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Foreword. For a successful mentoring process 

 
Sometimes a young entrepreneur needs and naturally seeks a Mentor, as a guide and point of 
reference, as well as it naturally seeks a Mentee by a senior in order to convey its expertise to trace of 
his/her life in the society. 
 
This variability of possible targets means that the mentoring is a holistic methodology, very refined and 
flexible where it would make possible a tiling between an experienced senior (mentor) and a junior 
pupil (mentee). 
 
The mentoring, for the mission of PRIME and its specific stakeholders, is therefore a critical step 
because an activity aimed at the development of individual competences and skills through the creation 
of a learning process driven by an older more experienced in the work context. 
 
Young craftsmen are eager to pursue a career in the goldsmith and jewelry, and then invest in this 
profession time, energy and resources.  
However, there are many constraints, more evident in some of the partner countries and less in others, 
with whom they believe to be reckoned with: 
 
 national laws, regulations and restrictions that do not favor the start-up of a company 
 unfair competition and fraud 
 environmental instability (economic, political, social) that influence the market demand 
 the difficulty in raising capital 
 the rise in prices of raw materials 
 the complex strategies of marketing and visibility on the national and international markets 

(participate in exhibitions and other sales outlets is expensive) 
 lack of guidance tools and mentoring available 
 
 
The careful analysis of interviews with young artisans confronted with what has already emerged in by 
the seniors highlighted, even more, the importance of initiating a stage of intergenerational mentoring 
understood as mutual learning.  
Therefore not only a one-way transfer (mentor-mentee) but a mutual involvement in a process of 
shared learning. An advantage even for the mentor, need only think about what could emerge from 
the capacity of young entrepreneurs more skilled in ICT field to "mitigate" the weaknesses of these 
competences/skills, today a new frontier of the utmost importance for the world of craft. 
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1 Informal and formal mentoring 
 

Mentoring activities may reflect different theoretical perspectives on learning and may target 
different skills or domains of competence. 
A Catalogue should be a support to help mentors and mentees to aggregate transferable competencies 
across teaching practices that create a positive learning community, in which craftsmen – senior and 
junior1 - gain skills and expertise and also develop intrapersonal and interpersonal competencies. 
 
A process of learning for transfer which involves the interplay of cognitive, intrapersonal and 
interpersonal competencies and of suitable teaching methodologies. 
 
The range of mentoring relationships is a continuum going from informal mentoring to formal, highly 
structured and planned mentoring. The type of appropriate mentoring for an organization/individual 
depends on its business and qualification needs, on the needs of mentees.  
The success will depend on whether the parties involved in the mentoring process have the skills 
required. 
 
Informal mentoring is created spontaneously or is initiated by special interest i.e. when the mentee 
could be a potential employee and a specific informal mentoring relation can be required by a mentee 
who approaches a mentor for his/her intentions considering some characteristics: 
 
 goals of the relationship are not completely specified 
 outcomes could not be measured in totality 
 the process of Knowledge Transfer cannot be explicitly described and it is based on the ability 

and willing for this process 
 access is limited and could be exclusive 
 mentors and mentees are often selected on the basis of personal chemistry that means an initial 

connection or attraction between 
 mentoring lasts a long time 
 
Some advantages are a relationship of trust and respect between the mentors and mentee, high 
degree of compatibility and cooperation and flexibility of the relation.  
 
This kind of relationship has a risk of ambiguity and tension when it becomes too intensive and there 
are rare possibility to be applied to groups. The most used form of learning in this context is an 
informal one (and social networks support this type of mentoring). 
 

 
1  A result of intergenerational mentoring understood as mutual learning, thus an advantage even for the mentor, could 

be the capacity of young entrepreneurs more skilled in ICT field to "mitigate" the weaknesses of these competences/ 
skills today frontier or at least now of the utmost importance in the world of craft 
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Suggestion:  
by the “informal dialogues” with Seniors, a significant number of useful elements emerged to 
understand in depth features, strengths and weaknesses, common aspects, etc. of the craft world 
expressed through: 
 
− a description of specific technical expertise about the knowledge of new materials 
− an illustration of the abilities of design of products obtained by integrating noble materials and 

not, special alloys, natural features, etc. 
− the story, in terms of everyday life, of the social impact of handicraft enterprises on their own 

territory (impact is so much appreciated and requested by the European Commission in the 
European Strategy 2020). 

 
Formal mentoring is often facilitated and supported by a process which makes also tools available to 
participants for an efficient KT and characterized by: 
 
 goals established from the beginning by mentors and mentees 
 outcomes measurable 
 knowledge which has to be transferred is known at the beginning 
 access is open to all who meet the criteria established for the corresponding mentoring program 
 mentors and mentees are paired based on compatibility 
 organisation and individuals can benefit directly. 
 
In particular craftsmen play a great value of social aggregation in the places where they perform their 
professional activities as these are generally carried out, logistically, in town centers and provide 
network capacity also in the enhancement of tourism activities. 
 
Also craftsmen, for the characteristics of their products (each featuring by a unique and personal 
vision and perfectly recognizable), provide historical evidences, even creating works sometimes the 
result of the use of advanced technologies necessary to increase production capacity; exploiting, in 
the process of marketing and sales, Internet and its related tools such as e-commerce also played 
through their own websites; operate in laboratory-shops where among other things fit - creating 
employment and employability - young apprentices (showing once again their particular closeness to 
the aims pursued by PRIME); share the importance of establishing partnerships with other 
entrepreneurs from other countries with a long tradition recognizing the value and strength of 
mutual learning. 
 

2 Mentor and mentee relationship 

 
Another key factor to implement a successful mentoring process is the relationship between mentor 
and mentee. It must be set at a preliminary stage and then be consolidated in the continuation of 
the work of knowledge transfer and can take (below some) different forms and types: 
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 Shared goals. Prior to entering into a relationship, the mentee, or the person matchmaking the 

mentor/mentee should be able to communicate the goals of the relationship. Goals might be to 
help the mentee get promoted, secure funding, resolve performance issues, improve 
communication skills, etc. It’s helpful if the mentor also has goals (e.g. gaining deeper 
understanding in a new space, getting first in line to invest), but the mentee’s goals should take 
precedence. 

 
 Clear focus. A mentee will get more value out of a mentoring relationship if they pull advice from 

their mentor on how to think about a given topic (an approach), rather than focusing only on 
conceptual ideas related to the topic. Getting “what”, “why” and “now vs. later” advice from a 
mentor is more valuable than “how” advice. Work with them to build mental models and 
frameworks that will pay benefits 

 
 Clearness. If a mentor chooses not to give a mentee a desired referral or has discomfort with 

other aspects of the relationship, then they need to be honest with their mentee and present 
clear feedback. It may take a few meetings to build the trust necessary to give this type of candid 
feedback, but try to get there quickly. 

 
 Relation. A series of unproductive meetings may be a signal that a mentoring relationship has run 

its course. Maybe the mentor isn’t a good fit for the mentee, or maybe the needs of the mentee 
have shifted since the relationship was established. A mentee shouldn’t be afraid to explicitly dial 
down the frequency of meetings or stop them entirely.  

 
The training activities are a central activity in mentoring process as long as constructed according to 
a logic experiential with the concrete objective to anticipate the scenario of intervention through 
active methods such as role-playing, problem solving and simulations. 
 
