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The Income Generation Manual

What does the manual offer and how can it help you?
The goal of this manual is to offer Peace Corps Ecuador volunteers from all five programs valuable tools to start and maintain income generation projects within their individual sites.

The manual offers:

· Ideas on how to generate income generation ideas within your community

· 6 Business Basic courses on: Feasibility Study, Organization, Production, Bookkeeping, Marketing and Leadership

· Feasibility Studies

· Numerous Existing Projects through detailed Activity sheets

· Problem solving ideas through stories of common shortcomings facing PCVs

Business Resource Section with valuable additional information

2.  How to Brainstorm Income Generation Ideas with your Community

Points that should be simultaneously taken into account

· Have community members brainstorm a list of products and services where they believe profits can be made.
Ex.  Make a lit of dairy products or a list of services

· This is a participatory activity that helps to have the involvement of everyone for generating more and varies ideas.  For example if the president of the community speaks a lot and the shyer people say nothing a group will basically get one person’s opinion.  For this reason, as the facilitator, you should try to get everyone involved equally if possible.

· It is important to use and demonstrate strong leadership qualities while facilitating the activity in order to obtain a useful list.

· The key factors should be introduced in the beginning of the exercise so that they are considered through out the making of the list.

Factors to Consider when Making the List

· Can this be done with little capital?

· Are the materials available locally or are the easy to acquire?

· Is the product easy to make?

· Is this environmentally friendly?

Two Ways of Making the List

· The group works as a whole giving the names of products and services to the facilitator who writes them down for everyone to see. 

· The group is divided into two and each one makes a list of products and services to present later to the group as a whole.  The group that has the most items in their list is given a prize.

· Note:  The second method allows the sharing of the two lists so that they are able to see if there are products and services repeated.

Selection of a Product or Service

· Ask the participants to select two products or services from the list.

· Then, ask the to select one of the two considering the points above under Factors to Consider

· Once a product or service is selected have the group do a Feasibility Study before production begins. 

Examples of Different Categories of Products and Services

In the moment of creating the brainstorm list, the participants should be encouraged to think about whatever product or service.  Also, they could focus on a particular category of products or services.  Some examples of such categories are:

· Dairy Products

· Products or Services related to Eco-tourism

· Artisan products made with leather

· Artisan products made from natural fibers

· Dehydrated foods and products

Another Idea of How to Generate Business Ideas within you Community

If all or most of your participants in your group have not started any business activities, you could have half an hour or so of “brainstorming”, followed by an evaluation of the ideas.  For example:

Give participants a key work (e.g. ‘egg’, bananas’, leather’) and ask them to name any product or service they can think of that relates to this key word (e.g. chicken, egg-cups, selling eggs, fried eggs, banana chips, banana bread, handbags, belts, jackets and so on). There are no limits to their imagination, all suggestions are accepted, even the most crazy ones.  Instead of a key word, you can also select a product area (e.g. ‘food processing’), which will involve more ideas and need more time.

This technique is used by many companies to produce new product ideas.  It is based on the belief that creative ideas can be generated if the atmosphere encourages creative thinking and evaluation and judgments are suspended.  The rules are:

· No evaluation of any kind is permitted

· Participants should be encouraged to think of the wildest ideas possible

· Encourage a large number of ideas

· Encourage participants to build upon or modify the ideas of others

Write every suggestion on the chalkboard.  Allow at least twenty minutes for this exercise (the more the better); ask for and encourage a large number of ideas.

When enough suggestions have been made, each suggestion is analyzed as to whether it appears to be a feasible one:

· Would people like to buy it?  

· Are the raw materials to make the product available and are they available locally?  

· Does anyone in the group have the skills to make the product?

The product or service selected as “possibly feasible” can then be examines in more detail.  This can be done through one the feasibility studies provided in this manual (see feasibility studies).

3.  Basic Business Concepts

Before beginning an income generation project it is a good idea to present to your community or group “courses” on the basics of business.  This will give them a foundation of information from which to make sound business decisions concerning their future enterprises.

Below we have provided a brief overview of each of the themes of the six business courses of “Negocios Exitosos”, a Peace Corps developed business curriculum for teaching basic business concepts to your community.  Each course is based on non-formal interactive learning techniques that present important business ideas that can be understood by most participants.  A complete package of the six courses is given in Appendix X.

Negocios Exitosos

Course 1 – Savings and Feasibility Study
Savings

It is important for an individual or group to know the importance of savings.   The first part of course 1 identifies one of the reasons to save money is to complete certain goals.  For example: the goal to better your life, the life of your family or of your community.  Also savings is one way to achieve the goal of starting a new business that needs funding.  

Feasibility Study

It is important to do a feasibility study before an individual or group initiates a business.  Doing a feasibility study will help to:

· Avoid a failure of the business.

· To know and diminish the risks of starting a new business.

· Assure the work is worth it.

In other words a Feasibility Study as an “Investigation”.  A group should investigate if:

· There is a market for the product?

· What are the characteristics of the competition?

· What is the best way to organize the business?

A group can get the information needed to make an informed decision on a possible business through:

· Asking questions, lots of questions

· Making observations

· Doing interviews.

Course 2 – Organization

Course 2 focuses on forcing a group to think about and write down the process of organizing a business.  The organizers of a business need to have a clear idea of who their clients will be, what resources they will need to begin the business and their costs, and what type of presentation and promotion the business will make.  This course focuses on:

· Product – The article or service that a company sells. (It is important that a company has a product or service that clients want).

· Clients – The people who buy and use the product or service.

· Capital – The knowledge, money, tools and equipment used to make the product or to give the service.

· Raw Material – The materials used to make the product.

· Associates / Employees – The people that work in a business and exchange their abilities, time and energy for money.

· Place – The area where a business makes and/or sells their product.

· Expenses – All the costs involved in maintaining a business.

Course 3 – Production 

Course 3 focuses on the production process of a product.  There are two basic ways companies produce products:

· Individual Production – The total fabrication of a product by one worker.

· Assemble-Line Production – Various workers participate in the fabrication of large quantities of the exact product.

Which method is the best for your product?
The importance of the QUALITY of a product is emphasized in this course also.

A business should put great emphasis on the quality of their product; this includes the final product, the packaging, the distribution, and company image.

In the long run, a company with a quality product will be more successful and will increase their profits.

Course 4 – Simple Bookkeeping

It is important to keep records of the financial transactions of a business.  A business’ books should have the entries for all its income and expenses.

A business’ financial records are a way to:

· Have control of the money.

· Indicate the health of the business to its owners.

· Demonstrate the health of the business to other institutions or individuals.

· Give help in planning for the future.

A business can use its record books to:

· Analyze their sales.

· Analyze their expenses

· Analyze their profits.

Note: Income – Expenses = Profits

A simple bookkeeping method:
	Accounting Records Women Weavers - 
	October
	
	

	
	
	
	
	

	Date
	Description
	Income
	Expenses
	

	10/1/2003
	Thread
	 
	$30.00 
	

	10/4/2003
	Monthly rent
	 
	$20.00 
	

	10/5/2003
	3 handbags
	$15.00 
	 
	

	10/6/2003
	1 handbag, 1 pillowcase
	$37.00 
	 
	

	10/7/2003
	1000 plastic bags
	 
	$10.00 
	

	10/12/2003
	1 table cloth
	$35.00 
	 
	

	10/13/2003
	5 handbags
	$25.00 
	 
	

	10/15/2003
	Labor 
	 
	$30.00 
	

	 
	 
	 
	 
	

	TOTAL
	 
	$112.00    -
	$90.00 
	$22.00 

	
	
	
	
	Profits

	
	
	
	
	


Course 5 – Marketing

Course 5 explains the concept of marketing which are all the activities that a company does to get the product to a client.

Your marketing goal is to bring the right product to the right place at the right price with the right promotion.

The 4 Ps of Marketing are:
Product – The article or service that a company sells.  Your product should satisfy or create a need of the consumer.
Place - The area where a business makes and/or sells their product.  A company has to sell its product where there is demand for the product in order to make a profit.
Price – What is paid for an article or service. It is important that your product is priced competitively so consumers will buy but also with a price sufficient enough to give profits to the company.
Promotion – Methods to inform the consumer about a product.  This includes advertising and publicity.
Course 6 –Working Together in a Group, Leadership, Goals and Interviewing

Course 6 emphasizes the importance and benefits of working together as a group.  Some of the characteristics of a good group are:

· There is communication.

· Everyone is working towards the same goal.

· Everyone is open to giving and receiving help when needed.

· Everyone has a voice in the group.

· There are many ideas in a group.

· There is cooperation and the intent to do good work.

Every good group needs a good leader.  There are characteristics that a good leader should have.  These include:

· The confidence of the group, a good relation with the group, a listener of ideas and problems of the group.

· Animation, enthusiasm, responsibility, intelligent but not a “know it all”, sensitive, shares credit of success with everyone in the group.

· It is important a good leader uses the abilities and talents of the group.

· A good leader is someone with vision and ideas, someone who will assume risks and try new things.

· Spends time with the group, communicates well, know limits of the group.

It is important that a business has goals to work toward.  Goals help guide the decisions made.  There are two parts to goal setting:

· Make a decision on what the objective is to be achieved.

· Make a list of the actions needed to achieve this objective.

Course 6 also goes into the interview process for obtaining work.  There are characteristics that, in general, companies look for in future employees.  These include:

· Confidence

· Punctuality

· Honesty

· Willingness

· In particular, those specific qualities that a candidate should have in order to successfully fulfill the job requirement.

Please check in Appendix X for the full versions of these six business courses. 

4.  Feasibility Studies

How to do a Feasibility Study

It is best to do a feasibility study before starting a business.   The feasibility study or “investigation” can help a group to avoid a business failure, it can give awareness of and lessen the risks involved in a new business and it can help to assure the value of the work involved.  Also, a feasibility study can be used as a way to investigate the “health” of an existing business.

The six steps of a feasibility study are:

1. Choose a service or product to sell.

2. Conduct a market study.

3. Determine how the business will operate.

4. Calculate the investments and costs of the business.

5. Calculate the price of the product or service.

6. Calculate the potential profit and decide: Is this business a good idea?

1. Choose a service or product to sell

There are four main ideas that need to be considered when choosing a product or service for selling.

· What do people buy or what do they want to buy?
· What types of businesses do we currently have in our community?

· What products or services do the community members need?  Are they already present in the community?

· What are some products or services that are not available in the community?

· What can we make and how do we want to work?
· What skills are needed in the elaboration of the product?

· What skills do members of our group have that could be useful in this business?  
· What kind of formal group is wanted or needed for the business, and what types of working conditions are wanted?

· What resources do we have?
· Do we have any special localized talents?  
· What materials are available locally or are easy to acquire?

· What benefits do we hope to obtain?
· Money, raise our self-esteem, better our position in the community, learn new abilities…

    Discuss all of the above-mentioned points. 

    Think of and suggest ideas for possible businesses (brainstorm).

     Discuss and choose one business to analyze.

2. Conduct a market study.

It is important to investigate the following points to find if people will buy the product or service selected:

· Clientele

· Who are the clients?

· Do we have a product that the clients want to buy?

· Where do our clients live?

· What income do they have?

· After one or two years, will they still want to buy our product or service?

· Competition

· Are there other businesses producing the product that we want to produce?

· Is there a sufficient demand from clients for another business of a similar product?

· What is and how is the competition’s quality and design of the product?

· Why would someone buy our product instead of our competitors?

· Price

· What price will our clients pay for our product?

· What is the competitor’s price?

· Place

· Where will our clients go to buy our product?

· Where are the competitor’s establishments?

· Are we going to sell in bulk or for personal use?

· Promotion

· How will our clients come to know about our product or service?

· What type of advertising does the competition use?

· What type of display will we use?  What type of display does the competition use?

· What type of packaging does the competition use?  What type will we use?

· What type of characteristics should our sales people possess?

· Other

· When will our clients buy our product?  With frequency and in what amounts will they buy?  What quality?

3. Determine how the business will operate.

· What do we know?

· What do we already know about the business, particularly about the process of production?

· What happens in the process of production, from the beginning to the end?

· What is it that we do not know about the business or what are we not certain about?

· What resources or supplies do we need and where will we obtain them?  How much do they cost?

· What skills do we need to have and how can we acquire them?

· What are the legal prerequisites to open a business?  How can we find them out?

· How will we work?

· Production:  Whom will we hire to make the product or service?  What will be our production hours?

· Finances:  Who will do the accounting and how will we split the earnings?

· Administration:  Who will order the materials, fill-out necessary paper work (i.e. contracts) etc?

4. Calculate the investment and expense of the business.

Identify all of the expenses involved in the business.  For example:

· Materials:

· What is the expense of the initial business costs or capital for our business (money, training, tools and equipment used to make our product)?

· What are the expenses of the raw materials for our product?

· Transportation:

· What type of transportation do we need for obtaining supplies and to sell our product?

· How much does this transportation cost?

· Place

· Where will we have our business?  Will we need to rent a local?

· Will we manufacture and sell our product in the same place?

· Do we need to pay utilities?

· Employees

· Who will do the work?

· How much is our work worth?

· Do we need to contract other workers?

· Packaging

· Does the product or service require packaging?  What type of packaging?

· How much does this packaging cost?

· Promotion

· What are the costs to promote our business?

· Training

· Will our group require training to produce our product or service?

· Investigate other costs such as taxes, work permits, etc

5. Calculate the price of our product

Before choosing the price of our product:

· Calculate the total cost of the product.  Include all costs!!

· Review the prices of your competitors.

· Choose a price that is fair for the client and a price that will have sufficient earning for the seller.  Cost + Earnings = Price

· Answer:  What is our sales goal for:

· A day?

· A week?

· A month? 

· A year?

