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Executive Summary
From October 18 - November 5, 1999 ten Albanian entrepreneurs participated in a USAID - funded training program entitled ADemand driven marketing for the 21st Century@ implemented by the Office of International Programs, USDA Forest Service.  The goal of the training was to  improve the economic and environmental sustainability of enterprises involving non-timber forest products.  Providing rural people with opportunities to pursue sustainable livelihoods is one method of reducing the further degradation of Albania=s forest resources.  Specifically, the training addressed the hindrances non-timber forest products businesses face in Albania.  These include: the lack of effective marketing mechanisms, lack of understanding of business management, and a monopsony where one international firm constitutes the country=s sole buyer of botanical/medicinal herbs.  Training participants were business owners working with wild mushrooms, botanical/medicinal herbs and cut flowers.  The training sought to expose participants to marketing concepts, environmental sustainability of business, and marketing practices used by small US firms and organizations.  The training also provided opportunities for these entrepreneurs to form partnerships with private firms for the purpose of exporting their goods to the US market.  At the end of the three weeks, participants were asked to write and present action plans outlining: 1. lessons learned during the training; 2.  future steps for business improvement; and 3. the environmental implications of those plans.

The training achieved its goal of providing a greater understanding of basic product and market development, internet marketing and use, considerations for export, and the importance of  Albania=s rich biological diversity.  The training also motivated participants to make explicit plans for future business development - a step many had never taken before.  Furthermore, the training resulted in two possible partnerships between the botanical/ medicinal herb cultivation enterprises and two processing companies in the US that expressed interest in importing from Albania. The training organizers are hoping that if the partnerships come to fruition, the Albanian entrepreneurs can find viable markets for their organic and wild herbs and botanical plants.  This is important for two reasons: first, it would represent progress in breaking the monopsony in the medicinal herb sector.  Second, promoting the growth of these businesses helps the country to  avoid the path of high intensity/high pesticide agriculture.  Also, the training provided the opportunity for the training participants to learn - many of them for the first time - about the importance of Albania=s biodiversity.  

The final training evaluations expressed satisfaction both with the formal presentations and the field trips, though many evaluations indicated that the second field trip could have been cut in favor of more concept review and additional opportunities for making business contacts.  The participants were happiest with the contacts they made at the Eclectic Institute and Wilcox Company since both may lead to partnerships.  

Background
To address the severe environmental degradation in many of Albania=s watersheds, USAID funded this training program for Albanian Entrepreneurs working with non-timber forest products.  The idea of the training was to foster the economic and environmental health of these businesses so that Albanians have alternatives to environmentally unsustainable practices that  erode the natural resources.   The ensuing program consisted of three weeks of training that combined seminar style presentations with field observations and discussions.  Current Albanian  market mechanisms, or the lack thereof, have been identified as a major obstacle for small and medium sized enterprises of any sort.  Thus, the training focused first on introducing US marketing mechanisms for product and market development, and second on how the trainees could apply these mechanisms to their own businesses.  Training organizers also included opportunities for participants to contact firms with interest in partnerships or potential deals.  

At the end of the training, the participants expressed satisfaction of not only being exposed to some of the marketing innovations in the US, but also of the opportunity to forge some business links with stateside counterparts and buyers.  Both the Wilcox Company and the Eclectic Institute have made steps forge partnerships with the training participants.  As trainers, we are thrilled that as a result of the training, entrepreneurs working with organic and wild products saw that capitalizing on the environmental sustainability of their products can be financially viable. 

Training methodology and content
Demand driven marketing for the 21st Century introduced participants to marketing mechanisms and environmental considerations for sustainable business development through formal presentations in a classroom setting.  The presentations were organized as three hour sessions.  Participants were provided with notebooks that contained daily overviews and detailed handouts that mirrored the overheads used during the presentations.  Most presentations contained a hands-on component such as a group or individual exercise that was discussed after completion.  Presentation topics included:

· a review of basic marketing concepts, including price, promotion, product and place;

· experimentation with product/market diversification;

· effective market analysis - your industry, competition and customer profiles;

· whether or not export is right for your business;

· environmental sustainability of wild botanical products, and

· introduction to the internet as a marketing tool.