So, for a mentor, training is a fundamental moment in which get into the role, actively explore and 
display the possible scenarios that meet in the relationship with the mentee, to build an 
"individualized education" on two lines of action: counseling and emotional support. 
 
A good mentor is a person respected, successful, with company culture willing to commit their time 
and knowledge to offer advice and support. Between mentor and mentee must create an emotional 
connection, a proper matching that helps both sides to understand each other's communication 
styles, their strengths and limitations. 
For this purpose it is necessary to establish the objectives and the purpose and the mentor needs to 
outline these areas since the beginning. 
The objectives should be in line with the strategic plan of the junior (if it has), then it is equally 
important that the mentee indicating its objectives. 
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Confidentiality is important. Both parties must be able to be certain that the discussions are almost 
complicit, more confidence and it is necessary decide in advance how you communicate. 
Both the mentor and the mentee need to be open and honest, and respect each other.  
A mentor who withholds important information or comments not contribute to the success of the 
person.  
 
The relationship between them must still be professional and not personal and a mentor must be 
able to: 
 
 teach and communicate to the young both on a linguistic and both on a relational way 
 transfer skills gained from experience closely and that is not accessed immediately or only with 

the educational, theoretical and academic preparation 
 enhance the experience of young 
 transfer skills, his/her history, his/her professional autobiography, in order to seize points of 

contact between his/her career and that of junior 
 understand how certain passages are related and necessary for the development of the skills and 

potential 
 use techniques a little "bump" with the junior, which demonstrate and prove his/her 

incompetence and from there begin the process of growth 
 stand as a model, and the objective of being a model 
 be aware of the objectives and to keep route for the transfer of responsibilities to the junior 
 do importance of setting a "Development Plan" in relation to the competences of access and 

previous 
 integrate the development of knowledge with the development of motivational instances, 

cognitive style, psycho-social resources and emotional intelligence 
 take charge of the complexity of transfer, turn, bring out the potential in the young and develop 

soft skills (perception, analytical, decision-making, evaluative criteria) 
 transform language in a series of pragmatic skills intangible 
 share skills developed in a professional life 
 share the personal network of contacts as well as how to achieve it 
 integrate the process of transferring skills to other business development processes (Strategic 

Planning, Organization, Training, Resource Assessment, ROI). 
 

3 The mutual learning process 

 
Prime drives an intergenerational mentoring understood as mutual learning process through which all 
participants (senior and junior craftsmen) become capable of taking what was learned in one 
situation and applying it to new situations (i.e. transfer).  
 
To achieve this result the project has to: 
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 define mentoring schemes transferable for intergenerational learning (and in particular transfer 
core skills in the gold/silversmithing and gemmology sector) 

 drawing up a Catalogue with guidelines for the implementation and evaluation of these 
mentoring schemes and tools for implementing and evaluating mentoring schemes developed 

 implement "mentoring sessions" where business entrepreneurs and experienced managers will 
be trained on the transfer of their core competences (with the aim to enable them to become 
mentors of new business entrepreneurs and business successors) and "transfer seminars" 
(training seminars where the key competence and knowledge transfer process is carried out by 
each senior manager which present his/her strongest competences and expertise). 

 
Through these processes (which often involves shared learning, knowledge transfer and interactions 
with others in a community), participants could develop expertise in a particular domain of 
knowledge and/or performance and the product of learning is transferable knowledge - including 
competencies in a domain and skills – and how, why, and when to apply this knowledge to answer 
questions and solve problems. 
 
A persistent theme in research on learning and teaching for transfer concerns the nature of learning.   
That is, it is not productive to try to teach high-level thinking skills but, rather, transferable knowledge 
is best learned within the work-based2 situations or focused on the sets of topics with which it will be 
used in its own workplace. 
 

Suggestion:  
The ability to solve complex problems and metacognition are important cognitive and intrapersonal 
competencies that are aimed at development of problem-solving and metacognitive competencies.  
Designers and mentors should use modeling and feedback techniques that highlight the processes 
of thinking rather than focusing exclusively on the products of thinking.  
Problem-solving and metacognitive skills competencies should be taught and learned and assessed 
within the work-place not wait until all of the related lower-level competencies have come (it is no 
simple way to achieve competence without time, effort, motivation, and informative feedback) 

 
 

 

 
2 Interest in work-based learning (WBL) has expanded over the last two decades and currently research in this area is 

wide ranging and interdisciplinary. The rapid change in information and communications technology, the increasing 
importance of the knowledge economy, growing internationalisation and globalisation as well as changes in 
occupational structure and the organisation of work have all challenged not only higher education institutions but also 
public, private and third sector employers to find new ways of ensuring that the workforce is sufficiently skilled to meet 
these challenges. WBL has a long tradition in many European countries and is an emerging concept in others. In several 
Western European countries (e.g. Germany, Austria) it has been associated with various types of apprenticeships and 
effective employer - education partnerships for many years. More on: European Commission (2013c): Work-based 
learning in Europe – Practices and Policy Pointers (http://ec.europa.eu/education/lifelong-learning-policy/doc/work-
based-learning-in-europe_en.pdf) 

 

http://ec.europa.eu/education/lifelong-learning-policy/doc/work-based-learning-in-europe_en.pdf
http://ec.europa.eu/education/lifelong-learning-policy/doc/work-based-learning-in-europe_en.pdf
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4 Proposals and suggestions for training and mentoring activities 

4.1 By Seniors 

Teaching is a professional craftsman since generations. 
The artisans are, however, individual teachers working mostly behind closed doors and in isolation 
from their colleagues. Too often their professional practice remains a personal practice. 
There is therefore a need to develop and refine a wide range of skills and personal resources to meet 
the needs of their students. 
Most of the craftsmen interviewed have already worked with young people: to teach to their own 
children to work independently or because they taught motivated young people willing to learn and 
listen to them in continuing to work in their field.  
 
Some seniors consider those experiences as positives and interesting - find exciting the possibility to 
work again with them and participate in a mentoring programme - whereas others think that working 
together with young people can help themselves in their activities thanks to new and fresh ideas and 
the different vision of thinking that the young people have. 
 
From the interviews emerged strongly the importance of focusing the attention of the training on 
some key points: 
 
 promote and disseminate the culture of handicraft enterprise through the synergistic 

coordination with institutions, social forces, non-profit organizations and associations, 
universities, craft facilities, the school system 

 enhance the distinctive tangible and intangible heritage of the Mediterranean culture goldsmith, 
facilitating intergenerational transfer of techniques and styles that are likely to be lost 

 strengthen ties, currently at risk, between the activity goldsmith and the urban fabric, which is 
essential for the industry to maintain its vitality and competitiveness. 
 

By the way to start the job of goldsmith/silversmith or to consolidate skills and competences already 
acquired, according to interviews, mentor must be able to transfer/consolidate a range of skills and 
competences (learning outcomes3) necessary for each young artisan (perhaps also good for any young 
person who wants to be an entrepreneur) to do with success and satisfaction his/her work as to: 
 
 make strategic decisions 
 know technical expertise on the special production 
 product design and innovative proposals 
 bring out individual potential of each collaborator and colleague 
 know technical sales, marketing and budgeting 
 carry out organization and business planning 

 
3 Learning outcomes are statements that specify what learners will know or be able to do as a result of a learning activity. 

