furniture market in Hgh Point, North Carolina, parhcipated in 
the New York-based SOURCES show in May, and received the inid visit of Design 
Workshop's David Carlton shortly thereafter in June. Mr. Carlton pbced two initial sample 
orders followed by a Luge hrst purchase order totaling US$31,770. The order was 
subsequently postponed until Mr. Carlton's second visit in early September in order to follow 
up on production issues dealing with humidity levels and finishes, whch resulted in an 
autfiorization for INDUMA - as well as PROIMl and In %!ID- m continue production on 
their PO'S for shipment in October. During evaluation interviears, INDU.IL4's management 
team noted that even though the company joined HACER relatively late in the pro@s life, 
and received support for only one year, they feel that they have made nemendous progress 
in collaboration with ATA They also noted that this success has been notably more than 
they enjoyed with other projects, i n d u h g  with CBI and others, who tied rnulbple support 
activities, but did not make s~gruficant impact on the company's export potential. Fmally, 
they request additional, future guidance from ATA regarding colon, finishes and forms that 
would be appropriate for the US export market 

Lesanddra Leather, a company based in Valle de Angeles that produces finished leather 
accessories and home furmshings, was an active participant m the HACER project and the 
only other company who also participated in ATA's l i s t  artisan enterprise decelopmmt 
project in Honduras. Recently, Lesanddra has been undergoing a restxucturing period, as one 
of the owners now lives abroad (Andrew Brant in Dominican Republic) and the current 
manager has a more difficult time answering or following up requests in JGghh. Hi4CER 
continued to assist Lesanddra through the end of the project, coordmanng a buyer visit by 
David Carlton from Design Workshop to their workshop during hu tint visit in June 2003. 
Following this visit, Design Workshop received the export prices for several produrn and 
subsequently placed an initial purchase order, and Lesanddm Leather has confirmed their 
continued interest in receiving adddona1 leads and exporter links in collaboration with ATA. 
Their hgh quality products were shown at the NMGF in August of 2003, and ATA believes 
that if the Lesanddra management team is prepared to support export activities following ia 
internal realjgnment, there remains substantial potential for international sales. 

PROIMI is a mid-sized furniture producer that, like INDUM.4, joined the M C E R  project 
in October 2002 PROLW's Owner, Erick Katie, worked with Kathy Ross during her visit m 
Honduras in March 2003, and also joined her during the scouting and marketing nip 
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to High Point in .4pnl 2003. In 
May 2003, PROI!N showed 
products with AT.\ support as an 
exhibitor in the new FOB show 
SOLRCES in N m  Yorli. In its 
year collaborating with fC4CEK 
PROIM received buyer visits from 
Hooker Furniture and D e s p  
Workshop; the latter has already 
resulted in a 40-foot container of 
US$25,075 order/shipmen t 
including samples and i n v e n t o ~  
(consolidated with an order 

produced by IhBCXL4, In V i m  

0 Zacapa Arte e Induetria dd Mueble, a h i t u r e  and accessories producer located in San 
Pedro Sula, received support from the HACER project through paninpation in local and 
New York-based training events (including ATA's MRT program and business training with 
international marketing consultant and former importer Carol MacNulty), as well as product 
development and d e s p  consulting from international desgnen such as hhu Robinson and 
Kathy Ross. Products from Zacapa Arte de Industria del Mueble were shown as part of the 
company's participation in SOURCES, as well as in ATA's booth at wholesale shows such as 
the NYIGF. Zacapa has also produced some samples for AMC-Target in 3I&co .and with 
the assistmce of H A C m  completed the Generalized System of Preferences (GSP) forms 
they require for new vendors. She continues to follow up on other leads from SOURCES. 
and NYIGF and d most likely be in a position to develop a relationship with at least one 
more wholesale importer that was contacted during these shows. Also supported by the 
project, Zacapa has recendy launched a new (ID-based catalog and accompanying website, 
which d conmbute to her ability to amact international customers. 

PROlMl owner, Uick Ken% (M) with e wwker in 
his 1 . p  fadory. 

In the final three to six months of the HACER project, ATA focused its acanties on r l reqthiq 
the export capacities of these enterprises, workmg to: 

i d  ~acapa). David Carlton 
scheduled a second nip to 

0 Build on the project's strateges and successes to date, 
0 Focus on making progress sustainable, 
0 Provide exporters with exposure through trade shows and ongoing markemg efforts, 

and timely feedback on how they can further refine samples for more interest and sales, 
Cultivate additional importer leads to be able to build direct and sustamable exporter- 
importer relationships, providing in-country business/export m m g  to ensure that 
exporters know how to maximize the opportunities provided, 

Honduras in early September, to 

work with PROIMI on new product development and technical assistance. Also as a result 
of the H& Point scouting and SOURCES pamcipation (both supported by HACER), 
PROIMI hosted designer John Caroll May in a visit to its production facility in Teguagalpa 
in order to develop new collections and new export links for the next exhibition at H& 
Point in October 2003, as well as other trade shows. 
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8 Support the artisans' ability to produce via production and technical mining thus 
ensuring the exporters can fulfill orders, and be better prepared to offer the customer the 
type of service that international customers demand 

In order m provide an additional support infrastructure for sustainability in the aaft export 
sector in Honduras, HACER-ATA promoted and supported the estabbhment of an 
Association of Honduran Creators and Exporters as well as promotmg the involvement of 
additional entrepreneurs who want to export Honduran crafts. HACER activities induded 
organizational development support provided by local ATA staff, as well as coordinating a visit 
to Honduras by Silvia Moreira, Executive Coordinator for the Gaft Commission of 
AGEXPRONT (Asociaci6n Guatemalteca de Expodores  de Productos No-Tradraonales). 
During her visit, Ms. Moreira presented m sector partidpants interested in organizing the 
association described above, sharing her experience in managing an association of craft 
exporters. ATA's Honduras Countq Director has expressed interest in continuing rn menmr 
this group providing support while they establish the Association. 

In addition to these export pai-~~~ers, who were the primacy focus of ATA's work over the course 
of the project, HACER also supported the following groups with activities such as business skills 
training and local sales: 

Fundaci6n PoHgono, which prunanly produces and markets loofah products, benefited 
from local staff efforts in local sales and business training. In addition, Doris Lideny 
Lopez, responsible for marketing Fundaci6n Polgono's artisan products, parncipated in 
ATA's 9-day MRT in August 2003. Ms. Lideny expects m apply dus exportariented 
knowledge to the foundation's efforts to expand its international client base through 
ongoing marketing efforts and new product offerings. 

8 Greenwood, an NGO that supports environmentally sound product development and 
sales efforts in La Mosquitia and elsewhere in Honduras, received assistance in local sales 
and product developme& 

Muebles Rusticoa, a producer-rerailer located in Tegucigalpa, participated in local 
training and sales efforts. In addition, Muebles Risticos received international buyer 
AMC during the company's visit to Honduras, but did not pursue dus new business 
opportunity due to shifting priorities w i h  the company (away from interest in volume 
expo*). 

Productos Manufacturados, a small wood workshop, has been produang goods for 
local sales, ernplopg up to 12 artisans, on a limited basis during the course of the 
HACER project. Principal Iris de Destephen is cucrendy wo* full-time with 
Designada Presidend Arrnida de Gpez Contreras and she or one of her partners 
attended local training events fadiated by HACER (e.g. production nranagement 
training at A m ) .  In addition, international design consultant Rhea Alexander worked 
with Productos Manuhcturados during her visit to Honduras in May 2002, though the 
samples produced yielded few orders. Though interested in program parpcipation, 
Productos Manufacturados could not present the counterpart funding requd for the 
MRT program, and HACER chose not to fully fund her pamapation due m 
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the companfs limited export readiness. Ms. Destephm hopes to C O ~ M U ~  to produce for 
the local market-though is currently producing at a very rmtumal IeveLand is stdl 
expecting to move towards export in the future. 

PROPAITH / IHAH and its Director, Iris Van Dyke, participated in the HACER 
project, though the o'gantzation is primarily focused on activities related to c u l d  
preservation of artisan traditions and local craft sales, rather than export development, at 
this point Ms. Van Dyke participated in ATA's Market Read~~~ess Traimng program in 
New York in August 2005 and used this opportunity to explore the possibility of 
expanding PROPAITH's export program However, realizing the resources and 
capacities required for successfully competing internationally that are not currently 
adab le  within the orpnkation, Ms. Van Dyke notes that PROPAITH p h  to pursue 
this potential in the long-term. 

VI. PROJECT IMPACT 

In accordance with the goal and objectives of the HACEX project, oudined above, its impact on 
the intended beneficiaries can be measured in terms of its reach, its financial support through 
sales, and the income and jobs those sales generate. Capturing the differences that these im- 
have in terms of converting additional income and experiences into an improved qual~ty of Me is 
key to understandmg the effectiveness of artisan enterprise development. 

A. PROJECT REACH 

Artisans Benefited 

Through its various activities, the HACER project has benefited 2,209 utisuls, through 60 
enterprises -export partners, NGOs, artisan groups and individual workshops. This exceeds the 
initial project goal of 2,000 artisans benefited and represents a 101% achievement of the project 
goals in terms of reach, or artisans positively impacted. Of the artisans KACER benefited during 
the course of the project, 1,425 or 70% of the 2,029 are female whde 604, or 30% are male. 
Because each artisan is normally responsible for supporting between two and six additional 
farmly members (sibling, parents, children, extended hndy) ,  ATA estimates that the project 
positively affected the lives of approximately 8,000 individuals. 

As stated in previous reports, for the tinal six months of the project, no additional artisan 
enterprises were incorporated into the HACEX project as the project concentrated on 
consolidating the results previously achieved. Therefore, the total number of artisans receiving 
mentoring or assistance to date remain are the same as reported in he previous two quarters. 

The following charts illustrate the rate at which artisans were assisted through H4CER project 
activities over the life of the project See attachmentsfw a Ld afof'ufiu rbmngb ~h icb  
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Table 4. Artisam Benefited By HACER Project. 

Graph 1. HACER Number of ArtisPnr Incorporated Into HACER By Quarter 
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Geographic Scope 

HACER worked in seven of the 18 Departments in Honduras. Efforts concentrated in 
Francisco M o d ,  Vde, Comayagua, Santa Birban and La Paz; as well as Chotuteca and 
Intl%uca Limited work has been done in Cortk (Zacapa A t e  e Industria del Mueble) and Coph 
(with Fundaci6n Poligono Industrial Copaneco, exporter of loofas or "pastes"). 

HACER expanded its reach by working with institutions with existing programs suppordng 
artisans in areas outside the project's core geographical focus. For example, HACER coordinated 
with PROPAITH in an effort to support dispersed indgenous artisan groups already h g  
assisted by that institution. Through coordinated efforts with Gremwood, also mentoring 
Cooperativa Limitada Kitaha and providing indirect support of indgenous artisan groups such 
as A h a  para Mujeres Negras, the project also positively impacted artisans in the Bay Islands, 
as well as in the Departmene of Athtida, Col6n and Okncho. In total, HACER reached 14 
Departments in Honduras by offering select project resources (staff, experience) that can create 
positive change with minimum investment, to groups in thii wider geographc area. 

Over the course of the HACER projecf the cost of incorporating and benefiting new artisans 
clearly diminished over time, following an initial startup phase, when the greatest number of 
artisans were incorporated. Over time, HACER focused on ensuring sustainable benefits to the 
entetprises and artisans it worked with, in addition to broadening the scope of that benefit as 
much as possible. Additionally, the nature and associated expenses of the activities introduced to 
the artisan enterprises varied gready over time; for example, the cost of international consultants 
and marketing events, completed on a periodx basis, were balanced against ongoing expenses 
incurred by field staff and ATA's local office in Honduras. 
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Graph 2. HACER llrtisans Benefited Pu D o k  Spent Per Quarter. 

HACER: Do(*n Spud Pa Ariban &rvul Pac Qua* 

B. SALES 

HACER has as its goal to promote susramble economic development by strengtherung the craft 
sector in Central Honduras. One approach to measuring the impact of such a project is to 
measure the marginal incrrase in sales generated by project activities. Though the project had as 
its primary focus the development of export hkages and enterprises, local staff were also 
responsible for generaang local M e t i n g  and sales opportunities for artisans duough linkages 
to the domestic and tourist craft markets in Honduras. As indicated in the chart below, KCER 
achieved US$614,347 (combed FOB and local rrtPif) in sales ZnditPted by the prow or 
70°/o of the total project goal, 2 % years into the project 

(Local retail) 

Table 5. HACER Snla Go& / Ramhe. 
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Indicator 

Export Sales 

~ o c a l  sales 

Roiect- 

1)800,0oO 
(FOB Honduras) 

575.000 

ProjectJlckmmlt 
(Sept-k JO, 2003) 

$575,910.96 

$38,435.75 



Craph 3. HACER Total Sales By Project Quma 

WCER: Total 8.la by Pmjnd amtu 

-- 

As described above, HACER was originally designed as a three-year projw, -4T.A projects that 
the total USS875,000 combined local and export sales goal will be achieved at approximately the 
three-year mark, or between three and six months following September 30,2003, the end of the 
project, as shown in the graph below. 

Direct export sales, including purchase orders written by customers plus sample orders for trade 
shows (based on the new product collections) totaled USS120,124, for a total project to date of 
US$575,911. 



Graph 4. HACER Cumulative Sl l ee  R e s h  

HACER has as a project goal to ensure that positive benefits were delivered to the intended 
beneficiaries based upon sustainable sector development. For example, due to previous 
parhdpation in at least one product development consultancy, several producen have been able 
to develop new product collections which are already being exported. Furniture and accesso? 
producers such as INDUMA and PROIMI as well as Acta, In Vitro and Zacapa Arte e 1ndusn.a 
del Mueble, have new collections that were marketed and promoted at the NYIGF and 
Tendence in Frankfun, Germany, both in August 2003. This exposure has led to several buyer 
visits and new potential buyers already ordering samples and placing purchase orders. .AT.\-US 
and the HACER project contributed to these sales by sending designers to develop new 
collections (reported in previous quarters), facilitating new market links as well as strengthening 
existing ones. Results included requests for new prototypes and sample orders from new 
customers, I& Design Workshop, Phihps Collection, Hooker Furniture, AMC-Target, as well as 
improved relationships between exporters and importers. See uttadmentr fm a rmnpdng 4pndirrg 
pimhase & as @Scptnnbcr 30,200;1. 

