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1. Program Overview  
 
Social Entrepreneur Corps participants work to create sustainable impact in the field whilst gaining the 
perspectives, skills and knowledge necessary to become the social entrepreneurs and global citizens of the 
future.  Program participants learn first hand by working side-by-side with local entrepreneurs and renowned 
proven development professionals on a variety of current development based problems, solutions and models 
including the MicroConsignment Model, micro finance/micro credit, grassroots consulting, responsible tourism, 
local enterprise creation, rural education and awareness creation and artisan support.   
 
Through participation in an innovative rural and semi-urban development atmosphere and working within a 
challenging cultural, language learning and grassroots environment, Social Entrepreneur Corps ensures that 
participants will: 

• Gain insight into the opportunities, inherent risks and limitations  
       involved in third world development  
• Observe, learn and live in a diversity of cultural settings  
• Experience homestay living with local families  
• Have the opportunity to work with and support an array of  

development and relief organizations  
• Be offered the opportunity to make a significant contribution in a  

highly structured manner working side by side with field based  
social entrepreneurs  

• In our Latin American programs, have ample opportunities to  
‘significantly increase Spanish language proficiency  

 
Through classes, case studies, discussions, analysis, living with the local population, as well as through visits and 
active participation with local NGO’s and social entrepreneurs, interns will make a profound community impact 
whilst gaining an in-depth knowledge of rural and semi-urban 
economic development. The desired outcomes for all Social 
Entrepreneur Corps programs are that participants: 
 
Social Entrepreneurship 

• Will have gained an understanding of the key differences, 
advantages and disadvantages of varied international relief and 
economic development models  

• Will feel knowledgeable with regards to the challenges and 
opportunities inherent in the creation of successful social 
entrepreneurship models, implementation strategies and tactics 

• Will have learned and practiced effective strategies for training, 
mentoring and supporting local social entrepreneurs  

• Will have contributed to the identification and design of new 
social entrepreneurship opportunities for local constituents  

 
Culture  

• Will have gained an understanding of the challenges confronting 
the rural population specifically  

• Will feel comfortable interacting with the local population on a 
community, family and individual level  
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• Will have gained an understanding of the cultural and professional "dos" and "don'ts" of living and 
working in a rural and semi-urban development environment such as those in Guatemala, Nicaragua, 
Ecuador, the Dominican Republic and South Africa 

• Will understand how the rural population lives and works as well as what they aspire to achieve  
 

Spanish Language (Latin America Programs)  
• Will have significantly improved their conversational Spanish capabilities  
• Will have gained an understanding of the nuances of language in developing country environments  

 
2.  Where We Work 

        
 
 
 
 
 
 
 
 
 
 
 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 

 
 

 

Guatemala 
 
Headquarters: 
Antigua 
 
Satellite Work Sites: 
Nebaj 
Huhuetenango (huehue) 
Quezaltenango (xela) 
Solola 
 

Ecuador  
 
Headquarters: 
Cuenca 
 
Satellite Work Sites: 
Palmar 
Riobamba 
Loja 
Zamora 

Nicaragua  
 
Headquarters: 
Granada 
 
Satellite Work Sites: 
León 
Matagalpa 
San Juan del Sur 

South Africa  
Headquarters: 
Cape Town 
 
Satellite Work Sites: 
Mpumalanga 

 

 

 

Dominican Republic 
 
Headquarters: 
Hato Mayor 
 
Satellite Work Sites: 
El Siebo 
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3. Strategic In-Country Partners 
 
Community Enterprise Solutions 
Community Enterprise Solutions (CE Solutions), a US Not for Profit 501(c)(3) founded in 2004, is a social impact 
innovation incubator and implementation organization. CE Solutions was established with the goal of 
empowering business and educational entrepreneurs to make a difference in their communities. CE Solutions 
identifies, trains, equips and supports individuals and organizations to provide sustainable solutions that address 
long-standing rural, economic, health and educational problems. CE Solutions changes "obstacles into 
opportunities" by converting traditional relief solutions into high-impact and locally-owned and managed social 
enterprises and institutions.  Social Entrepreneur Corps is CE Solutions’ sister organization that provides 
intern/volunteer and financial support for CE Solutions. 
 
Soluciones Comunitarias 
Soluciones Comunitarias is the primary initiative created by Community Enterprise Solutions/Social Entrepreneur 
Corps leadership to design and implement innovative, practical, efficient and effective entrepreneurial and 
educational solutions with and for our constituents in rural, developing world communities. Leadership 
concluded several years ago that, whilst we play a critical role in incubating new ideas, training and growth, a 
separate, financially and administratively sustainable organization needed to be created to perpetuate the 
development/social entrepreneurship initiatives over the long term.  As such, in Guatemala leadership 
established Soluciones Comunitarias (SolCom, SA), a Guatemalan owned and operated social enterprise. 
SolCom SA is owned and managed by our local constituents who have “risen through the ranks” as leaders. In 
Nicaragua, Ecuador, the Dominican Republic and South Africa, interns work on Soluciones Comunitiarias 
initiatives while in-country leadership identifies potential opportunities to create an intelligent and appropriate 
organizational structure in order to facilitate long term in-country sustainability similar to that of Guatemala.  In 
Ecuador, for example, a partnership has been formed with the Yachana Foundation to help implement the 
MicroConsignment Model on the ground.  To help expand the SolCom initiatives, it is vital to leverage existing 
infrastructures and good works of a variety of grassroots organizations. In all five countries, interns work with 
SolCom and SolCom initiatives as short term consultants to achieve social, economic, health and 
environmental impact. 
 

Community Advisors (CAs)  
CA’s are local entrepreneurs who work with MicroConsignment 
Model (MCM) in the field earning extra income for their families.  
They are largely women who are identified, trained, equipped 
and supported by SolCom field leadership.  CAs work on a full or 
part time basis primarily conducting village outreach, awareness 
building and village access campaigns through the MCM Social 
innovation outlined below.  
 
Community Partners (CPs) 
CP’s are primarily community service organizations (NGOs) 
working in areas of health, micro-finance and education.  They 

may also include small businesses with a social mission. An entity becomes a CP upon participation in or 
receiving support from Social Entrepreneur Corps Social or the MicroConsigment Model. It is important to note 
that these entities may work to assist SolCom in the implementation of an initiative and/or may be the 
beneficiaries of a Social Entrepreneur Corps service. 
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4. Social Innovations 
 
MicroConsignment Model (MCM) 
 

“The MicroConsignment Model is an amazingly simple and effective idea. It is demonstrating how to provide 
economic opportunities, and health benefits, to people in extremely isolated and impoverished communities 
without forcing them and their families to assume undue risk -- people who are currently beyond the reach of 
conventional micro-finance. It is an idea with enormous potential for impact because it can be readily 
adopted by anti-poverty organizations around the world.“ – David Bornstein, author of “How to Change the 
World: Social Entrepreneurs and the Power of New Ideas”, founder of dowser.org 

 
Desired Outcome 
Rural and semi-urban constituents will have gained appropriate 
and respectful access to essential products, services and 
information through locally owned, managed and sustainable 
(profitable) entrepreneurial solutions.  
 
Innovation Description 
MicroConsignment Model (MCM) is the signature social innovation 
and was originally designed in 2003 by CE Solutions/Social 
Entrepreneur Corps leadership. MCM is a sustainable, replicable 
means of delivering health-related and economically and 
environmentally beneficial goods and services to remote villages 
through village access campaigns using entrepreneurship, 

empowering villagers to help themselves. It is a social entrepreneurship approach that is built to organically and 
opportunistically respond to endemic challenges.  

 
The MCM creates access to health care-related goods and services in isolated rural communities through 
village access campaigns. The key to the MCM is that local women (CAs) and organizations (CPs) are given 
the opportunity to become entrepreneurs by selling goods and services in their communities using a 
consignment mechanism. Unlike the traditional approach of giving handouts to rural communities, the MCM is 
scalable, replicable, and sustainable. 
 
SolCom  continuously studies, vets and field-tests appropriate products and services to be implemented within 
the MCM as well as strategies to make the MCM more applicable in urban settings or with higher level service 
products and products that require an educational element.  Social Entrepreneur Corps plays a lead 
consultative role in this effort.  SolCom creates access to high quality products and services on a local level by 
training rural and semi-urban entrepreneurs (Community 
Advisors) and organizations (Community Partners) and 
consigning them a "basket of goods" to be offered for sale at 
an appropriate price in communities. Social impact is measured 
by the number of villages served, beneficiaries impacted, and 
products sold. Economic impact is measured by the financial 
benefits to entrepreneurs and clients (purchasers). There is an 
additional invaluable health benefit of the products, but this is 
unquantifiable. To date, over 300 entrepreneurs have been 
trained who have served over 3000 villages. The basket of 
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solutions has incrementally expanded to include improved cook stoves (May 2004), near vision eyeglasses 
(August 2004) and UV protective eyeglasses (January 2005), eye drops (January 2006), water purification 
buckets (December 2008), vegetable seeds (January 2008), energy efficient light bulbs (January 2008), solar 
lamps (January 2010), family nutrition kits (May 2011), rocket stoves (may 2012) and solar home energy systems 
(may 2012). SolCom is currently analyzing mosquito nets, various solar products including complete home 
systems, different water filtration products, new improved cook stove models and earplugs.  
 
Grassroots Consulting 
 
Desired Outcome 
Local individuals, entrepreneurs, organizations and small businesses will have received consulting services, 
educational talks, resources and/or information to help them achieve their respective missions in a more 
effective and efficient manner.  
 
Innovation Description 
There is a pervasive need amongst individuals and entities throughout the country in which we work for 
consulting services and capacity building. Due to an overall lack of resources, poor education systems and a 
very limited training support structure within communities, individuals, entrepreneurs, organizations and small 
businesses are in great need of advice, training and support in a of myriad ways. As a response to this need, 
Social Entrepreneur Corps has developed the Grassroots Consulting social innovation whereby field leadership 
and community partners both engage in and benefit from activities that empower local beneficiaries to 
strengthen their knowledge, abilities and skills. The goal is that, in response to needs, Social Entrepreneur Corps 
can provide previously unavailable free services that help beneficiaries efficiently survive, adapt and thrive in 
their missions within their communities 

The services that Social Entrepreneur Corps provides through this innovation may include support in leadership, 
strategic/tactical development and execution, SWOT analysis, administration, human resources, financial 
management program development and implementation, income generation, partnership development, 
evaluation, marketing, positioning, planning, technical skills, organizing skills, and other areas of organizational 
and individual development.  Typical services provided includes one-on-one consulting, group trainings, 
community outreach/marketing development, website design and implementation and short term human 
resource assistance and support.  

ParaLaComunidad (Latin America Programs Only) 
 
Desired Outcome 
Social Entrepreneur Corps will have provided an online informational database that will serve as a resource for 
organizations, potential volunteers, and other interested parties to find organizations and social businesses that 
work in different areas of development, health and education (ex. health, agriculture, micro-credit, etc.) 
throughout Guatemala, Ecuador, the Dominican Republic and Nicaragua.   
 
Innovation Description 
ParaLaComunidad, started in 2008, is an informational database of organizations, associations, cooperatives, 
social businesses, and educational & health-based institutions that work in a variety of areas in Guatemala, 
Nicaragua, the Dominican Republic and Ecuador. The database also includes how-to articles on various topics 
of Education, Health, Business, Technology, Agriculture and the Environment.  The database is a resource to find 
possible collaborators and strategic partners for Soluciones Comunitarias, encourage collaboration between 
local organizations, and provide a resource for potential volunteers, informational articles and to learn about 
and evaluate community needs throughout Latin American countries. 
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Artisan Explorer 
 
Desired Outcome 
Social Entrepreneur Corps will have created and will continue to maintain and update a web-based database 
of artisan organizations and cooperatives in Latin America and South Africa that results in the advertising and 
the creation of economic opportunities for these organizations and cooperatives as well as provides an 
informational resource for travelers to the region. 
 
Innovation Description 
Many of the artisan organizations and cooperatives that we work with lack exposure; in efforts to bring 
exposure and economic opportunities for organizations we have begun to gather information and place it on 
an informational website.  
 
Artisan Explorer supports small artisan organizations and cooperatives by promoting their work and by reaching 
out to travelers, students, volunteers, donors and product purchasers. 

Organizational profiles are obtained through site visits and investigations carried out by Social Entrepreneur 
Corps interns and the website is maintained and updated by Social Entrepreneur Corps leadership. 

Good Stuff Good Works 
 
Desired Outcome 
Good Stuff Good Works (GSGW) will have supported and will continue to 
support local artisans and local social initiatives by connecting 
U.S. individuals, groups, and retailers with hand crafted artisan products 
from Guatemala, Ecuador, Nicaragua, the Dominican Republic and 
South Africa whose sales improve the lives of the local artisans while also 
creating sustainable impact for our social projects in the communities we 
support. 