The results are usually expressed as knowledge, skills or attitudes. 
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 learn guidance on human resource management, resource optimization and improvement of 
managerial skills. 

 leadership 
 establish public relations and good relations with buyers and suppliers 
 understand the importance of direct involvement in the technical design and finish of the product 
 able to execute/implement quality control. 

 
More generally, the time "training/educational" should focus on: 
 
 development of skills and technical and professional knowledge 
 development of soft skills 
 support for creativity and innovative business ideas 
 impetus and innovative ideas to entrepreneurial activity (new processes, products, markets, raw 

materials, etc.). 
 revitalization, enhancement and preservation of knowledge and skills 
 ability to identify the needs of innovation 
 ability to set and implement development plans through the acquisition of resources necessary 

to develop their skills in order to achieve the objectives 
 models and forms of inter-integrated learning. 
 
A result of intergenerational mentoring understood as mutual learning, thus an advantage even for 
the mentor, could emerge from the capacity of young entrepreneurs more skilled in ICT field to 
"mitigate" the weaknesses of these competences / skills today frontier or at least now of the utmost 
importance in the world of craft. 
 
Based on the data acquired it can be deduced that the seniors attribute their success highly on 
manufacturing and product design yet find the human skills to be most relevant for the successful 
businesses.  
 
This is due to the fact that seniors have reached a level where they do not attend to the 
manufacturing themselves but have built good teams to do so, or they have good suppliers.  
 
Therefore, the technical skills at the senior level should be the ability to observe and evaluate the 
work at hand and not manufacture and handle (for this reason most of them find crucial to have both 
managerial and technical skills in order to succeed).  
On what should a good mentor do, the vast majority indicated that the right way to learn this trade 
is through hands on experience in the field. Observation is needed in the day to day activities, 
interaction with suppliers and buyers, especially the upper clientele then application of learned 
skilled. 
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The good mentor should be able to identify the skills of the junior and work on allowing him/her to 
specialize in the field he/she excels in. Definitely all agree that the activity of mentorship should train 
young craftsmen and then leave them alone to live work and make their own mistakes. 
 
Artisans surveyed were also able to describe the skills and most important competences necessary 
for a mentor to transfer his/her/her knowledge to a young entrepreneur.  
 
By the way Seniors identified as to be crucial for a mentorship: 
 
 patience 
 spirit of teaching 
 being able to deliver the ideas 
 being motivational leader  
 being good at time allocation and find the time for this 
 understand the business environment,  
 have good contacts and managerial qualities 
 proficient in the technical skills of the field 
 knowledge of materials 
 have the seniority of more than ten years in the field. 

 
They also identified between the skills and competences just mentioned those that are missing in 
themselves to be good mentors: 
 
 patience and time available 
 communication skills with young apprentices and/or contractors (probably in step with the latest 

trends in processing techniques and information technology 
 difficulty working on continuous improvement, operations of machinery and raw materials. 

 
 

4.2 By Juniors 

From a transversal analysis of basic skills that Juniors reported in their responses emerges the 
framework for a set of knowledge, skills and expertise, useful across all partner countries, in order to 
overcome gaps and weaknesses, to consolidate and enhance the spirit of craftsman. 
 
A transfer of key elements that can only be done through an intergenerational exchange where 
Juniors consider themselves weak in some significant fields/issues: 

  
 successfully acquire knowledge between generations. 
 exposure nationally and internationally to new markets  
 learn how to use advanced accounting systems 
 be open to banks and their products as the main source of funding 
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 benefit from the new technology in the manufacturing sector 
 capacity building in SME management, marketing, strategic planning, accounting and finance 

programs in existence 
 networking with suppliers, buyers and designers 
 resort to consulting business 
 technical training in laboratories goldsmith / silversmith 
 involve non-governmental organizations and social communities should support this type of craft 

which could otherwise extinction. 
 

The junior entrepreneurs have a serious desire to start-up their own businesses, however, they have 
significant challenges to be addressed.  
Technical and transversal competences that needs to be fulfilled (considered critical success factors 
that need to be developed during the mentor transferring period) in order to help them run a 
successful business ventures: 

 
 

Soft skills  Technical skills 

− Business management 
− Record Keeping 
− Planning and researching 
− Team work 
− Communication skills 
− Marketing 
− Time management 
− Positive thinking 
 

− Engraving 
− Chasing or embossing 
− Polishing 
− Stone setting 
− Cutting gem stones 
− Melting gold/ silver 
− Molding gold/silver 
− Repairing gold/ silver items 
− Gold filtering 
− Designing 
− Carving 
− Differentiating between karats 

 
 

Also a series of needed trainings and of consultancy, based on the core competences analysis 
emerged from the interviews, are identified by Junior Entrepreneurs, key elements they find 
necessary for an entrepreneur to succeed:  

 

 Bookkeeping 
 Marketing and Sales& Distribution 
 Finance  
 Project Management 
 HR Managementt 
 Public relation 
 How to write a business plan 
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 Job training in jewelry gold/silver shops to practice. 
 

4.2.1 A comparison 

  
Among young entrepreneurs in each Prime partner country sometimes arise considerations and 
suggestions with very significant differences about their future: 

 
 Education 

If most of them have completed tertiary education with a bachelor's degree (a profound 
difference to their countrymen Senior) there is a difference between those who, during these 
studies, have attended the vocational training courses and business (e.g. Jewelery design) and 
those who do not never participated in any kind of specialization. 
Compared to studies the difference in preparation or at least basic education of young artisans 
from country to country is evident from the responses to the question “During your studies you 
have benefited from ...” with a very varied distribution between those who attended courses on 
entrepreneurship, management courses while the most relevant information received was that 
on legal advice and how to start a business. 
Substantially, however, hardly anyone has had experience on the job with a mentor to support its 
growth in technical, professional and artistic. 
 

 Origin 
If many people have the family business in the craft sector and therefore have experience in the 
fields of gold and silver and gemology there are many who have approached the craft worked in 
the field of gold, jewelry and gemology thanks to a great imagination and creativity in the design 
of new products. 

 
 Business background (accounting, marketing, management) 

Compared to the previous answer, there are Juniors who claim to possess possess the managerial 
skills right while others have more technical skills, such as manufacturing, design, repair, gem 
setting and molding. 

 
 Self-starter 

Some of them are self-starters investing their own small amounts of capital and modest sales 
revenue while others have their parents working in the field and benefit from their parents’ 
investments to start their own lines and brands.  

 
 Current Conditions 

Some people see the great difficulty, in the current socio-economic in Europe and the world, to 
be able to prove their worth even within a local competition. In some cases the situation is 
aggravated by the strong geo-political instability of the entire area surrounding her/his own 
nation (which covers the more the demand for luxury goods and that slow down the growth and 
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development of the jewelery industry and silversmith, which also affect the sales and marketing 
and job opportunities for youngsters) and to raise the necessary capital to continue to invest 
and/or start new product lines. 
 

 
 

Soft skills Skills held (strengths) Missing skills (weakness) 

Education  high education (university) and in 
some case course on jewelry 
design 

 not take any vocational degree  

Business background  business background 
(accounting, marketing, 
management) 

 not have a business background 

Managerial skills  managerial skills in selling 
gold/silver 

 not have managerial skills in selling 
gold/silver 

Attitude  build businesses success on 
honesty, reputation, patience, 
and passion to what to do 

 experience 

Accounting/Bookkeeping  entrepreneurs do simple 
bookkeeping or are capable of 
performing bookkeeping when 
they open their business 
ventures 

 do not do bookkeeping or know how 
to. This could negatively affect their 
business decisions and mislead them 
on the cash-flow level 

Financing  Support by ICT  prefer to fund their businesses from 
their own savings or family savings 
because they consider it to be a safer 
move 

 only few are willing to use bank 
facilities to open their business venture 

 a few deal with credit suppliers to fund 
their prospective projects. 

 reluctance to deal with banks and 
credit suppliers. 