As outlined in greater detail below, ATA believes that the infrastructure - enterprises with 
increased capacities to form and maintain international market relationships - will s m e  as a 
basis for steaddy increasing sales over the next four years, following the initial threeyear project 
term as shown below. 



Graph 5. HACER Post-Project Sales Projections. 

I HACER Post-Proiect Sales Projections 

It should also be noted that sales generated from the smaller export partners (other than Atuto) 
now represent over 35% of the total ePks for the project, whiie Atuto's figures still account for 
the balance, or 65Wo of total export and local sales. Despite the current global economic 
situation, these numbers reflect that these arpomng enterprises continue m strengthen their 
relationships with importers and overall export capacities. 

D. JOB AND INCOME CREATION 

As described in earlier project reports, ATA estimates that based upon the sales oudined above, 
the HACER projea generated approximately 800 jobs or income-generatmg opportunities for 
artisans. Jobs Supported/Maintained and/or Created as project indicator began to be monimred 
in project Year 2, and is calculated based on actual new jobs created (counted or reported 
specifically by partner enterprises), plus an estimate for full-time jobs subsrantially supported or 
m a i n k e d  based on export sales and local sales. The previous calculation, conservative by all 
means, was based on an assumption that every USf2,300 in sales resulted in the creation or 
maintenance of one full-time job, at US$164.00/month, or 35% m 42?/0 above Honduran 
minimum wage, which was USf116.00 during the project. 

HACER's largest export partner, Amto's sales provide consistent full-time jobs for 500 to 700 
artisans working in their homes or "MYPE's" (micro and small enterprises). It is important m 
note that only 275 of these artisans are reported as benefiting from Atuto's collaboration with 
HACER, since the project has sought to collaborate with the underdeveloped goups. These 
specifically indude artisan groups from El Carreto, Paso Hondo, Los Cemtos, Qojona, 



Yammela, Tejeros in San Juan Inuiuca, several artisan communities in Santa B;irbara, as well as 
the cornhusk groups in Sabanagrande and surrounding villages and amsans working direcdy in 
Atuto's workshop. 

Although the majority of the artisans HACER has mentored and provided technical assistance 
for were already producing crafts when the project began, many were not formally organized and 
worked only periodically in craft production. However, most importantly, when they were 
incorporated into the project, the great majority had not or were not exporting on a regular basis. 

E. FROM INCOME TO IMPACT 

Through the income generated by HACER and handcraft work in general, artisans are able to 
earn a consistent income which in turn creates a better quality of life for her or his fam~ly. When 
interviwed, many artisans benefited through HACER repomng that they have invested their 
additional household income in their children's education (purchasing school uniforms, paying 
tuition and buying books and school supplies). Others have invested in up@g their homes 
from adobe m concrete, or installed a new, concrete floor. Several artisans reported that they 
have been able to buy basic necessities such as food (e.g. sugar for cooking) or rned~cines for 
their famdy members. 

For example, an artisan living in Santa Rita, h h r h  Hernandez and Ruben, a n+bor of 
Marriza, have invested their newfound artisan income in simple home improvements that make a 
difference in their lives. Ms. Hernandez lives in a modest home which previously had little or no 
furnishings. Now her home includes plastic chairs and a table for her family at which to eat. She 
has also opened apil&hz business for additional income. 

In addition, the income that the HACER- 
Artisan Enterprise partnerships have 
generated throqh handcraft sales, as well as 
the potentml for future income through 
export and local sales, provides an alternative 
for artisans who would othenvise be forced 
to migrate to cities in search of w o k  
Instead, these artisans apply the skdls they 
have learned through local txad~tions as well 
as those introduced to these cornunities 
more recently as part of the HACER project 
to earn a living. The result is working at a 

trade that provides the income necessary for 
their basic needs and unproved qualzty of life 
without having to leave rural communities 
barren of productive community members. 

The income generated by handcraft production also generates additional, less- or non-skilled 
work oppowities in these communities. For example, artisans subcontracting each other for 
production of components of certain products. Ceramics workshops buy clay and wood 
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from n e b o r s  to produce and fire their products, then hue packers from the community to fill 
a container that dnves up to the village for loading. Some groups sell merchandise from 
neghboring workshops, including a retail markup. 

By working within their respective artisan groups/exporter enterprises who hare developed links 
with the US, Europe and other export markets, these artisans continue to learn to produce c& 
that meet the quality standards of the export market. 

-- 

VII. SUSTAINABLE IMPACT 

dismbution of raw dyes to the artisans 

Sustainability of the positive results of the HACER project was a component of project design, 
implementation and adjustment over the c o m e  of the 2 %-year project As stated in the US.4ID 
award (#522-A-00-01-00285-OO), "HACER d l  lay the foundation for sustainable business 
development services that d l  continue after ATA leaves at the end of duee ye;us. By 
collaborating with local expon and development agencies, ATA 4 also streq&en the 
organizational infrastructure in the Honduran craft sector to ensure h S ~ g  support for the 
production and marketing of Honduran crafts." Through the delivery of its product 
development, training and marketing services, ATL4 conmbuted to the long-term suscamabiliq 
of the enterprises it assisted in the HACER program. 

A Potter in the of &mmt&es 
theu~e0f8Skbrokw. 

responsible for the dyetng process in their 
respective communities. This pnxess 
r e q u d  the group to purchase the 

m a t e d s  (with h e  assistance of HACER), and carefully record payments received and m a t d  
disbuaed for each transaction, to ensure that the group did not lose precious funds as a result. 
In turn, groups who make cooperative purchases stimulate the local economy for cell phones, 
bricks (for kiln-budding) and labor. 



A. SUSTAINABLE ENTERPRISES & ENTREPRENEURL4L DEVELOPMENT 

Over its 27 years of experience, ATA has learned that the success of an arcisan enterprise- 
whether it be a family workshop, artisan community, designer, raw matenah supplier, exporter or 
local retailer-depends heady upon the dedication and skills of one person: the entrepreneur 
within the enterprise who will dedicate the time, energy and resources needed to make the 
venture a success. In the HACER project, ATA concentrated a number of its activities on 
ensuring the identification and development of entrepreneurs across the enterprises with which 
it worked. In some cases, such as Maria del Carmen Zacapa (Zacapa . h e  e Indusaia del 
Mueble), existing business and design skdls needed to be converted m the craft indusuy. In 
others, such as Alessandra Foletti (Acta de Honduras) and Regina Agu~Iar (In Fino), 
professionals trained in des~gn and anthropology needed to learn business management 
techniques and/or build staff into their organizations which could fill this role. In the end, .4TA 
believes that those enterprises that indude this driven entrepreneur, equpped with the business 
and industry knowledge required to succeed, will lead these enterprises through future growth, 
creating more jobs and income for the artisan sector overall. 

When interviewed, HACER intounag staff and .4TT4's 
Marketing team reported the following additional 
positive change in one or more of the entreprenAnml 
behavior of HACER's export partners: 

During buyer visits, group leaders and 
entrepreneurs were increasingly prepared to 
discuss pricing payment terms, and product 
changes with confidence and accuracy; 
Several groups developed promotional 
rnatenals-business cads, brochures, 
w e b s i t d o r  the first time, and demonsaated 
an awareness of how to promote their products 
and capacities using these tooh 

Export partners invested in new technologies to 
reduce costs and Increase product CqmCmes, as 
well as improve communihons with 
international clients (e.g. cell phones, ktlns, 
Internet connections); 

Group managers/leaders recognized the 
importance of hamng an English-speaker in the 

of Acta de Hondm. group for international sales, and either htred or 
trained someone in this area; 

Improved planning for production of orders translated into more on-time deliveries. 

Mentoring local designers over the course of the project, HACER offered them the opportunity 
to gam skills in researching market aends and new design inspiration, as well as converting those 
ideas into marketable finished product. ?bus, these designers can contmue to design and offer 
new product m the market, an important part of building and seengthening export hkages. In 
addition, because these designers were primarily part of the management team for the craft 
enterprises they support, they are more likely to be 1) integrated into the long-term growth 
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and development of the enterprise, as well as 2) able to influence the enterprise to be market- 
driven. In the last quarter of HACER, local designers applied knowledge p e d  during the 
product development learning process and developed at least twelve new collections for the 
international market with minimal HACER intervention. The project also provided ongoing 
training in the technical skills that will be r e w e d  to make sales of these products sustainable. As 
outlined above, training sessions in business skills were offered incountry and as part of .%T-Ys 
Marketing Readmess Training program in New York, and tiulored to the needs of Honduran 
artisan enterprises. 

By working with multiple craft producer-exporter enterprises, ATA h d  the groundwork for the 
craft sector in Honduras to experience growth via sector coordmation along with inm-sector 
competition. Near the end of the second year of the project, for example, several of the 
producer-exporter groups gathered to begm the process of forming a local craft producer- 
exporter association. The objective of this organization would be to gain increased 
competitiveness as a sector through economies of scale enjoyed through volume purchasing of  
materials, consolidating shipments, and shared costs to attend trade faus, for example. Though 
this association is still in the process of forming, it shows promise in terms of achieving these 
goals and supporting its pamcipating enterprises in their next phase of growth beyond the 
HACER project 

In some cases, sustainabiiity of results was dependent 
upon r&ig the capacities and limitations of the 
groups that HACER supported. Por instance, through 
its product development and marketing efforts, ATA 
r roved that there is substanbal international demand 
for the innovative, hlghqdity products offered by 
Empresa Comunitaria Y a h d  in Santa Badmi. 
And over the course of the project, Y a h d  
participated in workshops to address quality control, 
orgaruzational development, and a p o r t  requirements, 

including ATA's flagship Market Readiness Program 
in New York. W~th the assistance of HACER staff, the 
group also received a donated computer, set up and 

m a d  management techniques to reduce costs and 
started using electronic mad, and implemented raw 

improve @ty. These activities assisted Yahamali in responding to local and international 
market demand, includmg improved customer service, basic financial management of group 
resources, and inueased preparation of product for export so that they nught gain a hlgher price 
for their products. However, HACER also reabed the inherent constraints h g  the p u p ,  as 
they are geographically isolated, lack English skills required to service international buyers, and 
lack transportation m manage production and deliver product to a port of departure. With this in 
mind, HACER faciitated a producer-exporter link between Yahamali and nervfy-founded 
exporter Bahia-Maya Enterprises. M a ' s  capanties for export complement YahamaWs needs, 
includmg financial resources to s t m  and grow their enterprise, access to the in&onal 
marketplace, bigual owners, and market experience in Honduras and abroad. In the tin& year 
of the project, ATA worked to develop this relationship, including supporting their joint 
participation in the Market Readiness Program. ATA is hopeful that this hkage wdl be hugely 



beneficial to the artisans of Yahardi, while contributing to the continued g r d  of the 
Honduran craft seaor. 

F. PRESERVING CRAFT TRADITIONS 

In addition to addressing the long-term sustainability of HACER's pamer enterprises, -4TTi 
achieved notable contributions to cultural and environmental sustainability associated with craft 
production in Honduras. By dedicating substantial resources to Acta de Honduras and 
Yaharnab, for example, HACER supported the preservation of craft traditions among 
Honduras' artisan populations. ATA also strengthened the traditions that have created craft 
communities working in natural fibers-junco, & - b y  workng side by side with the artisans to 
first develop, then market products made from these rnatenals. During interviews completed as 
part of the final evaluation process, the team noted a number of young artisans practicing their 
parents' and grandparents' traditions, indicating the potential for keeping these &dons &ve 
for years to come. 

G. ENVIRONMENTAL SUSTAINABILITY 

HACER worked with Greenwood, and environmend project in Honduras, to develop md 
market products locally, though export results were limited. In addition, the project team 
introduced safe dyeing techniques to basketweavers in Santa l h h r i ,  to spare both the health of 
the artisans and the environment in which they h e .  The project also explored methods of 
increased fuel effiaendes associated with tiring ceramics in the south, where Lencan potten 
burn scarce wood resources. 

VIII. ADDITIONAL PROGRAM IMPACT 

Members of the project evaluation team as well as project staff noted a number of non- 
quantitiable, additional impacts of the HACER program, beyond those listed above, as follows: 

Artisans have changed how they present themselves to members of their community and 
potential clients, from assuming that their products are 'w made" m pointing out the 
"craftsmanship" associated with a piece. This indicates an improved self-image, from 
"almost wanting to hide" if asked about their products in the past, quoting the price with 
fear and shame, as one artisan described, to feeltng confident that their time and skdl are 
worth somedung for which people will and should pay. 
Artisans noted that their eyes have been opened m the world market beyond their local 
client base and the possibilities of entering the export business; along with this, though, 
several noted the challenges and extreme compedtion in doing so. 
ATA wimessed an increase in the shill and consistenq of the techrucal wok of several 
artisans, and their mastery of new skills introduced through the project 
A few artisans said that as a result of the project, they have learned new, pracdd ways to 
sell their product from their own house or in their communities, and roiced that they are 
determined to continue doing so, rather than taking work in far-off fhories or at~es. 



Inaeased visibility of the Honduran craft sector in the domestic d environment, for 
example, project staff noted a decreasing tendency by shop owners (and in some cases, 
artisans) to remove "Made in Honduras" stickers or to teU inqumng customers that the 
product was made in El Salvador or Guatemala. 

These intangible project impacts reflect the greater context of the HACER project, and its 
achievements, as well as the potential of artisan enterprise development to a h m e  results that 
may conmbute to even greater economic development in Honduras' future. 