6. Calculate the profit value and decide:  Is this business a good idea?

· Calculate the projected earnings for the business:  Sales – Costs = Earnings.

· Does the business have earnings?

· Is the business a good idea in terms of the profits gained?

<Insert second feasibility study>
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Actual PCV Income Generation Projects

Activity Name: Cuyes 

Ingredients/Materials Needed:

Cuyes

Preferably, a room to house cuyes with separations or cages for cuyes 

Food, balanceado and grasses, water

    
If selling grilled cuyes, a grill to cook cuyes

Estimated Cost of Materials:


Cuyes…depends upon size and quality


Food…dependent on season

Estimated Time:


It is best for cuyes to be bred after their first three months.  But,  thereafter, they reproduce quickly.  And usually they are large enough to be eaten around the same time.  

Estimated Price and Profit Margin:


The price and profit margin varies throughout the year and throughout the country.  

Where/what is the market? Who are the customers?


If planning on grilling the cuyes and then selling them it could be the locals at the weekly market, community members, fiesta goers, tourists


If planning on selling the animal alive, the customers could also be locals at the market, community members, fiesta throwers

Potential Benefits of Activity:


A good and easy income generation project for people who already raise cuyes but on a smaller scale.

Potential Challenges of Activity:


Alfalfa or other grasses are essential in the raising of cuyes and if you live in an aree that has dry seasons, these grasses become expensive during dry months.  Must think of alternative methods rather than purchasing.


Illnesses, cuyes are delicate little animals and can easily die in masses. They must be cared for with much care and love.
PCV Anecdotes:


This project has been sucessful in a neighboring community of mine and it was the brainchild of Ecuadorians and continues to function.  Instead of just raising the cuyes and selling them, this community has chosen to weekly cook them up and sell them in that manner.  They do it every Sunday and it has become quite the community gathering.  The find that they make more profit cooking them up (as the costs are low…the one-time buying of a qrill and the wood that is needed to cook) than just selling them alive.  They do both and it has been a successful project.  And better, they mix their own balanceado at the local integrated farm where the cuyes are grown and the alfalfa is grown there.  

Contact for questions:

Colleen Kudla, colleenkudla@yahoo.com
Activity Name: Pig raising, balanceados

Ingredients/Materials Needed:

For the balanceados it depends on your region, what is available, and the prices.  Most commonly used:  corn, soymeal, wheat, banana flour, fishmeal, pre-mix (vitamins), anti-hongos.  Contact animal production apcd or pcvc or el empalme for assistance doing formulations.

For the pig raising it depends on your goal, how big or small your investment basically.  To start small, you really only need a stall for the animal, water, food, and be able to clean it daily.  A concrete slab with caña walls and a roof a fine with a simple bebedero.  

Estimated Cost of Materials:

Depends on what type of balanceado you are preparing.  Higher the protein, more expensive.  In general, balanceados will cost between $8-14 to prepare a quintal. 

The cost of raising a pig to mkt weight, including all costs (but producing the piglet, not purchasing), is approximately $75. El Empalme would have more exact numbers.    

Recommended Human Resources:

Very little necessary, just feed, clean, vaccinate, assist in births…

Recommended Natural Resources:

Helps if you live in an area with high ag production, b-c this will mean lower costs in making the feeds.  Also recommended are feed supplements to lower costs, such as caña de azucar, yuca, banana, etc. 

Estimated Time: 

Pigs with good genetics, good management and care, and good feed will reach 200 lbs in 6 months.  

Estimated Price and Profit Margin:

Based on above costs, and current price of pigs (live weight about .60-lb.) $120 sales price, $75 cost per pig

Where/what is the market? Who are the customers?

Slaughterhouses, local mkt, butchers, restaurants, other farms...  

Potential Benefits of Activity:

Economic gain, diversification for small farmers, Increased protein in diet

Potential Challenges of Activity:

High initial investment, and long waiting period until first revenue when just getting started.  Market fluctuations can be a problem.  

Collaborating Organizations/Sponsors/Resources to Take Advantage of:

Asociacion 30 de Junio, El Empalme

04-2960-618

Margarita Alvarado

Ney Romero

Custodio Velez
PCV Anecdotes:
Raising pigs and making feed can be profitable, but it requires a certain amount of risk and capital to get started.  Also requires a significant amount of time to produce income, especially when getting started.
Activity Name: Jungle Jewelry

Ingredients/Materials Needed: 

Jungle Seeds

Nylon

Estimated Cost of Materials:

Seeds are free

Nylon is $5.00 a yard

Recommended Human Resources:

Community members need to have the skills to make the jewelry pieces and know how to put together interesting patterns and designs for the pieces. 

Recommended Natural Resources:

Seeds from the trees

Estimated Time:

Bracelet – 30 minutes

Necklace – 30-45 minutes

Bag – 1 hour

Estimated Price and Profit Margin:

Prices: Bracelet - $1.00


  Big Bracelet - $1.50             

            Necklace - $1.50 - $3.00

            Bag - $5.50

Where/what is the market? Who are the customers?

Sold in stores selling artesanía for tourists.  

Potential Benefits of Activity:

Very cheap to make and not extremely time consuming either with a profits made for the group.
PCV Anecdotes:

Sold in Tena by Rebecca Trissell and her women’s group. 

Email: cafewomyn@yahoo.com
Omnibus 86

Activity Name: Knitted Wool Garments

Ingredients/Materials Needed:

Sheep

Yarn

Knitting needles

Knitting patterns

Estimated Cost of Materials:

Sheep total cost - $500.00

Purchased from ANCO a governmental organization run out of Quito.

Male sheep: $45.00 each

Female sheep: $50.00 each
Yarn bought in Otavalo and Salinas - $400.00
Knitting needles were bought from a US company Paradise Fibers and shipped to Peace Corps Headquarters in Washington DC and shipped to Quito for free  - $100.00
Recommended Human Resources:

30 women knitters
Estimated Time:

6 months

Estimated Price and Profit Margin:

Price - $1,000.00

Profit - $1,500.00

Individual Garment Selling Prices: 

Scarves: $15.00 - $20.00

Hats:  $10.00

Children sized sweaters: $20.00

Adult sized sweaters: $30.00

Bags: $10.00 - $15.00
Where/what is the market? Who are the customers?

University students from the US

Peace Corps volunteers 

Garments Sold in Peace Corps Office in Quito
Potential Benefits of Activity:

Increased self-esteem for group members.  

The money goes directly to the group giving them increased control of decision making in the home.
Potential Challenges of Activity:

Activity needs 1-2 years in order to fully function.  Training women in organization, marketing, and sales in a short period of time can be difficult.

Collaborating Organizations/Sponsors/Resources to Take Advantage of:

ANCO – to buy sheep

SPA grant provided the initial funding
Goods were sold at Colorado State University where the volunteer graduated from 

PCV Anecdotes:

This project was started with 12 women and myself sitting on my porch everyday knitting for hours.  It was initiated by the women themselves and I see that as one of the main reasons it has been successful.

Melissa Foster

Email: beebopfoster@hotmail.com

Omnibus 87

Instructions:

In order to have a successful start there must be a large market in order to sell the items and also to give confidence and proof to the women that their products can sell.  

Garments made: Sweaters, scarves, hats, bags

Activity Name: Recycled Paper Products

Ingredients/Materials Needed:

Piece of paper soaked in water for 3 days

Blender

A deep basin

Collar lining fabric (pelon) the thickest kind that doesn’t stick (can be found in some fabric stores and in Quito at the GLOBO store) 

Frame with mesh

Rolling pin

Flat weight such as a cutting board

Plastic tablecloth or clean area to dry paper

Iron

Colorant

Leaves and flowers

Water

Sun
Estimated Price and Profit Margin:

Group members income increased by 10-15%
Potential Benefits of Activity:

Gain in self-confidence and independence working together in a cooperative.
Collaborating Organizations/Sponsors/Resources to Take Advantage of:

An accounting system was created and learned by the group to share the responsibilities of the accounting among the entire group so that expenses and revenues of the business were known by everyone and so that no one felt cheated when payments are disbursed.   

PCV Anecdotes:

A Quality control system is key to ensure that products have exact measurements and design requirements for each product for establishing a more competitive and higher quality product.  

An organized paper-recycling cooperative was formed in Bahia de Caraquez in Manabi from two existing successful community banks.  

Arte Papel website www.artepapel.org
Arte Papel sent out various letters written by the group on their product to potential clients encouraging them to review the website and contact them via email which resulted in some increased sales and a marketing tool that is sustainable without the volunteer’s help.

Sending out marketing presentations which included product samples to the US and Europe proved successful in furthering sales.

Laura Fleischer

Omnibus 85

Instructions:

To make the mesh frame put pieces of wood together like a window frame and stretch the mesh taut  across the frame and staple or nail it to the wood.  

Notes:  Paper pieces or pulp soaked for a long time starts to rot and smells acidic.  Bond paper makes the best quality recycled paper, newspaper along makes a brittle paper and a mixture of ¾ bond paper and ¼ newspaper works fine.  Cornstarch, glue, or, flour added to the pulp make for a stronger paper.

Decorating Recycled Paper

  Colorants

Product suggestions: cards, picture frames, envelopes, bookmarks, boxes

How to Make Recycled Paper

1. Blend the paper pieces in a blender, use a handful of paper and fill the blender with water.  Blend first on low speed, then medium , then high.  Pour the pulp into a deep basin.  Continue until you have enough paper pulp to work with.  Ad more water to thin the mixture or vice versa as necessary.  Save some paper pieces to blend and add later to thicken mixture as needed.  Add colorant at this point if desired.

2. Dip the mesh frame down into the basin until it is submerged, then lift it out keeping the mesh level.  The pulp will stay on the top as the water drips through the mesh.  By looking at the paper on the mesh you can gauge if the paper is too thick or too thin for your purposes.  For a leaf imprint you can press a leaf onto the pulp at this time.  If you have pelón delgada, place a sheet over the paper and press out the excess water.  Lift sheets off carefully.

3. Turn the mesh over onto a  piece of pelón gruesa.  On the back of the mesh use a cloth, sponge, or anything absorbent to soak up the water from the mesh side.  Be sure to press down well around the edges and corners.  Carefully lift off the mesh, leaving the paper pulp on the pelón gruesa.  Place another piece of pelón gruesa on top sandwiching the paper pulp.  Pass the rolling pin over the pelón.  This presses out more water and takes out the mesh marks.  Turn whole pelón/paper sandwich over and pass the rolling pin on the other side.

4. Take the pelón/paper sandwich (it can be an open-faced or a closed –faced sandwich, it doesn´t matter) to your clean drying place or plastic sheet and lay it out to dry in the sun.  Put rocks in the corners to prevent the wind from folding or blowing away your paper.

5. When the paper is almost dry, leave it in the pelón and place it under the flat weight.  When the paper is almost dry, carefully separate it from the pelón.

When the paper is dry and flat. It is ready to be made into envelopes, writing paper, cards, bookmarks, boxes, picture frames, etc.  At this point it is possible to past on leaves and flowers.  

Activity Name: 

Straw Artesanias for Export

(Panama Hats, placemats, coasters, napkin rings)

Ingredients/Materials Needed:

Crafts: (straw)

Paper tags


Estimated Cost of Materials:

$0.35 for straw to make one hat 

$0.10-0.20 for one of the other objects

$0.80 for six color tags

Recommended Human Resources:

Established women’s group

Establish strong inter-PCV connections

Use e-mail to communicate the product as much as possible

Local collaborator who has a basic grasp of English (business English)

Recommended Natural Resources:

Steady and consistent supply of high-quality straw 

Get more info in this area from Jeremy and Megan


Estimated Time:

10 hours of labor per hat (but the activity can be done simultaneously with other chores such as grazing animals, walking etc.)

Requires one month to ship package from site to U.S. sales

Estimated Price and Profit Margin:

Hats

Sold at $5.00/hat

Minus $0.75 shipping

           $0.40 cost of materials

Profit of $3.85/ hat

Placemats (Set of 4)

Sold at $8.00

Minus $1.00 shipping

           $1.00 cost of materials

Profit of $6.00/set

Napkin Rings and Coasters (2 of each in a set)

Sold at $4.00

Minus $0.30 shipping (when shipped in aggregate)

           $0.40 cost of material

Profit of $3.30/set

Where/what is the market? Who are the customers?

Volunteers during PCV events

Garden shops in the U.S.

Resorts/hotels within U.S. and Ecuador

Tourist outlets

Potential Benefits of Activity:

Increased income to women who make products and their families.

Boosting self-worth and esteem

Strengthens group, leads to increased collaboration in the community


Potential Challenges of Activity:

Quality control- elect a group within the group to monitor quality; determine a quality scale and reward women more for higher-quality products

Language barriers- find a go-between who speaks and writes English

Laws- for large-scale exporting, look into export laws and licensing


Collaborating Organizations/Sponsors/Resources to Take Advantage of:

The Andean Partnership

www.andean_partnership.com
P.O. Box 11-426
Chicago, IL 60611

Jeremy and Megan Lee (HE 86)

Jjlee10@hotmail.com
pcvmeglee@hotmail.com
Instructions:

Start small and work with a united, organized group. Show samples in order to get a feel for the market and demand that is out there. Network here and at home. Encourage women to be creative and try new designs.

COSMETICS: Before you Begin

PCV Suggestions:

PCV Grace Bell gracebell@hotmail.com recommends putting the ingredients on the packaging because her customers wanted this.  Grace also had problems encouraging the women in her community to sell the product; instead, they would consume it themselves or give it away to friends or family.  