Innovation Description 
Good Stuff Good Works was started in 2009 by Social Entrepreneur 
Corps. While working with artisan groups, it became apparent that nearly all of them wanted the same thing: 
access to the U.S. market.  Combining this need with the need so many social initiatives have for more funding, 
Good Stuff Good Works was born. It is a unique social innovation that combines the sale of “good stuff” with a 
funding program for “good works” to form a holistic social model in which every party benefits. 
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5.  Program Structure 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
Orientation and Foundation Building 
Upon arrival in host country, all participants spend the first segment (two weeks for the eight week programs 
and one week for the six week, and four week programs) of their time in the headquarters site living with 
homestay families, studying Spanish intensively (if applicable), participating in development discussions, project 
content and technical training, orientation sessions and visiting nearby development and relief organizations.  
This segment provides participants with the necessary knowledge base and skills to be successful in the 
upcoming field work segment and defines opportunities for participants and VNGOs to earn SI Points during 
orientation, field work, reflection and analysis, and conclusion, delivery and presentation segments of the 
program.  During orientation, participants and VNGOs can earn SI Points through team building exercises and 
presentations encouraging active engagement.   This “ramp up” segment is essential to ensure that 
participants can work as effectively as possible with our development professionals and constituents in the field. 
 
Initial Field Work 
Upon conclusion of the "Orientation and Foundation Building" segment in the host country headquarters site, 
each VNGO team travels to different satellite work sites, staying with additional homestay families, living in 
group settings and/or in hotels. In the eight week programs, each VNGO team visits up to two distinct satellite 
work sites during the first segment of field work (approx. two weeks).  Opportunities to earn SI Points depend on 
VNGO’s work accomplished supporting social innovations during field work segments of the program. SI Point 

Eight Weeks: 
Orientation and Foundation 
Building  
Two Weeks 
 
Initial Field Work  
Two Weeks 
 
Reflection and Analysis  
One Week 
 
Follow-up Field Work 
Two Weeks 
 
Conclusion, Delivery and 
Presentation  
One Week 

Four Weeks: 
Orientation and Foundation 
Building  
One Week 
 
Initial Field Work  
Two Weeks 
 
Reflection and Analysis  
(During Field Work) 
 
Conclusion, Delivery and 
Presentation  
One Week 

 

Weekly Breakdown 

New Programmatic Social Innovation: Social Impact Points 
Participants work under the guidance and leadership of experienced Social Entrepreneur Corps expatriate and 
local field personnel during each segment of the program to effectuate positive change through the social 
innovations with pre-determined clients in order to complete designed activities and present specific 
deliverables. Throughout the program, participants work in teams of up to twelve participants as short term 
“Virtual NGOs” (VNGO - Virtual Non-Governmental Organization).  VNGO’s earn Social Impact (SI) Points 
equivalent to $1.00 each during all segments for impact they make through the social innovations. The total 
number of SI Points earned determines available funds VNGO’s can invest in local organizations, small 
businesses or individuals at the conclusion of the program.  
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allotments for specific components of social innovations offer incentives for participants and VNGO’s to take 
ownership of their projects, plan, prioritize and work as a team to accomplish their goals.  At all times each 
VNGO is accompanied by two development professionals (local and/or expatriate) whose role it is to facilitate 
success in the field. VNGOs work with Peace Corps Volunteers, local community service organizations, local 
businesses and local entrepreneurs. All activities and logistics are structured with anticipation. 
 
Reflection and Analysis 
For the eight week programs, at the conclusion of this first segment of field work all participants return to the 
headquarters site for approximately five days to decompress, revisit their homestay families, take additional 
Spanish classes (if applicable), share best practices, problem solve and work on projects.   Working in 
challenging and dynamic environments in the field, this time serves valuable for participants to take a step 
back from the demands of field work. A review of total SI Points earned demonstrates the impact VNGOs and 
participants make during field work and serves as a resource during discussion and reflection sessions for 
VNGOs to evaluate their work individually and as a group, identify areas of improvement, and plan for the 
future with the support of Social Entrepreneur Corps expatriate and local field personnel. For the six and four 
week programs, due to limited time, reflection and analysis are done throughout their two weeks in the field 
and during their final week. 
 
Follow-Up Field Work 
Subsequent to this, VNGOs return to the field and visit two additional satellite sites for approximately two weeks 
working in the same manner as the first segment of field work for the eight week programs.  During the follow-
up two weeks in the field, VNGOs work in each site for a week and continue the work done by other VNGOs in 
the initial field work segment as well as their specific project work.  
 
Conclusion, Delivery and Presentation 
Finally, all participants return to the headquarters site for the 
final days of the program. At this time projects are completed, 
presented and delivered, Spanish evaluations are conducted 
(if applicable) and participants stay with their homestay families 
one last time.  A culmination of their experience during 
orientation, field work, and reflection and analysis, participants’ 
presentations capture the progress on projects and 
demonstrate impact made in the field by detailing work 
accomplished with the social innovations. Working within their 
VNGOs participants agree on the allocation of funds 
accumulated through earning SI points.  VNGOs invest their 
funds among a maximum of three organizations or individuals.  
The limited funding requires interns to analyze and evaluate 
organizations they support, and identify priority needs to ensure 
appropriate and effective investment of funds. Funding 
decisions are presented to and evaluated by Social 
Entrepreneur Corps expatriate and local field personnel.   
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6. Social Entrepreneur Corps Intern Role Description 
 
Mission 
Social Entrepreneur Corps Interns directly and measurably contribute to 
development work. From a community impact perspective interns’ 
participation benefits organizations, small businesses, communities and 
individuals through the following:  

• A contribution of incremental human resource support in the field 
• A contribution of new ideas and fresh perspectives 
• A contribution of consulting support 
• A contribution of motivation for leadership and local constituents 
• A contribution of organizational and field financial support 

Creativity, critical thinking, persistence, initiative and a profound desire to 
support rural constituents are the keys to success for all interns. 
 
Goals 
The baseline goals of interns are as follows: 

• To provide organizations, small businesses, communities and individuals access to targeted assistance, 
information and resources in order to help them become more effective and efficient in achieving their 
respective missions 

• To empower local communities and community members with new ideas, skills and resources 
• To enact positive social and economic change   
• To improve the opportunities and living conditions for people in rural and semi-urban areas by providing 

products, services and information that promote sustainable economic and social development 
Roles 
Interns work within a modified logic model framework to design and implement their projects. The field work 
that interns conduct within their projects is always designed using community based desired outcomes as the 
starting point. Once the desired outcomes have been specified along with the intern goals, indicators of 
success, and measurement techniques, then, and only then, interns’ activities are decided upon. It is this 
“cascade” of decisions starting with community impact and ending with intern deliverables that is central to 
our model. In general, interns engage in six categories of activities: needs analysis, feasibility analysis, project 
launch, support, expansion and evaluation. With certain projects there is a linear progression of these activities 
and with others the activities are highly integrated and interdependent. 

• Needs analysis: 
This is always the critical first step in any program. This entails investigations, surveys, analysis and 
recommendations about how to best address community, organizational and individual challenges. 

• Design and feasibility study: 
This is undertaken when the real and perceived needs have been ascertained and a potential response 
to a challenge or set of challenges has been identified.  

• Launch: 
This refers to the initial implementation of a project.  

• Support: 
This entails providing assistance to beneficiaries as they launch a new project and/or execute an 
ongoing project.  

• Expansion: 
This is an effort to geographically replicate a project that is working effectively elsewhere and to do so 
in an efficient and appropriate manner given limited time and resources. 

• Evaluation: 
This is an ongoing process during every phase from needs analysis to expansion.  
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7. 2012 Summary Results 
 
Social Entrepreneur Corps 2012 Local Economic Impact 
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MicroConsignment Model Impact Comparison 2011 and 2012: 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
   
 

 
 
 
 
 
 
 
 
 
 
 
 
Grassroots Consulting Comparison 2011 and 2012: 
 
  
 

 
 
 
 
 
 
 
 
 

57% Increase 
 
*Social Impact Products include: near vision 
glasses, solar, water, and improved wood cook 
stoves 

 

56% Increase 

Social Impact Products Purchased Entrepreneur Net Earnings 

796 

1250 

$ 3542 

$ 5534 

Village Access Campaigns Executed 

62 

110 
 

Number of Direct Beneficiaries 

3922 

5648 
 
 

77% Increase 44% Increase 

Organizations Served Trainings Delivered 

31 
42 

53 
56 

35% Increase 5% Increase 
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8. In-Country Constituent Outcomes 
 
MicroConsignment Model  
 
Field Impact Results All Programs 
 
Number of village access campaigns executed:    110 
Number of Community Advisors supported:    135  
Number of Direct Beneficiaries:             5648 
 
 

 
Intern Outcomes Guatemala Eight Week Program 
 
Client: SolCom, SA  
  
Client Needs:  

1.  CA/CP support during village visits including 
marketing and village access campaign execution 
2. Needs analysis for solar products, Family Nutrition Kit, 
Water Purification Bucket and improved cook stoves 

TOTAL VILLAGE ACCESS CAMPAIGN RESULTS 

Product 
TOTAL Number 

of Sales 
Entrepreneur 

Earnings (USD) 

Near Vision Glasses 758 $    1,557.82 

Near Vision Glasses (Photochromic) 239 $       718.15  

UV Protective Glasses/Sunglasses 231 $       386.15 

Photochromic Protective Glasses 220 $       479.20 

Cases 965 $       377.59 

Cords 702 $       207.82 

Eye Drops 872 $       777.07 

Energy Efficient Light Bulbs 115 $         91.29 

Vegetable Seeds 598 $       108.82 

Water Purification Buckets 33 $       142.01 

Replacement Filters 2 $           5.26 
Solar Lamp: Lumi Cuarto 155 $       541.30  
Jr. Matrix: Lumi Casa 7 $         69.08 
Solar Clip: Lumi Camino 5 $           9.89 
S1: Lumi Tarea 5 $          13.89 
Rocket Stove: Nixtamalera 12 $          39.47 
Earplugs 4 $            2.60 
Mosquito Nets 5 $            6.55 

Total 4973  $    5,533.96 
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3. Research for strategies on product presentations during a village access campaign and on village 
access campaigns focused on one product 

 
Intern Activities: 
1. Supported 30 CAs/CPs in 40 marketing efforts for village access campaigns  
2. Supported 60 CAs/CPs in 46 village access campaigns to provide access to 1814 beneficiaries 
3. Created several different marketing and sales strategies for products as well as ideas on one product 
village access campaigns 
4. Held water focused and solar focused village access campaigns 
5. Held village access campaigns at the SolCom Centro in Sololá 

  
Number of Surveys Completed: 
1.  71 solar product surveys 
2.  60 Family Nutrition Kit surveys 
3.  190 Water Purification Bucket surveys 
4.  128 Improved Cook Stoves surveys 

 
Intern Achievements: 
1. MCM Sales and Earnings 
 

TOTAL VILLAGE ACCESS CAMPAIGN RESULTS 

Product 
TOTAL Number of 

Sales 
Entrepreneur 

Earnings (USD) 

Near Vision Glasses 189  $       311.51 

Near Vision Glasses (Photochromic) 110  $       289.47 

UV Protective Glasses/Sunglasses 50  $         65.79 

Photochromic Protective Glasses 94  $       185.53 

Cases 288  $         94.74 

Cords 157  $         51.64  

Eye Drops 404  $       425.26  

Energy Efficient Light Bulbs 39  $         20.53 

Vegetable Seeds 194  $         25.53  

Water Purification Buckets 19  $         75.00 

Replacement Filters 2  $           5.26 
Solar Lamp: Lumi Cuarto 55  $       180.92 
Jr. Matrix: Lumi Casa 4  $         39.47 
Solar Clip: Lumi Camino 3  $           5.92 
S1: Lumi Tarea 1  $           1.97 
Rocket Stove: Nixtamalera 12  $         39.47 

Total 1621  $    1,821.32 
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2. The interns effectively created and tested different marketing strategies for water purification buckets, 
solar products, improved cook stoves and the family nutrition kit 
3. The interns created marketing materials and product guides for water purification buckets, solar 
products, improved cook stoves and the family nutrition kit (see Appendix 1.a) 

             4. The interns helped to improve SolCom leadership and support strategies with the CAs 
 
Intern Outcomes Guatemala Four Week Program  
 
Client: SolCom, SA  
  

Client Needs:  
1. CA/CP support during village visits including marketing and village access campaign execution 
2. Continued needs analysis for solar products and Water Purification Bucket  
3. Research for strategies on product presentations during a village access campaign and on village 
access campaigns focused on one product 
 
Intern Activities: 
1. Supported 15 CAs/CPs in eight marketing efforts for village access campaigns 
2. Supported 20 CAs/CPs in 13 village access campaigns to provide access to 1547 beneficiaries 
3. Created marketing and sales strategies for products as well as ideas on one product village access 
campaigns 
4. Held water focused and solar focused village access campaigns 

  
Number of Surveys Completed: 
1.  34 solar product surveys 
2.  77 Water Purification Bucket surveys 
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Intern Achievements: 
1. MCM Sales and Earnings 
 

TOTAL VILLAGE ACCESS CAMPAIGN RESULTS 

Product 
TOTAL Number of 

Sales 
Entrepreneur 

Earnings (USD) 

Near Vision Glasses 69  $       116.12 

Near Vision Glasses (Photochromic) 43  $       113.16 

UV Protective Glasses/Sunglasses 16  $         21.05 

Photochromic Protective Glasses 45  $         88.82 

Cases 128  $         42.11 

Cords 100  $         32.89 

Eye Drops 132  $       138.95  

Energy Efficient Light Bulbs 8  $           4.21 

Vegetable Seeds 39  $           5.13  

Water Purification Buckets 6  $         23.68 
Solar Lamp: Lumi Cuarto 6  $        19.74 
Jr. Matrix: Lumi Casa 3  $         29.61 
Solar Clip: Lumi Camino 1  $           1.97 
S1: Lumi Tarea 2  $           3.95 

Total 598  $       641.38 
 
2. The interns effectively created and tested different marketing strategies for Water Purification Buckets, 
and solar products.  