IX. PROGRAM M A N A G E M E N T  

The HACER program was implemented by Aid to Artisans, a USbased NGO with 27 years' 
experience in artisan enterprise development in emerging markets. ATA's USbased Projem, 
Marketing, Fiance and Administration and Executive staff were responsible for the inittal 
program design, as well as assessing export partners and artisan groups for inclusion in the 
program, managing the development of marketing strategies (icluding product development 
and sales activities), and providing market-based feedback to participating enterprises and 
artisans throughout the project implementation. Through constant communications and periodic 
visits to Honduras, ATA's home office staff provided ongoing guidance with respect to f i nand  
and administrative management of the project, as weU as programmatic management and 
oversight 

S p d d y ,  ATA's home office staff conducted oversight visits during the come of the project, 
as f0Uows: 

In May 2001 Executive Director, Keith Recker, and Product Development .Manager, 
Carol Campbell completed a merchanduing review. They met with artisan groups 
throughout the counq  and set product design *on for the project, and identified 
products for exhibition at the NYIGF. 

In June 2001 Projects Director Mary Cockram traveled to Honduras to pamupate in the 
signing of the cooperative agreement between USAID and Aid to Artisans in the amount 
of $1.2 million. She joined Timothy Mahoney, USAID Director, and Mary Flakes de 
Flores, F i t  Lady of Honduras, at the signing ceremony. 

In September 2002, Senior Project Officer for the Americas, Lane Pollack, v i s i i  
Honduras for one week, focusing her trip around individual meetings and site visits to 
HACER export partners and producer groups. Ms. Potlack also met with USAID 
Honduras' Deputy Mission Director, and HACER (TO Arrnando B u s d .  During her 
visit, she attended the Primer Concurso y Exposicion des Artesanias event that was 
facilitated by HACER staff and attended by various sector parhcipants and supporters. 

January 2003 included a fiveday oversight visit by ATA's Executive Vice-president, Jill 
Kassis and ATA's Senior Program Development Officer, Sonah 
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Arseculerame. The visit included field trips to several artisan enterprises as well as 
meetings with GOH Vice-president Mrs. Armida de Lbpez Conaeras, US Ambassador 
Larry L Palmer, USAID'S Mission D i r  and Deputy D i r ,  ALRO Du-ector and 
Project CTO. J i  and Sonali also met with CABEI's Sustainable Derelopment 
Department 

In August-September 2003, Lane Pollack and Michelle Cote led the research team that 
completed the HACER project evaluation as well as conducted research on behalf of 
ATA's Ford Case Studies project 

HACER's in-country staff worked closely with the US staff to implement ATA's strateg~es on 
the ground, and provide feedback to the home office with respect to ongoing results and 
recommended changes. In-country staff, based in Tegucigalpa, consisted of the following: 

ATA's Honduras Country Director, G d e r m o  Valle, was responsible for 
communicating with USAID, developing institutional relationships and leadmg program 
implementation efforts in-country, in coordination with ATA's home office. Mr. Valle 
was also the lead mentor for the small to medium enterprises assisted with by the 
product, acting as a resources and guide for the export process. In addition, the Country 
Director managed other project staff and coordinated with business service providers 
offering support to the project (e.g. accounting services, shippers). 

HACER's Field Coordinator, C r i s ~ a  Hemadez (replacing G~ullermo Andreus), was 
responsible for coordinating the technical aspects of the project, and the p m q  staff 
member to provide support to the artisans and producer groups q a d n g  production 
planning and technical issues associated with craft production. Ms. Hernandez also 
provided support to international and local desgn and technical consulrants, 
communicated with buyers as needed, and coordinated artisan naining workshops in the 
field. 

Katherine Agurda, HACER's Project Assistant, worked closely with other project seff 
to provide support to both technical and marketing activities in the field. She also 
organtzed special events, such as the handcraft contest and sales event, held in October 
2002 

HACER field staff were trained in the ATA home office, remotely, and through their 
participation in ATA's Market Readiness Training program in New York K4CER's Country 
Director also participated in ATA's annual Field Director meeting, held each pear in ,4TA4's 
home office in Connecticut. In addition, HACER staff pamcipated in supplementary uaining 
opportunities, as available, such as: 

In October 2002, HACEX Field Coordinator, Cnstina Hernandez pamcipated in a three 
week Ceramics Training in Taiwan, that was fully funded by ICDB - Taiwan. She was 
able to relay the skills that she acquired at this workshop to artisans participating in the 
project, and improve their technical skills. 

During the second project year, HACER Project Assistant, Katherine -4guraa, 
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participated in a handmade paper workshop conducted by In Vim volunteer Paula 
Streeter at In Vitro's workshop in San Juancito. 

In November 2002, Country Director Gutllermo Valle attended the 2002 Feria 
International de Dieno, Artesania y Regalo, dong with ATA President Clare Brett 
Smith, held in Madco City from November 21-25. The purpose of tius trip was to scout 
a regional handcraft show in Latin America for potentla1 marketing of Honduran craft 
product. 

X. PROJECT CLOSEOUT 

In the tinal three to six months of the HACER project, HACER incountry s&, dong with 
ATA's US-based Projects and Fiance and Administration staff completed the adnunstratire 
process of project closeout, i n d u e  

Meetingwith export partners and producer groups to discuss ideas for a long-term 
s t ra tw based on progress made during the HACER project and group/enterprise stated 
goals, 
Completing a detailed inventory of project equipment, requesting and receiving approval 
for find disbursement of same; 
Recon+ HACER bank account, r econhg ,  preparing and reviewing final financial 
statements fmm project operations; 
Find payment to project staff, following Honduras labor law and common practice; 
Conducting project closeout meeting and project debrief with appropriate USND staff 
in Honduras, 
Completing staff debriefs and exit evaluations; 
Preparing project documentation for archiving, and shipping k q  documents to AT.4'5 
US offices; 
Conferring with HACER's legal counsel to determine steps for converting ATA's 
registration to an inactive state; 
Completing project technical evaluation and repa 

Finally, HACER staff also completed a d d e d  contact list for the project, includmg export 
partners, producer groups, business development service suppliers, government contacts, etc 
that were m a t e d  with the HACER project. This information has been made adable  to 
USAID as well as to the exporter-producer association in development at this time. P k r  set 
attochmntsjr u &hd kit ~closmnt aaiiin'cr. 

XI. INSTITUTIONAL RELATIONSHIPS 

As described in previous reports, HACER has been successful in forming and continrung to 
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develop relationships with other groups in Honduras including. 

Programa de Rescate y Promocibn de la Producci6n Artesanal e Indigena y Tradiaonal 
de Honduras (PROPAITH) a project of the Instituto Hondumio de Antropologia e 
Historia (IHAH or Honduras Institute of Anthropology and Hismq) 
Fundacibn Pro Arte y Cultura (FUNDAR'IE), wluch runs the National Gallery of Art 
El Instituto de Formacibn Profesional (INFOP) 
El Programa de Apoyo a la Pequeiia y Mediana Empresa (ASPPE) of the Fun&6n para 
la Inversibn y Desarrollo de Ekportaciones (FIDE) 
PROMYPE (a GTZ-funded project) 
The Central American Bank for Economic Integration (CABEI), 
The Peace Corps and American Field Service (AFS) volunteers in Honduras. 

The nature of the collaboration with each group varied, given their current programs, geopphic 
focus, and objectmes as they relate to the development of the handcraft sector. PROPAITH, for 
example, provided financial sponsorship of the Primer Concurjo y Exposicion de . b a n i a s  
launched by HACER in October 2003. The AFS provided a short-term, full-time volunteer to 
the HACER program, who conmbuted m various project activities, including special wenfs, 
local retail sales, technical trainings and coordination of export orders and shipping. 

XII. FINANCIAL UPDATE 

At the close of the grant period, ATA 's HACER project had completed b i  for the total 
amount of the grant associated with this project, US$. million, as summarized below. 



XIII. KEY SUCCESS FACTORS AND LESSONS LEARNED 

Following the closeout of the HACER project, ATA attributes the success of the project largely 
to ATA's market-dnven approach to artisan enterprise development evident in the design and 
implementation of the HACER project. In addition, ATA idenbfies the following as key success 
factors specific to the HACER experience: 

The progress made in the HACER project would not have been possible without the 
foundation in the craft sector laid by the original ATA project in Honduras, completed 
from 1984 to 1986. As outlined above, this project initiated volume export of craft 
products from Honduras to the US, and catalyzed a sector for the benefit of economic 
development One specific though induwt mult  of this project was the creation of 
Atuto, Honduras' largest craft export enterprise, exporting approximately U W . 5  million 
annually to the US and Europe. 

Focus on multiple but few craft export enterpnses was important to creating a strong 
export sector that does not rely solely on one company, though l i e  Amto, each of these 
enterprises d l  require time to fully develop. HACER achieved stgnificant progress in 
assisting these relatively new enterpnses access the international market, and hid the 
groundwork for their success. From this point forward, their success will largely depend 
on their entrepreneurial activities and orientation. 

The relatively small nature of HACER and its in-country staff translated into a focused 
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project, with fewer opportunities for wasted resources or diverted attention. 

Excellent relations with various government entities allowed HACER, the opportunity to 
showcase crafts in some htghly visible ways. In the long run, it is believed that these 
events wiU translate into an increased awareness of Honduran crafts a i h  the domestic 
market, and subsequently an increase in local sales. 

ATA's marketing staff, market hkages, and consultant portfolio provided dpmuc, 
adaptable services to project participants. Several enaepreneurs/group leaders 
commented on the professionaLsrn and excellent resources ATA provided in these areas, 
that they "provided good feedback" which helped them to improve their own export 
capacities. In addition, ATA's breadth of knowledge in different me& market categories 
and technical expettise in production were all cited as particularly valuable offerings. 

Repeatedly, export partners described the challenges of locating new dents in the hghly 
competitive US market They described the problem as not having the right introduction, 
so to speak, describing how the HACER project had helped than in findtng new, 
potential clients by "opening doors" and "intcoducing me to the nght customers for my 
business". 

Momentum over the course of the project was important, shifting the b h c e  of 
activities to match h e  project lifecycle. For example, it is unusual that a project lasting 
only 2 % years would attract major buyers such as AVC, David Carlton, Cost Plus, and 
Metropolitan Deluxe. This was at least somewhat due to ATA's ability to offer buyer 
visit support for Honduras, Guatemala and El Salvador, as AT-4 launched projects in 
those two neighboring countries in 2002 

Dedicated, hadworking field staff were key to the project's success. When interviewed, 
numerous participants mentioned this, with particular hlgh praise for Gistina 
Hernandez, HACER's Field Coordinator, with respect to her combined technical/uaft 
egpettise and understandtng of the business environment This type of local s d f  
development also contributes to the sustainability of the project results, as she and other 
staff remain in the sector in Honduras (or, as in the case of Ms. Hernandez, wodrmg 
elsewhere in the world and planning to return to her home country). 

The use of pricing and costing mining as a frequent and fundamental tool to teach 
artisan groups the importance of many related topics, i n d h g  organizational 
development, raw materials management, production planning and efficiencies, the 
importance of negotiating pricing and payment terms, etc. 

In addition to these success factors, ATA and other institutions wo+ in artisan enterprise 
development can learn from the HACER program, including the foUowing: 

The costs of s p e d  events are hgh, and the immedrate returns are often intangible. In 
the case of the Ptimec Concurso, for example, project staff dedicated substantial time 
and energy to this first event, which yielded few direct sales for the ardsans w o h g  aith 
the project However, through this and similar awareness-raising activities, 
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many noted that HACER did succeed in increasing the positive image of Honduran 
crafts within the counay. 

Program administration decisions should not conflict with programmatic issues. In the 
case of HACER's chosen office location, this decision was outhed eady on in the 
process of developing and implementing the project. However, funder &comfort with 
the situation created a &traction for the project team which could have been avoided or 
minimized, while the project may not have f d y  dweloped opportunities with lead 
exporter Atuto which would have benefited additional artisans, due to t h ~ ~  project issue. 

Lack of finding w e d  entrepreneurs interested in crafts slowed progress in terms of 
self-financed export businesses and the rate of growth possible for the ardsans who they 
represented. That is, because the management of several of these enterprises represented 
only minimal experience with export or even related business ventures, HACER was 
requued to invest substantial resourcesincludmg time-in developing g e n d  
entrepreneurial skills. If possible in the future, ATA would explore finding additional 
businesspeople who mght have an interest in exporting crafts, in addition m further 
developing the producer groups that have already been formed in the sector. 

Increased investment could be directed towards the development of the local and 
regional markets for Honduran handaafts. Because production capacity and errport 
experience is an issue for most Honduran artisans (and the enterprises who 
commercialize their products), a logical steppingtone for their growth is through 
inaeased sales to less demandmg domestic, murist and regional markets. By developing 
and implementing specific stratqes ~ d n g  these markets, m complement US- and 
Europe-oriented export programs, ATA has seen slgruficant sales generation and 
capacity-building take place in other counmes. 

XIV. CONSTRAINTS T O  PROGRAM IMPACT 

As outlined in previous reports, major constraints to expanding HACER's program impact 
included: 

Time - Shortening the project implementation timeline from duee yean m 2 % years 
was a significant step in restricting the progress t ha  could be made in developing these 
artisan enterprises. In its history, ATA has seen that three a, h e  years is generally the 
minimum for a substantial economic development program within the artisan sector to 
achieve its goals of developing the inhmtcture for sustainable results. In this case, 
HACER achieved most of its project targets, and expects to achieve the remainder (sales) 
soon after the project's official dose. However, ATA behwes that there was an 
opportunity lost by not extendmg this program to its full oigmal term, at a minimum, 
and not extending the work beyond that, for spficant benefit at a relativelr low 
marpal increase in investment. 

US and global economy - including price competition (and inaemr&, 
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quality competition) from Asia; consolidation of the US/European gh and accessories 
markets; including small importers hying to compete with big r e d e n ,  who have cheaper 
costs stxuctures and lower pricing versus htgher desgn style, lesser volume, hgher 
qual~tg; this increased competition is makmg importers more risk-averse, less kely to q 
new sources or invest a lot in developing a new possibility, communicate issues less if 
there IS a problem. 

Lack of entrepreneurial culturc/rraction - 'Ihe lack of market know-how and 
business fundamentals made it difficult for several ardsan enterprises to successfully 
develop market links and sell handcrafted produfts for export. Tnis is the issue HACER 
addressed in the previous quarters and continues to be a pnrnary focus for the 
producers-exporters going f o m d .  