PCV Emily Howells emilyhowells@yahoo.com writes that her greatest challenge was coming up with the capital to purchase the ingredients, containers, labels, and equipment necessary to make the products.  She used a SPA grant to help her group get started.  Emily’s advice to other PCVs making cosmetic products is to “start small and basic.”  Do not try to make all of the different products with all kinds of medicinal plants at first.  She bought her products from a chemist in Cuenca, the containers from a supplier near Guayaquil, and her labels from a graphic designer at the iimprenta at FEPP in Quito.  Invest in cool packaging and labels to enhance your profit margin and appeal to a broader market!

PCV Vicki Bangert vbangert@hotmail.com successfully made a lot of cosmetic products in her site.  She recommends making the bathroom disinfectant above other products, however, because it is one of the simplest to make while also having one of the highest profit margins.  Vicki also recommends using Vitamin E to increase the value of products.  She writes, “People seemed to think that was the cure-all to everything even though we only used about 5 grams of it.”  If you add natural ingredients such as manzanilla, you may increase your profit margin significantly.

Chemical Stores:

You can purchase all your chemicals and equipment at the following chemical stores.

-AMBATO: Casa de Quimica.  Phone #03-2823683.  Ask to speak to the ingeniero that works there.  Avenida Cevallos #1108 and Eloy Alfaro.  Frente del Mercado Modelo.  Second Floor.  Open from 9-7.

-QUITO: Casa del Quimico.  Avenida America 721 y Asuncion.  Casilla 17-03-404.  Phone #022-503-428 or #022-503-475.

-CUENCA: Freire Majia.  Vega Munoz 2-35 y Tomas Ordonez.  Phone #07-827-960. 

Labeling Companies:

You can print labels in any “imprenta” or graphic design printing house.

-QUITO: An inexpensive place to try is FEPP.  PCV Emily Howells printer her labels here.  Address: Mallorca #24275 y Coruna (cerca de la oficina anterior del Cuerpo de Paz).  Phone #022-554-727 or #022-554-741.

-Also in Quito, you can buy containers at Fadesa.  Phone #022-267-8688.

-GUAYAQUIL: Buy containers at Fadesa.  Phone #042-492-929 or #042-445-266.

-CUENCA: There is an FEPP here too.  It is an organization that helps campesinos produce agricultural products, among other things.  They helped Emily Howells as a favor toward her community.

Note: Los labels o “etiquetas” deben mostrar la siguiente informacion:

·  Marca del producto

· Ingredientes con los que fue elaborado el producto

· Fecha de caducidad, o sea hasta que fecha puede el producto durar

· La empresa responsible de la produccion del producto, anotando la direccion y si es possible el telefono

· Codigo de barras, en caso de ser possible, esto es un numero de identificacion del producto y se lo anota usando barras

· Registro sanitario, es es que lo tienen

Activity Name: Aloe Shampoo

Ingredients/Materials Needed:


*Note: Do not use your shampoo making materials to cook or store food.

-A large bowl or bucket (plastic is fine)

-Large wooden spoon

-Plastic cups—7 oz size

-Plastic spoons

-Strainer (only if you are making aloe or anti-dandruff shampoo)

-1 Liter of boiled or purified water that is now room temperature

-1 Liter containers for storing shampoo

-120 g. of texapon (looks like Vaseline)

-15 g. of comperland (looks like butter)

-25 g. of sodium chloride (salt)

-30 g. of Euperlan (white liquid)

-10 cc of ceptiol HE (clear liquid in the larger bag)

-800 cc of purified water

-10 drops of Bronidox or preservative (smallest bag)

-10 drops of aroma

-2 aloe leaves

-OPTIONAL: Vitamin E, lanolina (for dry hair), colajino (for greasy hair), pantinol (for color treated hair).  Add these after the Euperlan in the procedure.  You must melt these in a bano Maria first if they are not in liquid form.

(In Casa de Quimica in Ambato ask for Shampoo Formula #3.)

Estimated Price and Profit Margin:

-It costs around $1.50 to make one liter of shampoo.  The price averages $3.00 per liter.

Potential Challenges of Activity:


-This activity is more complicated than making conditioner or disinfectant.


-Relatively high initial costs

Instructions:

*Note: Order is very important.

1. Put the texapon in a bowl or bucket and mix well with the wooden spoon until it is a creamy white.

2. (This step works best with two people.) While mixing the texapon, mix the salt into a 7 oz cup of boiled water using plastic spoon.  Mix until fully dissolved but DO NOT add this to your bucket yet.

3. Melt the comperland until it becomes a liquid in a  bano Maria and mix into the bucket with the texapon.  Mix well.

4. Pour the salt water mixture into your bucket little by little.  Continue to mix.

5. Add 3 more 7 oz cups of water little by little to the bucket mixture.  Stir until creamy.  You can make your shampoo a little thinner by adding a little more water.

6. Add the Euperlan to the mixture and stir well.

7. Add your aloe mixture (see below for details) using a strainer to get out large chunks.  Continue to mix.

8. Add ½ ounce of aroma (lanolina, fantasia, bouquet, or any others that you like).  Mix well.

9. Add ceptiol and mix.

10. Finally, add the preservative and mix.  

11. You must leave the shampoo in the bucket for 24 hours before transferring to any container or using it.  Cover bucket with a towel to prevent dust from entering.

ALOE MIXTURE: Blend the same day that you make the shampoo

1. Two aloe leaves work best.  Do not peel off the outer leaf.

2. Cut off the spines.

3. Wash with purified water.

4. Cut into small pieces.

5. Using a blender, blend the aloe without using water (this will not damage a blender).

6. You need about ½-1 7 oz cup of “aloe juice”

To Make Other Shampoos:

If you want to make other shampoos like manzanilla (for light hair), ortiga (to prevent hair loss, romero (for dark hair), make a tea with the plant using 1 liter of water.  Let the water cool.  Use this tea in place of the water used to mix the salt and the 3 cups that follow afterward (directions #3, 4, and 5).  You should skip direction #7 because you will not be adding the aloe mixture.  To make anti-dandruff shampoo, blend celery with a little water (to fill ½ a 7 oz cup) and use this instead of aloe in direction #7.

Activity Name: Rinse/Conditioner

Ingredients/Materials Needed:

*Note: You can use the same supplies that were used to make the shampoo as long as you make sure to wash them with boiled water before reusing.

-A large bowl/bucket

-Plastic Spoon

-Dye or color (optional)

-Funnel (to pour liquid into container)

-1 Liter container


-30 g. of alcohol cetilico (white pellets)

-30 cc of Propilenglicol (clear liquid—no foam when you shake it)

-30 cc of Dehyquart A (clear liquid that foams/bubbles)

-1 Liter of purified water

-Dye/Aroma

-Optional: Vitamin E

(In Casa de Quimica in Ambato ask for formula de rinse.)


Estimated Price and Profit Margin:


-The price is around $1.00 to make this rinse.  You can sell it for $3.00.

Potential Benefits of Activity:


-This activity is both simpler and less time consuming than shampoo making.

Instructions:

*Note: Order is very important.

1. Melt the alcohol cetilico (white pellets) into a liquid, but DO NOT add this to your bowl yet.

2. Put 1 liter of hot boiled water into the bowl.  Add the Propilenglicol (no foam).  Mix rapidly with a plastic spoon.

3. Next, put the melted alcohol cetilico in the mixture and stir.

4. Add the Dehyquart A and mix.

5. Finally, put in Vitamin E, aroma, and 2 drops of dye.

Use a funnel to transfer the conditioner to a container while it is still hot—do not tap or cover the container until the mixture cools.  It will thicken as it cools.

Activity Name: Medicinal Plant Balms (Salves)

FAMAS from Shagalpud, Cañar

Ingredients/Materials Needed:

Ingredients: Beeswax, soybean oil (or other kind of vegetable oil), medicinal plants.

Materials:  Stove, pot for boiling water, container for baño maria, wooden spoon, strainer, pitcher to poor balm into containers, containers and labels.


Estimated Cost of Materials:

The production of 100 balms costs about $75 (labor hours included)

Recommended Human Resources:

Naturalist stores for medicinal plant qualities.

Recommended Natural Resources:

Vegetable oils, medicinal plants that smell good.

Estimated Time:

3-4 hours

Estimated Price and Profit Margin:

$1.00/balms, 25% profit margin

Where/what is the market? Who are the customers?

Naturalist stores in cities, word-of-mouth, markets in the campo (where natural medicine is the preferred health care) 

Potential Benefits of Activity:

Starting a small business has taught the women’s group many lifelong skills in budgeting, organizing their time and priorities, and marketing their product to customers and store owners.  Their confidence and self-esteem has grown exponentially as they sell a product that they have made themselves with medicinal plants for which they know the curative properties.  The small business has empowered the women, most of whom are single with husbands and ex-husbands in the States, to realize their potential and their ability to make money and have hope for a future in a developing country.


Potential Challenges of Activity:

Challenges have included finding money for start-up costs and budgeting costs with the money available.  From my experience, future planning and budgeting for a business hasn’t come naturally to the women.  When there is money, there is the impulse to spend it right away or to accept material or services from other NGO’s at any cost.  So the challenge for me has been to overcome the women’s impulses of making business decisions based on emotion and to give the women the confidence to keep the women’s group autonomous.  
Once the group began to think ahead, budget their time and money, and recognize themselves as an independent entity, it was incredibly rewarding.

Collaborating Organizations/Sponsors/Resources to Take Advantage of:

FEPP (out of Cuenca), FENOCIN (Cuenca), PLAN INTERNACIONAL (Azogues)

Other Resources:  Prefectos, Alcaldes, Pro-women organizations, SPA Grant from Peace Corps

PCV Anecdotes:

It has been amazing to watch these women grow throughout the development of this small business.  At first they thought they couldn’t do anything on their own.  By the end, the women have bought a piece of land to build a new Casa de la Mujer, all of the women and their daughters now sport their bright pink women’s group t-shirt at all of the market days, and they even had the opportunity to give some of the products personally to the President of Ecuador for which Piedad, the president of the women’s group, received a kiss on the cheek!  They’ve come a long way!!

Instructions:

1. Heat water to boiling

2. In a non-breakable glass container, melt beeswax in vegetable oil.

3. Once beeswax is melted, add clean medicinal plants and cover.

4. Boil for two hours.

5. While hot, strain Mixture and pour into containers.

To contact:

Ies Guallpa at gumeisj@hotmail.com  or call 07-2-290-232

She can help with the exact quantities and costs of ingredients.

Activity Name:  Production and selling of Organic Coffee

Ingredients/Materials Needed:

Coffee

Bags made from cabuya

Plastic bags

Labels 

Packaging for Delivery
Estimated Cost of Materials:

Coffee - $0.52/lb

Bag of cabuya - $0.30 each

Plastic Bag - $0.01

Label - $0.08 each

Packaging - $0.04 / bag

Total estimated cost of materials=  $0.95

Recommended Human Resources:

Administrator, Secretary, Technical Specialists (both Agricultural specialist and roaster), Accountant

Recommended Natural Resources:

Coffee, trees to provide shade, organic matierials for fertilizers and insecticides, cabuya


Estimated Time:

3 years for  1 plant to produce from time of planting, 2 months for harvesting, 2 days for processing of coffee (primarily coffee selection and harvesting)

Estimated Price and Profit Margin:

Estimated price for 1 lb bag is $2.00 = $1.05 estimated profit per pound of coffee sold

(This is the profit from the sale of the coffee and that after expenses are paid for salaries, office space, matierials , that the project barely breaks even.)

Where/what is the market? Who are the customers?

The national market is primarily Quito, Otavalo, Ibarra and Cotacotchi.  Internationally they export a little to the US and Europe.  The customers are primarily tourist and people of the bigger cities of Ecuador who have more disposable income and more knowledge of the benefits of organic products.  The market in the campo of Ecuador is virtually non-existant, as people would be unwillin gto pay more for quality.

Potential Benefits of Activity:

The activity offers environemntal benefits as it doesn’t use chemicals and helps with the convservation of the soils.  

Economic benefits as it helps imporve the incomes of the people of the region and offers more jobs/opportunities.  

Social benefits as it imporves the standard of lving and less people leave for the cities to look for work.

Potential Challenges of Activity:

Finding new, sustainable markets. 

Diversification of producs.

Increasing the overall value and profit margin of the product.

Collaborating Organizations/Sponsors/Resources to Take Advantage of:

CORECAF (Corporacion Ecuadortiana de Cafetaleros

CORPEI (Corporacion de promocion de exportaciones e inversiones)

Municipios

PCV Anecdotes:

I think one thing they need to look at is lowering costs of materials.  They are looking at using a differentl type of bag which is cheaper.  The cabuya bag they use now has two advantages:  1.  The apperance.  It is nice and appelas to tourists.  2.  The bag is produced by a local women’s group; thus providing more opportunities in the community.  But the bag is expensive and is not resslable to keep coffee fresh and has a tendency to break.  Perhad they could keep this bag and find a new bag, just reduce the quantity produced in the cabuya bag.  Also, when first arrived, they were really gung ho about me looking for more markets for exportation.  But they want to export roasted cofee, which is a very difficulty thing.  I think they need to focus more one national markets for the time being.  With there limitations as far as communication and transportation, national markets are much easier for developing a sustainable relationship.  And they also export coffee for the same price, so there is no economic advantage.  Also, I think there is more of a market in Quito and larger cities as they tend to think.  They want me to contact business in thesates, why no contact businesses in Quito first?

Contact:

Chad Weigand

cweigand99@hotmail.com
Activity Name: Oatmeal Cookies

Ingredients/Materials Needed:

-See the Oatmeal cookie recipe in Buen Provecho: Joy of Cooking Oatmeal Cookies

Recommended Natural Resources:


-Small Stores where cookies might be sold


-Nearby School could be an advantage

Estimated Price and Profit Margin:


-Each batch of 48 cookies can generate $2.50 in profit

Where/what is the market? Who are the customers?