Field training reenforced the concepts introduced in the presentations and generally included 2 - 3 sites per day.  We visited and spoke to the owners/managers of businesses involving herb farming, flower cultivation, tree and flower nurseries, mushroom germination and packaging, botanical and medicinal oil manufacturers, natural products and health food, open air agricultural and gourmet products, small scale timber processing and others.  The Albanians brought diverse expertise to the training including forestry, nursery development, botanical herb collection, wild mushroom gathering plus a wide range of business management skills.  A list of presenters, training participants and field sites is provided in the Annex.

Summary of training evaluations

At the end of the training, the participants were asked to fill out an anonymous evaluation that was later translated.  Overall, participants were satisfied with the training program and gave very frank evaluations of all presentations and field training sites.  As business people, they were happiest with strategies they could use immediately without large up front costs, and mostly with the prospect of expanding their businesses thru new partnerships with US firms.  They gave high ratings to the Seattle/Portland field trip due to the relevance of the sites and the trip organizer, Jim Freed.  The field trip to Blacksburg, VA got mixed reviews since it reiterated some of the same ideas as the earlier field trip.  Translated from Albanian, their comments include:

The training fully achieved its goal.

Ms. Karin [sic] displayed excellent knowledge and gave excellent presentation on marketing.

We gained much useful experience and learned many things, which will help us in improving/expanding business activities in Albania.

The training=s theoretical part was appropriate in length and of highest quality.

On the whole, I am very satisfied with this training, because it gave me information about markets and about methods of packaging and marketing products; it also enabled me to make contacts with medicinal-herb companies for business purposes in the future.

There was some traveling, as the one during the program=s last few days that unnecessarily took up too much time, which could have been better used for establishing contacts with business people.

My only suggestion is that [the program] should have allowed greater room for contacts.  

Sometimes it=s better to be attentive in choosing places to be visited, but generally it was a wonderful time spent here.

Especially I liked the visit in Portland and Seattle where we saw many new and important things.

More time should be added to the sessions with Jim [Freed], because he presented the subject matter in a practical way and with clarity.

The people who conducted the training and accompanied us were not only good lecturers but they also treated us as friends and peers.

Very interesting and useful training. Helped me to gain good practical skills.  My best compliments for Karin and Liza.

Lessons learned
The Office of International Programs believes that the training program fully met its objectives and provided participants with a valuable learning experience as well as a contact-building opportunities.  To improve our training programs continually, we have outlined some of the lessons learned.

A.   Since security precautions prevented us from conducting a training needs assessment in country, we developed a survey to extract the interests, education level and business development levels of the training participants.  The survey results were not very revealing partly because of survey design problems (questions that should have been included were overlooked, question structure led to overly brief answers, etc...) and partly because of survey administration problems (the person who interpreted the survey also administered it, leading to parallel answers for many of the respondents).  In the future, if an in-country training needs assessment were not possible, we would invest more time and energy into the survey design and administration.

B.  The classroom portion of the training, which was based on the training needs survey, was overly ambitious.  We believed, based on the survey results, that a review of basic marketing concepts would be necessary before discussing some of the more innovative market/product development ideas.  In reality, most of the participants needed an >introduction to= more than a review.  As a result, we eliminated several of the presentations and provided time for review of earlier presentations. 

C.  Our experience with the field training sites was very positive. Our field training coordinator for Portland and Seattle, Jim Freed of Washington State University, was a huge asset to the entire training.  In addition to being very experienced in market development of non timber forest products businesses, his personal energy, commitment and passion made the field trip an engaging learning process for everyone.  He continually interacted with the participants.  He took advantage of every lunch stop and bus trip to learn about the participants= businesses and ideas about improving them.   

Annex A: Action Plans
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I.
Summary of Lessons Learned During Training
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Summary of Lessons Learned During Training
What did you learn from the training?


What did you learn from the field visits?