Economic situation in Honduras - The general economic situation in Honduras 
during the course of the project was negatively impacted by poor US and global 
economic conditions. ?his instability led to a limtted domestic market for crafts, whtch 
can often provide a steppingstone to export capacity-building. In addition, the Factors 
such as the 12% ax imposed on the purchase of raw rnatenals, negatively affected the 
Honduran craft seam's ability to compete internationally, due to increasing costs and, 
subsequently, prices. 

XV. THE NEED GOING FORWARD 

In the process of completing the HACER evaluation and closeout, reported above, it was also 
apparent that the need for craft sector development assistance remains in Honduras. Artisans, 
entrepreneurs and others who participated in the program or the sector overall, identdied the 
following needs: 

Market linkages - Follow-on work to bring more buyers, continue promoting 
Honduran crafts to potential buyers and fanliming relationship-building. Examples 
include potential participation in the SOURCES FOB show to build US contacq and 
having a buyer agent based in Honduras to coordinate future buyer visits in the regon 
who wish to visit multiple workshops. 

Production capacity expansion - As larger buyers visit the regon and explore 
sourcing opportunities in Honduras, the danand for h&er volume with the same or 
hlgher quality expectations will build for the small and medium enterprises assisted by 
HACFX Since several of these enterprises have limited acpenence in W i g  such 
orders, they will be less likely to be able to deher  on these demands. In addition, several 
HACER participants realize the need for ongoing. complemenary work in production 
management, costing and a focus on increased efficiencies (to decrease prices), to 
convert these d e t  opportunities into profitable relationships. 

Product-specific sales oppommities - ATA sees addition4 untapped sales potanal 
in ~ roduc t  lines such as cornhusk, which could benefit tiom follow-on 
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marketing activities. Because of the shortened timeframe and limited resources of the 
project, not all product categories could be fully promoted during the HKER project. 
And in the case of cornhusk product, for example, these artisans represent the poorest of 
the poor in Honduran society, and there are likely niche markets in the US who mtgbt 
import from these p u p s  in the future. S i ,  ATA witnessed far greater market 
demand than could be serviced, in product h e s  supplied by Y a h d  and Lesanddra 
Leather, groups that needed time, experience and/or restructuring to be prop+ 
prepared to service this demand. 

Local, regional and tourism market oppormnitiee -As detailed above, the local and 
regional markets were not priorinzed in the HACER project However, the Honduran 
government and other institutions are working to develop tourism in the country and 
region (e.g. border areas with El Salvador and Guatemala), which could provide 
additional, specific opportunities for ccaft enterprise development In addition, because 
ATA is currently implementing projects in the region, such efforts could be coordinated 
with other ATA projects to gain increased economy of scale and a regional scope. 

Access to fiaancing to support growth of the SMEs - Because s o m a  of private 
financing are limited in Honduras, and increased orders (and order size) require 
additional financing there is a need for some type of non- or semi-colll~llemal fmancing 
option for the small and medium d enterprises that HACER supported. Ths is 
especially true for the larger dxect-to-retad and importer clients who do not advance 
artisan groups a 50% deposit when placing a purchase order. Near the close of HKER, 
ATA worked to provide referrals/information regardug local and international p u p s  
who did this tgpe of work, but more could be done in this area 

Continued need for new designe, marketable product aad technical trPining - 
During the HACER evaluation interviem, several groups expressed a continuing need 
for new designs (ii order to a m  and maintain international buyer relationships), and 
the technical training to accompany these new designs. For example, one Furmture 
producer specifically requested assistance in accessing new, accessory markets (to 
complement their participation in the home fumishtngs/Furmture category), as v d  as 
painting finishing and raw materials preparation that would ensure these new products 
could be produced with consistent @ty. 
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A) List of HACER Evaluation Interviewees 

B) HACER Evaluation Interview Guides 

C) Examples of Products Developed During HACER 

D) Monthly Importer / Sales Activities Update (September 2003) 

E) Examples of Honduras Product Promotion, Catalog and Media 
Appearances 

F) Ways In Which ATA Positively Affects Artisans 

G) HACER Pending Purchase Orders Chart 

H) Artisan Enterprises Benefited By Location, Media and Gender, 
September 30,2003 

r) HACER Employment Generated Based on Artisans and Export Partners 
Mentored 

J) HACER Contact List 

K) Closeout Inventory List 
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SCOPE OF WORK 

Evaluators: Lane Pollack Senior Project Officer for the limericas, -4T.4 
Michelle Cote, Projects .issistant, .iT.i 
2 local research assistants 
2 translators 

Dates: .\ugust 21-September 13,1003 

This evaluation nill include the research and anal~sis included in ;\T.-\'s ongoing 
Case Studies project (funded b! the Ford ~ o u n d k o n ) ,  as well as 

HACER Proiect Evaluation Obiective: Conduct a comprehensire renew to 
determine whether the project bas posit&-el!- impacted amsans' h-es, p r o r i h g  
sustainable economic and social benefits for craftspeople in an environmentall!- 
sensitire and culturally respectful manner. Specificall!-, mx-estigate the iolloning: 

Artisans: Hare artisans' incomes increased as a result of a - o r h g  nlth the 
program, either through ~ o r l m g  more consistentlv and,'or earning a hgher 
wage? How is this shonn, e~ther positively or negativeli-? Is t h ~ s  diferent 
from artisans who hare not participated in the program? Hare artisans been 
ueated fairly: are the! earning a living wage and using proper protective gear. 
and n-orliing in a safe work enx-ironment (n-ell-rendlared, s a ~ ~ - j '  \That 
impact has anv admtional income made in their qualin- of life? \That non- 
financial impacts, foreseen or unforeseen, has the project created in artisans' 
tires? Finally, what are their greatest needs in training, product development 
markedng and production (and to what extent has the program addressed 
these needs)? 

Parmer organizations and intermediaries: How has the program been 
raluable to a\TT\'s parmer organization(s) and to intermediaries such as 
exporters? Hon- hare their businesses gron-n as a result of their in\-olremenr 
in the program (L-S; Europe)? How has .-\T.-\ been most and least eiiecnx-e? 
How do the sales trends of the exTorters compare uith general crati exports? 
What challenges s d  esist for these groups, and what are the prospects for 
their long-term success; In addition, how does -1T.4'~ funder parrners view 
the project accomplishments and constraints, and 11-hat information aould be 
useful for them to receive as pan of this process? 

US Businesses: Has the project formed long-term relationshps ~ 7 t h  L-S 
importers? Hon- has it benefited them businesses? \Xdl these hkages last 
beyond the scope of the proiect? \\'hat furrher assistance might be needed t~ 

ensure that ther do? 



Program structure: \X'hat n-ere the most effective and least efiecnre -3T.I 
conmburions? How can x e  really identifi- n-hether -4T.I has made a 
difference in artisans' h e s ,  giren our &stance from program actirities r1.e. 
without an .IT-\ staff member in place)? Holv effectirelr does h e  sttucme 
Tork? \That were the constraints to program impact: 

Core strengthening: Has .IT-\ increased its capacitr to deli\-er senlcer 3s a 
result this program? Hare any lmprorements been made in core capabhties, 
training materials, or methodologes? Khar broader lessons have been 
learned as a result of this program? 

Activities: 

Preparation: Rexiex all related project documentation, including project 
proposal and contract, official reports, prior eraluaaons, countrp backgound 
information (supplied by research team) and other relevant matenals. 
Intenierr CS-based .IT-4 staff who n-ere involved in implementing the 
project, nith regards to program accomplishmenrs, constraints, and 
condnuing needs. Organize nip logistics and sure!- methods. Coordinate 
nith in-counnl; staff to gather and rexien- esls&g project data to assist in 
initial anal+ as well as prioritize k-counq- intemiews and other acnmies. 

In-Country: Csing sun-e!- tools for individual ardsans, artisan leaders and 
small to me&um business enterprises, collect prim- data addressing the 
objectires outlined abore. Goal is to complete 75 amsan intenleu-s in rotal. 
Train and manage local research assistants k inteniening a wide range of 
artisans, across rarious materials, locations and group affiliations. Document 
intenlea-s for future analysis. Meet xx-ith staff and project funders for 
eraluation and project debriefing, gathering lessons learned to be apphed ro 
future *IT;\ projects. Kork nitb staff to gather case srudes from n i h  the 
project, documenting i\TAI's methodologes and accomplishments :e.g. 
artisan profdes, product derelopment process ~ilustrations). 

Follonup and Reporting: Kork n ~ t h  research team hn dus case. Sfan- 
Ltmell), to compde and anal~ze sun-ey results for core evaluanon report 
Conduct remaining US-based project inteniews (e.g. lmporters worlimg u ~ c h  
the project, additional .IT-\ staff members, adrisers). Sumrn-e and analrze 
ad&tional project data (e.g. sales, staff debriefings, funder intenxn-s: to 
present final written reports and supporting materials. as follon-s: 

1. Ford Case Studies 
2. CS;\ID HICER Prolect Evaluation 
3. .ITA\ H\CER Project Eraluadon {internal use onlr miormanon: 



Present surnrnaq hndmgs mternally to -4T.4 staff and, or board members. as 
appropriate. 

List of Inte~ewees  

* = in\-olved in both projects 

Artisan groups, leaders, exporters (in Honduras) 
Memo Andreus* & -4ndreus family 
A\ddxional ceramics artisans Erom 1 " project? 
Comhusk &sans from ALilagro en el Campo - any who remain from 
original project 
Santa Barbara basketmakers' - to 6nd some from origtnal project 
Romaine Brandt, Lesanddra Leather ' 
Holland lLiuis, -4mto - 
\i.'oodcarrers, furniture people m Tegucigalpa 
Stonecm-ers from ongvlal project? 
Ricardo Maduro, -4 Mano (has aorked in miniscrp of tourism) 

Consultants 
Chns Costello rermont) -worked with ceramics. from Danrb: 
Docer Lewis - norked with comhusk 

USAID and other fundets, supporters 
hfargaret Membriano, -4T.4'~ CS-%ID Program Officer 
Lerla O'Der, current .bnbassador to Spain 
E m e s t o ,  n-as a banker/;supporter during origmal project 

ATA staff 
Vllma 3Iamnez, currenth mtb Holland's foundaoon 
B a r b a r a ,  prenous staff (no longer m Honduras) 

US-Based Importers 



Artisan groups, leaders, exporters (inteniew leader plus sample artisans as 
possible) 

Holland ;ZUs, -1tuto * @Ian to internex\- -1ruto factor amsanz plus rural 
LIES as possible) 
Rornain Brandt, Lessanddra Leather ' 
r\lessandra Folem, ACT-4 
Maria del Carmen Zacapa, Zacapa . h e  e Indusuia del Mueble 
Regina -1+, In Viao 
Danelia Pineda, Ernpresa Comunitaia Yaharnali 
Scott Lan& plus in-count?- contact, Greenwood 
.innie &Liz de Pascua, K D C l L 1  
Erick b f e ,  PRO1311 
, Cooperatira La Luciemaga 
-iI*j-AH 
Xuebles Rusticos 
Taller Ccles 
Luis -, Taller de ;\ae Siglo 13-1 
Doris Ldeny de Herrera, Fundaci6n Poligono I n d u s t d  Copaneco 
Productos hianufacturados 
Ins Van D!-ke, PROP;\ITH / IK4H 
Ricardo Gomezflores 8: Chrisdna Cundiff, Bahia / Mayan Enterpriser 
Izote E q o n s  
Papelin: Esperanzas del Futuro 

Possible additional inteniews (as time allows) 
Ronald's Leather 
Escuela Taller Modelo, Elisa Sauceda 
Gmpo Cados Sara-ria 
Ceguaca, Santa Barbara (?) 
- h e  Global 
* h e  7 Decoraciones Linaca 
Nuel-as Ideas para una Sue\-a 1-ida 
c L a C 0 I - L  
Fmto del Pino 
Cooperatira Los Tanones 



Consultants 
0 &thyRoss 
0 Carol Mac?iultv 

X h  Robmson 
0 L!-M Nelson 

Gan- DLPasquale 
Soma Cespedes 

USAID and other funders, supporters 
Current CTO 
b a n d o  Busmail 

ATA staff 
Sarah, pre~-ious KiCER Countrv Director 
Guillenno X7alle, Countq Director 
Crisdna Hernandez, Field Coordinator 
Kathedne -lgurcia, Project .-\ssistant 
Clare Smith, President 
Maq Cockram, Projects Director 
Colleen Pendleton, Director of Marketing 
Tom Xieman & Deb Nason, Warehouse 

Importers 
0 Lorraine hlcCallurn, .\miss Trading (Canada) 



HONDURAS EVALUATION 

Tentative Evaluation Itinerary 

/ Sundar, -\urnst 21 Lane .\rnres 
1 Hev~cu. ulp m n e r a n . . ~ c r  clom~ur ~hedu lc .  c h e r  to dc '5 -- .- ---- 

Nond3~,  . \ups t  25 Neet \nth research assistants; students to re \xu  shedule 2nd - 
I 
I 

insmcnons, staff inteniens, relien. project tiles'addinoni 
information, b e p  other Tepc-based intenien-s 

1 Tuesda!., .\ugust 26 Lane c o n ~ u e s  Tegucigalpa-based internews. work u. 
! i 

I H-\CER staff 1 Wednesday, Aug 27 j Michelle amres, Rexien. schedule 
Condnue Teguc-based inteniews, Dinner n-' Bahia? 1 Thursday, Aug 28 Visit .\tuto, surrounding cornhusk, ceramics from 1'' prolect 
Alemo/r\ndreus fad!-, 1 - h a ,  orhers in Sabanasande 

Fdday, -1ugust 29 Lane continues Teguc-based interr-iew, work n - .  H.\CER 
staff I Michelle/research assistants to Santa Barbara, intenieK n- 

I Danelia, baskenveavers 
1 Saturday, .\ug 30 Lane retail shop  isi its, market? 
i Michelle/research assistants in Santa Barbara, more 
I : basketmaker inteniews 
j Sundar, .\ugut 31 Lane leares for Guatemala 

I Michelle to Copan 
; Nondar, Sept 1 1 Michelle meet with Doris L, navel to San Pedro Sula 
i Tuesday, Sept 2 Michelle meet nlth h r i a  del Carmen Zacapa 
1 K'ednesdar, Sept 3 ALicheUe returns to T e p c  

Thursda~, Sept 1 Michelle to visit Lencan potters /South 
, Fridar, Sept 5 Michelle interrien-s Lencan potters :South 

Saturdas, Sept 6 Michelle Teguc-based intenieas (secondan. hstj 
Sundar, Sept 7 i Michelle catches up on intemeu- writeups 

I Monday, Sept 8 .b: Lane returns from Guatemala 
To VaUe de r\ngeles & San fuancita / In Vmo 

Tuesdav. S e ~ t  9 CS-\ID meenne. .. m ". 
Leyla O'Da!- meeting? (other partnersofficials in Tepc;: 
INDCLL1 and PROIXfI intenien-s? 

wednesdar, Sept 10 Michelle leares for CS 
Thursdar, Sept 11 Lane completes remaining intenien-s, work n-,; H1CER staff 
Fndar, Sept 12 Lane completes remaming intenieas, nork n;' HICER staff 

I Satwdar, Sept 13 -\m: Final staff debrief, wrap-up 
I . . 
I Lane leal-es for CS 
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AID TO ARTISANS 
Best Practices in Artisan Enterprise Development 

GROW LEADER l3"lTRC'IEW Honduras 
Tier 2 

-- - 

Modified Informed Consent 

Aid to Artisans is assessing several past .4TA projects that have been 
successful in developing markets and generating sales, and also our current 
project which is ending. We're interested in your reflections on the ATA 
projects. From your perspective, what worked well and what did not? If you 
were involved in the first project, we'll focus on your progress since the 
project ended. Our objective is to develop a set of "best practices" for 
expanding artisan work around the world. The discussion will about 2 hours. 
Please be assured that all of your answers will be kept confidential. Your 
name will be associated with your comments in our witing only with your 
permission. Your participation is completely voluntaty and you may choose 
not to answer a question, or we can stop the inteniew at any time. 