             3. The interns helped to improve SolCom leadership and support strategies with the CAs 
 
Intern Outcomes Guatemala Four Week Program – U21 
 
Client: SolCom, SA  
  

Client Needs:  
1.  CA/CP support during village visits including marketing and village access campaign execution 
2. Research for strategies on enhancing product presentations and having village access campaigns 
focused on one product 

 
Intern Activities: 
1. Supported 14 CAs/CPs in seven marketing efforts for village access campaigns 
2. Supported 18 CAs/CPs in nine village access campaigns to provide access to 500 beneficiaries 
3. Created marketing and sales strategies for products as well as ideas on one product village access 
campaigns 
4. Held water focused village access campaigns 
5. Held village access campaigns at the SolCom Centro in Solola 
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Intern Achievements: 
1. MCM Sales and Earnings 
 

TOTAL VILLAGE ACCESS CAMPAIGN RESULTS 

Product 
TOTAL Number of 

Sales 
Entrepreneur 

Earnings (USD) 

Near Vision Glasses 57  $         93.75 

Near Vision Glasses (Photochromic) 40  $       105.26 

UV Protective Glasses/Sunglasses 23  $         30.26 

Photochromic Protective Glasses 43  $         84.87 

Cases 125  $         41.12 

Cords 70  $         23.03  

Eye Drops 125  $       131.58 

Energy Efficient Light Bulbs 1  $           0.53 

Vegetable Seeds 81  $         10.66 

Water Purification Buckets 2  $           7.89 
Solar Lamp: Lumi Cuarto 17  $         55.92 
S1: Lumi Tarea 1  $           1.97 

Total 585  $      586.84 
 

2. The interns effectively created and tested different marketing strategies for water village access 
campaigns as well as proposed different strategies for product presentations during village access 
campaigns.  

             3. The interns helped to improve leadership and support strategies with the CAs 
 
Intern Outcomes Guatemala Four Week Program – Engineers for Impact 
 
Client: SolCom, SA  
 
 Client needs: 

1. Research rocket stoves designs and materials 
2. Improve current rocket stove models 
3. Launch of a repair service for solar products 
4. Research for Water Catchment Systems needs and solutions 

 
 Rocket Stove: 

1. Evaluated original prototypes 
2. Interviewed Regional Coordinator Juana about personal 
experiences and customer feedback on the original rocket stove 
models 
3. Researched potential rocket stove designs and materials 
4. Designed and improved the original rocket stove design using a steel oil drum and a square 
combustion chamber constructed from thick sheet metal 
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5. Designed a new, inexpensive rocket stove constructed from heat proof brick with a circular rebar 
frame.   
6. Produced 25 wood molds for making clay and pumice heat proof bricks 

 
Solar Lamps: 
1. Participated in two village access campaigns in the Quiche region to launch a solar lamp reparation 

service 
2. Assessed and recorded most commonly occurring lamp problems and the recommended 

corresponding repairs 
3. Aided in repairing 22 Solar Lamps  
4. Created a diagnostic form to use for all solar reparation services and for SolCom records 

 
Water Catchment Systems: 
1. Completed 25 water surveys from three communities  
2. Collected information on perceived water problems 
3. Recommended basic options for addressing some of these problems 
4. Delivered water 30 minutes up a mountain for a family with no immediate access to potable water 

 
Intern Outcomes Ecuador Eight Week Program 
 
Client: SolCom, SA 

 
Client Needs:  
1.  CA/CP support during village visits including marketing and 
access campaign execution 
2. Needs analysis and marketing strategies for solar products, 
Water Purification Bucket and Improved Cook Stoves 
3. Research for strategies on visiting a village more than once and 
on campaigns focused on one product 
 
Intern Activities: 
1. Supported 12 CAs/CPs in 17 marketing efforts for village access 
campaigns 
2. Supported 12 CAs/CPs in 17 village access campaigns to 

provide access to 1090 beneficiaries 
3. Created several different marketing and sales strategies for products as well as ideas on one product 
access campaigns 
4. Held water and stove focused demonstrations during the campaign 
 
Number of Surveys Completed: 
1.  44 solar product surveys 
3.  121 Water Purification Bucket surveys 
4.  100 Improved Cook Stoves surveys 
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Intern Achievements: 
1. MCM Sales and Earnings 
 

TOTAL VILLAGE ACCESS CAMPAIGN RESULTS 

Product 
TOTAL Number of 

Sales 
Entrepreneur 

Earnings (USD) 

Near Vision Glasses 243 $       607.50 

Near Vision Glasses (Photochromic) 27 $       108.00 

UV Protective Glasses/Sunglasses 75 $       150.00 

Photochromic Protective Glasses 31 $         93.00 

Cases 261 $       130.50 

Cords 246 $         61.50 

Eye Drops 125 $         31.25 

Energy Efficient Light Bulbs 38 $         38.00 

Vegetable Seeds 212 $         53.00 

Seed Guide 2 $           0.50 

Water Purification Buckets 2 $         14.50 
Solar Lamp: Lumi Cuarto 19 $         95.00 
Solar Clip: Lumi Camino 1 $           2.00 
S1: Lumi Tarea 1 $           6.00 

Total 1283 $    1,390.75 
  

2. The interns effectively tested different marketing strategies for Water Purification Buckets, solar 
products, and Improved Cook Stoves 
3. The interns created marketing materials and product guides for Water Purification Buckets, solar 
products and Improved Cook Stoves 
4. The interns helped to improve SolCom leadership and support strategies with the CAs 

 
Intern Outcomes Ecuador Four Week Program 
 
Client: SolCom 
  

Client Needs:  
1. CA/CP support during village visits including marketing and access campaign execution 
2. Needs analysis and marketing strategies for Family Nutrition Kit 

 
Intern Activities: 
1. Supported five CAs/CPs in two marketing efforts for village impact campaigns 
2. Supported five CAs/CPs in two village impact campaigns to provide access to 97 beneficiaries 
3. Created marketing and sales strategies for the Family Nutrition Kit 
4. Held Family Nutrition Kit focused demonstrations during the campaign and events 
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Number of Surveys Completed: 
1.  Interns collected 60 Family Nutrition Kit Surveys 
 
Intern Achievements: 
 
1. MCM Sales and Earnings 
 

TOTAL VILLAGE ACCESS CAMPAIGN RESULTS 

Product 
TOTAL Number of 

Sales 
Entrepreneur 

Earnings (USD) 

Near Vision Glasses 14 $        35.00 

Near Vision Glasses (Photochromic) 1 $          4.00 

UV Protective Glasses/Sunglasses 8 $        16.00 

Cases 8 $          4.00 

Cords 4 $          1.00 

Eye Drops 14 $          3.50 

Energy Efficient Light Bulbs 14 $        14.00 

Vegetable Seeds 35 $          8.75 

Total 99 $        86.50 
  

2. The interns effectively tested different marketing strategies for Family Nutrition Kit 
3. The interns created marketing materials and product guides for the Family Nutrition Kit and nutrition 
related products 
4. The interns helped to improve SolCom leadership and support strategies with the CAs 

 
Intern Outcomes Ecuador Four Week Program – Colorado College  
 
Client: SolCom, SA 
 

Client Needs:  
1. CA/CP support during village visits including marketing and access campaign execution 
2. Needs analysis for Family Nutrition Kit 
 
Intern Activities: 
1. Supported three CAs/CPs in two marketing efforts for village access campaigns 
2. Supported three CAs/CPs in two village access campaigns to provide access to 120 beneficiaries 
3. Discussed marketing and sales strategies for the assigned products  
4. Held Family Nutrition Kit event  

  
Number of Surveys Completed: 
1.  17 Family Nutrition Kit surveys  
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Intern Achievements: 
1. MCM Sales and Earnings 
 

TOTAL VILLAGE ACCESS CAMPAIGN RESULTS 

Product 
TOTAL Number of 

Sales 
Entrepreneur 

Earnings (USD) 

Near Vision Glasses 39 $       97.50 

Near Vision Glasses (Photochromic) 3 $       12.00 

UV Protective Glasses/Sunglasses 12 $       24.00 

Photochromic Protective Glasses 5 $       15.00 

Cases 43 $       23.50 

Cords 34 $        8.50 

Eye Drops 18 $        4.50 

Energy Efficient Light Bulbs 8 $        8.00 

Vegetable Seeds 22 $        5.75 

Seed Guide 3 $        0.75 
Solar Lamp: Lumi Cuarto 3 $       15.00 

Total 194 $     214.25 
  
2. The interns tested marketing strategies for the Family Nutrition Kit 

 
Intern Outcomes Nicaragua Eight Week Program 
Client: SolCom, SA  
  

Client Needs:  
1.  CA/CP support during village visits including 
marketing and village access campaign execution 
2. Needs analysis for solar products, Water 
Purification Bucket and Improved Cook Stoves 
3. Research for strategies on visiting a village more 
than once and on village access campaigns 
focused on one product 
4.  Creation of a seed guide to be offered with 
Vegetable Seeds 
5.  Establish relationships with new community 
leaders 
 
Intern Activities: 
1. Supported 15 CAs/CPs in 11 marketing efforts for 
village access campaigns 
2. Supported 15 CAs/CPs in 11 village access 
campaigns to provide access to 254 beneficiaries 
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3. Created several different marketing and sales strategies for products as well as ideas on one product 
village access campaigns 
4. Tested and compared different water purification products 
5. Researched planting practices and designed a seed guide specific to Nicaragua 
6. Conducted seven village visits, identified and contacted local leaders, and delivered six 
presentations 

  
Number of Surveys Completed: 
1. 123 solar product surveys 
3. 64 Water Purification Bucket surveys 
4. 50 Improved Cook Stove surveys 
5. 56 Vegetable Seeds surveys 

 
Intern Achievements: 
 
1. MCM Sales and Earnings 
 

TOTAL VILLAGE ACCESS CAMPAIGN RESULTS 

Product 
TOTAL Number of 

Sales 
Entrepreneur 

Earnings (USD) 

Near Vision Glasses 91  $      150.36 

Near Vision Glasses (Photochromic) 7  $        16.55  

UV Protective Glasses/Sunglasses 29  $        37.34 

Cases 88  $        28.34  

Cords 85  $        27.38  

Eye Drops 33  $        28.35  

Energy Efficient Light Bulbs 7  $          6.02 
Solar Lamp: Lumi Cuarto 48  $      123.61 

Total 388  $      423.95  
 

2. The interns effectively created marketing strategies for Water Purification Buckets, solar products, 
Improved Cook Stoves and Vegetable Seeds 
3. The interns created a seed guide for Nicaragua (see Appendix 1.b) 
4. The interns created and led training sessions with CAs during the national CA conference 
 

Intern Outcomes Dominican Republic Eight Week Program 
 
Client: SolCom Initiative  
  

Client Needs:  
1. Needs analysis and feasibility studies in the DR for the expansion of the MCM and SolCom products 
2. Creation of a marketing strategy and product presentations for SolCom products 
3. Support during village visits, including marketing and village access campaign execution 
4. Identification of potential suppliers and vision referrals 
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5. Identification of potential communities to work in and potential CAs and CPs 
6. Planning and facilitation of trainings for new CAs  

 
 Intern Activities: 
1. Conducted needs analysis and feasibility studies for 

solar products, Water Purification Buckets, nutrition & 
agriculture products, Near Vision Glasses, Protective 
Glasses and Improved Cook Stoves 

2. Supported CAs in five marketing efforts for village 
access campaigns 

3. Supported CAs in six village access campaigns to 
provide access to 174 beneficiaries 

4. Tested current solutions in the field and with focus 
groups in four municipal districts 

5. Recommended marketing strategies and developed 
marketing and educational materials for SolCom 

6. Planned and facilitated five trainings for new CAs and evaluated CAs’ performance  
7. Identified potential suppliers and vision referrals 
8. Identified and conducted meetings with potential CPs  

 
Number of Surveys Completed:  
1. 293 Needs analysis surveys 

 
Intern Achievements: 
 
1. MCM Sales and Earnings 
 

TOTAL VILLAGE ACCESS CAMPAIGN RESULTS 

Product 
TOTAL Number of 

Sales 
Entrepreneur 

Earnings (USD) 

Near Vision Glasses 39  $       81.68 
UV Protective Glasses/Sunglasses 6  $         8.64 
Photochromic Protective Glasses 1  $         2.49 
Cases 6  $         1.88 
Cords 6  $         1.88 
Eye Drops 16  $       10.47 
Water Purification Buckets 4  $       20.94 
Solar Lamp: Lumi Cuarto 3  $         9.82 
Mosquito Nets 5  $         6.55 
Earplugs 3  $         1.96 