Technical skills  technical skills as manufacturing, 
design, repairing, gem setting, 
and molding. 

 technical skills in Gold silver making 

 
 

There are then points in common which are also considered essential in order to succeed in the craft 
sector, some are already in their own company in other cases under development, of which young 
entrepreneurs are aware protagonists. 
Elements that, in some cases, although not necessarily, highlight the significant generational 
differences: 
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 a customer base consolidated or in the continued expansion phase 
 use of social media and online business in an innovative way 
 new ideas, the use of new materials and combining them with the old (3D printing, semi-precious 

stones and gold) 
 website, logo and homemade projects using new technologies (and therefore virtually no cost) 
 production lines faster 
 a vision more programmed with a schedule that includes new lines and products to be tested, 

shows to attend, and so on. 
 

Many young entrepreneurs prefer to finance their businesses with their savings or family savings 
because they feel it's a safer move. 
Others are willing to use bank loans or other sources of financing or rely on credit providers to fund 
their future projects. 
Prevails the reluctance to have anything to do with banks and credit providers to finance the activities 
and it is difficult to understand as it may adversely affect their business growth. 
 
All interviewed are excited to further pursue this career that began as a hobby for many of them.  
Among these are those who have a serious desire to start their own businesses aware, however, to 
have in front significant challenges (financial, environmental, political, relations with the community 
and the surrounding, lack of managerial and technical skills). 
 
The interviewees during the action of fieldwork were also able to express a variety of reasons, many of 
which in common, for which they have decided to become artisans in this specific field: 
 

 establish your own business and be independent, 
 to disseminate your ideas and views and share them with the world 
 leading and managing people 
 love and passion for this particular craft sector 
 show all the creativity you have in this field and turn it into a reality. 
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Current situation and future vision for start 
up businesses. 

Gaps/Needs of junior entrepreneurs 

   
Those who have intergenerational 
knowledge 

 
- to use their own savings and family 

savings to fund their businesses. 
- will resort to bank facilities and credit 

supplier as a last resort 
- have a good imagination (creativity) 

in designing and manufacturing new 
products.  

- do not mind employing someone 
more skilled than they are.  

- believe in their skills and future 
businesses. 

- have passion for the industry 
(gold/silversmithing) 

- are weak in accounting, marketing, 
strategic planning, human resource, 
and management. 

 
Those who have no intergenerational 
knowledge 
- to expand in local market then 

Regional Then National   
- saving for input from local market 

then imported market  
- having regular suppliers  
- have an informal understanding for 

business relation nature  
- do a simple book keeping for 

business  
- considering saving and sales then 

family are major source of funding  

- Successfully acquire intergenerational knowledge 
-  Exposure to  new markets on the national and 

international level 
- Learn how to use accounting systems.  
- To be open to the banks and benefit from their 

products as main source of funding. 
- Benefit from the new technology in manufacturing. 
- Capacity building in SMEs management, marketing, 

strategic planning, accounting, and existing finance 
programs. 

- Networking with suppliers, buyers and designers. 
- Business counseling 
- Technical trainings in gold/silversmith workshops. 
- Since gold/silversmithing is a craft that is threatened 

to become extinct governmental associations and 
social communities should support this type of craft. 
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4.3 Common strength and critical points 

 
Qualitative data processing has made possible to identify factors of strength and critical useful to 
outline, at a later stage, skills and core competences. 

 

4.3.1 Strengths 

 
 The design and the creative ability of craftsmen are the competitive factors which tip the gold 

production. In fact, since there is no a factor of advantage or competitiveness based on the 
original price of the raw material, product competitiveness is based only on the added-value of 
manufacturing 

 Product and process innovation are the winning strengths of jewellery in the world, along with 
the agility and flexibility typical of a production made up of small and medium-sized enterprises 
able to adapt quickly to the changing tastes and demands 

 Remarkable specialization and differentiation of productive activity that allow the creation of 
exchange networks not conflicting on the market while maintaining high competitiveness 

 The ability to find solutions, honed by constant research, allows the processing of the raw 
material transmitting culture and history 

 Quality of raw material 
 Quality assurance of unique products through a certification that creates customer loyalty 
 Protection of the environment through the recycling of waste precious 
 Products long-lasting and without risk of deterioration (a capital invested that increases over 

time) 
 Brand recognisability that allows a continuous direct relationship with customers without the 

cost of intermediation  
 Public relations both local and international. 

 

4.3.2 Weaknesses 

 
 Decline of the domestic market (even for political instability) and the consequent need to 

internationalize (but with the lack of entrepreneurial and institutional support structures and in 
the midst of a world economic crisis) 

 Increase in the cost of raw materials as considered safe haven assets compared to the value of 
the coins (all due to the global economic crisis that creates uncertainty and volatility) 

 Difficulties in obtaining raw materials in contrast to large companies that operate in specific areas 
of the industry (rising costs, competition in the distribution, protection law not adequate) 

 Lack of training schools for young people to give useful basic technical skills 
 Scarcity of aid/relief for participation in exhibitions and fairs (inescapable need for marketing 

action and for the extension of sales) 
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 Shortage of young apprentices and their cost (this is an industry that has lived on generational 
family then with reduced costs) 

a) Difficulties in participating in skills updating courses, especially for new management skills and 
systems of change in the sales processes (such as the internationalization of the market) 

b) and sales and marketing skills - exports that help to expand the area of sales 
c) the imports of chip jewels from Asian countries 

 
 

5 Gaps and needs 
 
There are a number of gaps and needs to be met and which are considered the critical success factors 
that need to be developed during the period of transfer mentor-mentee in order to help them to 
manage a successful business or start a craft company successful. 
 
Among them surely prevail: 
 
 the need of a large and continuous creativity in the production of jewelry 
 continuous learning of technical, commercial and management 
 develop a brand new and innovative 
 improve or enhance the ability of business 
 
Also in response to questions about the most important skills that must possess a good 
entrepreneur/craftsman has been created a list rather varied and wide (both between the different 
partner countries both within themselves): 
 
 innovative, creative, leadership skills, motivated, independent, organized, self-confidence, flexible 

and adaptability, responsible, looking for opportunities, ability to fail but not despair, persistence, 
ability to find and manage people, self-reflection, investing for the long term, enthusiasm and 
passion, patience 

 problem solving abilities, communication skills, planning and organization, customer orientation, 
team workability, knowledge in the field, multitasking, risk taking, good at research and information 
search, result orientation, proactive approach. 

 
As for the future young craftsman demonstrate their right personal characteristics and will, in 
addition to the support they receive from their environment, in order to pursue their careers and 
ambitions. 
 