-Children are more likely to purchase cookies than adults

Potential Benefits of Activity:


-Very easy.

Potential Challenges of Activity:


-Some Ecuadoreans think the cookies are too sweet


-Have to take into consideration the cost of the gas consumed during baking

PCV Anecdotes:

1. PCV David Wilsey: dswecuador@hotmail.com writes:

Three sisters in El Paso contacted me after I completed a series of business charlas in their community.  They were interested in beginning some small projects with the goal of generating some income out of their house.  Their house already had a tienda, and they were limited to activities that could be done without leaving the premise.  The house neighbors a school and the children in the community come regularly to the tienda to buy candy and other treats.


We decided that the children would be a good market, and decided that cookies might be something that would sell.  The following week we met to do a feasibility study and to bake a sample batch of cookies to try out with the kids.  Both the women and the kids liked the cookies, and they decided that the economics were good enough to give the project a try.  Last heard they are selling the cookies individually a few days each week to the kids.  Each batch of 48 cookies generates about $2.50 in profit (depending on the price they settle on).

Instructions:


-See Buen Provecho’s Oatmeal Cookies Recipe


-Note high altitude adjustments:



*Add 3-4 tbsp extra flour for every 1 cup of flour



*Reduce sugar by 2 tbsp for every 1 cup of sugar

-Chocolate represents the costliest ingredient.  Try crushing the giant Nestle candy bars for chocolate chips.


-Cook slow and low or risk burning

Activity Name: Goat Cheese

Ingredients/Materials Needed:

(Para producir un kilo de queso)

-8 litros de leche de cabra

-Cuajo

-Moldes

Estimated Price and Profit Margin:
This depends on whether you have goat milk in your site or not.  A liter of goat milk can be purchased for 30 cents. 

PCV Anecdotes:

PCV Reyman Lugo reyecuador@hotmail.com says that making goat cheese is as easy as making regular campo cheese… as long as you have a substantial supply of goat milk in your site.  Reyman says that in a site called Zapotillo there are some girls who produce creamy goat cheese, which they sell in Quito for $5/kilo.  He would be happy to do a technical exchange in your site to help you get started.  He also mentions that the cheese-making season in his site is during the winter (January-April).

Instructions:

*Note: This is the same process you use to make campo cheese.

1. Se hierve bien la leche.

2. Se le anade el cuajo.

3. Se separa el cuajo de queso.

Se ponen en moldes y ya esta.

ACTIVITY: LLAMA JERKY

Ingredients/Materials Needed:

-Llama Meat or other Meat 

(*NOTE: 3 lbs of meat only makes 16-18 ounces of jerky! This is why jerky tends to be expensive.)

-Cookie Sheet

-Oven or Food Dehydrator

-Refrigerator or Cold Climate

-Jerky Marinade:


-2/3 cup Worcestershire sauce


-2/3 cup Soy Sauce


-1 tsp black pepper


-1 tsp garlic powder


-1 tsp onion powder

Recommended Natural Resources:


-Fresh Meat Source


-Cool Climate or Refrigerator

Estimated Time:

-40 consecutive hours necessary for marinating (6 hours), Cooking (5 hours), Drying (a few hours), and Curing (24 hours)

Where/what is the market? Who are the customers?


-Truck/Bus Drivers on Long Trips

-Tourists: backpackers shopping for a snack as well as tourists looking for a funky food souvenir to take back home


-Indigenous Sierrans

Potential Benefits of Activity:


-Relatively Easy Activity if one has the proper equipment and ingredients

-This is a new product in Ecuador, but it takes advantage of local resources and tastes

Potential Challenges of Activity:


-Product might be difficult to sell because it is new

-Jerky tends to be expensive because a lot of meat makes just a little jerky.  Will your customers pay the price you set?

Collaborating Organizations/Sponsors/Resources to Take Advantage of:

-Jerky Maker Kit and Marinades may be purchased online at www.ovenjerky maker.com

-Check out www.fabulousfoods.com/recipes/misc/jerky.html for more jerky recipes and instructions

PCV Anecdotes:

Although no PCV in Ecuador has attempted to make llama jerky, it is a project that Peace Corps Bolivia does.

Instructions:

1. Slice the meat.  You may use beef, llama, or turkey meat.  Slightly freezing the meat will make cutting the meat easier.  Slices should be no more than ¼” thick and 1 ¼” wide for best results.  The thinner the slices, the shorter the cooking time.

2. Make the marinade.  For 3 lbs of meat, which makes only 16-18 ounces of jerky, mix:

-2/3 Cup Worcestershire Sauce

-2/3 Cup Soy Sauce

-1 tsp black pepper

-1 tsp garlic powder

-1 tsp onion powder

(Optional Ingredients: sesame seeds, crushed pepper flakes)

3. Marinate the meat slices for 6 hours in the refrigerator in the marinade.  Marinating in a high sodium content will draw out the moisture and blood in the meat.

4. Place aluminum foil along bottom of oven to protect oven from fat drippings.

5. Spread out meat slices on cookie sheet.  Set oven at the lowest possible temperature.  Leave oven door slightly open.  The jerky should be ready in about 5 hours depending on how thick the meat is sliced.

6. Allow to cool to room temperature.  If the jerky is chalky or brittle, it is dried too long.  If it is too limp, it hasn’t dried long enough.

If possible, allow jerky to cure for 24 hours after drying—it will taste better.
Activity Name:  Mushroom Project

El Chaco, Napo

Ingredients/Materials Needed:

Dry Sawdust…from carpenters shop…Acerine Seco

Feed for pigs in dust form…Aflecho de trigo (Chancho)

Calcium Powder…Carbonato de Calcio

Oyster Mushroom Seels

Bags

PVC piping, cut in 1 ½ inch sections

Greenhouse…invernadero

Rubber bands…ligas

Cloth balls…bolas de trapo

Alcohol…alcol

Spoons…cuchara

Clorox…cloro

Firewood…leña

Gas tank…tanques

Cardboard boxes…cartones

Rags…trapo

Room the is VERY airtight

Aluminum Foil


Estimated Cost of Materials:

1 Planting per month

Seeds…………………………….(for 1 jar) ………………………… $1.50                                                                                                        

Good for 20 bags per planting..plants 500 bags……………………x25 bags

                                                                                           …………...$37.50

3 Workers for 3 days  (working from 8am-6pm)…………………+$200

1 camioneta to deliver sawdust and balanceado……………………+$80

Total cost of project (after initial cost of materials) ………………$317.50 / month 

Recommended Human Resources:

People delivering delivering materials (sawdust, balanceado, seeds)

Workers…3 people, 3 days a week

Recommended Natural Resources:

Balanceado for Pigs…Afrecho

Sawdust…Acerine


Estimated Time:

Every month plant 500 bags

Every bag produces 1 lb of mushrooms

Plant time…3 days for 3 people…8am-6pm

Harvest every day…depending which bags have produced

Sell fresh mushrooms every 15 days

For drying mushrooms…dry mushrooms that haven’t sold

Estimated Price and Profit Margin:

Fresh mushrooms sell for……..$1 per 1 pound

Dry mushrooms sell for ………$0.60 per bag 25 grams

Fresh mushrooms in Quito….$2.50 per 1 pound

Dry mushrooms in Quito……$0.80 per bag 25 grams

Mushrooms are sold in El Chaco every 15 days.

Sell fresh mushrooms 3 times (approx. in Quito (10-12 pounds)

Only a $0.20 profit in Quito because must to to a middleman to sell

Where/what is the market? Who are the customers?

Selling in local neighborhoods in El Chaco

Selling to hotels in Quito

Suggested ideas…Papallacta (tourist place), Tena, Baeza, Market in El Chaco, Riobamba (have family there)

Problems with contacts/selling:  Transportation, people to travel with mushrooms, people are not used to eating mushrooms, isolation of community…far from Quito and other markets

Potential Benefits of Activity:

Had contacts in Quito before starting

Regular work….better than no work

Makes abono with old bags and scraps of mushrooms

Feeds pigs


Potential Challenges of Activity:

Little money for hard work

Finding sawdust…only sometimes available

Getting seeds to plant….sent from Quito

Started drying mushrooms so as not to lose money from fresh mushrooms


Collaborating Organizations/Sponsors/Resources to Take Advantage of:

Rumicochi Organizations…Taught process and supplies seeds.  Offers charlas to learn more.

SPA Grant, Peace Corps…to build the laboratory.

Anecdotes:

From Señora Gladys…who started the prject.

“I always said that when Brooks Stanfield leaves (RPCV)I probably won’t plant anymore, but after I learned everything, I still do it.  He made me.  It is worth the work and my husband is quitting his job to help with the production.  It is a little bit easier work than before.  Does it rain/shine!!”


After starting the mushroom project, the family also started wormbeds to sell abon.

IN order to start the mushroom project, the family had to give up gardens, pigs and cuyes.

Come Visit!!!
Activity Name: Bathroom Disinfectant

Ingredients/Materials Needed:


*Note: Do not store or cook food with the following materials

-Large Bowl or Bucket


-Large Wooden Spoon

-20 cc of amonio cuaternario (clear, small bag)

-60 cc nonilfenol (clear, big bag)

-5 g. cellocise (anti-bacterial, preservative—a white powder)

-dye, aroma (1/4 ounce per liter)

-1 liter of purified water

(In Casa de Quimica in Ambato, you can ask for disenfectante para el bano, and it will all come measured out for you.  You can also purchase aromas such as pine, strawberry, apple, or any other scent that you like.)
Estimated Price and Profit Margin:


-Costs less than $0.60 to make and can be sold for $1.50 to $2.00.

Where/what is the market? Who are the customers?

-The major market includes friends and families.

-A few communities sell their products in local stores.  In one case, a woman sells in the Pelileo market near Ambato. 

Potential Benefits of Activity:

-Even if community members do not sell these products, it is cheaper to make the products for self-consumption than it is to purchase the products elsewhere.
PCV Anecdotes:

-PCV Vicki Bangert says that of all the cosmetic products one can make, disinfectant is probably the best project because it requires few ingredients, is inexpensive to make, and makes a really good profit when sold by the gallon.

Instructions:

1. Pour 1 liter of water into the bucket.

2. Put the amonio cuaternario in the water and mix for 5 minutes, mixing rapidly.

3. Add the nonilfenol.  Mix for 15 minutes.

Finally, add the cellocise and mix rapidly for another 15 minutes.

Activity Name: Dish Soap

Ingredients/Materials Needed:

-Large bucket/bowl

-Large wooden spoon

-65 g. of texapon N-70 (white, gel-like)

-35 g. of texapon ASP-100 (gold color)

-25 g. of sodium chloride (salt)

-1000 cc of purified water (cool)

-5 g. of Poliquarth H-81 (yellowish color)

-10 g. of Glicerina (clear liquid)

-2 g. of Vitamin E (yellow liquid, but thicker)

-2 to 3 drops of aroma (lemon works well)

-20 drops of Bronidox (clear liquid, small bag)


(In Casa de Quimica in Ambato you can ask for formula de jabon lava vallijas.)

Estimated Cost of Materials:

$0.95/litro.  Aroma se vende aparte ($1.23/onza.  1 onza=450 gotas).  Colorante cuesta $0.15/litro.

Estimated Time:

1 hour to make.  Must sit for 12 hours afteward.

Estimated Price and Profit Margin:

$2.00-$3.00/liter.  As with all cosmetic items, you must calculate the cost of the label (approx. $0.25), transportation, and bottle ($0.25-0.35).  

Potential Challenges of Activity:

There might not be a good market for this product since dish soap is easy to find and cheap in Ecuador.

Instructions:

1. Put both texapons in the bucket and mix until it becomes a white cream.

2. In a plastic 7 oz cup, mix a cup of water and the salt.  Pour in little by little.

3. Add 4 more cups of water (5 in all), little by little.

4. Add Poliquarth, glicerina, vitamin E, aroma, and then Bromidox in that order.

Leave the mixture in the bucket for 12 hours before transferring to a container.

Activity Name: General Soap

Ingredients/Materials Needed:

-2 recipientes de plastico

-1 Olla de acero inoxidable o de porceloana (no de aluminio!)

-1 Cuchara larga de plastico o de acero inoxidable

-Termometro para temperatures altas

-Balanza (una digital sera preferable)

-Moldes con diferentes formas (no de aluminio!)

-Guantes

-Gafas o algo para proteger los ojos

-Cualquier tipo de grasa, sebo, aceite, o manteca

-Lejia (sera major si usa la marca “Sello Rojo”  que venden en las ferreterias)

-Agua (si quiere hacer jabones chinchosos puede usar la hierba luisa)

-Colorantes

-Esencias

Estimated Time:

-1 to 2 days to make the soap.  Must wait 3 weeks before it is usable.

Estimated Price and Profit Margin:

-Depends on the fat and lye you have available.  

Where/what is the market? Who are the customers?

-Local people who want to try homemade soap.

Potential Challenges of Activity:

-Teaching others how to calculate the ratios for ingredients.

-Staying safe while using lye.

-Getting the soap to smell good with different types of fat.

-Finding the fat in the first place.

-Encouraging people to continue to make the soap.

-Marketing the soap beyond friends and family.


Collaborating Organizations/Sponsors/Resources to Take Advantage of:

http://www.soapcrafters.com/makebase.html
http://members.aol.com/oelaineo/sapchart.html
http://members.aol.com/oelaineo/directions.html
http://www.allsands.com/HowTo/makesoap_txu_gn.html
http://www.teachsoap.com/mp.html
http://www.teachsoap.com/colorants.html
http://www.colebrothers.com/soap/molds.html
http://www.colebrothers.com/soap/scratch.html
Activity Name: Liquid Hand Soap

Ingredients/Materials Needed:

-80 gramos de Texapon N-70

-20 gramos de Comperlan

-10 gramos de Lanolina Hidrosoluble

-20 gramos de Cloruro de Sodio (sal)

-1,000 CC de agua destilada o hervida fria

-10 gramos de Glicerina

-10 CC de Cetiol

-20 gotas de Aroma

-10 gotas de Bronidox

*Note: This is called Jabon Liquido de Tocador in Spanish.