Total 92  $     164.64 
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2. The interns successfully researched and analyzed needs and product solutions and presented six 
reports with recommendations to the Solcom initiative staff and CPs 

3. The interns produced maintenance and user manuals for Water Purification Buckets and solar 
products (see Appendix 1.c) 

4. The interns created marketing materials for SolCom Initiative DR including product logos, radio 
advertisements and a Facebook page 

5. The interns provided recommendations to improve SolCom’s marketing strategy 
6. The interns planned and conducted components of five CA trainings for eight CAs and developed 

lesson plans for future training 
7. The interns helped to improve Solcom leadership and support strategies with CAs 

 
Intern Outcomes Dominican Republic (DR) Three Week Program 
 
Client: SolCom Initiative 
   

Client Needs:  
1. Needs analysis and feasibility studies in the DR for the expansion of the MCM and SolCom products 
2. Create a marketing strategy and product presentations for SolCom products 
3. Needs analysis for solar products, Water Purification Buckets, Vegetable Seeds, Near Vision Glasses 

and Protective Glasses 
4. Support during village visits, including marketing and village access campaign execution 
5. Identification of potential suppliers and vision referrals 
6. Identification of potential communities to work in and potential CAs 

 
Intern Activities: 
1. Designed educational and marketing visual aids to illustrate the correlation between problems and 

solutions in village access campaigns and CA trainings 
2. Supported SolCom leadership in the launch of first-ever village marketing and village access 

campaigns in the Dominican Republic to provide access to 52 beneficiaries 
3. Visited and identified three locations for vision referrals, two potential suppliers for agricultural 

products, and two potential suppliers for eye drops 
4. Visited two municipal districts to identify key collaborating organizations, needs/solutions, and 

candidates for CA training 
 
Number of Surveys Completed: 

 1.  52 needs analysis surveys 
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Intern Achievements: 
1. MCM Sales and Earnings 
 

TOTAL VILLAGE ACCESS CAMPAIGN RESULTS 

Product 
TOTAL Number of 

Sales 
Entrepreneur 

Earnings (USD) 

Near Vision Glasses 11  $        22.63 

Near Vision Glasses (Photochromic) 2 $           5.15 

UV Protective Glasses/Sunglasses 8 $         10.29 

Cases 1 $           0.64 

Eye Drops 5 $           3.21 
Solar Lamp: Lumi Cuarto 3 $          9.64 
Earplugs 1 $          0.64 

Total 31 $        52.21 
 

 
2. The interns effectively completed four reports to inform the development of SolCom’s various product 
lines in the DR 
3. The interns created marketing materials and product guides for Water Purification Buckets, solar 
products, and vision products 
4. The interns helped to identify potential collaborators, such as vision centers, suppliers, candidates for 
CAs, etc. 
5. The interns conducted focus groups in two municipal districts previously unexplored by SolCom to 
determine needs for future village access campaigns and identify potential new CAs 
6. The interns helped to improve SolCom leadership and support strategies with CAs 

 
Intern Outcomes South Africa Six and Four Week Programs 
 
Client: MCM Expansion in South Africa  
  

Client Needs:  
1. Needs analysis for the expansion of the MCM in South Africa on energy needs, gardening needs, 

water needs analysis and cooking needs 
2. Needs analyses and feasibility studies for solar products, the Rocket Stove: Nixtamalera, Garden in a 

Box, Water Heater: Mini Geyser, Tulip Water Filter and Mosquito Nets 
 

Intern Activities: 
1. Conducted needs analyses and feasibility studies, analyzed results and presented final findings and      

recommendations in formal presentations 
2. Held the first village access campaign in an informal settlement in South Africa 
3. Held two village access campaigns in rural townships in the Mpumalanga province 
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Number of Surveys Completed: 
1. 83 energy needs analysis surveys 
2. 39 gardening needs analysis surveys 
3. 19 water needs analysis surveys  
4. 14 cooking needs analysis surveys  
5. 56 Solar Lamp: Lumi Cuarto surveys  
6. 18 Coho: Carga Cel Solar 
7. Rocket Stove: Nixtamalera surveys  
8. 25 Garden in a Box surveys  
9. Ten Water Heater: Mini Geyser surveys  
10. Four Tulip Water Filter surveys  
11. Nine Jr. Matrix: Lumi Casa surveys  
12. Two Mosquito Net surveys 

 
 

Intern Achievements: 
1. MCM Sales and Earnings 
 

TOTAL VILLAGE ACCESS CAMPAIGN RESULTS 

Product 
TOTAL Number of 

Sales 
Organization 

Earnings (USD) 

Near Vision Glasses 6  $         41.77 

Near Vision Glasses (Photochromic) 6  $         64.56 

UV Protective Glasses/Sunglasses 4 $          22.78 

Photochromic Protective Glasses 1 $            9.49 

Cases 17 $          10.76 
Solar Lamp: Lumi Cuarto 1 $          31.65 

Total 35  $       181.01  
 
3. The interns investigated the need for energy, gardening, water and cooking solutions as well as 

executed needs analyses and feasibility studies for solar products, Rocket Stove: Nixtamalera, 
Garden in a Box, Water Heater: Mini Geyser, Tulip Water fFlter, and Mosquito Nets 
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ParaLaComunidad (Latin America Only) 
  
Client: Social Entrepreneur Corps 
  

Client Needs: 
1. Profiles of appropriate organizations and small businesses 
2. Informational “how-to” articles including a wide range of topics from health and nutrition and 
business creation to agriculture and appropriate technology 

 
Guatemala 
 
 Intern Activities: 

1. Wrote informational “how-to” articles 
 
 Intern Achievements: 

1. Wrote 42 “how-to” articles 
 
Ecuador 
 

Intern Activities: 
1. Collected profiles of various organizations and 
small businesses 
2. Wrote informational “how-to” articles 

 
 Intern Achievements: 

1. Collected and completed two new profiles on different organizations and small businesses and 
updated information on previous profiles 
2. Wrote 32 “how-to” articles 

 
Nicaragua 
 

Intern Activities: 
1. Wrote informational “how-to” articles 

 
 Intern Achievements: 

1. Wrote eight “how-to” articles 
 

Dominican Republic 
 
 Intern Activities: 

1. Collected profiles of various organizations and small businesses 
2. Wrote informational “how-to” articles 

 
 Intern Achievements: 

1. Collected and completed 36 new profiles on different organizations and small businesses  
2. Wrote seven “how-to” articles 
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Artisan Explorer 
  
Client: Social Entrepreneur Corps 
  

Client Needs: 
1. Profiles of appropriate organizations for Artisan 
Explorer to help generate local tourism 

 
Ecuador 
 

Intern Activities: 
 1. Visited potential organizations 
 2. Collected profiles 
 

Intern Achievements: 
 1. Collected eight profiles for Artisan Explorer 
 
Dominican Republic 

 
Intern Activities: 

 1. Visited potential organizations 
 2. Collected profiles 
 
 Intern Achievements: 
 2.  Collected two profiles for Artisan Explorer 
 
Good Stuff Good Works 
 
Client: Social Entrepreneur Corps 

 
Client Needs: 
1. Profiles of appropriate organizations for Good Stuff Good Works to help bring products to market 
2. Support and continue fostering relationships with existing Good Stuff Good Works 
 

Guatemala 
 

Intern Activities: 
 1. Worked with our Good Stuff Good Works partners through the Grassroots Consulting Initiatives 
  
 Intern Achievements: 
 1. Through Grassroots Consulting, interns continued and expanded relationships 
  
Ecuador 
 

Intern Activities: 
 1. Visited potential organizations 
 2. Collected profiles 
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Intern Achievements: 
 1. Collected three profiles for Good Stuff Good Works 
 
Nicaragua 
 

Intern Activities: 
 1. Worked with our Good Stuff Good Works partners through the Grassroots Consulting social innovation 
  
 Intern Achievements: 
 1. Through Grassroots Consulting, interns continued and expanded relationships 
 
South Africa 
 

Intern Activities: 
 1. Visited potential organizations 
 2. Collected profiles 
 

Intern Achievements: 
1. Collected four profiles for Good Stuff Good Works 

 
Dominican Republic 

 
Intern Activities: 

 1. Visited potential organizations 
 2. Collected profiles 
 
 Intern Achievements: 
 1.  Collected six profiles for Good Stuff Good Works 
 
Grassroots Consulting 
 
Guatemala 
  

Client: Lema’ 
 
Description:  
Rosalinda Tay founded Asociación Lemá in 1998, with the vision of providing employment for women in 
San Juan la Laguna by producing products woven on the traditional back strap loom and dyed using 
only natural materials. Rosa Tay gathered a small group of women and shared with them her vision of 
working together, to be able to get some incomes for their families.   The women began to dye their 
cotton, every day learning more about the process and experimenting with new plants. From this they 
wove tablecloths and napkins, and were pleased to see that tourists were fond of their work and even 
suggesting new products. Asociación Lemá came in contact with a number of associations, national 
and international, who not only helped them design new products, but also helped the group to 
become organized as an association.  Today Lemá has a broad variety of high quality products, 100% 
natural.  
 
Client Needs: 

 1. Increase sales and analyze current market 
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 2. Reduce shipping costs 
 3. Update and improve social media 
 4. Improve existing marketing materials 
 

Intern Activities: 
1. Executed a SWOT analysis workshop 
2. Export analysis through Amazon – feasibility analysis of using “Fulfillment by Amazon” as a means to 
distribute products in the states 
3. Worked with artisans to analyze current shipping methods and research new more economic options 
4. Marketing Materials for new initiative Hilamo’s Spirit 
5. Gave a “how to use your website and other social media” workshop, detailing the use of Facebook, 
e-newsletters, and websites to market to clients 
6. Updated the existing website as well as taught artisans how to use other social media such as 
Facebook and e-newsletters 
7. Product Design Workshop – modern and trendy new ideas for artisans to use and create new 
products, including recycled materials 
8. Pitching Lema’s new tourism program, Hilamo’s Spirit, to travel agencies in San Pedro and online 

 
Intern Achievements: 
1. Successfully executed a workshop on social media, SWOT Analysis, and new product design for 
Lema’s target market 
2. Successfully improved market materials with the hope of increasing sales 
3. Creation of an Export Calculator, detailing the costs incurred by using the Amazon program, helping 
to set prices, and displaying necessary investment, potential loss, and potential gain 
4. Established contacts of travel agencies in San Pedro for Hilamo’s Spirit  
5. Creation of an online presence for Asociación Lemá 

 
Client: Las Mujeres del Triunfo 
 
Description: 
The Women's Weaving Group of El Triunfo was 
established in 2005 at a community meeting in El 
Triunfo. Women throughout El Triunfo were faced with 
the dire need to put food on the table for the families 
and support their children's education. Most women of 
El Triunfo cannot read and are isolated from economic 
opportunities in their community. In reaction to this 
environment four women from El Triunfo decided to sell 
their hand-woven crafts in nearby towns of Panajachel 
and Sololá to generate income to support their families. 
They were confident that with their weaving they could 
put bread on the table for their families. But such an 
initiative required capital that the four women did not possess alone so they announced their idea at a 
community meeting in El Triunfo. Fifteen women united together to collect the capital, which they 
invested in weaving materials and transportation costs to reach their new markets. 

 
 Client Needs:  
1. Advice on new product line 
2. Guidance on pricing and savings 
3. Increase appeal to foreign customers online and improve social media skills 
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Intern Activities: 
1. Workshop on pricing 
2. Workshop on savings 
3. Workshop on appropriate product design 
4. Updating Facebook, e-newsletter, and suggestions for website 
5. Contacting potential buyers from boutiques in the US 
 
Intern Achievements: 
1. Successfully conducted workshops on pricing, savings, and appropriate product design 
2. Enhanced online presence through updates on Facebook, sending an e-newsletter, and improving 
the website 
3. Successfully established contact with a boutique in Boston interested in purchasing products 
4. Creation of video profile for Las Mujeres del Triunfo’s website 
 
Client: SolCom Centro – Solola 
 

Description: 
The SolCom Centro – Solola center was designed to help create access to 
SolCom products for people living in Solola. The idea is that people of Solola 
and the surrounding communities can come to the center to purchase 
products and not just wait for a village access campaign in their community. 
The center is also used to test out new products and as a place to hold 
presentations, demonstrations and trainings on new and potential SolCom 
products. 