I.
Business Goal(s)


Increase sales by 25%
II.
Several Options for Reaching Goal
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Several Options for Reaching Goal
Develop new product

Start to export

Improve production
III.
Option of Choice 

IV.
Environmental Impact of Option of Choice

V.
Specific Steps to Implement Your Option of Choice

Agim Pudja

Ismail Xhaja

Marija Gega

Luan Ahmetaj

Gjergji Cibuku

Pjeter Trashaj

Arjan Verzivolli

NAME:  AGIM PUDJA

BUSINESS: Mushroom Harvesting

I.
Lessons Learned:  During the training in the U.S. we learned many things, of which the most important are:

a)
Diversity in business.

b)
Work done in the area of organic products.

c)
Marketing methods.

II.
Business Goal(s):  

a)
To optimally increase the harvesting, processing, and marketing of mushrooms, giving priority to exporting. 

b)
 To gradually introduce other organic products.

III.
Several Options for Meeting Goal(s):

a)
I will expand my marketing through expanding my exporting. To achieve this I will locate new markets, especially in Germany and the U.S.,  where the prices are more favorable [for me].

b)
To my current fresh and frozen mushroom products, I will add dried mushrooms, which will be suitable especially for markets of great distance, since [dried mushrooms] make for lower transport costs.

c)
Will increase product diversity for the domestic market.  In addition to mushrooms I will start marketing other organic products, such as, honey, strawberries, different types of drinks, fruits, etc.

IV.
Option of Choice:  My best goal achievement option is to increase exporting.  This for the simple reason that by exporting I can sell more of my product, at a more favorable price.   

V.
Environmental Impact(s): Mushroom harvesting does not impact on the environment, because of the high coefficient of mushroom growth; that is, no matter how much you harvest them, they still grow.  Moreover, we disperse the leftovers after the selection process back into the forest.

VI.
Specific Steps to Implement Option of Choice:

a)
I have the financial resources needed to increase product harvesting and exporting.

b)
I have the knowledge necessary for expanding mushroom products in Albania, be it in terms of quantity, be it in terms of diversity.

c)
There are sufficient human resources, because mushrooms are found in regions with high unemployment and cheap labor force.

d)
While to date I have had no contacts with U.S. buyers, I will use various avenues to ensure access to such contacts.       

NAME:  ISMAIL XHAJA

BUSINESS: Medicinal Herbs

 My business deals with harvesting, processing, and packaging medicinal herb for export purposes.  It is located in the southeast region of Albania.  I started my business in 1991 and since then it has grown continually.  I own a storage facility of 1000 square meters.  I also rent a facility of 700 square meters.  Both these business facilities have good access to Albania's infrastructure.  I harvest yearly about 300 to 600 tons of herbs [plants].  I have all the equipment and capital needed for accomplishing this harvesting.

I.
Lessons Learned: My training in the U.S. has been of special importance to me and throughout the training I tried to gain as much as possible by being continuously alert and attentive. Briefly put, this is what I gained during the training: 

a.
Product quality was one of the things that greatly impressed me in all the visits we made.  

b.
Packaging quality 

c.
Product diversification within a specific [retail] unit, e.g., a grocery store selling also medicinal etc. products.

d.
I also gained much from our visit at the Eclectic Institute, which deals with cultivation and processing of fresh herbs [plants], and at a company that cultivates and exports medicinal herbs.  What especially impressed me in these places is that everything was organic.

e.
Of great interest to me was the knowledge we gained on the use of Internet as a tool to establish new business contacts.

f.
Also, ways of competing in a market in which new conditions have arisen. 

g.
Of interest was the emphasis put during the training on conservation of non-timber products something, which, unfortunately, is not the case in our country, where a number of plants [herbs] are now endangered species.

h.
There were other worthwhile things we learned, though, naturally, not all of them can be reflected on this action plan.  Nevertheless, I will apply all I learned [during this training] to my business work, gradually and in accordance with the conditions in our country.