Estimated Cost of Materials:

$0.90/litro.  Se vende la aroma aparte.

Estimated Time:

45 minutes to make.  Must sit 12 hours afterward.

Estimated Price and Profit Margin:

$2.00-$3.00/liter.  As with all cosmetic items, you must calculate the cost of the label (approx. $0.25), transportation, and bottle ($0.25-0.35).  
Potential Challenges of Activity:

There might not be a large market for this product.
Instructions:

4. En un recipiente con capacidad para 2 litros, incorporar 80 gramos de Texapon N-70, con el Comperlan y la lanolina previamento diluido a bano Maria agitando aproximadamente 3 minutos hasta obtener una crema tipo Chantilly.

5. Seguidamente anadir el agua sal, poco a poco.  Seguir batiendo hasta hallar una crema homogenea.

6. A continuacion anadir la cantidad restante del agua (800 CC) igual poco a poco, seguir batiendo hasta conseguir una mezcla homogenea y viscose.

7. Luego agregamos 10 gramos de Glicerina, batir por 3 minutos.

8. Incorporar 10 cc de Cetiol.  Batir moderamente.

9. Poner 20 gotas de aroma.  Seguir batiendo.

10. Finalmente incorporar 10 gotas de Bronidox (preservante) y batir vigorosamente por 3 meses.

Una vez terminada la preparacion, dejar reposar por 12 horas.  Luego, envasar.

Activity Name: 

Beauty Salon

Ingredients/Materials Needed:

Available location/site in community for the salon

Beauty materials: scissors, hairdryers, nail polish, makeup, chairs, mirrors
Estimated Cost of Materials:

TBD on where they are bought and what quality of materials you are looking for. (Estimate $200)

Beauty School training for employees ($500/yr./person)

Beauty Shop sign ($30)

Overall: $730
Recommended Human Resources:

Certification of employees with a licensed beauty school (this will help increase profit margins substantially and lead to sustainability) 

A  formed women’s group or group of women (or men) who have already taken on joint financial responsibility in a previous financial venture (i.e. worked with a successful community bank)

Recommended Natural Resources:

Natural Beauty Products (reference Cosmetics Section of this manual)


Estimated Time:

One year + 

Estimated Price and Profit Margin:

100% profit on beauty products sold

need pricing info on services: haircuts etc.
Where/what is the market? Who are the customers?

Depending on the size and location of site, you market can range from your entire site (for those more isolated), to a select group of regular customers
Potential Benefits of Activity:

Provide women in your site with a skill that they are able to use anywhere in the country. It is also an empowering and sustainable activity that can be developed further than the initial planning, if the participants so desire. 


Potential Challenges of Activity:

Community interest is necessary

Takes a significant amount of time to get off the ground.

Heavy financial investment at the get-go

PCV Anecdotes:

Contact Jaimie Stafford (Ag 85) at jaimie66@hotmail.com
Activity Name: 

Tourism

Estimated Cost of Materials:

Starting costs were covered by local people interested in starting small businesses.  The 2 women who started the restaurant and hostel invested their own money since they will be the beneficiaries.  The Hostel had to buy beds, mattresses, sheets, towels etc.  Restaurant needed to buy dishes, silverware, tables, chairs, glasses, industrial cocineta etc. It is easier if you can find someone who has a few of these things or already has the space for a small business.  I have heard of other projects that the community gets the profit from these services therefore the investment was from Grants or something.  You will need to judge what is best for your situation.  Promotion costs can be minimal if you are creative.
Recommended Human Resources:

Organized group or community with strong leaders.  Mingas have been crucial in our situation in order to prepare trails with signs and bridges.  So manual labor is often needed.
Recommended Natural Resources:

Unique tourist destination or attractions (nature or cultural)

Estimated Time:

Usually these projects have 3-5 year plasa. Our writen proposal took up to 4 months to get done.  Everything moves pretty slowly as this idea is drastic to the local people. 

Estimated Price and Profit Margin:

Our locally run restaurant charges $1.50 for almuerzos and the hostel charges $5 a night per person.  Guides get paid about $10-$15 per day depending on the group size.  They will be renting out horses, tents and rubber boots but we do not have the prices set yet.
Where/what is the market? Who are the customers?

Regionally Ecuadorian families from the city enjoy a campo afternoon or weekend.  This depends on your location and attractions.  International tourists such as back packers are interested in doing a cultural adventure of the gringo trail and they have been our target more than local market due to our focus on HIKING. Families and young travelors are the most common customers.
Potential Benefits of Activity:

Increase number of jobs for rural community members and therefore better income and lifestyle.  Protection of natural resources by increasing local peoples awareness and value in native culture and surroundings. 


Potential Challenges of Activity:

Participation can be hard at times because the people do not see direct benefits for themselves quickly.  The results come long after hard work.  Often it is necessary to write up written project proposals defining goals and activities used to apply for funding etc.  Although challenging, it is important to do this together with community members involved in the planning.  It will take longer because everyone has different ideas and expectations.  It is important to have a clear vision and realistic time line in your project proposal. We also had challenges working with government agencies such as Municipios and Minesterio de Turismo due to delays.  They have lots to offer but you need patience.

Collaborating Organizations/Sponsors/Resources to Take Advantage of:

FEPP

 Minesterio de Turismo

Municipios

 Community Bank

 South American Explorers Club

Travel agencies and other NGO's. 
PCV Anecdotes:

A neighboring project did promotion before organizing the community plan about receiving tourists and had a large group arrive whom they could not manage.  I recommend being fairly ready before inviting visitors.

Instructions:

To get started make a list of attractions your area can offer that is original, something different from other tourist spots near by.  Ask some key questions like...are the attractions accessible?  What needs to be done to prepare the site for visitors?   Is the community interested?  What outcomes do you want from a tourism project in your site?  Is the project feasible?   Call together some community leaders or meet with an organized, interested group to discuss the idea and if 

accepted make a plan of action

Other Income Generation Ideas that have not been put to Test
Activity Name: Anti-wrinkle Cream

Ingredients/Materials Needed:

-260 grs. Dehymuls K.

-160 cc Cetiol V

-150 Cera de abeja

-350 grs. Vaselina Blanca

-30 grs Nutrilam

-100 grs Aceite de oliva

-Unas goats de Aromatizante

Instructions:

11. Liquidar a fuego indirecto todos los components que indica la formula sin invertir su orden.

12. Si se desea colorear y aromatizar, agregar al primer paso la cantidad a discrecion.

Retirar del luego indirecto y remover moderadamente hasta el envase.

Activity Name: Facial Blush

Ingredients/Materials Needed:

-3 medium carrots

-1/2 beet

-muslin bag or cheesecloth or juicer

-6 tablespoons cornstarch

-flat dish or pan

-blender

Instructions:

13. Finely chop carrots and beet.  

14. Place in a muslin bag and squeeze to obtain the juice, or use a juicer.

15. Add the juice to 6 tablespoons cornstarch and mix well.

16. Spread in a flat dish or pan and dry in the sun or in a very warm oven, stirring occasionally until a dry powder is formed.

17. Blend in a blender, if necessary, to get a fine powder with no lumps.  This produces a pretty tinted powder.

18. If you prefer a blush, increase amount of beets and decrease amount of carrots.

Activity Name: Fruit Cleansing Cream

Ingredients/Materials Needed:

-2 tablespoons fruit juice, strained (strawberry, cucumber, or citrus)

-1/8 teaspoon borax

-6 tablespoons coconut oil or vegetable shortening

Instructions:

1. Dissolve borax in hot fruit juice and add to oil or melted shortening.

Beat until cool and creamy.

2. Beat until cool and creamy

Activity Name: Toothpaste

Ingredients/Materials Needed:

-1/4 cup baking soda

-1 tablespoon salt

-glycerin

-a few drops peppermint oil


Instructions:

1. Combine baking soda and salt.

2. Add enough glycerin to make a paste.

Add a few drops of peppermint oil.

Activity Name: Hand Cream

Ingredients/Materials Needed:

-1 cup flaked stearic acid

-12 ounces glycerin

-1/2 ounce paraffin wax

-1/2 ounce ammonia (not soapy ammonia)

-1/4 teaspoon powdered borax

-2 cups distilled water

Instructions:

1. Place stearic acid, glycerin, and wax in an enamel or glass double boiler.

2. When stearic acid is dissolved, add ammonia and beat with mixer until milky.

3. Dissolve borax in warm distilled water (water must be warm to prevent wax from setting).

4. Combine both mixtures and continue beating until white and creamy.

Coloring and cologne may be added, if desired.

Activity Name: Hand/Body Cream

Ingredients/Materials Needed:

-3/4 cup apricot or almond oil (you can also substitute olive oil for extra coverage)

-1/3 cup coconut oil or cocoa butter

-1 Tsp Lanolin

-1/2 oz. grated beeswax (this must be the pure stuff—not simply beeswax melted down from candles)

Optional:

-2/3 cup rosewater (see instructions below—you need rose petals and water)

-1/2 cup aloe vera gel

-Vitamin E

-1/2 drops rose extract oil (see rose soap for instructions) or other essential oil

Instructions:

19. Melt the following ingredients together over low heat: almond or olive oil, coconut oil or cocoa butter, lanolin, and beeswax.

20. Cool to room temperature (65-72 degrees F).  Do not stir the mixture while you are cooking it, as you will be adding a few more things, and if you over stir it, it will turn into the consistency of cake icing.

21. Combine the rosewater, aloe gel, Vitamin E, and rose extract oil in separate bucket.  

22. Whip all ingredients to a smooth consistency.

23. Store in a sterile covered jar.

To Make Rose Water:

1. Boil rose petals in water for a few minutes.

2. Let steep 20 minutes.

Rose water may be used to wash face or for other purposes.

Activity Name: Community Tourism #1: Lunch and Afternoon Activities

Ingredients/Materials Needed:


-Money to print flyers, posters, or other propaganda

-Families in your communities who are willing to prepare and serve lunch to tourists in their own homes

-Telephones or some other means of communication through which tourists can schedule tours

-Some sort of organized activity in the community that might be of interest to tourists

Estimated Cost of Materials:

-$5 to photocopy basic black-and-white flyers.  But the better the propaganda, the more customers you will attract.
Recommended Natural Resources:


-Your site should be on or near the tourist track

Where/what is the market? Who are the customers?

-Tourists, obviously.  Try to incorporate travel agencies into the project by offering them a small commission for each tourist they sign up.

Potential Benefits of Activity:


-The profits can be significant if you attract tourists

Potential Challenges of Activity:

-Many tourists are part of prearranged tours.  Others already have their itineraries planned out.

-Tourists might find it difficult to communicate to you or the community to schedule a tour.  Cell phone calls are expensive.

-High tourist season is only a few months a year.

-Project might not be sustainable because in order to succeed, it needs a bilingual facilitator (you).  But once you leave….?
PCV Anecdotes:

PCV Kat Wendell: katwendell@yahoo.com writes:


I tried to initiate a community tourism project in my site: the idea was that I would bring tourists to individual homes to eat a traditional home-cooked guinea pig lunch, learn about the local cinderblock industry, and participate in after-school activities with children.  The tour would last 5 hours in total, and would cost each tourist $15, including the guinea pig lunch and transportation.  I printed out 20 flyers and posted them in various frequented locales—internet cafes, hotels, restaurants—all over Latacunga.  Tourists were asked to call my cell phone by 5 PM the day before the tour so that I could make all the necessary arrangements with the host family.  Not a single tourist called me.


There are several reasons why I believe no one called me to schedule a tour.  First, I think the price, $15, was too high.  $10 per person would be more reasonable, considering that a good cuy almuerzo with potatoes and sauce and beverage would cost about $5 per person.  Add to this transportation fees, and $10 is the minimum one could charge to make the effort worthwhile.


Second, I would make more professional advertisements.  I simply printed out a flyer with pictures of guinea pigs in black-and-white.  Although inexpensive to make, it was not eye-catching.  It would be better to invest money in professionally printed posters.  Another good idea would be to print out tiny advertisements that could be distributed to tourists.


Third, I would try to collaborate on this project with local tour agencies.  In exchange for promoting the project in their agencies, tour operators would receive a cut for each tourist they scheduled.  Also, because tour agencies often have bilingual guides, this might be a way for the project to become sustainable in the long run.   


Fourth and finally, if I were to do this project over, I would not specify guinea pig as the fixed menu.  While I previously thought that guinea pig might appeal to adventurous travelers, I now believe that the tourists should be able to specify whether they wish to eat chicken, guinea pig, or simply vegetables.  Delicious though it may be, guinea pig repulses the majority of travelers; making it the main attraction of the advertisements, as I did, was not successful.

Instructions:

1. Discuss project with families in your community.  Make a list of families that would be willing to provide lunch in their homes to tourists on short notice. 

2. Decide what phone number or means of communication tourists will use to sign up for a tour.

3. Discuss the price with the families. 

4. Design the advertisements, and have them printed professionally.  Post in prominent tourist locales around town.  

5. Collaborate with tour agencies.  Determine what their commission will be for each tourist they sign up.

6. Actively distribute flyers to tourists during high season (June-August).

If no tourists seem interested, then seek their feedback to see how you can adapt your project to make it more appealing.