 
 
 

Client Needs: 
1. Development of urban marketing strategies to help the SolCom Center in 

Sololá cover its costs 
 

Intern Activities: 
1. Create long and short term strategies to market the location 
2. Test strategies on the day of the center campaign 
 
Intern Achievements 
1. Successfully designed strategies for stove demonstrations such as making coffee and tortillas on the 
rocket stove in front of the office to attract a crowd 
2. Created a promotional calendar with discounts and specials on certain SolCom products 
4. Designed a new store sign 
5. Created a saving calculator for the Water Purification Bucket (see Appendix 2.a) 
  
Client: Turismo Ixil (Nebaj.com) 
 
Description:  
Turismo Ixil (Ixil Tourism) is an initiative of SolCom to help create local jobs and opportunities. The initiative 
also boosts local economy by offering tourists eco-friendly treks, Spanish and Ixil language classes, 
volunteer opportunities and a hotel (Media Luna Media Sol) and restaurant (El Descanso) to enjoy.   
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Client Needs: 
1. Create collaborative opportunities with other local and national tourism businesses 
2. Improve customer service 
3. Improve the menu at El Descanso 
 
Intern Activities: 
1. Delivered presentations to current employees about customer service 
2. Spoke with other businesses around Nebaj to form alliances and collaboration as well as researched 
other national level tourism business for potential collaboration opportunities 
3. Tested other options to expand the menu  
 

 Intern Achievements: 
 1. Continued to forge new relationships as well as maintain existing relationships with tourism businesses  
 2. Created recipes for other food options for the El Descanso menu 
 3. Designed a new menu template 

 
Client: Cooperativa de Tejadores de Nebaj 
 
Description:  
The artisan work of Nebaj was voted one of the most beautiful in the world a few years ago, yet the 
market for the indigenous artisan work of Nebaj has not left its own community.  Women invest large 
amounts of money and time into the products they weave, and often rely on unjust prices when trying 
to sell their products.  Rosa and Nila (the office managers of Guias Ixiles) are the founders of this small 
cooperative of skilled weavers from Nebaj. 

 
Client Needs: 
1. Improve existing marketing material  
2. Create new marketing strategies such as social media 
 
Intern Activities: 
1. Worked on new marketing material 
2. Created profiles of artisans for marketing purposes 
 

 Intern Achievements: 
1. Successfully created a new marketing strategy that includes product labels with artisan profiles, new 
social media including a Facebook page and a simple website and a new flier (see Appendix 2.b) 

  
Client: Escuela Especial de Nebaj 
 
Description:  
In Guatemala, people with disabilities often do not have the opportunity to go to school; they are a 
population that has virtually no rights and are often locked in their homes or thought of as useless 
citizens. Seven years ago, a nonprofit began in Nebaj to support children with physical and/or mental 
disabilities.  In 2011, the Ministry of Education and the nonprofit combined to form the first ever publicly 
recognized school for special education in Nebaj.  There are two teachers in charge of about 30 
students, ranging from ages 4-30.  Although they have a classroom facility and two teachers, there are 
very little resources and their source of funding is unsustainable. 
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Client Needs: 
1. Needs analysis of operations 
2. Sustainable funding  
Intern Activities: 
1. Conducted a SWOT analysis workshop 
2. Brainstormed on fundraising ideas with teachers 

 
Intern Achievements: 
1. Successfully executed a SWOT analysis with the teachers 
2. Created a template for a newsletter to send to donors and collaborators 

 3. Designed and executed a fundraising event and raised over Q1000.00 for the school 
 
 Client: El Centro Explorativo 
 

Description:  
The Centro Explorativo is an educational initiative of 
Community Enterprise Solutions located in La Pista, Nebaj. The 
center was designed to provide classes to reinforce what 
local school children learn in public schools as well as to offer 
productive afterschool programs such as drama classes and 
chess leagues. 
 
Client Needs: 
1. Improve local marketing materials to receive more students 
from the La Pista area 
2. Create a mapping project to help students understand 
geography and where they come from 
3. Create a local cultural project to give the students an idea 
of who they are and where they come from 
 
Intern Activities:   
1. Worked with students to paint large color maps of Quiche, Nebaj and Guatemala on the walls 
3. Worked with select students to interview local elders on their life and experiences in La Pista 
4. Created new Centro signs to hang in strategic locations in La Pista 

 
 Intern Achievements: 
 1. Three maps were painted on the walls (see Appendix 2.c) 
 2. Created profiles and history stories of La Pista and its people 
  
 Client: SolCom – Xela CA Vision Re-Trainings 
  
 Description: 

Currently, all SolCom Community Advisors receive initial training and continuous individual support from 
their Regional Coordinator. As well every trimester Regional Coordinators do group re-trainings in 
needed areas.  However, there is often not enough time to conduct in-depth workshops and re-
trainings.  The idea is to streamline the process and create standard training and re-training guides 
country wide. 
 
Client Needs: 
1. Creation of re-training materials 
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2. Implementation of a re-training format 
3. Analysis of change in Community Advisor knowledge and benefit from re-trainings 

 
Intern Activities: 
1. Created materials- both a manual and interactive worksheets and activities to use during a vision re-
training  
2. Created a standardized format for individual vision re-trainings  
3. Brainstormed and collaborated with Xela regional coordinator and community advisors 
 
Intern Achievements: 
1. Finalized a standard 32 page vision re-training manual, including graphics, activities and worksheets 
that can be implemented in other regions 
2. Conducted a two hour vision re-training with each Community Advisor team in the Xela Region 
  
Client: Proyecto Santo Tomas, Chiantla 
 

Description:  
Founded by a husband and wife team from Santo Tomas, 
Proyecto Santo Tomas works to empower, educate and 
create opportunities for people in the community. The 
organization has leveraged support from the local 
government and has provided training sessions for women 
and created music and computer classes for children. 
They are currently in the process of developing new 
initiatives to support and train local farmers in composting 
and selling goods in markets. The project has also been 

given an area of land by the local government in order to develop a large community resource (play 
park, garden and football field). 

 
Client Needs: 
1. Analyze current state of the organization 
2. Improve participation for each constituent group (women and youth in particular)   
3. Enhance publicity and social media skill set to solicit local support and funding 
4. Replicable community event plan for local project promotion, future fundraising and to garner family 

involvement 
5. Research community projects for land received by local government 
 
Intern Activities: 
1. Executed a SWOT analysis with PST leadership 
2. Enhanced media and publicity, including creating a video about the organization 
3. Gave a presentation to director and youth group representatives on how to use their social media – 

Facebook, blog, website, etc 
4. Designed surveys to assess lack of participation in women’s group 
5. Created replicable event plan, invitations, and materials to increase participation among all 

constituent groups, and particularly to reach out to and inform parents of current children 
participants 

5. Researched and created business plan to create a nursery on community land 
  

Intern Achievements: 
1. Successfully executed a SWOT analysis with leadership of PST 
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2. Improved website, blog, Facebook page, and brochure, and made additional publicity materials 
(see Appendix 2.d) 

3. Created user instructions and executed training for Nelson and youth for online media tools 
4. Interviewed women’s group and youth group representatives and designed surveys to better assess 

lack of participation, as well as submitted basic recommendations on how to improve participation 
in PST 

5. Designed Family Day and replicable event plan guide to promote PST within the community and 
involve and educate parents of child participants in the PST program 

6. Created materials to use at future Family Day events 
7. Executed successful Family Day event 
8. Established connections with local resources to jumpstart nursery project on community land 
9. Created and presented a business plan to PST leadership on starting a nursery project on community 
land 
 
Client: Asociación RED de Comunicadores (RED) 
 

Description: 
La Red de Comunicadores Sociales is a grassroots 
community development organization with branches in 
several towns in Huehuetenango, one of the most active 
being the group in Chiantla. The mission of the Red de 
Comunicadores Sociales is to raise consciousness and 
mobilize communities around important social issues in 
and around Chiantla.  In the past they have worked on 
projects in such areas as reproductive health, nutrition, 
and education; for the last 4 years they have focused 
primarily on the environment.  In addition to a regular 
Monday radio program, their main initiative has been a 
project called Rescate del Río Selegua, organizing 
meetings with communities along the Selegua river valley.  

They worked with each community to come up with a development plan for investment in river cleanup 
and maintenance.  Their main obstacles in moving forward are a lack of funding for continued 
environmental education programs, and a local trash disposal system (Although private garbage 
companies collect trash, there is no separation of waste and no municipal landfill).  Without a 
responsible way to deal with waste removed from the river, clean-up efforts can only go so far. 
 
Social Entrepreneur Corps has not worked with La Red in the past; however, Soluciones Comunitarias 
has collaborated with them in events such as International Water Day and maintains a constant 
connection due to the fact that Teodolinda Herrera, the Regional Coordinator for Huehuetenango, is 
an active member. 
 
Client Needs: 
1. Analyze current state of organization 
2. Assess and research funding sources 
3. Improve publicity and marketing plan and resources to better seek funding 

 
Intern Activities: 
1. Executed SWOT analysis with Board of Directors 
2. Assessed and improve marketing and publicity materials 
3. Researched and present funding opportunities 
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4. Participated in their community environmental conservation activities – reforestation 
 
Intern Achievements: 
1. Successfully analyzed and presented findings on state of organization and current needs to Board of 
Directors 
2. Researched funding sources and created a funding plan for RED 
3, Created publicity/marketing materials for RED including brochure, website, grant appeal letter 
template 
4. Executed a successful workshop on marketing and fundraising and how to use new publicity tools to 
Board of Directors 
5. Planted trees with organization members as part of their Earth Day Initiative 
 
Client: Asociación de Mujeres Rio Izquizal – Grupo de Jovenes Becados 
 
Description:  
La Asociación de Mujeres Rio Isquizal is a grassroots 
community development organization started by a 
local woman in San Sebastian H.  She began with a 
small project to fund a corn mill in her aldea so that 
families would not have to walk all the way to town to 
grind their corn; this small initiative has grown into a 
large association of 200 women in 13 communities in 
San Sebastian, each community with its own local 
group.  They have applied for funding from the local 
government as well as the European Union and Spain 
to fund such projects as a cooperative store, coffee 
and corn mills, a bread oven, scholarships for students, 
a library and computer center, and a central office 
where they hold meetings and leadership workshops almost every day.  
 
One of the main projects of the central office is to support youth with educational scholarships, so that 
they continue with their education and improve economic opportunities for their families and 
community.  The youth attend weekly workshops on human rights, values and ethics, and sex 
education/family planning. The money for the scholarships had been entirely funded by a grant from 
Spain and the support is ending in October of this year. There are currently 74 students supported with 
scholarships, and the organization is reaching out and seeking support to find other funding sources for 
the scholarships. 
 
Social Entrepreneur Corps has not previously worked with the Asocación de Mujeres Río Isquizal; 
however, the founder Anastasia has maintained a friendship with our local field consultant and has 
been actively seeking out advice and collaboration. 
 
Client Needs: 
1. Identification of funding sources for the scholarship program 
2. Long-term and short-term funding sources in order to continue with program 
3. Involve youth in fundraising program 

 
Intern Activities: 
1. Held a cultural exchange with the youth with scholarships to understand their stories, the need for the 
program, and in what capacity they could participate in fundraising for their own scholarships.  
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2. Met with board of directors and director of youth scholarship program to better understand their 
current funding needs and what materials they need to solicit larger funds 
3. Researched funding sources on a grassroots level and from larger granting organizations and created 
a presentation for both the youth and women’s board of directors 
 
Intern Achievements: 
1. Researched and presented possible long-term, large grant fundraising sources 
2. Created grant letter, request for funds template letter in English to appeal to foreign granting sources 
3. Presented recommendations for long-term fundraising plan 
4. Presented ideas for youth involvement in small scale fundraising 
5. Created a step-by-step replicable event plan with savings chart for youth for a fundraising program 
 
Client: Asociasion de Mujers Rio Ixquizal – Grupo de Mujeres 

 
La Asociación de Mujeres Rio Isquizal is a grassroots community development organization started by a 
local woman in San Sebastian H.  She began with a small project to fund a corn mill in her aldea so that 
families would not have to walk all the way to town to grind their corn; this small initiative has grown into 
a large association of 200 women in 13 communities in San Sebastian, each community with its own 
local group.  They have applied for funding from the local government as well as the European Union 
and Spain to fund such projects as a cooperative store, coffee and corn mills, a bread oven, 
scholarships for students, a library and computer center, and a central office where they hold meetings 
and leadership workshops almost every day.  However, their focus remains on grassroots projects that 
emerge from the local groups, and they are now looking to support an initiative out of Aldea Piol, where 
10 of the 22 women are involved in making woven and embroidered bags, shawls, and clothing for 
sale.  The women’s group has had trouble finding a market for their goods and determining which 
designs would be most successful.   
 
Social Entrepreneur Corps has not previously worked with the Asocación de Mujeres Río Isquizal; 
however, the founder Anastasia has maintained a friendship with our local field consultant and has 
been actively seeking out advice and collaboration. 
 
Client Needs: 
1. Evaluation of current products and support with product design 
2. Research pricing for these products 
3. Research potential markets that are reachable for the women’s group 

 
Intern Activities: 
1. Met with the women’s group in Aldea Piol and understand their story, goals and how they organize 
2. Evaluated the products  
3. Analyzed and discussed opportunities for growth and potential challenges 
 
Intern Achievements: 
1. Researched, contacted, and presented potential consignment locations (Spanish schools, tourist 
agencies, and artisan stores) and provided women with the necessary contact information for each 
location 
2. Created a design, style, color, pricing, and product plan  
3. Created an inventory chart and business plan for selling artisan goods that fit into their current model  
4. Created a visual and presentation on how the consignment process would work specifically for the

 women’s group 
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Ecuador 
 

Client: Sumak Ahuana 
 
Description:  
Sumak Ahuana is a cooperative of ten women who produce and sell wool products such as hats, 
scarves and sweaters. The target customers are tourists and who purchase the products from their store 
located in Razu Nan, a partnering tourism organization in Santa Anita, Pulingui.  All of the wool products 
are handmade with an emphasis on tradition and culture. The cooperative is trying to attract customers 
through a participatory demonstration of their work. 
 
