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Overall impression: 

Mayte has attained superb skill in her craft, exhibits sound business sensibility, is gently attentive in 

serving her clients, has a heart to build the capacity of others, and exudes a beautiful spirit that reflects 

Jesus. Taken together, these attributes make Mayte a veritable force for battling poverty and a great 

model for her fellow Hondurans. 

Strengths: 

Mayte has a high-traffic location that is fairly visible and is in a high income area near the President’s 

House and directly across from the large Marriott Hotel. 

Mayte is one of the most recognized stylists in the country and has won regional hairdressing contests. 

Weaknesses: 

Mayte and her partner do not see eye to eye. 

Parking is limited and the sign needs to be replaced. 

Opportunities: 

For five years, Mayte has had a dream to establish a beauty school to help uneducated women develop 

a marketable skill to provide for their families. Mayte plans to open her school this year in her home 

since she has 10 women in her own neighborhood who are eager to enroll. In her home, she could 

operate without a partner and have much lower overhead and she has a spare room that is big enough. 

She has a chance to buy 4 used chairs and a shampoo bath for $1800USD from a supplier who trusts her 

and is willing to accept 3500L/185USD payments per month. She plans on charging students an initial 

fee of 400L/21USD and 500L/26USD per month. 

As the demand grows, she can hire more hairdressers, perhaps including graduates from her school. 

Threats: 

A gang called a few times last year demanding she pay a monthly “war tax” or face violence. She did not 

comply and blacked out the phone number on her sign. 

They keep the door locked since a 2008 armed robbery. She has more peace of mind after a pastor and 

friends visited to pray for her business. 

The difficulties with her partner (who may be moving soon to the U.S.) could hinder her strategic 

planning. 



Because of an influx of nearby low-cost beauty salons, she only charges $5 to wash/cut/dry, making it 

difficult to turn a profit. 

After she teaches employees the finer techniques, some leave to start their own salons, enticing some 

clients to follow. After leaving for lower prices, some clients return to Mayte for better quality and 

service. 

Financial Status: 

She has excellent credit, no outstanding business debt, and is interested in a bank loan to start her 

beauty academy. Her accountant gives her monthly reports. She was able to pay all other bills in 

November and December but she did not take an owner’s draw. Her hair extension service is kept 

separate from other business revenue and helps her to get by financially. 

Questions: 

What is your email address? 

What is her husband’s name? Does your husband attend Vida Abundante as well? Is he supportive of 

you starting a beauty school at home? Would the school compete with his hardware store for space or 

capital? 

How far is the salon from your home? 

Do you have ideas for what to name the beauty school? What would you like to communicate to 

potential students through the beauty school’s name? 

If you open the beauty school in your home, will you still be able to get government certification to 

provide accredited diplomas? What is the process, cost, and timetable for this? 

Since your talent is widely recognized, can you charge more when a client wants you to personally do 

their hair? 

Would a brochure help promote your salon? 

Which is better for you and your students: classes 2 or 3 days per week? 

What class size will be large enough to be profitable and small enough to allow for individual attention? 

How will you recruit people for students to practice on and what will they be charged for hairdressing?  

Business Recommendations: 

Stay in your current location since it is visible, in a good area, and only costs $500/mo (whereas other 

places are over $1000). You may lose current clients and Marriott referrals if you move. Your landlord is 

flexible if rent is slightly late (and lowered rent when the street was closed due to political protests). The 



current location has limited parking, but there’s room inside to add more chairs when she hires more 

beauticians. 

Redo your sign with new logo. Rudvin Castro of Rotulos can provide you with a quote. 

Print separate business cards for the salon and the school. 

Arrange with your partner to each manage the salon three days per week. Then begin scheduling your 

clients on your three 3 days, so you can work on the beauty school the other three days (even if you only 

have classes two days per week). 

Start the beauty school in your home as soon as possible, buying the used chairs without a loan if 

possible. 

Make an itemized list of all the costs you can foresee in running your school, then set your tuition based 

on your costs plus a reasonable profit margin. 

Decide on a name and logo for the school. 

Ask potential students which days and times are best to hold classes. Also ask them if they’d rather pay 

a certain amount for two days per week or a higher amount for three days per week. 

Plan a rough outline for your course curriculum, deciding which topics to cover and how much time to 

spend on each, how long the course will be (1 or 2 years?) and whether you’ll offer only a basic course 

or also an advanced course. 

Mentor Recommendations: 

Present logo ideas for her feedback. 

Find and share resources on launching and managing a beauty school. 

Take a close up of Mayte’s smiling face! 

Notes: 

Phone: 2227-8538, 3195-1238 

She pays her three employees the minimum wage $300USD/mo, which is soon to be raised to $400 for 

her industry. 

Her husband is starting a hardware store out of their home, calling it Enamorado Hardware. 

She and her 12-year-old son (Caesar Miguel Enamorado-Escalante) have been involved at Vida 

Abundante since 2000. 

The salon has been in this location for 7 years and was in a previous location for the first 6. 



She had 9 employees before the minimum wage increase, and now she has only 3. The other 6 have 

their own salons now, but none are nearby. 

Hours of operation: Monday through Saturday, 7-6. Mayte takes Wednesday off. 

 