It is particularly interesting to note that: 
 
 generally their families continue to support their entrepreneurial aspirations 
 they see themselves as problem solvers and are positive about their ability to face challenges and 

setbacks 
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 they want to initiate innovative and creative ideas 
 understand the need to set the time and objectives 
 they are willing to accept advice and guidance from a mentor or consulting group 
 have already proven successful experience in sales and marketing, 
 
Junior entrepreneurs also rated their skill level in a list of different skills from one to 5, where 1 
indicated a low level of competency and 5 the highest. In this case it is interesting some concentration 
of answers among the most important factors to take successfully the business of goldsmith in 
particular about their capacity to be creative and the ability to take/make decisions and planning. 
Generally from interviews arises they are less competent on financial and business management. 
 
 

6 A model, (some) methodologies and tools of action 

6.1 A Competencies Model 

 
Designers and mentors, after a phase of experimental mentoring sessions by the Applicant, outlined 
learning goals and contents of how learning is expected to develop, guidelines about content 
knowledge (a Competencies scheme) to be transferred, methodologies to implement and 
suggestions to measure learning progress and the attainment of learning goals. 
 
The model hypothesized intend to provide a solid foundation - a sort of toolkit for implementing and 
evaluating mentoring schemes - aimed at supporting mentors on acquisition of their role and transfer 
of targeted competencies and mentees in the concept of mutual learning and useful to design 
"individual" knowledge transfer processes - and their assessment - for young craftsmen 
 
To this purpose has been set a scheme to drive to the accomplishment of particular learning outcomes 
as an important starting point for the development of mutual learning process providing a concrete 
representation of the learning performances - that are expected - and of the key issues which can 
enable the close coordination of intended goals, learning environment characteristics, programmatic 
strategies and performance outcomes. 
 
The following classification scheme - broken down into three main area of competencies – intends to 
summarize a set of knowledge, skills and capabilities essential to be implemented and valued by 
mentors and mentees - as well as by the Project Managers of Prime. 
 

6.1.1 The Cognitive Area  

 
This Area includes three patterns of competencies (cognitive processes and strategies, knowledge and 
creativity) and expertise such as critical thinking, information literacy, reasoning and argumentation, 
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and innovation.  
 
The craftsman conceives and carries out the work in each phase of its process, developing imagination 
and dexterity, honing aesthetic taste and artistic sense. The object made thus becomes the synthesis 
of many aesthetic and symbolic values thanks to the use of noble metals which mark the manufacture 
and often fruit of hard work, humbleness, public relations, customer relations, determination, 
innovation, staying up to date on latest trends, professionalism. Share these items with other countries 
and cultures is an absolute value recognized by craftsmen who enthusiastically expressed themselves 
in full independence making possible the realization of this Report, extremely constructive for 
continuing the PRIME planning process.  
 
The craftsmanship is not only and entirely "product" is also technique, handed down by family or 
apprenticeships, is "knowledge", or rather "know-how", often not formalized and made explicit.  
It is then linked to the context in which it develops, to the conditions not only technical-ecological 
but also symbolic. 
 
The technical know-how is a set of skills acquired, built, broadcast which binds a craft production to 
the territory, to specific social and cultural contexts. 
It comes to local knowledge, which often clash, with Community policies and processes of 
internationalization, with organizational difficulties and lack of synergies. 
At the end craftsmanship should be given wide significance, which includes not only the skills and 
technical knowledge, of which the artisans are held by, but also the individual creativity that 
distinguishes this type of production from the mass-and serial. 
 
In craftsmanship physical acts of repetition and exercise allow to develop technical skills from within, 
into the mind and body, so the routine is not something static but dynamic, evolving, which allows 
the development of mastery technique and which causes the artisans express pride in the skills they 
mature, to acquire mastery that precisely through the repetition of certain acts. 
 
In interviews, many of the artisans are keen to stress that their work is premised on the stage of 
planning/design, which precedes the realization, and insist on creativity. In fact, the arts and crafts 
incorporate within themselves the dexterity of the "know-how" and the appearance of the creative 
dimension, therefore, qualifies as an important resource for the economy and entrepreneurship of a 
territory and is related to the network of tourism and culture 

 

6.1.2 The Intrapersonal Area 

It includes three patterns of competencies (intellectual openness, work ethic and conscientiousness, 
positive core self-evaluation) and expertise such as flexibility, initiative, appreciation for diversity, and 
metacognition (the ability to reflect on one’s own learning and make adjustments accordingly).  
 
In each country involved in PRIME is confirmed the capacity, versatility and creativity of the craftsmen 
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of the sector. A heritage of great value capable of expressing the culture and history of a territory 
thanks to the characteristics of the objects produced - often handed down over time and that offer 
the maximum guarantee of quality of the raw material - in a sector where no one makes use of 
falsification or manipulation (expression of a will of ethic of/in the work). 
 
The basic processes that can be identified in the management activity, which are present in any 
company, no matter what its segment, will therefore be: 
 
 Formulation of strategy and strategic decisions 
 Planning and budgeting 
 Performance measurement and reporting 
 Allocation of resources 
 Management of human resources 
 Communications with stakeholders (customers, suppliers, moneylenders, employees). 
 
It will then be essential, in order to develop a corporate vision, the acquisition of high-tech skills. 
In this way the goldsmith, without losing the creativity and using less time in the design phase, gains 
in precision and can intervene in the intermediate stages of the design, even with the customer, thus 
ensuring a product of highest perfection. Once it was decided the jewel follows its manual realization 
for the real creation and the peculiarities of handcrafted jewellery can be maintained with respect to 
companies that produce industrially. 

 
Designing in a virtual way means in fact that goldsmiths can optimize resources and develop their 
managerial skills, devoting more energy to the stage of handicraft workmanship and to commercial 
and marketing activities. 
 
It is therefore support a model of corporate development which is crucial in the role of continuous 
training that combines high technology with the governance of the enterprise. 

 

6.1.3 The Interpersonal Domain 

It includes two clusters of competencies (teamwork and collaboration, leadership) and competencies 
such as communication, collaboration, responsibility and conflict resolution.  
 
In order to analyze the way in which matters relating to local and diverse range of interests can 
become a resource and create synergies from the forces present - that is, local institutions, 
associations, professional groups, consortia - it is important to consider what practices to which these 
forces occur and the actual role that they play with respect to the ratio of local / global. In fact, the 
social actors, who move in a micro-context, must in turn interact with national and supranational 
institutions, engaging in projects and programs that refer to decisions taken elsewhere, for example 
in compliance with EU rules or the use of funds Europe.  
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The possibility of having a vision will therefore depend, above all, by the acquisition of new 
managerial skills - to optimize the processes of interrelation between the internal dynamics of the 
business system and the environmental variables - and new strategic skills, with managers able to 
recognize the right opportunities, knowing when them arise and exploit them with flexibility and 
clarity.  
 
The development of interviews confirmed, among other things, such as jewellery and silverware are 
ancient and fascinating craft activities which combine the role of the designer-draftsman to that of 
the performer. 
 
A mix able to produce precious items with a unique designs that suit the tastes of clientele, searching 
for new markets, social media marketing, good buys and knowledge of stones and raw material (most 
of them buying raw materials locally, which makes their purchases more easily accessible with less 
time consumption (albeit in this way the entrance to new markets and new products is partly limited). 
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Reflecting on the development of intergenerational expertise is necessary to support the 
process of adult learning through the exchange between the levels of quality and domains 
(cognitive, interpersonal, intrapersonal), develop and practice transferable skills and create 
opportunities for professional mutual learning process. 
 