Client Needs: 

 1. Analyze current and potential markets 
 2. Develop marketing materials and new marketing strategies 
 

Intern Activities: 
1. Participated in demonstrations of weaving to learn about the production process 
2. Conducted needs analysis  
3. Discussed marketing strategies with the members of the organization 
4. Discussed logo, tags and brochure content 
 
Intern Achievements: 
1. Successfully created potential marketing strategies and best use of materials 
2. Collected organizational information and photos to create brochures 
3. Designed a brochure to improve advertising (see Appendix 2.e) 
4. Designed a logo 
5. Designed tags for the products 
6. Created inventory and sales sheet 

 
Client: Organización de Mujeres Autonomas 

 
 Description: 
 Organizacion de Mujeres was founded in 1986 as a 

community organization of 72 women whose focus is 
agriculture, worm composting and artisanal products.   
Today, the women come together once a week to 
work on a communal project to benefit the 
community. From their own money, they have bought 
a house in the community from which their projects are 
created. They own an adjoining piece of land, which is 
used as a communal garden and have 4 compost 
piles. 

 
 Client Needs: 

1. Support work in communal garden to create a 
demonstrational garden for the community 
2. Improve their activities to create sustainable income generating businesses 

 
 Interns Activities: 

1. Participated in presentations of the women’s group work 
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 2. Organized and led round table discussions 
 3. Visited the gardens and worked with the women to build a new compost bed 
4. Worked to maintain the garden and the new compost bed 
5. Discussed waste management techniques and strategies 
 

 Interns Achievements: 
1. Prepared and planted the communal garden for future community demonstrations 
2. Prepared and built new compost bed 
3. Improved the blackberry garden to produce jams 
4. Successfully presented a workshop on waste disposal and waste management 

 
Client: Chuquipogio Tourism Organization 

 
 Description: 
 Chuquipogio is an isolated community that is part of Cordutch, a local tourism empowerment 

organization. The community has a population of 40 families, and most of the families work solely in 
agriculture. The tourism hostel built in 2005 only houses tourists a couple times of year. This community 
feels strong hardships due to the lack of intergenerational communication and organization and is 
seeking information on herbal medicine, agriculture and a means of attracting more tourists. 

 
 Client Needs: 
 1. Learn about tourism opportunities in the area 
  
 Interns Activities: 
 1. Prepared and planted a community garden 
 
 Interns Achievements: 
 1. Successfully created a tourism promotion strategy through the community garden 
 
 Client: En las huellas del banco Grameen 
 

Description: 
The Grameen Bank is a community bank started in 2000, 
inspired by Muhammad Yunus’s method. This is the first 
organization in Ecuador that replicates the Grameen Bank 
model. It works in Loja, Macará (Loja region) and in the 
Zamora region. Now, the Bank has 3,500 active members, 
the majority of which are women. 
 
 

Client Needs: 
1. Improve accounting skills 
2. Learn conflict resolutions skills 
3. Learn about water purification systems 

  
 Interns Activities: 
 1. Delivered a workshop on accounting and personal business focused consulting 
 2. Delivered a presentation on conflict resolutions techniques  
 3. Conducted a presentation on water purification systems  
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Interns Achievements: 
 1. Reinforced knowledge of members on accounting, specifically related to businesses run by the 

members 
 2. Successfully discussed the ten principles of conflict resolution  
 3. Presented different solutions to purify water and collected information on potential clients for SolCom. 
 

Client: Asociación Autonoma 23 de Junio 
 
 Description: 
 The Association is a locally owned and operated business of women from San Pedro de Vilcabamba, a 

small farming community located in southern Ecuador in the province of Loja. Their recycled paper 
company began in 1998 with the help of a Peace Corps Volunteer, and they currently have nine 
female associates working at the Asociación Autónoma 23 de Junio. They also make and sell ground 
and roasted coffee. They work to strengthen the Association and to help their community and families. 

  
Client Needs: 
1. Develop marketing strategies 
2. Learn customer service skills 
3. Improve building conditions 
4. Improve flower garden  

  
 Interns Activities: 
 1. Participated in demonstrations of recycling 

paper process 
 2. Painted external and internal walls of the 

building and painted logo on entrance wall 
 3. Executed training workshops on SWOT analysis, 

marketing strategies and customer service focused on foreign tourists 
 
 Interns Achievements: 

1. Successfully executed a SWOT analysis workshop with the organization  
2. Created new marketing strategies and new products ideas 
3. Successfully designed an organizational brochure (see Appendix 2.f) 
3. Enhanced design elements of the facility to attract more visitors 

 
Client: Amor y Fortaleza 

 
 Description: 

 Founded in September of 2010 with the support of the government, Amor y Fortaleza consists of 39 local 
women from the barrio of Timbara in the city of Zamora.  Amor y Fortaleza specializes in the production 
of foods and ingredients made from sugar cane.  Though Amor y Fortaleza works primarily in production, 
they are also interested in the economic development of their neighborhood through the 
implementation of an eco-tour route through the nearby rivers and waterfalls. 

 
 Client Needs: 
 1. Analyze current state of the organization 
 2. Improve marketing strategies 
 3. Learn about conflict resolution skills 
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Interns Activities: 
 1. Participated in tourism related activities 
 2. Executed a SWOT analysis, marketing strategies and conflict resolutions workshop 
 
 Interns Achievements: 
 1. Successfully developed marketing strategies and presented new opportunities 
 2. Designed a new logo and coupons as marketing materials (see Appendix 2.g) 
 

Client: Escuela Tecnica de Olón 
 
 Description: 
 The Escuela Técnica de Olon is a technical high school that offers different majors depending on the 

interest of the students.  The students studying agriculture were involved in the garden project that 
includes planting, preparing compost and learning about different agricultural systems. SolCom is 
partnering with the school to support the learning process and to research about opportunities for the 
Family Nutrition Kit.  

 
 Client Needs: 

1. Learn about benefits of composting 
2. Learn about new technologies related to agriculture 

 
 Interns Activities: 
 1. Prepared field for planting 
 2. Planted a variety of seeds in compost fertilized and no compost fertilized beds 
 3. Cleaned greenhouse 
 4. Organized, prepared and presented a school event for the students 
 
 Interns Achievements: 
 1. Successfully planted two gardens and installed the Family Nutrition Kit 

2. Presented a nutrition event to the students of the school, including Family Nutrition Kit, Vegetable 
Seed Guide and Vegetable Seeds. 

 
Client: NeoJuventud 

 
 Description: 

 NeoJuventud is a youth group working for the development of their community. They have over 30 
children, teens, and adults involved in their different projects. Their mission is to develop income-
generating opportunities for their members and community members in order to keep them from falling 
into bad habits (alcoholism, drugs, teen pregnancy, etc.).  Since 2010, Neo Juventud has obtained 
foundation status and now has the support of the Ministry of Economic and Social Inclusion, which has 
enabled them to develop not only educational programs but also new production projects such as 
raising chickens, oyster culture, tour operations, a cyber café, a bakery and a fitness center.  In each 
micro-project, Neo Juventud has involved the youth of Palmar. 

 
 Client Needs: 
 1. Support with daily activities and projects 
  
 Interns Activities: 
 1. Participated in mangroves and oysters project presentations 
 2. Cleaned the beach 
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 3. Baked cookies and bread to sell 
 4. Painted the gym and a HIV/AIDS prevention mural 
 
 Interns Achievements: 
 1. Learned about the challenges to sustainable development 
 2. Sold all breads and cookies and donated proceeds to NeoJuventud 
 3. Collaborated in designing and painting walls and a mural 

 
Nicaragua 

 
Client: Proyecto Bario la Planta (BPP) 
 
Description:  
The Barrio Planta Project is a community development, education and arts initiative that provides the 
children and adults from the low-income neighborhood, 'La Planta' in San Juan del Sur, Nicaragua with 
free English classes. Through these classes, along with extra-curricular activities and community 
development projects, they are able to discover their skills, passions, self-confidence and pride for an 
overall more fulfilling, successful and rewarding life. 
 
Client Needs: 

 1. Personal development workshops to complement ESL classes  
 2. Strengthen the confidence and planning skills of their students 
 

Intern Activities: 
1. Executed a SWOT analysis workshop 
2. Executed a workshop focused on goal setting and entrepreneurship 
3. Conducted breakout sessions 
 
Intern Achievements: 
1. Successfully executed a SWOT analysis highlighting how a SWOT analysis can be used inform personal 
planning 
2. Created a professional development workbook  
3. Created and performed dramatizations to demonstrate 
workshop topics 
 

 Client: Casa de Tradiciones 
  
 Description: 

Reyna Treminio, the face behind the small-scale artisan 
operation at Casa de Tradiciones, has a vision: through her 
art she wishes to reawaken the cultural pride and tradition of 
Nicaragua’s rich folklore, especially that native to León. 
Equipped with extensive cultural knowledge and a unique 
process, Reyna established her business in 2002 and 
continues to create award-winning paper-maché figurines, 
masks, and larger-than-life representations of the traditional “Mitos y Leyendas”. Reyna passionately 
believes in her vision, hoping eventually to manage her own gallery from which the spread of cultural 
knowledge and appreciation take an equal position with the sales of her products. At the moment 
Reyna’s sales are limited to specific national institutions that place orders, and people she is able to 
reach participating in street fairs.  
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Client Needs: 

 1. Increase sales and improve marketing 
 2. Increase knowledge of and capacity to use the Internet 
 

Intern Activities: 
1. Photographed artisan products 
2. Designed a product catalog highlighting the background of the artisan and individual products 
3. Conducted training on how to modify and change the product catalog 
4. Created and conducted a training on how to create, use and maintain a Facebook page 
 
Intern Achievements: 
1. Created a product catalog with photographs of and accompanying background information for the 
artisan products (see Appendix 2.i) 
2. Created a complete manual on how to create, maintain and use a Facebook page 

 
 Client: La Obrerita Cooperative  
 
 Description: 

Established in 2008 as a honey cooperative, La Oberita  has 14 members including four women located 
in San Ramon, Matagalpa.  La Oberita is an apiculture cooperative dedicated to packaging and 
selling honey.  Having learned about the sanitation requirements for their prodyct, the cooperative is in 
the process to obtain the necessary requirements to have their honey by the national health ministry.  
The majority of their sales come from the Matagalpa region and their final product is sold in a plastic 
bottle with a simple paper label.   

 
Client Needs: 

 1. Increase sales and improve marketing 
 2. Logo design and examples 
 

Intern Activities: 
1. Conducted a consulting session to learn about client 
needs 
2. Designed a product logo 
3. Conducted a training on the 5 P’s of marketing 
 
Intern Achievements: 
1. Created a unique product logo 
2. Conducted a training on how to design a product 

logo 
 
Client: Cooperativa de Maracuyá del Norte (COMANOR) 

  
Description: 
COMANOR, was formed in 2011 and has 36 cooperative members that work to harvest and 
commercialize maracuyá fruit, also known as passion fruit.  The majority of their sales come from working 
with local purchasers who then export the maracuyá to international markets.  The cooperative also 
offers their product locally in Matagalpa.  Currently in the process of obtaining cooperative status, they 
will be the first maracuyá cooperative in Nicaragua. 
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Client Needs: 
 1. Increase sales and improve marketing 
 2. Logo design and examples 
 

Intern Activities: 
1. Conducted a consulting session to learn about client needs 
2. Designed a product logo 
3. Conducted a training on the 5 P’s of marketing 
Intern Achievements: 
1. Created a product logo (see Appendix 2.h) 
2. Conducted a training on how to design a product logo 
 
Client:  Alcance Nicaragua 
 

 Description: 
Alance Nicaragua is a Nicaragua NGO supported by Outreach International, a US based 501(c)3 
nonprofit.  They work with rural communities to support the organization of community groups and 
leadership and increase their capacity to address and resolve community needs.  With community 
partners located in communities in Boaco, Masaya and Granada, Alance Nicaragua has worked with 
their partners in a variety of projects including digging wells, infrastructure repair, child nutrition, latrines, 
and improved wood cook stoves.  Their current project aims to construct 70 stoves for families living in 
the municipality of Santa Lucia, Boaco and operate sustainably to maintain or increase the number of 
families benefiting from their project. 
 