II.
Business Goal(s):  Following are some of my goals, which are realizable within the conditions of my country, and about which I am optimistic:

a.
Will increase the quality level of the products I harvest and market.  This I will achieve by making product cleaning a priority and by making the workers more conscientious about the appropriate ways of harvesting and handling the products.

b.
Will improve the quality of herb packaging.  

c.
Using the knowledge about market diversity, gained during this training, as well as taking into account the realistic market potential in the region where I conduct my business, and working closely with appropriate specialists, I will open up a pharmacy selling wild medicinal herbs.  [I base this goal on the fact that] this type of business is almost non-existent in our country.  I project the pharmacy increasing my total [business] earnings by 3%.

d.
Given that certain herbs in Albania have become endangered species, and using the pertinent knowledge I gained here [in the U.S.], I will start cultivating some of them organically. As a result, I project a 15% increase in my business activity.  I will also engage in other forms of activity directed at protecting endangered herbs.

e.
 Harvesting of medicinal herbs is done only during a specific period of the year, which allows me room for other [business] activities during the rest of the year. I will exploit this together with the opportunities the market diversity and my position in my [business] location area offer to open up, initially, a small plant for processing grapes and herb oils, which should raise my profits by 5%.

f.
I will try to build a strong company capable of exporting herb products directly [i.e., without the need for brokers]. 

g.
Will work together with partners to do better in the area of exporting herb products.

h.
 I will do accounting projections on production costs.  I believe I will increase my overall revenues by 25%.  

NAME:  MARIJA GEGA

BUSINESS: Medicinal Herbs

I.
Lessons Learned: During our stay in America we learned many important things [,such as:]

a.
How should one present a product:

i.
the way a product is packaged and processed, and 

ii.
quality achievement.  

b.
How medicinal herbs are cultivated in plots ["parcela"], are preserved in fresh condition, and are processed in factories. 

c.
[Gained] knowledge about the computer and the computer's importance.    

II.
Business Goal(s): To achieve higher results and higher profits in my business.

III.
Several Options for Meeting Goal(s):

a.
Increase production, will improve packaging quality, and will increase the sales of my products in the Albanian market through the use of advertising.

b.
I will open up a small shop selling medicinal herbs used as tea, or as popular medicine, or as perfumes.

c.
I will try to cultivate in plots ["parcela"] two to three types of medicinal herbs, such as tymys fulgar [sic].

IV.
Option of Choice: increasing product quantity and quality, packaging, etc. The best way to increase my profits is to produce a product, the demand for which by the buyer is greater than the quantity I produce.

V.
Environmental Impact(s): Increasing production will have no negative impact on the environment, [since I will] harvest the product after the period of ripeness, flowering [sic] and will exploit only regions that have not been previously exploited.

VI.
Specific Steps to Implement Option of Choice:

a.
I will increase the number of the work force, in order to increase production quantity.

b.
After I have achieved these objectives, which will lead to increase in my profits and financial capital, I will start establishing contacts abroad (e.g., Europe and America). 

c.
I will also buy a computer and will hire, for a specified period, a person who speaks English very well and knows how to use the Internet.

d.
I will achieve these results also by co-operating with my colleagues.

e.
I will use:

i.
my savings

ii.
bank credits.

NAME:  LUAN AHMETAJ

BUSINESS: Cut Flowers
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I.
Lessons Learned: During this training:

a.
I gained a new, many-faceted experience relating to technology, marketing, and information, especially via the internet.

b.
In the course of visits and contacts, I gained many new ideas relating to my business--such as,  producing and marketing  medicinal products from flowers, and cultivation of endangered plants.

c.
From my observations throughout the entire time I was outside the hotel, I learned new aesthetic tastes and respect for beauty as a whole and for the environment.

II.
Business Goal(s): I will start the 21st century with the goal of becoming the biggest producer and marketer of flowers and decorative plants in Albania and the entire Balkans by aiming at increasing production by 30-40%, by continuously improving quality, by increasing exporting by 15-20%, and by employing up-to-date technologies in the areas of protecting and exporting flower products.

III.
Several Options for Meeting Goal(s):

a.
I will build a modern, technologically advanced, greenhouse for cultivation of high-quality fresh flowers, which will include new types [of flowers] as well.

b.
I will build a flower and decorative-tree nursery, in which I will introduce new types, competitive both in the domestic and foreign markets.

c.
 I will continuously upgrade the skills of my staff and my own.

