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Strengths: 

Having been in business for many years, he has established name recognition and is known for quality 

work. 

Weaknesses: 

He has to turn down some larger projects if the customer doesn’t make an upfront deposit. He doesn’t 

have enough working capital to fill such orders that require him to front a large amount of money. 40% 

of his clients do pay a 35-50% deposit. 

Working out of a residence, he doesn’t have much interior space to work on larger projects. He has a 

small outdoor working space as well. 

Opportunities: 

He plans on placing a small ad in the yellow pages, where there are many full page competitor ads. 

He plans to build a new shop on another piece of land in two years. It will be a more spacious and fitting 

work environment, provide better visibility, and be a professional place for clients to visit. 

He hopes to build his business back to 20+ employees; he had 22 before the political crisis and minimum 

wage increase. 

Threats: 

People attempt to extort money by offering to award the job to him if they get a personal kickback (a 

percentage of the sale). 

Competitors low-ball on pricing and don’t require a deposit. 

Some clients don’t pay. 

Questions: 

Do you have any business debt?  

Do you own the property you want to build on? How will you finance the building? 

What is your mother’s name?  

Do you have a website? 



Do you do hand painted signs? 

Can you buy more of your materials on credit to ease your cash flow? 

What year did you start the business? 

Is there anything you’d like to ask the owner of a successful U.S. sign shop? 

With many large ads in the yellow pages, what will set your small ad apart? Do you have an enticing 

offer in mind, such as a free educational report or a free analysis of their branding effectiveness, or free 

artwork with purchase of sign? 

What is the amount of your accounts receivable, on average? Is there a way to speed up collections? 

Do you deliver your products? Is there a charge for this? Is the balance due upon receipt of the order? 

Are there any unresolved issues with your subcontractors, such as attitude, work ethic, efficiency, or 

quality of work? 

Do you have a good logo? Do you have business cards and a brochure to promote your business? 

Do you network with business organizations such as Rotary or Chamber of Commerce? 

Are there places where you can place signs to promote your business? 

Do you have a friend or relative who could give you a short-term loan to enable you to take on large 

orders? 

What can you offer that’s hard to find in Honduras? Is there a growing market for “vehicle wraps”? 

Business Recommendations: 

Continue to seek mutual encouragement and learning from Rene of Pura Vida Printing. 

Offer your services to the other entrepreneurs in the program. Mayte needs a new sign for her salon. 

Continue current strategy of taking great care of your year-round clients then asking new clients to pay a 

50% deposit. 

Offer an incentive program to encourage clients to pay a deposit – either a small discount, a small 

freebie, or free delivery (if not already offered). 

Find something to sell in the slow season, perhaps a type of Christmas gift that needs printing. 

Identify your top 25 potential clients (companies that do lots of publicity and are likely to meet your 

payment terms) and pursue them diligently. 

Consider designing a referral program that rewards your current clients for helping to connect you to 

good new clients. 



Mentor Recommendations: 

Request that Rene of Pura Vida Printing be assigned as Rudvin’s local mentor. 

Show him pictures of vehicle wraps. 

Notes: 

Phone: 2263-2042, 2234-8122, 9926-6177 

Email: rotulosh@yahoo.es 

He’s been involved at Iglesia Vida Abundante for 11 years and leads a young adult ministry there. He 

used to play soccer with Saul and introduced him to Suyapa! He’s considering joining the GEP leadership 

team. 

He received some training through INFOP. 

Rudvin is single and he lives with his mother in the upstairs portion of the house where his business is. 

He owns this property. She does some office work for him. 

November through February is their slow season. 

He’s at the break-even point or a little higher. 

He currently has 8 strong clients after dropping some slow-paying clients. 

He has 12 subcontractors he uses as needed, avoiding difficult issues that come with employees. 

He wants his company to serve the community through roadside signs warning against forest fires as 

well as printing messages about the Lord. 

Rudvin was the general manager of a company that went under, leaving him with clients that needed 

him. From the former business, he gained 12 strong clients and a few sporadic ones. 

 

 