Client Needs: 
1. Increase knowledge of micro finance models and community savings and loans systems 
2. Improve capacity to support beneficiaries in marketing improved wood cook stoves 

 
Intern Activities: 
1. Created and conducted a workshop on microfinance models 
2. Created and conducted a training session on ¨how to do a SWOT analysis¨ 
3. Crated and conducted a training on the 5 P’s of marketing 
 
Intern Achievements: 
1. Successfully executed a SWOT analysis highlighting how Alcance Nicaraguaca can implement their 

improve wood cook stove project 
2. Created and performed a dramatization to demonstrate community savings   

and loans systems 
 

Client: Asociación de Desarrollo de Turismo Sostenible de San Ramon (ADETUR)  
 

ADETUR is an association formed by members of the community of San Ramon, Matagalpa.  The 
association combines local artisans, tour guides, musicians, restaurant owners, and homestay families 
with the goal of highlighting San Ramon as a tourist destination and promoting the services offered by 
associated members.  ADETUR has received support from a local organization, El Centro Promocional 
Cristiano por la Paz y la Vida, to organize and formalize their association.  In late 2010, ADETUR began 
operating independently from CPCPV.  They seek to establish their tourist information office as the 
source of information and artisan products for San Ramon.  Training received in the past include 
strengthening their organizational capacity and developing marketing strategies, but ADETUR is 
currently interest collaborations that result in an immediate impact to draw more visitors to their offices. 
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Client Needs: 
1. Increase number of visitors and improve marketing  

 
Intern Activities: 
1. Conducted a consulting session to learn about client needs 
2. Created and conducted a training session on how to use Facebook as a business tool 
3. Designed a guide on how to use Facebook 
Intern Achievements: 
1. Created a complete manual on how to use Facebook 
2. Created a business Facebook page with client 

 
Client: La Mujeres Ecologistas de la Pita 

 
Originally formed in 2004 by 12 women from the small 
community of La Pita, las Mujeres Ecologistas continues 
under the direction of four hardworking women.  
Receiving support, training, and equipment in 
coordination with a service organization based in San 
Ramon, Matagalpa, Centro Promocional Cristiano por la 
Paz y la Vida (CPCPV), the women have been successful 
in producing and commercializing unique paper 
products made from recycled paper and natural 
elements found in San Ramon.  Achieving their first sale in 
2006, their paper products can be found in Matagalpa 
and are sold at a local community tourism information 
center in San Ramón.  Social Entrepreneur Corps 

Community Consultants worked with Las Mujeres in 2010 delivering training on SWOT analysis.  
Consultants invested $150.00 in Las Mujeres’ business that was used to take advantage of opportunities 
to travel to regional artisan fairs outside of Matagalpa, a suggestion that was made as a result of 
consultants elaborating on the SWOT analysis with the women.  Las Mujeres now work independently 
from CPCPV and the majority of their sales come from volunteer and tour groups brought to their 
workshop by development and aid organizations. 
 
Client Needs: 
1. Increase number of visitors and improve marketing  
 
Intern Activities: 
1. Photographed artisan products 
2. Designed an inventory and promotional product catalog highlighting the information of the artisan 
and individual products 
3.  Conducted training on how to modify and change the product catalog 
 
Intern Achievements: 
1. Created an inventory and promotional catalog 
2. Designed a promotional flyer 
 
Client: Cooperativa La Hermandad 
 
Working as a cooperative since 1996, La Hermandad was started by a family of nine brothers and sisters 
raised by their widowed mother.  The family of nine put themselves through university, formed a coffee 
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cooperative and bought land for themselves in San Ramon without government support or 
subsidization.  Currently, they have 39 members working with the cooperative.  Following a drastic drop 
in coffee prices from 2000 to 2002, La Hermandad embarked on a mission to diversify their income 
stream by promoting tourism services and activities starting in 2004.  The cooperative has three certified 
tour guides and offers hikes, tours of the coffee farm and coffee process, and has constructed an eco-
lodge with support from La Base, a development organization working in Nicaragua.   
 
Client Needs: 
1. Increase number of visitors and improve marketing  

 
Intern Activities: 
1. Conducted a consulting session to learn about client needs 
2. Visited coffee cooperative to conduct needs analysis 
3. Created and conducted a training session on how to use Facebook as a business tool 
4. Conducted a training on the 5 P’s of marketing 

 
Intern Achievements: 
1. Designed a logo 
2.  Created a business Facebook page with client 

 
Client:  Cooperativa ALBOR 

 
Cooperativa ALBOR, formed in November of 2011 seeks 
to find employment alternatives to work in the 
sugarcane fields.  The cooperative was formed in 
response to epidemic levels of what is known as 
Insuficiencia Renal Crónica (IRC), a kidney disease that 
is killing people throughout the “sugar belt” in 
Nicaragua and El Salvador, amongst other countries. 
The group has designed three prototypes of what they 
deemed “Bolsos de Vida”, similar to the popular 
CamelBak hydration backpack, with the idea of selling 
inexpensive water packs to sugarcane workers 
(“cañeros”) to help them rehydrate throughout the 
grueling work they face each day in the sugarcane 
fields. The group is seeking to obtain a startup loan for a 
pilot study with the Bolsos de Vida. 
 
Client Needs: 
1. Increase knowledge on how to design and utilize surveys  
2. Increase knowledge on how to conduct, analyze and communicate market research 

 
Intern Activies: 
1. Conducted a consulting session to learn about client needs 
2. Presented products and services offered by community partner organization Soluciones 

Comunitarias 
3. Created and conducted a training session on how to administer surveys  
4. Created and conducted a training session on how to analyze survey results 
 
 

 



 
 

48 
 

Intern Achievements: 
1. Created surveys with the client 
2. Created a complete manual on how to input and manipulate survey data in excel 
3. Conducted surveys with client in the field 

 
Dominican Republic 
 

Client: Members of the community of 
Pedro Sanchez involved in the launch of 
“Parador del Este,” a community market  
 
Description:  
Tesoro del Este is an eco-tourism project 
in Pedro Sanchez that offers guided tours 
of local caves and waterfalls. Tours 
began in June of 2008 and in 2011, 
Tesoro del Este guided over 100 tourists. 
After experiencing the success of the eco-tourism project, community members in Pedro Sanchez 
recognized the opportunity to attract additional tourism spending by capitalizing on its location along a 
scenic route between El Seibo and Miches currently under consideration for formal designation as a 
panoramic highway. The community has a robust artistic tradition, making traditional Dominican 
products as well as artisan goods from recycled materials, but lacks formalized market access for the 
products. In Spring 2010, Pedro Sanchez hosted an ecotourism/artisan fair that achieved relative 
success and birthed the idea for a permanent community market along the highway that could serve 
as both a tourist attraction and a place for local commerce. Tesoro del Este’s vision is to have a market 
place where tourists can shop for artisan goods, Dominicans from other regions can buy traditional 
products not available elsewhere in the country, travelers can stop to eat and locals can shop for fresh 
produce or dulces.  
 
Client Needs: 
1. Analyze current state of the organization 
2. Capacity building in how to begin a feasibility study of the community market opportunity  
3. Customer validation and analysis of potential demand for product offerings and consumer 

preferences 
4. Assistance in thinking through operational strategy and naming of location 
5. Capacity building in financial management 
 
Intern Activities: 
1. Executed a SWOT analysis workshop  
2.  Conducted customer validation surveys and presented the results to the community group 
3.  Facilitated a session with the community group to brainstorm and select the community market’s 
name 
4. Facilitated a discussion on operational strategies 
5. Created and conducted a training on fixed and variable costs 
6. Composed a final report encompassing all learnings from research, trainings, and recommendations 
for next steps 
 
Intern Achievements: 
1. Successfully executed a SWOT analysis  
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2. Designed templates for data collection and composed market research to leave in the hands of 
those involved in the market project  
3. Designed visual aids that highlighted the main points of the trainings to leave for reference within the 
community 
4. Composed a 10 page summary report of all work completed and next steps recommended next 
steps 
 
Client: Members of the Neighborhood Committee of Vicentillo interested in developing a waste 
management program 
 

Description: 
The community of Vicentillo, the governing hub 
of the greater municipal district San Francisco 
Vicentillo, has struggled with the topic of waste 
management for years. Although the local 
government has a truck that collects waste from 
time to time, there is no regularly scheduled trash 
pick-up or public disposal for waste. Due to this 
fact, and that little formal environmental 
education has been imparted within the 
community, the majority of families and 
businesses burn trash, and/or throw both organic 
and inorganic materials into a pile behind their 
house or alongside the street. 

 
On several occasions, community groups have collaborated to execute “community clean-up” days. 
Unfortunately, the results have been short-term. Vicentillo’s neighborhood committee, or Junta de 
Vecinos, formed just over a year ago (March 23, 2011), has been analyzing how to improve waste 
management community-wide, and would like technical assistance regarding education around the 
topic, potential actions, and potential innovations that better control and even reuse what is currently 
considered waste. 

 
 Client needs: 

1. Improved waste management practices 
2. Increased knowledge on impact waste management has on the community  
3. Examples of products that community members could make with recycled goods, and have been 

trained in how to engineer them 
 

Intern Activities: 
1. Conducted preliminary research on current waste management practices through conversations 

with local stakeholders 
2. Delivered a workshop on the environmental impacts of waste, the difference between organic and 

inorganic waste, and best practices for waste management 
3. Executed a SWOT analysis workshop of current and potential waste management practices with the 

community group 
4. Conducted a training with community members to create “hechos de deshechos”, household 

necessities engineered from recyclable materials 
5. Compiled and presented final recommendations  
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Intern Achievements: 
1. Produced effective teaching materials to address the environmental and health concerns inherent in 

waste management 
2. Successfully executed a SWOT analysis workshop of current waste management practices with the 

collaboration of the community members 
3. Designed, built and tested useful household products that can be engineered from recyclable 

materials 
4. Developed final recommendations for improved waste management practices at the government, 

business, civil society, and familial levels 
 
Client: Club de Madres Nuevo Amanecer, Palo Seco 

 
Description:  
The remote community of Palo Seco is located in the hills above Vicentillo, and does not have the same 
access to commerce or opportunities to earn a living as other communities in its municipal district along 
the main road.  The members of the women’s association “Club de Madres Nuevo Amanecer” have 
attempted to tackle this problem first through the elaboration of wines from local plants, and later 
through the elaboration of shampoo, conditioner and floor cleaner upon realizing families’ need for 
these items. It had been two years since Nuevo Amanecer launched its “quimico” line, and it is looking 
for technical assistance on how to grow the business further. 

 
Client needs:  
1. Improve operations  
2. Improve financial management to increase profits 
3. Develop new products and training in product production 
4. Identification of new markets for growth 
5. Develop marketing strategies 

Intern Activities: 
1. Executed a SWOT analysis workshop to assess the current and potential states of Nuevo Amanecer’s 

micro-business 
2. Conducted a training on basic accounting skills and best practices 
3. Analyzed production costs, current product prices, and breakeven point 
4. Developed marketing recommendations to expand sales locations and inform promotional 

strategies. 
5. Identification and elaboration of new products 

 Intern Achievements: 
1. Delivered recommendations for financial sustainability 
2. Successfully executed a SWOT analysis 
3. Designed samples of brand logos for Nuevo Amanecer 
4. Produced teaching materials to explain key accounting principles 
5. Created and tested dish washing liquid and men and women’s perfume including conducting a cost 

analysis and recommending price points 
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South Africa 
 

Client: AMANDLA 
 
Description:  
AMANDLA is a non-profit organization dedicated to promoting 
education through sports. It has implemented a very 
comprehensive and holistic program teaching youth to make 
positive life choices through the provision of life skills, soccer 
and personal development training. The program is run at the 
CTC10 Foundation, which was founded in the honor of a 
former F&M student.  Through a network of supporters CTC10 
raised the funds to build a soccer field in the urban jungle of 
the Khayelitsha Township.  The soccer field provides an 
incredibly valuable resource to the youth of Khayelitsha, 
promoting the sport of soccer and deterring young children 
from crime, drugs and other harmful activities. The leaders are all between the ages of 16 and 18 and 
work at the CTC10 soccer field as trained coaches delivering a key-skills and life lessons through the 
soccer program for the younger children of Khayelitsha.  AMANDLA aims to ensure the youth leaders 
are aware and well informed about the importance of education and the different options and 
opportunities that passing through the educational system can bring. 
 