Suggestion:  
Future curricula of young entrepreneurs should integrate learning across the cognitive, 
interpersonal, and intrapersonal domains in whatever ways are appropriate for the targeted 
learning goals. For example, when targeting cognitive knowledge and thinking strategies, 
curricula should integrate development of the intrapersonal skills of metacognition, self-
efficacy, and positive attitudes toward learning that have been shown to enhance learning 
in the cognitive domain. 

 
 

6.2 Some methodologies 

 
There are some methodologies of training and orientation that can be used in preparing 
mentors for their task. 
 
Following are some methodologies that can be used in an integrated manner, that is, 
combining the best possible considering the target audience, previous experience of each 
participant, the context in which they are applied and the results expected from the learning 
process 
 
1. Orientation is a one to two-hour information session which should include presentations 

on: 
− who will be mentored, and why? 
− your organization's history, purpose and accomplishments 
− work currently in progress 
− time commitment expected of mentors 
− program logistics, such as meeting times and places and transportation 
− program resources, such as literature and ideas for activities with youth 
− outside resources, such as hotlines and referral names of teachers and social workers 
− guidelines for the relationship, such as what mentors are and are not expected to do 
− how can the mentors themselves benefit from the program 

 
2. Training sessions, where, you may choose to spread your training across several sessions. 

The training sessions can include several topics as: 
− Mentor responsibilities 
− Goal setting in the mentoring relationship (the importance of defining and setting 

goals, provide information, etc.) 
− ETC. 
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3. Listening skills where teaching mentors communication skills they can use with their 

mentees. 
 
4. Problem solving skills 
 
It is a format that simultaneously develops both problem solving strategies and disciplinary 
knowledge bases and skills by placing mentees/students in the active role of problem-solvers 
confronted with an ill-structured situation that simulates the kind of problems they are likely 
to face as future managers in complex organizations 
 
5. Conflict resolution skills where teach mentors how to resolve tension in a relationship 

 
6. Community resources and networking 
 
The actions carried out by the PRIME partners demonstrate how the craft plays an important 
role in the local/global relationship  and, especially in areas rich in history, proposes itself as 
part of the historical and cultural heritage in the local message it conveys respect to tourism, 
culture of territory, etc. 
Intangible assets made from traditional handicrafts and its "local knowledge" related to land 
resources, both refer to processes of capital both for economic recovery. 
The craftsmanship is a reproduction of knowledge, skills and techniques peculiar to the 
Mediterranean world that can represent an essential engine of endogenous growth for the 
economies of the countries of this area. 
Vocational guidance (reception, skills assessment, development of a personalized plan, 
support) and training measures of specialization in the field of artistic jewel (motivational, 
business and professional) for beneficiaries in possession of basic skills (custom relation to 
single individuals) are the fundamental elements for the consolidation and the creation of a 
local context - a network of workshops - designed to promote the integration of young neo-
entrepreneurs in the jewelry sector. 
 
7. Follow-up training 
 
Training, optimally, is an ongoing process in which mentors never stop learning' on the job. 
Occasional follow-up training will keep mentors up-to-date and interested and may prevent 
burnout.  
As during this phase of training of trainers Senior craftsmen, as well-established and 
experienced business people, will not be able to commit to long meetings outside of their 
workspaces, the Follow-up training sessions should be short and effective as meaning to induce 
a higher rate of participation. 
In this case, for example, to carry out part of these training sessions could be adopted the 
methodology of the World Café as this (particularly in the typology Swarm Intelligence and 
Generative) would exploit/enhance the role of the entrepreneur in view of his/her role as 
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mentor. Among other things, the World Café is aimed at creating the concrete outputs (for 
example, to finalize the Catalogue for Junior) and this could further help the project in achieving 
the major learning outcomes. 
 

6.3 Hypothesis of action 

 
Basically people perceive as essential to have a mentor above all at the beginning of the career.  
Also they have in mind what such a figure should to teach to enable them to grow and establish 
themselves as artisans of success: 

 
 guide them and train them in the operations of every day 
 teach them to be able to motivate others 
 give an example of how to act 
 improve their skills in the field 
 teach how to do teamwork 
 identify the right skills and work on transforming them into good ideas and reality 
 describe, teach to follow and understand the entire process from production to 

sale 
 assign certain tasks to themselves in order to transfer them operational 

experience 
 teach special processing methods 
 teach how to keep relationships with suppliers and customers, the right vision, tips 

and secrets to success, the mistakes that they have been through in order to learn 
and avoid them in the future 

 teach how to build and promote a brand. 
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6.3.1 Scheme/Action of Mentoring4 

 

SCHEME / ACTION OF MENTORING 01 - The market 

 
Segments 
− REMAINS STABLE: the high-end linked to policies and brand differentiation 
− GROWS the low end, where it is stronger competition from new producers of web users. 
− REDUCES the middle range which is tied much of the production of European small 

business 
 

 
Trend 
− GROWING AND CONSOLIDATES ITS POSITION: the tendency of the customer to see the 

object of gold/jewelry as an element related to the representation of the lifestyle and 
fashion 
 

 
The customer (with respect to the product) tends to become more central element 
 

 
As mentors, as you set yourself in the training of junior?  
 
Objectives 
 

− recommended to set their own corporate strategy (almost totally) different from yours (very 

important) 

− the product will always be the most central of the customer (in the activity of goldsmithing) 

(less important) 

− must take into account trends (medium importance) 

 

 
 
 

SCHEME / ACTION OF MENTORING 02 - The weaknesses of the gold sector 

 
Weaknesses: 
 
− Lack of new business leaders able to tow restructuring and repositioning in the international 

markets. 

 
4 Note: forms are examples 
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− Lack of a supply chain or network that can enhance traditional techniques but also promote 

technological innovation, adapting to the now whatsoever of processing of the goldsmith 

product from safe haven in the product that is the lifestyle and fashion. 

− Excessive fragmentation of the traditional local system 

 

Objectives 
 
Transfer level of awareness 
 
- High 
- Middle 
- Low 

 
 
 

SCHEME / ACTION OF MENTORING 03 - The strengths of the gold sector 

 

Strengths: 

 

− the stability of enterprises goldsmith with old family tradition 

− the ability to adapt to the local market 

− the defense capabilities of the units of sales by improving the qualitative component, 

product characterization and design 

−  

Objectives 

 

Transfer of skills / knowledge 

 

- High 

- Middle 

 

 

SCHEME / ACTION OF MENTORING 04 - The Vision 

 
The vision that can be glimpsed therefore depends on the necessity of making a big change to cope 
with an expected strong wave of branding with the expected entry of many new players in the market 
that is intended to upset the historical balances that have marked this sector and which will tend to 
move the great strength of their image on a product that in the past came from a story and a 
goldsmith craftsmanship recognized and that now seems ripe for a different legitimacy, resulting 
from the global brand. 
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Objectives 
 
Transfer level of awareness 
 
- High 
- Middle 
- Low 

 

 

SCHEME / ACTION OF MENTORING 05 - The mission in the short term 

 
Perspectives (mission on its activities in the short term) 
 
1. increased interest and openness to new markets and international markets but aware of the 

difficulties due to the size of small business 

 

Transfer level of awareness 
 
- High 
- Middle 
- Low 

 

2. tendency to adapt to the trends in the local market without investment 

 

Transfer level of awareness 
 
- High 
- Middle 
- Low 

 

3. corporate stability of traditional companies that have an established client base and retain their 
customers despite the crisis 
 