Activity Name: Community Tourism #2: Curandero/Naturalist Visits

Ingredients/Materials Needed:

-A local well-respected curandero, healer, or naturalist that is eager to share his/her practices with foreigners

-Money to make advertisements
Instructions:

The idea here is basically the same as the first community tourism project in that you will take tourists on a half-day trip to visit a local curandero.  Ideally, the curandero should introduce the tourists to local herbs and healing rituals he uses.  Tourists might be delighted if the curandero performs a curing ritual on one of them.   

Activity Name: Oatmeal Rose and Honey Facial

Ingredients/Materials Needed:

*Note: Try to get roses that are not laden with pesticides.  For best results, collect scented rose petals before they fall or are removed from flower.

-Enamel saucepan

-Blender, if available

-2 and 1/8 cups scented fresh rose petals, torn up

-1/3 cup oatmeal, finely ground

-4 teaspoons honey

Estimated Time:

-1/2 day

Estimated Price and Profit Margin:

-All ingredients cost under $1.  If you charge for services, profit could be significant.

Where/what is the market? Who are the customers?

-Women interested in being pampered.  Maybe local naturalist shops.

Potential Benefits of Activity:

-Extremely easy if you can find fresh scented rose petals.

Collaborating Organizations/Sponsors/Resources to Take Advantage of:

http://www.floramex.com/lirosepot.htm
Instructions:

1. Make Rose Water.

a) Gather about 2 cups of scented petals before they fall.  Pack the petals firmly into a liter of water.  

b) Place in an enamel saucepan.  Cover with cold soft water (preferably rainwater or bottled water).  

c) Bring almost to a boil.  Be careful not to scorch! 

d) Let cool.  Set aside—you will need 1 teaspoon to make the oatmeal facial.

*Note: Red Roses cause the water to turn a pale pink.  Other color roses turn the water a brownish yellow muddy color.  The water will remain scented for a good two days.  Refrigerated it lasts longer.

2. Mix together 1/8 Cups of fresh scented rose petals, torn up, oatmeal, and honey until well mixed.  Use blender for best results

3. Blend in 1 teaspoon of rose water.  

3. Apply to freshly cleansed face and relax for ½ hour.  Remove with warm water.

Activity Name: Perfume

Ingredients/Materials Needed:

-3 different essential oils (9 drops of each)—see instructions at bottom of activity

-Pure grain alcohol (vodka is an example)

-Water

-Large bucket or bowl, preferably with tight cover

-Coffee filter

-Bottles for storage and distribution

Estimated Time:

At least 2-3 days.  Probably more like a week if you want the perfume’s scent to strengthen.

Estimated Price and Profit Margin:

-Depends on whether you can obtain essential oils at low costs.  Try chemical stores for lowest prices.

Where/what is the market? Who are the customers?

Potential Benefits of Activity:

-Extremely easy and safe to make.  Great activity for children!

Potential Challenges of Activity:

-Unknown whether perfume can be made profitably in Ecuador.  Be sure to do a feasibility study first!

Collaborating Organizations/Sponsors/Resources to Take Advantage of:

*******FIND WEBSITE THAT EXPLAINS HOW TO MAKE YOUR OWN ESSENTIAL OILS*****

Instructions:

*Perfume is made up of:


a) Base Notes(the smell stays the longest on your skin



Examples: cedar wood, cinnamon, patchouli, sandalwood, vanilla


b) Middle Notes(smell stays second longest

Examples: clove, geranium, lemongrass, bottle nutmeg, neroli, and  ylang-ylang


c) Top Notes(smell of these oils evaporates first



Examples: bergamot, lavender, lemon, lime, neroli


d) Bridge Notes(this scent joins the 3 other major notes



Examples: vanilla, lavender

*Because the oils all evaporate at different rates, the perfume may smell different as time goes on.

1. Mix at least 25 drops total of essential oils divided evenly among base, middle, and top notes.  Stop with the base notes, then middle, then top, smelling as you go.

2. Add a few drops of the bridge oil.

3. Add 2 ½ ounces of alcohol.

4. Shake for a few minutes; then, let it sit for 48 hours.  Perfume can sit for up to  6 weeks-the longer it sits, the stronger the smell.

5. Add 2 tablespoons of spring water.  Stir.  Then, pour through a coffee filter and put it in a bottle.

Making your own essential oils

1. Gather fragrant leaves, flowers, or herbs.

2. Put in a jar and cover with olive, safflower, corn, or almond oil.  Let stand for 24 hours in a warm place or in the sun.

3. Strain the liquid, pressing to release the oils from the flowers or herbs.

Repeat this process every day for several days or a few weeks until the oil is strong enough.  Boil the oil and flowers or herbs together until the juice is consumed (flowers or herbs will become crisp).  Strain while hot.  Store in glass.

Activity Name: Rose Beads

Ingredients/Materials Needed:

-Rose petals that were not treated with pesticides (darker-colored petals are more fragrant)

-Waxed paper

-Mortar for crushing

-Needle

-Soft cloth for polishing

-String for making necklaces

Estimated Time:

At least 3 days
Instructions:

Rose beads have been made and worn by countless women over the centuries

1. Collect your roses—the fresher the better.  

2. Pull the petals off and, using a mortar, crush very fine.

3. Then, spread the finely mashed petals on a piece of waxed paper to partially dry.  Return the petals to the mortar and add a small amount of water to create a fine paste.

4. Dip your fingers into rose oil (see instructions under rose soap) and then proceed to roll the petal paste into small beads.  Ebony colored beads may be made by crushing the roses in an iron mortar or iron pot (the roses are oxidized by the iron, turning them black).

5. When still wet, carefully poke a needle through the centers of the beads to make a hole for threading later.  

6. Lay the finished beads to dry on clean waxed paper turning several times so they dry evenly.  When thoroughly dried (2-3 days) polish them with a soft cloth.

When your beads begin to lose their sweet smell, merely dip them in rose oil and allow to dry.

Activity Name: Rose Skin-toning Lotion

Ingredients/Materials Needed:

-1 big bucket or bowl that cannot be reused for cooking purposes

-1 big plastic spoon

-1/2 teaspoon boric acid powder

-4 teaspoons alcohol

-2 tablespoons witch hazel

-1/2 cup rose water (see oatmeal rose facial recipe)

Estimated Time:

1 week

Estimated Price and Profit Margin:

Instructions:

1. Dissolve boric acid in alcohol in large bucket.

2. Add witch hazel and rose water.  Let set for one week prior to use.

Pour into individual bottles and sell!

Activity Name: Rose Perfume

Ingredients/Materials Needed:

-Rose Oil (see rose soap instructions)

-1 ¾ cups alcohol (vodka works well)

-Optional: Other essential oils—floral fragrances mix best with rose perfume

Estimated Time:

1-3 days

Estimated Price and Profit Margin:

This depends on how cheaply you can buy/make the rose oil.

Instructions:

1. Mix the rose oil and alcohol and pour into a clean bottle with a tight-fitting lid.

Try selling this product using fancy bottles and hip labels.

Activity Name: Old-fashioned Rose-Scented Soap

Ingredients/Materials Needed:

-Board to work on

-Roses that have never been treated with pesticides

-Cloth

-Kettle for preparing soap (once used to make soap, you can not reuse this for cooking purposes)

-Large Pan for preparation purposes

-Large pan or wooden box lined with dampened cloth for mold

-10 pounds lard

-2 quarts Soft Water

-4 Tablespoons sugar

-2 tablespoons salt

-6 tablespoons powdered borax

-1/2 cup ammonia

-Rose Oil (Optional)

-2 cups lye

Estimated Time:

About a week.

Estimated Price and Profit Margin:

Instructions:

1. Spread lard about 1-inch thick on a board in outdoor area.  Push roses that have never been treated by any method with any type of pesticides deep into lard.

2. Cover with cloth to protect from dust.  Leave for 24 hours, then remove flowers.  For stronger fragrance, add new blooms and leave another 24 hours.

3. After removing flowers, put lard in kettle with 2 quarts water.  Bring to boil.  Cool overnight.  Any foreign particles will sink to bottom and can be scraped off next morning.

4. Mix sugar, salt, powdered borax, and ammonia into 1 cup water.  Add a few drops of rose oil, if desired (see rose oil instructions below).

5. In outdoor area mix 2 quarts cold water with 2 cups lye in a non-aluminum pan.  Closely follow all precautions and directions on lye label for preparation of lye.

6. Add the sugar, borax, and ammonia mixture.

7. Slowly add cool lard to lye mixture, stirring with a wooden spoon until thick and light in color.

8. Pour thickened soap into non-aluminum pan or a wooden box lined with a dampened cloth for easy removal.

9. Leave until soap is hard.  The longer you let it dry, the longer each bar will last.  Remove from mold and cut into desired portions.

10. Wrapping in a soft cloth saturated with rose oil will enhance the fragrance during storage.

To Make Rose Oil:

1. Pour a quart of pure olive oil into a large mixing bowl.  Add as many fresh rose petals as the oil will take.  Only use petals from plants that have not been treated with pesticides.  Let soak for one or two days. 

2. Then, strain the oil through cheesecloth, mashing to squeeze all the oils from the wilted petals.

3. Once again, add as many fresh petals as the oil will take and let it set another day or two.  Strain again.  Repeat this process with at least 10-12 batches of petals.  Then strain the oil a final time and pour into a bottle with a tight cap.

*Note: You might be able o purchase rose oil in chemical stores.

INCOME GENERATION PROJECT SHORTCOMINGS
<more common shortcomings will go here – sent out form to PCVs>

Project: AACRI from Chad Weigand
Transportation & Communication Problems

Right off hand, I think the two biggest problems AACRI faces as far as 

developing and expanding their business are transportation and communication issues.

The majority of AACRI's clients are in the Otavalo, Ibarra, and Quito area.  For delivery, someone usually takes the coffee with them on the bus.  As we both know, the bus schedule can be far from reliable.  Sometimes buses are late or don't come at all, depending on weather, breakdowns, etc.  The roads to the site are bad and they tell me during the rainy season, especially in January, the roads are so bad that you can't get in our out.  This creates a problem in supplying their customers.  Fortunately, I would say the frequency of transportation issues is not that often, but if they want to expand and reach out to locations farther away in the country, such as Cuenca, I think a more reliable system will be needed.  Maybe a roasting plant or warehouse outside of Apuela, in a location where roads are more dependable and more centrally located. 

In the months I've spent with Apuela, I've noticed that communication issues seem to be their biggest problem.  First of all, Apuela is a location where the phone lines are far from dependable.  Technically AACRI has internet, but it is painfully slow, unreliable, and expensive.  Now, one of the things they've been wanting me to help them with is looking for markets abroad.  To do this, the Internet is a vital instrument.  But because of all the problems, I've pretty much given up on using it at my site.  I usually wait until I go to Otavalo or Quito. This of course creates delays because I'm not there everyday of the week, and when I am there I usually have a lot of other things to do.  It also creates delays in them responding to their clients. Concerning the communication problems, Ramiro is the guy who handles their business operations and he's a very intelligent and capable guy, but he's only in Apuela during the weekends. This creates communication problems because there have been many times when I've received a question regarding shipping prices, shipping time, or other questions that I don't know the answers to and need to talk to Ramiro. Sometimes 2 or 3 weeks have gone by due to our schedules before I can talk to him.
A couple examples of transportation/communication problems: 

I've talked with Hugh Gillis about possibly selling the coffee at mister bagel.  He's interested, but one of his concerns is that right now he can call his supplier in Quito and get coffee delivered the same day he calls.  AACRI is certainly not in a position right now to provide that kind of service.  They would need at least 2 days to process the order or longer if Ramiro is not in town.  Also when I talked to Hugh he mentioned he was approached about 3 years ago by them, placed an order for about 10 lbs, and then never heard from them again.  So obviously there were some communication problems then.  

A few months back AACRI sent some coffee to the states.  They received an email from the customer saying the check she sent hadn't cleared yet and was wondering what happened and what she should do.  So Ramiro sent an email back to her (not sure how much time elapsed when he sent a response) saying that he wasn't sure if they had received the check yet or not because no one had been to the post office. Now my question is, why hadn't anyone been to the friggen post office!?!?  The guy is in Otavalo every week and he hadn't gone to the post office.  That just creates problems with customer service, communication, and with their accounting.  
III.   What Next????

1.  All you need to know about setting-up a business

a. To do business legally in Ecuador

To legally sell products in Ecuador a company needs the following items:

<Verify this information with Nelson>
b.  Way of Setting-Up a Business in Ecuador

All forms of business enterprise are subject to the regulation of the Superintendence of Companies. The principal forms of business structures are: 

1. Sole proprietor: known as Persona Fisica.  One person is the owner of the company and is the sole investor and receiver of profits.  The sole proprietor is 100 % liable for all actions of the company.

2. GENERAL PARTNERSHIP: Know as Compañia en nombre colectivo, or Persona Jurídica. This is an enterprise that is formed and held by two or more people. Partners are both jointly and severally liable for all acts carried out in the firm's name. All partners may conduct or administrate the business unless they are expressly excluded from any responsibility in the constitution. 

3. LIMITED PARTNERSHIP: Know as Compañia en Comandita Simple. This type of enterprise is the easiest way to form a Company. It has two types of partners, both general and limited. General partners are fully liable, limited partners may not be involved in the administration of the company but are liable only in the amount of their interest in the partnership's capital.

4. CORPORATION: known as Sociedad Anonima (S.A.) a corporation is a company whose capital is divided into shares. Share capital must be divided amongst at least two shareholders, unless the company is partly owned by a government organization and or engaged in providing a public service. In such cases, the capital may be owned by one shareholder. The corporation's capital must be at least US$800. This is the most complex form of company to form. 

5. LIMITED LIABILITY COMPANIES known as Compañia de Responsabilidad Limitada (Cia. Ltda.) Foreign individuals may be partners, but foreign corporations are prohibited from participating in this type of enterprise. The difference with the Corporation S.A. is that the partners liability is limited to the amount of their capital contributions and the units which represent of their interests may not be transferred without 100% of the partners approval. The Cia. Ltd. start-up capital must be at minimum US$400. 

