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Network for Education & Economic Development Services (NEEDS)
Facilitators:- 


Humayun Khan, 

Misal khan.
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Tahir Jan

Participators:-          

List attached as Annex 1

Training duration:-   

3 days.

Dates:-                      

13,14,15, June, 2008.

Time:-                       

8:00 am to 12:00 pm.

Venue:-                    

NEEDS Office.

Objectives:-              

At the end of training, participants will be able to;

· Identify various types of economic activities

· Select small scale-income generating activities (businesses)

· Identify various sources of capital mobilization and
· Develop action plan for what they learned to implement

Training methodology
Each day commenced with a recitation and, from Day-2, a participant or participants given a short review of the previous day’s workshop. There was a 15 minutes tea break in the mid of the training.

The methodology was participatory, combine presentations with group work and group presentations. Due attention was given to local language for the purposes of conceptual clarity and technical understanding.

Process

Day 1 :- 

What is business?
The session started with the recitation of the Holy Quran. After the recitation, introduction was done; each one introduced itself. After introduction, the facilitator shared objective of the training by writing it on the white board to make it visible for each one.

Discussion among the participants was initiated by asking a question that “what is a business?” the purpose of asking this question was to know the understanding level of the participants about business. In response, participants gave the following answers.

· Earning money

· Source of survival
· Acquire the needs of life

· Source of income

· Self-employment

· Using of resources

· Sustainable livelihood

After taking views of the participants, facilitator concluded that “it is a process of selling and purchasing of products or services to generate income to meet the requirements of life”. People adopt different kind of businesses like Shop keeping, Tailoring, electrician, trading, livestock rearing, selling services etc.

Business identification
The facilitator divided the participants in three groups and asked each group to list down different types of business activities. The groups identified number of different businesses (attached as Annex 2), including small as well as medium and big businesses. 

It was a useful exercise; all the participants involved in discussion and pointed out different businesses. Each group presented the findings and answered the questions asked by the participants.  

Business Selection

Now the next phase of the session was to filter few appropriate businesses among the lot. Criteria developed with the help of the participants for selecting an appropriate business. The participants set the following criteria during brainstorming for selecting a business;

· Need low investment

· Enough demand in the local market

· No need of high expertise
· Can be easily managed

· Good return (profit)

· No legal restriction

After agreeing the criteria, the groups were asked to select 10 businesses from the list that meet the agreed criteria. Each group listed 10 businesses that are suitable according to them (attached as Annex 3).

Day 2:-

The session started with the recitation of the Holy Quran. After the recitation, Facilitator asked for the review of day-1. Each participant shared his learning of day1 and the facilitator kept the session alive with questions and answers.

Project costing

First session of day-2 was to increase understanding of the participant about costing a project. They were told that before starting a business it is necessary to know about the investment of the project. Participants were asked to brainstorm the main costing heads i.e. where money is needed while starting a business. During this exercise, participants listed different heads of expenses as given below;
· Rent

· Wages of workers

· Machinery /tools/equipments
· Electricity 

· Gas 

· Water 

· Transport
· Material

· Furniture

· Daily expenses

· Advertisement
The above were further explained by taking example of a business “cap making”. 

Lets suppose, production is 100 caps / month, the participants were asked to calculate the expenses as per above headings. 

                                                                        Unit cost                      Total monthly cost                  

· Rent




1000

=

Rs   1,000

· Wages of workers.



2 x 6000
=

Rs 12,000

· Machinery (2 sewing machines)

7500

=

Rs   7,500

· Electricity bill.



1500

=

Rs   1,500

· Gas bill.




300

=

Rs      300

· Water supply bill.



100

=

Rs      100

· Transport.




2000

=

Rs   2,000

· Material.




2000

=

Rs   2,000

· Furniture




5000

=

Rs   5,000

· Refreshment 



3000

=

Rs   3,000

· Advertisement.



1000               =

Rs   1,000

Total amount 





=

Rs.  35400

After this exercise each participant was asked to select a business for himself that is to be started after this training. The following businesses selected by the participants.
· Fish farming
· Increase land product by growing multi crops at the same time and at the same piece of land i.e. double cropping

· Mobile stationary shop

· Stationary and sport goods

· Blowsier and jackets sewing

· Cloth (cut pieces) selling

· Selling of mobile, net and other pre-paid cards and connections
Each one calculated the project cost, while those who have selected the same type of business, estimated project cost in group.

Resource mobilization

The next session was how to mobilize resources for starting the selected business. The session was facilitated by taking the previous example of cap making and identified different sources to generate 35,400 rupees for the project. Different options of resource mobilization were discussed along with its chances of availability that how much %age the proposed source is sure. Mostly the sources mentioned by the participants were;

· Self savings
· Credit from relatives

· Credit from friends

· Credit from Banks 

· Loan from NGOs

· Selling of extra and useless domestic appliances or small assets

The participants were asked to give break up of the capital for the proposed project “cap making” as per the available sources. They gave the following break up;

· Self savings





=Rs 
  3000

· Credit from NRSP




=Rs   
15000

· Loan from Friend




=Rs  
  1000

· Contribution by Relatives



=Rs   
  2000

· Selling bicycle 




=Rs        1000

· Selling Goat





=Rs        2500

· Selling of Gold




=Rs      15000
Total capital 





=Rs.    39,500
At the end of the day the last session was on unit cost calculation and pricing. The participants were told the ingredients that are used in calculating the unit cost i.e. material cost, labor, utilities, transportation and marketing cost. They were told to add all these costs and divide it by the total units. This will give the unit cost. 
Setting price; 
The participants were asked to list down the factors that can be used while setting a product price. This was a brainstorming session and the participants gave some factors that should be kept in consideration while setting the price. These are;

· Competitor’s price 

· Profit margin

· Product quality

The unit price was set according to the formula; Unit cost = production cost + profit
  Day 3:- 
Problem and solutions

Review of day 2 was done by the participants. The facilitator said that today we will discuss the problems and it causes related to a business and how these problems will be handled.

The facilitator grouped the participants in three and asked them to brainstorm various common problems they presume related to a business. The participants listed problems that are general to a business like low profit, low demand and sale, poor marketing and business skills, inadequate access to resources and information and credit sales.
After listing the problems, the participants were asked to suggest appropriate solutions for these problems. Facilitator added that marketing is very necessary for a business to increase sale and profit. Mostly small business holders do not care for marketing, they think it is the wastage of money but actually it promotes a business and motivate clients by giving them information. Different ways of marketing discussed like develop poster, tag, wall chalking etc.

All the participants were asked to develop marketing strategy for his selected business that how they will inform the client about their business. 
The proposed promotional materials by the trainees are;
Words of mouth; this will be done by the participant who want to start fish farming

Sign board; agreed by blowzier and jackets sewing group and stationary business
Personal selling; agreed by the group who want to start mobile cards, connections and other pre paid cards selling  

Based on their learning an “Action Plan” (Annex 4) developed at the end of training, which will be followed by NEEDS staff during their visits. During follow up, consultation will be made with trainees for further guidance and improvement. They will also be facilitated and supported to take their action plan forward.  
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