Transfer level of awareness 
 
- High 
- Middle 
- Low 

 

 

 



 

 
 

 

 

31  

 

 
 

SCHEME / ACTION OF MENTORING 06 - Future Scenarios (long term vision) 

 
Perspectives (mission on its activities in the short term): 
 

1. maintenance of the ancient processes and manufacturing techniques and product 

enhancement reinforcing the distinctive skills but also the design and creativity 

 

Transfer level of awareness 
 
- High 
- Middle 
- Low 

 

2. Total adaptation to the local market 

 

Transfer level of awareness 
 
- High 
- Middle 
- Low 

 

3. Fostering technological innovations to products, acquiring new design capabilities and Web based 
technologies able to connect businesses and consumers actively engage directly (business 
networks, e-commerce) 

 
Transfer level of awareness 
 
- High 
- Middle 
- Low 
 
4. Fostering innovation processes, using the most advanced technologies (CAD-CAM, metallurgy 

alloys, laser, precision casting) 
 

 

 

SCHEME / ACTION OF MENTORING 07 - The design and creative skills 

OBJECTIVES 
 
 Learn technical skills on special production 
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Other objectives 
 
TRANSFER OF SKILLS / KNOWLEDGE - High □ Middle □ 
 
TRANSFER OF AWARENESS - High □  Middle  □  Low □ (aim at to achieve understanding) 
 

 
 

SCHEME / ACTION OF MENTORING 08 - Product innovation and process 

OBJECTIVES 
 

Understand the importance of direct involvement in the technical design and finish of the 
product 
 
Other objectives 
 
TRANSFER OF SKILLS / KNOWLEDGE - High □ Middle □ 
 
TRANSFER OF AWARENESS - High □  Middle  □  Low □ (aim at to achieve understanding) 
 
 

 

SCHEME / ACTION OF MENTORING 09 - Acts of repetition and physical exercise 

 
In handicrafts, acts of physical exercise and repetition allow you to develop technical 
expertise from within, in the mind and the body. 
The routine is not something static, but dynamic, evolving and allows the development of 
technique and mastery. 
 

OBJECTIVES 
 
 Acquire technical mastery through repetition of certain acts 

 
Other objectives 
 
TRANSFER OF SKILLS / KNOWLEDGE - High □ Middle □ 
 
TRANSFER OF AWARENESS - High □  Middle  □  Low □ (aim at to achieve understanding) 
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SCHEME / ACTION OF MENTORING 10 - Knowing how to evaluate the company through the 

business plan 

OBJECTIVES 
 

 Perform organization and business planning 
 Knowing selling techniques, marketing and budgeting 
 
Other objectives 
 
TRANSFER OF SKILLS / KNOWLEDGE - High □ Middle □ 
 
TRANSFER OF AWARENESS - High □  Middle  □  Low □ (aim at to achieve understanding) 
 

 

 

SCHEME / ACTION OF MENTORING 11 - Orienting to the result 

OBJECTIVES 
 
 Acquire skills on time management and priorities 
 Relational efficiency in public relations and with customers and suppliers 
 Knowing how to evaluate the results of the analysis of the business plan 

 
Other objectives 
 
TRANSFER OF SKILLS / KNOWLEDGE - High □ Middle □ 
 
TRANSFER OF AWARENESS - High □  Middle  □  Low □ (aim at to achieve understanding) 
 
 

 
 

SCHEME / ACTION OF MENTORING 12 - Leadership 

OBJECTIVES 
 

 Acquire problem solving skills 
 Organize teamwork 
 Make strategic decisions 
 Tolerate stress and tension 
 continuous improvement 

 
Other objectives 
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TRANSFER OF SKILLS / KNOWLEDGE - High □ Middle □ 
 
TRANSFER OF AWARENESS - High □  Middle  □  Low □ (aim at to achieve understanding) 
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6.3.2 A draft programme 

 
ENPI CBC MED PROGRAMME 

 PRIME PROJECT- PRomoting Intergenerational learning in MEditerranean countries 

 SENIOR TRAINING FOR MENTORING 

        

UNIT 1 

Intergenerational learning and transfer, competences needs and key competences in the gold-silversmithing and 
gemology sector 

hours From/To Sub-units 

1 10,30 - 11,30 The sector in the specific local context and the intergenerational learning and transfer.  

2 11,30, - 12,30 Senior Overall Country Report analysis.  

3 12,30 - 13,30 Competences needs to become mentors 

4 13,30 - 14,30 Key competences to be transferred 

    

UNIT 2 

Juniors competences needs, the competences transfer and the mentoring schemes for the intergenerational 
learning and transfer 

hours From/To Sub-units 

1 10,30 - 11,30 Junior overall Country Report analysis 

2 11,30, - 12,30 The juniors needs of competences 

3 12,30 - 13,30 The Mentoring schemes for the intergenerational learning and transfer 

4 13,30 - 14,30 The Mentoring schemes for the transfer of competences 

    

UNIT 3 

Communication, web communication and the new forms of cooperation economy 

hours From/To Sub-units 

1 10,30 - 11,30 To improve own communications skills 

2 11,30, - 12,30 To improve own abilities to motivate the juniors 

3 12,30 - 13,30 The web and the new forms of cooperation economy 

4 13,30 - 14,30 New techniques for the prototypes 

    

UNIT 4  

To develop own abilities of mentoring in relationship with the professional profiles of the junior candidates 

hours From/To Sub-units 

1 10,30 - 11,30 To define and share the relationship between mentor and mentee in the local context 

2 11,30, - 12,30 To describe the professional profiles of the young mentees involved in the project 

3 12,30 - 13,30 Simulation of mentoring cases 

4 13,30 - 14,30 Analysis of weakness and strength points 

    

UNIT 5   

Draft of the mentoring plan 

hours From/To Sub-units 

1 10,30 - 11,30 
To define and share the mentoring plan to be realized 

2 11,30, - 12,30 

3 12,30 - 13,30 To define a catalogue of Best practices 

4 13,30 - 14,30 To define the training/mentoring path through the use of a day-book/logbook 

 
The logbook of the training/mentoring activities 
The logbook of the training/mentoring activities should contain at least the following elements: Name 
of the Mentor and junior/s assigned; final objective of the training/mentoring activities; results 
expected; possible problems faced during the period; solutions adopted to overcome them. 
 
 



 

 
 

 

 

36  

 

 
 

7 Conclusions. Other suggestions  

 
The outlook for the sector also depend on some questions that entrepreneurs do to themselves 
and to their representative associations. 
 
How will the market change? It will force the choice between being a brand, become a brand, 
the renunciation of the brand for a new dimension in the role of producer for a third party? 
 
The gold sector, typically artisan both for cultural tradition both for structural features, is now 
faced with the challenge of globalization of markets through the research of a new balance and 
a different identity of the business system. 
 
The phenomenon - which we are already seeing and that will develop further in the near future 
- is the entry into the world of the jewel of the major brands with consolidated experience in 
the marketing and management of the image, equipped with both the skills and the financial 
means to do so. 
 
To maintain and develop their competitive strength artisans are therefore aware of the need 
to overcome additional difficulties and problems beyond those already outlined above: 
 
 Difficulties arising from fewer opportunities for SMEs in tenders and contracts 
 Complexity and costs of obtaining the requirements and professional certifications 
 Critical regulatory and institutional relations 
 Difficulties relating to the supply and demand for training inherent in the traditional and 

artistic jobs 
 Weakness of the system of promotion and merchandising 
 Lack of display structures of reference. 
 