6. Branch office: In order to establish a Branch office, compliance with the following procedure is required: - 

· Written Consent of the Board of Directors of the company and legalized by the Ecuadorian Consulate of its country of origin,. A foreign company must first comply with the following regulations: 

· Prove that its constitution allows it to operations abroad. 

· Provide the branch with the amount capital required by law US$2,000 (Afterwards this capital will serve as operation capital.) 

· Appoint a permanent legal representative, with full power of attorney to represent the company in Ecuador. In the beginning the legal representative could be an Ecuadorian Attorney afterwards a foreign general agent can be designated once it obtains the legal status of a foreign national residing in Ecuador. 

7. MIXED ECONOMY COMPANIES: (Compañias de Economia Mixta) these are companies in which the Government is a shareholder.
c.  How to legalize a group 

<Still waiting on information>

2.  Marketing

a.  General Marketing Information

Marketing is…….

· Getting the attention of potential buyers;

· Letting them know about your product;

· Making the product available at the right places;

· Making your product attractive to the buyer;

· Making your product more attractive or different than similar products;

· Setting the right price so people will buy;

· Setting the right price so you can make a profit!

Ideas About Effective Marketing

· Satisfying customer needs.

· Knowing who your potential customers are and why they would buy your product and why some people do not buy your product.

· Developing a large number of satisfied customers who will return to buy and tell others about your business.

· Focusing on a special group of customers and providing special services or products top appeal to them.

· Having a marketing plan that is flexible, reviewed regularly, and changed as conditions change.

Some Things to Consider About the Four Marketing Components

Product: The item you are selling
· Deciding which item to sell

· Deciding which product will appeal to customers

· Finding out if similar products are sold, how they are made, priced, and what customer like or dislike about them

· Finding quality raw materials at a good price

· Deciding how many products can be made within a specified time

· Improving the quality of your product

· Making packaging more attractive

Price: Setting your price to make a profit
· Setting your price

· Margin of profit over costs

· Prices of competitor’s products

· Special prices for quick sales

· Special prices to entice customers into the shop

· Deciding whether customer purchases are based on price or quality

· Price changes in different seasons of the year

Place and Distribution: Finding the best way to distribute your product
· Who should sell your product

· Whether to use a retailer or sell directly

· Whether to use a middleman

· Getting your product to the market or customer

· Type of transportation

· Cost of transportation

· Cooperation with other business people

· Where to sell: house to house, markets, shops

· Methods of storage and their costs

Promotion: Creating ways to persuade customers to buy your product
· Display of the product at the shop

· Signs about pricing

· Signs with information about product benefit for the customer

· Manner of the sales people

· Cleanliness/dress of sales people

· Things to entice a customer to visit a business

· Ways to introduce a new product, like free samples

· Ways to advertise with signs, music, loudspeakers

· Location and condition of business

· Demonstration of how to use the product

· Creating messages about the product

· Appealing look of shop and way products are arranged

· Creating an image of the product in the customer’s minds

Visit a Business

Look for - good or poor marketing practices regarding: product, pricing, place, and promotion.

Think about - what things encourage me to buy from this businessperson? Discourage me?

Observe -

Display of product

Service by employees

Dress of employees

Efficiency

Pleasant manner

Cleanliness

Storage methods

Methods for weighing products

Setting of the prices

Display of prices

Transportation

Slogans or names of products

Quality and quantity of products

Convenience of location

Methods to entice customers to stop

Other sales techniques

After the business visit what do you think are the three most important Marketing Ideas?

1. Be polite and pleasant to customers?

2. Select the right place for your business?

3. Adapt and vary your product and presentation to the tastes of the customers?

Creating A Marketing Message

In creating a Marketing Message remember that telling how a product benefits a customer is usually more effective than those which only give information about the product.


“Our toothpaste has good ingredients.”


“Our toothpaste will reduce tooth decay.’’  --- This one is better.

b.  More on Marketing

<Still waiting on information>
c.  Compiling a Sample Packet


How to Compile a Sample Packet…

1. Business Solicitation Letter:  This sells the idea to the company and introduces who you are and what you are proposing.

2. Educational Background Sheet:  A brief insert in addition to the business letter that explains the history of the project/group in Ecuador and how it possibly benefits the poor or aids in environmental conservation.

3. Price Samples:  An informational sheet which details how much is going to be charged to the company to purchase the goods and then what the suggested retail price to the consumer would be.  It may be beneficial to attractive to companies to offer a discounted price on purchases of large quantities.

Samples:  By far this is the most important element, include a variety of product samples that demonstrate the quality of the craftsmanship.  

d.  E-commerce 

<Still waiting on information>
3.  Funding

Funding Options for Income Generating Projects through the Peace Corps

Resources for Project Development

Performing within the constraints and assets of local resources and working with others to achieve success with minimum outside support are critical parts of Peace Corps’ development philosophy.  Under certain conditions, however, outside resources might be beneficial, if used carefully.    PCVs are prohibited from soliciting or managing funds.  Volunteers may however, assist communities or organizations in soliciting funds.  Before assisting organizations or communities in pursuing any source of outside funding, Volunteers must consult their APCD.  There are various sources of funds that might help your community seek to help with projects.  Cecilia Rueda, Special Projects Coordinator in the Quito office, has information on most of these programs and is well trained to help you in developing a proposal.

Small Project Assistance (SPA) Funds

Peace Corps receives central funds for small projects from the US Agency for International Development (USAID) that are then allocated to various posts in consultation with the local USAID missions.  Volunteers may apply for these funds directly to PC/Ecuador by submitting a proposal to Cecilia Rueda.  It is a good idea to consult with your APCD in developing any such proposal, as s/he will be a key advocate in reviewing the proposal.

A committee of staff members who will make recommendations for funding considers proposals about every quarter.  Check with Cecilia Rueda for additional information, program guidelines, and proposal submission dates. A PCV must be in-site for six months to apply for a SPA grant – no exceptions – and must not apply in their last three months.  SPA grant amounts a given up to $3000.  SPA applications can be emailed to you, contact Cecilia Rueda at crueda@ec.peacecorps.gov.

SDAA Funds

USAID/Ecuador has also made available funds through their Strategic Development Assistance project.  SDAA Fund grants are given in amounts between $5,000. to $10,000. for larger sustainable projects in communities.  Similar to the SPA grants, volunteers may apply for these funds directly from PC/Ecuador by submitting a proposal to Cecilia Rueda.  Consult with you APDC in developing any such proposal, as s/he will be a key advocate in reviewing the proposal.  USAID will make the final approval.  SDAA applications can be emailed to you, contact Cecilia Rueda at crueda@ec.peacecorps.gov.

Peace Corps Partnership Program

This is an office in Peace Corps/Washington which seeks donations from groups in the US to fund development projects such as school additions, latrines, wells, etc.  The donations are usually very small, and the PCV involved in the project facilitates a cultural exchange between the Ecuadorian school or community group and the donating group in the US.  This program is designed to address the third goal of Peace Corps—to increase understanding of other cultures on the part of people in the US.  Cecilia Rueda has the application forms and guidelines.  All Peace Corps Partnership projects must be discussed with, and approved by, your APCD.  Applications can be emailed to you, contact Cecilia Rueda at crueda@ec.peacecorps.gov.

Farmer to Farmer

In certain cases, American farmers are available to come to Ecuador on a short-term basis to assist at your site. This program is administered through the Partners of the Americas program, not a Peace Corps project. If interested in applying, give yourself a lot of lead-time and speak to Nelson Oleas, APCD Agriculture, for the details.

 

Technical Exchange

It is often productive for volunteers to visit and work at another volunteer’s site. For example, an animal production volunteer might be invited to a health volunteer’s site to give a demonstration on raising cuyes or rabbits, or a health or youth volunteer might travel to another volunteer’s site to train some interested community members to give charlas on nutrition, self-esteem or sexual education.  Some volunteers are placed in clusters to facilitate this process. 

We think it’s even stronger when a community member from your site travels with the PCV and provides the training. As such, we present to you the Technical Exchange program. Here are the goals:

· Strengthen and increase the availability of local technical expertise

· Increase the sustainability and replication of Peace Corps activities

· Increase the self-esteem of collaborating Ecuadorians by putting outstanding Ecuadorian role models in the spotlight

The Technical Exchange Program funds can be used for transportation expenses incurred by Ecuadorian counterparts or interested community members who travel with a Volunteer to provide technical assistance to another community. The receiving communities must provide housing and food.
To request these funds, please fill out the attached form, along with your community or group requesting technical assistance. Email this info to your APCD:

· Why the exchange?

· What are the quantitative and qualitative goals of the exchange?

· What activities will be done to achieve these goals?

· How will the accomplishments of the exchange be incorporated into the PCV’s, Counterpart’s and community’s activities after the exchange?

· Detailed yet brief budget (travel expenses only)

· What is the contribution of the receiving community (e.g. lodging and meals for visiting PCV and Counterparts)

HCNs who get $$ for their visit from any source (other than meals and lodging) for their services are not be eligible to receive this travel assistance.

In limited, special cases where a volunteer has a special skill to share, an APCD can approve a technical exchange without the accompaniment of a counterpart.

Also, in limited cases, an APCD can approve a technical exchange to a site where there is no receiving PCV and community, such as a site where a PCV worked in the past or a site where a special technical activity occurs

We can process requests for these funds quickly.  Please allow for at least two weeks after submitting a request to get a response from your APCD.  If you have any questions about this program, please ask your APCD or Cecilia Rueda.

Volunteer Advisory Council (VAC)

The VAC serves as a liaison between the Peace Corps staff and the Volunteers.  Its purpose is to enhance productive problem solving and communication between PCVs and staff.  VAC also offers grants of up to $50 to PCV who need a little money to get a project moving along.  Applications are available through you VAC representative.
4. Exporting 

a.  Assessing Export Readiness

Assessing the readiness of your group’s company is the first place to start in examining if exporting is a viable option for its product or service. Assessing export readiness helps you to make effective decisions based on logical, systematic thinking.

To assess export readiness, answer the following questions:

· Is Your Company Ready to Export? 

· Is Your Product Ready to Export? 

Is Your Company Ready to Export?

· Is your group well organized?


Work together toward a common goal


Commitment to exporting program

Capable Board Members

· Does the group have all the proper paper work processed and filed with the proper Ecuadorian institutions?  Export paper work can be obtained at:


Banco Central de Ecuador


Av. 10 de Agosto y Briceño


Quito, Ecuador


(593) (02) 2582577


http://www.bce.fin.ec

· Does the group have a catalog of its products and their prices accessible for international clients?


Product catalog


Brochure


Web page

· Does the group have an exact idea of all your cost involved in exporting?
Transportation cost

Taxes and Tariffs

International communication

Sales representative fees

· Does the group have a way of receiving payments and processing them?


Permanent business address


Location to cash money orders or cahier checks


Bank account for international checks


Possible credit card processing capabilities

Is Your Product Ready to Export?

· Has the product already been tested in Domestic Markets?


What was the response?

· Does the product require modifications for the international market?


Importer regulations and standards


Market requirements such as color preference, material type, size, etc.

· Does the group have strict quality control measures for its products?

· Does the product have proper labeling?


“Made in Ecuador” tag


Price


Material


Size


Contents, etc.

· Is Your Product Unique or Differentiated?

.

Web sites with information on exporting from Ecuador:

Banco Central del Ecuador
www.bce.fin.ec
CORPEI


www.corpei.org
<Waiting for exporting legal forms>

b.  The Whats, Whys and Hows of Market Research for Exporting 
This section covers the importance of market research for exporting and explains how it can help you succeed with exporting your product or service. Different types of market research that you may want to conduct are identified, along with detailed information on how to conduct the research. Read the following for more information.

Why is Market Research Important?

Businesses that invest time researching audiences for their products increase their chances of succeeding in the international marketplace. Researching potential markets can help you:

· identify where your product is most likely to sell 

· specify market segments 

· determine both domestic and international competitors; and 

· establish a fair market price for your product. 

Conducting a systematic market search takes time, but normally pays off in the long run. Considering many of the factors involved with exporting in the beginning will save you from misfortunes in the end.

How Should You Conduct Market Research?

The two types of market research most businesses conduct are primary and secondary market research.

Primary Market Research

In conducting this type of market research, businesses collect data directly from the foreign marketplace initiating phone interviews, employing surveys, and directly contacting potential customers and representatives. Because it is tailored to a specific company and product, primary market research is time consuming and expensive. As a result, most small businesses begin researching their markets using secondary market research techniques.

Secondary Market Research

In conducting secondary market research, businesses collect data from a number of resources including:

· International news reports (televised, in print, and on-line) 

· Trade and economic statistics (in print, and online) 

· Trade agencies 

Generally, exporters use all of these resources in combination starting with the first two, and conclude by confirming (and gathering additional) information from Trade Managers and Export Specialists at the given agencies.

What Other Aspects of Your Product Should Be Analyzed While Conducting Market Research?

As you conduct market research and classify your product, think about who your typical buyer will be. Think about who would benefit from using the product, and document the characteristics of the potential customer. Exporters with new products that are not yet classified may develop a customer profile to document the characteristics of a person or company that would buy their products. If this is the case, exporters may also want to gather trade statistics relating to the general group to which their product belongs.

Also, think about the quality of your product and the most appropriate price in any given country. To estimate a price, calculate the expense of manufacturing, storing and shipping the product, and consider increasing that number a percentage. However, your pricing structure may be affected by the economic climate of the given market, the exchange rate, and the purchasing power of your audience.

Identify Potential Markets
A vital part of identifying markets is researching countries of potential markets.