Do you have any questions about the inteniew? Also feel free to ask 
questions as the inteniew proceeds. 

May we begin? 

Group Leader's Name: 

Artisan Group: 

Gender: (check one): Female M a l e  

Date of Interview: 

Interviewer: 
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Were you involved in ATA's first project, from 1984-86? What activities did you 
and (name of business) participate in? 

In the current project (2001 to present)? U'hat activities did you and (name of 
business) participate in? 

Part I: Group Initiation, Jobs Created, and Facilities 

Direction: We'd like to begin by asking a feu questions about the formation of -(name o i  
group)-, the artisans employed, and the facilities. 

- (name of group)- was founded in - . How many years have you been with the 
group? 

If founder, what were the circumstances that led to the formation of (name of erou~j? 

Ifjoined moua at a later date, what were the circumstances that brought you to the 
group? 

What were the initial motivations/goals for starting (name of mow)? 

What were the financial arrangements for starting (name of mou~)?  

The next question concerns the number of artisans involved with -(name of group)-. 
How many artisans were involved? 

(if involved) at the beginning of the first ATA project in 1984 
(if involved) at the end of the first ATA project in 1986 
at the beginning of the current ATA project in April 2001 
today: females males 

Do you own or rent your group's place? 
rent: What is the monthly rent? - 
own: What was the cost for purchase? - 

How were the funds acquired? 

Has Lnarne of e rou~)  always been in your present location? 
Yes 
no 

If no: Describe your previous locations. 

What advantages and disadvantages does your current location have? 

Advantages: 

Disadvantages: 



If planning to buy an office/workshop, what plans are in place? What would be rhe 
anticipated cost? 

Part II: DesignlProduct Development, Business Training, and Marketing 

Direction: As we talk about the ATA project, we'll discuss each of the follouing separately: first 
desigdproduct development, then businesslorganizational training, and finally marketing. 
If you were involved in the first project, please try to separate what you did uith that 
project and what you did with the current project. 

B-l At the beginning of the ATA project, how would you describe your skillsibackground as 
a -(name of craft- artisan? How did you acquire your expertise? 

First project, 84-86 Current project, 2001 to present 

B-2 During the ATA project, what training activities did you participate in (seminars, 
consultancies, etc.) related to desigdproduct development? Include 
discussion of production planning, technology, quality control, 8: raw material 
procurement. 
First project, 84-86 Current project, 2001 to present 

What were the most important things you learned during the ATA project that improved 
or changed your desigGproduct development? (Probe for examples of thcse nm skdls) 
First project, 84-86 Current project, 2001 to present 

Were there parts of the training that you have not used? 

Since working with ATA, what has been most valuable to you for designproduct 
development? How do you work differently now than before? 
First project, 84-86 Current project, 2001 to present 
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When you began, what were the group's greatest challenges for designlproduct 
development? Now in 2003, what are your greatest challenges for desiplproduct 
development? 

Challenges in 1984 (if worked with past project): 

Challenges in 2001: 

Current challenges: 

On the other hand, what were your greatest designlproduct development strengths at 
outset and now? 

Strengths in 1984 (if worked with past project): 

Strengths in 2001: 

Current strengths: 

Business and oreanizational skills 

B-3 At the beginning of the ATA project, how would you describe your skillshackground in 
business and organizational management? How did you acquire your expertise? 
First project, 84-86 Current project, 200 1 to present 

B-4 During the ATA project, what training activities did you participate in (seminars, 
consultancies, NYIGF, etc.) related to husinesdorganizational management? 
Include discussion of  production planning (ifnot discussed in prevlous quenion), organizational 
management, pricing, financial management (particularly cash flow), shipping working with exponm. 
other hmincss k i l l c  - . . . . . . - -. . . -. . . .. . . . - . 
First project, 84-86 Current project, 2001 to present 

What were the most important things you learned during the ATA project that improved . ~ 

your business and organizational management? (Probe fw examples olthcw neu sk~lls ) 

First project, 84-86 Cunent project. 2001 to present 

Were there parts of the training that you have not used? 

Since working with ATA, what has been most valuable to you for related to business 
skills and organizational management? How do you work differently now than before? 
First project, 84-86 Current project, 2001 to present 
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When you began, what were the group's greatest challenges for business 
skilldorganizational management? Now in 2003, what are your greatest challenges for 
business/organizational management? 

Challenges in 1984 (if worked with past project): 

Challenges in 2001: 

Current challenges: 

On the other hand, what were your greatest business skills 
strengths at outset and now? 

Strengths in 1984 (if worked with past project): 

Strengths in 200 1 : 

Current strengths: 

Market links 

11 management 

B-5 During the ATA project, what training activities did you participate in (seminars, 
consultancies, NYIGF, etc.) related to marketing? 
First project, 84-86 Current project, 2001 to present 

What were the most important things you learned during the ATA project that improved 
or changed your marketing? (Probe for examplcs o f t h c x  new skdls ) 

First project, 84-86 Cunent project. 2001 to present 

Were there parts of the training that you have not used? 

Since working with ATA, what has been most valuable to you for marketing? How do 
you work differently now than before? 
First project, 84-86 Current project, 2001 to present 

When you began, what were the group's greatest challenges for marketing? Now in 
2003, what are your greatest challenges for desigdproduct development? 

Challenges in 1984 (if worked bvith past project): 

Challenges in 200 1 : 

Current challenges: 
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On the other hand, what were your greatest marketing strengths at outset and now? 

Strengths in 1984 (if worked with past project): 

Strengths in 2001: 

Current strengths: 

Par t  III: Sales and ClientsNenues 

(For past project only) We want to bring the sales records up-to-date. For each of the 
years, since the project ended in 1986, what were your sales and to whom? Try to 
identify export and local figures. 

(Use excel file for recording data, following ATA format) 

During the time of the ATA project, what products sold best? What are your current best 
selling products? 
First project, 84-86 Current project, 2001 to present 

Par t  IV: Current Organizational Structure and Operation Systems 

D-l How is (name of aouo l  currently organized? Get organizational chart, if available. 

As a leader of (name of rrouo), what are.. . 

Your greatest strengthdexpertise? 

Challenges? 

D-2 How are new members added to (name of PJOUD) ? Criteria applied? 

D-3 Describe the systemdpractices you have in place for.. . (some of these may already hare been 
discussed in previous answers) 

Order intake and processing: 

Production plaming, including costing: 

Disbursement and collection of product from artisans: 

Payment of workers: 

Quality assurance: 

Packaging/delivery/shipping: 
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Customer service: 

Communication (e-mail, telephonelfax, computer, data bases): 

Part V: Accomplishments/Goals 

E-1 As an artisan organizationibusiness in Honduras, in what ways does the government offer 
Support to your work? (Incentives for small business, enlrepreneurship, export etc.?) 

Provide roadblocks to your growth? (Probe for environmental regulations. other laws) 

E-2 As you think back over the ATA project and (name of mouol , what are your most 
important accomplishments'? Things most proud of? 
First project. 84-86 -. Current . project, 200 1 to present - 

E-3 What changes have you noticed among the other artisans in (name of m u v )  ? 

First project, 84-86 Current project, 2001 to present 

E-4 Describe your goals for the future? 

E-5 Following the ATA project. have you observed any differences in how artisans and craft - . - 
work are perceived in Honduras? change in app&iation/valudrespect? 
First project, 84-86 Current project, 2001 to present 

What are challenges for Honduran crafts and craft organizations for the future? 

Thank you and we value greatly your opinions. 



.-\ID TO .-\RTIS-SS 
Best Practices in Amsan Enterprise Development 

Entrepreneur INTERVIEW Honduras 
Tier 2 and 3 owners, Long, fullquestion form 

Modified Informed Consent 

rlid to - d s a n s  is assessing sereral past .-\Tr\ projects that hare been 
successful in dereloping markets and generadng sales, and also our current 
project a-hich is ending. We're interested in your reflections on the .-\T.-\ 
projects. From your perspectire, what worked well and what did not? If you 
were involved in the first project, u-e'U focus on your progress since the 
project ended. Our objectire is to derelop a set of '%best practices" for 
esqxnding artisan work around the wodd. The discussion udl about 4 hours. 
Please be assured that all of your answers d be kept confidential. Your 
name mill be associated nith your comments in our wridng onlr with your 
permission. Your partiapation is completely roluntaq- and you may choose 
not to answer a question, or we can stop the interriew at any time. 

.is part of this process, our staff asked you to hare ready some information 
about your company, includmg historical sales information, profit and loss 
statement, cash flow statement, balance sheet, and current and h u e  
business plan. 

Do you hare any questions about the intemen? Also feel free to ask 
questions as the interriew proceeds. 

Enterpreneur's Name: 

-ban Group: 

Gender: (check one): - Female M a l e  

Date of Interview: 

Interviewer: 

Method: Free-form discussion of gross sales c u r e  which should focus on the nine major 
areas listed on the following pages. For details, see extensire list of suggested questions, 
"Ennepreneur questionnaire." Intenien-er should gather data on all nine topics, and 
summarize in essay form and by topic the skills and assets being used b7- the enuepreneur, as 
aell as AT-Ys conmbution to the formation of these. 



Participation in ATA projects 

Tere  you invoked in .\T-I's h t  project, horn 198486; That  actirides d d  you and 
@me of business) participate in? 

In the cunent project (2001 to present)? What acti+ies did you and [name of 
business) pamdpate in? 

Sales over time 

NOT we would like to talk about your sales over time. Looking at the gross sales figures 
during (and since, if partiapated in first project) the project, let's graph them agamst rime. 

4 .  Why does the sales curre hare the shape that it does? What happened to &e 
sales up or down? 

B. What are the sipficant internal events such as major tradeshow appearances. 
other major marketing pushes, sgmficant inrestments in naining or equipment or 
staff, and how hare these affected sales? 

C. %'hat sqpficant external events such as prolonged c i d  unrest, embargoes, etc.. 
and how hare these affected sales? 

What problems did he or she need to solre in order to gude the business to a peak or to see 
it through a decline? What habits and slalls were essential to the business leader: Hou- were 
these habits and skills acquired? Did ;\Tr\ play a role in their formation? 

This section of the inteniew mil l  seek to gather information concerning m e  basic pomts: 

Product Derelopment 
Sourcing and Manufacturing 
Sales and hfarketing 
Export and Transport 
Customer Serrice 
-balysis 
Infrastructure and Personnel 
Financial hianagement 
General Business Enrironment 

.iid to . h a m s  Enncpreneur S-q form. Honduras. .4ugust 2003 



1. Product Design 

New product as a business driver 

Does the business depend on new product for success? 

Hare new products driven your sales figures up? 

How long does a successful product sta!- successful? What 
do you do when a successful product starts to deche? 

When you develop a new market-ddren product for a 
customer can you sell it to other customers? Does such 
product succeed in local markets, too? 

Where do the ideas come from? 

m e r e  did the idea@ for successful neu- products come 
from?. . . cultural deriration, existing product, outside input 
&om consultants or customers, ideas denred Gom research 
into cunent offedngs already in the market, ideas generated 
by the artisan hirn/berself, etc. 

Hare you dereloped ideas at the request of customers? How 
did  the^ present their ideas: drawings, photos, in-person 
risits, etc? Was this a successful way to derelop new 
products? 

How do you continue to get new information about what the 
market uvmts? Is this a problem for you? 

;Ire there qualified local designers with whom you hare 
worked successfully? 

Comparing market-driven P D  with culturally derived PD 

Have you dereloped ideas at the request of customers? How 
did they present their ideas: draumgs, photos, in-person 
&ts, etc? Was this a successful way to derelop neu- 
products? 

How do you continue to get new information about what the 
market wants? Is this a problem for you? 
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Challenges of PD 

What are the primaq challenges in product derelopment? 
How hare you addressed these challenges? 

Do  issues arise in product derelopment in terms of accessing 
packagmg or raw materials or related goods? 

How did you move from "idea" to actual product? Was the 
process of developing a prototype difficult? How many 
attempts before you thought it was ready? Did the customer 
agree? 

What is the npical timekame for developing a new product? 
Hare there been exceptions? Why? How long do the 
exceptions take? 

ATA as a resource 

-%T-% Consultant experiences: Were consultants helpful? 
What skills did they bring to the table? Did rou wish they 
had other skills? Were there subjects you still needed help 
+th: Did vou find ways to get that help outside .\T.\? 