IV.
Option of Choice: To realize the goal I will rely on the following:

a.
I will capitalize on my own experience and the experience of the best domestic and foreign companies.

b.
I will capitalize on my own floral, human, and financial resources.

c.
I will expand the contact network through the internet and through my business-related visits with companies and in various countries.

d.
I have the material, genetic, financial, and human capital, as well as the production land, that are needed for making my business a going concern.  I have also a network of direct contacts.  Moreover I know well several foreign languages.

V.
Environmental Impact(s): The business I have selected and conduct is such that not only it does not pollute   the environment but, on the contrary, it serves to beautify the spiritual and landscape environment of my community.

VI.
Specific Steps to Implement Option of Choice: 

a.
The first thing I will do is to establish a modern greenhouse which ensures continuous product quality and diversity.

b.
I will introduce in my nursery new types of flowers and trees and modern technology.

c.
I will improve my marketing by by exploiting direct contacts, the media, and the tv, as well as the internet for establishing contacts with companies abroad.

d.
I will open up a new flower shop at [Tirana's] central and most coveted location, which shop will have a new product presentation mode, as well as new products, such as, medicinal products made from decorative flowers, e.g., "laura", "calendula", "rozmarina", etc. 

e.
I will continuously upgrade my own qualifications and those of company's staff.

Thank you much!

Luan Ahmetaj

Florist

Tirana,Albania.

NAME:  GJERGJI CIBUKU

BUSINESS: Medicinal Herbs

I.
Lessons Learned: During this training I learned the following, relative to my area [of business]:

a.
Ways of packaging, labeling, and marketing medicinal products.

b.
The use of herb in their fresh state.

c.
The technology of processing herbs and the prices of these herbs.

d.
Introduction in the use of computers and the Internet.

e.
Marketing, and market diversity.

II.
Business Goal(s): 

a.
Will start exporting about 30-40% of the herb products.

b.
Will open up a store with medicinal-herb products with description labels on them.

c.
Will establish a facility for processing herb oils.

III.
Several Options for Meeting Goal(s):

a.
Improve product quality at highest level and in accordance with quality standards required for exporting.

b.
Begin exporting activities, after determining the economic advantage for doing so by calculating the benefit ratio of export vs. domestic prices.  

c.
Introduce to our current export of dried herbs also frozen fresh herbs, which is certain to greatly enhance our product value and lead to increase in profits.

IV.
Option of Choice: Why is this the best goal.  In my case this is the best goal, i.e. to start exporting, because the needed financial resources are there, as well as the knowledge of foreign markets and the contact made here in the U.S. with two herb companies, which contact we will continue with Karin's help.

V.
Environmental Impact(s): The impact on the environment is positive, since they [the herbs] grow naturally and regrow every year, enabling the population to earn a living.  Also, cultivation of new herbs for landscaping purposes.

VI.
Specific Steps to Implement Option of Choice: 

a.
I have my own financial resources, as well as those of a friend of mine with whom I intend to work together.

b.
I will obtain information through the internet and establish direct contact with the buyer.

c.
The equipment and tools to do highest quality packaging.

d.
Workers for packaging and labeling.

e.
A person who will maintain contacts with foreign markets and who is fluent in the [pertinent] foreign language and can use the computer and the Internet.

f.
During this training I made contacts with two herb companies, Wilcox and Eclectic Institute.  These contacts I hope to continue with Karin's help, so that eventually we can conclude a contract.

NAME:  PJETER TRASHAJ

BUSINESS:  Cut Flowers

I.
Lessons Learned:  During the training course we learned the following:

a.
Improved our our skills in devising business plans and in using ways to successful marketing:

i.
theoretical (clarity in presentation)

ii.
practical (everywhere we saw things concretely)

iii.
learned many up-to-date things and efficacy in marketing, such as about goals, options, environment, and information    

b.
Established contacts with companies, also,

c.
Diversification, etc.