Client Needs: 

 1. Increase access to information about career opportunities 
2. Increase understanding of problem-solving techniques and how to create solutions in own 
community 

 
Intern Activities: 
1. Discussed careers and post-high school opportunities with Youth Leaders 
2. Created a Careers Wall with Youth Leaders 
3. Engaged Youth Leaders in creative problem solving exercise 
4. Discussed potential product solutions with Youth Leaders 
5. Discussed problems and potential solutions within Khayelitsha with the Youth Leaders 
 
Intern Achievements: 
1. Successfully created a Careers Wall with information on universities and career opportunities 
2. Engaged Youth Leaders in a conversation about problems in Khayelitsha and potential solutions to 
those problems 
 
Client: Bo-Kaap Cultural and Heritage Gateway 
 
Description:  
The Bo-Kaap Cultural and Heritage Gateway is a nonprofit organization aiming to empower the 
community through skills development and job creation, using local talent and government and non-
government resources. It has created a local monthly market and the organizers hope to grow their 
model and continue to explore opportunities for increasing their impact within the community.  They 
began a homestay program with Social Entrepreneur Corps in 2011 with just eight families and the 
program now works with over 20 families and provides a valuable income to community members. 
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Client Needs: 
1. Determine goals for future of the Bo-Kaap market 
2. Improve and expand the Bo-Kaap market 
 
Intern Activities: 
1. Conducted a logic model exercise with Bo-Kaap leadership 
2. Conducted surveys at other local markets and presented findings and resultant recommendations to 
Bo-Kaap leadership 

 
Intern Achievements: 
1. Successfully taught the logic model framework and worked with Bo-Kaap leadership to create a logic 
model for the market (see Appendix 2.j) 
2. Investigated other local markets and made recommendations for the Bo-Kaap market 

 
Social Impact Points Total 
Total SI Points earned: 
 
All Programs:  $6,288.00 
 
Guatemala 
2288 SI Impact Points Earned = $2288.00 
 
Ecuador 
1525 SI Impact Points Earned = $1925.00 

 
Nicaragua 
1026 SI Impact Points Earned = $1026.00 
 
South Africa 
674 SI Impact Points Earned =   $674.00 
 
Dominican Republic 
375 SI Impact Points Earned =  $375.00 
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VNGO Investment Summary 
 

VNGO Funding 2012 

Grassroots 
Consulting 

Organization Amount Funding Recommendation 

Lemá, Guatemala  $          132.00  
New marketing materials  

Proyecto Santo Tomas, 
Guatemala 

 $            46.00  
Student scholarship program 

Red Asoc. De Mujeres, 
Guatemala 

 $          236.00  
Student scholarship program 

Mayan Hope, 
Guatemala 

 $          485.00  
Administrative and overhead expenses 
for special education school 

Centro Explorativo, 
Guatemala 

 $          292.00  
Educational resources and software 

Las Mujeres del Triunfo, 
Guatemala 

 $          100.00  
New community savings program 

Las Milpas Altas 
Homestay Family, 
Guatemala 

 $            50.00  
Purchase of Water Purification Bucket  

USAC, Guatemala  $          150.00 
Transportation cost for university 
students to visit and support Village 
Access Campaigns  

Khayelitsha, South 
Africa 

 $          130.00  
Costume materials for youth dance 
group 

Ground Breaking 
Information Center, 
South Africa 

 $          130.00 
Development of computer and life skills 
programming for local youth in the 
township of Khayelitsha 

Initiatives to Inspire, 
South Africa 

 $            13.00 
Purchase of domain name for Initiatives 
to Inspire 

Bo-Kaap, South Africa  $          250.00  Reservation of a stall in the local market 

Mrs. Mgwenya’s 
Orphanage, South 
Africa 

 $          150.00  
Administrative and educational 
expenses for the orphanage 

Proyecto Barrio la 
Planta, Nicaragua 

 $          268.00  
Media resources and educational tools  

Casa de Tradiciones, 
Nicaragua 

 $            30.00  
Printing of product catalog 

Cooperativa ALBOR, 
Nicaragua 

 $          200.00  
Fabrication of sample camelback 
product for sugarcane workers 

Cooperativa Pueblo 
Hotel, Nicaragua 

 $            50.00  
New marketing materials 

Cooperativa la 
Obrerita, Nicaragua 

 $          150.00  
Printing of product label 
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Grassroots 
Consulting 

Organization Amount Funding Recommendation 

Asociación 23 de 
Junio, Ecuador 

 $          515.00 
Technical and additional traning 
expenses and the launch of a flower 
garden 

Sumak Ahuana, 
Ecuador 

$           202.00 
New marketing materials  

Neo Juventud, 
Ecuador 

$           258.00 
Materials to improve Oyster farming 
project, purchase palm trees, and 
equipment for their pizzeria 

Amor y Foralez, 
Ecuador 

$           100.00 
Creation of and mounting a street sign 
to identify their organization 

Mujeres Cambia, 
Ecuador 

$           210.00 
Paper cutter and sewing machine to 
improve packaging of their artisan 
products 

Fundacion Vista para 
Todos, Ecuador 

$             60.00 
20 vision exams for people suffering from 
pterigion in the Pulingui community 

Community Pulingui, 
Ecuador 

$             60.00 
Purchase trash cans for the central park 

Club de Madres Nuevo 
Amanecer, Dominican 
Republic 

$             93.00 
New marketing materials 

Asociación de Guías 
Tesoro del Este, 
Dominican Republic 

$             93.00 
New marketing materials, webpage 
maintenance, and improvement of tour 
paths  

Reconoci.do, 
Dominican Republic 

$             94.00 
Administrative expenses with 
organization formalization 

Asociación Juvenil de 
Vicentillo, Dominican 
Republic 

$             94.00 
Improvement and repair of recreational 
park 

MicroConsignment 
Model 

Implementation of 
Improved Cook Stoves, 
Ecuador 

$           400.00  
Purchase material for and build six built 
rocket stoves, and one new stove 
model 

Marketing Materials, 
Ecuador 

$           120.00  
Design, create and print new marketing 
materials for CA’s 

Marketing Materials 
Nicaragua 

$           328.00  
Design, create and print new marketing 
materials for CA’s 

Marketing Materials for 
Solcom Centers, 
Guatemala 

$           462.00  
Promotional calendars for Solcom 
centers and additional marketing 
material 

 
Family Nutrition Kit, 
Guatemala 

$           340.00 
Marketing material to promote Family 
Nutrition Kit 

Total $        6,288.00   
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Clients Served by Country 
 
Guatemala: 

1.   Lema', San Juan La Laguna, Sololá 
2. Mujeres del Triunfo, El Triunfo, Sololá 
3. Proyecto Santo Tomas, Chiantla, Huehuetenango 
4. Asociación Red de Comunidadores, Chiantla, Huehuetenango 
5. Asociación Mujeres de Rio Izquizal, San Sebastion, Huehuetenango 
6. Turismo Ixil, Nebaj, Quiche 
7. Escuela Especial de Nebaj, Nebaj, Quiche 
8. Cooperativa de Tejadores, Nebaj, Quiche 
9. El Centro Explorativo, Nebaj, Quiche 
10. Soluciones Comunitarias 

Ecuador: 
1. Sumak Awana, Riobamba 
2. Organización de Mujeres, Riobamba 
3. Organización de Turismo Chuquipogio, Riobamba 
4. Fundación NeoJuventud, Palmar 
5. En las Huellas del Banco Grameen, Loja 
6. Asociación Autónoma 23 de Junio, Loja 
7. Asociación Amor y Fortaleza, Zamora 
8. Colegio Técnico Olón, Palmar 
9. Mujeres Cambia, Palmar 
10. Soluciones Comunitarias 

Nicaragua: 
1. Proyecto Barrio la Planta, San Juan del Sur, Rivas 
2. Casa de Tradiciones,  León, León 
3. La Obrerita Cooperativa, San Ramón, Matagalpa 
4. Cooperativa de Maracuyá de Norte, San Ramón, Matagalpa 
5. Alcance Nicaragua, Santa Lucia, Boaco / Masaya, Masaya 
6. Asociación de Desarrollo de Turismo Sostenible de San Ramón, San Ramón, Matagalpa 
7. La Mujeres Ecologistas de la Pita, San Ramón, Nicaragua 
8. Cooperativa La Hermandad, San Ramón, Nicaragua 
9. Cooperativa ALBOR, Chichigalpa, León 
10. Soluciones Comunitarias 

South Africa: 
1. AMANDLA, Khayelitsha, Western Cape 
2. Bo-Kaap Cultural and Heritage Gateway, Cape Town, Western Cape 
3. Savuka Africa, Khanyamazane, Mpumalanga 
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Dominican Republic: 
1. Asociación de Mujeres Esperanzas Unidas, Yabon, San Francisco Vicentillo 
2. Tour de Chocolate/CONACADO, Hato Mayor 
3. Tour de Chocolate/CONACADO, El Seibo 
4. Launch committee of Pedro Sanchez community market 
5. Asociación de Guias Tesoro del Este, Pedro Sanchez 
6. Club de Madres Nuevo Amanecer, Palo Seco 
7. Junta de Vecinos, San Francisco Vicentillo 
8. Asociación de Jóvenes, Vicentillo 
9. Soluciones Comunitarias 

 
Social Entrepreneur Corps Intern Sample Deliverables  

 

MicroConsignment Model 

 1.a Product Card: Rocket Stove: Nixtamalera……………………………………………………………………….57 

 1.b Vegetable Seeds Guide……………………………………………………………………………………………..58  

 1.c Water Purification Bucket Maintenance and User Manual…………………………………………………...59 

Grassroots Consulting 

 3.a Solcom Centro Solola: Water Purification Bucket Savings Calculator………………………………………60 

 3.b Cooperativa de Tejadores de Nebaj: Product Labels…………………………………………………...........61 

 3.c Centro Explorativo: Maps.…………………………………………………....……………………………………...62 

 3.d Proyecto Santo Tomas: Promotional Flyer………………………………………………………………………...63 

3.e Sumak Ahuana: Brochure.………………………………………………….........................................................64 

 3.f Asociacion Autonoma 23 de junio: Brochure…………………………………………………..........................65 

 3.g Amor y Fortaleza: Logo…………………..…………………………………………………..................................65 

 3.h COMANOR: Logo…………………………………………………...………………………………………………...66 

 3. i Casa de Tradiciones:  Product Catalog…………………………………………………………………………..67 

3.i Bo-Kaap Cultural and Heritage Gateway: Logic Model…………………………………………………........68 
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1.a Product Card: Rocket Stove: Nixtamalera 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Country:  Guatemala  
Promotional flyer for the Rocket Stove: Nixtamalera to create awareness and promote the Nixtamalera with 
the goal to increase access to this product through the MCM 
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1.b Vegetable Seeds Guide 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

  

 

Country: Nicaragua  
Seed Guide created to provide instructions on how to plant and maintain a family garden and create 
awareness about nutritional benefits related to vegetables as a complement to offering Vegetable 
Seeds through the MCM 
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1.c Water Purification Bucket Maintenance and User Manual 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Country: The Dominican Republic 
Maintenance and users manual for ILAC Water Filtration Bucket created to instruct users on how to 
maintain and operate the ILAC and inform users and sellers to increase the life of the product and 
benefits it provides 
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2.a SolCom Centro – Solola:  Water Purification Savings Calculator 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Country:  Guatemala 
Savings Calculator and promotional flyer for the Water Purification Buckets offered at the Solcom Centro 
in Solola that CA’s and CP’s use to promote Water Purification Buckets and create awareness of 
economic benefits after purchasing the product 
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2.b Cooperativa de Tejadores de Nebaj: Product Labels

 

Country:  Guatemala 
Product labels for Cooperativa de Tejadores de Nebaj created to include with the sale of aristan 
products, profile individual woman weavers, attract visitors, and increase sales at their cooperative 
designed and created after conducting interviews with the women weavers 
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2.c Centro Explorativo: Maps 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Country:  Guatemala 
The map created and painted at El Centro Explorativo will be used to teach children about Guatemalan 
geography as well as increase awareness and knowledge of their local history and culture 



 
 

63 
 

2.d Proyecto Santo Tomas: Promotional Flyer 

 

 

 

 

 

 

 

 

 

 

 

Country:  Guatemala 
A promotional flyer Proyecto Santo Tomas can use to create awareness of their work in their community 
as well as deliver to visitors and volunteers to establish contacts with international organizations as well as 
within their community 
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2.e Sumak Ahuana: Brochure  

 
 

 

Country:  Ecuador 
Promotional flyers designed and created for Sumak Ahuana to market the artisan group, attract more 
visitors and increase sales 
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2.f Asociacion Autonoma 23 de junio: Brochure 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Country:  Ecuador 
Promotional flyers designed and created for Asociación Autonoma 23 de junio to market their recycled 
paper products, attract more visitors and increase sales 



 
 

66 
 

 
2.g Amor y Fortaleza: Logo 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

2.h COMANOR: Logo 

Country:  Ecuador 
New logo designed and created with Amor y Fortaleza as a marketing tool to establish the organization 
as a professional artisan group 

Country:  Nicaragua 
New logo designed and created with Cooperativa de Maracuyá del Norte (COMANOR) as a marketing 
tool to establish the organization as a professional agricultural cooperative 
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2.i Casa de Tradiciones: Product Catalog 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Country:  Nicaragua 
One page of a 15-page product catalog for local artisan Reyna Terminio with information on the artisan 
and cultural context, prices and variety of products that she can use to promote her work during fairs 
and send digital copies to international clients 
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2.j Bo-Kaap Cultural and Heritage Gateway: Logic Model 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 

 

Country:  South Africa 
A Logic Model created to identify key components of and plan for the launch of a community market 
by Bo-Kaap Cultural and Heritage Gateway 
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9. Social Entrepreneur Corps Intern Outcomes  
 
Program Completion Intern Survey Summary Results 
 
Overall Evaluation 
1. I would recommend Social Entrepreneur Corps to others. 
(Agree/Strongly Agree: 101, Neutral: 6, Disagree/Strongly Disagree: 0) 

 
 
 
 
 
 
 
 
 
 
Personal Evaluation 
1. I believe that Social Entrepreneur Corps has been valuable to me from an educational 

perspective. 
(Agree/Strongly Agree: 91, Neutral: 5, Disagree/Strongly Disagree: 3) 

 

 
 
 
 
 
2.  I believe that Social Entrepreneur Corps has been valuable to me from a professional growth 
perspective. 
(Agree/Strongly Agree: 85, Neutral: 10, Disagree/Strongly Disagree: 4) 
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3.  I would rank Social Entrepreneur Corps as one of the MOST important learning experiences of my 
collegiate career. 
(Agree/Strongly Agree: 82, Neutral: 11, Disagree/Strongly Disagree: 5) 
 

 
 
 
4.  I believe that Social Entrepreneur Corps has been valuable to me from a personal growth 
perspective. 
(Agree/Strongly Agree: 94, Neutral: 4, Disagree/Strongly Disagree: 1) 
 

 
 