H a ~ e  you used other consultants in other K G 0  projects? 
How did they compare to .IT-%? 

Hare you paid independently for consultants to work nith 
you? 

Environment 

Is there any en&onmental dinking inroh-ed in your product 
derelopment' Any attempts to divers& species or use scrap 
or reqcled product? 

PD and the Org Chart 

Hare any associates emerged as talented resources m product 
derelopment? Who does the work necessaq to more kom 
Idea to prototype? How do they fit mto the orgamzanon? 

PD as an expense 

How do you handle product del-elopment ex~enses? Do rou 
charge the customer? Do )-ou factor them into pricing for 
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each unit? Do  you hope that the m a r p  m the order niu 
co-rer the costs? 

2.  Sourcing and Manufacturing 

Manufacturing challenges 

When a big order is receired, hare you experienced 
difficulties in meeting market expectations for production 
capaatr, adequate quality, appropriate price, timely deli\-ery? 
;Ire th&e problems limited to BIG orders, or are they 
common? How has the business tried to address these 
problems? Do  they continue to occur? 

Is there additional training u-hlch would help address the 
problems? 

Is there additional equipment a-hich would help? Have you 
tried to purchase it? What are obstacles? 

How do you develop production schedules? Tha t  people in 
your p u p  pardupate? Production d e p m e n t ?  Do you 
develop a production schedule before quoting a delire7 date; 

Sourcing 

How do you source raw materials for production? How 
man7 businesses do you work uith in sourcing mateds?  
What are the issues you hnd challenging in procuring raw 
materials? 

.ire suppliers responsive to pricing demands? To shipping 
deadlines? Do they erer offer new materials? 

Costing and pricing 

What method do you use to derive pricing for new products: 
How do you document your costs in producing a product? 
How do you anire at pricing: Do you &cuss the perceked 
value of a product in ardring at a price? 

Do you keep packagmg and shipping consnaints in mind 
n-hile developing product? While developing pricing? 

Do you keep saleable price points in mind when dereloping 
product? How you get information on what is a saleable price 
point? 
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How do you deal u-itb rising costs of production in the 
middle of an order? How often do you raise prices; 

How do you negotiate prices: Based on quantity? Based on 
"ralue engineering" a product so that it reaches the 
customer's desired price? 

Working capital 

How do you handle the drain on cash resources represented 
by costs for labor and materials? Do rou hare access to 
financial resources to help the business through these times? 
D o  you take advantage of them? 

How often do you need outside financing? 

-inv disadrantages to using outside financing? 

What scale ( d o h  amount) and q e  (equq, loan, line of 
credit) of financing do you prefer? 

Quality assurance 

How do you conduct quality assurance practices? How do 
vou document standards and train the inspectors on what 
they are? Do you work witb customers to determine 
acceptable qualim or do you define it vourselt? 

What happens to rejected product? 

Workspace 

Does your workspace create limitations on how quickly you 
can work? On how consisten* you can mainram quali? 
standards? 

How safe is you work enrironment for employess? 

ATA as a resource 

Did -ITa% training gire arq insight into how to improve 
sourcing and rnanufacnning: r\ny assistance in resolving 
other issues such as acquisition of equipment or 
improrement of workspace? 



3. Sales and Marketing 

Access to buyers 

How do you access to regional and mternanonal buyers: 
tradeshoas, buyer r i s k s ,  sales mps, email contact, phone 
contact, fax, airmail and regular mail? What methods are 
most successful? How often do you reach out to market 
product to customers? 

What challenges do your most successful methods present? 
Expense, languages, understanding other cultures? 

What methods are most successful in maintaining existing 
customers? How often do you contact customers? How do 
you contact them? 

What methods are most successful m attracdng new 
customers? How do you foUow up with a nen- contact or a 
&st-time customer? 

Do  ~ o u  work with sales represent ad^-es in international 
markets? Wholesaler/importers! How do you negotiate these 
relationships? 

D o  you work directly with retaders to derelop large orders of 
specially designed product? Is this dfferent from 
with customers who buy "off the shelf'? 

How do you access local buyers? How frequently? 

Is there a tourist market available to you? How do you 
handle that? 

Does the local market present meaningful opportunities for 
the business or are international markets the primaq- 
opportuniq for orders? Or is there a mix of business 
oppormnities? 

.%re there different challenges presented by local and 
internadonal buyers? How do you meet the challenges? 

Is there a difference in profirabili~ of local and lnternadonal 
buyers? 
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Documentation and presentation 

What son of marketing materials do you use? Who designs 
them? Do  customers like them? Do her-  use them to order 
product? 

How often do you update your marketing materials? 

How do rou design your booths at local and international 
fairs? Do rou feel that the designs amact customers? 

Packagmg 

Do you hare a packagmg program? What does it consist of? 

-4re there limitations in arailable materials? 

Br what percentage does packaging increase the unit cost of 
your product? 

Do customers ask for special packagmg? Hare you been able 
to satisfy such requests? 

Do you hare established formats for inroices and packing 
slips? - b y  other common business documents for which you 
hare standard formats? Does your organuation consistently 
use these formats? 

Pricing 

Do you hare a clear system for dereloping ddferent levels of 
pridng for local retail and for export? 

What happens if someone makes a large order? How do you 
negotiate pricing? 

Are you pressured for lower prices by customers? Local? 
Regional? International? 

Do you consider pricing in the derelopment of a product? 

ATA as a resource 

How did zITAI conmbute to your understandmg of sales and 
marketing? 

4rd to .imsanr Enucprencur SWT form, Hoodwas. .\ugust 2003 



4. Export and transport 

How do you accomplish the work related to e.spordng 
products: h a l  inspection, hnal pachgng, paperwork, 
shipping to port, customs clearance, shpment to hnal 
desk t ion ,  tracking shipments, assisting customers in 
resolving any problems aith lost goods, damaged goods, late 
goods, etc? Do  you support these tasks internall!. or do you 
work with an exporter? 

What are the challenges of working nith an es~orter? H o a  
do you meet the challenges? 

-Ire exporters scarce in your business environment? ..\re some 
perceived as better than othen? How do you choose? 

Do  exporters bring you customers? 

Does shipping present a challenge? Is it perceired by you or 
y o u  customers as expensive? Are there wars to keep 
expenses here down to a minimum? 

ATA as a resource 

How did -iTL\ effect your understanding of esport practices? 
What practices did you adopt because of .iT.l? Hare they 
helped your business? 

5. Customer service 

Where does customer senice fit into your orgamzational 
chart? Id there a s p e d  depamnent which handles customer 
contact? How do you choose staff to help m this area? What 
skills do the people in this area hare? 

-%re other languages essential in conducdng your business! 
Which ones? What percentage of your staff speak these 
languages? DO you? 

H o a  do you normally communicate with customen? Phone, 
fax, emad, -&its, shows! Who does the communicating? 

How frequently would you say you contact important 
customers? Does this make them better customen! In a-hat 
ways are they better customers? Do they order more; Do 
 the^ understand the aay you produce and do business better? 
Or do you understand better what they want? Both; 



What happens when you hare a problem to resoh-e? How do 
you contact customers? K'ho contacts them? How do you 
work through problems? 

Do  you consider customer "cultivation" a tool? How do you 
establish close relations ulth your key customers? 

ATA as a resource 

How did -IT-I effect your understanding of customer 
service? What practices did you adopt because of .IT.\? Hare 
ther helped your business? 

5. Analysis and Forecasting 

How are successes and failures identified? 

D o  vou analpe individual products or collecnons of 
products? Do you analyze marketing efforts for results? 

How is a successful product deihed? .\ successful 
tradesbow? 

How often do you evaluate your efforts? Do you use PBcL 
formats? Do  you compare premous year's staasucs to cunent 
year? Do  you compare forecasts wtth actual results? Do rou 
use handwritten forms or do you hare computer software 
programs to help you gather and format your numbers? 

Can you give some examples of how analysis has changed the 
company's behariors? 

Do  you hare plans for growth into, for example, new 
categories, new media, new markets? -be  ther u-nnen doun? 
Does your organization understand your plans? 

Do you hare 6nancial or other targets you mtend to reach in 
the near future? .be they mitten doun? Does your 
organvation understand your plans? 

ATA as a resource 

Hoa- did AT-% effect your understanding of business andpis 
and forecasdng? What practices did you adopt because of 
.IT*%? Hare they helped your business? 

6. Infrastructure and personnel 

.hd to . d l r d r v l s  Entrepreneur Survey form, Honduns, .\ups: 2033 



Organizational development (as a response to business 

cycle) 

Hon  a-odd you say your orgarmation's structure and 
philosophy hare changed during periods of gron-th? Did you 
expand, establish performance and productiri~ measures, 
establish aghter schedules and deadlines, become more 
communicatire with employees, suppliers, customers, etc? 

Was there a level of "chaos" during growth? How did it 
manifest itsem How did you manage it? Did it change the 
organization? 

What about the same questions for a period of declining 
sales? 

Training and Performance Management 

How do you iden* the need for mastev of new skills.. .in 
yourself? In employees? How do you saris6 the need for 
training and skills acquisition? 

How do you establish performance measures for yourself 
and/or employees? Do you rel-iew yourself and/or 
employees on a regular basis? How do vou give them 
feedback on performance? Are there rewards for suong 
performance? What are they? .Ire there penalties for 
unsatisfactorr performance? What are they? 

Is a skilled workforce available to you? What skills are 
avdable? 

-%re wage expectations in line ~ 7 t h  the skills arailable? Do 
wages put upward pressure on your product prices; Does this 
affect customer response? 

Do you need to train anyone you h e  m c e m  areas? What 
areas? What sort of mresmnent do you need to make m new 
employees so that they are prepared to do the work? 

Would you saF that your m-orkforce is loyal? Happy? Reliable? 
HOT would you describe their strengths and a-eaknesses? 

Capital expenditures 

What sipficant investments hare you made in your business 
in renns of equipmen5 physical plant, hardware/sohare, 
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etc? HOW often do you invest in your busiiess in this 
manner? Horn do you finance such purchases? 

Does capital expenditure happen on a strategic basis kou 
plan the dming and plan for the expense) or on an emergen? 
basis (you must fix a-hat's broken)? 

Legal and linancial advisors 

Who advises you on your legal and bancia1 situations? .ire 
the? i-house or external? What quali6cadons do they hare? 

Do  the7 focus on helping you understand and run your 
business, or do they keep your affairs in line alth 
governmental and regulato~ requirements? 

ATA as a resource 

How did AiTAi effect your understanding of organizational 
development, management and infrasrmcnue? What practices 
did you adopt because of r\Tr\? Hare they helped row 
business? 

7. Financial management and cash flow 

How do rou manage the financial aspects of your business? 
Do you and your staff maintain any or all of the following: 
balance sheets, profit and loss statements, anal+cal tools for 
managing cash flow, profit and inventory, business plans and 
forecasts? 

.ire any of these documents required by law' What does Tour 
government want to see in terms of financial information? 
Do you satisfy those requirements? Are any of the required 
documents useful in understanding or managing your 
business? 

Where in the organuational chart does the responsibilirr of 
documenting the business fall? 

Do you share any of this information with emplo!-ees? 

H o a  profitable is your business? How do you "count" 
profit? How is profit dismbuted? 

What do you do with the "profits" produced by rour 
business? 



Is profit-sharing used as a mo&ation to keep rarious 
stakeholders in the business performing at a hlgh level: 

Hare you had periods of time where access to %orking capital 
was an issue? How did you handle that need? X b t  affect 
did it hare on your business? Can you describe any other cash 
floa crises ahich hare affected the business? 

Are NGOs a resource that has helped your business address 
hancial management and working capital issues? 

ATA as a resource 

How did *ITA+ affect your understanding of financial 
management? What practices did you adopt because of .ITr\? 
Hare they helped your business? 

8. General environment 

Community impact 

What sort of impact did the grou-th and success (or slou- 
down) of Four business hare on the community? 

D u b g  the course of your business, did amsan aages grow? 
How do they spend their wages? 

Did increased wages hare an effect on the worker attitudes? 
Were their jobs more d u e d  than before? Did this increase 
or decrease productirin-? Qualiw assurance? Dependability? 

Ripple effect Did increases in business draw the attention of 
other businesses? How did they react? Was there any 
copring of product? Did they gain orders from the same 
buyers corning in to see the business? Did an increase in the 
number of competitire producers hurt or help the business? 

Did the entrepreneur's business change the way handmade 
business is perceived? Did old slcills get more respect? Did 
young people see handmade business in a different u-al-? Did 
the business expand its hiring? 

Did new suppliers of raw materials or transportation or 
exporters appear? Did this make business easier? Has the 
pricing of raw materials changed: 

Did the resources aradable to help aith export issues expand? 
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Did entrepreneur's role in the communi~  change; Did 
haring a leadership role in business translate into having a 
leadership role in the community? Has the entrepreneur been 
able to influence or improre the community or business 
en%onment at all? How? 

Did more resources such as increased access to financing or 
other NGO programs become aradable? 

Environmental impacts 

Have any environmental issues surfaced as a result of 
business grou-th? 

.be any of the resources you use to produce product 
becoming scarce? Do you hare to trarel farther? Is q u a l i ~  
slipping? 

Are any efforts being made to dirersfi materials used, To 
replace materials? 

Is any action being taken to extract materials in as lou--impact 
a manner as possible? 

Legal and regulatory issues 

.be there anv poliaes (local or national) u-hich make it 
difficult to cbnduct business? ;\re there any policies which 
are beneficial? 

Has the regulatoq environment changed smce rou hare been 
in business? Has it improred or worsened? 

Do you hare any examples of support from local or national 
government? 

NGO resources 

Hare you found NGO programs to be helpful in dereloping 
your busiiess? Which NGOs helped rou and how? 

are there other businesses you learned from in the 
community? how did rou acquire expemse' 
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The future 

What else needs to happen in your 
communitr/counq/region to see artisan businesses grow? 

ATA as a resource 

How dtd .IT-% effect your understandmg of the general 
busmess ennronment? Did .ITr\ help to idennk wars to . . 
mprore our change that ennronment? 