II.
Business Goal(s):  

a.
Business Plan (devising it with care)

b.
Growing new product (saplings and herbs)

c.
Locating markets

d.
Improving the technology (of cultivation, [?], and processing)

e.
Improving information interchange

f.
Improving [product] presentation and company reputation

g.
Improving  [?] through Internet, etc, etc.

III.
Several Options for Meeting Goal(s):

a.
Increasing production by 18%

b.
New products     16%

c.
Begin exporting:

i.
internet research (locating new markets)

ii.
(exploiting the current market)

iii.
(improving technology)

d.
To achieve the goal:  persistence, determination, good knowledge of the foreign language, presentation, reputation, etc.

IV.
Environmental Impact(s):  

a.
100% successful [i.e., totally positive]:

b.
Cultivating forest nurseries for [containing] erosion,  [?]

c.
Cultivating decorative plants for environment landscaping

d.
Cultivating flowers in public and private grounds

e.
Cultivating MTE plants in places [?] and  to nourish bees

f.
Contacts with forest service managers and with environmental organizations

V.
Specific Steps to Implement Option of Choice: 

a.
Improving the technology (of nurseries for flowers and herbs)

b.
Lowest cost possible

c.
Material and product quality

d.
Good presentation

e.
Information exchange (through internet, etc.)

f.
Increasing products available in the market

[sic]

VI.
Resources: 

a.
Financial Resources:

i.
Using the accumulated capital

ii.
From actual markets (saplings, flowers, herbs, etc.)

iii.
Obtaining long-term credits for technological improvements

b.
Human Resources: Only a few people, but people with professional qualifications and proficient in foreign languages.

c.
Contacting Foreign Companies (U.S.):

i.
for seeds (this activity has already started)

ii.
for herbs, e.g., "rozmarina":  presentation initiated;

iii.
will send samples, as well as other information, e.g., about our company's reputation.

Pjeter Trashaj

Lezhe, Albania

NAME:  ARJAN VERZIVOLLI

BUSINESS: Cut Flowers

I.
Lessons Learned:  Before coming here my concepts were very general.  The program taught me the significance of a well-organized plan.  The experience I gained through this program I will use to prepare a detailed business plan, taking into account productions costs, transportation costs and overhead expenditures.  This has to do with expenditures projections.

II.
Business Goal(s):  

III.
Several Options for Meeting Goal(s):  Based on the experience I got here and the different technologies I saw here I think of improving my productions putting everything into practice.  This way I will increase my profits considerably.  

IV.
Environmental Impact(s): I think my option I=ve chosen will not impact on the environment.

V.
Specific Steps to Implement Option of Choice: Some of the steps to implement my options choice will be increasing the number of the stuff          and the specialized stuff, and equipment will introduce up to date technology.

Annex B: Agenda

	Demand driven marketing for the 21st Century

October 18 - November 5, 1999


	Week 1
	Morning Session 

(9:00 am start unless indicated otherwise)
	Lunch
	Afternoon session

(1:30 start unless indicated otherwise)


	Saturday 

10/16
	pick up at airport and check into hotel



	Sunday

10/17
	day off in Washington, DC




	Monday

10/18
	-Opening ceremony & welcome

-Overview of the Forest Service,

    ----------break------------------

-Introduction to the FS Albania Program,


	lunch
	-Review agenda

-Group discussion of expectations

-Presentation: Business in market economies: establishing a competitive identity



	Tuesday

10/19
	Presentation: The challenges of  demand driven marketing

    
	lunch
	Presentation: Effective market analysis

    

	Wednes.

10/20
	Debriefing

    
	lunch
	Travel to Seattle 

	Thurs,

10/21
	Field Training Site: Pike Place Market, Downtown Seattle.

Topic: Making your product more competitive
	lunch

	Field Training Sites: 

Marlene=s Natural Food Store, 

Federal Way, WA; 

Washington Floral Service

(Wholesalers Supply Store and Workshop), Tacoma, WA.