Most of the craftsmen interviewed is aware that: 
 
 the historical, architectural and artistic heritage is a resource worthy of effective policies, 

instruments and actions for the protection, enhancement and promotion 
 the artisan roots in each countries contain technical, productive and social-historical 

traditions of primary importance for the cultural identity and should be preserved, 
protected and promoted 

 the strengthening of the value and reputation of artistic production requires a greater 
commitment on the part of governments, local authorities and private business entities 

 craft, cultural services and cultural tourism are sectors of the economy in favour of creating 
employment and new businesses 

 it is desirable to develop a community of intent to distribute, in a more extensive and 
systematic way, the knowledge of the artistic, historical and technical handicraft heritage 
to the public opinion. 



 

 
 

 

 

37  

 

 
 

 
 

Suggestion:  
Currently, and in an ever more consistent, among the activities promoted by the 
development of local economies fall within the marketing and the valorization of what 
constitutes the local way of life as well as production from goods, wine, typical products, all 
crafts also artistic productions of excellence. 
In fact, the object produced is not only matter but it is also a vehicle of symbolic meanings, 
is related to the traditions and life of a social group, the object is attributed to the ability to 
fulfill a utilitarian and aesthetic and, in an increasingly more widespread, functions or ethnic 
identity. 
In this context it is appropriate to rethink the way in which they articulate the relationships 
between the different economic sectors, looking for new forms of networking that enable 
the development of the area for tourism and also give value to intangible heritage and 
symbolic. 

 
Further discussion on these issues has then allowed to bring out, during the interviews that will 
be necessary: 
 
 promoting goods and cultural activities with programs of communication and exchange of 

knowledge 
 disseminate information on goods, cultural activities, fields of intervention for the 

businesses and the benefits (fiscal and otherwise) that result 
 encourage the preservation and dissemination of specific manual skills, supporting 

knowledge of ancient and traditional techniques, skills and artisan jobs 
 training new human resources in artistic professions, especially young people and students 
 enable the creation of an organized system for merchandising. 
 
In summary the future outlook will be positive, and probably be able to get the industry to 
market conditions before the economic crisis of recent years, improving and activating 
supportive relationships in favour of an integrated approach between the various systems: 
 
 economic and financial, with planning and executive activities, to be taken as examples and 

best practices 
 educational and training, making available new technologies and new tools to craft 

enterprises in the field of cultural heritage 
 informative, offering itineraries, services and ways of using 
 promotional, developing the merchandising of objects, reproductions, artefacts of art and 

of artistic craftsmanship of quality 
 communicative, spreading knowledge and information relating to specific programs, 

projects, results and events 
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The vision that can be glimpsed therefore depends on the necessity of making a big change to 
cope with an expected strong wave of branding with the expected entry of many new players 
in the market that is intended to upset the historical balances that have marked this sector and 
which will tend to move the great strength of their image on a product that in the past came 
from a story and a goldsmith craftsmanship recognized and that now seems ripe for a different 
legitimacy, resulting from the global brand. 
 
The entry of these new players really seems to be able to subvert the strategic vision of the 
market for mid-high range, breaking the balances and bringing new elements to drive in a sector 
that needs strong stimuli. 
 
The phenomenon will not be limited quite possibly only to the entry of new players but will 
extend to companies that will be forced to react to this input in different ways: 
 
 some probably aiming to build its own brand, looking for new niches in a new market, 
 other by implementing the already well-known imitative models, copies of the phenomena 

strong and winning 
 other still looking for new approaches in non-branded product, capable of giving answers 

to a distribution that will try to resist the invasive force of the brands to defend its identity 
store and its profitability. 

 
Most of the craftsmen interviewed think that they have to expand and improve the actual 
activities in order to strengthen their business and overcome the bad economic situation.  
 
Some of them have clear ideas about: 

 
 to expand the sales with new customers in other countries improving the exports 
 to collaborate between them with common presentation in exhibitions, especially in other 

European countries 
 to improve the equipment of the workshops in order to (in long term vision) low the cost of 

the product, contemporary with the improvement of the quality and become more 
competitive with the products from Asian countries  

 to continue with innovative ideas and have continuously new and more contemporary 
proposals in the design and manufacturing field 

 to give more importance to a good vocational training in the sector and the necessary 
education in business administration and marketing 

 to improve the promoting and public relations activities. 
 

All these ideas must be planned and realized in the immediate future in order to overcome 
sooner possible the actual economic problems that the sector have and become more 
competitive. 
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7.1 Territorial Development 

 
The training will be implemented in a logic of improving the ability of market penetration on 
the domestic and foreign markets and its promotion through the implementation of measures 
of internationalization, supporting the development of the economies of the relevant territory 
and populations residing in it.  
 
In addition, the penetration and consolidation of the presence of the products of high quality 
and in many cases strongly linked to the culture of the area that will help improve the overall 
image of the territory itself. 

 
In particular, it may be useful to emphasize some critical points:  
 
 inform about the possibilities of promotion of the entrepreneurial fabric through schemes 

aimed at supporting program contracts/investment, financing of real services and the 
strengthening of access to adequate financial services, including insurance instruments, 
sourcing from renewable energy sources, etc. 

 Encouragement of research processes and technological innovation, promoting adherence 
to systems of quality certification, ethical and environmental 

 Facilitate the aggregation of holdings and allow the growth of competitiveness of the sector, 
both intangible addressing to support systems and financing of services for: 
− Business innovation 
− Quality certification 
− Environmental certification 
− Ethical certification 
− Promotion, internationalization and organized penetration of new markets 
− Optimization of the costs of sourcing energy and the use of renewable energy sources 
− Structural improvement of the business organization 
− Financial engineering to facilitate access to credit, surpassing rationing. 

 

7.2  The role of open source and new technologies 

 
The new artisans are not limited to handling products and objects, to manipulate them to find 
new uses, but also put in network their increased knowledge, new capabilities achieved by 
things, inventions and new creations, in order to improve more and more, in an adaptive and 
evolutionary logic that is an integral part of the craft of the 21st century. 
 
Today we more and more talk about maker with which, however, does not provide any return 
to the past, but rather a new way of looking at established practices. 
A fundamental characteristic of the makers is, for example, that of sharing and open source. 
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The use of new technologies creates products and tools anything but intangible assets that are 
not related exclusively to the sphere of knowledge and digital competence. 
 
The makers create tables, ornaments, clothing, using tools such as laser cutters, CNC machines 
(computer numerical control) and 3D printers and scanners.  
As a result, thanks to the "democratization of the means of production" began a revolution that 
brings cooperative man at the center of the act of production, humanizing it. 
 
The people of the makers is booming, yet it is hard to find structured courses that teach how 
to become a maker: the field is left mostly to the personal initiative of the new artisans, who 
have begun to build thanks to the passion and personal sharing of knowledge and, most 
recently, of co-working spaces craftsman. 
 
Among the first attempts to encode learning there are, for example, the fab sessions intended 
as laboratories studying new technologies and the new culture that is emerging in the world of 
production and bring together creativity, design, and material culture. The fab sessions utilize 
a relational format of teaching and are aimed at those who want to find tools and learn 
techniques to develop their own projects. 

 
 