.Gd ro .&am Entrepreneur Smq- iom, Honduras. .+upst 2003 



AID TO ARTISANS 
Best Practices in Artisan Enterprise Development 

ARTISAN IYTERVIEW Template 
Independent artisans, employees in Tiers 2 & 3 

Modified Informed Consent 

Aid to Artisans is an NGO based in the US that works with craft businesses to 
improve income for artisans internationally. ATA works to link producers 
with markets and, as part of that process, we are assessing our project in 
Honduras from 1984-86 and from 2000-03. We want to learn about the 
impacts of our programs and would like to talk with you about your artisan 
work. Your opinions are important to us. The information that we collect s i l l  
be used to evaluate what has worked well in Honduras and where we need to 
make improvements. We intend that the information will be used for 
developing a set of "good practices" as we expand our projects around the 
world. 

In the interview we will ask you questions about your work as an artisan, and 
we will discuss how your work has influenced your life and your family. The 
interview will take about 112 hour. Please be assured that all of your answers 
will be kept confidential. Your participation is completely voluntary and you 
may choose not to answer a question, or we can stop the interview at any time. 
No names will be associated with any of your comments in our writing. 

Do you have any questions about the inteniew? Also feel free to ask 
questions as the interview proceeds. 

May we begin? 

Artisan's Name: 

Business: or 
independent artisan 

Gender: (check one): - Female M a l e  

Date of Interview: 

Interviewer: 

Length of interview: begin end total minutes 



Were you involved in ATA's first project, from 1984-86? What activities did you 
participate in? 

In the current project (2001 to present)? What activities did you participate in? 

Part  I: Background 

Direction: We'd like to begin by asking a few questions about your background. 

A-1 In what year did you begin your work as an artisan? With (name of business) ? 

year as artisan with business 

A-2 (If with business) What were your reasons for joining the business (Probe here for 
critical life or family situations, need for increased income, unemployed, etc.) 

A-3 (If with business) What were you doing before you worked with (name of . -- 

business) ? 
(at home not looking for a job, in school, unemployed, previous job) 
(if previous job, describe the jobs) 

A-4 Education: What is the final gradelstandard of schooling that you com~leted? 

gradelstandard 

A-5 How old are you? 

years 

Part  II: Artisan Work and Business Skills 

B-1 The next questions relate to your work (as an artisan) or (here at {name of business)) . 

How many hours/day do you typically work (as an artisan) or (here at {name of 
business))? How many daydweek? 

houdday 

daydweek 

B-2 Is the work steady across the year or do you have times when there is no work? 



steady work 

sporadic work: Determine how much a 

months with no work 

~f the year there is no wo 

(if with business) Do you work here or in your home? (check one) 
at workshop 
at home 
both at home and in workshop 

How did you learn your skills as a -(name of craft)-? 
(passed down in family, clasdtraining, on-the-job): Probe for details on training. 

Since you came to work here, what are the most important skills you have learned? 
(Probe for both the produns and processes of their work as well as business skills. Ask for sevcral 
examples). 

Beyond product and business skills are there other skills you've learned that have 
been useful? Any other benefits? 
(Probe: how to work with others, express opinions or offer ideas, gain re+ from others. nc.) 

Do you make traditional products, products for export, or both (circle)? 

Now in 2003, what would you next like to learn related to your work? 

Have you participated in any training activities sponsored by ATA? 

(Probe for specifics: desigdproduct development, production planning, quality 
control, management, pricing, marketing, other business skills. List each activity.) 
What were the most important things you learned that improved or changed your 
work? (Probe for examples of these new skills.) 

Activitv (indicate past or current project) New skills 

Were there parts of the training that you have not used? 

B-10 What do you most like about working with -(name of group)-? 



Are there aspect. of the work that you wish could be done differently? Changes 
you'd like to see? 

B-1 1 In the past three years, have you observed any differences in how amsans and craft 
work are perceived in Honduras? Change in appreciatiodvalue' respect? 

same as in the past 
more highly valued 
less highly valued 

m. Income and Livelihood 

C-l How are you paid for your work? 

by the piece: How many producwday? 
How much per product? lempiras 

by the hour: How much per hour? lempiras 

salary: Pay period? lempiradweek 

When you f i s t  worked (as an artisan) or (with this business), how much were you 
earning? 

Record using the same format as above: lempirashour, lempiras'piece, 
lempiradweek or lempiras/month 

C-2 Now we'd like to change topics and talk about your household. Please describe the 
persons who live in your household and their ages. Which persons bring income into 
the household? What is the average monthly income for each person? 
(Record as son, daughter, husband, wife, mother-in-law, slner, brother, nc .  & sure to include the 
person being i n t e ~ e w e d . )  

Note: If the i n t e ~ e w e e  has regular monthly income from any sources other than 
artisan work, record that income separately. 

Em~lovment Income/month % of household 
(Check if employed) (Calculate later) 

Interviewee 
Husbandwife 

Total monthly income - 
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C-3 Does the household own land from which you generate income? 

- Yes: @escribe--coffee, etc) 

C-4 With the money that is brought into the household, is the household able to meet your 

monthly expenses? 

Yes, most of the time 

Some of the time 

Rarely 

C-5 Are you able to save any money? 

Yes What are you saving for? 
No 

C-6 The next question addresses how you spend the money you earn? Which of the 
following describes you situation? 

Spend most of the money on myself 

Contribute most of the money to the household 

Both self and household 

C-7 With the income from your work, what are some of the changes you've been able to 
make in your life or products you have purchased? 

Past proiect current oroiect 
Housinghome improvements Housinghome improvements 

Consumer goods Consumer goods 

Schooling for children Schooling for children 

Diet Diet 

Health care Health care 

Other: Other: 

C-8 As you think about your neighbodfriends, how would you compare your household? 
(Check one) 

Better than most 

About the same 
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Not as good as most 

IV Income Alternatives and Future Employment 

D-l If you were not working as an artisan, what other jobs would be available to you in 
this towdvillage, taking into consideration your age and education? U h t  would be 
typical monthly wages for those jobs 

Jobs Monthlv waees 

How would you compare your work here with these other job alternatives? 

Advantages: 

Disadvantages: 

D-2 You mentioned at the beginning of the interview that you had previously worked at 
C n a m e  type of employment3. What were your monthly wages on that job? 

lempiras 

How would you compare your work here uith what you were doing before? 

Advantages: 

Disadvantages: 

D-3 Do you anticipate that you will work here for a short period and then move on to 
some other work or do you see this work as more long range? 

Short time and move on: What kind ofjob would you want? 
Long range employment 

IV. Concluding Question 
Directions: As we bring our discussion to an end, we have one final question about your 
involvement with artisan work. 

E-1 Overall, as you think about your work here, what have been the most important 
changes in your life due to your involvement? (Ask for TWO examples.) (Listen 
carefully for mention of increased income, new skills crafi and business skills, new 
ways of thinking, expressing ideas, confidence) 

E-2 Is there anything else you want to tell us about your work here? 
Thank you for your time and we value your opinions. 













AID TO ARTISANS 
331 WETHERSFIELD AVE.. HARTFORD. CT 061 14 

860.947.3344 FAX 860.947.3350 

ATLANTA INTERNATIONAL GlFT & 
HOME FURNISHINGS MARKET 

AMERICASMART, BLDG 1, HIGH DESIGN 
BOOTH 031 -032 JULY 14-1 8,2001 

SAN FRANCISCO INTERNATIONAL GlFf FAlR 
HANDMADEfMOSCONE CENTER NORTH 

BOOTH 661 1-661 3 AUGUST 4-8,2001 

NEW YORK INTERNATIONAL GlFT FAlR 
JACOB JAVlTS CONVENTION CENTER 

BOOTHS 5014 - 5024 AUGUST 19-23.2001 

AMBIENTE INTERNATIONAL TRADE FAlR 
FRANKFURT MESSE 

FRANKFURT, GERMANY 
HALL 2.0 STAND 81 5 FEBRUARY 15-19,2002 

ATLANTA & SAN FRANCISCO 
FEATURING EXCEPTIONAL HANDCRAFTS FROM 

GHANA/HAITl/HONDURAS/INDIA 
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331 WETHERSFIELD AVE., HARTFORD. CT 061 14 
860.947.3344 FAX 860.947.3350 

M E  INTERNATIONAL HOME FURNISHINGS 
MARKET AT HIGHPOINT 

THF SUITES AT MARKET SQUARE - .. - 
HIGHPOINT NORTH CAROLINA 

MELANGE - BOOTH 6-81 1 APRIL 18 - 25. M02 

THE GIFT FAlR IN ATLANTA 
GEORGIA WORLD CONGRESS CENTER --. - - -  ~ 

BOOTH TBA JULY 12 - 15. 2332 

SAN FRANCISCO INTERNATIONAL GIFT FAlR 
HANDMADEIMOSCONE CEMER NORTH 

BOOTH M07-6609 AUGUST 3 - 7 .  2332 

NEW YORK INTERNATIONAL GIFT FAlR 
JACOB JAVITS CONVENTION CENTER 

BOOTHS 5014 - 5024 AUGUST 1 1  - 15. 2002 

TENDENCE INTERNATIONAL TRADE FAlR 
FRANKFURT MESSE 

FRANKFURT. GERMANY 
HALL 6.3 STAND 058 AUGUST 30 - SEPT 3. 2002 

FEATURING FINE HOME COLLECTIONS FROM 
CENTRAL ASlA SOUTHEAST ASIA . HAITI HONDURAS - - 

lNDiA MOZAMBIQUE . MACEDONIA . EL SALVADOR 
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FEN 2003: P r i m  effcctiiw July 2003 -December 2003 
aldart~sans From M a k e r t r ,  Markr l  
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Fall 2003: Prices cacnwr July 2003 - December 2003 aidart ,sans 
rrom Maker loMarkef 

ALCA484 Cross bWe, medium 
ALCA485 Gecko bo% l a w  
ALC 321F Luminary, daisy design, small 
ALC-365 Planer wll bird design 
ALT-234-11 Tile. Green_gecko 
ALT-234-23 Tile. Zlg-zag, medium 
ALT-234-W Tlle. D lamal  mlw blocks, yellow 
ALT-234-12/Y Tile. Black square ouUlne on yellow 
ALT-234-14A Tile. Leaves X1 
ALT-234-16 Tile. Sun 
ALT-234-14 Tile, Green leaves 

- 
ALT-2354 Tile. Black square 
ALT-2354 Tlle, White line 
ALT-234-5 Tlle, Whlle V, rnedlum 
ALT-234-6 Tile. Whlle square 
ALT-231-12/W Tile. Black square arUlne on whlle 
ALT-234-13 Tlle. Whlle d l a m d  
ALT-234-7 Tlle. Checkerboard 
ALT-233-1 Tlle, Mama1 whlle slrlpa, large 
ALT-235-3 Tile. D lamal  color blocks, small 
ALT-2344 Tlle. Whlle slrlpa 
ALT-234-1 Tlle, Diagmal while slrlpa, medlum 
ALT-234-8 Tlle, Trlanples 
ALT-&3+1Lp~~ Tilo. 'M' zlg-zag 

Black 
Black 

Blacklwhlle 
Bladdwhlle 
Blacklwhlle 
Blacklwhlle 
Blacklwhlle 
Bladdwhlle 
Blacklwhlle 
Blacklwhlle 
Blacklwhlle 
Bladdwhlle 
&cklwhlla 
BlacWwhlle 

Nd to /Wsans 
311 W r t h m f i M  Awnuc 

Hamwd. CT 061 14 
am-947-3)U 

W-947-3350 lax 
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3 :- art~sans 
From Makw loMarket 

Aid to Artisans 
331 Wethersfield Avenue 

Hartford, CT 06114 
860-947-3344 

860-947-3350 fax 



How ATA Programs Benefit Artisans 

Market Research 
.\T-1 knonrs and researches CS and European markets. as well as regional and 
local market oppommities, then provides th~s  informanon to amsans 

Market-Driren Product Derelopment B: Design 
International designers workmg dire+ -5th artisans, or amsan leaders, to 
develop new product or m o d h  esisting product {manl- nmes th~s  product is 
then marketed directly by esisdng esponers or amsan groups. nithout .\-r.\'s 
assistance) 
Ongoing market feedback nith regards to puce. design. colors, etc through our 
market contacts 
Buy and give feedback on initial samples, proxiding incenti\-e for continued 
derelopment 

Capacin--Buildmg 
?riarket Readiness Program - direct participation of amsan leaders, as well as 
exporter training (whlch can indrectlr benefit the anisans n-ho they aork ~ 7 t h )  
In-counav formal uainjng n-orkshops - ropics include production managemenr 
business management, marketing skills, trends, b u ~ e r  relationship management, 
costing and pricing; can be led by local or international trainers, hosted as pan of a 
sales event or standalone session 

In-counq informal training - including in-workshop production management 
training, one-on-one mentoxing b!- program staff with regards to customer senice. 
q u a l i ~  control, business management issues 
Market feedback - through AT-1's panicipation in the supply chain, we ensure that 
valuable market information and burer feedback makes its war- to the artisans (and 
exporters) so that they may continue to innorate, negodate prices, improx-e p a c h g  
and shipping, and generally respond to market demands 
Designer training - assisting local designers to become more market-driven. instrucr 
them in designing to price or production h t a a o n s ,  and informing them as ro 
specdic trends in the CS and European markets 

Sales B: Marketing 
Organize/facilitate local fa&, sales ex-ents (fa&, tourist-related events, Embass- 
shows, shopping tours) 
Link producers to local retail shops, host shon-room events 'or ongoing show rooms^ 
for local consumers, retaders and/or esponers to find nea  product 
Facllitate international buyer xisits 
Feature product and artisans at international trade shows in which .\T.\ panicipater 
Fadta te  participation in local and lnternadonal trade shows in whlch -1T.3 doer not 
directb participate 
Narket products to CS and European buyers, h k m g  arosans (and rhe exporters n-ho 
n-orb with them) to international wholesaleiretail markets 



General Linkages & Fadtation 
Referrals to groups who proride credt/'financing. tools, equipment, materials 
Purchase ran- materials to facilitate f i g  orders. especiallr earlr in the enterprise 
dedopment  process 
Facilitate craft sector meetings, an-areness, dscussion, includmg p d m g  the 
formation of artisan associations, and b r i n p g  rarious members of the sector 
together for producti\-e exchanges and cooperative efforts 



TBC ? 260 62,178.5C 
10/15/03 100254 291 $1.749.70 
10115/03 100259 247 $954.77 
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Propecto aACER -Aid to Artisans Pg. :,? 
ARTISAN ENTERPRISES MENTORED by Location, Media and Gender 

v 
Date: September 30. 2003 

Lns lnfiernitos 
El Tule 

m COMIFLOL 
Opimuca 
La Caiiada 
Los Portillos 

ml 
Taller Dionisio 
El Carreto 
Paso Hondo 

m ~osCen i tos  
Teresa Castillo 
Zoila Maldonado 

Sabana Grande. Fco. Morazin 
Sabana Grande. Fco. Momin 
Sabana Grande. Fco. Momin 
La Venta. Francisco Morazin 
La Venta, hanc~sco Momin 
La V'enta Fnncisco Morazin 
Ojojona. Francisco .Momin 
Valle 
\'alle 
Valle 
Yarumela La Paz 
Yarumela, La Paz 

Comhusk 
Cornhusk 
Cornhusk 
Cornhusk 
Cornhusk 
Cornhusk 
Cla! (moldsl 
Cla! 
Cla! 
Cla! 
Cla) 
Cla? 