Topic: Business and Product Diversification


	Friday

10/22
	Site visit 4:Fungi Perfecti;

Topic: Modern processing techniques & cost recuperation

Site visit 5: Briggs Nursery Wholesalers 

(Greenhouses)

Shelton, WA


	Sat

10/23
	Site visit 6: The Herb Farm

Issaqua, WA

Topic: Business and Product Diversification

    
	lunch
	Site visit 7: Molbak=s Super Garden Center

Woodenville,WA

Review lessons learned and close-out discussion with Jim Freed

	Week 2
	Morning Session
	Lunch
	Afternoon session


	Sunday

10/24
	Off in Seattle, WA


	Monday

10/25
	Travel to Portland, OR
	Arrive hotel & lunch
	Off in Portland, OR

	Tuesday

10/26
	USFS Office: Debriefing

Downtown Portland
	
	Site visit 8: The Eclectic Institute

Sandy, OR

Topic: Approaches to product diversification

	Wednes.

10/27
	Travel from Portland -- Washington DC
	
	Check into hotel

	Thurs.

10/28
	Presentation: Conservation & sustainable use of wild botanical products

    
	lunch
	-Presentation: Tools of market Research 

-Local Site visits - the Body Shop, Whole Foods Market & the TPSS Coop

	Friday

10/29
	Presentation: Harnessing the power of the Internet for your business


	lunch
	-Independent marketing research on the web


	Sat

10/30
	Off


	Week 3
	Morning Session
	Lunch
	Afternoon session


	Sun
	


	Monday

11/1
	Presentation:  Export marketing- should you expand to overseas markets?

    
	lunch
	Travel to Virginia Polytechnic Institute,  Blacksburg, VA

Field Training Site: Herbal Farm and  short tour of campus  

	Tuesday

11/2
	Virginia Polytechnic Institute: Tom Hammett

Debriefing of Field Training

Internet Research

Introduction to Non-Timber Forest Products Research and Enterprise Development 

Field Training Site: Annie Kays Whole Foods Store

Topic: Packaging, quality control,and retail sales
	lunch
	Field Training Site: Sunrise Farm

Topic: Certification and environmental sustainability

Travel to Hiwasee, VA

	Wednes

11/3
	Field Training Site: Wilcox, Natural Products

Tony Hayes, manager

Boone, NC

Topic: 

    
	lunch
	Return to Blacksburg

	Thurs

11/4
	-Wrap up and review of visit

-travel to DC
	lunch
	Presentation: Action planning,



	Friday

11/5
	-Wrap up Action planning

-Independent work on Action plans
	lunch
	-Individual presentations of action plans

-Final training evaluation

-Farewell dinner


	Sat

11/6
	Evening return to Albania
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Annex D. : List of Trainers

Karin Theophile

USDA Forest Service, Office of International Programs

(202)501-5513

k.theophile@if.arctic.com

Liza Paqueo

USDA Forest Service, Office of International Programs

(202)273-4736

l.paqueo@if.arctic.com

Teresa Prendusi

USDA Forest Service, Vegetation Management

(801) 625‑5522

tprendusi/r4@fs.fed.us

Edward Millard

Conservation International

(202)429-5660

e.millard@conservation.org

James R. Freed

Washington State University


Special Forest Products Extension Professor

(360)956‑2272

freedj@wsu.edu

Dr. Tom Hammett

Department of Wood Sciences and Forest Products

Virginia Polytechnic Institute

(540)231‑2716

himal@vt.edu

Annex E.: List of Field Sites

Pike Place Market

Pike Place

Seattle, WA

Marlene=s Natural Food Store

Federal Way, WA

(253)839-0933

Washington Floral Service

Tacoma, WA

(253)472-8343

Fungi Perfecti

Olympia, WA

(360)426-9292

Briggs Nursery Wholesaler

Olympia, WA

(360)352-5405

The Herb Farm

Issaqua, WA

Molbak=s Super Garden Center

Woodenville, WA

(425)483-5000

Eclectic Institute

Sandy, OR

(503)668-7624

Buffalo Springs Herb Farm

Raphine, VA

(540) 348-1083

Sunrise Farm

Hiwasee, VA

Wilcox, Natural Products

Boone, NC

(828)264-3615