· How does your product or service compare with competition in the foreign market? 

· Is your price competitive in the markets you're considering? Reflect on the monetary exchange rate, and current economic conditions in the markets you are pondering. 

· Who are your major customers? Exporters with unique products that have not been classified or sold previously will want to develop a customer profile to determine the most likely audience that will buy his or her products or services. 

What Potential Market Trade Barriers exist?
All businesses that participate in the international marketplace are met with some type of barriers when they enter. Such barriers include:

· Tarrifs or taxes imposed on imported goods that, when high, may make it difficult to sell your product profitably in a foreign market. 

· Non-tariff barriers, such as laws and regulations that countries enact that protect domestic industries against foreign competition. Non-tariff barriers include import quotas or restrictions on quality of imports. 

· International Standards promoted by the International Standards Organization (ISO) involves establishing quality manufacturing and service standards, and certification and monitoring world wide. Originally advocated by the European Union, around 100 nations are now considering adopting ISO processes, as seen in the IS0 9000 (a generic family of standards and quality control systems). Nations are currently debating the advantages (saving money) and disadvantages (cost to certify) of adopting international standards. 

· Communication may be a problem if someone in the company does not speak the potential customer's language. Eliminate this barrier by ensuring someone in the group knows the language or knows someone who can communicate for them. 

· Distribution arrangements may present barriers if the market has not yet been explored by other businesses. Political and transportation infrastructures must be available for you to distribute your product or service most effectively. Connecting with a distributor or intermediary early in the process may help you identify if this barrier is of concern. 

Does your product need to be modified?

Under certain conditions, product modifications are necessary to conform with foreign government regulations. Modifications may also be necessary due to geographic, climatic, cultural, and electrical standards of foreign markets. If adaptations were not considered previously, be sure to analyze this aspect now to confirm that modification costs do not exceed your projected profits (making the product too expensive and unprofitable to export).

Determine Markets to Research Further

Once you have identified potential markets, considered competition, and looked at the feasibility of market entry, you will want to further research and evaluate those markets. The next section will take you through evaluating your target markets, and present information that you will need to think about to successfully enter the international marketplace.

Before you go on, make a list of 5 - 10 potential markets to target. Choose 3 - 5 large markets, and 3 - 5 smaller markets covering the bases of opportunities for potential international sales. Keep in mind, you'll further narrow your scope as you define the best target market identified through your research.

Evaluating Your Target Markets

Now that you have accumulated a list of potential markets, its time to narrow down your scope and identify the best two to three markets for your product. 

Determine Characteristics and Risks Associated with Each Market

Identify characteristics and risks specific to the markets you are considering. These issues are covered in more detail below, and include:

· Market Size 

· Market Growth 

· Market Accessibility  

Market Size

When examining market size, look at the overall population. Then, estimate the percent of potential buyers within that population. Look at the numbers that suggest how much the population spends on this type of import. While doing so, identify if there are domestic or international competitors already providing a similar product. If there are, what is the production rate of each? If possible, determine the price your competitors are charging, and compare your product's price and quality against theirs.

Entering smaller markets where few competitors have set up shop may give you the opportunity to start at the "ground" floor and grow with the market. However, if you enter smaller markets beware of the barriers you may encounter as a result (e.g., transportation and political infrastructure problems).

In researching demographics, look at the unemployment trends and educational levels of consumers in the target market. The more sophisticated the target market, the more difficult it may be to compete. Also identify the language and dialects spoken within a particular market and evaluate if you have the resources to communicate with customers in their language.

Market Growth

Examining the growth of the market over the last few years will tell you if it is consistently growing or shrinking. Look at the last three to five years of import history for your product (if available) within a given market. Also look at trends and growth forecasts. What do they tell you about the market and its potential for growth? Has it reached its peak? Is the market saturated with like products? Are the number of imports increasing or decreasing? If the numbers are increasing consistently, this indicates that the market is expanding. Seriously consider markets that are larger with strong growth potential to increase profit margins and reduce production costs.

Market Accessibility

Many factors influence market accessibility. The following is not an exhaustive list, but it may help you assess how accessible the market is to you and how accessible your product is to your targeted customers:

· Import duties and tariffs costs may make sending your goods (or services) into the foreign marketplace unprofitable. To determine the duty or tariff rate, contact a trade agent to help you identify the Harmonized Tariff section which corresponds to your product. Remember, each country has its own schedule of duty rates. 

· Local and foreign suppliers may influence your marketplace accessibility. Be sure you know who your international competitors are. Compare the price and quality of your product with the competitions’. 

· Sales representatives located within the country to which you wish to export can represent your product and act as an intermediary. Representatives may be able to give you ideas of the best ways to access the market and customers through different channels of distribution. 

· Promotional practices, such as how you advertise and promote your product will affect how much of the targeted market will have access to (and know about) your product. 

Identify Feasible Markets to Target

Having completed many of the steps of market research, analyze those markets that have the highest potential. As you research, you will find you have narrowed down your list from many potential markets to two or three markets most likely to purchase your product with minimal modification, and for an acceptable price.

Once you have evaluated and targeted your markets, try and visit them to confirm your research findings and begin to think about an export strategy. If possible, cluster potential markets and visit them all in one trip. You may want to think about representation and meet with a few distributors while you are there. Gather relevant data about traveling to your target market. Always keep in mind your budget and time throughout all stages of the export process.
IV.Appendix
a.  Local Organizations that support Income Generation Projects

 <We are still waiting on information from APCD’s>

b. Community Banking

<We are still waiting on information>
c.  How to make a business plan

Writing a Business Plan

Here are the main reasons why a business plan should be prepared:

· Provides a company with a road map that it needs in order to run its business.  Allows for changes in direction as you begin the business.

· To Assist in financing.  Banks and Grant organizations want to see that you know where you are, what you are doing, how you will get there.

· Plan will identify how much money you need, when you will need it, and how you will get it.

· Helps you to clearly think through what type of business you are beginning, including all aspects of the business.

· Raises questions that need to be answered in order to succeed.

· Sets up benchmarks to use as control in the business. 

· Helps develop a competitive spirit to prepare you to operate.

· Makes you consider all aspects of business process so that you not start blindly or lack vital information.

· Forces you to analyze competition.

· Gives you an informed “go” or “no go” answer about starting the business.
Business Plan Format

1. Cover Sheet

a. Name, Address, Tel.# of Business and Names of Key Personnel

2. Executive Summary

a. Should be a one page outline of the business that includes

i. Brief description of the business

ii. Purpose of the business

iii. Goals of the business

3. Table of Contents

4. Business Description

a. More in depth background of community and business

i. Answers, what business am I in? (Manufacturing, Service, Merchandising) 

ii. How was/will the business be formed

iii. Organization of the business, who is involved

iv. What is the process of bringing the product or service to market

v. Why will the business be profitable, what are the growth options?

vi. Why will customers want the product/service? What makes it appealing?

5. Marketing/Product Plan (See Marketing Mix Charla...)
a. Brief Description of Marketing Goals including specifics on 

i. Product

1. What are you selling?

2. How your product will benefit the customer

3. Which products/services are in demand

4. What is different about your product

ii. Price 

1. What is your pricing strategy

iii. Promotion

1. How will you promote your product

iv. Place (Location)

1. What are your location needs?

2. What kind of space will you need

3. Why is the area desirable?

4. Is it easily accessible to your customers

5. Are market/demographic shifts occurring?

b. Marketing Specifics Description that answers the following

i. Who are your customers? Define your target market

ii. Are your markets growing? Steady? Declining in some parts?

iii. How is your market segmented

iv. How will you attract, hold, increase your share of the market?

6. Competition

a. Name & briefly describe your five nearest direct competitors

b. Identify indirect competitors

c. How are your competitors businesses?  Increasing? Steady? Declining?

d. What are their strengths & weaknesses

e. What have you learned about their operations, promotions, customers

f. How is their product or service different

7. Management Plan

a. Description of Functions of Business Management

i. Specifics on business management team, what responsibilities are included

1. Operations

2. Marketing

3. Accounting

b. How does your background/experience help you in this business

c. What are potential management weaknesses, and how can you compensate for them

d. Plans for hiring, training personnel in the future

e. Salary, benefits, holiday, vacation plans

f. What benefits, if any, can you afford to offer?  When?

8. Financial Data and Start Up Budget

a. Start Up Budget, include following expenses

i. Personnel

ii. Legal Fees

iii. Land/Building

iv. Equipment

v. Supplies

vi. Salaries/Wages

vii. Utilities

viii. Insurance

ix. Advertising/Promotion

b. Loan Applications

c. Capital Equipment and supply list

d. Balance Sheet

e. Break Even Analysis

f. Profit Loss Statements, Pro Forma Income Projections

i. Three year summary

ii. Detail by month first year

iii. Assumptions explanation which projects were based

g. Pro-forma cash flow

9. Supporting Documents

a. Copy of licenses, legal documents

b. Copy of resumes of key personnel
d.  Labeling and Packaging Regulations

Labelling regulations are described in Ecuadorian Standards at :


INEN,
Baquerizo Moreno E8-29 (454) y Almagro,
P.O. Box 17-01-3999,
Quito
Tel: 00(593 2) 2501-885 
Fax: 00(593 2) 2567815 / 2222223, 
E-mail: inen1@inen.gov.ec
Web site: www.ecua.net.ec 

The following information in Spanish is required for foodstuffs: name of the product, commercial trademark, batch number, manufacturer name, contents, information on artificial products, sanitary registration number, expiry date, ingredients, country of origin, technical regulation number for reference. 
 
e. Prerequisites for Sanitary Registration in Ecuador

<waiting for information>

f.  List of 100 Possible Small Business Income Generation Projects

***we would like help from the APCD’s with this***

a.  List of possibilities from Francisco Garces, APCD Natural Resources
- miel de caña y abeja

-yogurt

-jáquima para caballos

- morete

- aceite de ungurahua

- potpourrie

- mermelada

- chocolate

- correa

- papel reciclado

- cuaderno

- collares y manillas con mullos

- correa de pita para perros y gatos 

Mercados para correas de pita para perros y gatos 

-People for the Ethical Treatment of Animals

-Pet Mart

-Wild Oats Supermarket

-Trader Joes

-Whole Foods

-Petco

-Página Web

-Farm Sanctuary

-Humane Society

-Trade Fair

PRODUCTOS DE LA COSTA

-Cortinas de conchas

-Bolsas de abaca

-Colgantes de caña o bambu o conchas

-Direccionales de viento de bolla y fibra natural

-Cometas

-Cajetillas de bolla

-Yogur de sabores silvestres o de la zona

-Piedras pálidas

-Maceteros de caña

-Pinturas naturales – marcos y cuadros

-Tejidos de cordados

- Mate formado

-Figuras de desperdicios de madera (flotas)

-Orquídeas de tagua

-Abanicos de paja toquilla

-Tarjetas con hojas secas

-Miel de flores de la zona

-Frutales secos silvestres

-Cerámicas

-Cócteles silvestres mezclados

MERCADOS

-Ecoturistas (en Canoa)

-Compañías de transporte (buses/aviones/barcos)

-Vender en los lugares turísticos

-Tiendas

-Internet

PRODUCTOS DE LA AMAZONIA

-Individuales

-Miel de caña y abeja

-yogurt

-morete

-aceite de ungurahua

-potpourrie

-mermelada

-chocolate

-correa

-papel reciclado

-cuaderno

-collares y manillas con mullos

-correa de pita para perros y gatos

-jáquima para caballos

MERCADOS

-People for the ethical treatment of animals (PETA)

-Pet mart

-Wild Oats Supermarket

-Trader Joes

-Whole Foods

-Petco

-Página Web

-Farm Sanctuary

-Human Society

-Trade Fair

PRODUCTOS DE LOS ANDES

-Réplicas de tinajas

-Plantas medicinales (cremas, tés, shampoo)

-Tejidos de cuero

-Tejidos de paja toquilla

-Abonos verdes y cultivos

-Papel reciclado, bordados, jabón natural

-Turismo cultural, ecológico, arqueológico

-Cultivo de mora, semilleros en estacas

 -Artesanías con canastas

-Alfombras, manillas, collares

-Chalinas, sombreros

MERCADOS

-Abonos orgánicos (bocash)

-Empezar simple, pequeño y local

-Buscar grupos de agricultores

-Educación sobre las ventajas y desventajas del producto, comparado con otros abonos mediante folletos, radio

-Ecoturismo

-Estudiar los recursos turísticos

-capacitación de guías

-Publicidad en las empresas turísticas, páginas web, medios de comunicación

g.  Blank Project Form

If you would like to contribute to the next updated version of the Income Generation manual please fill out the form below and email to cfedak@ec.peacecorps.gov or put in the mailbox of Cathy Fedak in the Peace Corps office.  Thanks for your help.

Activity Name: 

Ingredients/Materials Needed:

Estimated Cost of Materials:

Recommended Human Resources:

Recommended Natural Resources:

Estimated Time:

Estimated Price and Profit Margin:

Where/what is the market? Who are the customers?

Potential Benefits of Activity:

Potential Challenges of Activity:

Collaborating Organizations/Sponsors/Resources to Take Advantage of:

PCV Anecdotes:

Instructions:
What is the cost of production (raw materials, labor, utilities, training, packaging etc.? 





























What is the profit per item?


























Will the business show a profit or losses?  Income minus cost shows your profit.











How are we going to produce our product or service?  














What resources do we have (equipment, technology, raw material, etc)?

















Are there logistical problems?

















How much can we produce or what is our capacity to serve our clients? 











Clients?














Competition?

















Prices of the competition?

















How and where are we going to sell or distribute our product?





What benefits do we want to gain from the business?


























After analyzing all the information above, is the business a good idea?
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