[Artisan workers at Acta - Exporter (Teeuciealpa. Fco. 4lorazin \Clay. Textiles. Embro~den I 31 I! 4 

Ymmela 1~anune la  ~a ~ a z   la\ 181 '1 25 
Sub-Total Artisans with Atuto (14 Enterprises) 1 I 1%1 791 275 

w 

I 

I 

I 

1 

, ... continued on Pg. 212 

. - .  
. b e  (ilohal 1~eguc1ealpa. Fco Morazin l~andmadc Cards 3 I 
Sub-Total OUler ArtisanJExport Partners, representing 17 Artisan Enterprises (End of Qtrl Yr2) 789 289 
, Suh-TOTAL Artisans -represented by 44 Artisan Fnterprises- as of: June M, 2002 mod of Qvl Yr2) 1 12021 391 

CIALhIAGUL 
La Rmconada Valle 
Gmpo Lns Pinos 
Ei Ponenir 
CIAU)SA 
Grupo Superacion, EACI 
Cooperativa CIALS AJOL 
Gmpo La Fraternidad 
GmpoCOMIBOL 
Curiosidades de Guajiquiro 
Confecciones y Bordados San .Marcos 
Hilados y Tejidos Pasguare 
Sub-Total Artisans with Acta d e  Flondurss 

Empresa Cornunitaria Yahamala - Exporter 
Cwperativa La Luciernaga - Exporter 
Zacapa Arte e Industria del Mueble - Exporte 
In Vitro - Exporter - and Papel611 
Lesanddra Leather - Exporter 
Muebles Rusticos 
Taller Ucl& 
A.N.A.H. 
Ronald's Leather 
Taller de Ane Siglo X W  
Escuela Taller Modelo, Elisa Sauceda 
Grupo Carlos Saravia 
Cepaca Santa B&bara ---- ---L -..-------p - 
Fundacidn Poligono Industrial Copaneco 

J 

1.078 
1-53 

Productos Manufacnuados Teeuciealoa. Francisco 18 

- - .  
Guascorin, Valle 
Guascorin. valle 
El Porvenir, Sipatepeque 
El Porvetur. Siguatepeque 
Cofradia, Qojona, Fco. Morazin 
El Cacao. Intibuca 
Aldca San Jose. Guajquiro. La Par 
Aldea Sao lose. Guajiquiro. La Par  
Guajiquiro, La Paz 
Guajiquiro. La Paz 
Guajiquiro. La Paz 
Guajiquiro. La Paz 

(13 Enterprises) 
Santa Birbara 
Tegucigalpa. Francisco Morazin 
San Pedro Sula Conis 
San Juancito. Francisco klorazan Wood. 4Ielal. Glass. Paper 
Valle de .Angeles. Fco. 
Tegucigalpa. Francisco 
Valle de Angeles. Fco. 
Honduras 350 
Tegucigalpa, Francisco 
Tegucigalpa. Francisco I2 
El Powenir, Siguatepeque 5 
El Powenir. Siguatepequc 24 
SantaBirbara -A- 

Copin h f a s  ~pasres) U 

Clay 
Clay 
Clay 
Clay 
Clay 
Textiles 
Clay 
Embroiden 
Embroidery 
Embroidery 
Embroidery 
Ernbroider\. 

Junco. Tule. Palm Leaf 
Candles 
Wood. \fetal. Junco. Tule 

22 
10 
11 
10 
IS 
I4 
30 
15 
25 
20 
I5 
20 

217 
-. ? T i  . 

9 

0 
0 
0 
9 

6 
^ 

0 
0 
0 
0 
0 
0 
23 

5 
1 

-- -7  

10 
12 
13 
14 
: 1 
31) 
15 
ZS 
y, - 
15 
, - 

210 
'u, 

1 0  
-- -i 
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Progecto HACER - Aid to Artisans Pg :.? 

ARTISAN ENTERPRISES MENTORED by Location, Media and Gender 
I 

Date: September 30, 2003 

Ane y Decoraciones Linaca 
Yuevas Ideas para una Xueva Vida 
L\DLMA - Exporter 
PROMI - Exporter 
CIALCOYL 
Fmto del Pino 
GreenWood Project WaderaVerde) 
Cmwrativa Los Jarrones 

Lmaca. Choluteca Handmade paper 11 1 
El Chiflh. Sacaome. \:alle Handmade paper - 0 
Teguciealpa. Fco. \<orazin \ V d  1.5 41 
Tegucipalpa. Fco. Morazin M'rkn.  R a m .  \+etal. \\'d . 4‘ 
Cofradia. Yamaranguila h u h c a  Clay 13 0 
Lepatenque. Fco. Morazin Pine needles 38 5 
La Celba. AIhuda. Olancho 6- Yora W d  and Tree Bark 
El Porvenir, Sieuateceque 

Cause for Hope / Grandnay USA Corp Choluteca \ V d ,  Papel 
Izote Exports Sabana Grande. Fco. Morazin Clay. Paper 
COMARAL Arada, Santa Birbara Junco 
Tejejeros de San Juan. Inuhca Inuiuca Cla? 

I Percentage (01.) = 2029 12000 * 100 = 101.5 ~....~. .:. . . - - .  - . .  : " * . " d : I p ~ ~ J : : ~ & j  

Percentages f 5r 1 1 71.01 29.01 100. 

 aka 1 Mayan Enterprises - Exporter 
------.-.-........-... Line ...................... 

THE DlFFEREYCE is OUR CO3l3flTMENT to EXCELLESCE 

Guanaja, Islas de la Bahia Junco, Tule. Clay. others ' I , I - 



HACER-Aid to Artisans 
Qtr 1 Yr3 
July - September 2003 

EMPLOYMEST based on ARTISANS & EXPORT PARTSERS MES'TORED 

Exporters (Artisan 
Exporting) 

Acta (5) 
Atuto (14) 
In V~tro & Papel6n (7) 
IhDbMA ( 1 ) 
La Luclkrnaga (1) 
Lesanddra Leather (1) 30 
PROIMI (1) 50 6 0% 
Yahamala ( I )  d 97 9% 
Zacapa Arte e Indusma del Mueble 75 0 0% 
(1, 

Total 10 Exporters (27 Art~san 
Enterpnses Exportmg) . 

83.2% or 802 out of the 964 artisans represented by the ten i10)  Exponers mdicared. which in 
turn export products from 27 (or 45.0% out of the 601 anisan enrerpnses mentored by H.ACER. 
are exporting on a regular basis and thus HACER-AT.% can repon for the Emplo>ment figures 
all of their new jobs created as well as s~~pificanrly conlnbuhg to the suppon or wnmn&-e 
of all of these anisans working mainly as full-time jobs. 542 out of h e  802. or 6'.6Cr. arc 
female. 
Acta works with o\.er 240 artisans and thelr families -for a total of approumarel) I.UO 
individuals who basically depend on craft production for their main source of income . and 'S 
of these anisans (plus their families) in five of the en tep iws ,  includ~ng Acra ~ w l f  plus 
CIALMAGLZ La Rinconada. Gmpo Lor Pinos (now Tcsoros & El P o ~ e n i r l  and 
CIALSAJOL have been and continue to expon h u p h  HACER-AT.l or directly \la .Acm on a 
regular basis. 
ANtO, our main Export Partner. work with 275 amsans in the 1 1  enterprises reponed as 
mentored directly through HACER. however they also uork with many other mtcrpnses in 
Sabana,pnde and surrounding villages. pro\lding full-time jobs to over 700 artisans and their 
families. 
Yahamala ori-@ally reported around 240 Xrusans. currenrly around 189 are working w~ th  the 
enrerprise, however most of them work with rhe assistance of ar least one o k r  farmly membcr. 
therefore for h s  particular Exponer we are reporting 240 benefiting from espons. panlcularly 
since they sometimes also subconrracr or outsource prducuon to fulfill orders. 



HACER -ARTISAN PRODUCER I?iTORMATIOS 

+ INDUMA 
Anny B i h ~  de Lucker Tel: (504) 732-3362.232-0778 
P.O. Box 143 Fax: (504) 236-7167 
Tegucigalpa. Honduras E-Mail: induma@hondutel.hn 

NDUMA is a 20 year+. w d  (Mahogany, San Juan. Cedar. Pine. Poplar. even MDF) furniture 
manufacturer with a showroom and a store in Tegucigalpa. They have exported and have nended 
furniture shows in the US and are very interested in continuing exporting as local sales have 
gone down significantly. 

+ PROIMI 
Ing. Enck Kafie L. 
Colonia Godoy Frente a FHIS Tel: (501) 233-9163.2343X!7/1359 
P.O. Box 1978 Fax: (504) 231-1798 
Teguci_galpa, Honduras E-Mail. proim~@multivisionhn.net 

PROIMI is a 20 year rattan and wicker furniture manufacture which is just beginning to work 
with forged metal furniture also. They are presently anending international furniture shows and 
are also interested in the export market, they have a showoom in Tegucigalpa and have sales 
deals in Miami. Pueno Rico and el Salvador. .4t on epoint they also exported to Xicarague 
(before the 35% impon tax). 

+ IN-VITRO Artes Decorativas 
Regina Maria Aguilar Tel: (504) 22-3-15:! 
Ave. Republica de Panama Fax: (504) 130-4671 
Casa # 2139 E-Mail: invitro@cablecolor.hn 
Tegucigalpa, Honduras aouilareoina@vahoo.com 

In Vitro is a workshop whch makes furniture, decorative elements and house 
decorations by client order and also has a small shop were they sell home accents 
and small furniture using wood, metal, stained-glass. hand-made paper.etc. The 
products they sell most are illumination products, and small furniture. 

+ ACTA DE HONDURAS 
Alessandra Foleni Tel: (504) 231-1242 
Colonia San Ignacio E-Mail: acta@sigmanet.hn 
Tegucigalpa, Honduras 

ACTA comercialices Lencan ponery. embroiden.. textiles. even tuno (tree bsark from La 
Mosquitia), Alessandra Foleni, the owner. does her own PD for the Lencan producers. and is 
constantly innovating with shape and design. She mostly sells through orders locally and has a 
small warehouse. She has exported with ATA. now thomgh Caramba! (Sarah Anderson! and is 
currently preparing a full container load for Italy. 

+ LESANDDRA LEATHER 



Josue Cabaiias Tel: (501) 231-1295. 776-1105/1108 
Apartado Postal No. 7 Fax: (504) 232-8625. 766-1818 
Tegucigalpa, Honduras E-Mail: leather@ hondutel.hn 
P.O. Box 02-5310 mbrant@hondutel.hn 
Miami Florida, U S A .  ahb.vinos@codetel.net.do 

Lesanddra Leather has been selling leather goods for a long time. They currently ha\.e a store at 
target spots: the main mall. at the airport, in Valle de Angeles (the most touristy town) and ar a 
small, but also exclusive mall. Los Castaiios. They also do their own PD. and the products they 
sell most are ladies bags, but also work with specific clients and orders. 

t YAHAMALA Empresa Cornunitaria 
Daneha Marlen P~neda Deras 
Apartado Postal S o  W E-hlarl coopateplumaC? yahoo.com 
Santa Brlrbara. Honduras 

YAMAHALA is an artisan group, with over 240 members, all from rural areas in Santa Barbam. 
All the products they make are out of natural fibers, like reed. ATA is their on]?- exponer at t h ~ s  
moment. They rent a small house in downtown Santa Barbara. \vere they have an office and 
small store. At this moment they are working on getting a phone line so they can have a f a  and 
phone. 

t ZACAPA ARTE E INDUSTRIA DEL MUEBLE 
Maria del Carmen Zacapa Tel: (503) 550-5375. 232-5552 
Apartado Postal No. 3846 Fax: (501) 557- 1768 
San Pedro Sula, Honduras E-Mail: arqzacapa@hn2.com 

Zacapa Arte e Industria del Mueble is a workshop which makes metal and \wad 
furniture mostly. They have an office in SPS, but no store as they mainly work 
with client orders directly. The owner of this business is an arquitect and she does 
PD for the workshop. 

+ PROPAITH 
Iris Pineda Van Dyke Tel: (504) 238-0608 
Apartado Postal No. 15 18 Fax: (501) 238-0608 
Tegucigalpa, Honduras 

Programa d e  Rescate y Promoci6n de la Anesania Indigena y Tradicional de Honduras 
(PROPAITIT) from the Institute Hondureiio de Anuopologia e Hisroria is a governmental 
program designed to help rescue indigenous an and crafts plus help marker this goods locally. 
Recently they are interested in exporting indigenous crafts, especially from Lencan potters. Sta. 
Birbara women's reed products and tun0 and majao products from La Mosquitia (Biosfera del 
Rio Plitano - declared World Pammony by LYESCO in 1980. the first such Biosphere in 
Central America). 















HACER-ATA Project 

Inventory of Equipment and Office Furniture 

Date: August 28, 2003 


